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3 WAYS TO 
RESPOND

1)  Fill out the card on the next page and MAIL BACK Free

2)  Fill out the card on the next page and FAX TO (866) 407-0641     

      Go to www.PracticeTransformationSeries.com
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    Skyrocket Your Dental 
Practice in 2016 with the 10 
CUTTING-EDGE 
STRATEGIESProven  

to Transform Your Dental  

         Practice Into a

          PROFITABLE &        

REWARDING BUSINESS 

... and MULTIPLY YOUR 
INCOME More than You Ever    

   Dreamed Possible in 2016!

ONLY 197 FREE CD SETS AVAILABLE
THROUGH FEBRUARY 15TH, 2016
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A Healthy Environment: Efforts to safeguard our 

natural world and its resources take many forms, 

but meaningful and impactful sustainability 

often begins in our homes, communities, and 

businesses. That’s why Henry Schein offers 

environmentally friendly products and partners 

with the American Association of Dental  

Office Managers to help practices “go green.”  

A portion of the proceeds from the purchase of 

the products in our Global Reflections Flyer will 

be donated to nonprofit organizations that are 

helping to keep our environment healthy.

Together, We Help Health Happen

The Henry Schein Cares Foundation is a tax-exempt organization under Section 501(c)(3) of the 
Internal Revenue Code of 1986, as amended.  Contributions are tax-deductible as provided by law.

© 2016 Henry Schein, Inc. No copying without permission. Not responsible for typographical errors. 3392

LOOK For our 

Global Reflections Flyer online at:  

www.henryschein.com/green 
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Together, We’re Helping Health Happen!

January 4–April 22, 2016
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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 effi ciency.

ON THE 

COVERPRODUCTS4

Our advertising policy
DPR makes every effort commensurate with professional editorial and 

advertising standards to report manufacturer’s product news accurately, 

but cannot assume responsibility for the validity of product claims. It is 

necessary for the editorial staff to remove itself from policing the content 

or images used in various ads or marketing campaigns. Any reader with a 

complaint should contact the manufacturer directly.

Our editorial process
The dental profession and the publications that cover it have no shortage of dental professionals ready to share 

their expertise. DPR sets itself apart with an editorial team comprised of journalists, not dentists. Each month, 

we reach out to a wide variety of voices to help tell the story of innovation in the dental profession. We don’t 

assume we know all the answers; we are, instead, committed to asking the right questions and delivering unbi-

ased, quality content. None of the articles you read are “paid for,” but as a product-centric magazine, working 

closely with our manufacturing partners is an important part of the process. 

MOSTPRODUCTS.BESTSEARCH.

Find thousands of products at

dentalproductsreport.com

Intelligent implant 

system
Henry Schein Dental Surgical 

Solutions introduced the new iSy® 

implant system. iSy, manufactured 

by leading implant provider Camlog 

and exclusively distributed by 

Henry Schein, is a play on the words 

“intelligent system.” It is designed 

to optimize implant treatment 

effi ciency while minimizing the 

complexity of treatment planning, 

enabling practitioners to choose a 

digital, conventional or combined 

treatment workfl ow.

Henry Schein Dental Surgical 
Solutions

877-537-8862
isyimplants.com

CIRCLE RS #4

Ultrasonic 

scaling system
DENTSPLY’s all-new Cavitron 

Touch™ Ultrasonic Scaling System 

reportedly allows users to experi-

ence an intuitive touchscreen 

interface, customizable power set-

tings and Tap-On™ technology. In 

addition, the Steri-Mate® 360° fully 

rotating handpiece is designed for 

free-fl owing movement and access 

within the oral cavity. 

DENTSPLY Professional

800-989-8826
dentsply.com

CIRCLE RS #3

Direct restorative 

material
VOCO introduced Admira® Fusion, 

said to be the world’s fi rst all-

ceramic-based universal, direct 

restorative material. After almost 

two decades of intensive research 

and development, VOCO created 

the fi rst-ever nano-ORMOCER® 

through the “fusion” of VOCO’s 

nano-hybrid and ORMOCER® 

(ORganic MOdifi ed CERamic) 

technologies. 

VOCO America, Inc.

888-658-2584
vocoamerica.com

CIRCLE RS #6

Soft tissue laser
Ultradent Products Inc. introduced 

the Gemini™ 810 + 980 soft tissue 

laser, which is said to be dentistry’s 

fi rst dual-wavelength soft tissue 

diode laser with 20 watts of peak 

super-pulsed power and a stunning, 

fully transparent electroluminescent 

display. No matter the procedure, 

the Gemini laser reportedly makes it 

faster, smoother and more effi cient. 

Ultradent Products, Inc.

800-552-5512 
ultradent.com

CIRCLE RS #5

http://www.dentalproductsreport.com/
http://www.dentsply.com/en
http://isyimplants.com/
https://www.ultradent.com/en-us/Pages/default.aspx
http://www.voco.com/us/home/index.html
http://www.dentalproductsreport.com/
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 24 3D CAD/CAM in the future of dentistry

When it comes to technology in dentistry, 

if you’re not ahead of the curve, you’re 

falling behind. by Dr. John Flucke
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These 14 products will help you keep 
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great features can make your life a 

lot easier. by Dayna Johnson
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EH�D�ÁRS��by Naomi Cooper
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can be a huge mistake. by Dr. Lorne Lavine
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adjustments. by Teresa Duncan
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Product launches and updates from 

throughout the industry

Practical clinical advice, research 

and techniques

Content to help your practice grow and prosper

DPR recently conducted an exclusive 
survey to find out how you’re feeling. 
Here’s what we found out.

Are dentists happy? Sad? Somewhere in-between? 

We asked you to tell us how you’re feeling, and now 

we’re unpacking the results. by Kevin Henry

THE MENTAL STATE OF 

TODAY’S DENTIST: PART 1
[42]
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© 2015 DENTSPLY International

Cavitron® and Steri-Mate® are registered trademarks and Cavitron Touch™ 

is a trademark of DENTSPLY International and/or its subsidiaries.     

CAV27-0715-2

For more information or to request a demo, call 

1.800.989.8826 or visit www.cavitronsystems.com

There’s only one Cavitron®. 

Available exclusively with Cavitron Touch™

and Built-In Systems2

Effortless rotation 
is now within reach
Introducing Cavitron Touch™ with Steri-Mate® 360—a reimagined unit that offers 
unprecedented1 comfort and control throughout every procedure, featuring:
t  Ergonomic design with lightweight cable and fully rotating Steri-Mate® 360 

handpiece allows free fl owing movement and access within the oral cavity

t An innovative touchscreen interface for ease of use

Reference: 1. New technology compared to current Cavitron systems

Reference: 2. Steri-Mate®  360 available on G139 Integrated unit only

Interested?  Circle Product Card No. 07

https://cavitronsystems.com/
https://cavitronsystems.com/
https://cavitronsystems.com/
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Dental Products Report provides dentists with 

comprehensive, accurate and unbiased information across 

the spectrum of specialties. In consultation with forward-

looking clinicians and manufacturers, our staff supports 

dentists as they apply new products and technologies for 

excellence in patient care and practice development.

Dental Products Report (Print ISSN# 0011-8737, Digital ISSN# 2150-640X), is published monthly by UBM Medica, 131 West First St., Duluth, MN 55802-2065. One-year subscription rates:  $150 in 
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between the hours of 7:30 a.m. and 5 p.m. CST and a customer service representative will assist you in removing your name from UBM Medica’s lists. Outside the U.S., please phone 218-740-6477. 

Dental Products Report does not verify any claims or other information appearing in any of the advertisements contained in the publication, and cannot take responsibility for any losses or other 
damages incurred by readers in reliance of such content.

Dental Products Report cannot be held responsible for the safekeeping or return of unsolicited articles, manuscripts, photographs, 
illustrations or other materials.

To subscribe, call toll-free 888-527-7008. Outside the U.S. call 218-740-6477.

