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Getting That Bright Smile Just Right
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More patients are looking to improve their look, and 
tooth  whitening is an easy, effective way today to get 
them smiling more, as well as on the right path to an 
overall healthier mouth.
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[ COSMEDENT ]

Renamel BULKfi ll
This bulk � ll expansion of the Renamel 
line of dental composite materials boasts 
optimal handling for more ef� cient direct 
posterior restorations.

[ DENTSPLY SIRONA ]

ProTaper Ultimate
The fourth generation of this endodontic 
system aims to provide a standard process 
for root canals of all types.

[ FREEDOM TECHNOLOGY GROUP ]

DC-Air
This digital x-ray sensor makes use of  
Bluetooth technology to provide a wireless 
radiography solution.

DENTAL 
IMPLANTS
EMERGE
AS INDUSTRY’S
NEXT ANCHOR

As Americans 
live longer and 
technology and 
costs improve, 
dentists are 
realizing implants 
are the treatment 
of the future. 
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Schedule a demo today and learn more at iTero.com

The iTero Element® 5D Plus 
imaging system in cart configuration

Stronger capabilities. Greater productivity.

•   Reimagined visualization

•   Powerful new capabilities 

•   3D models, intraoral images, and aids in caries detection—all in 
one scan to maximize the productivity of your digital workflow

yo u r  v i s i o n  p o w e r f u l l y,  s e a m l e s s l y,  i m m e d i a te l y 
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iTero Element® 5D Plus Series 

The latest innovation
A powerhouse of capabilities—designed to improve the practice 
and patient experience with state-of-the-art computing power, 
elegant design, and ergonomics. The iTero Element 5D Plus 
Series takes your practice to the next level by enhancing digital 
adoption, productivity and the patient experience.

The latest innovation

iTero Element® platform

Proven performance
The iTero Element platform sets the bar for accurate, fast and 
convenient scanning and offers the treatment planning tools of 
the Align digital platform. Enhanced chairside communication 
with patients, vibrant visual imagery and powerful digital tools 
are available with the iTero Element scanner.

iTero Element® 2 
intraoral scanner

iTero Element® 5D
imaging system

iTero Element® 5D Plus 
imaging system in
mobile configuration

iTero Element® 5D Plus
imaging system in
cart configuration

Start your digital journey. 
iTero Element FlexTM Foundation scanner*
Streamline your restorative treatments, boost patient engagement, and experience 
predictability and repeatability with all the power of the iTero Element intraoral scanner. 
The iTero Element Foundation software does not include Invisalign® workflow and connectivity.
predictability and repeatability with all the power of the iTero Element intraoral scanner. 

 workflow and connectivity. workflow and connectivity. workflow and connectivity.

The iTero Element® family of scanners 
provides cart and mobile scanning versatility.

* Includes 2-year service plan. 
Laptop not included. 
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21DS2168

HANDPIECE & SMALL EQUIPMENT

September 26–

December 25

2021

26–

USE PROMO CODE

HSE

Master Your Craft 

with KaVo.

COMFORTdrive™ 200 XDR — KaVo’s Most Innovative High-Speed

KaVo COMFORTdrive offers a blend of optimal performance and superior ergonomics 

with whisper quiet operation, making it the most innovative high-speed ever. 

See page 33 for offer and complete ordering information.

RELY ON US FOR BUSINESS, CLINICAL, TECHNOLOGY, AND SUPPLY CHAIN SOLUTIONS

FOR BUSINESS, CLINICAL, TECHNOLOGY, AND SUPPLY CHAIN SOLUTIONS

21DS2168p01.indd   1

8/13/21   9:06 AM

*To qualify for a trade-in o� er, send in any 
handpiece along with your Henry Schein invoice 
dated 9/26–12/25/21 to
Henry Schein
Attn: Handpiece Trade-In O� er,
137 Commercial Street, Suite 300,
Plainview, NY 11803.
Limit 1 handpiece trade-in per qualifying handpiece 
purchase. Handpieces and invoices must be 
received by 1/15/22. Credit will be applied to your 
account for each qualifying trade-in.

END-OF-YEAR
EXCLUSIVE OFFERS

FROM HENRY SCHEIN DENTAL

Henry Schein offers the largest selection

of handpieces and small equipment

available in the industry. We carry all of 

the styles and shapes you need, from 

leading manufacturers as well as our very 

own “Satisfaction Guaranteed” line of 

Henry Schein Brand products.

Trade-in your old handpieces, get a $100 Credit

on your new purchase.* Simply send in your

old handpiece (any brand) with a copy of your

Henry Schein invoice showing your qualifying 

NEW handpiece purchase.

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

For more information and to order, contact your
Henry Schein Sales Consultant or visit:
www.henryscheindental.com/handpieceandsmallequipment

Interested?  Circle Product Card No. 01
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Cover Products and other EDITOR’S CHOICE products throughout
this issue are chosen based on innovation or their perceived 

impact on improving patient care and practice ef� ciency.

ON THE

COVERPRODUCTS33 this issue are chosen based on innovation or their perceived 

Renamel BULKfi ll
Designed to provide a packable, sculpt-
able, and polishable option for posterior 
restorations, Renamel BULK� ll is the newest 
addition to Cosmedent’s Renamel line of 
dental composites. The material is indicated 
for 1-step placement and reportedly can 
be placed more quickly than amalgam. 
Renamel BULK� ll is available in 5 shades 
(A1, A2, A3, A3.5, and B1), and the shades 
are said to not be too translucent so they can 
provide an esthetic match to the shade of the 
restored tooth’s surface. 

Why This Composite Stands Apart
Described as the “amalgam of composite,” 
its excellent handling properties allow it to be 
placed and precontoured in 1 layer with com-
plete occlusal contour before polymerization. 
The material can be cured in increments of up 
to 4 mm with a 20-second cure time using an 
LED curing light or 40 seconds with a halogen 
light. Additional shades B-Zero, C3, and D2 
will be released.

Cosmedent
800-621-6729
cosmedent.com 
CIRCLE RS #03

ProTaper Ultimate
ProTaper Ultimate is a fourth-generation end-
odontic system featuring a treatment concept 
based on 3 pillars: shaping, 3D cleaning, 
and � lling root canal systems. The standard 
sequence of the shaping pillar includes 3 � le 
types: slider, shaper, and � nishers. These 
feature-speci� c � les are designed to safely 
prepare a full range of endodontic anatomy. 
Novel auxiliary � les are available for larger and 
straighter canals; all � les are available to pre-
pare canals mechanically and/or manually. 

Why This System Stands Out
The solution offers extensive options. The 
cleaning pillar is focused on eliminating pulp, 
bacteria, and debris and breaking down 
products when present. To facilitate cleaning, 
a highly � exible polymer cannula with a bi� d 
apical � ow channel can safely deliver irrigant 
deep into the apical portion of the preparation. 
The obturation pillar will enable dentists to 
� ll and seal the root canal system thanks 
to predictable shaping and cleaning. Also 
included are dedicated gutta-percha master 
cones based on the Conform Fit concept and 
technology. Jointly used with a Conform Fit 
gutta-percha master cone, the new AH Plus 
Bioceramic Sealer will help in � lling root canal 
systems where the sealer bonds to the cleaned 
dentin walls to ensure healing.

Dentsply Sirona
844-848-0137
dentsplysirona.com
CIRCLE RS #02

DC-Air™

The DC-Air is a true wireless x-ray scanner 
that utilizes direct conversion technology 
for greater native sharpness. In addition, 
DC-Air holders incorporate a patent-pending 
design that is said not to add any bulk to the 
sensor’s pro� le in the mouth. Coupled with 
the sensor’s thin pro� le, it is designed to offer 
patient comfort and easy positioning. DC-Air 
is constructed with homogeneous internal 
components that make it signi� cantly more 
durable. It has an IP67 rating and will with-
stand the rigors of daily use. 

Why This Sensor Is Worth A Look
It is said to be the only sensor on the market 
to adopt the latest Bluetooth technology 
standards for rapid, reliable image trans-
mission, eliminating the primary point of 
failure associated with other sensors: the 
wire. The sensor converts x-rays directly into 
an electronic signal (direct conversion), a 
technology that provides greater native sharp-
ness compared with other sensors that must 
convert x-rays to visible light before creating 
an image.

Freedom Technology Group
ftgimaging.com
CIRCLE RS #04
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NEW DENTAL PRODUCTS

10 The newest launches from the industry

RESTORATIVE DENTISTRY

TECHNIQUE

14 How to Shade Match Post Bleach: 
Yesterday’s Challenge, Today’s 
Solution
OMNICHROMA from Tokuyama Dental 
America uses spherical � llers to produce a 
red-yellow color spectrum that blends in with 
natural dentin. by Robert Rosenfeld, DDS 

16 How to Overcome the Hurdles 
of Restoring Adjacent Class II 
Composites 
Using VursaWedge to provide better 
contour, proper contact, and improved 
gingival seal. by Matthew Burton, DDS 

DEEP DIVE

20 Science, Results Indicate We May 
Have a New Way to Fight Decay
FiteBac Antimicrobial Cavity Cleanser provides 
added protection with ongoing antimicrobial 
properties and has the potential to provide a 
new standard of care for dental patients. 

DENTAL TECHNOLOGY

TECHNOLOGY EVANGELIST

22 The Future of Teeth Whitening
Patients can receive the teeth whitening 
that works best for them through a variety of 
products and methods. by John Flucke, DDS

5Ws*

24 5Ws* MouthWatch Plus+
The latest intraoral camera from MouthWatch, 
LLC, delivers stunning high-de� nition intraoral 
image detail—even on larger monitors—is easy 
to use, and won’t give buyers sticker shock.

DENTAL SPECIALTIES

ROUNDUP

34 The Best Bone Grafts for Creating New 
Bone
A look at bone graft technology options.

DEEP DIVE

38 Understanding the Link Between Sleep 
Apnea and TMJ 
Correcting mandibular retrusions and resolving 
alignment problems may solve issues.

42 A Truly Complete, Systemic Approach 
to Sleep Apnea
The Vivos System uses multidisciplinary modules to 
treat sleep-disordered breathing and sleep apnea.

CLOSER LOOK

46 An Easy, Adaptable, Quick Bruxism 
Solution
The GrindRelief PRO bruxism treatment 
allows dentists to deliver same-day appliances 
for a fast, economical solution.

22

5414

8 Chairman’s Letter DENTAL EQUIPMENT & SUPPLIES

TEETH WHITENING

48 Getting That Bright Smile Just Right
More patients want to improve their look, and 
teeth whitening is an easy, effective way today to 
get them smiling more with a healthier mouth. 

BENCHMARK

54 A Safe, Fast Way to Clean Appliances
The HyGenie will offer a new cleaning experience 
for dental appliance owners who want safe, quick 
performance. by Shannon Pace Brinker, CDA

5Ws*

56 5Ws* Ambience PPE Loupe Shield
The � rst antire� ective face shield that � ts loupes.
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*sensor & generator

Owandy Radiology Inc.
55 Lumber Road, suite #145

Roslyn, NY 11576
USA

Offi ce: +1 516 858 5695
info@owandyus.com 

www.owandy.com

Visit our
I-Max 3D 

website

THE GAME CHANGER
IN CONE BEAM INDUSTRY

So effective • So compact • So affordable

- NEW! Now available with ceph -

YEAR-END SPECIALS
Contact us to find out more : info@owandyus.com

AP_USA_10.5x13.75_2021_I-Max 3D + Ceph 3D.indd   1AP_USA_10.5x13.75_2021_I-Max 3D + Ceph 3D.indd   1 17/09/2021   11:04:4917/09/2021   11:04:49

Interested?  Circle Product Card No. 05
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BEST PRACTICES

DEEP DIVE

58 Patient Engagement Software Built to 
“Gro” Your Practice
This fully � eshed-out patient engagement software 
is designed with features to help build effective 
communication between patient and practice.

5Ws*

62 5Ws* Flex Dental Software
This patient communication software will make 
practice work� ow simpler and more ef� cient.

MARKETING

64 5 Signs It’s Time for a Dental Website 
Refresh
And why now is the perfect time to give this 
powerful tool the attention it deserves. by 
Naomi Cooper Hochman, cofounder of Doctor 
Distillery and president of Minoa Marketing

DATA MANAGEMENT

66 Cybersecurity’s 30,000-Ft View
Ransomware is far and away the biggest threat 
facing dental practices. by Lorne Lavine, DMD

NEXT MONTH: The Growth Issue will look at ways to grow a practice, expand a clinical skill set, 
add new services, and more. Also, we’ll feature a product roundup on provisional dental materials.

DENTISTS MONEY DIGEST®

68 Creating a Powerful Culture, 1 
Person at a Time
A powerful culture in the dental 
practice can withstand the onslaught of 
cancellations, chaotic schedules, dif� cult 
patients, miscommunications, and 
insurance issues. by Phil Bride, MBA

THE LIST

70 14 Milestones in Dental 
Implant History

For more content online...
Check out our coverage from Dentsply Sirona World 
2021 and from ADA SmileCon as live trade show 
events pick up steam post pandemic. Additionally, 
we’ll be adding new content on the winners of the 
2021 Cellerant Best of Class Technology Awards.

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

Subscribe to our 
newsletters for practical 

tips and valuable resources.

64

Passion for Excellence

Hygiene Handpieces

PROMATE LF LUBE FREE PROMATE  

*Case sensitive

Scan the QR code or enter url 
https://bit.ly/3xLmUiN to try ProMate 
Series with all your favorite DPAs. 
Use promo code: 210DPRML

Passion for ExcellencePassion for Excellence

Hygiene HandpiecesHygiene HandpiecesHygiene HandpiecesHygiene HandpiecesHygiene HandpiecesHygiene HandpiecesHygiene HandpiecesHygiene Handpieces

NEW

™CL
Cordless Hygiene Handpiece

PROMATE LF LUBE FREE 

NEW

Cordless Hygiene Handpiece

670 Endeavor Circle, Brea, CA 92821 • 909.839.0888 • info@pac-dent.com • www.pac-dent.com Interested?  Circle Product Card No. 06
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Building upon the proven strength of the 
original BruxZir Zirconia, the Glidewell 
R&D team created BruxZir Esthetic, a new 
formulation that delivers durability, true-to-life 
translucency and enhanced shade-matching 
capabilities, making it a straightforward 
solution for restorations anywhere in the 
mouth.

*Price does not include shipping or applicable taxes.

WHY I CHOOSE BRUXZIR® ESTHETIC

NEW!

Tessa Miller, DDS
Private Practitioner in San Diego, Calif. 
Glidewell Customer Since 2018 
Graduate of UCSF School of Dentistry

LIFE-CHANGINGLASTINGLEADING

Dr. Tessa Miller prescribes BruxZir Esthetic 
Zirconia for its versatility. Its combination of 
strength and beauty make it great for both 
anterior and posterior cases, and patients love 
the results.

Prescribe for

per unit

MKT-013002_1

800-471-9758
glidewell.com/send-case

SEND CASE

GL-253717-091621

$109*

Interested?  Circle Product Card No. 07
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CHAIRMAN’S LETTER

ANCHORING YOUR PRACTICE 
TO A SECURE FOUNDATION
A DENTAL PRACTICE is many 
things. First and foremost, it is an 
important health care provider for 
every patient who walks through 
the door. It is also a business, an 
employer, and sometimes even a 
center for education and innova-
tion, the hub of a social circle, and 
part of a wider community.

Each aspect of the practice 
is important in different ways 
to various stakeholders, but a 
common, underlying principle 
remains. If individuals are to rely 
on the practice to fulfill these roles 
in their lives, the practice must be 
a stable environment with a solid 
foundation for its clinical care, 
business operations, and every-
thing else it provides for everyone 
interacting with it. With such 
a foundation, the practice can 
pursue growth with confidence. 
In this way, stability helps drive 
innovation and creativity.

Part of the foundation of any 
successful dental practice is an 
established program of clinical care 
that empowers providers to give 
patients the best oral health solu-
tions. The physical and technologi-
cal infrastructures of the practice 
are key foundational pieces, as is 
the overall level of physical, mental, 
and emotional comfort both staff 
and patients feel at the practice 
as well as interacting with it via a 
website, phone call, or even mar-
keting efforts.

As with any structure, the 
foundation of a dental practice 
grows more secure with every new 
support or anchor it can establish. 
A structure with just 2 legs might 
stand for a while but will be much 
easier to topple than a structure 

with 3 or 4 legs. Therefore, it is key 
for a dental practice to diversify the 
services it offers patients and the 
opportunities it offers staff.

The more treatment and elec-
tive cosmetic options a practice 
can offer patients, the more likely 
it will be able to meet the wants 
and needs of a larger number 
of patients. At the same time, 
the more options the practice 
provides for clinicians and team 
members to expand their areas 
of expertise and learn new 
skills, the more they are likely to 
remain engaged and productive 
members of the team. With each 
successful expansion at the prac-
tice, a new foundation can be 
established to then support even 
more growth and expansion.

There are numerous areas into 
which a practice can grow to pro-
vide new opportunities for patients 
and staff. Two established areas of 
dental care that can be built into 
new foundational aspects of a prac-
tice’s identity are dental implant 
services and cosmetic whitening. In 
this issue we examine these areas 
of treatment and explain how prac-
tices can build on what they have or 
start from scratch to turn these into 
successful programs that a practice 
and its patients can rely on.

This issue’s cover story, “Dental 
Implants Emerge as Industry’s 
Next Anchor” (Page 26), explores 
how dental implants have grown 
from a promising treatment con-
cept to one of the most important 
tactics for replacing missing teeth. 
With proper training, any practice 
can build a thriving patient base 
in need of the treatments dental 
implants can support. These treat-

ments can change patients’ lives 
and have become an option they 
expect when they sit in the dental 
chair with a severely damaged or 
missing tooth.

Although cosmetic whiten-
ing is an elective procedure and 
can be accomplished with OTC 
products, it is also an in-demand 
service that dental profession-
als are ideally suited to provide. 
“Getting That Bright Smile Just 
Right” (Page 48) delves into how 
the COVID-19 pandemic and 
widespread use of masks are 
affecting demand for whitening 
services, and how to best meet 
patient needs and expectations 
when it comes to achieving a 
brighter smile. Much like dental 
implants, whitening can also 
become a practice foundation 
when implemented efficiently 
and effectively.

Whitening and implants are 
great examples of potential prac-
tice cornerstones, but they are far 
from the only ways a dental prac-
tice can expand its expertise to 
create a more stable environment. 
Whatever new supports you add 
to your practice, be sure to build 
them with intention and a focus 
on long-term success and stability. 
With each new anchor providing 
support, your practice becomes 
better equipped to pursue some-
thing new and exciting. This 
becomes a self-sustaining process 
of stable growth and progress.  
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Utilizing Smart Chromatic Technology and uniformly sized supra-nano spherical fillers, 

OMNICHROMA is the world’s first one-shade universal composite to esthetically 

match every color of tooth, from A1 to D4, with a single shade of composite.

+1 (877) 378-3548

Omnichroma.com
Innovating Tomorrow’s Dentistry, Today.™

To Learn More, Visit: offers.tokuyama-us.com/odproct To Request Your Free Sample,
Use Code: ODPROCT

Limit 1 sample kit per doctor, per office. Use Code: ODPROCT. While supplies last. Offer valid 10/1/2021 to 11/30/2021 and in the US and Canada only. Must not have sampled OMNICHROMA within 365 days of last request. For 
evaluation purposes only. Participating doctors or dentists 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 2-4 weeks for delivery of sample.

FEATURES & BENEFITS

Unprecedented shade-matching ability and esthetics

Exceptional handling, polishability, and strength

Shade matches both before and after bleaching

Reduction of inventory and of expired composites

Minimized chair time and shade-matching procedures

Every Shade. One Choice.
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[ IMPLANT DRIVER SET ]

Implant Buddy Driver Kit
This driver kit is designed to make implant procedures more convenient, holding 
both long and short drivers that are color coded for visibility. Its tapered driver 
tips offer a strong implant screw connection, and the thumb knob � ts directly 
into torque drivers. The kit � ts short drivers up to 23 mm (shaft length of 16 mm) 
and long drivers up to 39 mm (shaft length of 32 mm). It also includes a Straight 
Screwdriver (Straight Systems, Straumann), a Dynamic Angled Access Driver, and 
a UniGrip Driver (Nobel Biocare), among others. The entire unit can be sterilized.

Preat Corporation
800-232-7732  |  preat.com
CIRCLE RS #09

[ TRANSLATION DEVICE ]

Pocketalk Plus
Pocketalk Plus is designed as a resource to help patients and clinicians overcome 
language barriers. The device is designed to provide instant translation for 82 
languages and features a large screen that is readable up to 6 ft away, as well as a 
speaker and noise-canceling microphone. Pocketalk Plus provides audio feedback 
in the native language; an integrated camera can translate written words. The 
device includes a built-in data connection, eliminating the need for Wi-Fi, and it is 
small enough to � t comfortably into a pocket. Additionally, the Pocketalk Plus can 
be quickly sanitized using a standard alcohol wipe.

Pocketalk
pocketalk.com
CIRCLE RS #11

[ SENSOR POSITIONER ]

Wingers. I.B.™
The Wingers I.B. (Integrated Barrier) provides a sensor holder already inside a 
comfort-padded, elastic, seamless infection control barrier. This design reduces 
clinical setup time to obtain a radiological image from approximately 60 seconds 
to 5 seconds with an average cost savings over purchasing 3 separate items of up 
to 20%. The seamless, elastic barrier eliminates microholes that may occur in the 
heat-sealed seams of plastic � lm sensor barriers. The Wingers I.B. � ts all # 2 sensor 
holders on the market. Each bag of 60 pieces includes a free, sterilizable aimer ring 
and bar.

Steri-Shield®

805-692-4972  |  steri-shield.com
CIRCLE RS #10

[ COMMUNICATION SYSTEM ]

RevenueWell Phone
This new Voice over Internet Protocol system with 2-way text messaging is designed for 
dental practices. The system is a new way for of� ce managers and front desk staff to 
drive appointment scheduling and productivity while minimizing time on the phone. This 
communication hub is designed to integrate with existing practice management soft-
ware. It offers coordinated voice, 2-way text messaging, email, fax, and videoconferenc-
ing—all tied to the practice’s existing phone number. The system also features a mobile 
app that allows dental teams to manage the practice’s phone on the go. The system is 
cloud-based and integrates with RevenueWell’s existing platforms.

RevenueWell
855-415-9355  |  revenuewell.com
CIRCLE RS #12

Its magnetic base keeps all 
components secure and in place.

NEW DENTAL PRODUCTS
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[ IMPLANT TRAY ]

Knockout Tray™

Fabricated using recycled materials, the Knockout Tray is designed for capturing 
impressions for implant restorations. It  features a unique transparent design and 
tabs that are easy to pop out to create space for the implant coping . The tabs are 
easily removed from the area where implants have been placed using the end of a 
mirror handle, and the tray is available in medium and large sizes. 

