






Primescan Connect™
Easy scan, seamless collaboration

The benefits of one of the leading intraoral scanners on the market are now  
available in a laptop configuration. Fast, accurate, comfortable and  

flexible: Primescan Connect provides an easy entry into digital dentistry. Plus,  
it’s powered by DS Core™, our cloud storage and file-sharing platform, to help  

you collaborate seamlessly with lab partners and colleagues. Now you can  
focus even more on what matters most: your patients. 

 Visit dentsplysirona.com/primescan-connect to learn more.  

Let’s work together
#PrimescanConnect #DSCore

Download  
Brochure
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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 

COVERPRODUCTS33

Open Sensor
Dentimax’s new Open Sensor is designed 
to work with major imaging software appli-
cations. The Open Sensor is said to offer 
high-quality x-rays while still maintaining a low 
cost that makes it accessible to every dental 
professional. Through it, dental professionals 
can add this to the of!ce to enhance its digital 
imaging capabilities while boosting work"ows.

Why this sensor is different
It is distributed through the Open Sensor 
Club, which is a subscription club that allows 
for $99 per month/sensor with a one-time 
$499 sensor signup fee. As part of this 
subscription, installation, training, tech 
support, a lifetime warranty, and accident for-
giveness, will all be provided for Open Sensor 
subscribers. 

Open Sensor
sales@opensensor.com  
opensensor.com
CIRCLE RS #03

3M™ Filtek™ Matrix 
The 3M Filtek Matrix is an anterior restorative 
solution that makes composite placement 
less stressful and more predictable for den-
tists and more affordable for their patients. 
With today’s dental patients looking for less 
invasive options to improve their smile at a 
price they can afford, this new custom matrix 
system is said to make composite placement 
less stressful and more predictable, eliminat-
ing the stress of free-hand shaping. This ef!-
ciency can help reduce chair time, enabling 
faster and more simpli!ed procedures. 

Why this matrix is worth a look
The Filtek Matrix procedure begins with a 
digital restoration design. A patient-speci!c 
matrix is created that helps the clinician 
transfer the digital design to the patient’s teeth 
using 3M dental composites. Unlike more 
invasive ceramic procedures that often require 
the removal of tooth structure, the Filtek 
Matrix relies on additive composite techniques 
where little to no tooth reduction is required. 
In a clinical evaluation, dentists reported that 
using the matrix increased their con!dence, 
delivered predictable and esthetic results, and 
saved chair time. Clinicians can pair the Filtek 
Matrix with 3M™ Filtek™ Dental Restoratives 
to deliver optimal composite strength and wear 
resistance for patients.

3M Oral Care
800-634-2249   
3M.com/FiltekMatrix
CIRCLE RS #02

iVac™ Apical Negative 
Pressure Irrigation and 
Activation System
The iVac system is designed to be used 
during the root canal treatment irrigation 
phase. This system is said to be instrumental 
in cases where irrigation depth control is cru-
cial, such as pediatric patients, apexi!cation, 
regeneration, and apical foramen resorp-
tions. The system’s design allows for the con-
tinuous exchange of ultrasonically activated 
irrigants with constant refreshment into the 
root canal system throughout the procedure. 
The iVac uses apical negative pressure with 
contaminant irrigation, which avoids the 
risk of extrusion of the irrigant while allowing 
the irrigating "uid to clean and disinfect the 
entire root canal to the working length. 

What sets this system apart
The system was created using the 3 most 
important concepts established by endo-
dontic research for root canal irrigation and 
disinfection: ultrasonic vibration, negative 
pressure, and contaminant irrigation. The 
iVac acts safely against the risk of liquid 
extrusion into the periapical tissue and acti-
vating the renewed "uid inside the canal. The 
system comprises an aspiration/activation 
cannula with 2 options of outside diameters, 
0.35 mm and 0.50 mm.

Pac-Dent, Inc
909-839-0888  
pac-dent.com
CIRCLE RS #04
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DENTAL TECHNOLOGY

TECHNOLOGY EVANGELIST

24 Making Dental Data Work Smarter, 
Not Harder
Digital data are plentiful in the dental practice, 
so it’s vital to know which are relevant and 
where and how to use them to make the 
right decisions. by John Flucke, DDS

DENTAL SPECIALTIES
DEEP DIVE

26 The Proactive Approach: Salivary 
Testing for Preventive Care
This new system allows practitioners to test 
patient saliva in just 5 minutes and catch 
issues before they become too serious.

5WS*

28 Penguin II
This newly designed dental implant stability monitor 
uses resonance frequency analysis to measure 
osseointegration, ensuring better loading results.

NEW DENTAL PRODUCTS

12 The newest launches from 
the industry

RESTORATIVE DENTISTRY

BENCHMARK

16 Hemostasis and Retraction: 
Tackling This Age-Old Challenge 
Just Got a Whole Lot Easier
Why most Catapult Education evaluators 
have added VOCO Retraction Paste to 
their trusty tackle box of go-to products. 
by Foroud Hakim, DDS, MBA

DEEP DIVE

20 Save Money and Time With a 
Single-Shade Composite
With just 1 material, OMNICHROMA 
from Tokuyama Dental America matches 
all the esthetic shades patients want 
and reduces costs and inventory.

 8 President’s Letter

 10 Editorial Advisory Board

 11 Medical World News™

16

[40]
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DENTAL INDUSTRY
BEST PRACTICES 2     23

INNOVATION, UNLIMITED POTENTIAL AHEAD FOR

JANUARY 2023 | VOLUME 57 | ISSUE 1

BEST PRACTICES[34] Dental industry leaders, 
including clinicians, manufacturers, 
and educators, share what they see 
ahead for the industry in the New Year.

28



75% OFF
Option 1: Join the club for less than $500
Option 2: Traditional purchase under $5,000

Lifetime warranty and support INCLUDED

 
New customer offer for f irst sensor

JAZZ
CLUB

Sale ends 02/22/23

Latest CMOS technology,
made in the U.S.A
www.jazzimaging.com

The perfect replacement sensor

(408) 539-0639
Interested?  Circle Product Card No. 5



DENTAL EQUIPMENT & SUPPLIES

BENCHMARK

30 Toothpaste Tackles Tough 
Preventive Pediatric Care 
New product designed especially for children 
earns excellent reviews. by Sonny Spera, DDS

5WS*

32 PG 8581 Washer-Disinfector
This washer-disinfector gets the job done 
ef! ciently when cleaning and reprocessing 
dental hygiene instruments. 

BEST PRACTICES

NEXT MONTH: Hype vs Reality: How close to the future are we today, and what advances are 
we still waiting for? This feature will explore the promise of different clinical and practice 
technologies with an eye on how close those technologies are to making good on their potential.

For more content online...
Dental Products Report® recently hosted a live 
continuing education Product Showcase Theater 
during the 2022 Greater New York Dental Meeting. 
The full presentations were only available during 
the conference, but we captured videos with many 
participating speakers and sponsors. Check out all 
the videos from the event on dentalproductsreport.
com, or by going to bit.ly/DPRGNY22.

Using your smartphone camera, 
hover over the QR code to scan.

Subscribe to our 
newsletters for practical 

tips and valuable resources.

42

  DATA MANAGEMENT

42 An Ounce of Prevention
The best way to protect against ransomware, 
viruses, and other dangerous malware is 
to buff up preventive measures so there’s 
zero chance of endangering your dental 
practice. by Lorne Lavine, DMD

TM

  

Scan QR Code 
to Learn More

Say Hello to

Apical Negative Pressure Irrigation 
and Activation System

Pac-Dent iVac™ irrigation system provides the 
synergistic e!ect of negative pressure, continuous 
irrigation, and ultrasonic activation in one easy-to-use 
device.

Patent Pending

www.pac-dent.comPac-Dent

Patent Pending

Aspiration Tube

Irrigation Port

Piezo Handpiece

Interested?  Circle Product Card No. 6





PUBLISHER’S NOTE

SETTING THE STAGE FOR ANOTHER 
YEAR OF INNOVATION AND CHANGE
LIKE MANY THINGS SUPPLANTED 
by a superior innovation, paper 
calendars are less common 
today than in the past. Using a 
cloud-based, interactive system 
to manage not just schedules, 
but also contacts, messages, and 
more, is a no-brainer, but chang-
ing a month or year on a digital 
calendar certainly doesn’t have 
the same feel as paper.

Flipping to a new month, or 
even better, starting an entirely 
new calendar with the arrival of 
a new year always felt like some-
thing signi!cant. Opening that 
new calendar for the !rst time 
created a natural moment for 
pondering what might be in store 
during the year to come.

Beyond the esoteric value of 
those moments, a paper calendar 
would be of little use today, but 
there will always be value in taking 
a few moments to assess the year 
ahead, evaluate trends and oppor-
tunities, and then chart a course 
that !ts your long-term goals. 

When evaluating a situation 
and forming a plan, it can be 
helpful to take in multiple per-
spectives, and that’s just what 
we are doing in the cover story 
of this issue of Dental Products 
Report®. With “Innovation, 
Unlimited Potential Lie Ahead 
for Dental Industry in 2023” 
(page 34) we collect thoughts and 
predictions from clinicians, man-
ufacturers, and other notable 
!gures from the dental industry. 

Of course, that’s not all. When 
we asked for the industry’s 
thoughts on what 2023 will 
have in store, the response was 
overwhelming, and we received 
more contributions than we can 
include in this print edition. Be 
sure to visit dentalproductsre-

port.com to read the expanded 
version of this article with more 
than a dozen additional views on 
the year ahead.

In terms of what we see ahead 
in the coming year, some trends 
we have our eyes on include tech-
nology integrations, expanding 
access to care, material innova-
tions, and changing workforce 
and business dynamics. All 
these topics will be explored in 
the coming months in features 
in the pages of Dental Products 
Report® as well as online under 
the banner of our Dental Net-
work of publications Dental Lab 
Products®, Modern Hygienist®, 
Dental Practice Management, 
and Dentist’s Money Digest®.

In terms of technologies, 
none is more present right now 
than arti!cial intelligence (AI). 
Evidence of this can be found on 
page 14 of this issue in the New 
Products section, where our 
editorial staff decided to honor 
a quartet of AI radiographic 
analysis software integrations as 
Editor’s Choice products because 
of the way they all simplify access 
to this cutting-edge technology.

With AI !nding ways to add 
ef!ciencies to a range of dental 
processes both clinical and 
operational, it should be no 
surprise that it will be a topic 
covered in depth this year. This 
month on dentalproductsreport.
com you can !nd our feature 
“The Inexorability of Arti!cial 
Intelligence: Where, Why, and 
How It Is Being Embraced,” and 
other features will explore the 
data powering AI technologies, 
and the clinical impacts of AI 
applications that read x-rays.

But AI isn’t the only technol-
ogy changing dentistry, and 

feature articles will be looking at 
everything from the latest diag-
nostic technologies, to the next 
phase of digital dentistry, to the 
way so many key dental innova-
tions start with 1 clever clinician 
looking for a better way to man-
age an everyday task.

Teledentistry, and remote 
monitoring are also topics of 
interest for 2023. These technol-
ogies can help the dental industry 
deliver care to the growing num-
ber of patients who cannot easily 
access a dental provider. 

When it comes to dental mate-
rials, it’s a great time to be both 
a clinician and a patient. Today’s 
materials are both easier to use 
and more esthetic than anything 
used before. In the coming year, 
we plan to explore the expanding 
biomimetic and preventive capa-
bilities being incorporated into 
the latest materials.

Although all these innovations 
are exciting, dentistry is still about 
people, and the changing dental 
workforce and industry landscape 
are big stories to be examined in 
the year ahead. We plan to look at 
the changing workforce, changing 
business strategies, and all the ways 
the dental industry is making con-
nections with the medical industry.

There’s plenty more in store 
for the year ahead, and of course 
we always want to hear from 
you. Send us a note if there are 
topics we should be covering, 
or products we should be pro!l-
ing. We’re excited about what’s 
ahead for 2023, and we’re glad 
you’re here with us. 

[ Mike Hennessy Jr ]
Mike Hennessy Jr is president and CEO of 
Dental Product Report®’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@mjhlifesciences.com
d e n ta l p r o d u c t s r e p o r t .c o m

[ Our Mission Statement ]
Dental Products Report ®—known for its trusted new product information—delivers a 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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SAVE YOUR PATIENTS TIME. 
MAKE YOUR PRACTICE MONEY.

www.glidewell.io  |  888-683-2063

Effortlessly mill the crowns you want when you want:

•  Mill fully sintered BruxZir® crowns and bridges with no oven 
time required — just polish and cement, and you’re done.

•  Let MarginAI™ and CrownAI™ do the design work for you so 
you can spend your time with your patients.

•  You’re connected directly to Glidewell for training and 
support at any time.

•  Love your scanner? Great — glidewell.io is an open system 
and works with your preferred scanning system.

The glidewell.io™ In-Office Solution is amazing!
The previous technology used for same-day 
crowns took months to master. With this, we are 
up and running with only one day of training.

! Dr. Korinne Grieger | Scottsdale, AZ 
Graduate of University of the Pacific School of Dentistry 
Dr. Grieger has been a glidewell.io user since 2020.

MKT-013094_4  

Contact us for current promotional trade-in offers 
and payment plans. Packages that include an 
intraoral scanner are also available.

We’ll show you how easy same-visit 
crowns should be! Scan the code to 
learn more about glidewell.io.

GD-2839181-010123

Pair your intraoral scanner 
with glidewell.io for only 

$49,995

Interested?  Circle Product Card No. 8



Questions or comments? NLevine@mjhlifesciences.com

What is your professional New Year’s resolution for 2023?

ANKUR GUPTA, DDS:  In early January, we will be asking our entire team to list, speci! cally, all the 
things in our of! ce that are either disorganized, inef! cient, frustrating, gross, or a source of con" ict. 
Then we will combine everyone’s list, circle a handful of items that most everyone agrees on, and 
spend the rest of the year attacking those items.