OUR MISSION

 10 Clicks and picks

What real dentists are 

searching for and savoring at 

dentalproductsreport.com.

 12 From the editor

 14 The List: Top 3 benefits 

of intraoral cameras

 72 On a mission for patient 

education | How one dentist 

is on a mission to educate patients. 

Sponsored by Patterson Dental

ALSO IN THIS ISSUE

January 2016 | VOLUME 50 | ISSUE 01

Now that we see the amazing 

market penetration of digital 

impression systems, we 

begin to see a similar market 

growth and penetration in 

digital CAD/CAM systems.

3D CAD/CAM IN THE FUTURE OF DENTISTRY P. 24

From the company you trust for infection control.

dentronix
Instrumentation. Sterilization. Innovation.

®

235 Ascot Parkway

Cuyahoga Falls, OH 44223
www.dentronix.com

Introductory Offer
Buy 8 Canisters of 6” x 6.75” wipes (160 count) / Get 4 FREE (net $9.83/ canister)
Buy 4 - 32 oz Bottles of Spray / Get 2 FREE (net $11.00/bottle)

1-800-523-5944

Got a Minit?
T��������������� ���������  Surface Disinfectant & Cleaner

Tuberculocidal     Bacteriocidal     Virucidal     Fungicidal

Ultracare Minit Spray® and Ultracare Minit Wipes® provide 1-step cleaning and 

intermediate-level disinfection- tested on 25 key organisms including Tuberculosis, 

HBV, HIV and Rhinovirus  - all in a 1-minute contact time. These low toxicity and 

low odor products are safe for use on most dental and orthodontic surfaces. 

Simple and economical EPA-registered, no-mix formula.

Active Ingredients -72.5% Ethyl Alcohol and 

.33% Didecyl DiMethyl Ammonium Chloride

Ultracare Minit products are only available 

from Dentronix and are sold in case lots.

Interested?  Circle Product Card No. 15

http://www.dentalproductsreport.com/
http://www.dentronix.com/
http://www.dentronix.com/
http://www.copyright.com/


For effective, reliable pain management, choose Articadent® - the fast-acting, versatile anesthetic backed by the legacy of the DENTSPLY brand. 

Glowing Results
“Outstanding pain management
  —and from a company I trust!” 

—Scott Dickinson, DDS

 DENTAL
(articaine HCI and epinephrine) Injection

Your trusted partner in dental anesthetics

Articadent® is indicated for local, infi ltrative, or conductive anesthesia in both simple and complex dental procedures. 

Important Safety Information
Articadent® is contraindicated in patients who are hypersensitive to products containing sulfi te. Common precautions include aspiration prior to 
injection to help avoid intravascular injection. Local anesthetic solutions like Articadent® that contain a vasoconstrictor should be used cautiously 
especially in patients with impaired cardiovascular function or vascular disease.The most common adverse reactions (incidence >2%) are 
headache and pain. Articadent® should not be used in patients with congenital or idiopathic methemoglobinemia or in patients who are receiving 
treatment with methemoglobin-inducing agents.

Please see Brief Summary of Prescribing Information on page

For more information, call 1.800.989.8826 
or visit www.dentsply.com.

© 2014 DENTSPLY International
Articadent is a registered trademark of DENTSPLY International and/or its subsidiaries.        ART01-1214-1.0 Rev.00

 

 ��.

Interested?  Circle Product Card No. 09
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Quality New & Refurbished Dental Equipment
at Affordable Prices

Custom Replacement Upholstery Kits Start at $575

www.superiordds.com

1-888-548-7282Call Now

Toll Free

Verifying the content of 
every case has never 
been easier.
More than 50 leading producers and 
suppliers of dental restorative materials 
now back up the quality, integrity and 
value of their products with certificates 
from the IdentAlloy/IdentCeram Council.

Provided free to labs and dentists, 
IdentAlloy and IdentCeram certificates confirm the 
composition and ADA classification of the restorative 
materials you’re using with patients. 

Remember to ask your lab for the certificate attesting to the
content of every case you order. Show the certificates to your
patients. Keep them on file. And use them to make your own
commitment to quality a matter of record.

Find out if the restorative materials you rely on are certified 

IdentAlloy.org/verify

� The IdentAlloy/IdentCeram Certificate Program 

�
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The Universal Composite
That Keeps Polishing 

in Mouth
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G-ænial Sculpt Majesty ES-2†Filtek Supreme Ultra† Estelite Sigma Quick†

1 Internal Data on file.
† Not a registered trademark of GC America Inc.
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s� 3UPERIOR POLISH AND HIGH GLOSS RETENTION

s� 3ELFPOLISHING EFFECT ENABLES ADDITIONAL
� POLISH IN MOUTH
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† Not a registered trademark of GC America Inc.
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UNIVERSAL COMPOSITE RESTORATIVEUNIVERSAL COMPOSITE RESTORATIVE

Interested?  Circle Product Card No. 76

http://www.gcamerica.com/
http://www.gcamerica.com/
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DENTALPRODUCTSREPORT

.COM
MOST PRODUCTS. BEST SEARCH. 

Find thousands of products and all of the 

following web-exclusive content on our website.

Follow us on Facebook 
and Twitter

No need for dental 

drills? Study fi nds tooth 

decay can be stopped 

without drilling
A new study has revealed that tooth decay can be 

stopped, reversed and prevented without the need 

for the traditional “fi ll-and-drill” approach.

The top 10 dental 

memes of 2015
There were a lot of hilarious dental memes that hit the 

Internet this year, but here are the best of the best.

NEW 

CONTENT

EVERY 

DAY

Clicks & Picks 
What dentists were searching and savoring in December

@Dentalproductsreport.com

3 MOST-VIEWED PRODUCTS 

01  Lava ™ Plus High 

Translucency Zirconia

3M ESPE 

02  Feather Lite™

Brasseler

03  Dentrix G6
Henry Schein Practice Solutions

3 MOST-READ ARTICLES ONLINE

01  The top 10 weird dental news stories
of 2015
by Laura Dorr

02  The top 10 dental discoveries of 2015
by Laura Dorr

03  From 1 to 50, the best and worst states 
to work in a dental practice
by the DPR Editorial Team

Make your inbox happy! Register 
for DPR’s e-newsletter and 
never miss a web exclusive 
article or video. Go to 
dentalproductsreport.com/

subscribe.

E-NEWSLETTERS

ZERO CREATIVES / GETTY IMAGES

Study fi nds material 

that could make 

stronger dental fi llings
The search for the perfect material for optimal dental fi llings has been 

ongoing, but now researchers think they may have found the answer. 

http://www.dentalproductsreport.com/
http://www.dentalproductsreport.com/
http://www.dentalproductsreport.com/
http://www.dentalproductsreport.com/subscribe


Approved PACE Provider FAGD/MAGD credit approval does not imply acceptance by a state of provincial board of dentistry or AGD endorsement. The current term of approval extends from May 2, 1988 to May 31, 2016. 
Provider ID# 208682

Progressive Orthodontic Seminars is an ADA CERP Recognized Provider. ADA CERP is a service of the American Dental Association to assist dental professionals in identifying quality providers of continuing dental 
education. ADA CERP does not approve or endorse individual courses or instructors, nor does it imply acceptance of credit hours by boards of dentistry. Progressive Orthodontic Seminars designates each day of seminar 
for 8 hours of continuing education credits.

L E A D E R

in O
r thodontic  C

E

UP TO  

384 
CE CREDITS

LEARN TO HELP YOUR

ORTHODONTIC
PATIENTS with a predictable 

 step-by-step system

714-973-2266  |  1-800-443-3106  |  www.posortho.com

JOIN OUR NEW SERIES IN 2016

COMPREHENSIVE 2-YEAR  
ORTHODONTIC COURSE 
The world’s leader in orthodontic training for GPs

  Offered in 2 formats: 

     Live 2-Year Series | Internet Assisted Training (IAT)

  Over 7,000 graduates from 40 worldwide locations

  Full support for the rest of your career

  Lifetime Free Retake Policy

Our full orthodontic system will give you the tools and confidence you 

need to provide quality care to patients. With lifetime support and the 

most comprehensive training in the industry, we will help you succeed 

throughout your orthodontic career.