Dentalree
800-996-0686  |  dentalree.com
CIRCLE RS #13

[ NASAL HOOD ]

Double Hood Scavenger System
This nasal hood is a fully autoclavable scavenger breathing circuit designed to provide 
better delivery and monitoring. Its soft, single-use scented Double Nasal Hoods offer an 
excellent seal and lower pro� les, giving dental professionals better sightlines into the oral 
cavity. The device’s oral exhalation valve is said to increase patient breathing comfort. 
Its outer hood sits closer to the patient’s face, increasing the scavenging ef� ciency of 
exhaled gases. The system also features a universal � t with other double scavenging 
circuits, allowing for use with their existing systems. Air Technique’s Double Nasal Hoods 
are available in adult and pediatric sizes with several scents.

Air Techniques
516-433-7676  |  airtechniques.com
CIRCLE RS #15

[ ARTICULATOR ]

Artex CR Gold
Produced as a special edition of 1000 units, the Artex CR Gold articulator features 
the same functionalities as the standard Artex CR, but with a stylish look featuring 
gold and carbon black coloring. A universal diagnostic and therapeutic device in 
Arcon design, the articulator features a reproducible centric system said to ensure 
the safe start and end position of each movement. The articulator can detect 
defects of less than 20 µm, allowing technicians and clinicians to design and fab-
ricate restorations for ideal function. The Artex CR Gold is lightweight, stable, and 
ergonomic for accuracy and ef� ciency.

Amann Girrbach
800-851-3719  |  amanngirrbach.us
CIRCLE RS #14

[ MICRO-APPLICATOR ]

BioGREEN™ Micro-Applicators
With strength and durability, these biodegradable micro-applicators are an environ-
mentally friendly alternative to traditional plastic applicators. Their bendable shape 
makes them � exible for easy use, and the brush tips are gluten-free and lint-free. 
These applicators are biodegradable and compostable, come in recyclable pack-
aging made from sustainable materials, and require less energy to produce than 
petroleum plastics.

Premier Dental Products Co.
888-773-6872  |  premierdentalco.com
CIRCLE RS #16

Fabricated using a food production 
straw by-product, they are 
biodegradable and compostable. 

NEW DENTAL PRODUCTS
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[ WHITENING SYSTEM ]

Invisalign Professional Whitening System
Align’s new whitening system utilizes Ultradent’s Opalescence PF whitening 
formula. It is said to deliver optimal whitening outcomes and comes from the 
patients’ desire to whiten teeth during Invisalign treatment. This whitening formula 
can be used for both Invisalign clear aligners and Vivera retainers for patients who 
wish to whiten their teeth as they straighten their smile. The Invisalign Professional 
Whitening System is said to be easy to use whether in the of� ce or at home super-
vised by a dentist. It will be commercially available starting in 2022. 

Align
602-742-2000  |  aligntech.com
CIRCLE RS #58

[ PRACTICE SOFTWARE ]

mConsent Insurance Verifi cation
mConsent Insurance Veri� cation is designed to streamline the veri� cation process by 
providing comprehensive veri� cation details on demand that optimize practice ef� ciency, 
productivity, and revenue. It enables practices to verify insurance independent of server-
based software from any location. Patients can complete insurance forms ahead of their 
appointment with mConsent’s web-based platform. The platform is currently integrated 
with more than 178 insurance payers, including major preferred provider organization 
and Medicare providers. In addition, mConsent is said to easily integrate with Dentrix, 
Eaglesoft, Open Dental, and other practice management software. 

SRS Web Solutions
877-203-6767  |  srswebsolutions.com
CIRCLE RS #60

[ BOIL-OUT / POLYMERIZATION UNIT ]

WAPO-EX 8 PLUS 
The WAPO-EX 8 PLUS enables the automatic boil-out of up to 8 � ask halves or the 
polymerization of up to 8 � asks in a clamp. The relevant parameters for this new 
combination boil-out and polymerization unit can easily be viewed on the touch 
screen. The input can be made intuitively. The system allows users to adjust numer-
ous parameters and options (such as a week timer) to their individual requirements, 
a touch screen for fast and easy operation, quick exchange of both functions (boil 
out, polymerization),easy to clean, and no need for tools.

Erio System 
425-307-1658  |  eriosystem.com
CIRCLE RS #59

[ SINTERING FURNACE ]

Programat® S2
The Programat S2 offers shorter processing times than the previous model, as well as 
new calibration options to enhance productivity. The unit can sinter at temperatures 
up to 1600 ºC, offering the ability to process crowns fabricated with IPS e.max ZirCAD 
in as little as 75 minutes. The redesigned furnace features a color touchscreen and a 
graphical user interface designed to make the furnace easier to use. The unit comes 
preprogrammed with sintering cycles for all zirconia materials from Ivoclar Vivadent, and 
additional options are available. A blue indicator displays when the unit enters the cooling 
phase. Progress can also be monitored using the Programat app.

Ivoclar Vivadent
800-533-6825  |  ivoclarvivadent.com
CIRCLE RS #61

This new whitening system is 
designed for use with Invisalign 
aligners and Vivera retainers.
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Why You Can 
 Count on Keating ##3
Digital
Dentistry
Keating is right  
there at the leading   
edge of technology.

Dr. Kevin Wheeler
Hesperia, CA

Order a Premium Digital Denture,  
Get One FREE! (a $391 value!)*
Visit www.keatingdentallab.com/BOGOdenture 
to get your discount: 888.695.0426

*Free denture is a Lucitone Digital Print™ Try-In Denture.

Reason

Dr. Kevin Wheeler
Hesperia, CA
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TOOTH WHITENING IS one of the 
most frequently requested dental 
services. As part of my initial com-
prehensive examination, I ask my 
patients what changes, if any, they 
would like to see in their smiles. 
Invariably the answer is, “I’d like my 
smile to be whiter.” Since the concept 
of vital tooth nightguard bleaching 
was introduced in 1989,1 it has been a 
boon to dentistry and patients. It has 
also introduced interesting complica-
tions for restorative dentists.

The whitening of vital teeth with 
carbamide peroxide (which breaks 
down in the mouth to liberate hydro-
gen peroxide) in a custom-� tted 
nightguard has proven safe and 
effective. Alternative methods have 
been introduced, such as the popular 
in-of� ce approach using very con-
centrated bleaching agents with or 
without lights, to expedite the treat-
ment. Tooth bleaching has proven 
so safe that it has expanded beyond 
dentist supervision. Cruise ships, 
spas, and shopping mall kiosks 
(some in violation of state dental 
guidelines) began to offer tooth whit-
ening, almost always without the 
supervision or guidance of a dentist. 
Self-administered OTC whitening 
products have become widely avail-
able in stores and on the internet. 
Although some of these may be of 
questionable value, those based on 
carbamide peroxide or hydrogen 
peroxide have mostly proven effec-
tive and can be used safely.2 

Adverse effects, such as local gin-
gival irritation from using whitening 
strips with a � t inferior to that of a 

custom-molded tray, do not seem 
to signi� cantly affect sales of such 
products. Although the cost sav-
ings to patients may be a driving 
force, the lack of dental supervision 
can introduce issues. Patients are 
unlikely to realize that the shade of 
any restorative work done to teeth 
that are visible in the smile will 
remain unchanged by the bleaching 
process. A composite restoration 
or a ceramic crown fabricated to 
match teeth of a patient whose 
shade may once have been A4 on 
the VITA classical shade guide will 
look dark and out of place once that 
patient has whitened their natural 
teeth. If that issue is anticipated 
and discussed with a supervising 
dental professional, the patient will 
understand that replacement of 
the dark restorations may become 
necessary. If, however, the patient 
has used OTC bleaching products 
without supervision, this mismatch 
in shades can be disconcerting and 
the continued use of the whiteners 
compounds the problem. Recently, 
a product has been introduced that 
may provide a potential solution to 
such a dilemma.

Standard composite resins used 
in dentistry consist of a resin matrix 
and � ller particles. The size, shape, 
and density of � ller particles are 
responsible for the physical proper-
ties of the material. It is through use 
of dyes and pigments that materials 
of various shades are created and 
designed to match the range of VITA 
classical shades. This necessitates 
that dentists stock a large inventory 

of composite shades, sometimes in 
varying translucencies, to match 
patients’ teeth. Some materials are 
better than others at replicating 
the desired shade, which can make 
it challenging to match a patient’s 
dentition. Of course, some patients’ 
teeth are not really a good match for 
any of the shades of the VITA shade 
guide, making it more dif� cult for a 
practitioner to create a restoration 
that blends with its surroundings. A 
newer approach to color in compos-
ite dentistry may unlock a remedy to 
this frustration.

“Structural color occurs when 
different wavelengths of light are 
ampli� ed or weakened by the struc-
ture of a material itself, expressing 
colors other than what the mate-
rial may actually be,” according 
to Tokuyama Dental America.3

OMNICHROMA (Tokuyama 
Dental America) represents the � rst 
use of structural color in composite 
dentistry. The composite’s 260-nm 
supra-nano spherical � llers are 

the exact size and shape needed to 
generate red-to-yellow color—the 
range found in human teeth. As light 
passes through the � llers, it pro-
duces this red-to-yellow spectrum 
and combines with the re� ected 
color of surrounding dentition to 
create a perfectly seamless match.4

The material, when expressed, is an 
opaque milky white. When placed 
in a cavity preparation and light 
polymerized, the material blends 
with the adjacent tooth structure 
and resembles its surroundings. 

A companion material, OMNI-
CHROMA BLOCKER, can be used 
in large Class III or IV restorations 
where the absence of surrounding 
tooth structure can cause shade-
matching interference. Uniquely, 
as the shade of the surroundings 
changes, so does the appearance 
of the restorative material. It is this 
characteristic that offers restorative 
dentists a new choice when dealing 
with patients who bleach their teeth 
without dental supervision.

Case History
Roughly 3 years ago, a 55-year-old 
patient presented after chipping 
the mesial incisal corner of tooth 
#9. The tooth was restored with a 
conventional composite resin, and 
an acceptable shade match was 
obtained. Recently, the patient 
presented again with some minor 
chipping of the tooth’s incisal edge. 
More important to the patient was 
the fact that the restoration previ-
ously placed was no longer a match 
to the surrounding tooth structure 
(Figure 1).

The patient had been using 
whitening strips regularly, without 

Shade Match Post Bleach: 
Yesterday’s Challenge, 
Today’s Solution
OMNICHROMA from Tokuyama Dental America uses 
spherical fi llers to produce a red-yellow color spectrum 
that blends in with natural dentin.  [ by Robert Rosenfeld, DDS ]

 HOW TO
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OMNICHROMA
Said to be the world’s � rst universal composite, 
OMNICHROMA is designed to match every 
patient from A1 to D4 with a single shade. Utilizing 
Smart Chromatic Technology, its uniformly sized 
supra-nano spherical � llers allow the material to 
match each of the 16 VITA classical shades.

Tokuyama Dental America, Inc
877-378-3548  |  tokuyama-us.com
CIRCLE RS #17
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Figure 1. Pretreatment condition. 
Mesio-facial composite restoration, 
placed 3 years ago, is now a 
less-than-perfect match because 
the patient has regularly been 
using OTC bleaching products.

Figure 2. After removal of 
existing restoration, tooth 
#9 is isolated and etched 
with phosphoric acid.

Figure 3. Buildup of lingual 
shelf is accomplished with 
OMNICHROMA BLOCKER.

Figure 4. This is the view after 
placement of OMNICHROMA layer.

Figure 5. This image was taken 
after final shaping and polishing. 

6. This shows the palatal view 
of the finished restoration.

AT A GLANCE

supervision. She had noticed, espe-
cially in photographs, that her filling 
looked darker than the tooth. When 
it was explained that her freelance 
bleaching had created the mismatch, 
she took ownership of the problem 
and requested that the restoration be 
replaced. She admitted, though, that 
she was likely to continue bleaching 
her teeth. Faced with the likelihood 
that we would be dealing with a 
similar scenario in the future, she 
was very receptive when I offered a 
possible solution.

I began by removing the existing 
restoration as completely as pos-
sible, creating a long bevel on the 
surrounding enamel. Using a piece 
of dead soft matrix material (Gar-
rison Dental Solutions), I protected 
the adjacent teeth. I microetched the 
tooth with 50-µm aluminum oxide 
(Microetcher; Danville Engineering, 
Zest Dental Solutions) in case there 
was any remaining hard-to-detect 
composite material. I then etched the 
enamel (Figure 2) with 37% phos-
phoric acid (UltraEtch; Ultradent). 

After copious rinsing, I placed my 
adhesive, CLEARFIL SE Protect 
(Kuraray America) and light cured 
(VALO curing light; Ultradent). 
I proceeded to build up a lingual 
shelf of the more opaque OMNI-
CHROMA BLOCKER (Figure 3). I 
then layered the blocker with OMNI-
CHROMA (Figure 4), curing after 
each increment. I shaped the restora-
tion with a flame-shaped ultrafine 
diamond (Diatech) and multifluted 
carbide finishing burs (ET burs; Bras-
seler USA). I polished the restoration 
(Figures 5, 6) with Shofu Super-Snap 
polishing discs (Shofu).

Summary
In this era of esthetic dentistry, it 
is imperative that we can skillfully 
place restorations that match the 
surrounding teeth. In an extremely 
aware and discriminating patient 
with high expectations, even a beau-
tifully placed and finished restora-
tion may be deemed unacceptable if 
it is not a perfect shade match.

Typically, shade matching may 
require trial placement of a series 
of small increments of composite 
material on the tooth, followed by 
light curing, in a trial-and-error 
approach. Certain teeth that are 
poor matches to the VITA Classic 
shade guide may require mixing or 
layering of numerous shades of com-
posite to accomplish an acceptable 
match. With OMNICHROMA we 
have a material that can simplify the 
process in many cases. As an added 
benefit, it may make it less necessary 
to house an expensive inventory 
of material in multiple shades to 
accomplish the task at hand. 

REFERENCES

1. Haywood VB, Heymann HO. Night-
guard vital bleaching. Quintessence Int. 
1989;20(3):173-176. 

2. Li Y. Safety controversies in tooth bleaching. 
Dent Clin North Am. 2011;55(2):255-263, viii. 
doi:10.1016/j.cden.2011.01.003

3. OMNICHROMA. Brochure. Tokuyama Dental 
America, Inc; 2018. Accessed on August 15, 
2021. https://www.tokuyama-us.com/wp-content/
uploads/docs/OMNICHROMA-Brochure.pdf

4. Smart chromatic technology: a look into the 
future of composite design. Dental Product Shop-
per. May 7, 2019. Accessed August 15, 2021. 
www.dentalproductshopper.com/blog/smart-
chromatic-technology-a-look-into-the-future-of-
composite-desi-1 

TECHNIQUE

1

2

3

4

5

6

RESTORATIVE DENTISTRY

DPR1021_014-015_RD-Technique-Tokuymama OMNICHROMA.indd   15DPR1021_014-015_RD-Technique-Tokuymama OMNICHROMA.indd   15 9/27/21   11:46 AM9/27/21   11:46 AM



WITH CURRENT SYSTEMS and 
methods in quadrant dentistry, it is 
often necessary to restore 1 Class II 
at a time. This is inef� cient, time-
consuming, and a hassle for both the 
dentist and the patient. However, 
completing 2 adjacent Class IIs 
simultaneously often ends up with 
an open contact. In addition, when 
restoring 2 adjacent teeth, the mar-
gins are situated in different direc-
tions, thereby making it dif� cult to 
simultaneously seal both gingival 
margins. This problem is easily 
solved by using a VursaWedge from 
Young Specialties. The unique split-
wedge design allows the wings to 
simultaneously seal both margins of 
adjacent teeth and allows the wedge 
body to sit low in the embrasure 
space, ensuring proper matrix con-
tour, emergence, and contact area.

Patient Presentation and 
Treatment Plan
A 23-year-old male patient presented 
with a failing distal occlusal com-
posite with recurrent caries on tooth 
#13 and a failing occlusal lingual 
composite with mesial caries along 
a fracture line (Figure 1). The treat-
ment plan involved removing the 
old � llings and carious tissue, then 
restoring with new composite resto-
rations. Adjacent restorations such 
as these present with 2 primary chal-

lenges: sealing both gingival margins 
simultaneously and achieving proper 
restoration contour and proximal 
contact. These 2 areas become 
increasingly complex to restore when 
there are adjacent lesions, and they 
also play a critical role in restoration 
success and longevity. 

Step-by-step Work� ow
01STEP The failing restorations 

and caries were removed, leaving 2 
adjacent Class II restorations to be 
placed (Figure 2). The teeth were 
prepared using a 330 bur, removing 
the existing amalgams � rst to gain 
access to areas of failure and carious 
tissue, which was removed using a 
right-angle #2 round slow-speed 
bur. The axial walls of both prepa-
rations were cleaned and beveled 
using a � ne diamond. This step is 
important to ensure the restorations 
can achieve proper emergence in the 
proximal area. It is also important 
to remove any weak or � aky enamel 
that may fail early and affect mar-
ginal integrity. 

02STEP Vitrebond from 3M was 
placed to cover exposed dentin. I 
perform this step regularly, as it 
helps improve postoperative sensi-
tivity in medium-sized and larger 
restorations. Selective etch was 
placed to cover all enamel margins 
for 20 seconds, then rinsed thor-
oughly (Figure 3).

03STEP Sectional matrices were 
placed. In adjacent cases, I � nd it 
helpful to use 2 different styles of 

sectional matrices, 1 on each tooth. 
For teeth with more contour—in 
this case tooth #14—a more con-
toured Garrison 3D sectional 
matrix was used. For tooth #13, 
which was less contoured, a slightly 
less contoured Palodent matrix was 
used (Figure 4).

04STEP With the matrices in posi-
tion, a VursaWedge is placed. In 
most cases, VursaWedge is placed 
from the buccal aspect. However, 
VursaWedge can be placed from 
either the buccal or palatal aspect if 
necessary (Figure 5). 

05STEP A Triodent Ring from 
Ultradent is now placed. This step is 
where the VursaWedge becomes 
even more distinct as it is ring com-
patible. The handle side of Vur-
saWedge is designed to � t under the 
cutouts of the ring, and the split-
wing side can be split by the other 
ring pad. This feature allows many 
important things to happen: 

} The pressure from the ring is 
transferred to the VursaWedge, 
thereby creating indirect pres-
sure and effectively sealing the 
gingival margin.

} Because the pressure of the ring 
is displaced to the VursaWedge 
wings, the matrices do not kink 
or distort. This is a key area 
to pay attention to. Kinking 
or distortion of the matrices is 
common, resulting in irregular 
shapes and contours in the 
Class II restoration, so smooth 
matrices are imperative to suc-
cessful outcomes.

} By placing the ring pad on the 
VursaWedge wings, the proce-
dure is made more comfortable 
for the patient who does not 
feel the pinch of the ring on the 
palatal tissue.

} VursaWedge inhibits ring slip-
page. Placing the ring force on 
the VursaWedge rings engages 
the split wings in the undercut 
area of the tooth, thereby inhibit-
ing slippage (Figure 6). Notice 
how both gingival margins are 
perfectly sealed (Figures 7 and 8).

06STEP When performing adjacent 
Class II restorations, 1 tooth is 
restored at a time, but the bonding 
agent is applied to both teeth simul-
taneously. In this case, Scotchbond 
from 3M was applied, air-dried, and 
cured for 15 seconds. I chose to 
restore tooth #14 in this case, apply-
ing a 1- to 1.5-mm single layer of 
SureFil SDR from Dentsply Sirona 
to the gingival portion of the proxi-
mal box. The material was cured for 
20 seconds, then 3 incremental lay-
ers of Filtek Supreme by 3M were 

Overcome the Hurdles 
of Restoring Adjacent 
Class II Composites 
Using VursaWedge to provide better contour, proper 
contact, and improved gingival seal. [ by Matthew Burton, DDS ]

 HOW TO
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VursaWedge
A unique wedge technology that assists 
in direct restorative composites by way of 
a split-wedge design that enables proper 
matrix contour, emergence, and contact 
area by way of its simultaneous wing sealing.

Young Specialties
630-570-0421 |  burtonbands.com
CIRCLE RS #18
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Figure 1. Preoperative 
presentation. 

Figure 2. Failing amalgams 
and carious tissue removed.

Figure 3. Selective etch applied.

Figure 4. Matrices placed.

Figure 5. VursaWedge placed.

Figure 6. Ring pad placed 
on VursaWedge wings.

AT A GLANCE

placed to complete the restoration 
(Figure 9). 

07STEP Once the mesial occlusal 
restoration and box were completed 
on tooth #14, a Dycal instrument—
or any burnisher—could be used to 
gently burnish the contact area of 
the remaining Class II matrix. This 
helps ensure a proper contact area is 
achieved (Figure 10).

08STEP SureFil SDR from Dentsply 
Sirona is placed in the gingival por-
tion of the proximal box on tooth 
#13 and cured. (Figure 11).

09STEP A layer of Filtek Supreme is 

placed in the box portion of tooth 
#13 and cured for 20 seconds, fol-
lowed by the final occlusal layer. I 
prefer to place and cure the box por-
tion first, as this allows me to ensure 
the material is adapted well to the 
matrix and axial walls (Figures 12 
and 13).

10STEP To finish the restorations, 
occlusal adjustment and polishing 
are completed using a Meisinger 
Polishing Kit (Figures 14 and 15). 

Discussion
My 13 years of practice have been 
immersed in the growth and evolu-
tion of composite matrices, rings, 

materials, and techniques. Through-
out that time, I quickly realized 1 
key component that failed to evolve: 
the wedge. I never would have imag-
ined a simple modification in wedge 
design could have such a positive 
impact on how dentists perform 
Class II restorations on a daily basis. 
VursaWedge, in combination with 
any ring/sectional system of choice, 
allows dentists to achieve perfection 
in all Class II cases. Class II directs 
are the bulk of the daily workload 
for most practices and are often the 
first procedure performed on a new 
patient. Having the right tools that 
provide the ability to perform Class 
IIs with precision, predictability, 

and confidence is of utmost impor-
tance in patient confidence and 
practice growth. 

ABOUT THE AUTHOR
Matthew Burton, DDS, founder of Burton 
Dental Innovations, LLC, developed 
the BurtonBands and VursaWedge 
matrix system to help dentists achieve 
more predictable and favorable Class 
II composite results with improved 
efficiency and optimal outcomes. Dr 
Burton specializes in Class II composite 
restorations at his private practice in 
Frankfort, Illinois, and has leveraged 
his insights to develop and market new 
solutions for dentists who face the same 
challenges in their own practice.
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Figures 7-8. Gingival margins perfectly contoured and sealed.

Figure 9. Composite placed on tooth #14.

Figure 10. Matrix is burnished to ensure optimal contact.

Figure 11. Composite placed on tooth #13.

Figures 12-13. Final occlusal layer of Filtek Supreme 
is placed on tooth #13 and tooth #14.