BROOKE BLICHER, DMD: My goal is to maintain the work-life balance that these 2 years of virtual 
programming, teaching, CE, etc, have brought. I see value in in-person meetings, but the multitude of 
them that I’d gotten involved in (study clubs, marketing dinners, work-related conference travel, etc) 
was a bit out of hand, and I’m looking to stay involved with dentistry while also staying present with my 
family and personal well-being.  

JOHN FLUCKE, DDS
John Flucke, DDS, is in private practice in 
Lee’s Summit, Missouri. He also serves as 
chief clinical editor and technology editor for 
Dental Products Report® and keeps an active 
blog ! lled with thoughts and tidbits on the 

world of technology at blog.denticle.com.

BROOKE BLICHER, DMD
Brooke Blicher, DMD, an endodontist in private 
practice in Vermont, also teaches at Harvard 
School of Dental Medicine and Tufts University 
School of Dental Medicine in Boston, 
Massachusetts. She provides continuing 

education for her dental colleagues via Pulp Non! ction 
Endodontics with her collaborator Rebekah Lucier Pryles, DMD. 

SHANNON PACE BRINKER, CDA
Shannon Pace Brinker, CDA, is a national and 
international speaker and a practicing dental 
assistant for over 30 years. She has published 
more than 200 articles on clinical topics and 
taught thousands of dental assistants. She has 

her own publication for dental assistants, From Our Side of the 
Chair®. She also started the Academy of Chairside Assisting®, 
one of the ! rst online platforms designated for dental assistants.

JASON H. GOODCHILD, DMD
Jason H. Goodchild, DMD, received his dental 
training at the University of Pennsylvania 
School of Dental Medicine in Philadelphia and 
is currently vice president of clinical affairs 
at Premier Dental Products Company. He is 

involved in developing innovative new products and educating 
clinicians to improve clinical practice. He is also an associate 
clinical professor in the Department of Oral and Maxillofacial 
Surgery at Creighton University School of Dentistry.

SARAH JEBREIL, DDS, AAACD
Sarah Jebreil, DDS, AAACD, is a highly 
awarded esthetic dentist practicing in Newport 
Beach, California, and a beauty expert who 
offers a wide range of cosmetic and restorative 
dental procedures to her patients. Her mission 

is to help individuals achieve their true radiance and she is an 
advocate of minimally invasive, natural-looking dentistry.

NATE LAWSON, DMD, PHD
Nate Lawson, DMD, PhD, is director of the 
Division of Biomaterials at the University 
of Alabama (UAB) School of Dentistry in 
Birmingham. His research interests include 
the physical, mechanical, and biologic 

properties of the materials used for restorative dentistry. He 
is also a general dentist at the UAB Faculty Practice.

JEFFREY LINEBERRY, 
DDS, AAACD
Jeffrey Lineberry, DDS, AAACD, is owner 
of the Carolina Center for Comprehensive 
Dentistry in Mooresville, North Carolina. His 
focus is on complex cosmetic and restorative 

dentistry, and temporomandibular joint/disorder (TMJ/TMD) 
care. He spends his time and energy learning, teaching, and 
sharing ideas in the dental ! eld and is an enthusiastic teacher for 
continuing education courses in dentistry. 

REBEKAH LUCIER PRYLES, DMD
Rebekah Lucier Pryles, DMD, shares a clinical 
practice limited to endodontics, Upper Valley 
Endodontics, with Brooke Blicher, DMD, in 
White River Junction, Vermont. She serves 
on the postgraduate endodontics faculty at 

Tufts University School of Dental Medicine and Harvard School 
of Dental Medicine, both in Boston, Massachusetts, and is 
president of the Vermont State Dental Society. She cofounded 
Pulp Non! ction Endodontics with Dr Blicher.

JEFF ROHDE, DDS
Jeff Rohde, DDS, maintains an innovative 
restorative and surgical practice in 
Santa Barbara, California. He graduated 
from UCLA with a bachelor’s degree in 
microbiology and molecular genetics and a 

master’s degree in biochemistry. He continued his studies at 
UCLA School of Dentistry, graduating with numerous awards 
including the Robert D. Wolcott Operative Dentistry Award. In 
2006, Dr Rohde was one of the founders of Dentalcompare.

JENNIFER SANDERS, DMD
Jennifer Sanders, DMD, owns a growing 
dental practice in Frenchtown, Montana. 
She is passionate about learning about 
leadership and creating an outstanding 
team culture .

JANUARY QUESTION OF THE MONTH

ANKUR GUPTA, DDS
Ankur Gupta, DDS, found his footing in 
dentistry when he made a guinea pig out of his 
of! ce, family, and self, attempting any and all 
personal and professional “experiments” in 
self-improvement. More than a decade later, 

he enjoys excellent new patient numbers and case acceptance. 
Dr Gupta is a 2004 graduate of the University of Michigan School 
of Dentistry. After completing a 1-year general practice residency 
in Cleveland, he started a practice from scratch in 2005.

TODD SNYDER, DDS, FAACD, 
FIADFE, ASDA, ABAD
As a cosmetic dentist, author, international 
lecturer, researcher, and instructor at various 
teaching facilities, Todd Snyder, DDS, has 
been lecturing for over 25 years in the dental 

industry. He provides lectures and hands-on symposiums 
both nationally and abroad numerous times during the year 
to educate his colleagues on proper technique, diagnosis, 
materials, and technology in the dental ! eld. 

RICHARD LIPSCOMB JR, DDS
Richard Lipscomb Jr, DDS, has been 
performing restorative procedures for over 20 
years, and placing mini dental implants since 
2006. He has written articles, conducted 
seminars, and given hands-on training. His 

unique dental experience includes private practice and public 
health services in community health centers. 

EDITORIAL ADVISORYBOARD
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WELLBEING CHECKUP™

Hope for Chronic Pain

Up to 20% of US adults are dealing with chronic pain 
and 8% of US adults have high-impact chronic pain. 
Many people with chronic pain turn to opioids to treat 
their pain, but along with the highly addictive quality 
of these medications, there are toxicities that affect the 
organs. Hernan Bazan, MD, DFSVS, FACS, discusses 
the issues associated with chronic pain and daily use of 
opioids, offers some insights on traditional pain reliev-
ers, and details how the next generation of therapies 
in development needs to be a safe, potential alterna-
tive to opioids.

TO WATCH, VISIT bit.ly/WBCChronic  

MEDICAL WORLD NEWS DEEP DIVE ™

Deep Dive Into Benzene Exposure Risks in Dry 
Shampoo Products

Multinational consumer goods company Unilever an-
nounced a voluntary product recall of various dry shampoo 
aerosol products due to risk of increased benzene levels, 
in mid-October. Benzene is a human carcinogen that, 
through increased inhaled, oral, or subcutaneous expo-
sure, may increase the risk of leukemia and other blood 
cancers or disorders. Although benzene is prevalent in 
daily indoor and outdoor environments, recalled products 
generally carry a substantial risk of increased exposure.

TO WATCH, VISIT bit.ly/DDBenz   

AFTER HOURS ®

Football Fan

Along with practicing intellectual property law at Venable, 
Ha Kung Wong, JD, an advisory board member of The 
Center for Biosimilars®, is the host of a podcast called 
Football Garbage Time, in which he discusses all the 
latest news and updates in the NFL and fantasy football, 
as well as pop culture. On this episode of After Hours®, 
Wong discusses what ! rst sparked his love of sports, his 
future plans for the podcast, and his early predictions for 
Super Bowl LVII.

TO WATCH, VISIT bit.ly/AHFBFan   

Medical World News® is a ! rst-of-its-kind 24-hour online program for health care 
professionals, by health care professionals. The site provides video editorial content on 
a variety of cutting-edge topics delivered on demand for all health care stakeholders, 
offering the latest news and information in an easily digestible, one-stop-shop format.

Interested?  Circle Product Card No. 7

Introducing 

absolutely the best value

> High-quality images at a low cost

> Increase case acceptance with improved patient communication

> Easy to use – One click operation

> FREE 2-year Protection Plan – Replace a damaged camera
(for any reason!) at a fraction of the retail cost

ONLY

Buy Today!
$279

capture
crisp pictures
in one click!  Visit shofu.com

Call 800.827.4638
Shofu Dental Corporation, San Marcos, CA

Order now
 scan QR Code >
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[ IMPLANT ]

TSX™ Implant
The TSX Implant is designed for immediate extraction and loading and is also 
integrated with ZimVie’s digital work! ows for optimized protocols. It uses a hybrid of 
ZimVie’s dual acid-etched and MTX™ surface technologies for increased attention 
to the coronal and subcoronal regions. This new implant system is said to offer 
stability and precision with its progressive threads and taper, boosting con" dence 
in practitioners and patients. The TSX Implant is compatible with the Encode®

Emergence 3-in-1 Healing Abutment, Impression Coping, and Scanbody System. 

ZimVie
800-342-5454  |  zimvie.com
CIRCLE RS #10

[ INFECTION CONTROL ]

Aerosol Protection (AP) Shield 
Designed to protect against saliva, blood, splash, aerosol, micro-organisms, and other 
small particles, the Aerosol Protection (AP) Shield eliminates the need for clinicians to 
wear a face shield. The AP Shield is positioned 6 in above the patient’s head, giving the 
dental practitioner unimpeded direct access to the oral work environment and allowing 
for the full range of motion required for all aspects of dentistry while offering a safer 
working environment. It connects to the High Volume Evacuation System, providing a 
signi" cantly cleaner and safer work environment. The AP shield is a ceiling-mounted 
delivery system. The plastic shield is easily sanitized, or changed in less than 30 seconds, 
and it can be reused more than 10 times. Only the suction tips need to be changed after 
each patient.

Sanah 1 Products LLC
844-5-SHIELD  |  sanah1.com
CIRCLE RS #11

[ STAFFING PLATFORM ]

Cloud Dentistry
Cloud Dentistry’s dental marketplace software is designed to help practices " ll empty 
positions as well as match its network of dental professionals seeking permanent or 
temporary hygiene and dental assistant positions. Of" ces are able to see the number of 
bookings a professional had through the platform, along with the number of times they 
have been late or a no-show. Conversely, dental professionals can see practice reviews 
by their peers to help them select the best potential employers. Other features include 
interactive 2-way messaging between candidates and employers, and professionals and 
practices with low ratings are removed from the platform to ensure quality matches.

Cloud Dentistry
844-643-3128  |  clouddentistry.com
CIRCLE RS #13

The TSX is surgically 
compatible with soft and dense 
bone protocol, existing tools, 
and ZimVie’s digital dentistry 
platform. 

NEW DENTAL PRODUCTS
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[ INTRAORAL SCANNING PORTFOLIO ]

DEXIS® IS
DEXIS’ new intraoral scanning portfolio, DEXIS IS, is a series of digital dental diagnostic 
systems that are designed to provide clinicians with a fully robust range of scanning solu-
tions. Each level of scanning is covered by an IS device: the entry-level IS 3600, the stan-
dard IS 3700, the fast IS 3800W, and the new IS Voyager. The Voyager is an all-in-one 
computer trolley designed to offer clinicians scanning ! exibility within the dental of" ce. 
Each scanner can be paired with the IS Voyager and all of the scanners in the portfolio 
are paired with the IS ScanFlow v1.07 software update. This software enables digital 
impressions, increased scanning speed, and 1-click export functionality to IS Connect. 

DEXIS
888-883-3947 |  DEXIS.com
CIRCLE RS #12





[ AI SOFTWARE INTEGRATION ]

Apteryx XVWeb Cloud Imaging
Planet DDS is partnering with Overjet to incorporate AI capability into its Apteryx XVWeb 
Cloud Imaging software and all-in-one practice management solution, Denticon. The 
new integration will provide real-time decision support to dentists as they review x-ray 
images with patients and increase confidence in their clinical decisions, promote proac-
tive and preventive care, and enhance provider-patient relationships. This partnership 
delivers an FDA-cleared solution that can quantify bone levels, in addition to detecting 
and outlining decay, and the scalability into the Apteryx XVWeb software, allowing 
practices to use virtually any imaging device. With Overjet’s AI technology integrated into 
Apteryx XVWeb software, dentists and patients can gain more meaningful insights from 
x-rays and focus their attention on areas of concern. 

Planet DDS
800-861-5098  |  planetdds.com
CIRCLE RS #14

[ AI SOFTWARE INTEGRATION ]

Second Opinion® & SOTA Cloud®

Dental AI group Pearl’s has announced a partnership with SOTA dental imaging software 
and its SOTA Cloud software solution. Pearl’s Second Opinion clinical pathology detec-
tion AI solution will be integrated with SOTA Cloud, offering clinicians the opportunity for 
the AI-assisted evaluation of dental radiographs. Second Opinion examines x-rays to 
check for conditions and caries and provides clinicians with another opinion to supple-
ment treatment planning. Its integration with cloud-based dental imaging software SOTA 
Cloud will let dentists bolster their treatment capabilities. 

SOTA Imaging
866-876-9089  |  sotaimaging.com 
CIRCLE RS #16

[ AI SOFTWARE INTEGRATION ]

Curve SuperHero & Pearl Second Opinion
Cloud-based dental management software company Curve Dental has integrated 
Pearl’s Second Opinion® AI into its Curve SuperHero practice management system 
(PMS). Pearl’s Second Opinion helps providers through its detection of dental 
diseases in radiologic imaging. Through this integration, Curve users will be able 
to use Second Opinion and all of its capabilities with any and all images stored in 
Curve Image.