Orange County, CA      June 10-13

San Jose, CA        June 3-6

Houston, TX        June 24-27 

Chicago, IL        May 20-23

Atlanta, GA       June 3-6

Miami, FL    June 24-27

New York, NY    May 20-23

Philadelphia (IAT)     April 8-10

Sacramento (IAT)      October 14-16

FREE INTRO SEMINAR 
Get a day’s worth of free orthodontic education (with NO obligation)

  Introduction to Comprehensive Orthodontics

  Includes cases and the basics of diagnosis and treatment planning

  Up to 8 CE Credits

San Jose, CA        March 12

Philadelphia, PA        March 13

Chicago, IL        March 19

Orange County, CA        March 19

Newark, NJ        March 19

New York, NY        March 20

Atlanta, GA       April 2

Houston, TX       April 2

Miami, FL     April 2

Webinar          April 5 (1 CE)

Orange County, CA       April 20 (3 CE)

Streaming Video     Anytime (1 CE)

RSVP TO A  
FREE INTRO CLASS 
at posortho.com

Free IPSoft™ Software

Interested?  Circle Product Card No. 69

http://www.posortho.com/
http://www.posortho.com/
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FROM THE EDITOR
We want to know what you think about DPR. 

Your comments, good and bad, are always welcome!       

      SGoff@Advanstar.com |       @StanGoffDPR

“
        I was thrilled 

to see that around 

70 percent of 

respondents rated 

their job satisfac-

tion above the 

midline.”

W
elcome to the fi rst 2016 issue of 

Dental Products Report! It’s 

going to be another great year 

for not only this magazine but the dental 

industry, as well. Of course, there are 

going to be some hiccups along the way 

throughout the year, but I believe strongly 

in what the future holds for dentistry, and 

I know many of you do, as well, thanks 

in part to a survey DPR recently did with 

so many of you throughout the country.

I recently took some time to read 

through this survey, and I’ll tell you what 

jumped out at me. Anyone who knows me 

will normally tell you I tend to be a pretty 

upbeat, optimistic guy. With that being 

said, I’ll start out with the negative part of 

my interpretation fi rst.

As someone in the profession can most 

likely tell from the results, dentistry can 

be incredibly rewarding in many facets. 

However, it can also be incredibly stress-

ful at times. When you consider the level 

of stress we deal with on a daily basis and 

then mix in stagnant or slightly decreased 

income, there emerges a dangerous cock-

tail for job dissatisfaction.

Despite what the TV pundits tell us, the 

economy is recovering and patient spend-

ing along with it but at a much slower 

rate than what we are led to believe. That 

causes stress levels to rise and job satisfac-

tion to decrease. The good news is den-

tistry is no different in those categories 

than any other job I can think of.

Part of that stress comes from insurance 

(as most dentists can attest), and you can 

read more about that and what you told us 

about your biggest stressors on page 42  in 

the fi rst installment of our survey results.

Now for the good news. Dentists really 

enjoy practicing dentistry. I was thrilled to 

see that around 70 percent of respondents 

rated their job satisfaction above the mid-

line. These same people are energized by 

their work and patient relationships. 

What’s my overall takeaway? Dentistry 

is still a wonderful profession and a great 

way to earn a living. We are well-respected 

in our abilities, and, in most instances, 

compensated in a commensurate degree 

to our training.

For me, dentistry is the only thing I ever 

wanted to do and I cannot imagine doing 

anything else. I think I wanted to be James 

Bond for a bit in my early college years, but 

that was more for the gadgets and the girls 

than job satisfaction. So take heart! The 

future is bright, and it gets even brighter with 

a good attitude. This survey tells us just that.

Enjoy this issue of DPR and the debut of 

our survey results. Here’s to a great 2016 

for all of us! �

[ Dr. John Flucke ] 
Chief Dental Editor

Subscribe to Advanstar Dental Media eNewsletters 
at dentalproductsreport.com/subscribe.

What we learned from a pivotal survey

91%
Recommended  
Clinical Rating

{
The Dental Advisor's Consultants Comments: 

�������������	��������������������������
�
������������

�������������������������������	�		�������������

����
�����������	������������
���

��������������
���������������

�����������������������������������������������������
}

"When used as an ultrasonic cleaner or pre-soak, 
Sani-Soak Ultra effectively cleans organic debris 
from stainless steel instruments, leaving them 
clean and shiny."  - The Dental Advisor

Interested?  Circle Product Card No. 13

http://www.dentalproductsreport.com/subscribe
http://www.dentalproductsreport.com/
http://www.enzymeindustries.com/
mailto:SGoff@Advanstar.com


Just two more implant cases per month could substantially 
increase your bottom line. That is the Power of Yes.

ORTHOPANTOMOGRAPH™ OP300

OP300 3D platform provides a clear path to 
greater case acceptance through engaging 
treatment presentations, better patient involvement 
and improved diagnostic capabilities. 

Discover the Power of Yes! 

Call us at 866-940-1417 
or visit yes.OP300.com

On average, a solo practitioner sees 
between 260-360 patients per month.±

Nearly half of those patients 
are missing at least one tooth.± 

If only two of those patients 
agreed to implant treatment, 
it could generate an additional 
$73,000 of annual revenue!*

The Power of “YES!”

*  Assuming the average implant, abutment, and crown is 

 approximately $3,000 surgical and restorative. 

±   For supporting data, visit: 
imaging.kavokerrgroup.com/instrumentarium_sources

©  2016 Instrumentarium Dental. For OP300 Indications for Use, visit: 
imaging.kavokerrgroup.com/instrumentarium_ifu. IN0003/A 10.15

Interested?  Circle Product Card No. 14

http://yes.op300.com/
http://yes.op300.com/
http://imaging.kavokerrgroup.com/instrumentarium_ifu
http://imaging.kavokerrgroup.com/instrumentarium_sources
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QUICK BITES 
for team development 

and practice success
THE LIST NEXT MONTH: Top 5 things not to miss in Chicago

Shows patients what’s REALLY going on

Providing patients with more information is never a bad idea, particularly when 

that information makes problems very obvious. If you’re trying to describe a 

serious issue to a patient, but you’re left using a lot of dental jargon and some 

tricky mirror angles, the patient might not know what’s going on and might even 

question your diagnosis. With an intraoral camera, you can point out the problem 

area, and the patient can identify the problem for himself or herself. Discussing 

an obvious issue on an HD screen can help a patient really understand what’s 

going on with his or her mouth and dispenses the guesswork and complicated 

explanations. Plus, intraoral cameras are so fast that you can have important 

treatment conversations while the patient is still in the chair. You’ll instantly have 

a clear, high quality image of the mouth to show instead of having patients sit 

there while you show them a mirror and make them keep their mouth open.

Increases patient acceptance (because of No. 1) 

Because patients have a much better idea of what’s really going on in-mouth, 

there’s also a much stronger possibility they’ll be more accepting of the treat-

ment suggestions you offer. Think about going to the auto mechanic: It’s always 

WESTEND61 / GETTY IMAGES

01

02

TOP 3
BENEFITS OF 

INTRAORAL CAMERAS   

03

much easier to understand what’s going on with your car when the mechanic 

shows you what’s happening than when he or she just tries to explain it. 

The same thing is true of dental work: If you can show patients the issue, 

they’ll be much more likely to understand why you’re suggesting a specifi c 

treatment plan. And if they understand it, they’ll be more likely to accept it. 