Figures 14-15. Completed restorations after occlusal adjustment and polishing.

AT A GLANCE
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Antimicrobial.
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learn more.

What you make today can be
antimicrobial tomorrow.

Interested?  Circle Product Card No. 24

DPR1021_019_FiteBac_FP AD.indd   19DPR1021_019_FiteBac_FP AD.indd   19 9/17/21   10:16 AM9/17/21   10:16 AM



20  |  DENTALPRODUCTSREPORT.COM  |  October 2021

RESTORATIVE DENTISTRY   TECHNIQUE    DEEP DIVE    

They say practice makes perfect. 
But what makes a perfect prac-
tice? I would argue the most 

important factors are prioritizing 
patient welfare and creating a trust-
ing doctor-patient relationship by 
communicating clearly and getting 
things done right the � rst time. 

By the end of this month’s Deep 
Dive, we hope to have shared the 
excitement I have about antimicrobial 
dentistry and the exciting potential it 
represents for dentists and patients. 
Change is here for the world of den-
tistry. Virtually all restorative materials 
and dental devices/products can now 
be antimicrobial or bio� lm-resistant to 
provide a new standard of care.

The International Organization for 
Standardization (ISO) is addressing 
standards for the evaluation of anti-
bacterial activity of dental restorative 
materials, because of recent techno-
logical advances. From the food we eat 
to the vehicles we drive to the perfor-
mance of adhesive to tooth structure, 
ISO establishes standards for almost 
everything. These important metrics 
are set and enforced for the bene� t, 
safety, and health of consumers all 
over the world. If new technology 
arrives, it needs to be studied, proved, 
and codi� ed so that industries and 
consumers can react appropriately. 
This is happening right now in 
dentistry.

In 2020, FiteBac became the � rst 
company to release an FDA-cleared 
antimicrobial cavity cleanser. 
Research shows that FiteBac Antimi-
crobial Cavity Cleanser not only helps 
remove debris in carious lesion prepa-
rations but also helps reduce microbial 
contamination. FiteBac Dental is 

leading a transformational shift to 
antimicrobial dentistry with patented 
antimicrobial chemistry, powered by 
their lead molecules K18 and K21, 
present in multiple FDA-cleared 
devices. To develop this novel chem-
istry and its applications in dentistry, 
FiteBac founder Kirk Kimmerling, 
DDS, found the ideal partners at the 
Dental College of Georgia at Augusta 
University: Franklin Tay, PhD; David 
Pashley, DMD, PhD; Fred Ruegge-
berg, DDS, MS; and Babak Baban, 
PhD, MPH, MBA, MS.

Dr Tay, recognized as a proli� c 
researcher, orchestrated dozens of 
dental researchers and scientists 
throughout the world to study the 
technology. He and his team have 
published numerous papers on Fite-
Bac chemistry and the performance 
of FiteBac antimicrobial additives in 
many dental materials.

FiteBac technology has been 
explored around the world and 

investigated at over 20 universities, 
strengthened by international per-
spectives and expertise. One de� ning 
characteristic of FiteBac technology 
continues to surface in application 
and ef� cacy testing: its ability to bond 
with materials and provide durable 
antimicrobial effect and protection. 
The lead molecules, K18 and K21, can 
be incorporated into existing products 
and provide antimicrobial effect with-
out negatively impacting the strength, 
� exibility, or durability of the existing 
product. Studies have also shown that 
the addition of a FiteBac molecule to a 
resin product provides antimicrobial 
properties and allows for even more 
� exural strength compared to the 
original formulation.

FiteBac Dental has entered the mar-
ket with built-in authority and proven 
technology from published, peer-
reviewed academic research, interna-

tional patents, and FDA recognition. 
What’s next? FiteBac has recently 
scaled chemical manufacturing of 
antimicrobial additives for use in 
dental composites, dentures, crowns, 
bonding agents/adhesives, sealants, 
cements, endodontic sealers, resin sys-
tems, 3D-printed materials, implants, 
� exible silicone mouth guards, night 
guards, retainers, mouthwash, and 
periodontal disease treatments.

In late September, FiteBac Dental 
was a new featured presenter at the 
world’s largest dental conference, 
International Dental Show (IDS) 2021, 
in Cologne, Germany. Global dental 
manufacturers met with the FiteBac 
team to license the technology as anti-
microbial additives, which are already 
present in multiple FDA-cleared dental 
devices, to change their legacy prod-
ucts into new, superior, antimicrobial 
ones. The company wants everyone 
to bene� t from what they’re offering 
and embrace the motto found on their 
website: Better products mean better 
patient outcomes.

Manufacturers that currently 
make restorative materials were  
able to see � rsthand, what FiteBac 
has to offer at IDS. Adhesives, bond-
ing agents, glass ionomers, sealers— 
whatever a company makes—can 
take FiteBac-powered ingredients 
and make their existing products 
antimicrobial. The potential doesn’t 
end there. Their additives can make 
existing products such as dentures, 
sutures, night guards, 3D-printed 

Science, Results Indicate 
We Have a New Way 
to Fight Decay
FiteBac Antimicrobial Cavity Cleanser provides added protection 
with ongoing antimicrobial properties and has the potential to 
provide a new standard of care for dental patients. [ by Stan Goff  ]

FiteBac Cavity Cleanser
Created to provide antimicrobial properties 
at the site of a dental restoration, FiteBac®

Cavity Cleanser is a 2% K21 QAS aqueous 
ethanolic solution for use on cavity prep 
sites. The solution can remove debris in 
carious lesion preps as well as penetrate 
exposed dentin tubules, found to increase 
bond strengths to dentin while also helping 
to manage residual contamination of the 
restoration site. The material can help elimi-
nate and prevent recurrent decay beneath 
the restoration or at margins, extending the 
life of the prosthetic solution.

FiteBac Dental
424-FITEBAC  |  � tebacdental.com
CIRCLE RS #20

     The company 
wants everyone to 
benefi t from what 
they’re offering and 
embrace the motto 
found on their web-
site: Better  prod-
ucts mean better 
patient outcomes.”

DPR1021_020-021_RD-Deep Dive-Fitebac.indd   20DPR1021_020-021_RD-Deep Dive-Fitebac.indd   20 9/27/21   11:48 AM9/27/21   11:48 AM



material, and implants all antimi-
crobial, according to FiteBac Dental.

Treating dental diseases with 
FiteBac can provide the better clini-
cal outcomes for patients and lead to 
new standards of care in dentistry. 
FiteBac plans to revolutionize den-
tistry at the practice level, too. Their 
goal is to inform patients of the new 
science-backed, proven materials 
and point them in the direction of a 

FiteBac dentist near them. If patients 
learn about microbial contamina-
tion being the leading cause of 
secondary decay—which, in turn, 
causes restoration failure—they will 
likely want to ensure that their den-
tist is using proper methodology and 
products that are shown to provide 
short-term and lasting protection.

Dr Kimmerling, a dentist for 4 

decades knows the value of fully 
informing patients, giving them the 
best treatment, and building trust 
and patient loyalty. Because of his 
dentist-driven perspective, he has 
always wanted FiteBac dentists to 
have materials and data to share with 
their patients. Anyone who buys 
FiteBac will be automatically added to 
the “Find a FiteBac Dentist Near You” 
map and search tool on the company 
website. Dentists will also receive 
informative flyers, videos, decals, 
and online content to add to their 
websites and social media accounts 
to show that they’re adopters of this 
new technology and display that they 
are dedicated to preserving their good 
work for every patient they see. 

With the goal of providing better 
outcomes for patients, FiteBac Dental 
is excited about the potential for its 
antimicrobial cavity cleanser—and 
other products with the same proper-
ties and benefits—to deliver a new 
standard of care for dental patients.

That, more than anything, is what 
gives these developments an opportu-
nity to really play a key role in fighting 
decay. It is a promise, potential, and 
proof that this industry is not done get-
ting better and that it has more to offer 
the patients who trust clinicians to help 
them and maximize their outcomes.  

RESTORATIVE DENTISTRYDEEP DIVE

Interested?  Circle Product Card No. 21

 Each FiteBac emblem represents the location of a university where antimicrobial effectiveness and product viability studies have been conducted using FiteBac’s novel technology.

         What’s next for Fite-
Bac? “Whatever you 
make, we’d like to help 
make it antimicrobial,”  
the company states. 
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I
think at some point in the future 
we will look back on our prac-
tices and remember the unusual 

stories generated by dentistry during 
COVID-19. Sort of like Tales From 
the Crypt, only more appropriately 
named Tales From the Pandemic, 
perhaps.

I had a very nice lady come into the 
practice. She has been a patient for 
many years, and we have developed 
a great rapport. She has always been 
very fastidious about her appearance 

with the latest fashion, hairstyle, and 
an amazing, well-kept smile.

On this day she had called because 
she fractured tooth #10 and wanted 
options for restoring it. Because we 
had just fully reopened after the pan-
demic shutdown, we were very busy 
with trying to catch up. When this 
patient made the appointment, she 
knew we had a brief slot to do triage 
and then we would have her back as 
soon as possible.

When I stepped in, my team had 
already taken a periapical x-ray, and 
intraoral images and had given her 
an idea of what to expect. What I saw 
was a gorgeous #10 with about one-
third of the clinical crown fractured 
from the incisal edge down. Full cov-

erage was the only practical solution, 
but I had 15 minutes.  

I tried to � gure out whether I could 
somehow use composite until we 
could have her back to do the crown. I 
told her a crown was her best option. 
Then I segued into what I would need 
to do immediately to get her back to 
“presentable.” I began to explain that 
I would try to rebuild the missing part 
with “white � lling material” but she 
would really need to favor it until the 
crown appointment. She laughed and 
said, “Dr Flucke, that’s sweet of you to 
be that concerned, but you don’t have 
to do anything today. I’m living my life 
in a mask.”

I was seeing things from the doctor’s 
perspective and had forgotten that 

JOHN FLUCKE, DDS

those of us in dentistry were the only 
ones, other than relatives, who were 
seeing individuals without masks.

And Now for the Big Reveal!
During the past 12 to 18 months, 
masks have spared practices a lot of 
stress. However, masks are starting to 
come off in some areas, and eventually 
we will probably be back to a minimal 
mask environment. That means 
patients are going to start looking for 
ways to � ash a bright smile.

One of the things we have found 
to be a good low-pressure marketing 
tool is the wallpaper on the patient 
monitor. For the past 6 months or 
so, we have been using that space to 
promote our whitening program. 
We have several different images 
that rotate on the screen: one with a 
model in a mask, one with a model 
wearing a mask with a cutout so you 
can see the smile, and some with our 
usual whitening images. We have 
gotten positive feedback on this and 
have had quite a few patients decide 
to whiten based on it.

Trays
The most common whitening pro-
cess still involves the custom tray. 
Nowadays we are scanning patients 
with our iTero Element® 5D Plus 
intraoral scanner and then printing 
the models with our SprintRay Pro 
Dental 3D Printer. 

One thing I love about technology 
is that it basically markets itself. 
People are fascinated watching 
their teeth appear on the screen as 
we scan their mouth. We usually 
take the time to move the images 
around on the screen, rotate them, 
and zoom in just so they can see and 
appreciate how amazing the scanner 
truly is. When we give them their 
models and explain to them that we 
have taken their digital scan and 
printed it using the of� ce 3D printer, 
they have a greater understanding 
of how we are using technology to 
make things better.

Strips
When Procter & Gamble (P&G) 
brought its Crest Whitestrips to the 
market, the dental industry was less 
than pleased. There was a great deal 
of concern that patients would forgo 
professional teeth whitening in favor 
of the lower-cost P&G option. What 

Patients can receive the teeth whitening that works best for them 
through a variety of products and methods. [ by John Flucke, DDS ]

The Future of 
Teeth Whitening

KURHAN / STOCK.ADOBE.COM
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It’s estimated there will be over 1 billion telehealth 

visits in the US this year. The world has changed—

and so have the opportunities for teledentistry with 

TeleDent. Boost case acceptance, optimize schedules, 

attract new patients, and grow your practice. See why 

TeleDent won a Cellerant Best of Class Technology 

Award two-years running. Let us show you how you’ll 

exceed patient expectations with TeleDent.

Patients Expect Telehealth
Are You Ready?
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RMH: no changes. CC: patient was concerned with staining #30 occlusal pit, upon evaluation reassured patient this is 
normal, and no treatment is indicated. #19 existing fi lling with marginal breakdown on the distal, discussed the need to 
replace the fi lling in the near future. Treatment plan reviewed with patient. Next visit: #19 DO composite.
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RMH: no changes. CC: patient was concerned with staining #30 occlusal pit, upon evaluation reassured patient this is 
normal, and no treatment is indicated. #19 existing fi lling with marginal breakdown on the distal, discussed the need to 
replace the fi lling in the near future. Treatment plan reviewed with patient. Next visit: #19 DO composite.

Watch an overview video at mouthwatch.com/tdv
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eventually happened was that patients 
tried Whitestrips, and those who did 
not get the desired results turned to 
their dental office for brighter smiles.

Along those lines, in addition to cus-
tom trays, we also offer our patients 
a couple of strip options. Our recom-
mendation for a strip system depends 
on what we glean from the patient as 
we discuss the options.

Many complain that white strips 
were flimsy and difficult to keep in 
place. For those individuals, we recom-
mend Sheer White! from CAO Group. 
The system uses 20% carbamide per-
oxide. What sets Sheer White! apart 
from other strip products is its adhe-
sive. Other brands can slip, but once 
Sheer White! strips are applied to the 
teeth, they stay in place until the appli-
cation time is met. After about 2 hours 
in the mouth, the adhesive begins to 
break down, making the strips easier 
to remove. Our other choice is Opal-
escence Go from Ultradent. These 
strips come in 10% or 15% hydrogen 

peroxide. Go comes in packages for 
each arch, and the strips are easy to 
place. The strip is contained inside a 
mouthguard. The patient creates suc-
tion in their mouth that pulls the strip 
against the teeth, and the mouthguard 
is removed, leaving the strip in place. 

Therasmile from Mavrik
Since the idea of teeth whitening 
came into existence, the profession 
has been looking for a simple in-
office system that will provide bright 
results within a single appointment. 
Dentistry has tried different ways to 
provide this service. We have tried 
activating the whitening agents 
with lights, heat, lasers, chemistry, 
and sometimes a combination. 
Now there is a new company in the 
in-office teeth whitening market 
called Mavrik and their product is 
TheraSmile.  

TheraSmile is an entire automated 
system. It consists of a device, a mouth-
piece, and chemistry. The device is 

freestanding, connects to the mouth-
piece, and circulates the chemistry 
through it. The chemistry is warmed 
and circulates so that there is always 
fresh material coming into contact 
with the teeth. The mouthpiece creates 
a fluid seal, utilizing a vacuum that 
keeps the chemistry from escaping into 
the mouth.  

Often with in-office systems, the 
patient must keep their mouth open 
for the entire treatment time, which 
leads to dehydration. Although the 
teeth appear whiter at the end of the 
appointment, they often rebound 
and lose much of the whitening as 
they rehydrate. Because of this, many 
offices provide take-home trays as an 
adjunct to make sure the whitening 
remains. With TheraSmile, the teeth 
do not dehydrate, which means that 
the shade achieved at completion 
remains. Because the liquid chemis-
try constantly rehydrates the teeth, 
results are much more predictable. 
Also, the chemistry is provided in 

unidose treatment kits that prevent 
cross-contamination.

We’ve been beta-testing the device 
for about 3 weeks. The initial results 
have been very nice. My wife is 
always my test subject for whitening 
products. She tends to develop sharp 
sensitivity when whitening, so when-
ever I get a new product to try, she 
is always the first test subject. I am 
happy to say that she had a beautiful 
result from the treatment as well as 
no sensitivity issues.

Wrapping Up
I am not sure who thought of the 
phrase, but it’s true that “a beauti-
ful smile never goes out of style.” 
As we reenter a world where people 
can show their smiles, many of our 
patients are anxious and excited to 
do just that. Offering them even more 
reasons to smile is one of the great 
things about our profession. After all 
we have been through, we all need a 
reason to smile. 
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RMH: no changes. CC: patient was concerned with staining #30 occlusal pit, upon evaluation reassured patient this is 
normal, and no treatment is indicated. #19 existing fi lling with marginal breakdown on the distal, discussed the need to 
replace the fi lling in the near future. Treatment plan reviewed with patient. Next visit: #19 DO composite.

RMH: no changes. CC: patient was concerned with staining #30 occlusal pit, upon evaluation reassured patient this is 
normal, and no treatment is indicated. #19 existing fi lling with marginal breakdown on the distal, discussed the need to 
replace the fi lling in the near future. Treatment plan reviewed with patient. Next visit: #19 DO composite.

RMH: no changes. CC: patient was concerned with staining #30 occlusal pit, upon evaluation reassured patient this is 
normal, and no treatment is indicated. #19 existing fi lling with marginal breakdown on the distal, discussed the need to 
replace the fi lling in the near future. Treatment plan reviewed with patient. Next visit: #19 DO composite.
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5Ws* MouthWatch Plus+

WHAT
MouthWatch Plus+

WHO
MouthWatch, LLC
877-544-4342  |  mouthwatch.com/plus+
CIRCLE RS #23

WHERE
Every dental operatory can take 
advantage of this intraoral camera’s true 
HD capabilities.

WHEN
Capture precise images and videos 
every time. MouthWatch Plus+  
automatically switches to a power-saving 
standby mode whenever the camera is 
untouched for 30 seconds, and returns 
to normal operating mode when any 
button is pressed.

WHY
The MouthWatch Plus+ is 1080p HD, 
capturing 2,073,600 pixels in true 
anatomical color over the fast USB 3.0 
attached cable. The Plus+ also streams 
live video at an industry-leading 60 frames 
per second (fps) without any blur. There 
is no need to spend $2000 to $5000 for 
an HD intraoral camera with performance 
features like adjustable LED brightness. 
Some brand-name cameras in that price 
range do not operate at true HD resolution 
but only at 720p. 

THE 5Ws*

THE HOW

The latest intraoral camera from MouthWatch, LLC, delivers stunning 
high-defi nition intraoral image detail—even on larger monitors—is 
easy to use, and won’t give buyers sticker shock. [ compiled by Stan Goff ]

Every MouthWatch Plus+ purchase includes the MouthWatch Plus+ Intraoral Camera, integrated USB 3.0 
connectivity with attached cable; 100 OptiClear™ intraoral camera sleeves, an extended 2-year warranty, 
complimentary lifetime technical support; plug and play 5-minute integration, live agent support if needed, 
camera button-capture software, and training and best practices resources. The camera features a high scan 
rate (60 fps) that delivers clear video and 2-megapixel images—even if the patient moves slightly. When it comes 
to ease of use, the camera includes 4-level adjustable LED lighting to match illumination to speci� c clinical needs. 
What’s more, dual buttons on the top and bottom of the camera for lighting and capture control offer multiple, 
ergonomic grasp options.

Dual Location 
Buttons

Clinical grade,
scratch-proof lens
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M
any clinicians consider dental implants to be 
the standard of care for replacing missing teeth. 
Dental implants often lead to successful and 

long-lasting restorations. A recent study  published in the 
International Journal of Prosthodontics suggests that 
implants supporting a single crown or a partial denture 
had a survival rate as high as 92% at 12 years.2

 Sundeep Rawal, DMD, a Florida prosthodontist, 
cofounder of the Digital Dentistry Institute, and senior 
vice president of implant support at Aspen Dental Man-
agement, says that success gives patients the optimal 
outcome for restoring teeth functionality.

Alexander Shor, DMD, MSD, and Jim Janakievski, 
DDS, MSD, founders of 35Newtons, agree that implants 
are the best alternatives for tooth replacement because 
they act like natural teeth. 

 “People are living longer,” Dr Janakievski says, “but 
their teeth are not lasting as long. As specialists, it sur-
prises us that we have older patients wanting more com-
plex treatments. Years ago, we would have patients in 
their 90s refuse implants, but now they routinely request 
implant treatment.”

With patients living longer, “we have to design our 
implant treatment to be retrievable,” Dr Shor says. “This 
means implant position and abutment design that allow 
for screen channel access.” 

N. Cory Glenn, DDS, AAID, clinical director of 
technology for dental implant company Blue Sky Bio 
and a partner in Transcend Dental Education, says 
the increased awareness of dental implants’ long-term 
restorative performance has boosted their prevalence as 
a treatment option. 
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AS MANY AS 120 MILLION INDIVIDUALS IN THE 
US ARE MISSING AT LEAST 1 TOOTH, ACCORD-
ING TO THE AMERICAN COLLEGE OF PROSTH-
ODONTISTS. AND 36 MILLION AMERICANS HAVE 
NO TEETH AT ALL.1 IF ONE OF THESE PATIENTS 
IS SITTING IN YOUR CHAIR, HOW WOULD YOU 
REPLACE THEIR TEETH? FOR MANY CLINICIANS, 
THE ANSWER IS DENTAL IMPLANTS. 

DENTAL 
IMPLANTS
EMERGE
AS INDUSTRY’S
NEXT ANCHOR

As Americans 
live longer and 
technology and 
costs improve, 
dentists are 
realizing implants 
are the treatment 
of the future.
[ by Terri Lively ]
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“The biggest reason we’re seeing 
such huge growth in the implant 
industry right now is that everybody 
has wised up,” Dr Glenn says.

“Oral health and oral esthetics 
have become increasingly more 
important for dental consum-
ers,” Craig Hennings, president of 
SICAT USA, says. “From a patient 

perspective, they don’t view it as an 
implant as much as they view it as a 
tooth replacement.”

Generational changes also reflect 
a changing consumer attitude 
toward implants, Hennings says. 
For example, many baby boomers 
(those born between 1946 and 1964) 
who have had ongoing issues with 
failed bridges or root canals now see 
implants as a viable option. At the 
same time, Generation X (those born 
between 1965 and 1980) and millen-
nials (those born between 1981 and 
1996) consider oral health a critical 
part of their overall health.

“With the baby boomers and 
their access to that kind of dental 
care combined with the upcoming 
generations that view dentistry 
more favorably, it portends to a via-
ble long-term solution that implant 
placement as a discipline within the 
practice is going to be highly sus-
tainable,” Hennings says. 

However, the increase in dental 
implants isn’t just patients’ changing 
attitudes. Dentists’ perceptions have 
changed, too.

Wayne Harrison, DDS, vice 
president of operations and clinical 
affairs for Ditron Dental and a fel-

low of the Academy of Osseointe-
gration, says to compete with large 
group practices and dental service 
organizations (DSOs), dentists will 
have to incorporate all kinds of 
specialty treatments, including 
dental implants.

“To sustain themselves 
in the marketplace, they’re 
going to have to be super 
dentists,” Dr Harrison says. 
“They’re going to have to learn to 
do other things and incorporate 
implants into their practice where 
otherwise they may have [stayed] 
away from that just to be able to 
compete with the DSOs that have 
everything in-house.”