Curve Dental
888-910-HERO  |  curvedental.com
CIRCLE RS #15

[ AI SOFTWARE INTEGRATION ]

Dentrix Detect AI®
Combining Henry Schein One’s Dentrix platform and VideaHealth’s AI technology, 
Dentrix Detect AI is an AI-enabled x-ray analysis tool that provides real-time clinical 
decision support to dentists. Its full integration into Dentrix allows it to work within 
existing Dentrix work!ows and eliminates the need for dentists to import or export 
images to utilize AI analysis. Each image is automatically analyzed in the software, 
helping dentists evaluate images more quickly. As a result, dentists can provide 
greater transparency to patients by making treatment recommendations chairside, 
which helps to improve case acceptance.

Henry Schein One
800-336-8749  |  henryscheinone.com
CIRCLE RS #17

All 4 of the products on this page are signi!cant because 
they have seamlessly integrated arti!cial intelligence (AI) 
into the practice’s work"ow, making it accessible to more 
practices, and by extension, more patients.NEW DENTAL PRODUCTS
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OPTIMAL 
RESULTS
FOR PATIENTS & PRACTICES.

henryscheindental.com/NErestoratives

Easy-to-use Composites
and Bonding Agents
designed for optimal 
restoration results at 
a great value for 
your practice.

Natural Elegance®

Self Etch Plus Bond

Natural Elegance® Premium Composite 

Maxima® 

Natural Elegance®

Packable Bulk Fill

Natural Elegance® 

Universal Bond

Supplies  |  Equipment  |  Practice Management Systems  |  Digital Technology  |  Technical Service  |  Practice Services

Natural Elegance®

RESTORATIVES

For more information, contact your
Henry Schein Sales Consultant or visit:
www.henryscheindental.com
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Ask any restorative dentist to 
list their biggest pain points or 
clinical challenges and, with-

out fail, tissue management for suc-
cessful ! nal impressions rises to the 
top of the list. No other procedure 
in dentistry correlates more directly 
to outcome quality, and yet no new 
or elegant solutions for controlling 
bleeding and moving cervical tissue 
away from the prepared margin 
have emerged for quite some time. 
Until now, that is. The evaluators at 
Catapult Education were asked to 
test VOCO Retraction Paste, a novel 
product from VOCO America. 

Historically, practitioners would 
stop bleeding and retract tissue 
using either hemostatic agents plus 
retraction cord or electrosurgery to 
cauterize bleeding capillaries and 
cut away cervical tissue blocking 
impression material from margins. 
Although electrosurgery units are 
still sold and used by some tradi-
tionalists, they have largely been 
replaced by diode lasers that are 
more precise, signi! cantly reduce 
thermal damage to tissues, and 
improve patient comfort both dur-
ing and after the procedure. I am a 
big fan of diode lasers and use them 
regularly, but I believe their utility 
goes far beyond tissue troughing for 
impressions. I use a laser to elimi-
nate tissue that I prefer be removed 
and materials that offer temporary 
retraction of the healthy tissue that 
I prefer to keep. Retraction cord has 

served the profession reliably for 
countless years. Various iterations, 
including braided and knitted cord, 
have been developed, each with 
different handling properties. Cord 
is used in tandem with a number 
of hemostatic solutions. Because 
epinephrine-impregnated cord has 
fallen out of favor due to potential 
adverse cardiac effects, aluminum 
chloride and ferric sulfate have 
become the most commonly used 
hemostatic solutions. 

Despite the ef! cacy of cord, 
doctors continue to look for 
alternatives for a variety of rea-
sons. Cord packing is considered 

time-consuming, even for expert 
practitioners (2-cord technique, 
by de! nition, takes twice as long). 
Overzealous packing in fragile 
biotypes can lead to unwanted 
recession. Given a choice, most 
patients would prefer not to have 
cord jammed into their sulcus and 
avoid the reinforced anesthesia 
that is sometimes needed. Liquid 
hemostatic solutions show mixed 
ef! cacy (aluminum chloride is 
typically less effective than fer-
ric sulfate), have an unpleasant 
taste, and can irritate soft tissues. 
Although ferric sulfate provides 
more predictable hemostasis than 
aluminum chloride, remnant ferric 
ions that are not cleansed away and 
remain embedded in dentin tubules 
can lead to progressive creeping 
stain that becomes visible through 
ceramic restorations, rendering 
them an esthetic failure over time. 
When manufacturers introduced 
cord alternatives in the form of gels 
and pastes, doctors were eager to 
try them, and I was no exception. 
These alternatives were met with 
mixed reviews. The consensus was 
that they were marginally effective 
and, as such, a convenient alterna-
tive for cases in which bleeding was 
not a signi! cant problem and mar-
gins were not placed too far below 
the gingiva so that signi! cant tis-
sue displacement was not required. 
In due course, many doctors found 
their way back to cord or laser 
troughing strategies. 

Although VOCO Retraction Paste 
falls in the category of cord alterna-
tives, Catapult evaluators were 
unanimously pleased with its per-
formance. The material characteris-
tics and highlights are as follows:

 VOCO Retraction Paste features 
aluminum chloride as the active 
hemostatic agent. But reviewers 
found that the formulation 
and tissue interaction mode 
resulted in far better hemostasis 
than they have experienced 
with other products containing 
aluminum chloride. They 
found it to be on par with or 
even more effective than ferric 
sulfate in some instances.

 Delivery and placement of VOCO 
Retraction Paste was remarkably 

Why most Catapult Education evaluators have 
added VOCO Retraction Paste to their trusty tackle 
box of go-to products. [ by Foroud Hakim, DDS, MBA ]

Hemostasis and Retraction: 
Tackling This Age-Old 
Challenge Just Got a 
Whole Lot Easier

RESTORATIVE DENTISTRY   BENCHMARK     DEEP DIVE

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.

     No other proce-
dure correlates 
more directly to 
outcome quality, 
but no new solu-
tions for controlling 
bleeding and mov-
ing cervical tissue 
away from the pre-
pared margin have 
emerged for some 
time. Until now.



DIAGNOSTIC 
CERTAINTY
WITH AWARD-WINNING
CBCT TECHNOLOGY

3 D  I M A G I N G

EXCELSIOR 3D CBCT
• 4 FOVs (5x5, 5x10, 8x10, 8x15cm) 15x13 cm available

• Smallest (.03mm) focal spot for outstanding image clarity

• Used in most procedures, including implant dentistry

• Industry-leading 10 year all-parts, 1 year labor warranty

EXPLORER 3D CBCT
• 4 FOVs (5x5, 10x10, 10x15 & 15x16cm)

• Smallest (.03mm) focal spot for outstanding
   image clarity

• Great option for airway and TMD analysis

• Industry-leading 10 year all-parts,
   3 year labor warranty

• EXPLORER PRO MODEL WITH
   WORLD’S 1ST INTEGRATED CEPH

Request
a demo

PREXION.COM
(855) 773-9466

181 Metro Drive, Suite 190
San Jose, CA 95110

SPECIAL
YEAR-END
PRICING

EXTENDED
THROUGH
Q1 2023

CBCT READERS RADIOLOGY & INTERPRETATION 
PACKAGE INCLUDED WITH PURCHASE AT NO 
CHARGE (UP TO A $5,899 VALUE)
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[ Figs. 1-4]  Note the molar crown preparation presenting with 
variable margin placement, including supragingival and subgingival 
spans in need of hemostasis (Figure 1). VOCO Retraction Paste was 
dispensed and compressed or buttered into the sulcus using the !at 
aspect of a cord packing instrument (Figure 2). Top down and lateral 
screenshot views of the "nal iTero™ scan, showing a very clearly 
re!ected and digitally pinned margin (Figures 3 and 4). 

easy and ef!cient. First, there 
is no dedicated dispensing gun 
needed as unit-dose ampules !t 
into any traditional composite 
gun. Next, the adjustable narrow 
tip makes it possible to place 
the paste very quickly. Finally, 
the material can be further 
compressed into the sulcus 
using the "at aspect of a cord 
packer or similar instrument.

 } VOCO Retraction Paste features 
dual-phase viscosity. Upon 
initial dispensing, it is more "uid 
and "ows into the sulcus under 
extrusion pressure. Once in 
place, it becomes more viscous 
and essentially maintains the 
positive retraction by occupying 
the expanded sulcular space. 
This is why the evaluators 
found it to be as effective 
as small diameter cords.

 } The highly visible blue of 
VOCO Retraction Paste made 
it easy to see not only during 
placement but afterward as well, 
so complete removal could be 
veri!ed before beginning the 
impression. Removal can also be 
accomplished very quickly with 
vigorous air/water spray using the 
3-way syringe and does not leave 
a stain on the tooth after removal.

The following clinical case high-
lights the use of VOCO Retraction 
Paste for tissue management in 
preparation for a digital scan. 

Figure 1. Note the molar crown 
preparation presenting with vari-
able margin placement, including 
supragingival and subgingival spans 
in need of hemostasis.

Figure 2. VOCO Retraction Paste 
was dispensed and compressed or 
buttered into the sulcus using the "at 
aspect of a cord packing instrument. 

Figures 3 and 4. Top down and 
lateral screenshot views of the !nal 
Itero™ scan, showing a very clearly 
re"ected and digitally pinned margin.

It’s worth mentioning that 
although VOCO Retraction Paste 
was effective for most clinical 
scenarios leading up to an analog 
elastomeric impression, it is perhaps 
the perfect complement to practices 
that have adopted digital impression 
technologies. In certain cases, cervi-

cal tissue that is under-retracted may 
result in thin or fragile "ash that 
can tear upon removal. There is no 
minimal axial retraction required 
when capturing a margin digitally. 
As long as the camera can see clear 
delineation from surrounding tissue, 
the margin is accurately captured. 

Because of the overwhelmingly 
positive reviews from Catapult Edu-
cation Doctors, VOCO America 
was awarded a unanimous Catapult 
Vote of Con!dence™ for its VOCO 
Retraction Paste. 

RESTORATIVE DENTISTRY BENCHMARK
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Putting an exact cost on how 
much money a dental practice 
can save by using a single com-

posite shade may seem dif!cult to 
calculate, but Kevin Brown, DDS, of 
Minimally Invasive Dental Aesthet-
ics in Bellevue, Washington, has a 
pretty good idea: $6000.

“I had quite a number of com-
posites going on,” he explains. “At 
one point when we went through 
the refrigerator, we looked at all the 
expired composites that we had, 
and it totaled up to $6000. We were 
just like, ‘Oh, that’s not good.’ If 
somebody’s not being very diligent 
at keeping track of what’s in the 
fridge and reordering new ones as 
they’re getting used up, the shades 
that we don’t use very often end up 
expiring.”

All-in-One
OMNICHROMA from Tokuyama 
Dental America solves an inventory 
and cost balance problem by offer-
ing 1 composite that can match all 

16 shades in the VITA® Classical 
Shade Guide.

“I have used OMNICHROMA 
since it came on the market in 
2019,” says Juan Uribe, DDS, of 
Uribe Family & Cosmetic Dentistry 
in Sioux Center, Iowa. “It all started 
from curiosity [about] an advertise-
ment for a single-shade composite 
that claims to match all 16 VITA 
Classical tooth shades, from A1 to 
D4. It seemed too good to be true 
and I had to con!rm it myself. From 
day 1, I was so impressed and satis-
!ed with this new Smart Chromatic 
Technology by Tokuyama that 
now I use OMNICHROMA and 
OMNICHROMA BLOCKER in 
more than 90% of all my composite 
cases: anterior, posterior, simple 
or complex, Class V, core build-
up, to cover screw access hole in 
implant restoration, endo access in 
crowns, diastemas closures, [and 
to] repair temporary restorations. 
Wherever I need composite, I use 
OMNICHROMA.”

Dr Brown adds, “I got early access 
to it. I had been using Tokuyama’s 
other products and writing for them. 
As I was getting this stuff, I was 
skeptical thinking that, ‘Oh, how 
can a single-shade composite work 
in so many scenarios?’ As I started 
using it, I was very impressed and 
surprised at how good it works in so 
many situations.”

Avoiding the Trap of “Too Much”
“The cost savings can happen for 
both me and the patient because I 
do a lot of the layered composites,” 
Dr Brown says. “I have a very broad 
range of composites—at least I did 
before OMNICHROMA—where 
I’d have speci!c dentin shades from 
1 brand; and 10 enamel shades from 

a different brand that I liked; and 
a translucent shade; and this, that, 
and the other.”

Thinking back to how much 
expired, unused composite the prac-
tice had gives him pause. “That was 
an experience when we !gured out 

that we were using so much extra 
composite that was outdated,” Dr 
Brown says. “And now I use just 2 
composite systems: I use OMNI-
CHROMA and Estelite Omega 
(Tokuyama Dental America), and 
oftentimes I’ll even use the 2 in 
conjunction. I’ve learned how these 
2 materials work together, and the 
science behind them is similar. The 
cost savings have been pretty eye-
opening and signi!cant, for sure. It’s 
at least $6000 per year in our of!ce 
that it saved us in materials.”

Smart Savings
Another savings, Dr Uribe notes, 
is that OMNICHROMA is less 
expensive than other composites. 
“The average cost of major brand 

Save Money & Time With a 
Single-Shade Composite
With just 1 material, OMNICHROMA from Tokuyama 
Dental America matches all the esthetic shades patients 
want and reduces costs and inventory. [ by Robert Elsenpeter ]

OMNICHROMA
This universal composite is designed for every shade and every class. 
OMNICHROMA is the world’s !rst universal composite that esthetically 
matches every patient’s shade, from A1 to D4, with a single shade. Its uni-
formly sized supra-nano spherical !llers (260 nm spherical SiO2-ZrO2) are 
the exact size and shape needed to generate red-to-yellow color as ambi-
ent light passes through the composite. There is no need to add pigments 
or dyes. The red-to-yellow color generated by the spherical !llers combines 
with the re"ected color of the patient’s surrounding dentition, creating the 
perfect match using Smart Chromatic Technology. Its wide color-matching 
ability eliminates the shade-taking procedure, reducing composite inven-
tory and saving clinicians time and money. 