Helps you better see problem areas

It’s not just the patient that benefi ts from the higher resolution images provided 

by an intraoral camera. You’ll be able to provide better treatment, as well. You’ll 

be able to see lesions, sores or even signs of oral cancer in hard-to-reach areas 

of the mouth, and you’ll be able to return to those images when you’re working on 

a treatment plan. Instead of needing to rely on memory or hastily scribbled notes, 

you’ll have HD photos to look at and keep with a patient’s fi le. 

http://www.dentalproductsreport.com/


PRODUCT WATCH

TECHNOLOGY EVANGELIST

BENCHMARK

DOUBLE TAKE

PRACTICE MANAGEMENT SOFTWARE
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[ WEB EXCLUSIVES ]

The product is equipped with numerous features and benefits 

geared toward enabling optimum orthodontic practice.

by DentalEZ

 http://bit.ly/1P4WkG7

The patent-pending, extended-release formula 

reportedly contains 44 percent xylitol.

by Elevate Oral Care

 http://bit.ly/224kEz3

DentalEZ® expands specialty offerings with the 
new Ortho Cart  

Elevate Oral Care introduces Allday™ Dry Mouth Spray 

VIDEO

By pairing the two systems for finishing and polishing, 

users are able to reduce the number of steps needed 

to impart a brilliant high shine to composite surfaces.

by Komet USA, LLC

 http://bit.ly/1Jpq7oy

Composite finishing and polishing with 

Q-Finisher® carbides and CompoBrite™ 

polishers 

Log on to dentalproductsreport.com for up-to-date product 
news and our exclusive content.

ADDITIONAL CONTENT ONLINE

  TECHNOLOGY EVANGELIST

3D CAD/CAM IN THE 
FUTURE OF DENTISTRY

When it comes to technology in 
dentistry, if you’re not ahead of the 
curve, you’re falling behind. 

  DOUBLE TAKE

“THE INSTRUMENTS 
COME OUT CLEAN AND 
SHINY, AND IT REQUIRES 
LESS SCRUBBING ...”

One clinician shares his thoughts 
on how well this enzymatic cleaner 
works on all of the practice’s 
instruments. 

  PRODUCT ROUNDUP

THE BEST PRACTICE 
MANAGEMENT SOFTWARE 
FOR YOUR OFFICE

These 14 products will help you 
keep your practice organized and 
efficient. 

[ IN THIS SECTION ]

DMG MiniDam
The DMG MiniDam is a new style 

of latex-free gingival protection 

device. Designed to be small enough 

to be placed quickly and easily, it 

protects the proximal area during 

treatment and provides comfortable 

gingival coverage for patients. Its 

unique shape is said to allow it to 

self-stabilize around adjacent teeth, 

where it securely maintains its posi-

tion without the use of clamps. The 

device can be used for cosmetic and 

restorative procedures, including 

bleaching, acid etching and when 

placing the company’s resin infiltra-

tion treatment, Icon.

DMG America 

800-662-6383  |  dmg-america.com

CIRCLE RS #16

32 NEW PRODUCTS

24

28

30

http://www.dentalproductsreport.com/
http://www.dentalproductsreport.com/dental/article/composite-finishing-and-polishing-q-finisher-carbides-and-compobrite-polishers
http://www.dentalproductsreport.com/dental/article/dentalez-expands-specialty-offerings-new-ortho-cart
http://www.dentalproductsreport.com/dental/article/elevate-oral-care-introduces-allday-dry-mouth-spray
http://www.dmg-america.com/
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PRODUCT WATCH
Find more products at dentalproductsandreviews.com

[ CORDLESS HEADLIGHT SYSTEM ]

Firefl y
DenMat announced the newest addition to the PeriOptix® line of 

magnifi cation products. The Firefl y is the fi rst cordless headlight 

system that fi ts any pair of loupes, reportedly allowing users the 

freedom to focus on what matters most: their patients. At only 28 

grams, the Firefl y’s design is a lightweight and ergonomic alternative 

to conventional headlight systems. 

DenMat

1-800-4DENMAT   |  denmat.com

CIRCLE RS #17

[ DENTAL INSTRUMENTS ]

Periodontal maintenance curettes 

in partnership with Anna Pattison
Hu-Friedy announced the launch of its new periodontal main-

tenance curettes developed in partnership with Anna Pattison, 

renowned dental hygiene educator and practitioner. Adding to 

Hu-Friedy’s reportedly already extensive line of scalers and curettes, 

this new set of four instruments is designed to allow for greater 

access subgingivally in patients with tight tissue. 

Hu-Friedy

800-HU-FRIEDY |  hu-friedy.com

CIRCLE RS #18

[ LIP AND CHEEK RETRACTOR ]

OptraGate
Ivoclar Vivadent’s OptraGate is now available for children in two new 

colors: blue and pink. OptraGate is a latex-free lip and cheek retrac-

tor that reportedly is easy to use, quick to place and comfortable for 

the patient. The product is said to allow unimpeded retraction of the 

lips and cheeks over a large area.

Ivoclar Vivadent

800-533-6825  |  ivoclarvivadent.com

CIRCLE RS #19

[ LIGHT CURED RESIN ]

Liquid Magic Resin Barrier
TAUB Products announced the release of Liquid Magic Resin 

Barrier for implant and cosmetic dentistry. Liquid Magic is a light-

cured resin used to protect threading, screws and internal compo-

nents of implants and abutments. Used prior to the placement of a 

crown, Liquid Magic works in conjunction with ZERO-G Bio-Implant 

Cement, reportedly resulting in better seating of the crown and 

easier cleanup afterwards.

TAUB Products

800-828-2634  |  taubdental.com

CIRCLE RS #20

The Firefl y reportedly features 

extended run times and 

adjustable brightness settings. 

http://www.dentalproductsreport.com/
http://taubdental.com/
http://www.ivoclarvivadent.com/
http://www.hu-friedy.com/
https://denmat.secure.force.com/denmatmain/r_dm_home
http://dentimax.com/
http://dentimax.com/


SPECIAL INTRODUCTORY OFFER:

Buy Three, Get One Free!*

Protecting the gingiva and maintaining a dry field can mean 

the difference between a successful procedure and a costly 

do-over. MiniDam from DMG America is a new, latex-free 

gingival protection device that goes on quickly and holds on 

securely. Once placed, it protects the proximal area during 

treatment, and provides comfortable gingival coverage for 

patients. The unique shape of the MiniDam allows it to self- 

stabilize around adjacent teeth, where it securely maintains its 

position without the use of clamps. The clinician simply 

pre-stretches the silicone material, which already has holes 

integrated into it and then pulls it over the teeth to be treated. 

This provides a relatively dry working area, unlimited access 

and an unobstructed view of the working area. 

Dental Milestones Guaranteed.

DMG MiniDam
A Simple Way to Safeguard Adjacent Tissue and Dentin

Quick Protection 
Where It’s Needed.

NEW

Learn More: www.dmg-america.com/minidam

*Free goods shipped directly from DMG America. To receive free goods, please fax your 

paid dealer invoice to DMG America at 201-894-0213. Orders must be placed through an 

Authorized Dealer and redeemed within 30 days of purchase. Limit (2) per dental office. 

Offer valid January 1, 2016 - March 31, 2016. May be discontinued at any time. 

Interested?  Circle Product Card No.21

https://www.youtube.com/watch?t=2&v=1hWlaveKnqY
http://www.dmg-america.com/
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PRODUCT WATCH
Find more products at dentalproductsandreviews.com

[ CORDLESS HEADLIGHT ]

Spark™

Orascoptic™ introduces Spark™, a cordless headlight that reportedly 

integrates with virtually any loupe or eyewear frame model. Said to 

feature an innovative, patent-pending design, the Spark dispenses 

weight evenly across the bridge of the frame, a design that minimizes 

concentrated facial pressure. 

Orascoptic

800-369-3698  | orascoptic.com

CIRCLE RS #22

[ FLUORIDE VARNISH ]

VellaMini
With the introduction of VellaMini from Preventech, you reportedly 

can now choose your favorite delivery system to apply clear formula 

Vella 5 percent sodium fl uoride with NuFluor. Use the original pack-

age and delivery system with the sturdy Vella stick or switch to the 

popular back-of-the-glove technique with the new VellaMini. 