In addition to changing attitudes, 
changing materials, technology, 
and technique contribute to the 
trend. Matthew R. Young, DDS, 
a diplomate in implant dentistry 
of the American Board of Oral 
Implantology (ABOI) and a fel-
low of the American Academy of 
Implant Dentistry (AAID), says 
new implant surface technology has 
improved bone-to-implant contact.

Also, advances in digital den-
tistry provide a predictable implant 
restoration with a better fit and pre-
cision than traditional workflows. 
In addition, the procedures are 

more comfortable for patients and 
today’s protocols improve recov-
ery time, allowing for immediate 
temporaries to restore function the 
same day. 

“Dentists want their patients to 
be back in action and functioning 
properly. The goal is to have mini-

mal interruption of our lives. These 
are all wins,” Dr Young says. 

“There are now better surfaces. 
There are also faster treatment 
concepts,” Pascal Kunz, MD, DDS, 
vice president of digital solutions 
for Envista and its DTX Studio 
Suite software, says. “Something 
that took 6 months to a year until 
a final restoration outcome [now] 
can be done in the same day to the 
provisional and much earlier to the 
permanent restoration.”

In addition to the surgical ben-
efits, Felix Chung, CEO of Imagine 
USA, says technology also improves 
prosthetics on the restorative side. 
The dramatic and geometric shape 
of dental implants necessitates 
precision in both engineering and 
manufacturing. Imagine USA 
improves the technology to cater 
to the increase in demand for 
implants that require a high level of 
precision, a trend that Chung sees 
throughout dentistry.

The patient is there for the pros-
thetic, which technology helps 
dentists visualize instantly and 
effortlessly, Dr Kunz says. Tech-
nology for implant placement has 
produced surgical guides and even 
dynamic 3D navigation with prod-
ucts such as X-Guide™, which can 
provide turn-by-turn guidance to 
improve precision and accuracy of 

DENTAL SPECIALTIES

  FirstPlug from 35Newtons is an abutment screw barrier. Using this, clinicians can ensure 
proper connection between the implant and the abutment. Combining advanced, acces-
sible technology with the proper tool has made implants and other restorative treatments 
something that any modern practice can boast. 

  The Anatotemp SC healing abutment and scan body, a recent addition to exocad’s and 
3Shape’s dental implant laboratory and model creator software, offers a streamlined digital 
workflow.

“        Dentists want 
their patients to 
be back in action 
and functioning 
properly. The goal 
is to have minimal 
interruption of 
our lives. These 
are all wins.”  
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implant position, angle, and depth.
“So now you know exactly what 

you could do and what you should 
do, and you have the technology to 
help you do it,” Dr Kunz says. “We 
are now at the stage where technol-
ogy is helping you, not making 
things more complicated.”

“Using digital technology for 
implants is going to accelerate the 
shift to the treatment with the digi-
tal technology we see in dentistry,” 
Chung agrees. 

Louis Vodopivec, director of 
product strategy for Planmeca USA, 
recognizes that another vital driv-
ing force behind implants’ growth 
in dentistry is the value patients 
place on their teeth and smile com-
bined with increased access to the 
financial means to afford them.

“When you combine that with 
the rise of social media and the cur-

rent standards of beauty and seeing 
ourselves on video conference calls, 
it’s difficult to not get caught up in 
this unique era that we live in that 
increases the natural demand for 
esthetic dental solutions. Along 
with orthodontics and clear align-
ers, tooth whitening, veneers, and 
modern composite restorations, 
implants are a key tool for overall 
patient health care, esthetics, and 
the outcomes that patients want to 
experience,” Vodopivec says. 

 Dr Harrison, who was the 
previous training and education 
manager for Nobel Biocare, says 
education will drive the future of 
implant dentistry. When dental 

school programs teach implants, 
more dentists see opportunities to 
place implants. 

“When I was lecturing for Nobel, 
I used to say, ‘Do we only see what 
we know, or do we only see what we 
have a solution for?’ Many dentists 
never saw a dental implant because 
they did not understand them. The 
only solution they had was a bridge 
or a partial denture. That’s still very 
apropos today,” Dr Harrison says. 
“So as education moves from the 
hotel room to the classroom, that is 
going to drive the industry further.”

“This is the future,” Robert 
Martino, DDS, CEO of Wilmar 
Management and OraCare, says. “I 
don’t think we are going to be doing 
fewer implants.”

Realizing This Future Might 
Require Some Help
Dental implants have come a long 
way since the first placement in the 
1960s. However, dental implants 
still have obstacles to overcome. 

Liz Lundry, RDH, clinical educa-
tion manager for StellaLife, says 
one of the most significant obstacles 
is clinicians not presenting implants 
in the treatment plan. 

“If we know that [patients] may 
be going through difficulty in their 
life, like a loss of a job or a divorce 
or an illness or...financial issues, a 
lot of times we won’t present things 
to them. When we do that, we are 
making the decisions for them and 
discriminating against patients. It’s 
not fair to patients,” Lundry says.

 Another obstacle is cost. Hen-
nings says the lack of widespread 
insurance coverage for implants puts 
the treatment into an elective cat-
egory, even though it may be better 
than treatments insurance covers.

“Unfortunately, consumers often 
times default back to what is cov-
ered,” Hennings says. 

Dr Rawal says overcoming that 
financial barrier is essential. 

“We know what we can do with 
dental implants impacts so much 
of the patient’s life from their oral 
health to their overall systemic 
health, their confidence, lifestyle, 
and self-esteem to their psycho-
logical and emotional health,” Dr 
Rawal says. “You can justify that the 
therapy is worth the investment.”

However, Dr Rawal says the 

most significant obstacle for dental 
implants’ future is clinician con-
fidence in their ability to place them.

Without exposure to dental 
implants and full mouth restora-
tions in dental school, dentists lack 
the knowledge, skill, and expertise 
that contributes to that confidence. 

“That’s one of the main reasons 
at Aspen we emphasize training 
for our doctors, to allow them to 
learn, excel, and gain confidence 
with offering important services 
to patients,” Dr Rawal says. “If we 
can offer implant therapy and do 
it in predictable, innovative ways 
that we have today in dentistry, the 
results speak for themselves.”

Access also has been an obstacle 
for dental implant therapy, Vodop-
ivec says. Many patients do not 
follow through with the referral to 
a specialist. Vodopivec says that as 
more general practitioners recom-
mend implants to their patients, 
more patients will get them. 

“The majority of dentists should be 
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  Fabricated from 8 components includ-
ing materials from a range of sources and 
workflows focused on quality and detail, 
Alien 8 restorations from Alien Milling are 
lightweight implant-supported full-arch 
solutions that reportedly offer both esthetics 
and flexible strength.“        If we can 

offer implant 
therapy and do 
it in predictable, 
innovative ways 
that we have today 
in dentistry, the 
results [will] speak 
for themselves.” 

Interested?  Circle Product Card No. 26
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cherry-picking the best straightfor-
ward cases and providing that service 
in the general dentist’s of� ce and 
referring more of the complex cases 
to a specialist,” Vodopivec says. 

The learning curve for dental 
implants can be an obstacle, too. Dr 
Glenn says the critical thing to under-
stand is implants are not just surgical 
or prosthetics—they are both. More-
over, the patient doesn’t want an 
implant; a patient wants teeth. 

“They don’t care about the 
surface treatment or the technical 
connection or whatever else,” Dr 
Glenn says. “Patients want their 
teeth back. So our job is to get them 
to that point.”

Implant companies also have 
obstacles, Chung says. For example, 
some new implant companies 
and even some traditional ones 
don’t have a digital component, he 
explains. However, within 5 years, 
the next step will be to scan in 
almost every type of implant placed, 
he says. That means the entire 
implant treatment planning, surgi-
cal, and restorative process will be 
digital from start to � nish.

“It’s crucial as companies start 
to grow [that] they invest heavily 
on different components that work 
with digital technology,” Chung 
says. “Those companies that have 
are going in the right direction.”

Moving Forward 
Going in the right direction with 
implants requires addressing 
challenges and overcoming these 
obstacles, starting with con� dence 
and experience.

Dr Rawal says clinicians should 
incorporate implant dentistry early 
in their career and keep learning as 
techniques and technology improve.

“It’s important that not only do 
we ensure our clinicians can provide 

optimal dental implant therapy 
today as part of their practices, 
but also that they’re learning the 
skills, techniques, technologies, and 
innovations that allow them to offer 
those therapies in the most innova-
tive ways possible,” Dr Rawal says.

“Dental school does a great job, 
but it’s not real-world dentistry. So 
when you get out of there, you have 
to learn things,” Dr Martino says.

Dr Martino runs a mini-DSO 
for 7 practices in West Virginia. He 
thinks all doctors should know how 
to place implants, or at least know 
how to restore them. So his dentists 
acclimate to real-world dentistry after 
school and then attend training where 
implants are part of the curriculum. 

“If they are interested, once they 
get their feet under them, we get them 
more training,” Dr Martino explains.

“I feel training is paramount for 
dentists,” Hennings says, adding 
that SICAT USA has a wide variety 
of local and national education 
options for training with their key 
opinion leader partners. 

Dr Young recommends the 
resources at the AAID, where 
he is an executive committee 
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Figures 1-4.A patient receives implant treatment using FirstPlug Abutment Screw Barrier 
from 35Newtons. Founder of 35Newtons Alexander Shor, DMD, MSD, and Jim Janakievski, 
DDS, MSD, both agree that implant treatment is a useful and powerful restorative tool. They 
both emphasize the importance of becoming familiar and mastering  any new implant 
system instituted at the practice. There also has been a noticeable uptick of older patients 
coming and receiving implant treatment. To Drs Shor and Janakievski, this means having 
implant position and abutment design that allow for screen channel access. This is why they 
began 35Newtons, to ensure that they would have a customizable abutment experience that 
would work for patients in all age groups with the need for any kind of implant treatment. 

“         And if we don’t 
have the courage,  
we can use the 
compassion to 
build that courage 
and put it out there 
for the patient.”  
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board member. AAID sponsors 
credentials in implant dentistry 
and Maxicourses™ with 300 
hours of hands-on courses. These 
Maxicourses teach biology, dental 
implant theory, clinical approach 
to surgical and restorative phases, 
implant surface textures, guided 
surgery, and 3D-planning surgical 
techniques, among other subjects. 

“Both the AAID and the ABOI 
are organizations [that] want our 
colleagues to succeed,” Dr Young 
says. “But in the end, the most 
important part is [that] it helps with 
patient care.”

“The Kois Center and Spear 
Education and those kinds of men-
tors also offer postgraduate courses 
without having you do a 3-year pro-
gram. So that offers a lot of oppor-
tunities for dentists to go to the next 
level,” Dr Harrison says.

 Dr Glenn thinks guided surgery 
is a game-changer for decreasing the 
learning curve. It helped him have 

an ideal restoration in mind from 
the start.

In the past, surgical guides for 
dental implants were extremely 
expensive, Dr Glenn says. However, 
Blue Sky offers a guided surgery 
plan starting at $11 for the export. 
Also, some dentists think making a 
surgical guide is a complex process 

that requires a laboratory, but Dr 
Glenn says that isn’t true.

“Maybe that was the case 5 years 
ago. It is not the case for how we are 
routinely teaching people to do this 
today,” Dr Glenn says. 

SICAT software starts with the 
end in mind. Hennings says clini-
cians can use the SICAT software to 
determine the optimal angulation 
and depth virtually.

A pro� cient dentist can have a 
treatment plan in front of the patient 
in a matter of minutes, from angula-
tion and depth, and even put a digi-
tal restoration on top of that so the 
patient can see how it will look. 

Vodopivec agrees, adding that a 

full suite, such as Planmeca’s Romexis 
software, is essential for planning and 
creating surgical guides.

“You can plan the implant place-
ment right in front of the patient. 
You can show them exactly where 
you want it to go and how much 
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SMARTbase abutments from Implant Direct are 
designed with dual hue anodization to seamlessly 
blend with surrounding dentition. With a variety of cuff 
heights and widths available, the abutments can be 
used with a range of situations.

“         You know 
what you should 
do and you have 
the technology 
to do it. We are 
now at the stage 
where technology 
is helping you, not 
making things more 
complicated.”
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bone they have. The patient can 
understand the case,” Vodopivec 
says. “From there, you can also 
design a surgical guide within the 
same software and send that surgi-
cal guide to a 3D printer or a mill-
ing unit.”

Technology also reduces the costs 
throughout the restorative part of 
the implant process. In the past, 
dentists could expect a 2-week turn-
around and a $500 bill for a custom 
abutment and crown. However, Dr 
Glenn uses the Versamill 5X400 
from Axsys Dental Solutions to 
handle it in-house, reducing their 
costs to a $50 titanium abutment 
blank and a zirconia block. 

“The savings get even bigger when 
you start thinking about full-arch 
restorations. A zirconia hybrid 
would usually run around $4000 
from a lab, whereas we can get 2 full 
arch hybrids out of a single $100 
zirconia puck. Also, for our full-arch 
surgeries, we’re often skipping the 

process of doing a traditional denture 
conversion, which is stressful and 
time-consuming. Instead, we can 
scan at the time of surgery and design 
and mill a perfect full-arch hybrid in 
PMMA the same day for $30, and it 
will be far stronger,” Dr Glenn says. 
“Bottom line, having the Axsys scan-
ners and mills opens up a world of 
possibilities for us that dramatically 
reduces our overhead and gives us 
faster and better results.”

 Dr Young recommends investing 
in CT technology. CT scans give 
clinicians a 3D evaluation of bone. 

Merging a digitized version of the 
patient’s teeth with a CT scan allows 
dentists to plan where to place the 
implant in the best available bone in 
the safest position. 

Preplanning allows experienced 
dentists to decrease the surgical 
time. However, the technology 
also benefits dentists inexperienced 
in placing implants. It lets them 
become familiar with the patient’s 
jaw before they start and gives them 
a solid protocol for the placement.

“It dramatically decreases the 
learning curve,” Dr Young says.

Vodopivec says it’s essential for 
GPs to have the 3D image and the 
software platform to plan and exe-
cute the surgical guide in-office. It is 
also critical to partner with a manu-
facturer who provides training. 

“With Planmeca, you get cone 
beam computer tomography 
[CBCT] training as well as basic 
implant training, and from there, 
it’s an easy path through additional 
courses through educational insti-
tutions to continue implantology,” 
Vodopivec explains. 

Other CT companies offer access 
to a radiologist when you buy their 
equipment. For example, KaVo 
Imaging has partnered with Beam-
Readers to offer GPs 60 radiology 
reports in the first 60 days of owner-
ship of an OP 3D or i-CAT FLX to 
help them as they learn about CBCT.

Embracing a digital workflow 
is also essential to decreasing the 
learning curve. Chung says it is 
imperative that dentists placing 
implants use digital technology and 
invest in an intraoral scanner. 

“The most accurate way to make 
an implant prosthetic on top of your 
implant is to scan it. If they go the 
traditional impression route, they 
are not going to get the most out of 
the current materials or technol-
ogy,” Chung says.

Maintaining the prosthetic is also 
essential. OraCare developed the 
REASSURE implant care kit to help 
address the biofilm issue that leads 
to peri-implant diseases that can 
lead to implant failure. Chlorine 
dioxide is the main ingredient, and 
the system begins with a gel the den-
tist uses right after the placement to 
control bacteria.

After the healing process for the 
implant completes, the patients use 

the OraCare rinse twice a day to help 
prevent biofilm at the implant site. 

“We have seen great results, from 
tissue management to implant site 
cleanliness,” Dr Martino says. 

Reducing pain and inflamma-
tion also leads to better outcomes. 
Lundry says that StellaLife products 
accelerate healing and reduce pain. 
Results from StellaLife studies at 
the University of Bern and Univer-
sity of Texas indicate that StellaLife 
VEGA oral care rinse accelerates 
healing by stimulating growth of 
fibroblasts.3,4

“Our products can help tremen-
dously in cases of peri-implantitis,” 
Lundry says. “All StellaLife prod-
ucts reduce pain and inflammation 
for better clinical outcomes.”

35Newtons is addressing chal-
lenges in implant restoration 
workflow. For example, there was 
no specific material designed for 
management of the screw chan-
nel, so dentists improvised, using 
plumber’s tape from the hardware 
store. The polytetrafluoroethylene 
(PTFE) material is stable and hydro-
phobic and it doesn’t degrade, so it’s 
ideal for the screw access channel. 
However, industrial manufacturers 
didn’t intend for it to go in teeth. 

Drs Shor and Janakievski 
optimized a medical-grade PTFE 
material for their FirstPlug® Screw 
Channel Barrier, making it a better 
size, easier to place, and more pack-
able than plumber’s tape. It is the 
same medical-grade material used for 
vascular stents, sutures, and mem-
branes, and it is FDA registered.

“Those products are manufac-
tured under strict guidelines for use 
in the human body,” Dr Janakievski 
says. “We felt it would be important 
to have it manufactured under 
those standards.”

Re-treatment
Planning for future retreatment of a 
case is critical. 

“Another principle would be to try 
to design everything in the way that 
it can be re-treated later, removed 
easily from a patient’s mouth for 
maintenance,” Dr Shor says. 

Dr Janakievski recommends get-
ting trained in the implant system 
every time a practictioner changes 
manufacturers. 

“Because there are many systems 
available, it’s very important to 
learn the details of that system and 
the need to follow their specific pro-
tocols,” Dr Janakievski says. 
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It is invisible to the human eye, but with the SonoCheck™ you can test for the

presence of cavitation energy - the cleaning power - of your ultrasonic cleaner.

When the ultrasonic cleaner is supplying su�cient energy and conditions are correct, 

SonoCheck™ will change color. Problems such as insu�cient energy, overloading, water 

level, improper temperature and degassing will increase the time needed for the color 

change. In the case of major problems the SonoCheck™ will not change color at all.

Test for the Presence of Cavitation 
Energy in Ultrasonic Baths

HMARK.COM | 800.521.6224 | HEALTHMARK@HMARK.COM

SONOCHECK TM

  The NeossONE™ prosthetic platform from Neoss is suitable across 3 implant 
ranges—1 impression coping, 1 implant replica, and 1 abutment interface.The 
NeossONE platform uses a minimum number of components and can be used for 
long-term performance.

“        If you know 
everything 
and prepare 
adequately, you 
make it easier and 
workable, but there 
are also very clearly 
complex things to 
stay away from.”
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Dr Kunz suggests that dentists 
do not look for the least expensive 
implant system and software or try 
to put components together on their 
own. Instead, he advises them to 
look for solutions from companies 
with a long track record of success, 

then learn their program and sys-
tem. Dr Kunz says finding a mentor 
and asking them to assist a couple of 
cases can help clinicians feel more 
confident in their implant skills. 
Finally, he recommends careful case 
selection in the beginning. 

“Do not look for the perfect case; 
look for a straightforward case,” Dr 
Kunz says. “If you know everything 
and you prepare adequately, you 
make it easier and workable. But 
there are also clearly very complex 
things to stay away from. You never 
go to Mount Everest on your first 
hiking trip.”

If a patient refuses implants, Lun-
dry advises dentists to find out why 
and address their concern. Lundry 
says the benefits of dental implants 
necessitate this persistent approach. 

Lundry also wants clinicians to 
have courage and compassion. By 
positioning the treatment plan from 
an area of concern for the patient’s 
health and well-being and under-

standing the challenges from the 
patient’s perspective, clinicians can 
get patients the treatment they need. 

“And if we don’t have the cour-
age, we can use the compassion to 
build that courage and put it out 
there for the patient,” Lundry says. 

Dr Kunz says a focus on knowl-
edge, experience, and excellence is 
essential to enjoy the benefits of the 
dental implant future. It’s impor-
tant, he says, to put in the time 
to understand implant dentistry, 
moving forward with the industry 
as it improves techniques and tech-
nology, and planning with software 
such as Envista’s DTX Studio Suite.

“It will keep you out of trouble 
and help you deliver success much 

more predictably,” Dr Kunz says. 
“And then it’s a joy and you want to 
do more.” 
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“        They don’t 
care about the 
surface treatment 
or the technical 
connection or 
whatever else.  
Patients want their 
teeth back. So our 
job is to get them 
to that point.
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If dry waste management is slipping through your hands...

When it comes to waste management,
compliance beats consequences.

The EPA is enforcing its Dental Rule, so if you’re not managing your dry waste as e�ciently as the wet, inspectors will be at the door.
With decades in dental waste management, Solmetex has easy-to-use tools for every aspect of hazardous waste.

   • A turnkey solution for dry waste management
   • Easy online access to Proof of Recycling certificates
   • Tools for handling biohazard, lead, photo chemicals, and sharps
   • Disposal, shipping, and recycling in one highly functional container

TM

To learn more, contact Solmetex 877-207-1551 or visit Solmetex.com
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BONE GRAFTING MATERIALS are commonly 
used with dental implant procedures to 
restore the edentulous area of a missing 
tooth. Bone grafts are either used in block 
(such as from the chin or ascending ra-
mus area of the lower jaw) or particulated, 
to be able to adapt it better to a defect.

According to the Journal of Pharmacy 
& BioAllied Sciences,1 the grafted, vascu-
larized � bulas have been used to restore 
skeletal integrity to long bones of limbs in 
which congenital bone defects exist and to 

replace segments of bone after trauma or 
malignant tumor invasion. The periosteum 
and nutrient artery are generally removed 
with a piece of bone so that the graft will 
remain alive and grow when transplanted 
into the new host site. Once the transplant-
ed bone is secured into its new location, 
it generally restores blood supply to the 
bone on which it has been attached.

Bone grafting is a surgical procedure 
that replaces missing bone with material 
from a patient’s own body, an arti� cial, syn-
thetic, or natural substitute. Bone grafting 
is possible because bone tissue has the 

ability to regenerate completely if provid-
ed the space into which it has to grow. As 
natural bone grows, it generally replaces 
the graft material completely, resulting in 
a fully integrated region of new bone.

There are a number of different types 
of bone grafting materials, including 
autografts, allografts, and synthetic 
variants. Here we take a look at 8 such 
products used in dentistry today. •
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CREATING NEW BONE
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BONE GRAFTING MATERIALS are commonly 
used with dental implant procedures to 
restore the edentulous area of a missing 
tooth. Bone grafts are either used in block 
(such as from the chin or ascending ra-
mus area of the lower jaw) or particulated, 
to be able to adapt it better to a defect.

According to the Journal of Pharmacy 
& BioAllied Sciences,1 the grafted, vascu-
larized � bulas have been used to restore 
skeletal integrity to long bones of limbs in 
which congenital bone defects exist and to 

replace segments of bone after trauma or 
malignant tumor invasion. The periosteum 
and nutrient artery are generally removed 
with a piece of bone so that the graft will 
remain alive and grow when transplanted 
into the new host site. Once the transplant-
ed bone is secured into its new location, 
it generally restores blood supply to the 
bone on which it has been attached.