Tokuyama Dental America
877-378-3548  |  OMNICHROMA.com
CIRCLE RS #22

     The cost savings 
have been pretty 
eye-opening and 
significant for 
sure. It’s at least 
$6000 per year in 
our office that it 
[OMNICHROMA] 
has saved us in 
materials. ”
– KEVIN BROWN, DDS



Master sleep 
apnea treatment 
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Scan the QR code or visit:
trydandy.com/dpr-demo
for more information.
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composites is about $50 per mil-
liliter, while OMNICHROMA 
is below $50,” Dr Uribe says. 
“Tokuyama constantly runs pro-
motions, saving you an additional 
33% off the material cost. Fees for 
composite restorations are low and 
require time to maintain a large 
inventory of shades. Because of 
this, you must be wise in utilizing 
your time ef!ciently and maintain 
an inventory of shades that will not 
break the bank or expire before you 
use them all. 

“Using the same material and 
the same steps over and over, you 
become a master in handling the 
material,” he continues. “As you 
become more ef!cient and predict-
able, you are reducing or eliminating 
remakes, which translates into a pos-
itive impact on your bottom line.”

Ordering
Time is money, and dentists also 
can realize cost savings through 
streamlining the composite order-
ing process.

“OMNICHROMA has made the 
ordering process easier and better,” 
Dr Uribe explains. “In the past, it 
was time-consuming and dif!cult, 
and even more dif!cult if you had 
more than 1 operatory.  OMNI-
CHROMA has made it possible for 
there to be no waste.” 

The process is easier for both vet-
eran and new staff.

“When you are in the process of 
training someone on how to order, 
it simpli!es that whole process,” Dr 
Brown says. “You have less stock 
to keep track of. My assistants have 
really enjoyed that, and it’s de!nitely 
simpli!ed things.” Clinicians also 
save time when using the product. 
Less chair time means happier 
patients and the ability to see more 
of them.

“There are a lot of great compos-
ites out there,” Dr Brown says. “I 
teach a lot of hands-on classes with 
composites. OMNICHROMA is a 
totally different thing, because it’s 
trying to simplify for the practitio-
ners who want to do esthetic stuff 
but don’t necessarily do well with 
the layered technique.

“When it comes to ordering 
in our of!ce and knowing that 
you have this broad range of 

composite brands that do very 
well in a lot of different scenarios, 
OMNICHROMA’s cost savings is 
probably one of the bigger driving 
forces I would see for a lot of people, 
because it just simpli!es things,” he 
continues. “The cost of a syringe of 
OMNICHROMA is less, so when 
you consider that factor, in addition 
to knowing that you can use it on 
pretty much anything in the mouth, 
from a simple !lling to a complex 

build-up to a Class V restoration 
along the gum line to a fractured 
front tooth, its ability to just be used 
in so many different applications is 
very attractive.”

Usage
Although money is an important 
consideration, if dentists don’t want 
to use the product, it’s useless. 

“There is a little bit of a learning 
curve on certain restorations, but it’s 
easily learned as you get used to using 
the material,” Dr Brown says. “The 
handling of it is great. The polishabil-
ity of it is great. I’ve been using it for 
3 years, and I haven’t had any issues 
with patients coming back with prob-
lems or chipping or color differences 
or polishability problems.”

In addition, Dr Uribe adds, “this 
composite consistency handles very 
well. Its moderate stiffness makes it 
easy to manipulate, contour, polish, 
and shine. Besides the putty, there is 
a new OMNICHROMA "owable to 
complement your desired consistency. 

OMNICHROMA’s incorporation of 
Smart Chromatic Technology turns 
the dentist into a magician. 

“Complex shading systems 
usually call for a complex, time-
consuming restoration procedures 
and multiple layers of opacities 
and translucencies to obtain highly 
esthetic results,” he continues. 
“With OMNICHROMA, you can 
obtain highly esthetic results fast, 
easy, and predictably. It cannot 
be simpler as there’s only 1 shade. 
There’s no waste of time in shade 
taking, tracking and recording all 
colors used for 1 restoration, and 
keeping up with your inventory.”

For Dr Uribe, OMNICHROMA 
was a pleasant, unexpected bene!t. 
“Before I cured my !rst OMNI-
CHROMA composite, I was skepti-
cal; my assistant was shocked,” Dr 
Uribe says. “‘How are you going to 
cure something that is obviously off-
shade?’ But the results were incred-
ible—a  seamless blending with the 
adjacent natural dentition after the 
material was cured. It left no doubts 
that this was a game-changer. The 
initial color discrepancy [white 
opaque] of the uncured material and 
the tooth helps as a visual aid while 
placing the composite. You easily 
identify and eliminate the excess 
composite on unwanted areas before 
the material is cured.”

The bene!ts of using a single 
composite shade include simplicity, 
speed, and—maybe best of all—
cost savings. 

ABOUT THE DOCTORS

Dr Juan Uribe was an international 
exchange student and graduated from 
Westwood High School in 1986. He 
received his professional degree in doctoral 
dental surgery in 1992 from the University 
El Bosque. He became a professor at 
the University El Bosque for the following 
8 years, obtaining a university teacher 
specialist degree. Dr Uribe continued 
his postgraduate education in dental 
prosthetics at the National University of 
Colombia Dental School in 1994. In 2000, 
Dr Uribe came to the United States, where 
he worked as vice president of laboratory 
technology and training at Prodenco Group 
Inc. He was accepted into an Advance 
Education In General Dentistry program 
at the University of Kansas City, Missouri, 
in 2006. He gained experience and 
training in a wide variety of techniques and 
treatments. Today, he lectures to dentists 
and study clubs in Iowa and Nebraska and 
is the proud recipient of many professional 
awards. He is a professional member of the 
American Dental Association, the Academy 
of General Dentistry, the Iowa Dental 
Association, and Northwestern District 
Dental Society. He currently practices at 
Uribe Family & Cosmetic Dentistry Center 
in Iowa. 

Dr Kevin Brown has a been in practice 
in Bellevue, Washington, at Minimally 
Invasive Dental Aesthetics. He graduated 
from the University of Washington 
School of Dentistry in 2006 and received 
recognitions in cosmetic and restorative 
dentistry. He has been in private practice 
since then and enjoys minimally invasive 
dental procedures such as direct 
composite bonding. He is an accredited 
member of the American Academy of 
Cosmetic Dentistry. He spends much 
time sharing his knowledge and insight 
of composite artistry through his regular 
writing contributions and publications, 
lecturing, and hands-on workshops. Dr 
Brown is a regular contributor for Dental 
Products Report®,  where he offers valuable 
insight on restorative dentistry products 
and techniques. He can be reached at 
kbrown@jensenbrowndds.com.
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RESTORATIVE DENTISTRY DEEP DIVE

     With 
OMNICHROMA, 
you can obtain  
highly esthetic 
results fast, easy, 
and predictably. It 
cannot be simpler 
as there’s only 1 
shade. There’s no 
waste of time.”
– JUAN URIBE, DDS

Subscribe to our newsletter  
for practical tips and  
valuable resources.
Using your smartphone camera, hover over the 
QR code to scan.
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What follows is a true story 
from a time very early in my 
career and something most 

of you will have experienced at some 
point. Dental technology was in its 
infancy then, and I was in a hotel 
ballroom in my hometown of Kan-
sas City, Missouri, where a dental 
supply company was showcasing its 
cutting-edge equipment. 

The intraoral cameras in particu-
lar were garnering a great deal of 
attention; many doctors, including 
me, were fascinated by the images 
and expressing their amazement. 
Then a dentist, perhaps already 
past the age of retirement, came by, 
peered at the screen, and wrinkled 
his nose. “That’s just an excuse to 
sell people unneeded dentistry!” he 
said with obvious disdain. The rest 
of us said nothing. I kept thinking 
that a punchline would be coming, 
but then with a “harrumph,” the 
man turned and walked away. The 
rest of us stood in awkward silence 
until one of us said something like, 
“Well…no sale there!” We chuckled 
and went back to our conversation 
about how wonderful it would be 
to be able to educate patients about 
their conditions with these cameras.

Later, as I continued to explore 
technology and all its bene! ts, I 
would occasionally hear similar 
arguments from naysayers. Don’t 

get me wrong, everyone is entitled to 
an opinion. I may not agree with it, 
but they are certainly entitled to it. 
I think the mistake many naysayers 
make is in thinking that technology 
makes decisions. Nothing could be 
further from the truth.

New technologies allow us to 
gather more data. A radiograph 
offers information about interproxi-
mal structure and bone height, and 
we can use that data to inform treat-
ment. How we arrive at a decision is 
based on the amount of data at our 
disposal. The more data available, 
the better our decisions tend to be.

Drowning in Data
We all know I love technology, but 
I would be the ! rst to admit that we 
are drowning in an ocean of data. 
I haven’t seen any numbers on the 
subject, but I would love to know 
how much digital data is generated 
each day at an average practice. 
Then we could extrapolate how 
much data is generated in a year. I 
would bet that most of us would be 
stunned by the number.

The good thing is that all that 
data give us decision points about 
treatment. As I tell patients, the lon-
ger they are in my care, the better I 
become at providing de! nitive treat-
ment. We all know that some people 
have rapid breakdown due to decay 
while others experience extremely 
slow breakdown under the same cir-
cumstances. All deserve tailor-made 
treatments based on their particular 
data points.  

For example, let’s say an 80-year-

old woman presents for recare. She 
has only 1 buccal pit restoration, 
which dates back 20 years. She has 
been a patient for 15 years, never 
misses an appointment, and her 
home care is meticulous. This time, 
there is a slight stick on the distal pit 
of tooth #30. Should an immediate 
restoration be recommended? In my 
opinion, no. But what if an 18-year-
old man—who has missed many 
appointments over the past decade, 
whose home care is atrocious, and 
who has multiple 1- and 2-surface 
restorations—presents with the 
same problem? Should an immediate 
restoration be recommended? In my 
opinion, yes. The situations require 
different decisions because the rel-
evant data are completely different.

As I said previously, the more data 
we have, the better we can be at 

JOHN FLUCKE, DDS

making clinical decisions. But I don’t 
feel that is the case at present. In 
addition to accumulating data, we 
also need to take time into account. 
No matter how much data you have 
from an exam done right now, it 
gives you only a small snapshot of 
what is going on at this moment.  

As most of you have probably read 
here before, my grandfather was 
something of a philosopher. One of 
my favorite sayings of his was, “Expe-
rience is what you get 5 seconds after 
you need it.” I don’t think truer words 
were ever spoken, and that brings me 
back to the idea of a data timeline. A 
timeline gives you information about 
a patient that is almost like experi-
ence. Knowing when to do something 
is almost as important as knowing 
how to do it. There is another old 
expression that I think applies here, 
“Don’t raise the bridge, lower the 
river.” So how could we do that?

A Second Opinion
I am con! dent that 2023 will be her-
alded as “the year of arti! cial intel-
ligence in dentistry.” Even as you 
read this column, the practice where 
I work is installing Pearl. I took a 
good look at what was available in 
the AI space and decided that, with 
its many clearances from the Food 
and Drug Administration (FDA), it 
was the best option available. Pearl’s 
Second Opinion is the ! rst real-time 
dental software that is FDA cleared 
to detect a variety of conditions and 
pathologies in dental radiographs.

I constantly tell my staff that the 
hardest thing I do every day is mul-
titask. Ours is a 3-doctor practice 
with 4 chairs of hygiene running 
every day. It is sometimes possible 
to have 1 or 2 patients who need 
restorative procedures from me and 
4 hygiene patients who need me to 
examine them and make oral health 
recommendations. Add to this the 
digital data that we are amassing 
on each patient, and the task of 
being in many places at once while 
incorporating that data into viable 
treatment plans. It’s a Herculean 
task. Despite the high expectations 
our patients have and the immense 
pressure we put on ourselves, doc-
tors are still human. A doctor run-
ning behind on a busy day may miss 
something on a radiograph. Tired 
doctors with tired eyes may not be 

Digital data are plentiful in the dental practice, so it’s 
vital to know which are relevant where and how to use 
them to make the right decisions. [ by John Flucke, DDS ]

Making Dental 
Data Work Smarter, 
Not Harder
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     New technolo-
gies allow us to 
gather more data…
How we arrive at a 
decision is based 
on the amount of 
data at our dis-
posal. The more 
data available, the 
better our decisions 
tend to be.”



TECHNOLOGY EVANGELIST

quite as sharp at the end of the day 
as they were ! rst thing in the morn-
ing. Then there are times when we 
squint at a monitor trying to decide 
whether we truly see a shadow on 
an image.

One of the best things about a 
multidoctor practice is that you 
can ask a colleague for an opinion. 
Even better is a having a computer 
algorithm that analyzes the data. 
Computers don’t get tired, don’t get 
eye strain, don’t get distracted. They 
just analyze data constantly, consis-
tently, and reliably.

Pearl’s Second Opinion looks for 
several pathologies on radiographs 
and marks those areas so that you 
can evaluate them yourself. This 
brings me back to the intraoral cam-
era I mentioned at the beginning. 
Only a doctor can make a diagnosis. 
AI is good at spotting things for you 
to evaluate or to con! rm something 
you’re not quite sure about. But only 
when a doctor decides to perform a 
treatment does the patient receive it.

The other thing about AI is that it 
provides an unemotional, objective 
second opinion. It may even sug-
gest that you look at something you 
might have missed. I’d much rather 
be told to look at something more 
closely than to miss it altogether.

Something else I’d like to high-
light is the real-time aspect of Sec-
ond Opinion. When a radiograph 
appears on a monitor, the software 
analyzes it and overlays it with 
markers where it sees potential 
pathologies. When the doctor walks 
in for the exam, the images have 
already been analyzed, marked, and 
made ready for the doctor to evalu-
ate. With a dual-monitor system, 
the patient has already seen the 
images and markings. This is the 
ultimate in codiagnosis.