Preventech

704-849-2416  |  preventech.com

CIRCLE RS #23

[ SPECIALIZED WATER FILTRATION SYSTEM ]

VistaPure
SciCan, partnering with Vista Research, announced VistaPure, a 

specialized water fi ltration system for STATIM cassette autoclaves, 

BRAVO fractionated vacuum sterilizers, HYDRIM instrument wash-

ers, ultrasonic cleaners, dental bottles and other select autoclaves 

and instrument washers. VistaPure reportedly provides two grades 

of high quality water. The system connects directly to the city water 

supply and sends purifi ed water to the stericenter.

SciCan, Inc.

724-820-1600  |  scican.com

CIRCLE RS #24

[ MEDICAL APPAREL ]

Certainty PLUS™ scrubs and lab coats
Strategic Partners, Inc., a leader in the design and manufacturing of medical 

apparel, lab wear, footwear and accessories, announced the launch of scrubs 

and lab coats with Certainty PLUS™, featuring antimicrobial and fl uid barrier 

fabric technologies. The combined technologies reportedly are available in 

durable, breathable, soft, comfortable and fashionable Code Happy® scrubs and 

Cherokee®, Dickies® and Code Happy lab coats.

Strategic Partners, Inc.

818-671-2100  |  certaintytechnologies.com

CIRCLE RS #25

Spark™ is said to emit a 

precisely focused beam of 

32,000 millilumens. 

http://www.dentalproductsreport.com/
http://certaintytechnologies.com/
http://www.scican.com/
http://preventech.com/
http://www.orascoptic.com/
http://dentimax.com/
http://dentimax.com/


*First-time users only. Limit 1 per doctor or hygienist. Valid in the U.S. and Canada only. 
While supplies last. Please allow 2-5 weeks for delivery. 
**Results may vary. 
@2015 Tokuyama Dental America Inc.  |  11201501

Powerfully reduce tooth sensitivity and pain in your 

patients with Tokuyama’s Shield Force® Plus. 

The innovative Double-Block Technology off ers instant 

and long-term relief from hypersensitive dentin.

Immediate Pain Relief 
Quickly seal dentinal tubules with resin tags 
50μm deep. 

Long-Lasting Pain Relief (up to 3 years**)
Create a durable 10μm-thick coating over the resin 
tags with light-curing.

The two layers of protection prevent recurring 
sensitivity from abrasion.
 
Goes on green for precision placement, but cures 
clear. An easy 30-second application reduces 
overall procedure time.

Caring doesn’t always 
mean being sensitive. 

FREE
M

I N
I  K

I T

*

To request a FREE mini kit 

of Shield Force Plus: 

Call 877-378-3548 or

visit www.ShieldForcePlus.com 

and provide promo code: DPRA116

Interested?  Circle Product Card No. 12

http://shieldforceplus.com/
http://www.tokuyama-us.com/


Try
Shield Force ®Plus 

For Free!
To receive your free mini kit*, go to 

www.ShieldForcePlus.com
or complete and mail this card.

www.tokuyama-us.com

New Users Only.

One o� er per doctor or hygienist. 

While supplies last. Valid in U.S. and 

Canada only. Please allow 2-5 weeks 

for delivery. Multiple submissions will 

not be accepted. 

Promo code: DPRA116

� Yes, please send me Tokuyama updates & promotions.

*One Shield Force Plus bottle (0.5 ml.), fi ve dispensing brushes, and one dispensing well. 

Occupation:  � Dentist       � Hygienist

First/Last Name:

O�  ce Name:

O�  ce Address:

Street:

City:

State/Province:                       Zip Code:

Phone:

E-Mail:

Preferred Dealer:

ES714279_DPR0116_TOKUYAMA1_FP.pgs  12.22.2015  21:41    ADV  blackyellowmagentacyanFoldPerforation

http://www.tokuyama-us.com/
http://www.shieldforceplus.com/
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TOKUYAMA DENTAL AMERICA INC

740 GARDEN VIEW CT., STE. 200    
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PRODUCT WATCH
Find more products at dentalproductsandreviews.com

[ INCREASED ACCESS ]

3Shape Implant Studio™ access to 

implant lines from DENTSPLY Implants
3Shape announced dental professionals can access the implant lines from 

DENTSPLY Implants in connection with 3Shape Implant Studio™.  Dentists, implan-

tologists and dental technicians virtually access implant systems when using Implant 

Studio™ software. Professionals choosing implants from DENTSPLY Implants then 

plan the implant procedure based on DENTSPLY Implants’ precise specifi cations.

3Shape

908-867-0144  |  3shape.com

CIRCLE RS #27

[ MOLD CHART ]

Dymon-Hue® HPT Mold Chart
Justi®,, the inventors of hardened plastic teeth, announced the latest Dymon-Hue® 

HPT Mold Chart for anterior and posterior hardened plastic teeth. Dymon-Hue® HPT 

is said to be the timeless choice for premium prosthetics and now includes the new 

extra-large anterior mold No. 268 and two new striking bleached shades—H21 and 

H22.

American Tooth Industries

800-628-1437  |  americantooth.com

CIRCLE RS #28

[ FINISHERS ]

Zircon-Brite Finishers
Dental Ventures of America’s new preloaded Zircon–Brite Finishers are designed for 

individual patient use. They are said to provide a convenient polishing solution follow-

ing any adjustment required during fi nal seating on monolithic crowns.

Dental Ventures of America, Inc.

800-228-6696  |  dentalventures.com

CIRCLE RS #29

[ BRUXISM AND AIRWAY SOLUTIONS ]

Home monitoring system and oral appliance
Whip Mix recently signed a partnership agreement with DDME for exclusive global 

distribution of a home monitoring system and oral appliance to address bruxism 

and airway issues in the dental market. The dentist reportedly will be able to send 

the patient home with a monitoring system that will measure sleep patterns, airway, 

bruxism, snoring and sleep apnea. Depending upon the results, he or she may then 

refer the patient to a sleep physician or make a short-term appliance to see if it will 

improve the bruxism and airway.

Whip Mix

800-626-5651  |  whipmix.com

CIRCLE RS #30

Users should contact their 

distributor for information on 

accessing the libraries. 

http://www.dentalproductsreport.com/
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http://dentalventures.com/
http://www.americantooth.com/
http://www.3shape.com/


Dream Sensor

FREE Installation and FREE Set Up

Sensors starting at only

$3,999

 Integrated Practice Management Software
& Award Winning Dream Sensors

 Offer expires January 31, 2016

Call Today! (800) 403-1916

Interested?  Circle Product Card No. 31

http://dentimax.com/
http://dentimax.com/


22  |  DENTALPRODUCTSREPORT.COM  |  January 2016

PRODUCT WATCH
Find more products at dentalproductsandreviews.com

[ SYSTEM UPDATES ]

Dream Sensor enhancements
DentiMax updated its digital sensor system reportedly by making its Dream Sensor 

even more resilient to wear and tear and adding enhanced image fi lters to the 

software. The DentiMax sensor’s cord now has added Kevlar reinforcement, which is 

said to increase the cord’s durability, and the sensor itself has a new protective plate 

designed to act like a shock absorber to the sensor wafer. 

DentiMax

800-704-8494  |  dentimax.com

CIRCLE RS #32

[ SOFTWARE ENHANCEMENT ]

Invivo 6.4
KaVo Kerr Group Imaging released Invivo 6.4, an enhancement to the award-winning 

CBCT 3D imaging treatment-planning software. The new upgrade is fully integrated 

and exclusively used with Instrumentarium™ Dental™, Gendex™ and SOREDEX™ 3D 

imaging systems. The upgraded, feature-rich software is designed to provide even 

more control when designing crowns, abutments and implants right from the cone 

beam 3D scan. 