Bone grafting is a surgical procedure 
that replaces missing bone with material 
from a patient’s own body, an arti� cial, syn-
thetic, or natural substitute. Bone grafting 
is possible because bone tissue has the 

ability to regenerate completely if provid-
ed the space into which it has to grow. As 
natural bone grows, it generally replaces 
the graft material completely, resulting in 
a fully integrated region of new bone.

There are a number of different types 
of bone grafting materials, including 
autografts, allografts, and synthetic 
variants. Here we take a look at 8 such 
products used in dentistry today. •
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NovaBoneDental Putty
NovaBone® Dental Putty features 
a proven ability to accelerate bone 
formation and has a unique delivery 
system. It is the only bone graft 
material available in disposable 
unidose cartridges that simplify 
dispensing of the graft, especially in 
hard-to-reach areas. Unlike other 
synthetic grafts that are bioinert, it 
belongs to a unique class of bioac-
tive regenerative materials that act 
as an osteoconductive scaffold and 
interact with the surrounding tissues 
to impart an osteostimulatory effect. 

Osteogenics / NovaBone
855-265-8013  |  osteogenics.com 
CIRCLE RS #30

R.T.R.+
R.T.R.+ is a bone graft material 
intended to be used to reconstruct 
bony loss or bone gaps in maxil-
lofacial applications. Indications: 
following tooth extractions, following 
intrabony/periodontal/peri-implants 
defects, ridge augmentations, sinus 
lifts, and cystic cavity � llings. It is an 
ideal osteogenic matrix, designed 
through a special manufacturing 
process and is fully synthetic and fully 
resorbable, and the micro/macropo-
rous structure mimics human bone.

Septodont, Inc.
717-286-0100  |  septodontusa.com
CIRCLE RS #32

GUIDOR easy-graft
Designed to simplify bone regenera-
tion techniques, GUIDOR easy-graft 
alloplastic bone graft substitute 
is soft from the syringe for easy 
handling, but hard in the defect. 
To simplify clinical handling, the 
material comprises a matrix with 
optimal cell ingrowth capacities and 
good mechanical properties, pro-
viding space for tissue regeneration. 
The use of synthetic (alloplastic) 
materials is said to result in lower 
surgical risks and lower morbidity in 
augmentation procedures.

Collagen Matrix, Inc
201-405-1477  |  collagenmatrix.com
CIRCLE RS #31

DBX Putty
DBX Putty Demineralized Bone 
Matrix (DBM) offers the highest 
bone content (93% by volume), 
optimal osteoinductivity, and 
exceptional handling characteristics 
compared to other DBM products. 
DBX sodium hyaluronate carrier is 
a safe and natural substance found 
in human joints and ocular � uids. 
The high molecular weight means 
the material maintains its physical 
integrity and resists movement 
under irrigation. Instructions for use 
are available on ifu.dentsplysirona.
com.

Dentsply Sirona
844-848-0137  |  dentsplysirona.com

DPR1021_034-036_DS-Roundup-Bone Graft Materials.indd   35DPR1021_034-036_DS-Roundup-Bone Graft Materials.indd   35 9/27/21   11:50 AM9/27/21   11:50 AM



36  |  DENTALPRODUCTSREPORT.COM  |  October 2021

BONE GRAFTING MATERIALSDENTAL SPECIALTIES

RPM - Reinforced PTFE Mesh
RPM™ - Reinforced PTFE Mesh is an alternative to titanium mesh. Its hybrid design 
results in a device that has the adaptability of a membrane with the porosity of a 
mesh. RPM’s circular macroporous design permits direct contact between the 
bone graft and periosteum, allowing naturally occurring revascularization and 
in� ltration of cells into the bone graft. Its titanium frame maintains space essential 
for horizontal and vertical ridge augmentation, and the PTFE mesh easily conforms 
to tissue contours. RPM is 200 µm thick and is available in 16 different sizes and 
con� gurations speci� c to the defect.  

Osteogenics 
888-796-1923  |  osteogenics.com
CIRCLE RS #34

Straumann cerabone
Straumann® cerabone® natural bovine bone grafting material provides stability 
and strength and predictably integrates into newly formed bone, ensuring volume 
maintenance and a strong, long-lasting matrix to support the successful placement 
of dental implants. The material is recommended for implantology, oral surgery, 
periodontology, and craniomaxillofacial surgery: sinus � oor elevation, horizontal 
augmentation, ridge preservation, intraosseous defects, peri-implant defects, 
socket preservation, and furcation defects. Its rough, open porous structure is simi-
lar to native human bone, allowing for bone ingrowth and vascular penetration. 

Straumann USA
800-448-8168  |  straumann.com
CIRCLE RS #36

Puros Cancellous Particulate Allograft
Puros Cancellous Particulate Allograft has a history of well-documented clinical 
results, is an easy-to-handle choice for predictable bone regeneration, and acts 
as an osseoconductive scaffold for new bone formation. Prospective studies have 
linked large-volume applications of it to faster bone regeneration at 6 months than 
was seen from grafts containing sintered bovine bone matrix. With small-volume 
applications of it, regeneration of hard bone has been reported as early as 3 to 5 
months, according to data the company has on � le. It also is said to retain osseo-
conductive properties due to the preservation of the natural bone matrix collagen 
and mineral composition, trabecular pattern, and original porosity, enabling the 
ingrowth of vascular and cellular connective tissue.

Zimmer Biomet
800-342-5454  |  zimmerbiometdental.com
CIRCLE RS #35

creos™ allo.gain and creos™ allo.protect
Nobel Biocare offers a broad allograft portfolio for different clinical indications, 
including creos™ allo.gain and creos™ allo.protect. The creos allografts portfolio 
offers you a wide range of particulate grafts, a 100% demineralized bone matrix 
putty and a pericardium barrier membrane. The creos allogenic graft materials 
can be used for clinical indications including sinus � oor elevation, socket pres-
ervation, ridge augmentation, and periodontal defects. The tissue bank follows 
strict processing procedures to ensure safe tissue grafts of the highest quality for 
transplantation.

Nobel Biocare
800-322-5001  |  nobelbiocare.com
CIRCLE RS #37
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To have proper treatment, there 
must be an accurate diagnosis. 
It is, therefore, bewildering to 

observe consistent efforts to address 
the condition known as temporo-
mandibular joint dysfunction (TMJ) 
and only assume that the original 
attention to the condition arose 
from the clicking sound from the 
joint, leading to the supposition that 
the joint was the origin of the condi-
tion, which is incorrect.

When observing the cephalomet-
ric x-ray of a patient, dentists are 
generally interested in the skeletal 
relationships of the mandible to the 
maxilla and less to the skull. Because 
many dentists are not aware that 
the skeletal relation depends on the 
maxilla always being in the same 
relation to the skull (which it is not), 
the Andrews dental and skeletal clas-

sifications are not the same and have 
major implications in treatment. 

During a child’s growth and devel-
opment, the tongue is responsible for 
the normal growth of the maxilla, 
both laterally and anteriorly. The 
normal position of the tongue is just 
behind the upper incisors within the 
bony arches. As the tongue increases 
in size, it puts pressure on the bony 
arches, which respond with growth, 
continuing until the expansive force 
of the tongue is equaled and con-
tained by the facial musculature.1 
Should there be factors that make it 
difficult for the individual to breathe 
normally in this manner, the mouth 
is opened to facilitate breathing and 
the impetus for growth of the maxilla 
is lost, resulting in a maxilla that is 
shorter and narrower than it should 
be. This results in maintaining the 

mandible in a retruded position in 
respect to the base of the skull (the 
temporomandibular relation), and 
forward head posture results with a 
diagnostic loss of the normal cervi-
cal lordosis. This is readily viewed 
on the cephalometric x-ray, and the 
normal lordosis is regained when the 
mandible is advanced to its proper 
relationship to the skull.2 The mouth 
breathing also has been implicated in 
suppressing the eruption of the poste-
rior mandibular dentition, increasing 
the overbite.3

Should this condition go unrecog-
nized and untreated during the early 
years, attempts to treat an adult by 
simple mandibular advancement 
are likely to be unsuccessful as the 
maxilla would be situated short of 
where it should be skeletally. Thus, 
a Class I restoration would still 

have mandibular retrusion to some 
degree.4 Early warning signs include 
cross-bite, Class II dental, snoring, 
and medical histories of asthma or 
allergies, as well as lesser ones such as 
thumb sucking.

If lateral expansion is required to 
accommodate all of the dentition, 
the expansion should be done with 
an appliance such as a Schwarz 
appliance, rather than a rapid pala-
tal expander (RPE), since it has been 
reported that an RPE can produce 
buccal resorption of the roots of 
the teeth being moved.5 Extraction 
should be avoided because that 
shortens the maxilla and closes 
down the bite, both of which distal-
lize the condyle. During treatment, 
overbite should be eliminated. 
Although there are clinicians who 
state that the mandible rotates 
around a point in the condyle, this is 
not true. This can be readily seen by 
superimposing 2 cephs of a patient 
with a deep bite: 1 closed and the 
other opened to the point where the 
occlusal planes of the 2 arches are at 
the same level. This, then, allows the 
clinician to advance the mandible 
bodily to its proper relation to the 
base of the skull (and with the max-
illa, if it is in its proper relation to the 
skull). For those who would worry 
that the condyle is further forward 
than they were taught, the condyle 

Understanding the Link 
Between Sleep Apnea and TMJ 
Correcting mandibular retrusions and resolving alignment 
problems may solve issues. [ by Philip Witherspoon, DDS ]

DEEP DIVE CONTINUES ON PAGE 40Æ

     While reading 
some of the articles 
on OSA and sleep 
patients, I notice 
that the authors 
frequently mention 
that the patients, 
in addition to the 
sleep problem, 
have TMJ.”
– PHILIP WITHERSPOON, DDS

FEODORA / STOCK.ADOBE.COM
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DIAGNOSTIC
CERTAINTY
CBCT READERS RADIOLOGY
EDUCATION & INTERPRETATION 
PACKAGE INCLUDED
AT NO CHARGE
PreXion is dedicated to being your partner
in 3D CBCT imaging by remaining committed
to capturing superior 3D images through
technology advancement, providing the
highest quality training and service
support, and investing in our
customers’ continuing education.

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

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

• 10 year all-parts / 1 year labor warranty

• Used in most procedures,
   including implant dentistry

WHY EXPLORER
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   image clarity

• 10 year all-parts / 3 year labor warranty

• Great option for airway and TMD analysis

• NEW EXPLORER PRO MODEL WITH
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PreXion, Inc.
2077 Gateway Place, STE 120
San Jose, CA 95110

PREXION.COM
(855) 773-9466
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will always return to a physiologi-
cally correct position where the pull 
from the retrodiscal lamina is equal 
to that from the lateral pterygoid.6 
This is why little can be done to 
reposition the disc, whereas man-
dibular repositioning is effective in 
disc reduction. Failure to reduce the 
disc is the probable cause of the ten-
sion headache.7

In advancing the mandible, I find 
that using a mandibular appliance is 
more efficient, more easily tolerated, 
and less conspicuous, as it is going to 
be used 24 hours per day (except for 
brushing, etc). Some would advocate 
surgical advancement of the mandi-
ble as a preferable treatment option. 
Although there are some studies 
that maintain good esthetic results, 
they fail to examine the effect on the 
joints. The study by Schelhaus et al 
does examine the joints and reflects 
an almost universal failure.8 This 
is because the procedure does not 
advance the mandible but lengthens 
it in order to line up teeth. Only the 
anterior segment (the tooth bearing 
segment) is advanced. The retrusion 
and disc displacement, if they exist, 
persist with its sequelae. 

While reading some of the articles 
on obstructive sleep apnea and sleep 

patients, I notice that the authors 
frequently mention that the patients, 
in addition to the sleep problem, have 
TMJ. One can only wonder how 
much of a benefit to the patient it 
would be to correct the retrusion.  
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 TMJ disorders can be caused by any number of factors such as genetics of jaw injury, 
but bruxism and sleep apnea are often overlooked when considering causes. 

PRODUCTS FEATURE

GrindRelief PRO
GrindRelief PRO does not require mod-
els, laboratory fees, or multiple appoint-
ments. With this new bruxism treatment, 
you can offer economical therapy the 
same day you diagnose. Invented and 
patented by a dentist who suffered 
from bruxism, the appliance features 
a unique Central Power Bar, to prevent 
bite-through and reduce harmful muscle 
activity by 60% or more.

Grind Guard Technologies, LLC
877-401-1224 |  grindreliefpro.com
CIRCLE RS #61

LightWalker Lasers
NightLase is a dual-wavelength laser 
system by Fotona. NightLase snoring 
and apnea treatment results in improved 
nasal breathing and reduces the effects 
of sleep apnea by decreasing the ampli-
tude of snoring by means of a gentle, 
laser-induced tightening effect caused 
by the contraction of collagen in the oral 
mucosa tissue.

Fotona
888-550-4113 |  fotona.com
CIRCLE RS #62

The Vivos mmRNA Device
The Vivos System from Vivos 
Therapeutics, Inc, is an advanced 
multidisciplinary therapeutic protocol 
for treating mild to moderate OSA, snor-
ing, and sleep-disordered breathing in 
adults. Offering an all-natural, nonsurgi-
cal, and pain-free approach, the system 
combines the use of oral appliance tech-
nology prescribed by specially trained 
independent dentists with cooperation 
from their medical colleagues.

Vivos Therapeutics
866-908-4867  |  vivoslife.com
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It’s estimated that 22 million 
Americans have sleep apnea.1 
Obstructive sleep apnea (OSA) 

specifically is linked to severe 
medical complications, such as 
high blood pressure, heart disease, 
stroke, type 2 diabetes, liver prob-
lems, and metabolic syndrome.2,3 

Sleep apnea is more than just a 
decorative way to describe “snor-
ing,” and snoring can in fact be a 
sign that an individual has a sleep 
disorder. Other symptoms include 
daytime drowsiness or fatigue; 
decreases in focus, concentration, 
and motor skills; and dry mouth or 
headaches when waking up.2

Sleep apnea occurs when breath-
ing repeatedly starts and stops.2 In 
OSA, the muscles in the back of the 
throat relax, allowing the airway to 
narrow or close as you inhale.2 In 
response to the lack of oxygen, the 
brain briefly lifts you out of sleep 

to reopen the airway.2 This hap-
pens throughout the night, possibly 
between 5 and 30 times or more 
each hour.3 This stop in airflow to 
the brain releases a stress hormone, 
which, over time, can lead to heart 
disease, according to the American 
Heart Association.3 

Despite this link, about 80% of 
cases of moderate or severe OSA go 
undiagnosed.1 This is why Dean Raio, 
DDS, has been treating his patients 
sleep-disordered breathing with the 
Vivos System. Dr Raio, who has 3 
practices in Manhattan and Long 
Island, New York, has been using 
Vivos appliances for about 6 years.

“I think that everybody takes 
breathing for granted,” Dr Raio 
says. “We automatically do it. When 
you think about it, we only need 3 
things for survival: We need food, 
we need water, and we need oxygen. 
We can probably go 30 days without 

food, maybe 3 days without water, 
but only about 3 minutes without 
oxygen. When little focus is put on 
breathing, it changes the way that 
person lives or sleeps.”

Dr Raio treats patients of all ages 
for sleep apnea, which is why he 
appreciates that Vivos Therapeutics 
offers different appliances for adults 
and children. The Vivos oral appli-
ances address the orofacial anomalies 
known to be associated with sleep 
apnea. Many people may not think 
that children suffer from sleep apnea, 
which can cause a loss of focus that is 
often misdiagnosed as, or blamed on, 
behavioral issues or attention-deficit/
hyperactivity disorder, not a loss of 
sleep, he explains. 

“As adults, we make that con-
nection of, ‘Hey, you know what? I 
didn’t sleep great last night; let me 
have my coffee.’ They don’t make 
that connection with children,” Dr 
Raio explains. “So that’s another 
benefit for the children—their math 
scores go up, their reading scores go 
up when they’re able to sleep because 
now they can focus during the day 
and they’re not feeling miserable.”

The Vivos patient journey begins 
with an at-home FDA-cleared test 
suitable for adults or children, 
VivoScore™, which is a ring record-
ing device that patients wear to 
bed. Its algorithms evaluate sleep 
quality and provide clinical output 
required by physicians to diagnose 
sleep apnea, and its compatible 
mobile and cloud applications give 
patients and clinicians access to 
valuable sleep data. 

Vivos features 3 unique oral appli-
ances: (1) the mmRNA appliance®, 
which has just received 510(k) market 
clearance as a Class II device, from 
the FDA for the treatment of mild to 
moderate OSA, and snoring in adults; 

(2) the mRNA appliance®, which has 
received 510(k) clearance as a Class 
II device for the treatment of snoring 
and mild to moderate OSA; and (3) 
the DNA appliance®, which is regis-
tered with the FDA as a Class I device 
for palatal expansion. 

“Vivos oral appliances are very 
different compared with other man-
dibular advancement devices on the 
market, which just sort of bring the 
lower jaw forward while the person 
sleeps and compared with a CPAP 
[continuous positive airway pres-
sure], which is just forced air going 
into a person’s upper airway, basi-
cally inflating the upper airway like 
a balloon and holding it open so that 
it doesn’t close,” Dr Raio says. “The 
Vivos System…addresses the root 
cause of the issue, which is develop-
mentally that most of us have small 
upper airways and underdeveloped 
jaws. The Vivos System jumps in 
there and changes the shape and the 
size of the upper airway and the oral 
cavity. So, from what I’ve seen in 
my own patients, we can get stable 
and long-term changes utilizing the 
Vivos treatment protocol. 

According to Dr Raio, REM sleep 
is the part of the sleep cycle in which 
dreams are said to be the most vivid. 
This is also when a person enters 
muscle atonia, or reduced muscle 
tone throughout the body, also 
called REM sleep muscle paralysis.4 

A Truly Complete Systemic 
Approach to Sleep Apnea
The Vivos System uses multidisciplinary modules to treat 
sleep-disordered breathing and sleep apnea. [ by Kristin Hohman ]

     The people who 
have sleep apnea 
are said to never 
be fully asleep and 
never really be fully 
awake. And that’s a 
horrible limbo to be 
living in. [Vivos] is a 
systemic approach 
for a dentist to take.”
– DEAN RAIO, DDS

 The DNA appliance® is registered 
with the FDA as Class I device for 
palatal expansion.

DEEP DIVE CONTINUES ON PAGE 44Æ
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Arthur @10:56 a.m.
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convenient for you?

Arthur @10:56 a.m.

Wonderful. I have openings tomorrow at 
9:00am and 10:15. Would either work for you?
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This prevents us from acting out 
our dreams, Dr Raio explains, and 
because the tongue is a muscle, it too 
is relaxed during this sleep stage. 

“So, what happens to a person is 
when they go into these deep stages of 
sleep, the tongue typically slides to the 
larger part of the anatomy, which is 
the throat, and it blocks the airway,” 
Dr Raio says. “The Vivos appliance 
is making those spaces larger so that 
the person has a larger airway, and 
the tongue has a larger home to stay in 
while the person sleeps.”

The Vivos treatment protocol 
is also using certain speci� c forms 
of myofunctional therapy to help 
patients “train” facial muscles to help 
prevent this from happening. The 
company announced its new Myo-
Correct service this spring. Trained 
therapists will offer Vivos providers 
access to orofacial myofunctional 
therapy via telemedicine technology. 
“The patients actually work with a 
myofunctional therapist—it’s almost 
like yoga for the face and the upper 
airway,” Dr Raio adds. 

Dentists are in a unique position 
to treat sleep apnea. According to the 
American Dental Association, “den-
tists are the only health care provid-
ers with the knowledge and expertise 
to provide oral appliance therapy.”5

Dr Raio agrees that dentists should 
be sleep medicine advocates.

“General doctors try to treat 
sleep apnea as well. They try to do 
surgeries; they give their patients 
CPAPs,” he says. “But the root cause 
is underdevelopment of the upper 
airway and the oral cavity, and that’s 
where dentists live. And it happens 
to be speci� c kinds of oral appliances 
that can act upon these spaces to get 
growth. Although these appliances 
don’t act on the teeth, they are tooth-
borne—they rely on the teeth to stay 
in position so that the device can do 
what it’s supposed to do. And that’s 
why it’s dentists who are leading the 
charge in this area,” Dr Raio says.

There’s been an evident change 
in the patients Dr Raio treats using 
the Vivos System, as well. They’re 
getting more sleep, they’re sharper 
and more focused, and they just feel 
better overall, he says. Some patients 
are so grateful that they come in and 
hug him and his staff, he says.

“The people who have sleep apnea 
are said to never really be fully asleep 
and never really be fully awake. And 

that’s a horrible limbo to be living in,” 
Dr Raio says. “They’re so grateful. It’s 
a systemic approach for a dentist to 
take for their patients.”  
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Dean Raio, DDS, is a dentist at Raio 
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a diplomate of the American Sleeping and 
Breathing Academy. Dr Raio incorporates 
the Vivos System to address dental 
tissue anomalies that are known to be 
associated with OSA and other debilitating 
health conditions.

An advanced home diagnostic device, VivoScore uses a biometric recording device 
and cloud-based software to measure sleep quality, heart rate, and apnea events.

Vivos’ mRNA appliance® has 510(k) clearance from the FDA as a Class II medical device for the treatment of snoring. mild to moderate OSA, and sleep-disordered breathing.

Like what you’re reading?
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I
f there were ever any doubt about 
how much Rodolfo Olmos, DDS, 
trusts GrindRelief PRO, it disap-

pears once you learn that he uses the 
bruxism treatment on his staff and has 
also recommended it to relatives. Ear-
lier this year, Dr Olmos was provided a 
sample of GrindRelief PRO and began 
putting the appliance to use. 

The new bruxism solution from 
Grind Guard Technologies is easy to 
learn to use. Because it requires no 
models or laboratory fees, it is eco-
nomical and allows clinicians to treat 
patients during the same visit in which 
they receive a diagnosis. 

When the package arrived, it 
included an instructional video. Before 
long, Dr Olmos was making an appli-
ance for his hygienist to put to work.

“When I get something new, we 
ideally want to try it within the staff,” 

says Dr Olmos, a native of Colombia 
who has multiple dental practices in 
Florida. “When I get a new impression 
material, I tell my staff to grab some 
impression trays and try it out. With 
this bruxism system, we saw the video 
that was included in the package, and 
it was very simple.”

In less than 10 minutes, his hygienist 
was testing her new GrindRelief PRO. 
The material turns transparent in hot 
water, is then placed in the patient’s 
mouth, and can easily be adapted to � t 
the patient. The manipulation process 
is very simple, according to Dr Olmos.

Many individuals suffer from 
bruxism, but the COVID-19 pan-
demic has only worsened things. 
“Oh absolutely, it’s important [to 
treat bruxism] and especially now 
with a pandemic, you know, a lot of 
people are stressed out,” Dr Olmos 
says. “Even my 8-year-old son 
grinds like crazy. We don’t really 
know the origins and we don’t really 
understand the whys of the brux-
ism, but there have been multiple 
research studies that state that it 

may be stress related.”
The appliance is based on the 

Nociceptive trigeminal inhibition ten-
sion suppression system mechanism 
of action. It features a unique central 
power bar to prevent bite-through 
and is designed to dramatically reduce 
harmful muscle activity.