Next Generations
Although current AI is nothing 
short of amazing, time and research 
are only going to make it better. 
What really excites me about the 

future of AI is its potential to gener-
ate an even more complete under-
standing of what we see. I envision 
a time when we will not only see 
the data of the patient in the chair, 
but also know how it relates to that 
of other patients. Imagine that you 
take a bitewing and the system tells 
you something along the lines of 
“this data has been compared to 
813 patients from a similar demo-
graphic. In that analysis, the area 
was found to be carious in 89% 
of individuals.” Wouldn’t that be 
amazing? Even if you don’t have the 
bene! t of having treated the patient 
for several years, you can still use the 
timeline of other, similar patients to 
improve your ! nal decisions. In fact, 
a company called Diagnocat is doing 
some of that right now.

What I hope we will soon see are 
highly successful AI companies that 
can compare what you are seeing 
in your of! ce against an extensive 
database of patients from other 
of! ces and share statistics in a way 

that helps everyone’s diagnosis. AI 
is also making amazing inroads into 
the digital design of prosthetics that 
will greatly simplify the in-of! ce 
milling process.

AI and computer learning have 
been growing exponentially during 
the past decade. Many of us are not 
even aware that a lot of what we do 
with technology in our personal 
lives is powered by AI platforms.

Now, at long last, we are seeing 
breakthroughs in our profession 
being labeled as AI. When the end of 
next year comes around, I hope the 
profession declares 2023 “the year 
of AI in dentistry.” If that does hap-
pen, remember that you heard it here 
! rst! See you next month.  
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Over the years, dentistry has 
taken a reactive rather than 
proactive approach to oral 

health. Much of its emphasis has 
been on ! xing problems once they’ve 
taken root. This narrow focus leads 
to the continuation of the same set of 
problems. In his pediatric practice in 
North Ogden, Utah, Boyd Simkins, 
DDS, used to feel as if he were facing 
a revolving door of caries.

“I got tired of just ! lling cavities,” 
he says. “I got to the point where I was 
unful! lled because I was just doing 
the same thing, day in and day out. I 
wanted to break this endless cycle.”

To achieve his goal, Dr Simkins 
began exploring salivary testing for 
use as a preventive tool that would 
change how he—and the dental indus-
try—approached assessment, preven-
tion, and treatment. 

“If we really want to be a profes-
sion that focuses on prevention, we 
can’t wait until the disease is mani-
festing,” Dr Simkins says. “If we can 
proactively see what is happening, 
we can reduce the risk for decay or 
disease in general, then we can really 
create a movement…not only [for] 
our profession but…[for] medical col-
leagues as well, to shift the paradigm 
in Western medicine.”

Salivary testing is certainly a proac-
tive approach that identi! es risk fac-
tors for caries and periodontal disease 
before the problems arise. Although 
it offers bene! ts for both children and 
adults, as a pediatric practitioner Dr 
Simkins found it extremely useful for 
his young patients.   

“With kids particularly, we can 
shape the microbiome before it’s 
established,” he says. “We can use the 
saliva before things start showing up 
on radiographs or in the clinical exam. 
We can see that there’s risk, so we can 
actually preemptively start to make 
changes, whether it’s to diet or probiot-

ics or speci! c types of toothpaste or 
habits in general, and try to prevent 
that disease from showing up.”

The SillHa System
As he began focusing on salivary 
testing, Dr Simkins tried a number 
of the systems available. Some had 
multiday turnaround times, which 
wasn’t conducive to patient educa-
tion or convenient for his practice 
work" ow. He felt that it wasn’t 
practical to call numerous patients a 
few days after their appointment to 
discuss results. Other systems didn’t 
seem to produce reliable results or 
lacked the ability to track progress 
over time. In 2019, he discovered the 
solution he currently employs.

“We tried a few different salivary 
testing products, but we found they 
either took too much time or weren’t 
very predictable,” Dr Simkins 
explains. “Then we found the SillHa 
Oral Wellness System, which is 
approved for use with both children 
and adults.”

And he was on the right track. A 
2022 study examining the bene! ts of 
this product from ARKRAY USA, 
Inc, found that the multipoint saliva 
analyzer, in conjunction with clinical 
examination, can provide quick sali-
vary component analysis to support 
effective treatment planning.1 

By using SillHa to test saliva, one 
can assess a patient’s risk for caries 
and periodontal disease. In just 5 
minutes, it analyzes saliva samples 
for 7 key biomarkers of oral well-
ness: ammonia, acidity, proteins, 
buffer capacity, leukocytes, blood, 
and cariogenic bacteria, which can 
indicate predisposition to a range 
of conditions. For example, the 
research found that higher leukocyte 
and protein levels were found in 
patients with periodontal disease, 
whereas acidity levels were lower 

in patients with sleep apnea. Those 
with a history of cancer or diabetes 
had lower leukocyte but higher 
ammonia levels.1

Although SillHa offers extensive 
in-depth results, it is quite simple 
to use. After a practitioner submits 
a saliva sample to the system, it is 
examined using a dual re" ectance 
method, which measures the saliva’s 
reactivity on a test strip. This reac-
tivity provides information on fac-
tors invisible to the naked eye that 
may point to an increased risk of 
disease or caries. 

Once the sample has been analyzed, 
the system produces a patient-friendly, 
multipoint analysis of the results in 
an easy-to-understand format. The 
mySalivaü® report provides informa-

tion on current oral status, outlines 
benchmarks for improvement, and 
speci! es the reasoning behind follow-
up appointments.

The report is formatted in either a 
radar or bar chart that displays infor-
mation graphically so that patients 
can readily understand it. Each report 
includes the 7 biomarkers and allows 
the clinician to determine the risk for 
disease combining the numbers with 
knowledge and clinical assessment. 

For example, a patient with high 
acidity levels can see that a diet 
that includes acid-producing foods 
can be a possible cause. The report 
also explains the effects high acid-
ity can have on teeth and offers 
recommendations for reducing it, 
such as limiting simple/processed 
carbohydrates, practicing proper 
oral hygiene, or using speci! c over-
the-counter products. Doctors can 
customize the causes and explana-
tions about recommendations to ! t 
their preferred suggested treatment 
plans. The system also allows them 
to compare up to 3 results over time 
to track patient progress.

“SillHa graphically depicts trends 
that we’re seeing in the saliva,” Dr 

The Proactive Approach: Salivary 
Testing for Preventive Care
This new system allows practitioners to test patient saliva in just 5 
minutes and catch issues before they become too serious.[ by Laura Dorr ]

SillHa Oral Wellness System
The SillHa Oral Wellness System is a salivary screening tool that allows dental 
professionals to test patient saliva in just 5 minutes, allowing for a quick analysis 
to bolster preventive care and treatment planning. It uses a dual re! ectance 
method to measure reactivity to saliva, providing tested results and checking 
for in! ammatory markers. The report offers easy-to-understand data visualiza-
tion to help clinicians make informed decisions on patient care. 

ARKRAY USA, Inc
844-559-0842  |  sillhasaliva.com
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Simkins says. “Any time we do saliva 
testing, it’s a point in time. So, by 
creating where you can track results 
over time, you can see trending and 
progression towards oral health. And 
it gives us those concrete numbers 
that allow us to say, here is the prob-
lem and why.”

Dr Simkins has found both the 
tracking feature and the visual 
biomarker depiction charts to be 
exceedingly helpful when explaining 
potential issues and suggesting care.

“I think the biggest thing I noticed 
when we started to test was that 
the parents started to pay attention 
about preventive care,” he says. 
“They actually started to listen 
to what I was saying, because we 
could put an objective piece in front 
of them that really showed exactly 
what was going on.”

Implementing Salivary 
Testing With SillHa
The ability to produce an accurate 
analyses in 5 minutes is particularly 
important to Dr Simkins, as his pedi-
atric patients and their parents are 
often short on time because they’re 
running from school to sports practice 
and other events. The 5-minute turn-
around time allows him and his team 
to discuss the ! ndings and their impli-
cations at the end of the appointment. 
Hygienists can kick it off before the 
cleaning and exam, and results will be 
ready by the time the doctor is done. 

“My patients and their families 
are so busy, they don’t have time to 
discuss results later, or it’s harder to 
get them to follow through if they 
aren’t in front of you,” Dr Simkins 
says. “SillHa is much easier than 
other systems and better for patient 
communication in that it only takes 
5 minutes to get results.”

Setup is simple, and it is compatible 
with Windows and Apple software.

“Implementation was really easy,” 
Dr Simkins says. “The challenging 
part as the practitioner was ! guring 
out how to interpret the data, and 
resources are provided to get there.”

Changing Care, Permanently 
Dr Simkins believes that any slight 
learning curve with SillHa is greatly 
outweighed by the insights and 
support that salivary testing can 
provide. Such testing has not only 
slowed down the revolving door 
of caries in his practice, but also 
allowed him to contribute to the 
betterment of his patients’ oral-
systemic health.

“There are so many parts of 
overall health that science is show-
ing [are] linked to oral health, 
everything from diabetes to cardio-
vascular disease,” he says. “If we 
can see all these things start to take 
root and make corrections early, 
especially in children, we’re going to 
see fewer complications.”

And dentistry is positioned to make 
a difference in combatting lifelong 
precursors to oral and systemic dis-
ease, provided it embraces preventive 
care and treatment.

“Our profession is in a really 
unique situation, where we are at the 
forefront of the health industry…
[and] seeing people on a regular 
basis,” he says. “If you can harness 
the regularity of visits, we can start 
! ghting disease and start collaborat-
ing to improve overall health.” 
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5Ws* Penguin II  

WHAT
Penguin II implant stability monitor 

WHO
Aseptico
425-408-9347  |  aseptico.com    
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WHERE
Any dental practice that places implants or 
restores dental implants. Penguin II works 
with all major dental implant systems.

WHEN
For single-stage immediate loading 
implant cases to help the clinician 
determine if the implant is safe to 
load. For implant cases to monitor 
osseointegration over time prior to 
restoration.

WHY
Being able to measure and monitor 
osseointegration in a noninvasive, 
objective, accurate and repeatable 
manner helps clinicians better manage 
risk and ensure good outcomes for their 
dental implant patients.Clinical bene! ts 
include the ability to reliably monitor 
the osseointegration of implants, the 
removal of doubt when determing safe 
loading times, the reduced risk of implant 
failure. It is designed to be affordable and 
uncomplicated. 

THE 5Ws*

THE HOW

This implant stability monitor uses resonance frequency analysis for a reliable 
measurement of implant stability at any stage of treatment. [ compiled by Kellie Nock ]

The technique behind the Penguin II is called resonance frequency analysis (RFA) and the measurement unit 
is named the implant stability quotient (ISQ). A specially designed peg, called a MulTipeg™, is attached to the 
implant. The peg is excited by magnetic pulses from the instrument and vibrates due to the stiffness in the 
contact area between the bone and the implant surface. The instrument measures the frequency of vibration 
and translates it to an ISQ scale value between 1 and 99, with a higher ISQ value correlating to better stability. For 
example, a measurement of ISQ 70 indicates a very stable implant with low micro-mobility.
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Treating children is a challenge for 
most dentists. Although many 
general clinicians treat young 

patients, most would agree that 
adequate decay removal, consistent 
isolation, and proper bonding of a 
long-term restoration are some of the 
most dif! cult tasks in their children’s 
repertoire. Thus, the best solution is 
to prevent decay from occurring in 
the ! rst place. 

There are many over-the-counter 
and prescription products that all 
claim to prevent decay, and most can 
make this claim because they include 
" uoride. GC America, a leader in 
the development and dispensation of 
high-quality dental products, intro-
duced MI Paste® ONE in 2018 as a 
unique preventive option that com-
bines ions of calcium, phosphate, and 
" uoride.  Much market research was 
done on the product, and it continues 
to be highly regarded. Its limitation, 
however, was that it did not have 
some of the features that make tooth-
paste appealing to children. Products 
that are tasty and appealing must 
also have great ef! cacy. Those that 
combine both properties are the ones 
that can really have a marked impact 
on dispensation and usage in general 
and pediatric of! ces. 

Currently, our panel has recom-
mended the following brands and 
products: Crest, Pronamel, Colgate, 
MI Paste ONE Kids, Colgate Previ-
Dent, Clinpro 5000 (prescription), 
Common Sense Teeth Cleaning Pow-
der (for " uoride-free patients), Senso-
dyne, FluoriMax, and Supersmile.

With the plethora of " uoride-
based products available on the 
market, we are challenged with 
respect to what we recommend 
and how it will be received. It is 
important to have a product we can 
stand behind that will also appeal 
to patients. So often, on the popu-
lar show Shark Tank, the sharks 
ask, “Does it satisfy a need?” When 
evaluating new products, we must 
ask not only that question but also 

“Will it be useful, well received, and 
replace a current product?”

GC America has developed a prod-
uct for kids called MI Paste® ONE 
Kids, which delivers " uoride in a 
more appealing way while preserving 
some of the foamy consistency most 
consumers equate with a “good clean 
feeling” after using.

The Review
The evaluators at Catapult Educa-
tion clinically reviewed and tested 
the 3 " avors of MI Paste ONE 
Kids: blue raspberry, cotton candy, 
and bubblegum (33% each). The 
product was said to have a “pleas-
ant but not overwhelming taste,” 
and 1 commenter said, “I tried all 
3 and loved them myself!” When it 
came to consistency, it was found 
to spread well in the mouth during 
brushing as well as to apply on a 
toothbrush. All evaluators found 
the ease of use and foaming qual-
ity—very important factors when 
selecting a toothpaste for children—
to be good or excellent. They also 

stated that it was “creamy,” “very 
easy to use,” and easy for children 
to use.

And what about that clean, fresh 
feeling after brushing, the other 
quality hallmark if we are to have 
a product that children and adults 
will endorse? Most (78%) of evalu-
ators rated the product as excellent 
or good.