KaVo Kerr Group

704-587-7271  |  kavokerrgroup.com

CIRCLE RS #33

[ INTRAORAL IMAGING SYSTEM ]

Planmeca ProSensor HD
Planmeca introduced the Planmeca ProSensor HD, an intraoral imaging system that 

reportedly offers excellent image quality and a patient-centered design with multiple 

convenience features for enhanced usability. For top-notch image quality, Planmeca 

ProSensor HD has a new CMOS (complementary metal-oxide semiconductor) chip, 

as well as a more accurate scintillator with a fi ber-optic layer for sharper images, 

improved contrast, better signal-to-noise ratio at all dose levels and a theoretical 

resolution at 33 lp/mm.  

Planmeca USA, Inc.

630-529-2300  |  planmecausa.com

CIRCLE RS #34

[ GUARANTEE AND WARRANTY ]

Space Maintainers-Pacifi c Northwest 

guarantee and extended warranty
With Space Maintainers-Pacifi c Northwest’s guarantee and extended warranty 

program, patients reportedly don’t need to worry about losing, damaging or breaking 

their orthodontic appliances. Every Space Maintainers-Pacifi c Northwest-fabricated 

splint or appliance is automatically guaranteed for 90 days at no charge. For extra 

protection, a practice can join the extended warranty program, and, for a small fee 

per appliance, these products are automatically covered for a year. 

Space Maintainers – Pacifi c Northwest

800-423-6509  |  aurumgroup.com

CIRCLE RS #35
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UP TO 3 YEARS WARRANTY

THE POWER TO DO MORE.
High power air-driven handpiece, 55 dBA, 410,000 rpm,  

4 asymmetrical sprays, LED light, bur-locking mechanism.

30 WATTS

Bien-Air USA, Inc.   5 Corporate Park   Suite 160   Irvine, CA 92606, USA   Phone: 1-800-433-BIEN   Phone: +1 949-477-6050   Fax: +1 949-477-6051   ba-usa@bienair.com

INTRODUCTORY OFFER

BUY 3, GET 1 FREE
(Validity : January 1 - June 30, 2016)

YANKEE DENTAL CONGRESS

January 28-30, 2016
Boston, MA
Booth 1619

3X TORNADO LED
Ref. 1600908-001

OR

3X TORNADO LK 
(COMPLATIBLE WITH KAVO 

MULTIFLEX COUPLER, NOT INCLUDED)

Ref. 1600907-001
www.bienair-tornado.com

TRY TORNADO IN THE COMFORT OF YOUR PRACTICE
Call us on 1-800-433-BIEN  or go on www.bienair-tornado.com and find more about our 7-day free trial program.

TRY
FOR FREE

FREE

+
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THE PROGRESS OF DENTISTRY HAS  

been likened to a moving sidewalk 

where, if you are not moving 

forward, progress sweeps you back-

ward. Time and again we have seen 

you can make the best buggy whips 

in the world, but if no one is making 

buggies anymore, your company is 

doomed to failure.

A few years ago, one of the largest 

impression material companies in 

the United States spent nearly $100 

million in an effort to enter the digi-

tal impression market. Now if that 

company spent $100 million to enter 

that market, it should give you a 

pretty clear indication where the big 

players in our industry see the future.

In the last two weeks, I have seen 

a couple of amazing products that 

go hand in hand with that process. 

Now that we see the amazing market 

penetration of digital impression 

systems, we begin to see a similar 

market growth and penetration in 

digital CAD/CAM systems and digi-

tal impression systems that interface 

with digital systems, which allows 

us to create the fi nal restoration 

chairside.

These systems will continue to 

evolve into the market and are due 

to explode in the next year. Look for 

two technologies that are going to 

create some serious industry buzz in 

the not-too-distant future.

One is what I will term “subtrac-

tive puck technology.” What I mean 

by that is taking multi-axis mills 

and grinding out restorations using 

burs. This will be done by cutting the 

restoration out of an existing piece of 

restorative material (hence “subtrac-

tive”). However, we are somewhat 

used to subtractive milling in the 

world of blocks. The difference here 

is that each block can only be used 

for one restoration. “Subtractive 

When it comes to technology in dentistry, if you’re 

not ahead of the curve, you’re falling behind.

3D CAD/CAM in the 

future of dentistry

DR JOHN FLUCKE

http://www.dentalproductsreport.com/


SPOTLIGHT YOUR SMILE

Before wearing  

UltraFit tray in  

the mouth UltraFit tray after 

just 10 minutes 

in the mouth

With no impressions or custom trays necessary, 

Opalescence Go is ready to use right out of the 

package! The comfortable, adaptable UltraFit™ pre-filled 

tray provides molar-to-molar coverage, and quickly 

adjusts to any smile.

800.552.5512 | ultradent.com

© 2016 Ultradent Products, Inc. All Rights Reserved.
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puck technology” uses a disc about 

the size of a hockey puck to mill mul-

tiple restorations. Whether the res-

torations are all for the same patient 

or different patients makes little or 

no difference because the mill never 

touches the patients, and cross con-

tamination is of no consequence.

The preparation is scanned by the 

acquisition device and then sent to 

the “puck mill” (the systems I have 

seen most recently are the 3Shape 

TRIOS scanner paired with the 

BioDenta “puck” mill). The mill-

ing system has design and milling 

software that allows simple and easy 

creation of any indirect porcelain 

prosthesis.

The other is what I will term 

“additive laser technology.” This 

involves 3D printing utilizing an 

incredibly precise laser system and 

a photo-polymerizing “soup” or 

liquid. The company I saw at the 

ADA meeting was EnvisionTEC. 

The 3D printing is accomplished by 

utilizing a laser beam that is fi red 

into the “soup,” which causes precise 

photo-polymerization. Basically 

whatever is being created rises out of 

the “soup” as more and more layers 

are polymerized.

The process is very similar to an 

ink-jet printer where a small amount 

of ink is very accurately sprayed onto 

a sheet of paper. In this case, a very 

small laser is accurately fi red into 

the “soup,” causing polymerization, 

which, in turn, causes the hardened 

material to rise out of the “soup” 

in polymerized layers. However, 

the layers are undetectable, and the 

printed piece appears as one entire 

polymerized piece of plastic or what-

ever material is being printed.

In Europe, I have read of titanium 

being printed, which has lead to 

custom 3D-printed prosthetic hips 

being created during the surgery. I 

can envision a time in the not-too-

distant future where both dental 

implants, as well as prostheses, are 

custom-created in a CAD/CAM 

environment. 

Make sure to keep your eyes and 

ears open as more and more incred-

ible technology makes the news. 

As you all know, breaking stuff 

is one of the things I do best so keep 

checking in on your “technology 

evangelist,” and I’ll let you know the 

good, the bad and the ugly of these 

new devices and concepts as the new 

year progresses! 

ABOUT THE AUTHOR

John Flucke, DDS, is technology editor for 

Dental Products Report and dentistry’s 

“technology evangelist.” He practices 

in Lee’s Summit, Mo., and has followed 

his passions for both dentistry and 

technology to become a respected speaker 

and clinical tester of the latest in dental 

technology, with a focus on things that 

provide better care and better experiences 

for patients. He blogs about technology 

and life at blog.denticle.com .

“
     These systems 

will continue to 

evolve into the mar-

ket and are due 

to explode next 

year. Look for two 

technologies that 

are going to create 

some serious indus-

try buzz in the not-

too-distant future.”

Myth.
All carbides  
are prone to 
breakage.

Fact. 
No. NeoBurrs 
are engineered 
to be stronger. 

Engineered for Safety

Get $25 OFF  
the purchase of any 4 packs 

Promo code: 
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 Offer expires 2/29/16
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NEOBURR.COM

No Questions Asked Guarantee 
Unconditional quality & performance guarantee.

�
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�

Designed for Strength 
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DR. BRIAN STERN IS BOARD-CERTIFIED 

by the American Board of Oral 

and Maxillofacial Surgery. He 

practices in Powell, Ohio, and also 

is a member of the American Asso-

ciation of Oral and Maxillofacial 

Surgeons, International Association 

of Oral and Maxillofacial Surgeons, 

International Congress of Oral 

Implantologists, the American Den-

tal Association and the Ohio Dental 

Association.