One big advantage of GrindRelief 
PRO is that it can be quickly and easily 
produced and adapted so that patients 
can leave with their bruxism appliance 
the same day they receive a diagnosis 
at a regular dental visit.

“Most dentists will agree that if a 
patient is willing to have treatment, 
they want to do it fast, especially a 
patient with bruxism who is suffer-
ing,” he says. “You don’t want to wait 
to take the impression, set, pour the 
models, and send it off to the lab. This 
system is just very convenient.”

Because using the GrindGuard PRO 
is so quick, easy, and economical, Dr 
Olmos decided initially to try it with 
patients free of charge. He quickly 
found these patients, his staff, and a 
relative all believing in the bene� ts.

GrindRelief PRO
Based on the Nociceptive trigeminal 
inhibition tension suppression 
system mechanism of action, 
GrindRelief PRO does not require 
models, laboratory fees, or multiple 
appointments. With this new bruxism 
treatment, you can offer economical 
therapy the same day you diagnose. 
The appliance features a unique cen-
tral power bar to prevent bite-through 
and reduce harmful muscle activity 
by 60% or more.

Grind Guard Technologies, LLC
877-401-1224  |  grindreliefpro.com
CIRCLE RS #45

“I had no patient saying, ‘No, I 
don’t want it.’ All of them were very 
excited,” he says. “It is very con-
venient, and if you’re tracking this 
device, it’s easy to modify, which is 
very useful.”

One patient with 2 veneers created a 
tricky situation, noting it was dif� cult 
to remove the appliance and drawing 
concern that doing so might loosen 
the veneers. But the appliance was 
removed, reheated, and adapted to 
perfect the � t. The instructional video 
shows how to modify the appliance if a 
patient has a � lling or a crown placed.

Dr Olmos said some patients have 
modi� ed the appliance themselves 
at home, but adds it’s probably best 
they return to the of� ce. “I really don’t 
mind having them come in or asking 
questions,” he says. “That’s part of the 
job and I enjoy having that follow-up. 
Again, what I value is that it’s easy to 
manipulate in the of� ce. It’s a solution 
that can be given on a patient that 
same day; they don’t have to wait. It’s 
easy to use and very easy to manipu-
late. If something is not completely 
perfect, you can simply modify it.”

The patients don’t miss dealing 
with impression materials. “Believe 
me, a lot of patients will tell you, ‘I’m 
having this issue.’ So it’s great to tell 
our patients we can do it now and it’s 
simple and it’s not painful; we don’t 
have to put any impression material 
inside your mouth, and so there’s no 
gagging,” he adds.

Patients report it’s easy to clean 
and very comfortable, so adherence 
should not be an issue. “I’m going to be 
very honest: I couldn’t really � nd any 
disadvantage on this appliance per se,” 
he says. 

The GrindRelief PRO bruxism treatment allows dentists to deliver 
same-day appliances for a fast, economical solution. [ by Stan Goff ]

An Easy, Adaptable, 
Quick Bruxism Solution 

RODOLFO OLMOS, DDS

CLINICIAN     TEAM MEMBER     INDUSTRY
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Y
ou thought you had a decent 
smile, but suddenly you are 
seeing it every day on a com-

puter monitor along with friends 
and colleagues in video conferences. 

Now, that decent smile appears 
as if it could be a little brighter and 
nicer. It doesn’t help any when you 
glance around and take a look at all 
the other smiles on your screen—
ones that may appear perfect or at 
least whiter than yours.

The desire for a whiter smile is 
nothing new, but an increase in 
awareness and demand brought 
on by a pandemic was unexpected. 
Dental practices are reporting an 
increase in requests for whitening 
and other esthetic procedures. 
Another trend is whitening spas 
popping up in states that allow these 
procedures without requiring den-
tist supervision.  

Shannon Pace Brinker, CDA, a 
member of the Dental Products 
Report® editorial advisory board, 
has long been a proponent of teeth 
whitening. She started one of the 
� rst online platforms designated for 
dental assistants, the Academy of 
Chairside Assisting®, and regularly 
works with a team on the evaluation 
of dental products and materials, 
not just whitening products.

Having worked as a practicing 
dental assistant for more than 30 
years, Pace Brinker has seen in-
of� ce and take-home whitening 
products and lights come and go, 
along with many OTC offerings. 
She believes it is critical to have a 
dental professional oversee patient 
whitening to ensure best results and 

overall oral health. Just as impor-
tant is making sure your patients are 
aware that you offer whitening. 

“I thought everyone was going 
to be obsessed with their eyes, 
eyebrows, body and not care about 
their teeth because we’re all under 
masks,” she says. “Right now, 
more patients are getting their 
teeth whitened. So if you’re not 
offering it, talking about it, and 
letting them know you provide 
whitening services, you will miss 
out on a great opportunity.”

Do not assume your patients do 
not want or cannot afford whiten-
ing and other esthetic treatments, 
Pace Brinker warns. 

“I feel like whitening it is the easi-
est, simplest thing that we can do. 

VIACHESLAV LAKOBCHUK / STOCK.ADOBE.COM

More patients want to improve their 
look, and teeth whitening is an easy, 
effective way today to get them smiling 
more with a healthier mouth. [ by Stan Goff ]
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     Why would we 
not try to think 
about what we can 
do to compete with 
[OTC products], 
especially since 
these patients trust 
us? Let our patients 
know we provide 
these services.”
– SHANNON PACE BRINKER
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When you think about it, there are 
many products that we talk about in 
our practice that patients can get on 
their own; they can go somewhere 
else and buy at a grocery store or a 
convenience store. So why would we 
not think about what we can do to 
compete with that, especially since 
these patients trust us? So why not 
mention it and let our patients know 
that we provide those services?”

Marketing and awareness are 
critical. Companies like Ultradent 
Products, Philips, and SDI provide 
plenty of materials to help practices 
showcase their whitening capabili-
ties, she says.

“I think people are scared about 
the marketing aspect of it,” Pace 
Brinker says. “Because of COVID-
19, we don’t have visuals around 
the office. But let’s be honest, most 
[marketing] practices didn’t exist 
before COVID-19. So how can they 
say yes to whitening if they don’t 
know you offer it?”

When Pace Brinker first learned 
hair salons were offering teeth whit-
ening, she was concerned the results 
might not be significant. More 
importantly, she wondered whether 
it was even legal. Many states do 
allow whitening services without 

supervision of a dentist, including 
her home state of Virginia. So after 
writing to the State Dental Board 
to confirm no conflicts, she has 
recently opened a whitening spa 
that allows her to provide the ser-
vices to patients even when she’s not 
serving as a dental assistant inside a 
dental practice.

“I rented a suite inside of a salon 
and spa, Re’por Salon and Spa, and 
turned it into a real dental opera-
tory. As a result, I have everything 
that I would need,” she says. “I have 
dental chairs, equipment, and even a 
Carestream Digital Scanner.”

“Everything has to be up to par 
for the state. But what is great about 
this is, I am a stickler, and I will not 
let patients come and do whitening 
unless they have had a cleaning 
within the past year [with their den-
tist],” says Pace Brinker, who at the 
time of this interview had treated 
12 patients for whitening, 5 of 
whom she has referred to her dental 
practice for follow-up care. That last 
point underscores the importance of 
whitening in overall oral health and 
other esthetic opportunities for both 
patients and clinicians.

“That’s an eye-opener that goes 
back to the same message, that 

dentistry will come once you give 
patients what they were looking 
for—a nice smile,” she says. “I’m 
not here to be a competitor to the 
dentists. I’m here to utilize my prac-
tice for training other assistants, 
and it’s not about the money for 
me either. It’s doing it right, giving 
people what they hope they were 
getting, and at the end of the day, 
they [still] need restorative work, 
and that’s what I want them to go 
and do.”

She says it is not an issue of newer 
whitening spas taking patients away 
from practices. The opposite has 
happened a few times, including a 
recent incident when a patient in the 
dental practice for Invisalign care 

recognized Pace Brinker as her whit-
ening provider. She then explained 
to her dentist that it was Pace 
Brinker who had referred the patient 
to the office for the Invisalign.

Products, Systems
There was a whitening boom more 
than a decade ago fueled in part by 
a popular television show called 
Extreme Makeover. Several com-
panies were then offering in-house 
whitening lights as well as a variety 
of chairside whitening treatments 
and take-home whitening trays 
and materials. 

At that time, there were plenty of 
studies done on effectiveness and 
some heated debates on whether 
some of these lights helped deliver 
better results. There also were 
concerns about sensitivity. Most of 
those light manufacturers are now 
gone. Today’s materials and delivery 
systems have improved so much 
that less time is needed to whiten 
teeth and issues with sensitivity and 
questionable lights have subsided. 
At the same time, numerous OTC 
whitening products are available, 
some of which make unsubstanti-
ated claims. What we know is that 
patients want whitening, there 
are great products available, and 
professional supervision is a big 
plus in terms of getting best results, 
controlling sensitivity, and ensuring 
overall dental health is addressed.

James Wright, DDS, a Salt Lake 
City, Utah, solo practitioner, has 
seen an increase in demand from 
patients for whitening, especially 
among his older patients. He has 
always used whitening products 
from Utah-based Ultradent Prod-
ucts, Inc.

“It’s just me, a solo practitioner, 
so our clientele is a little bit older,” 

DENTAL EQUIPMENT & SUPPLIES

  SDI’s Pola Light is an advanced system combining Pola’s whitening formulas, with an LED mouthpiece that accelerates whitening.

     They like to be able to put a tray in and not 
have to worry about how much [material] to 
put in and not have to worry about cleanup.  
They put it [Opalescence Go tray] in, take it 
out, when they’re done and throw it away.”
– JAMES WRIGHT, DDS, SALT LAKE CITY, UTAH
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Dr Wright explains. “They 
are a little bit more interested 
in whitening. We do some 
custom trays, and we do a lot 
of the Opalescence Go™ trays 
because people like that con-
venience. They like to be able 
to put a tray in and not have to 
worry about how much [mate-
rial] to put in, not have to worry 
about the cleanup. They put 
it in, take it out when they’re 
done and throw it away.”

Ultradent’s Opalescence 
Go pre� lled whitening trays 
are available in 10% and 15% 
hydrogen peroxide formulas and 
feature a gel optimized for com-
fort. The pre� lled trays can be 
worn right out of the package.

“It’s very simple and very 
convenient, and you can take it 
with you if you’re traveling,” he 
adds. “If you’re going to a meet-
ing [and] you want to bleach 
a couple days beforehand or 
bleach right before, [because] 
it’s a prepackaged container, 
you can easily take it with you.”

He adds that Ultradent’s in-
of� ce power whitener Opales-
cence Boost™ is quite popular. 
It’s a chemically activated gel 
that provides brighter, whiter 
teeth after about an hour in 
the dental chair. The powerful 
40% hydrogen peroxide gel is 
chemically activated, so it does 
not require a hot, uncomfort-
able light to work. Using a 
double-syringe con� guration, 
the clinician activates the 40% 
hydrogen peroxide formula 
just prior to application, ensur-
ing that the whitening is fresh 
and effective.

Dr Wright’s hygiene team 
is well versed in talking to 
patients about whitening. Addi-
tionally, as in many practices 
these days, patients talk about 
improving their smiles in part 
after having seen them so many 
times on computer screens.

“I think once [patients] have 
seen themselves on the screen, 
they realize they’re a little bit 
more close-up to individuals 
and they think I could do some-
thing about whitening,” he 
says. “It’s just a simple cosmetic 
adjustment, and it absolutely 

has gotten more economical 
over the years.”

As for the of� ce’s marketing 
strategy, he says, there’s plenty 
of information about whitening 
on his practice website, but the 
key is a hygiene team trained 
to make patients aware of 
techniques and products. One 
message to make clear is that 
the days of painful sensitivity 
are in the past. 

Because every patient is dif-
ferent, he has learned to mix 
and match some percentages 
to achieve the results desired 
by the patient, and some treat-
ments do indeed take longer 
than others.

Another key, which is part of 
always having great communi-
cation with your patients, is to 
clearly explain the products and 
the systems and to know up front 
just what the patient expects to 
achieve from the whitening.

“They’re very happy with the 
results, but you know it’s really 
setting the expectation for the 
patient,” he says. “I ask, ‘What 
are you looking for? Because if 
you’re looking for the Chiclet 
white, let’s talk.’ That [very 
white Chiclet gum] is what 

some people want and we have 
to talk about what the expecta-
tions are, you know, what these 
products can actually do and so 
you have to be able to adapt to 
what your body will allow the 
whitening to do.

“Sensitivity can be man-
aged. It has gone down because 
chemistries in the products 
have been added to help with 
that. But even with those who 
are sensitive, there are � uoride 
sensitive toothpastes that 
can be used to help minimize 
sensitivity,” Dr Wright  says. 
“Again, if somebody’s sensitive 
then, you know, maybe you’re 
whitening 1 day and you give it 
a couple of days to come back 
again. You give it a couple days 
before they come back again, 
and you send them out with the 
Go trays or the custom trays. 
It’s very customizable.”

Dr Wright has worked 
closely with Ultradent and 
has often addressed concerns 
from fellow clinicians, some 
of which include complaints 
about patients’ results from 
doing whitening on their own. 
“You know, I handle a lot 
of customer concerns from 

DuraProHealth
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clinicians for Ultradent, and I’m 
told often that it’s because they’re 
whitening on their own,” he says. 
“We always say, ‘Please, get a pro-
fessional involved.’ It’s just good to 
have treatment being overseen.”

A New In-Office Option
Jonathan B. Levine, DMD, is a 
veteran cosmetic dentist and prosth-
odontist in New York, New York, 
who has been improving smiles for 
years. He was a pioneer in delivering 
porcelain veneers and has developed 
a unique method for whitening 
smiles. The cofounder of GLO Sci-
ence has practiced dentistry 2 days 
a week for more than 20 years and 
used his extra time to teach, lecture, 
and develop products like the GLO 
Science whitening system, which 
features a G.L.O® Heat & LED 
Light Whitening Mouthpiece and 10 
Teeth Whitening GLO Vials (10 x 
2.95 mL). Combining professional-
grade, patented heat and light tech-
nology with specially formulated gel 
to whiten teeth at home, this system 
offers fast, consistent results without 
an in-office light that may deliver 
too much heat and cause sensitivity, 
Dr Levine said.

“GLO Science is in about 4000 
dental practices and the advantage 
of it is there’s an in-office answer 
without a big, cumbersome light,” 
he explains. “That’s more efficient 
and effective because all the light-
ing elements are built to decide a 
universally sized mouthpiece in the 
office and we use 30%. In three 
8-minute passes you always get 5 
shade changes. It’s really amazing. 
Even with tetracycline [staining], 
you can double and triple the regi-
men and there’s little to no sensitiv-
ity.” The company, which is about 
10 years old now, also offers a Glo 
To Go Teeth Whitening Pen, mint 
whitening vials, and a GLO Lit 
Teeth Whitening Device Tech Kit 
With Bluetooth. 

Like others, Dr Levine has wit-
nessed an increased demand for 
brighter smiles. “That’s exactly 
what’s happened with COVID-19,” 
he says. “I’m very connected to a 
group, globally, and colleagues and 
specialists all say we have never 
been busier in 30 years. It’s because 
of a multitude of things. One is 
there’s a lot of backlog of people 

full of stress; they clench their teeth. 
They’re fracturing implants and 
crowns, and you have them look-
ing at themselves all the time. They 
want whiter teeth on the screen and 
to look better.”

Although mandated closings 
of practices at the onset of the 
pandemic hurt many dentists 
financially, Dr Levine says the post-
COVID-19 lessons have benefited 
the industry, leading to teledentistry 
platforms and new forms of technol-
ogy to communicate with patients.

“It’s very interesting, the conver-
gence of trends, and our technology 
today is better than ever,” he says. 
“Because of the backlog, the demand 
is high for men and women and, 
post COVID-19, dental practices 
and even the DSOs [dental service 
organizations] have really figured out 
how to navigate a COVID-19 world. 
For the DSOs with leadership, it’s 
an opportunity for us to look at our 
practices and reinvent ourselves and 
reimagine what our practices can be. 
This demand is here to stay. It’s very 
exciting for dentists…because of the 
technology.”

Innovative Methods
Although there may be fewer com-
panies providing in-house lights and 
professional whitening materials, 
today’s offerings address patient 
desires and practice capabilities in 
innovative ways.

The Philips Zoom! whitening 
products have been around for a 
long time; technology and materials 
have evolved to the point where the 
company can provide safe, effec-
tive, professional whitening for all 
patient needs. Zoom! includes in-
office, light-accelerated treatment 
that can whiten up to 8 shades in a 
single visit, but Philips also offers 
custom take-home kits and kits that 
can be delivered without the need to 
create a custom tray.

SDI offers an array of whitening 
products, including the Pola Light, 
an advanced tooth whitening system 
combining Pola’s award-winning 
whitening formulas with an LED 
mouthpiece designed to accelerate 
tooth whitening.

The Pola Light system comes with 
either Pola Day 9.5% hydrogen 
peroxide or Pola Night 22% carb-
amide peroxide gel, and it is easy 

and comfortable to use at home. The 
gels are fast acting and formulated 
to safely remove long-term stains in 
as little as 5 days. The high viscos-
ity, neutral pH tooth whitening gel 
ensures patient comfort. The unique 
blend of soothers, conditioners, and 
high-water content also assists in 
reducing sensitivity.

Another company involved with 
whitening but using a different 
method is SmileFy. This software 
company offers technological 
solutions to make it easier, faster, 
and better for dental professionals 
to deliver beautiful, predictable 
results. SmileFy’s artificial intel-
ligence technology is designed to 
make digital workflows more intui-
tive for the practitioner.

By combining extensive research 
into a simple-to-use tool that cre-
ates an unparalleled experience 
in esthetic treatment planning for 
dentist and patient, the company 
can show patients just how a whiter 
smile or other cosmetic proce-
dures can look, and the process is 
designed to improve the quality of 
treatment planning, results, and 
communication.

If a patient can clearly see just 
how nice their smile can become, 
the chances of accepting the treat-
ments rise dramatically.

Additionally, manufacturer of 
Invisalign, Align, just announced 
an agreement with Ultradent to 
create a professional whitening 
system that can be utilized with 
Align’s Invisalign aligners and 
Vivera retainers. In this partner-
ship, Invisalign-trained dentists will 
be offered a professional whitening 
system with Opalescence PF whit-
ening formula from Ultradent.

This formula is optimized for 
Invisalign clear aligners and will be 
called the “Invisalign Professional 
Whitening System – powered by 
Opalescence.” It is formulated to 
deliver optimal whitening outcomes. 
This innovation comes from the 
patients’ desire to whiten teeth dur-
ing Invisalign treatment, Align says.

Individuals today are looking 
more at their smiles. This is great 
news for the practitioner. There are 
effective whitening solutions out 
there and patients looking for help 
in making their smiles brighter and 
happier. 
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Interested in more content like this?
Subscribe to our newsletters!

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

 Certifications—such as the one shown here—indicate who is certified to serve as a 
whitening specialist.
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D
esigned to clean, store, and 
protect all types of removable 
dental appliances, HyGenie 

was developed for 5 years by a 
group in Australia led by Dr Mark 
Wotherspoon. The group sought 
cleaner, faster, safer options that did 
not require soaking in dirty cleansing 
solutions. A recent evaluation con-
ducted by Pace Brinker’s evaluations 
team examined the opinions of 5 clini-
cians from different practices around 
the United States after making Dr 
Mark’s HyGenie available to several 
patients. The clinicians, on average, 
provided HyGenie to 14 patients. 

Evaluation Results
Indications
Germs thrive in moist, warm, dark 
environments; cleaning and safely 
storing removable appliances is criti-
cal for patients’ oral health. Accord-
ing to a study published by Academy 
of General Dentistry, mouthguards 
can breed life-threatening bacteria, 
yeast, and mold. When used and 
stored as they usually are, they trans-
mit these disease-causing organisms.

Ease of Use
As you hand the patient their  appli-
ance, show them how to care for it 
using the HyGenie system.  This 
will help with patient adherence and 
may extend the life of the appliance.  
Include Dr Mark’s HyGenie in the 
price of the appliance.

Hold the bottom handle (blue) and 
device body (clear) in one hand. Turn 
the top handle (white) in either direc-
tion until it clicks into place. Take off 
the top. 

Place the appliance into the bottom 
brush. Paired orthodontic aligners 
can be placed together, with 1 facing 
upward and 1 facing downward.

Line up the arrows found on the 
top handle and transparent body, as 
shown. Gently press down until the 
handle “sits” into place. Twist it in 
either direction, and it will “click 
and lock” closed.

Holding your HyGenie over a 
basin, squeeze 1 to 2 generous drops 
of Dr Mark’s DentalFresh® into the 
device through the perforations and 
apply water.

Rotate the top and bottom han-
dles in opposite directions. Alternate 
top and bottom washing by holding 
1 handle in place and rotating the 
opposite handle.  Wash for 30 to 45 
seconds or until DentalFresh foam 
thoroughly covers your appliance.

Rinse the HyGenie under gently 
running water, rotating the handles 
in opposite directions until all Den-
talFresh foam is rinsed away and 
water runs clear through the device.

Now that your dental appliance 
is clean, fresh, and ready, you can 
wear it or store it safely in Dr Mark’s 
HyGenie until you need it next.

Product Evaluation: Dr Mark’s 
HyGenie 
The Academy of Chairside Assisting 
recently reviewed 6 product evalu-
ators in dental practice who pro-
vided HyGenie to over 20 patients, 
including patients who use retainers, 
aligners, splints, nightguards, sports 
mouthguards, sleep appliances, and 
dentures. 

What is included in each kit:
Appliance kit includes:

1. HyGenie device
2. DentalFresh cleansing gel 

(50 mL)
Denture kit includes:

1. HyGenie device
2. DentalFresh cleansing gel 

(50 mL)
3. SureGrip brush

Patient Satisfaction Evaluation 
Results:
All the clinicians participating in the 
evaluation agreed that Dr Mark’s 
HyGenie provided their patients 
with a great way to clean their 

removable appliances. HyGenie 
improved oral health and the smell, 
look, and life span of the removable 
appliance. Of the evaluators, 73% 
utilized the HyGenie for clear aligner 
care, 15% for nightguard and sleep 
appliances, and 12% for partial and 
denture care. Additionally, 98% 
of the patients noted a significant 
difference between the aligner care 
cleaner they were using and Dr 
Mark’s HyGenie. 