Evaluators also found the " avor, 
smell, packaging, and cow image to 
be good or excellent 75% of the time, 
while 78% of them considered the 
kid-friendly labeling as favorable. 
The instructions were “great” with 

“fresh packaging.” The smell was 
overwhelmingly acceptable, noted 
as “pleasant” and “very appealing.” 
In one instance, the evaluator said 
that “kids loved the " avors.” The 
favorite almost across the board 
with children was cotton candy, 
with blue raspberry coming in third. 
However, adults seemed to prefer 
blue raspberry.

When asked about overall experi-
ence, 78% of evaluators rated it 
as good or excellent. One said the 
product had “a nice consistency” 
and another said that having “" avor 
options for any dental supplement for 
kids is a plus.” 

When asked the million-dollar 
question—Would you replace your 
recommendations with MI Paste 
ONE Kids?—more than 75% said 
they would and would use it for 
daily brushing. One said, “My 
9-year-old daughter loved every " a-
vor and gave a big thumbs-up! She is 
so picky with " avors, so that is huge! 
She made a little video to share!” 
Another said, “I would recommend 
it as an option. Win-win, " uoride 
and calcium.”

This product can replace most 
of the currently recommended 
toothpastes for children. According 
to evaluation results, it more than 
satis! es the need for a tasty, foamy 
dentifrice that has " uoride and is use-
ful for pediatric patients.

Due to the overall positive feed-
back from Catapult evaluators, it is 
a pleasure to award GC America the 
Catapult Vote of Con! dence™. 

New product designed especially for children 
earns excellent reviews. [ by Sonny Spera, DDS ]

Toothpaste Tackles Tough 
Preventive Pediatric Care 

DENTAL EQUIPMENT & SUPPLIES   BENCHMARK     5WS*

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.
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Information provided by Miele Professional.

5Ws* Miele’s PG 8581 

WHAT
A cleaning and disinfecting appliance

WHO
Miele Professional
800-991-9380  |  mieleusa.com/professional
CIRCLE RS #32

WHERE
Any dental practice.

WHEN
When cleaning and disinfecting hygiene 
instruments after use.

WHY
Because it is essential to clean and 
disinfect dental instruments regularly, 
clinicians can bene!t from this 2-in-1 
system that minimizes the risk of infection. 
The Vario TD Program removes residues 
with low-temperature prewashes, the 
Miele ProCare Dent Process Chemicals 
are powerful cleaning agents, and spray 
arm monitoring guarantees optimal 
process operation. 

THE 5Ws*

THE HOW

This washer-disinfector gets the job done efficiently when cleaning 
and reprocessing dental hygiene instruments. [ compiled by Kellie Nock ]

The Miele PG 8581 Washer-Disinfector has a wash capacity of up to 24 regular-sized cassettes per cycle to optimize 
ef!ciency. It also comes with adjustable baskets and accessories to ensure instruments of different sizes and shapes 
are cleaned and reprocessed in a timely fashion, saving hygienists time they can better spend in the operatory. Miele 
also offers a warranty and extended coverage, so practices can take full advantage of the equipment.



PATIENTS TODAY who need to have teeth replaced 
expect to look and feel great. Because big strides have 
been made in recent years with respect to materials, 
techniques, and technology, many more of them are 
likely to choose implants. That’s why ZimVie has 
begun to deliver products and education to ensure den-
tists have the skills and tools to deliver great and long-
lasting implant care. “It is critical for patients to regain 
their functional chewing ability while achieving great 
aesthetics. Dental implants today can create a much 
better outcome for a patient compared to a crown and 
bridge,” says Indraneel Kanaglekar, SVP and President, 
Global Dental at ZimVie. “That’s where implants !t 
in the dental industry. Anyone who has a patient with 
missing teeth should consider dental implants as the 
best tooth replacement and treatment option.”

According to Kanaglekar, a number of factors have 
played and will continue to play a role in the growth of 
implants. “On average, only one of four patients who 
currently has a missing tooth is getting implant[s], so 
there is a lot of room for implants to be adopted as 
the standard of care for tooth replacement.” Second, 
“more dentists are getting trained in placing and restor-
ing implants, which is driving implant industry growth. 
And !nally, the adoption of digital dentistry and digital 
work"ows is making implant dentistry easier, more 
ef!cient, and faster.”

A spinoff of Zimmer Biomet, ZimVie recently 
launched its newest product, the TSX™ Implant, which 
is designed for immediate extraction and loading, offer-
ing apical stability with placement predictability for 
clinician con!dence. Kanaglekar is enthusiastic about 
ZimVie’s growth, innovative product improvements, 
and growth of its dental implant business.

Making an Impact

“I’m personally very excited about the future. Our two 
major businesses, Dental and Spine, were relatively 
smaller businesses within Zimmer Biomet and didn’t 
receive the time and attention that they deserve,” he 
says. “I’m very excited about our future as ZimVie — 
Dental is in a very attractive market and is performing 
well. Now as part of an independent company, we are 

giving the Dental business the attention and investment  
it deserves to drive its growth forward. Being part of a 
smaller, more focused company allows us to be more 
nimble. Because of that, we will be able to provide a 
quicker, more focused response to market needs and 
to our customers.”

ZimVie is currently the only sizable company focused 
solely on implant-based tooth replacement that pro-
vides a comprehensive suite of end-to-end solutions for 
tooth replacements. It has an all-inclusive portfolio for 
clinicians: implants, biomaterials and all related restor-
ative products, plus the digital work"ows and services 
they require to place and restore implants. According 
to Kanaglekar, aside from having a comprehensive 
premium implant portfolio, ZimVie differentiates 
itself through its seamless digital dentistry work"ow 
and its robust educational offerings. Together, they can 
make the procedure far more ef!cient and predictable, 
producing better aesthetic outcomes.

“We excel in providing quality education and ser-
vices, making ZimVie a one-stop shop for all tooth 
replacement needs,” he adds. “This includes medical 
education and services to support clinical and practice-
management skills.”

When it comes to product development, two things 
matter the most. The !rst is that with every solution 
they’re developing, ZimVie looks at how it can bene!t 
the patient in terms of restoring their chewing function 
and improving esthetics. Second, but equally impor-
tant, is how the company can simplify the implant 
procedure and make it more ef!cient and faster for the 
dental practice. 

“When you improve immediate implant stability, 
patients can go home with a prosthesis on the same 
day. This is because the implant is well-placed, and 
the patient can leave with either a temporary or a 
permanent prosthesis,” he explains. “You reduce the 
treatment time as well as lessen the number of visits, 
therefore sending the patient home happy.”

Digital treatment planning has also become a big 
part of dental implants, and Kanaglekar expects this 
trend to continue. “Digital treatment planning is 
becoming the standard of care because it allows you 
to perform a safe and more accurate procedure. You 
can plan the implant case with precision to reduce the 
likelihood of those cases returning,” he says, adding 
that “If you use a surgical guide, the placement is more 
accurate. It also allows you to plan the case prostheti-
cally while keeping in mind how you want the smile 
and !nal outcome to look.”

ZimVie’s robust software and services like Implant 
Concierge™ and RealGUIDE™ also mean that dentists 

and dental labs are free to plan a case, then design and 
print a guide. It’s left up to the practitioner’s clinical 
judgment to decide whether they want the company 
to plan, design, print, and send the product to them, or 
whether they want to do it all themselves or via their 
lab using ZimVie software.

“We have a very open approach when it comes to our 
Digital work"ow solutions, and we offer best-in-class 
differentiated solutions,” Kanaglekar says. 

Education Is Vital

Educating more dentists is critical. The last thing 
patients or clinicians want is to experience implant 
failures.

“Currently, mainly specialists — oral surgeons 
and periodontists — learn how to place implants in 
school. So, to ensure patient health by appropriate 
use of our products, the burden falls on the indus-
try to teach dentists how to restore these implants,” 
Kanaglekar says. “A large part of our education is 
geared towards addressing that gap. Moreover, we 
have also started seeing dental service organizations 
starting to get into implant dentistry and placing the 
implant themselves. At ZimVie, we want to be sure 
that we are teaching how to place these implants by 
using the digital work"ow, while also making sure 
that we’re always promoting the highest and the saf-
est standards for implant dentistry.”

Through the ZimVie Institute, the company allows 
dentists to choose what they want to learn and how 
they want to learn it. For example, content can be cus-
tomized toward science, improved clinical skills, or 
better practice management. Courses are conducted 
virtually on the app, at dental of!ces, or at ZimVie 
Institute facilities, which feature cadaver labs and 
simulation models to help dentists learn or improve by 
practicing in a controlled environment. In addition to 
that, ZimVie also supports live patient training that can 
help improve clinical skills.

Kanaglekar is excited about the future of dental 
implants and the role ZimVie plays in improving 
the lives of patients. “We are the one-stop shop for 
implant-based tooth replacement. We believe this 
focus allows us to provide a comprehensive portfolio 
and seamless work"ow solutions to our clinicians. 
We want to be the leader in tooth replacement solu-
tions. And in the longer term, we want to be one of 
the most admired dental companies in the world. 
We look forward to building on the legacy that we 
established in the past and shaping our own future 
as ZimVie Dental,” he concludes.

ZimVie  |  800-342-5454   |  zimvie.com

ADVERTORIAL

Why ZimVie Is What’s Next in Implants
Indraneel Kanaglekar, SVP and President, Global Dental at ZimVie, discusses his 
company’s plans to expand its impact in the growing !eld of dental implants.

IMPLANTS

INDRANEEL KANAGLEKAR
SVP and President, Global 
Dental at ZimVie
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INNOVATION, UNLIMITED POTENTIAL LIE AHEAD FOR

Preventing Chronic 
Implant Disease
Joel L. Rosenlicht, DMD 
Implant dentistry has reached a level of maturity 
such that tooth replacement with implants is now 
commonplace. The success achieved often exceeds 
the long-term success and survival of numerous other 
restorative treatments, but nothing is perfect. As 
therapies mature, we face problems. Our goal is to 
identify and correct the causes of those problems. 

Implant manufacturers have certainly been at 
the forefront of major changes in design, surface 
treatments, and surgical protocols. Many of these 
changes were implemented to deal with acute 
problems in implant success. As the longevity of 

these procedures has increased, we are now faced 
with identifying and attempting to correct the 
causes of chronic implant disease. Peri-implantitis
is a term used to describe the chronic breakdown 
of the structures that support dental implants. 
Often, this breakdown occurs slowly and may 
have multiple etiologies. Patient adherence and 
medical and dental health are factors, but there 
are also mechanical and technical issues that 
appear to affect long-term success. 

Ditron Dental USA has identi! ed that crestal 
bone support and the need for increased bone vol-
ume at the superior part of the implant increases 
the support needed to reduce the stress on this 
very important and delicate tissue. The reverse 
concave neck and microgrooves of Ditron’s 

Ultimate implant help achieve 
this by increasing the amount of 
bone at the top of the implant. 
The Bone Platform SwitchingTM

also supports the overlying soft 
tissue, and when the height of 
bone is maintained the soft tissue 
interdentally can offer greater 
papilla anatomy. Component 
stability and increased tolerances 
minimize micromovement and 
microleakage, another  factor in 
implant survival. The Molecu-
LockTM implant-abutment connection feature and 
precision adaptation of the Ditron implant compo-
nents are designed to address these issues. 

Dental industry leaders, 
including clinicians, 
manufacturers, and 

educators, share what 
they see ahead for the 
industry in the coming 

year. [ compiled by Stan Goff  ]
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Dollars and Cents
Lou Graham, DDS, Founder of 
Catapult Education
Recession: How 
mild to how bad, 
who knows? 
The truth of the 
matter, there is 
no better time than 
now to do a ! nancial 
recheck on your practice, and here 
is my short list.

1.Review your fees; are they up 
to date? If not or you don’t know, 
purchase a ZIP code analysis of 
what the customary fees are from 
the ADA or your distributor.

2. Create an in-of! ce dental plan. 
Yes, you all know they are a great 
idea, but most of you have never 
done it. There are many options 
and companies to work with, and 
all you have to do is create your plan 
and get your team behind it. My 
of! ce has over 950 patients on its 
plan, and this is one of the best ways 
to beat the PPO world. Companies 
offer complimentary marketing, 
portals, and much more. As Nike’s 
Phil Knight would say, “Just do it.”

3. Maximize your website, verify 
your SEO, and put your in-of! ce 
dental plan front and center on your 
site. Patients are susceptible to fees, 
and marketing an in-of! ce dental 
plan on your website is huge!

4. 2D AI, yes, it’s here. In your 
! rst week, the technology will 
help you ! nd more work [revenue] 
than a year’s payments on the 
technology, and boost your treat-
ment plan acceptance because 
patients trust computers more 
than the trust us…I think. This 
monthly investment is the biggest 
no-brainer in dentistry.

5. Lastly, invest in yourself. Learn 
a new procedure or expand your 
diagnostics, for example, into the 
world of CBCTs. 

6. Of! ce hours: Get rid of your 
banking hours and offer an evening 
or a weekend, as patients and 
families ! nd it dif! cult to schedule 
appointments during normal work-
ing hours.

Recession: How 
mild to how bad, 
who knows? 
The truth of the 
matter, there is 
no better time than 
now to do a ! nancial 
recheck on your practice, and here 
is my short list.

1.
to date? If not or you don’t know, 
purchase a ZIP code analysis of 
what the customary fees are from 
the ADA or your distributor.

2.
Yes, you all know they are a great 
idea, but most of you have never 
done it. There are many options 
and companies to work with, and 
all you have to do is create your plan 
and get your team behind it. My 
of! ce has over 950 patients on its 
plan, and this is one of the best ways 
to beat the PPO world. Companies 
offer complimentary marketing, 
portals, and much more. As Nike’s 
Phil Knight would say, “Just do it.”