Dr. Stern’s practice is part of the 

Oral and Maxillofacial Surgery 

Centers group, and the Powell 

location prides itself on providing 

results-focused services for every 

patient, ensuring a comfortable and 

stress-free experience.

About a year ago, the practice 

began using the Sani-Soak Ultra 

products by Enzyme Industries, Inc., 

Sani-Soak Ultra
Sani-Soak Ultra is an anticorrosive, 

enzymatic cleaner that can be used as 

an ultrasonic cleaner and/or an evacu-

ation system cleaner. Sani-Soak Ultra 

is designed to brighten and extend the 

life of instruments, is nontoxic and is 

safe to use on burs and instruments. It is 

available in either lemongrass lavender 

or cool mint scents.

Enzyme Industries, Inc. 

888-236-9963  |  enzymeindustries.com

CIRCLE RS #42

and here he tells us about the results 

and what he likes best about the anti-

corrosive enzymatic cleaners.

How/why did you start to use 
Sani-Soak?
We received a sample and gave it a 

try. After using this product for a 

while, we started to really like it and 

made a decision to switch products. 

We have now been using Sani-Soak 

for just less than a year, and we are 

glad we made the switch.

What have the results been like 
since you brought this product 
into the practice?
Sani-Soak seems to work better on 

all of our instruments. Even our 

forceps don’t need to be lubricated 

as often since using this product. 

The instruments come out clean and 

shiny, and it requires less scrubbing 

of the instruments.

What are the best benefi ts of 
this product?
This product cleans our instruments 

better than the other brand we were 

using for more than 10 years. It has a 

built-in measuring cup to accurately 

give you the amount you need. As an 

added benefi t, it has a great smell.

Would to recommend to a 
colleague?
Yes. It’s a great product and does 

what it says.

More on Sani-Soak Ultra
Sani-Soak Ultra is designed to 

brighten and extend the life of 

instruments, is nontoxic and is safe 

to use on burs and instruments. It is 

available in a lemongrass lavender or 

cool mint scent. Sani-Soak Ultra is 

available in a one-quart bottle, gal-

lon size or a 64-count box of 0.5 oz. 

uni-dose packets. The quart bottle 

has a built-in “tip and measure” cup, 

and it yields 64 gallons of cleaner.  

“
       The instruments come 

out clean and shiny, and it 

requires less scrubbing ...”

One clinician shares his thoughts on how 

well this enzymatic cleaner works on all of the 

practice’s instruments. [ compiled by Stan Goff ]

DR. BRIAN A. STERN
Practicing since 2005 

http://www.dentalproductsreport.com/
http://enzymeindustries.com/


   

CERTIFIED LABORATORY CITY STATE PHONE CERTIFIED LABORATORY CITY STATE PHONE

3004364_01*Additional shipping charges and applicable taxes may apply. Offer is valid only in the U.S. Inclusive is a registered trademark of Prismatik Dentalcraft, Inc.

Certified precision through a laboratory near you

Inclusive
®
 Custom Abutments are available in titanium, zirconia with ti-base or the new gold-tone titanium, and 

are compatible with 14 of the most popular implant systems. Inclusive implant bars and frameworks are precision-
milled from high-grade titanium alloy. Contact a Certified Inclusive Laboratory below for more details.

Certified                               Laboratories 
®

$299* 
COMPLETE
ABUTMENT

Custom Abutments and Bars

®

NEW 
Gold-Ton

e!

Burdette Dental Lab Inc. ................................... Birmingham ................... AL ......... 800-624-5301
Mobile Dental Design, Inc. ................................ Mobile............................ AL .........251-634-2445
Oral Arts Dental Laboratories, Inc. ..................... Huntsville ....................... AL ......... 866-590-9435
Oral Arts Dental of Mobile ................................. Mobile............................ AL ......... 800-327-4047
Parkway Dental Lab .......................................... Opelika .......................... AL .........800-239-3512
Dorsey Dental Lab Inc. ...................................... Rogers ........................... AR ......... 479-621-8885
Dentek Dental Laboratory, Inc. .......................... Scottsdale ...................... AZ ......... 877-433-6835
Kofa Dental Laboratory ..................................... Yuma ............................. AZ ......... 928-783-1141
Lafayette Dental Lab ......................................... Phoenix .......................... AZ ......... 800-996-9482
Lakeview Dental Ceramics ................................ Lake Havasu City ........... AZ ......... 928-855-3388
New West Dental Ceramics ............................... Lake Havasu City ........... AZ ......... 800-321-1614
Sentry Dental Laboratory .................................. Mesa ............................. AZ ......... 480-610-1800
6-11 Dental Studio ........................................... Lake Forest .................... CA ......... 866-413-0766
A&M Dental Laboratories .................................. Santa Ana ...................... CA ......... 800-487-8051
BDL Prosthetics ................................................ Irvine ............................. CA ......... 800-411-9723
Bigler Dental Ceramics, Inc. .............................. Tustin ............................ CA ......... 714-832-9251
Coast Dental Lab .............................................. Stanton .......................... CA ......... 714-670-9048
Creative Porcelain ............................................. Oakland ......................... CA ......... 800-470-4085
Dental Masters Laboratory ................................ Santa Rosa .................... CA ......... 800-368-8482
Excel Maxillofacial Prosthetic Laboratory ........... Simi Valley ..................... CA ......... 805-526-5346
Glidewell Laboratories ...................................... Newport Beach .............. CA ......... 800-854-7256
Great White Dental Lab ..................................... Santa Maria ................... CA ......... 800-441-3522
High Precision Dental Laboratory ...................... Torrance ........................ CA ......... 877-523-4241
ITec Dental Laboratory ..................................... Fullerton ........................ CA.........888-341-6333
Iverson Dental Laboratories .............................. Riverside ........................ CA ......... 800-334-2057
Kera-Dent Ceramic Studio Inc ........................... Laguna Hills ................... CA ......... 949-859-6207
NEO Milling Center ............................................ Cerritos .......................... CA ......... 562-404-4048
Nichols Dental Lab ............................................ Glendale ........................ CA ......... 800-936-8552
Noel Laboratories, Inc. ...................................... San Luis Obispo ............. CA ......... 800-575-4442
Precision Ceramics Dental Laboratory ............... Montclair ....................... CA ......... 800-223-6322
Riverside Dental Ceramics ................................ Riverside ........................ CA ......... 800-321-9943
Williams Dental Laboratory ............................... Gilroy ............................. CA ......... 800-713-5390
Colorado Springs Digital Dental Lab .................. Colorado Springs............ CO ........ 719-638-3598
Vitality Dental Arts ............................................ Boulder .......................... CO ........ 800-399-0705
Elite Dental Arts ................................................ Wilmington .................... DE ......... 302-994-1466
Carlos Ceramics Dental Lab .............................. North Miami Beach .........FL ......... 305-940-4040
Hennessy Dental Laboratory ............................. Riviera Beach ..................FL ......... 800-694-6862
Knight Dental Group .......................................... Oldsmar ..........................FL ......... 800-359-2043
William Scott Dental Studio ............................... Palm Beach Gardens .......FL ......... 561-775-7720
Vital Ceramics ................................................... Roswell .......................... GA......... 770-992-8843
Colonial Dental Studio ....................................... Davenport ....................... IA ......... 800-397-1311
Artistic Dental Studio, Inc. ................................. Bolingbrook .................... IL ......... 800-755-0412
Maine Dental Laboratory ................................... Mount Prospect ............... IL ......... 847-398-3977
Oral Image Dental Studio, Inc. ........................... Chicago .......................... IL ......... 877-235-9740
Prosthotech ...................................................... Sugar Grove .................... IL ......... 630-466-8333
Ragle Dental Laboratory, Inc. ............................ Champaign ..................... IL ......... 800-742-3629
Vitality Dental Arts ............................................ Elgin ............................... IL ......... 800-399-0705
Dental Art Solution ............................................ Indianapolis ....................IN ......... 317-373-6629
Eurodent Dental Lab ......................................... Overland Park ................ KS ......... 800-298-9589