Conclusion
The clinicians participating in the 
evaluation reported that Dr Mark’s 
HyGenie provided patients with 
efficient, effective cleaning and 
storage protocols. After using 
HyGenie, 97% of evaluating clini-
cians reported that they want to 
offer Dr Mark’s HyGenie to their 
patients along with their removable 
appliances. Several said they already 
raised the fees of their services to 
include Dr Mark’s HyGenie for 
patient appliance home care.

With an average rating of 4.9 on 
the diamond scale by the clinician 
evaluators, Dr Mark’s HyGenie 
provides a simple solution for overall 
improved dental care. 

ABOUT THE REVIEW

Combining the expertise of the world’s 
leaders in their field, the evaluators for 
Shannon Pace Brinker, CDA, and her team 
at The Academy of Chairside Assisting 
maintain a sharp eye for emerging products 
in the field of general and restorative 
dentistry by providing a “total office” 
perspective of clinical information and 
application.

The HyGenie® will offer a new cleaning experience 
for dental appliance owners who want safe, 
quick performance. [ by Shannon Pace Brinker, CDA ]

A Safe, Fast Way to 
Clean Appliances
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Dr Mark’s HyGenie
Dr Mark’s HyGenie system is easy to use and effec-
tive. The DentalFresh cleansing gel includes pure 
peppermint oil, which is a natural antibacterial agent.  
The gentle pH5 formula removes plaque and calculus 
safely. For splints and mouthguards, both the upper 
and lower appliances can be cleaned together. For 
dentures and sleep appliances, clean the pieces 
separately. For larger appliances, the SureGrip brush 
allows for an extra cleaning with DentalFresh.

Whipmix
800-626-5651  |  whipmix.com
CIRCLE RS #48
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[ Figures 1-6 ]  PT’s Clear Aligners (Figure 1). The dental appliance inside Dr Mark’s HyGenie 
(Figure 2). Inside Dr Mark’s HyGenie, the dental appliance is rinsed with water (Figure 3). 
DentalFresh is applied inside the HyGenie to cleanse the appliance (Figure 4). The appliance is 
then rinsed once more with DentalFresh (Figure 5). After being rinsed and dried, the dental appli-
ance is now cleansed and sanitized (Figure 6). 

BENCHMARK
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     I’m so thankful that I have 
found something that works to 
clean my dentures. For years, 
I’ve been trying to find a way 
to remove the stains on the 
teeth. Using these products 
together works excellent, is 
easy to open for arthritis, and 
the scent is icing on the cake. 
I highly recommend it to all 
denture patients.”

– RITA DAVIS, DENTURE PATIENT

     I hated having to mix 
crystals in water to clean my 
Invisalign trays. It was a pain 
having to open a packet, pour 
the crystals into a cup, and 
trying to fit the trays into a cup 
to get them clean. When my 
mom brought home HyGenie, 
I laughed at how easy it was 
to use and took just minutes to 
clean. Now I want the sports 
guard HyGenie. Where can I 
get that?”

– SAMMY COLE,  
INVISALIGN FIRST PATIENT, AGE 12

TESTIMONIES FROM CLINICIANS 
AND PATIENTS

     For 30 years in practice, 
I have seen far too many 
people struggle to clean and 
protect their removable dental 
appliances adequately. But 
did you know that wearing 
and unhygienic dental appli-
ance can lead to unsightly, 
painful, and costly oral 
disease? An oral disease 
that can lead to even more 
severe heart, lung, and throat 
diseases? Our mission is to 
change all that.”

– DR MARK WOTHERSPOON, BDSC
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Information provided by Ambience PPE. 

5Ws* Ambience PPE Loupe Shield

WHAT
The Loupe Shield, an antireflective face 
shield that fits loupes.

WHO
Ambience PPE
604-399-4202  |  AmbiencePPE.com
CIRCLE RS #49

WHERE
In clinical operatories.

WHEN
Used during splatter- or aerosol-
generating procedures.

WHY
Designed by Scott Yamaoka, DDS, MS, 
FRCD(c), a Canadian periodontist, and 
his son, Zach Yamaoka, a former Dyson 
engineer, The Loupe Shield provides 
complete splatter protection while 
meeting the specific clarity, comfort, and 
loupe accommodation needs of dental 
practitioners. For clarity, the Loupe 
Shield’s nano surface optical visor is 
10 times less reflective than a standard 
polyethylene terephthalate (PET) 
plastic visor. For comfort, it features a 
fully supportive headpiece that doesn’t 
cause headaches. To fit any size loupe 
and light, the shield has up to 3 in of 
adjustable frontal clearance.

THE 5Ws*

THE HOW

The first antireflective face shield that fits loupes. [ compiled by Zach Yamaoka ]

The Ambience PPE Loupe Shield is coated with antireflective technology, originally developed for eyeglasses. 
Through refractive index matching, it reduces reflection by a factor of 10 and increases the optical transparency 
of the visor from 87% to 97%. To avoid causing headaches, a pressure adjustment dial allows the wearer to select 
their desired tightness of fit. Additionally, the top strap of the headpiece supports the weight of the shield and 
alleviates pressure from the side of the head. To fit loupes, a slot feature allows the shield to slide back and forth for 
up to 3 in of clearance. The entire shield weighs just 173 g, which is less than the weight of a smartphone.

DPR1021_056_ES-5Ws-Ambience PPE Loupe Shield.indd   56DPR1021_056_ES-5Ws-Ambience PPE Loupe Shield.indd   56 9/27/21   11:52 AM9/27/21   11:52 AM



iOPTIMA
READY
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DONTICS

IMPLANT 
& ORALSURGERY

SCALING
PIEZO

Whether you are planning to upgrade your dental practice with latest 
technology or you are just about to start your professional career: iOptimaINT

seamlessly integrated into your dental chair.  No need for additional equipment 
INTanymore: iOptima  lets you perform your restorative procedures,

endo treatments (incl. reciprocating mode) and surgical procedures incl. 
implant placement. A Piezo scaling function is included as well.  

Discover the iOptimaINT, the All-in-One solution for general dentists.

GREATER NEW YORK DENTAL MEETING
New York, NY / Nov. 28 - Dec. 1, 2021
Booth# 4805

is the All-in-One solution offering you the full range of treatment options

www.bienair.com

 TSA,Bien-Air U  Inc. Medical echnologies    
8861 Research Dr Irvine, CA 92618 Phone 1-800-433-BIEN Phone 949-477-6050 Fax 949-477-6051 ba-usa@bienair.com
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An important part of patient 
engagement is communicat-
ing with patients how and 

when it’s best for them. In today’s 
digital world, patients expect to 
have access to self-scheduling, 
online forms, and to communicate 
with the practice without needing 
to pick up the phone. Furthermore, 
online reviews are critical to prac-
tice growth, as often a patient’s 
� rst impression of a practice is in 
an online forum. As the years go by 
and technology progresses, more 
and more ways to build relation-
ships have appeared. It may not 
be a practice’s � rst thought, but 
customer service is increasingly 

important in a digital world where 
reviews are often a patient’s � rst 
impression of a practice. 

Curve GRO™ is a full-featured 
patient engagement platform that is 
part of Curve SuperHero - an all-in-
one, cloud-based practice manage-
ment solution from Curve Dental.  
Jana Macon, chief operating of� cer 
at Curve Dental, says the company’s 
focus has always been delivering 
great products and services to  cus-
tomers. “We believe outstanding 
patient engagement is the best way 
for practices to set themselves apart 
and elevate the patient experience.” 
Macon said. “We intentionally 
focus everything we do on driving 

our customers’ growth by improv-
ing their work� ows, increasing staff 
productivity, and supporting true 
work-life balance.”

Curve GRO has a myriad of fea-
tures in a single platform, including 
the following:
} Appointment and recare 

reminders: Patients receive 
reminders via text or email. 
This customizable feature 
allows the practice to choose 
when to send reminders.

} Smart action lists: This feature 
changes the traditional front 
of� ce work� ow by automati-
cally creating a list of critical 
tasks that staff can triage to 
completion in order to improve 
coordination and productivity.

} Campaign builder and email/
text campaigns: Build custom 
campaigns in an easy-to-under- 
stand, concise way.

} Patient portal and self-sched-
uling: Patients choose from 
available appointments online 
based on the practice’s con� g-
ured preferences.

} Smart forms: Health Insurance 
Portability and Accountability 
Act (HIPAA) compliant forms 
that patients complete on a PC 
or mobile device are automati-
cally uploaded into Curve to 
eliminate dual data entry and 
reduce mistakes.

} Online Reviews: The practice 
can choose to send review 
requests to patients to build and 
improve their online reputation

} Text-to-pay: Allow patients to 
pay balances easily through a 
text link.

} 2-way texting: New and existing 
patients can text conversation-

ally with an of� ce to improve 
patient communications.

GRO is built to serve not only the 
patient but also the practice, says 
Mark Blount, vice president of mar-
keting at Curve Dental.

“The GRO patient engagement 
system was built with a few goals in 
mind. First, by providing the best 
patient experience possible.  Second, 
to make things easy, convenient, 
accurate, and customizable to meet 
patients’ needs and preferences. 
Third, to empower the front of� ce 
team to serve the customers better 
and more ef� ciently,” Blount said. 

The Process
Features that are available through 
Curve GRO took over 12 months to 
� ne-tune through various beta tests 
and customer feedback. The feedback 
told the Curve Dental team that prac-
tices wanted effective communication 
above all else. 

“Curve SuperHero has had text 
and email capability for many 
years,” Macon said. “But what 
we noticed over the last few years 
was that more and more of our 
customers were asking to integrate 
third-party products because they 
had features that we did not. We 
asked our customers about what 
they were using and what they 
needed for patient communication.  
Practices emphatically told us that 
they wanted a modern solution to 
run their practice and the ability 

Patient Engagement Software 
Built to “Gro” Your Practice
This robust patient engagement software is 
designed with features to help build effective 
communication between patient and practice.
[ by Kellie Nock]

DEEP DIVE CONTINUES ON PAGE 60Æ

     We did not rush 
to get the fi rst phase 
out to our users 
because we knew 
the foundation had 
to be rock solid so 
that we could build 
all of the features 
that would follow.”
–JANA MACON, COO, 

CURVE DENTAL

Curve GRO touts a variety of features that other software does not to bolster a 
practice’s patient engagement. 
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Smiles brought to 
you by Sterngold

MOR®

Mini Implant System

Attachments

Whether you are an experienced implant dentist or just getting started, 
Sterngold has your value, conventional and mini (small diameter) 

implant options at the highest quality. 

Attachments for every 
prosthetic consideration.
We have it.

Affordable, ISO quality implants and attachments increase patient acceptance

and grow your practice realistically.  Talk to us today.

1-800-243-9942 | info@sterngold.com

TRU® & PUR®

Conical and Internal Hex Implants
$99 All-In-1 bundle includes all the 
restorative components to complete 
a case.
The bone-level, internal connection TRU®  implant is substantially equivalent to the
Nobel Conical connection. Nobel  is a registered trademark of Nobel Biocare™. The
bone-level, internal connection PUR®  implant is substantially equivalent to the Zimmer
Tapered Screw-Vent®.  Screw-Vent® is a registered trademark of Zimmer Biomet.

DENTAL
IMPLANTS

Provide an affordable alternative to
wherever smaller implants make the
most sense: overdentures, single
arch, or crown and bridge fixation
in tight spaces.

Interested?  Circle Product Card No. 52
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communicate with patients within 
a single, affordable system. Thus, 
GRO was born.” 

A big part of the process was mar-
ket research. 

“We started by visiting practices 
to understand exactly how they 
worked, sometimes with multiple 
systems, sticky notes, and paper 
reports. Then, we created a wire-
frame design and work� ows, which 
are mock-ups to help end users 
understand how the product will 
work to address the problems.” 
Macon said. “Our customers gave 
us feedback about the design, which 
helped us to create a product that 
was on target with their needs.”

“At Curve, we utilize what is called 
an “agile” development process. We 
leverage customer advisory groups to 
garner feedback incrementally as we 
design and develop an important fea-
ture like Curve GRO.” Macon said. 
“Following the invaluable feedback 
we gathered upfront, we thought 
hard about how to design GRO. We 
did not rush to get the � rst phase out 
to our users because we knew the 
foundation had to be rock solid so 
that we can add all of the features 
that would follow” 

Being integrated with SuperHero 
was one of the most common requests 
that Curve received from the advisory 
group because it eliminated the cost 
and complexity of bolting on a third-
party patient platform.

“GRO utilizes the same database as 
the SuperHero practice management 
software. If you are using a third-
party patient management product, 
you’re spending more money than 
necessary and having to manage a 
complex integration. There could be 
problems with syncing data or issues 

with data integrity, lag time, and data 
and records not matching up.” Blount 
said. “The beauty of having it fully 
part of Curve SuperHero means that 
you’re working off one database.”

Along with the all-in-one aspect, 
another feature that sets Curve 
GRO apart from other software is 
Curve GRO’s Smart Action List. 
This feature creates lists for the 
practice in order to help prioritize 
important tasks and facilitate better 
patient care. “The Smart Action List 
is the single place for everyone in 
the front of� ce to go to see exactly 
what’s going on. For example, if 
the patient doesn’t respond to the 
automated recare or appointment 
reminders, then they drop onto the 

Smart Action List so that someone 
from the front of� ce team can call 
them,” Macon said. “Users can also 
add tasks to the list for other users.  
Every task has its own audit trail 
so you know exactly if things got 
done or didn’t, which is a huge help 
to gauge productivity and improve 
work� ows.”

Now, one year later, the market 
response to GRO has been phe-
nomenal.  Dentists using GRO have 
told Curve that their no-shows 
decreased by more than 15 percent 
in the � rst 30 days when compared 
to their old 3rd-party patient 
engagement system.

Challenges
As with any creative process, Curve 
GRO encountered challenges in its 
inception. As a new platform, the 
architecture and work� ow designs had 
to be created from scratch; and in any 
software shop, there is a natural tension 
between quality and time-to-market. 

“Because we put so much fore-
thought into the GRO design, we 
now have a tremendous foundation 
to continue building onto as the 
needs of the dental industry evolve 
around patient engagement,” Macon 
said. “We have some very exciting 
enhancements already in the works 
that will directly impact a practice’s 
ability to improve acceptance rates 
and successfully appoint incomplete 
treatment for patients.”

At its heart, Curve GRO was 
designed to make things simpler and 
easier to use for both the clinicians 
and the front of� ce. When practice 
management technology is evolving 
every day, using advanced tools like 
Curve GRO to cut time and support 
integration can help a practice work 
as smoothly as possible.

“We took our time to build it right.  
As a result, today we have a product 
that is not only powerful but also easy 
to use,” Blount said. “And we are just 
getting started.”  ●
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Practices using on-premise servers can improve work� ows and save money with automation and ease of use.

Curve GRO’s all-in-one platform can make it easier for clinicians to create a more streamlined experience for patients. 
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THE OPEN SENSOR
works directly with all major

imaging software including:

Dexis®, Patterson® Eaglesoft®, 

Carestream®, Gendex™ Vixwin™, 

Dentrix Ascend® and more!**

Offer ends October 31, 2021 at 4:00 PM EST
www.dentimax.com

Call Today!
(844) 385-7895
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**All products are trademarks™ or registered trademarks® of their respective companies. DentiMax is not af�liated with the listed companies.

*Subject to approval. Actual payments may be higher or lower.
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as $79/month*
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Information provided by Flex Dental. 

5Ws* Flex Dental Software

WHAT
Flex patient communication software for 
automated con� rmations/reminders/recall, 
online payments/appointment scheduling, 
2-way texting, paperless forms, treatment 
planning, and online reviews.

WHO
Flex Dental Solutions
866-488-1520  |  www.� ex.dental
CIRCLE RS #54

WHERE
Any general or specialty practice looking 
for a boost in ef� ciency while providing 
a quick and easy patient experience via 
automation and paperless technologies. 

WHEN
Flex’s communication tools are 
utilized throughout the entire patient 
appointment experience, including 
scheduling appointments online, 
automated con� rmations/appointment 
reminders, 2-way texting, completely 
paperless onboarding, online payments 
via email/text, postoperative follow-ups, 
and online review requests.

WHY
Flex works with your practice 
management software to automate 
communication work� ows, implement 
completely paperless forms/
onboarding, and provide your patients 
with convenient solutions for making 
appointments online.

THE 5Ws*

THE HOW

This patient communication software will make practice 
workfl ow simpler and more effi cient. [ compiled by Chris Koch ]

Flex utilizes automation and smart online tools, working hand in hand with practice management software to 
improve the entire patient experience, from scheduling appointments online to automating follow-ups and recall. 
Flex offers additional tools like online payments, treatment plan presentations with integrated payment options 
to improve case acceptance, and VoIP phone integration for enhanced features, including pop-up caller ID and 
automated text responses for missed calls. 

  DEEP DIVE    5Ws*    MARKETING    DATA MANAGEMENT   DENTIST’S MONEY DIGEST®
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BEST PRACTICES

L
et’s talk about your dental prac-
tice website. When was the last 
time you visited your own site? 

Clicked through the pages? Updated 
the content?

If it has been a while, let this be 
your reminder to give your website 
some much-deserved attention. It 
can be a powerful marketing tool, 
if done correctly. Conversely, an 
outdated, slow, poorly designed 
site will turn away more patients 
than you may believe. In fact, 89% 
of patients say they began doing 
business with a dental competitor 

because of a poor online experience. 
Will a website be the sole reason 

more business comes to you? Not 
entirely, but an updated, user-friendly 
site will drive more prospects to your 
practice, at which point your expertise 
and your staff’s customer service 
skills should be able to turn them into 
patients. Here are 5 signs that your 
website is outdated. 

1.Your website does not perform well 
when viewed from a mobile device.
It used to be that all websites were 
designed for a desktop, but because 
smartphone usage has overtaken tra-
ditional desktop usage, websites now 
must be optimized for mobile devices. 
They ideally employ mobile-� rst 
design and can accommodate a range 

of screen sizes, ensuring that your 
website will be easily accessible, read-
able, and clickable, no matter what 
device a patient may be using. Another 
important point is that Google 
rewards mobile-friendly websites, so 
it’s important that your website must 
be optimized for mobile.

2.Your website is slow.
Anyone who has had to wait for a 
web page to load can understand how 
frustrating that delay can be. Today, 
47% of users expect a website to load 
in 2 seconds or less. If your website is 
not loading quickly, there are likely 
other dentists with up-to-speed sites 
that patients will visit. Do not let that 
happen. Several factors could be slow-
ing your website, so contact your web 

designer to see what needs to be done 
to resolve this. You do not want users 
to navigate away because it is too slow.

3.Your website is not secure.
Switching to an HTTPS (Hyper Text 
Transfer Protocol Secure) from an 
HTTP site may not seem like a top 
concern. However, for any dentist 
whose website has a patient login 
feature, keeping patient information 
secure is critical. An HTTPS provides 
a secure connection for users of your 
website and involves installing an SSL 
(Secured Socket Layer) certi� cate. In 
layman’s terms, it encrypts the data 
so that if a hacker should get into your 
website, none of your patients’ infor-
mation will be compromised.

4.Your website is not serving your cur-
rent patients.
Your website should appeal to pro-
spective patients, but many features 
also can be added to streamline com-
munication with current patients. 
More dentists are adding online 
appointment features so patients can 
schedule and change upcoming visits 
on the go, from the convenience of 
their smartphones. Accepting online 
payments is another convenient addi-
tion that can help boost collections and 
decrease the front desk’s workload. 
Allowing patients to complete and 
submit their health history updates 
and other forms online is another 
time-saver that they’ll appreciate. 

5.Your website is not attracting new 
patients.
Did you know that most patients will 
go online to research a practitioner, 
even after getting a referral? That 
means your dental website will be 
front and center in their search for a 
new dentist, so the site needs to make 
the best � rst impression possible. 

Your website should also have ele-
ments that today’s patients are looking 
for, including easy-to-� nd hours of 
operation and location/contact infor-
mation (readable without having to 
pinch or zoom in), an updated “About 
Us” page with photos of the team, and 
links to social media and online review 
pro� les. Live chat, online schedul-
ing, and online patient forms and 
payments are other features sure to 
impress new and existing patients. 

References available at dentalproductsreport.com.

And why now is the perfect time to give this powerful tool the 
attention it deserves. 
[ by Naomi Cooper Hochman, cofounder of Doctor Distillery and president of Minoa Marketing ]

5 Signs It’s Time for a 
Dental Website Refresh

KEBOX / STOCK.ADOBE.COM
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Town & Country
makes restoring 

implants
SIMPL™!

Town & Country’s exclusive SIMPL™ implant solution: 
With a fixture-level impression or IOS scan with scan body, we can restore 
almost every major implant on the market. For one low price you receive 
all parts, model work and final restoration ready for insertion – with the 

abutment and implant backed by a comprehensive warranty!

One of the nation’s most experienced implant dental labs:
Over 5,000 cases restored in the past 12 months
60,000 Atlantis Abutments ordered & counting

#1 single location Atlantis supplier in the U.S.

NO parts 
to order

MUCH LESS 
chairtime 

ONE all-inclusive
price

Super Elite Lab

13 YEARS AND
COUNTING

Contact us today to discuss your implant case with 
one of our experienced technical advisors: 800-925-8696

tncdental.com
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To redeem, include coupon with your traditional case. Valid up to 3 units. 
Cannot be combined with any other o�ers. No cash value. Limit one per 
doctor. Only applicable on PFZ or FCZ cases. Doctor must use GRS-speci�c 
Rx form to redeem. Expires: Aug 31st 2021.

Try GRS for your next Crown & Bridge Case!

Call  800.624.5301 to get started  today or
visit: www.burdettedental.com/grs to
download our GRS-speci�c Rx form.

Since 2008, Burdette has provided dental 
practices throughout the nation with 
a�ordable restorations through our economy 
line, Global Restorative Solutions. Our GRS 
team utilizes high-quality materials and the 
latest digital dentistry advancements to 
fabricate crown and bridge solutions that can 
mitigate low-reimbursing insurances.  

Why GRS?
 Full-Service Product Line 
 5-Year Warranty
 No Cost Remakes

Save on two of our most
popular restorations! 

Porcelain-Fused-to-Zirconia:

$89.00 - $79.00
Full-Contour Zirconia:

$79.00 - $69.00

Value-Priced Restorations
that Protect Your Bottom Line
Satisfaction Guaranteed!

131 Lyon Lane Birmingham, AL 335211

$89.00 - $79.00$89.00 - $79.00

$79.00 - $69.00$79.00 - $69.00$79.00 - $69.00
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What if it knew what media you 
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Digital equals connection. You don’t 

work outside of modern workflows.

Neither do we. Our content is 

designed with you in mind.

4 channels: the chair, the tools, 

the front office, the lab.

Products. Esthetics. Techniques. Business.

Your team asked. We answered.
www.DentalProductsReport.com

Only one network gives you 
the complete picture of dentistry.
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BEST PRACTICES

O
ver the past 18 to 24 months, 
I have examined all the com-
ponents of the information 

technology (IT) needs of dental 
of� ces. We have done a deep dive 
into backup and disaster recovery, 
2-factor authentication, network 
penetration testing, and other topics. 
In this article, I want to use a wider 
lens—the proverbial 30,000-ft view 
from above.