3. 
your SEO, and put your in-of! ce 
dental plan front and center on your 
site. Patients are susceptible to fees, 2     23

A Game-Changing Group of 
Restorative Materials
Troy Schmedding, DDS, AACD
The use of composites in everyday dentistry is very popular 
due to their numerous advantages. In combination with 
adhesive-based technology, it allows one to remove less 
tooth structure and offer minimally invasive care as well as 
undetectable restorations that blend into the surrounding 
tooth structure. Resin composites are certainly popular, but 
when compared with other materials, their longevity leaves 
something to be desired. Most experts agree that composite 
restorations last from 5 to 7 years, often with failure result-
ing from marginal breakdown and the penetration of bacte-
ria leading to demineralization.

In! nix restoratives by Nobio are a game-changing 
group of restorative materials, including universal and 
" owable composites and a universal bonding agent. They 
incorporate Nobio’s patented QASi antimicrobial particle 
technology, which protects restorative margins from the 
bacteria that cause recurrent decay. These nonsoluble 
particles become part of the polymerized restoration and 
are designed to provide long-lasting electrostatic protection 
against cariogenic microbes.

In! nix handles exceptionally well in terms of placement 
and polishability as evident in the following case. A patient 
presented with failing MO amalgam on lower ! rst molar 
(Figure 1). I did not need to change my typical approach for 
this restoration at all. Sound isolation with proper applica-

tion times and incremental layering with optimal light cur-
ing will allow solid results (Figure 2). The power to heal and 
to prevent decay is meaningful to all, and Nobio provides the 
opportunity to take composite dentistry to a new level.

SICAT Offerings Allow Clinicians to 
Be Smart, Treat Smart, Pay Smart
SICAT President Craig Hennings talks AI, 3D print-
ing, and RAPID DIGITALGUIDE
What in" uenced the dental market in 2022 will continue to 
do so in the year ahead. Arti! cial intelligence (AI) technol-
ogy will again be at the forefront of clinicians’ minds in 
2023, especially as it pertains to in-of! ce 3D printing. Since 
its founding, SICAT has been providing forward-
looking solutions that enhance the digital chair-
side work" ow. 

With the RAPID DIGITALGUIDE, 
an STL surgical guide for in-of! ce 3D 
printing, SICAT provides a solution and 
underscores its prowess as a leader in 
dental innovation.

“Since the introduction of RAPID DIGI-
TALGUIDE a year ago, this AI-based solution for in-of! ce 
printing has set the standard of STL output in the dental 
industry,” says SICAT President Craig Hennings. 

Today’s dental industry leaders all have 1 goal in common: 

providing solutions that allow for fast, accurate, and safe 
dental treatment to increase case acceptance and enhance 
overall patient experience. The open SICAT Suite offers den-
tists a variety of options because it is the only one that incor-
porates multidisciplinary applications, including software 
applications for various dental disciplines. The SICAT Suite 
of applications integrates directly with Sidexis, Dentrix, and 
many other popular imaging options. Now, all SICAT Suite 
applications are available on a subscription basis with the 

new SICAT Smart program.
“We are really delighted to introduce SICAT 

Smart. This subscription-based approach allows 
dental practices of all sizes to economically 

access SICAT’s robust ecosystem of soft-
ware applications. These patient-oriented, 
outcome-based solutions allow the clinician 
complete " exibility to scale and customize 
for the individual needs of their practices. 

SICAT continues to lead the industry by providing the den-
tist with a fully digital chairside approach that maximizes 
case acceptance and delivers precise clinical outcome,” Hen-
nings adds. 

Whether implant planning in SICAT Implant, diagnos-
ing and planning root canals in SICAT Endo, visualizing 
the upper airways to treat obstructive sleep apnea and/or 
snoring in SICAT Air, or planning and treating TMD in 
SICAT Function, dentists are now able to start smart with 
their application of choice. Updates will be provided free of 
charge, and SICAT Smart users will gain exclusive access 
to the SICAT eCademy, a brand-new e-learning platform 
featuring video tutorials on the SICAT software.

1

2
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2023 Promises to Be 
Another Exciting Year for 
Digital Dentistry and 3D 
Printing

Stef Vanneste, vice 
president & general 
manager, dental, 3D 
Systems:
“The digital dental segment 
is growing rapidly. Specialists in orthodontics, 
prosthodontics, and implantology are increas-
ingly embedding digital work! ows in their 
daily practice. This year we have seen increased 
interest [to invest in digital applications] not only 
from dental labs but also from clinics.

“For 2023 we intend to build on our training 
and educational programs. Keeping this focus 
is key to ensuring better patient outcomes. With 
new printers and new 3D printing materials 
on the horizon, we hope to enlarge the number 
of applications and further open up the " eld of 
digital dentistry.”

Stijn Hanssen, director 
of dental applications 
and business develop-
ment, 3D Systems:
“More and more prac-
titioners are embracing 
digital technology in their practices, allowing 
an expanded scope of procedures to bene" t 
from digital work! ows. 3D printing is well 
established within dental laboratories, and 
dental of" ces are beginning to embrace it as 
well. With small, more affordable 3D printers 
combined with improved materials, chairside 
printing for crowns and bridges is becoming 
more popular.

“2023 promises to be another exciting year 
for digital dentistry and 3D printing. While 
hardware improvements seem to focus mainly 
on platform size, the material developments will 
be key [for long-term restorations].”  

Tokuyama Dental Continues 
to Provide Shade-Matching 
Restorative Options
Shotaro Matsubara, CEO, Tokuyama Dental
With the challenges facing the industry, the grow-
ing popularity of single shade composites, and the 
innovations that add value to dental practices, we at 
Tokuyama Dental are excited to expand our OMNI-
CHROMA family by launching OMNICHROMA 
Flow BULK. 

OMNICHROMA Flow BULK will be available 
as of February 1, 2023. It complements our OMNI-
CHROMA portfolio, offering dentists the ability to 
bulk " ll with the same outstanding shade-matching 
capabilities, and strong physical and mechanical prop-
erties to meet all their restorative needs. We help put 
innovation and cost savings at their " ngertips. 

Having the dentists’ best interests at heart, with our 
innovative Smart Chromatic Technology, we are pro-
viding them with simpli" ed solutions that streamline 
their work! ow and save them time and money.

OMNICHROMA Flow  BULK is a1-shade bulk 
" ll composite, capable of shade matching any tooth 
color from A1 to D4. It is a low-viscosity, light-cured 

material that can be placed in 3.5-mm increments. 
Utilizing Smart Chromatic Technology and uniformly 
sized supra-nano spherical " llers, OMNICHROMA 
Flow BULK esthetically matches very tooth color with 
a single shade. Its low polymerization shrinkage, com-
pressive strength, high polishability, and cavity line 
adaptation make it suitable for anterior and posterior 
restorations.

OMNICHROMA Flow BULK gives clinicians 
more options in the OMNICHROMA composite 
system to address their restorative needs.

Ivoclar Kicks Off 2023 With 
Centennial Celebration 
Chris Holden, president of 
Ivoclar North America
Customer centricity is never a 
destination; it is a journey. We 
strive daily to deliver against 
the needs and desires of our 
customers. Most importantly, this 
means listening more than we speak. Listening is 
crucial for us to deliver the relevant innovation and 
great service our customers need and want. The 
execution of this effort is re! ected in our integrated 
solutions composed of smart systems, advanced 
training & education as well as value-added ser-
vices for the bene" t of providers, technicians and, 
ultimately, patients.

Patient awareness and corresponding expecta-
tions are re! ected in their strong desire for healthy, 
beautiful smiles. This aligns with our belief: 
that good oral health and a beautiful smile are 
fundamental to maintaining a healthy lifestyle. 
Making people smile has always been our objec-
tive. Although we are known in the industry as the 
manufacturer of IPS e.max, we have a broad range 
of solutions that focus not only on esthetics but also 
ef" ciency. This includes, for example, our Ivotion 
denture system, which has been proven to provide 
gorgeous, natural esthetic results while eliminat-
ing signi" cant chair time and post-insertion 
adjustments.

Innovative Education
Innovation and education go hand-in-glove. This 

past year, we participated in over 500 learning 
programs. Connecting with dental professionals at 
this level is very important. Equally important to 
raising the ceiling of what is clinically possible, we 
continually partner with those educators endeavor-
ing to elevate the standard of care. Our educational 
approach is based on inspiring and challenging 
each attendee to be their very best while provid-
ing solutions to achieve ef" cient, esthetic, reliable 
results in a completely repeatable way.  

The Past and the Present
The year 2023 marks our 100th anniversary in the 
dental industry, an uncommon and exceptional 
achievement all thanks to our loyal customers. 
We will be celebrating this milestone all year, and 
we invite all to visit us at trade shows, education 
events, or our website (Ivoclar.com) to learn more, 
participate in the fun, and meet our team. 

While the future is impossible to predict, there 
are some trends we expect will continue to impact 
the point of oral care landscape. We expect the 
continued aggregation of clinical care as well as the 
consolidation of the laboratory space. The needs 
and expectations of these customer groups vary a 
bit from those of the traditional dental practice and 
laboratory business. As such, we have engineered 
tailored solutions for these customers and continue 
to build bespoke solutions as required. 

Finally, and perhaps most importantly, the slow 
expansion of care has always been and remains a 
concern. We can all do more to aid in this effort. 
We believe that good oral health and a beautiful 
smile are fundamental to maintaining a healthy 
lifestyle, and should be something available for all. 
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Education, Digital Work! ow
Integration Are Critical
Gene Peterson, CDT, and Gordon Craig, President & 
CEO, Sterngold Dental
“The introduction of Guided Surgery to the TRU® and 
PUR® Implant System is another one of our initiatives. 
This, along with our current digital offerings that include 
the game-changing BDS digital denture, intraoral scan-
ner, among others, reinforces support to the increasing 

adoption of digital dentistry. We are right here, ready as 
always, where our customers need us.”

“During the pandemic, we brought forth several courses 
on implant dentistry, digital dentures, attachments, and 
new practices through live and on-demand online and live 
courses,” says Gordon Craig, president and CEO. “We are 
now evolving once more. We are moving above the cur-
rent noise of free, online courses, and instead will pursue 
customer intimacy and relevance. Practices and dental labs 
can look forward to experiencing focused, live, exclusive 
educational programs onsite and hands-on.”  

Striving for the Holy Grail
of Endodontic Irrigation
Carlos Ramos, DDS
After signi! cant development in engine-driven NiTi ! les 
instrumentation, the next step in endodontics will undoubt-
edly be irrigation. Although the subject is not new, the 
current approach focuses on delivering irrigating solutions 
throughout the length of the root canal, including isthmuses 
and anfractuosities, without running the risk of extrusion, 
which can lead to postoperative pain or accidents. 

Currently, mechanical preparation is mainly considered 
to facilitate the delivery of irrigants to the apical part of the 
main canal to allow them to clean and disinfect as much of 
the root canal system as possible. Therefore, a system that 
incorporates the already established principles of endodontic 
irrigation, which is to act throughout the entire working 
length, to interact with the dentin walls’ surface, and to be 
constantly renewed seems to be the Holy Grail of current 
endodontic research. Many equipment, systems, and tech-
niques have already been developed or are under develop-
ment, looking for a solution that meets all 3 principles.

Introducing the iVac™ Apical Negative Pressure 
Irrigation and Activation System
Pac-Dent has achieved this goal by introducing the iVac 
Apical Negative Pressure Irrigation and Activation System. 
The iVac can activate the irrigant ultrasonically to penetrate 
the canal rami! cations effectively, with negative apical pres-
sure to avoid apical extrusion of the irrigant and a " exible, 
resistant, high-performance polymer microcannula to easily 
transport the irrigant to the working length in curved root 
canals. It can be used with any piezoelectric ultrasonic unit. 

The design allows the continuous exchange of ultrasonically 
activated irrigants, with constant refreshment into the root 
canal system throughout the procedure.

3D Resin Printing Materials Hold 
Great Promise 
Russell Giordano II, DMD, associate professor of 
restorative sciences & biomaterials, director of 
biomaterials, and assistant dean of biomaterials & 
biomaterials research, Boston University Henry M. 
Goldman School of Dental Medicine
There are several areas in “what’s new and cutting edge 
[when looking ahead to 2023],” including robotics, arti! cial 
intelligence, virtual reality, and, potentially most important, 
the printing of ! xed and removable partial and full dentures. 
Of particular interest is printing ceramics such as zirconia 
and ! lled polymer-based restorations. 

When the ADA recoded ceramics to include materials with 
a “predominantly” ceramic component, there was a " ood of 
materials for printed permanent composite resin crowns. It 
is important to maximize ! ller content by volume to produce 
tough materials that will resist stress in the mouth that might 
lead to distortion, debonding, and sensitivity. It is relatively 
easy to achieve a high weight percentage because of the 
higher MW [molecular weight] of the ! ller as opposed to the 
resin, but even some materials on the market are only 30% 
! ller by weight. There are a limited number of materials that 
meet the volume percentage, such as Rodin™ 3D Resin Print-
ing Materials from Pac-Dent. It is also important to evaluate 
the printer–the same material may have different properties 
due to printing and curing procedures. 

Making Dentistry Easier and More 
Enjoyable for Everyone

Dentsply Sirona Chief Technology 
Of" cer Cord Staehler, PhD
We are so passionate about innovation—
we want to continue to ! nd new and 
improved ways to make dentistry easier and 
more enjoyable for everyone involved.

Also, earlier this year [2022], we released Primeprint 
Solution, a highly automated, end-to-end medical-grade 
3D printing system for dentists and dental technicians. We 
also wanted to ensure that these products had the best in 

connectivity solutions to assist in their impact. That’s why 
we developed the DS Core digital dentistry platform that 
integrates the whole work" ow of digital dentistry across all 
of our devices, services, and technologies.

When technology makes things easier for dentists, they 
can take on things like implants and clear aligners more 
easily. For example, with our SureSmile® Aligners, you can 
allow for personalization in even the most challenging cases. 
Precise processing of the data and thorough quality control 
ensures outstanding ! t and aligners that are so transparent 
they’re hard to detect. Technology allows global practices 
and global connections to feel closer and more natural. 

Digital Work! ows, 
Open-Architecture 
Systems Continue to 
Play Bigger Role

Lisa Aguirre, dental marketing 
manager, Roland DGA
The dental industry as a whole has 
gradually been making the transi-
tion from manual to digital work-
" ows over the last 15 years or so, 
with the integration of practice-
management software, intraoral 
cameras, intraoral scanners, and 
now chairside milling technol-
ogy. Typically, this integration 
and adaptation has been added 1 
piece at a time. With in" ation and 
operational costs at an all-time 
high, clinicians are utilizing chair-
side milling to assist in reducing 
overhead costs by reducing patient 
chair time and the number of 
visits, ultimately increasing a clini-
cian’s production dollars per hour 
while providing patients with a 
better experience. 

Open-architecture chairside mill-
ing solutions like Roland DGA’s 
DGSHAPE DWX-42W provide 
an affordable, reliable, and lab-
quality chairside milling solution 
that allows you to not only utilize 
and integrate existing digital work-
" ows, ie, existing intraoral scan-
ners, etc, but also the ability to add 
and integrate other digital solutions 
as the practice grows and continu-
ally provide patients with the latest 
and greatest in materials.

Ultimately, I expect to see the 
digital work" ow trend continue 
to grow and expand, allowing for 
more ef! cient, pro! table dental 
business operations, optimal 
patient care, and more treatment 
options with open-architecture 
systems.
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Bruxism on the Rise? 
We’ve Got This
Joe Pelerin, DDS
Recently, the ADA published the results of its own 
membership survey, echoing what I see in my Michi-
gan practice; 70% of dentists reported an uptick in 
the incidence of stress-related nighttime bruxism 
compared to pre-COVID-19 times.

Politics, economics, and social issues have made 
everyone so uptight that I’m seeing a huge increase in 
my practice…the chipped, worn teeth, sore jaws, and 
even headaches. 

As people come “back” to the dental practices, 
my go-to product for the treatment of bruxism is 
the GrindRelief® Pro. This 2-piece thermoplastic 
device features a central power bar and comfortably 
mitigates clenching and grinding. Since it involves 
no impressions or scans, laboratory fee, models, or 
a second appointment, I can send my patient home 
with a custom-! tted device the very day I diagnose 
the bruxism. In most cases, my dental assistant or 
hygienist can do the ! tting in just a few minutes. I am 
getting the same or better adherence and outcomes 

as with the more cumbersome and expensive full-
mouth, horseshoe splints, or even the original NTI®.

GrindRelief is small enough to even ! t children 
well, and only covers the adult anterior teeth, and 
I can ! t it to the upper or lower arch. Even better, 
should the dentition change with time, it can simply 
be re! tted in 5 minutes with warm water.

According to a 2020 clinical evaluation by Cata-
pult Education, 90% of patients experienced relief 
within 7 days of adherence. In my practice, relief 
comes even sooner to most.

Zirconia Work! ows Improve 
Along With Material Advances
Manabu Suzuki, director of North America 
Advanced Materials, Kuraray Noritake
The Kuraray Noritake difference is that we use our 
own zirconia powder. It’s the perfect recipe for natu-
ral beauty and work" ow ef! ciency, all in one block.

We worked with some of our top customers to bet-
ter understand how we could improve the KATANA 
Zirconia work" ow, took that information back 
to research and development, and the result is 
KATANA™ Zirconia ONE. It is imperative for us 
to partner with clinicians to ensure we are offering 

solutions that improve restorative work" ows and 
clinical outcomes. 

As dental technology has evolved, so has zirconia, 
thanks to Kuraray Noritake. The dental industry 
has seen a rise in zirconia as a result of its powerful 
combination of metal-like strength and esthetic 
appeal. Quite simply, zirconia crowns look like real 
teeth. The material can be easily color-matched with 
a level of translucency that resembles real enamel. 
And patients and clinicians no longer have to sacri! ce 
strength for esthetics.

The new and improved block, KATANA™

Zirconia ONE, is a multilayered block consisting 
of 4 layers of zirconia in graduated shades. The 
block allows the chairside fabrication of natural-
tooth-colored restorations, eliminating additional 
sintering time. It also offers chairside ef! ciency with 
superfast milling and 18-minute sintering time with 
[Dentsply Sirona’s] Primemill. KATANA Zirconia 
ONE has an excellent marginal ! t, which is essential 
to achieve long-term success with restorations from 
both the mechanical and biological points of view. 
The " exural strength has improved to 933 MPa. The 
new block offers extended bur life and allows for 
better inventory management.   

Find Plenty More Online
To see what many other clinicians, KOLs, and dental 
manufacturers predict for the dental industry in the 
upcoming year, visit dentalproductsreport.com.

What is saliva 
telling you?

In-office saliva analysis gives 
instant information you cannot 
see — ammonia, acidity, buffer 
capacity, inflammatory markers 
—  to complement your clinical 

assessment. Engage patients and 
change the discussion on risk for 
disease and path to prevention. 

RINSE DROP TEST RESULTS

FOUR EASY STEPS IN 5 MINUTES

Learn more at 
sillhasaliva.com 

or call 844.559.0842.

Minneapolis, MN 55439 • 844.559.0842 • sillhasaliva.com

SH-2077-v1 Rev. 12/22

““ ““With the subjective and 
objective clinical data, along 
with salivary information, 
we have been able to discuss 
risk, behavior, and track the 
progress of the interventions 
we are using.
- Boyd Simkins, DDS

Interested?  Circle Product Card No. 29

What is saliva 
telling you?

RINSE DROP TEST RESULTS

FOUR EASY STEPS IN 5 MINUTES

Learn more at 
sillhasaliva.com 

or call 844.559.0842.

““ ““With the subjective and 
objective clinical data, along 
with salivary information, 
we have been able to discuss 
risk, behavior, and track the 
progress of the interventions 
we are using.
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SMART TERMINAL
• Send digital receipts: 

Email or SMS a receipt

• Send Invoices

GROW YOUR BUSINESS.  PARTNER WITH NAB TODAY!

866.481.4604
© 2022 North American Bancard, LLC (NAB). All rights reserved. NAB is a registered ISO of BMO Harris Bank N.A., Chicago, IL, 
Citizens Bank N.A., Providence, RI, The Bancorp Bank, Philadelphia, PA, and First Fresno Bank, Fresno CA. American Express may 
require separate approval. *Durbin regulated Check Card percentage rate. A per transaction fee will also apply. **Some restrictions 
apply. This advertisement is sponsored by an ISO of North American Bancard. Apple Pay is a trademark of Apple.

WWW.NYNAB.COM

REDUCE YOUR CREDIT CARD 
PROCESSING FEES

! FREE Credit Card Terminal Placement Wireless/Landline/High-Speed/Dial-Up

! Easy setup (with no setup fees and quick approvals)

! Seamless integration with your current POS
! $295** towards your early termination fee (if you have one) with your current processor
! Access to Payments Hub - our secure, online merchant portal
! Free paper**

Rates as low as .05%*

Accept EMV/NFC
(Apple Pay, ETC.) EBT,

Snap, Checks and more

Next Day Funding with 
weekend settlement

with
4G / Wifi

SMART TERMINAL
Send digital receipts: 
Email or SMS a receipt

Send Invoices
4G / Wifi

SMART TERMINAL
• Send digital receipts: 

• Send Invoices
with

4G / WifiOPTIONAL PROGRAMS:

EDGE: The Best CASH DISCOUNT PROGRAM 
from North American Bancard
Are you ready to get rid of the impact of payment processing costs on your business?
With the Edge Cash Discount program you will enjoy the same profit margins from cash 
payments as you do from non-cash payments.

• Point of Sale Systems
Recommendations, Solutions
 & Integrations

FREE TERMINAL PLACEMENT OPTIONS

STANDARD
TERMINAL
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Did Your Business Receive PPP? Either way, You Still Qualify for ERC!

Bottom Line Savings helps business owners receive money back from the Employee Retention Credit (ERC) federal grant.
This ERC program differs greatly from the Paycheck Protection Program (PPP) and is much easier to apply for. Bottom Line will 
submit and collect a few important documents making this program turnkey for our owners.

 ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★

You don’t ned a sales reduction to qualify for ERC. Operational impacts to your business will qualify you as well.
 ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★

Your business could be getting up to $8,000-$26,000 per employee in 
Employee Retention Credits (ERC) even if you received PPP loans.

Our experts at Bottom Line will help you maximize your refund!
As a valued partner, Bottom Line will:

• Identify how you qualify for the ERC Program   • Outline your speciic ERC calculations to maximize the credit
• Help you claim the credit   • Ensure proper payroll tracking and documention

What is ERC?

Apply today and an ERC Specialist 
will contact you directly.
Please visit www.tryerc.com

SUBHEADERF I N A N C I A L  S E R V I C E S
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Contact me today to place your ad.
Joanna Shippoli | (440) 570-4625

jshippoli@mjhlifesciences.com
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Many of the articles I’ve written 
over the past 5 years have 
focused on the steps you 

should take in case you are ever hit 
with malware—meaning, viruses, 
particularly ransomware. As the old 
saying goes, “An ounce of prevention is 
worth a pound of cure.” This month’s 
article will focus on some of the pre-
ventive measures you can and should 
be taking. Some of this might be a bit 
“techy,” but any decent information 
technology (IT) company that special-
izes in health care should be able to 
assist you in the event of a cyberattack.

Lock Down Your Firewall
Leaving ports such as Virtual Net-
work Computing or Remote Desktop 

Protocol (RDP) open on the internet 
is somewhat of a laughing matter 
on many Facebook groups, Discord 
channels, and other social platforms. 
Although it is not so funny when you 
talk to businesses who have lost all of 
their data from a ransomware attack. 
All of us in IT know that this is a 
no-no, but you may not.

First and foremost, lock down all 
direct connections to Remote Desktop 
or similar services. If you do need 
to publish Remote Desktop Service 
(RDS), do so using a Remote Desktop 
Gateway server and protect the gate-
way with dual-factor authentication. 
There is no excuse to leave RDP open 
on the internet—if it is open, shut it 
down immediately.

Restrict User Access
It is commendable to trust that your 
employees will not do something 
malicious; however, far too many 
of! ces have colossal ! le shares that 

anybody can access. Even if you trust 
your employees, restrict access to 
! les and folders based on what they 
need to perform their job functions. 
If they do somehow manage to run 
ransomware, at least the damage will 
be restricted to what they can access. 
I’m not talking about restricting 
access within your practice manage-
ment software; that’s easy to do. 
I’m talking about restricting access 
across the entire network.

Application Whitelisting
Most dentists and staff use between 
5 and 10 applications to perform 
their job functions. With that 
in mind, operating systems are 
pretty much left wide open, so 
any application, malicious or oth-
erwise, can run. This leaves your 
practice vulnerable to zero-day or 
new trending malicious software, 
including ransomware. By not 
restricting what can run, you leave 

yourself exposed to vulnerabilities 
or the misuse of legitimate software. 
Antivirus software only attempts to 
block the bad stuff and oftentimes it 
fails. If you start with a default-deny 
approach, any application will be 
blocked regardless of whether it is 
known or unknown malware. Our 
ThreatBlock software, which many 
of our clients use, is excellent at 
stopping all unapproved programs 
from running.

Add Dual-Factor Authentication
Our job as IT professionals is to 
protect your infrastructure, but 
too often our tools are being used 
against you. IT management, 
remote monitoring and manage-
ment, and other similar tools are 
extremely powerful. They make the 
job of IT professionals easier, but 
when used by an attacker, they can 
also make the deployment of mali-
cious software easy.

To avoid this, add dual-factor 
authentication to your systems. 
Dual-factor authentication should 
not be considered enhanced security 
for IT or managed service provider 
(MSP) tools. It should be standard, 
especially since many platforms 
cost nothing. There are many free 
dual-factor applications available. 
Duo, for example, takes no more 
than 20 minutes to install and is 
free for up to 10 users. Enable it on 
everything! Far too many MSPs and 
IT departments are getting breached, 
whether it be via ScreenConnect 
(now ConnectWise Control), Kaseya, 
GoTo Resolve (previously known 
as GoToAssist), or TeamViewer. Do 
yourself a favor and turn on dual-
factor today.

Patch Your Computers
This should not be up for debate. 
Patch your operating system and 
third-party applications. You can 
have the best security software in 
the world, and, at best, it will be 
75% effective if your computers are 
not patched and up-to-date. I have 
seen many cases of old vulnerabili-
ties like EternalBlue used to create 
admin accounts on servers and push 
out ransomware. Patching is not 
optional, it’s IT law! 

The best way to protect against ransomware, viruses, and other 
dangerous malware is to buff up preventive measures so there’s 
zero chance of endangering your dental practice. [ by Lorne Lavine, DMD ]

An Ounce of Prevention

KRAS99 / STOCK.ADOBE.COM
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Limit 1 sample per doctor. While supplies last. Offer valid unnl 2/28/23 in US and Canada only. Must not have sampled OMNICHORMA Flow before. For 
evaluanon purposes only. Parncipanng doctors or dennsts are obligated to properly report and reflect any bonus product, rewards, rebates, discounts 
or other benefit they receive on their submissions to Medicare, Medicaid, state or federally funded healthcare program and/or private insurance. 
Please allow 4-6 weeks for delivery of sample.

Use Promo Code: OFDPR8

offers.tokuyama-us.com/ofdpr8

Unprecedented shade matching 
High polishability
High stain resistance
Flexural and compressive strength 
suitable for a wide range of indications
Low wear and abrasion
Low polymerizLow polymerization shrinkage

All cases of direct anterior and posterior restorations
Cavity base or liner
Repair of porcelain/composite

One-Shade Flowable Composite
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