Ransomware is far and away 
the biggest threat I have seen in my 

35-plus years in dentistry: more than 
the Occupational Safety and Health 
Administration (OSHA), more than 
the Health Insurance Portability and 
Accountability Act (HIPAA), more 
than COVID-19. Even a cursory 
scan of the news shows the hundreds 
if not thousands of dental practices 
that have been attacked either by 
their own lack of adequate security 
or a lack of best practices from their 
IT companies.

To protect and secure your data, 
I suggest a 3-pronged approach to 
dealing with malware and ransom-
ware. You need to keep the bad guys 
out, be able to deal with them if they 
get in, and have a way to recover 
when all else fails.

Keep the Bad Guys Out
There are dozens of ways to deal 
with ransomware, but as the old say-
ing goes, an ounce of prevention is 
worth a pound of cure. The � rst line 
of defense is having a good � rewall. 
By good, I mean business-class like 
Sophos or SonicWall, not the con-
sumer-level � rewalls like Linksys, 
D-Link, or Netgear. A � rewall will 
scan all incoming and outgoing traf-
� c and often stop malware before 
it can get into your network. I also 
recommend patch management, 
which is required by HIPAA law. 
Because all software has security 
holes, you must by law keep those 
software programs up-to-date with 
the latest security patches. Any good 

managed service IT provider can 
assist you with this.

Deal With the Malware 
That Gets Through
There are many viruses that we call 
zero day, meaning they attack vulner-
abilities not even known to exist. In 
those cases, a � rewall and patched 
software will not necessarily help; you 
need systems in place to deal with the 
viruses. In the past, a good general-
purpose antivirus was adequate, 
but that is not true anymore; you 
should always supplement it with 
antiransomware-speci� c software 
like Intercept X or HitmanPro. How-
ever, there is an even newer, more 
exciting approach called application 
whitelisting and ringfencing, in which 
only programs you preapprove may 
run and unapproved programs (like 
viruses) are stopped in their tracks.

Recover From an Attack
If you have followed the � rst 2 steps 
above, the chances of being hit with a 
virus are very low—but low does not 
mean impossible, so you should be 
prepared. Having a solid and tested 
backup and disaster recovery system is 
critical. However, this will not neces-
sarily save you from a ransomware 
criminal’s demands. Many are resort-
ing to what I call double extortion: 
They demand you pay the ransom 
and if you refuse, they threaten to post 
your patient � les online. Because of 
this, I highly recommend you have 
some sort of cyberliability or breach 
insurance; most of� ces should have at 
least $250,000 of coverage. The insur-
ance will help cover the costs of the 
ransom, your downtime, legal fees, 
HIPAA � nes…the list goes on.

In the modern era, there is no longer 
a single approach to protecting and 
securing your data. You must have a 
layered or stacked approach to doing 
everything you can to make sure the 
bad actors out there do not put your 
livelihood at risk. 

ABOUT THE AUTHOR

Lorne Lavine, DMD, founder and president 
of The Digital Dentist, has more than 30 
years invested in the dental and dental 
technology � elds. In 2002, he established 
TDD, which focuses on the technological 
and HIPAA needs of the dental community. 
He can be reached at drlavine@
thedigitaldentist.com or 866-204-3398.

Ransomware is far and away the biggest threat 
facing dental practices. [ by Lorne Lavine, DMD ]

Cybersecurity’s 
30,000-Ft View
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A powerful culture is built 1 
person at a time. However, 
it takes buy-in from each 

person to become a reality.
“Everything is fine,” I hear the 

dental assistant say as I look around 
the room during a team meeting. The 
response was after asking the group, 
“How have things been going?”

“Uh oh,” I think. “Everything is 
fine,” are the 3 most telling words 
indicating I’m dealing with a dys-

functional team and a weak culture.
I ask, “What makes this place 

a great place to work?” Arms are 
crossed and no one makes eye con-
tact. One person blurts out, “The 
patients. We love our patients.” 
Then, “Yes, the patients are great,” 
and others add in similar comments.

No mention of being part of a great 
team or excellent teamwork. No men-
tion of the love coming to work or this 
being the best place ever to work.

“OK that’s good. Something to 
work with,” I say to myself.

From this short exchange, the 
pent-up frustrations leak out.

What a Powerful Culture 
Can Do for You
The most high-performing teams 
exist in powerful cultures. Around 
the country, they experience 30% 
growth and stronger profits, regard-
less of the state of the economy or 

the market. Good or poor economic 
conditions, they get growth from 
more patients, more per patient visit, 
and more overall visits.

Doctors with powerful cultures 
tend not to be overly involved in 
daily business administrative activi-
ties, freeing them to focus on what’s 
most important to them. How can 
this be?

Team members take charge of 
the various operational activities. 
They source scheduling, billing and 
collection, insurance, enrollment, 
reactivation, patient outreach, 
patient experience, and more…all 
with doctor oversight.

Each person on the team has a 
sense of ownership in the success of 
the practice. They no longer view 
their work as a J-O-B. Rather, they 
become part of a team making a 
difference.

The practice starts to generate 
more money whether the doctor is 
present or not. This is the point of a 
business: to build wealth even when 
the doctor is not producing directly. 
Otherwise, it’s only a good job for 
the doctor.

And the best part is that the doc-
tor feels a newfound confidence 
that the practice is being well cared 
for by the team.

The Hidden Costs of 
a Weak Culture
If there’s no articulated clear plan nor 
clear lines of execution, the hidden 
costs start to become not so hidden 
and take their toll on the practice’s 
business results and the team.

The cost of a weak culture 
pervades every business engine. 
It shows up as less-than-excellent 
communication within the team 
and with patients, during enroll-
ment, and in collection. It can lead 
to patient no-shows and cancella-
tions, as well as patients leaving the 
practice with no feedback. It also 
leads to a lack of recommendations 
to family and friends.

Imagine 1 crown a week lost 
because of communication hic-
cups! The hidden costs germinate 
as poor communication exchanges 
in scheduling, enrollment, chair-
side, a handoff, or any of 20-plus 
touchpoints that happen during the 
patient’s experience. The hidden 
costs then come to fruition in lost 

A powerful culture in the dental practice can withstand the 
onslaught of cancellations, chaotic schedules, difficult patients, 
miscommunications, and insurance issues. [ by Phil Bride, MBA ]

Creating a Powerful 
Culture, 1 Person 
at a Time

JACOB LUND / STOCK.ADOBE.COM
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treatments and lower recare effec-
tiveness rates.

Next, teamwork suffers. It often 
leads to people keeping their heads 
down, out of the doctor’s way. It 
progresses to grumbling and sub-
grouping. It then moves into show-
ing up late for work, leaving early, 
and longer lunches and breaks. The 
final stage is leaving the practice to 
look for something better.

HR groups estimate that the cost 
of an employee turnover is 1.5 to 3 
times the annualized salary of the 
person who quits.

The No. 1 Obstacle to Create a 
Powerful Culture
The No. 1 obstacle to create a pow-
erful culture is leadership skills, not 
management skills. Leadership is 
all about developing people. Lead-
ership brings out the best in each 
person, 1 person at a time.

It turns out leaders are developed. 
Anyone can learn these skills.

Every person on the team (the 
doctor, the front desk, and the 
clinical staff) all must learn leader-
ship skills to create a powerful 
culture. The issue is not personality 
type. Rather, it is a willingness to 
improve oneself.

5 Steps to Create a Powerful 
Culture, 1 Person at a Time
There is no silver bullet, no magic 
wand, no “do this 1 thing and every-
thing will be peachy.” Rather, follow 
these 5 steps and you will be on your 
way to creating a powerful culture!

1. Clinicians must acknowledge 
their own strengths, weak-
nesses, talents, and blind 
spots. Understanding these 
comes in the form of an objec-
tive evaluation, then accepting 
the truths found during the 
process, which is a foundation 
of leadership.

2. Understand deeply held val-
ues. These values must pass 
muster under duress and not 
change. They have guided 
and will guide your life and 
practice. Get them accurate, 
articulated, and written.

3. Create a clear written vision 
of where you want to take 
your practice. Then cocreate, 
with the team, a shared vision 
for the practice.

4. Enroll a key person in the 
practice. You need a wingman 
or wingwoman who wants the 
same outcomes as you. They 
want to get there in the same 
way by which you want it to 
happen. This person becomes 
an influencer, a “keeper of the 
culture.” Choose wisely.

5. Expand the alignment of val-
ues and direction 1 person at a 
time. Invest the time in devel-
oping your people. Enable 
your “keeper of the culture” 
to develop other keepers of 
the culture. Stay firm in your 
commitment to developing 
your team.

This leads to a powerful culture 
that can withstand the onslaught 
of cancellations, chaotic schedules, 
difficult patients, miscommuni-
cations, and insurance issues. It 
leads to constant and never-ending 
improvements. People step up in 
surprising ways.

A powerful culture is never a “1 
and done” type activity. There are 
too many daily pressures tugging at 
it from different directions. It takes 
constant reinforcement, remind-
ers, training, encouragement, and 
realignment.

We are talking about leadership 
to create a powerful culture. Be 
relentless in this pursuit. It will pay 
huge dividends. 
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for team development 
and practice success

NEXT MONTH: Unusual Dental Growths

1940s
Researchers M. Formiggini and F. Zepponi pioneer a spiral 
post–style implant made from stainless steel. During this 
period, Dr Gustav Dahl develops the subperiosteal implant 
that sits on top of the bone rather than osseointegrating.

1952
Per-Ingvar Brånemark discovers and coins the term osseointegra-
tion while working with titanium implants placed in rabbit femurs.

1963 
Dr Leonard Linkow develops a blade-style implant featuring a � at 
metal plate that is implanted in the jaw rather than a screw.

1965
Brånemark places 4 modern-style titanium dental implants in 
Gösta Larsson, a patient with jaw and chin deformities.

1978
Brånemark of� cially debuts the 2-stage threaded titanium implants 
used with Larsson and other patients while testing his concepts.

1998
Dr Paulo Maló pioneers the All-on-4 technique allowing faster 
delivery of full-arch, implant-supported restorations.

2005
Nobel Biocare launches NobelGuide, the � rst 3D treat-
ment planning and guided implant surgery platform.

2017
Neocis obtains FDA approval for Yomi, the � rst ro-
botic guidance system for dental implants. 

Replacing missing teeth has long been a priority for civilizations 
around the globe long before the advent of science-based oral 
care. Whether accomplished with dentures, bridges, or various 
objects wedged into the space created by a lost tooth, implant-
supported replacements have always sought a balance between 
esthetics and functionality. The advent of the modern dental 
implant best realized this ideal. Here is a timeline noting 14 steps 
along the way to developing implants as we know them today.

Approx. 2000 BCE
The oldest evidence of dental implants comes from China, where 
bamboo pegs were once used as replacements for missing teeth.

Approx. 600 ACE 
The oldest records of dental implants integrated into the jawbone are 
osseointegrated seashell implants found at a Mayan archeological site.

1700s-1800s
Numerous implant materials including human teeth, precious met-
als, and porcelain were used but often failed to osseointegrate.

1913
With a hollow, cylindrical “cage” of iridio-platinum topped 
with soldered gold crown, Dr EJ Green� eld pioneers 
one of the � rst successful implant designs. 

1930s
Brothers Drs Alvin and Moses Strock developed the 
� rst metal “screw” style of implant that proved to be 
biocompatible using a chromium-cobalt alloy.

1938
Dr PB Adams patented an implant design featuring internal and 
external threading as well as a smooth gingival collar and healing cap.

[ by Noah Levine ]

MAX BARATTINI / STOCK.ADOBE.COM
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This new high performance lowspeed can do it all

Sale Pricing

Item Regular Price Sale Price

Motor and control box
Includes control box, hose and LED motor $1,799 $1,199

1:5 Classic contra angle w/FG, FO $1,099 $799

1:1 Classic contra angle w/Latch, FO $1,099 $799

1:1 Straight attachment, non-FO $549 $479

1:5 Mini contra angle w/FG, FO $1,199 $899

Save on award-winning handpieces!

2021
2

MULTIFORCE
5K Lowspeed Handpiece

Call 1-888-333-8440 ext. 1 or visit laresdental.com to place your order today. Promo Code #DPR1021
30-day money back guarantee3. Off ers expire 11/30/21

$395 average price!

 ProStyle SF
Highspeed Handpieces

Buy 2, get 5 
(3 FREE!)

1

The smart way to meet your state board of dentistry/ CDC 
requirements for between patient autoclaving of Prophy handpieces

Designed to perform a range of precision 
intra- and extra-oral procedures.

Pastel Plus 
Prophy Handpiece 

$339*New!

New!

Buy 4, Get 1 Free!

*Average price when
you buy 4 get 1 free.

ProStyle E 
Electric Handpiece System

Motor/Control Box

Prostyle E
Electric Handpiece Attachments

SAVE 
$300!

SAVE 
$600! Free in-office test drive3

No hassle. Risk free.

Superior performance at 
exceptional value

Save on cost without compromising performance

The new Lares MULTIFORCE 5K lowspeed 
handpiece is designed to perform a range of 
precision intra and extra-oral procedures, making it 
a valuable utility player for every practice.   

• Accepts doriot style contra angles, disposable and metal 
prophy angles, and straight/lab burs

• 300% more power and torque than the prior model
• 47% lighter and 13% shorter than the prior model
• Quiet, vibration-free operation
• 360 degree swivel to reduce tubing drag and hand fatigue
• Low pressure, smooth start-up for exceptional control
• Withstands repeated autoclaving to meet CDC/State 

Dental Board requirements
• Full two-year warranty
• Connects to any four-hole supply hose

$395
Special Introductory Price

MULTIFORCE
5K Lowspeed Handpiece

Item Regular Price Special Introductory Price

Multiforce 5K Handpiece $449 $395

Introductory Pricing

New!
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Featured as a Best Product of 2021 by the leading independent research institute, Lares highspeed handpieces 
deliver the cutting precision, long life and power you need for maximum effi  ciency.

• Standard or compact head sizes
• DynamicPrecision™ balancing for quiet operation
•   SteelGrip push button chucking system for 

long-lasting bur retention and cutting precision
•  Solid rod cellular optics for bright, 

lasting illumination (optional)
•    KaVo MULTIfl ex5 compatible 360˚ swivel 

and quick disconnect (optional)

•   Stainless steel construction with non-slip 
Signature™ or TactilSense™ grip

• Long-life precision ceramic bearings (optional)

The smart way to meet your state board of dentistry/ CDC requirements 
for between-patient heat sterilization of Prophy Handpieces

Lares highspeeds crush the competition with 
award-winning performance and value!2

Choice of compact or standard head size 
for both ProStyle SF & Legacy 5 models

™

Choice of compact or standard head size 

Buy 4, Get 1 Free!

*Average price when you Buy 4, Get 1 Free!

Pastel Plus
Prophy Handpiece

$339*

Smaller, lighter, quieter ....Your hygienist will love it!

Pastel Plus
• Featherlight weight at only 1.7 oz.
• Super short 3.9 in. length for perfect balance
• 360-degree swivel for fatigue-free control 
• Withstands repeated autoclaving
• Accepts all disposable prophy angles
• Quiet, vibration-free operation
• High torque to remove stubborn stains  
• Low-pressure, smooth start-up minimizes splatter 
• Full two-year warranty
• Connects to any four-hole supply hose

New!

Buy 4, Get 1 Free!

*Average price when you Buy 4, Get 1 Free!

New!

THIS IS NO TIME TO CUT CORNERS ON INFECTION CONTROL

1Actual competitor prices found on popular dealer website February 2020

Pastel Plus Pricing

Item Special Introductory Price

Pastel Plus prophy handpiece
Buy 4, Get 1 Free!*
Choice of pink, light green, light blue or light gray nose

$424
$339 *Call 1-888-333-8440 ext. 1 or visit laresdental.com to place your order today. Promo Code #DPR1021

30-day money back guarantee 3. Off ers expire 11/30/21

1 ProStyle SF highspeed models only. 2 The ProStyle SF and Legacy 5 were awarded “Best Product of 2021” by the leading independent research publication. 3 Inquire with your Lares representative for 
rules and limitations. 4 MULTIfl ex and KaVo are trademarks of KaVo Dental GmbH. 5 Prices for standard (757) or compact (557) head size, steel bearings. Add $12 per handpiece for ceramic bearings. 6 

Prices for standardor compact   head size, ceramic bearings. 

ProStyle SF 
Highspeed Handpieces

Sale Pricing

Item
Regular 

Price
Avg. Price 

w/ 2+3 Off er5

Swivel, fi ber optic $988 $395

Swivel, non-fi ber optic $908 $363

Non-swivel, 5H fi ber optic $848 $339

Non-swivel, 4H non-fi ber optic $728 $291

Fits KaVo4 couplers

Swivel 
backend models

Buy 2, get 5
(3 FREE!)¹

Non-swivel 
backend models

2021
2

SAVE $600!
(when you buy 3)

SAVE $600!
(when you buy 3)

Fits KaVo4 couplers

Legacy 5 
Highspeed Handpieces

Sale Pricing

Item Single Unit Buy 3+ Price6

Swivel, fi ber optic $919 $719

Swivel, non-fi ber optic $869 $669 2021
2
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Featured as a Best Product of 2021 by the leading independent research institute, Lares highspeed handpieces 
deliver the cutting precision, long life and power you need for maximum effi  ciency.

• Standard or compact head sizes
• DynamicPrecision™ balancing for quiet operation
•   SteelGrip push button chucking system for 

long-lasting bur retention and cutting precision
•  Solid rod cellular optics for bright, 

lasting illumination (optional)
•    KaVo MULTIfl ex5 compatible 360˚ swivel 

and quick disconnect (optional)

•   Stainless steel construction with non-slip 
Signature™ or TactilSense™ grip

• Long-life precision ceramic bearings (optional)

The smart way to meet your state board of dentistry/ CDC requirements 
for between-patient heat sterilization of Prophy Handpieces

Lares highspeeds crush the competition with 
award-winning performance and value!2

Choice of compact or standard head size 
for both ProStyle SF & Legacy 5 models

™

Choice of compact or standard head size 

Buy 4, Get 1 Free!

*Average price when you Buy 4, Get 1 Free!

Pastel Plus
Prophy Handpiece

$339*

Smaller, lighter, quieter ....Your hygienist will love it!

Pastel Plus
• Featherlight weight at only 1.7 oz.
• Super short 3.9 in. length for perfect balance
• 360-degree swivel for fatigue-free control 
• Withstands repeated autoclaving
• Accepts all disposable prophy angles
• Quiet, vibration-free operation
• High torque to remove stubborn stains  
• Low-pressure, smooth start-up minimizes splatter 
• Full two-year warranty
• Connects to any four-hole supply hose

New!

Buy 4, Get 1 Free!

*Average price when you Buy 4, Get 1 Free!

New!

THIS IS NO TIME TO CUT CORNERS ON INFECTION CONTROL

1Actual competitor prices found on popular dealer website February 2020

Pastel Plus Pricing

Item Special Introductory Price

Pastel Plus prophy handpiece
Buy 4, Get 1 Free!*
Choice of pink, light green, light blue or light gray nose

$424
$339 *Call 1-888-333-8440 ext. 1 or visit laresdental.com to place your order today. Promo Code #DPR1021

30-day money back guarantee 3. Off ers expire 11/30/21

1 ProStyle SF highspeed models only. 2 The ProStyle SF and Legacy 5 were awarded “Best Product of 2021” by the leading independent research publication. 3 Inquire with your Lares representative for 
rules and limitations. 4 MULTIfl ex and KaVo are trademarks of KaVo Dental GmbH. 5 Prices for standard (757) or compact (557) head size, steel bearings. Add $12 per handpiece for ceramic bearings. 6 

Prices for standardor compact   head size, ceramic bearings. 

ProStyle SF 
Highspeed Handpieces

Sale Pricing

Item
Regular 

Price
Avg. Price 

w/ 2+3 Off er5

Swivel, fi ber optic $988 $395

Swivel, non-fi ber optic $908 $363

Non-swivel, 5H fi ber optic $848 $339

Non-swivel, 4H non-fi ber optic $728 $291

Fits KaVo4 couplers

Swivel 
backend models

Buy 2, get 5
(3 FREE!)¹

Non-swivel 
backend models

2021
2

SAVE $600!
(when you buy 3)

SAVE $600!
(when you buy 3)

Fits KaVo4 couplers

Legacy 5 
Highspeed Handpieces

Sale Pricing

Item Single Unit Buy 3+ Price6

Swivel, fi ber optic $919 $719

Swivel, non-fi ber optic $869 $669 2021
2
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This new high performance lowspeed can do it all

Sale Pricing

Item Regular Price Sale Price

Motor and control box
Includes control box, hose and LED motor $1,799 $1,199

1:5 Classic contra angle w/FG, FO $1,099 $799

1:1 Classic contra angle w/Latch, FO $1,099 $799

1:1 Straight attachment, non-FO $549 $479

1:5 Mini contra angle w/FG, FO $1,199 $899

Save on award-winning handpieces!

2021
2

MULTIFORCE
5K Lowspeed Handpiece

Call 1-888-333-8440 ext. 1 or visit laresdental.com to place your order today. Promo Code #DPR1021
30-day money back guarantee3. Off ers expire 11/30/21

$395 average price!

 ProStyle SF
Highspeed Handpieces

Buy 2, get 5 
(3 FREE!)

1

The smart way to meet your state board of dentistry/ CDC 
requirements for between patient autoclaving of Prophy handpieces

Designed to perform a range of precision 
intra- and extra-oral procedures.

Pastel Plus 
Prophy Handpiece 

$339*New!

New!

Buy 4, Get 1 Free!

*Average price when
you buy 4 get 1 free.

ProStyle E 
Electric Handpiece System

Motor/Control Box

Prostyle E
Electric Handpiece Attachments

SAVE 
$300!

SAVE 
$600! Free in-office test drive3

No hassle. Risk free.

Superior performance at 
exceptional value

Save on cost without compromising performance

The new Lares MULTIFORCE 5K lowspeed 
handpiece is designed to perform a range of 
precision intra and extra-oral procedures, making it 
a valuable utility player for every practice.   

• Accepts doriot style contra angles, disposable and metal 
prophy angles, and straight/lab burs

• 300% more power and torque than the prior model
• 47% lighter and 13% shorter than the prior model
• Quiet, vibration-free operation
• 360 degree swivel to reduce tubing drag and hand fatigue
• Low pressure, smooth start-up for exceptional control
• Withstands repeated autoclaving to meet CDC/State 

Dental Board requirements
• Full two-year warranty
• Connects to any four-hole supply hose

$395
Special Introductory Price

MULTIFORCE
5K Lowspeed Handpiece

Item Regular Price Special Introductory Price

Multiforce 5K Handpiece $449 $395

Introductory Pricing

New!
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