Selser Dental Lab ............................................. Terrytown ...................... LA ......... 800-392-1540
Arcari Dental Laboratory ................................... Wakefield .......................MA ........ 781-213-3434
PDL, Inc. ........................................................... Kingston ........................MA ........ 800-924-6025
Microdent Dental Laboratories .......................... Gaithersburg ..................MD ........ 301-519-0034
Nichols Laboratory Inc. ..................................... Hebron ...........................MD ........ 410-543-8264
Apex Dental Milling ........................................... Ann Arbor........................MI ......... 866-755-4236
Artistic Dental Lab ............................................ Allen Park .......................MI ......... 800-437-3261
K&M Dental Lab ................................................ Lansing ...........................MI ......... 517-394-1975
Trachsel Dental Studio ...................................... Rochester ......................MN ........ 800-831-2362
Real Time Dental Lab ........................................ Rocky Mount .................. NC ........ 877-830-4770
Precision Dental Laboratories, Inc. .................... Fargo ............................. ND ........ 800-568-4145
Preferred Dental Laboratory .............................. Roseland ........................ NJ ......... 800-548-2613
Las Vegas Digital Dental Solutions .................... Las Vegas ...................... NV ......... 800-936-1848
Elegant Dental Laboratories .............................. Brooklyn ........................ NY ......... 877-335-5221
MobileTek Dental Labs ..................................... New York ....................... NY ......... 212-951-7325
Smiledent Dental Studio.................................... Mt. Kisco........................ NY ......... 914-276-0218
Northwest Ceramics Inc. ................................... Columbus ...................... OH ........ 614-451-9597
ROE Dental Laboratory ...................................... Garfield Heights ............. OH ........ 800-228-6663
Applegate Dental Ceramics ............................... Medford ......................... OR ........ 541-772-7729
Ceramicraft Dental Lab ..................................... Bend .............................. OR ........ 541-318-7808
Albensi Laboratories ......................................... Irwin .............................. PA ......... 800-734-3064
DeLux Dental Laboratory ................................... Reading ......................... PA ......... 800-541-5642
Fager Dental Lab .............................................. Camp Hill ....................... PA ......... 717-737-3440
Innovative Dental Arts ....................................... North Huntingdon ........... PA ......... 866-305-5434
Thayer Dental Laboratory .................................. Mechanicsburg .............. PA ......... 800-382-1240
Sherer Dental Laboratory .................................. Rock Hill ........................ SC ......... 800-845-1116
Shoolbred Dental Laboratory ............................. Anderson ....................... SC ......... 864-261-3861
Crystal Dental Ceramics .................................... Richardson ..................... TX ......... 972-680-1660
Dental Dynamics Laboratory Inc. ....................... Arlington ........................ TX ......... 800-640-8112
Dental Plus Laboratory ...................................... Garland .......................... TX ......... 972-271-3399
Natural Arts Dental Laboratory .......................... San Antonio ................... TX ......... 800-322-6235
Oral Designs Dental Laboratory, Inc. ................. San Antonio ................... TX ......... 800-292-5516
PCB Dental Lab ................................................. Richardson ..................... TX ......... 972-671-3894
Broadway Dental Lab ........................................ Taylorsville ..................... UT ......... 801-955-4878
Epic Dental Studios ........................................... American Fork ............... UT ......... 801-756-1117
Swift Lab .......................................................... South Jordan ................. UT ......... 866-505-9090
Treasure Dental Studio ..................................... Salt Lake City ................. UT ......... 800-358-6444
Via Digital Solutions .......................................... Draper ........................... UT ......... 888-484-6842
Art Dental Lab ................................................... Chantilly ......................... VA ......... 703-378-8555
Crystal Dental Lab ............................................ Centreville ...................... VA ......... 703-825-7920
NexTek Dental Studios ...................................... Manassas ...................... VA ......... 800-678-7354
Nu Technologies Dental Laboratory ................... Powhatan ....................... VA ......... 804-379-9939
The Point Dental Studio, LLC ............................. West Point ..................... VA ......... 804-337-5477
Pacific Dental Arts ............................................ Olympia .........................WA ........ 877-438-1882
Ziemek Aesthetic Dental Lab............................. Olympia .........................WA ........ 866-943-6357

INTERNATIONAL LABS SERVICING THE U.S. 
Smith-Sterling Dental Laboratories ................... Cartago .................... Costa Rica ... 800-395-8205
Smile Designs ................................................... Guelph .................... ON, Canada  . 519-836-1100
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FEATURED PRODUCT

Easy Dental

Henry Schein Easy Dental is said to be the easiest, most affordable dental 

practice management system to own and use. It is designed to give budget-

conscious practices powerful features to automate their dental offi ce without 

the cost and complexity of expanded feature sets. Easy Dental is said to provide 

a complete set of management and clinical tools but is designed to give dentists 

the ability to add new functionality, such as digital imaging integration, credit 

card billing and eClaims verifi cation, when their practice grows. And because 

Henry Schein backs it, practices can trust Easy Dental to provide quality cus-

tomer service and technical support to ensure success.

Easy Dental

800-824-6375  |  easydental.com 

CIRCLE RS #45

FEATURED PRODUCT

Dentrix® Enterprise

Henry Schein Dentrix® Enterprise is said to be an industry-leading dental software that 

enables multilocation practices to centralize all provider and patient data and maximize 

business effi ciency, setting the stage for growth and improved profi tability. By streamlin-

ing organizational, administrative and fi nancial aspects of the practice, managers report-

edly can improve economies of scale and maintain consistency at multiple sites. Trusted 

by providers since 1999, Dentrix Enterprise is said to include award-winning clinical tools 

and integration with leading dental equipment to enable high quality patient care. Backed 

by the strength of Henry Schein, Dentrix Enterprise reportedly is the right choice to ensure 

the success of your business.

Dentrix Enterprise 

800-459-8067  |  dentrixenterprise.com

CIRCLE RS #46

These 14 products will help you keep your practice organized and effi cient. 

[ compiled by Danielle Toth ]

REB IMAGES / GETTY IMAGES

FOR YOUR OFFICE
THE BEST PRACTICE MANAGEMENT SOFTWARE 
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FEATURED PRODUCT

FEATURED PRODUCT

CS Cloud

CS Cloud is a said to be a powerful practice manage-

ment solution designed for practices that want to avoid 

making diffi cult and costly decisions about maintaining 

servers and upgrading computer hardware. Taking 

your practice to the cloud creates a centralized plat-

form for your practice management software, whether 

CS PracticeWorks or CS SoftDent. That means you’ll 

have access to the same fi le system and database 

from almost any device or location. CS Cloud also 

allows you to protect and back up important data and 

fi nancial information. 

Carestream Dental

800-944-6365  | carestreamdental.com

CIRCLE RS #48

DentiMax

DentiMax is said to be a technology leader with the 

knack for making software that is extremely easy to use. 

The software tightly integrates with digital X-rays, allow-

ing you to easily view X-rays and treatment plans from 

the same screen. And DentiMax is designed to fl ow just 

like your dental offi ce. From checking in a new patient 

to electronically prescribing medication to scheduling 

additional patient visits, DentiMax reportedly mirrors 

your practice’s actual workfl ow. These and other easy-

to-use but powerful features are said to make DentiMax 

an easy choice. Available on the cloud or on your own 

computers, you choose which version makes the most 

sense for your practice.  

DentiMax 

800-704-8494  |  dentimax.com
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FEATURED PRODUCT

FEATURED PRODUCT

ACE Dental Software

ACE Dental Software is designed to include all of the 

features of the top dental programs but in a much 

more user-friendly interface. Top Ten Reviews chose 

it as the best dental software for three years in a row 

as it is said to help practices grow and become more 

profi table. ACE’s eReminder service automates patient 

appointment reminders, and an hour-ahead text 

message is said to eliminate no-shows and save up to 

$30,000 a year in losses.  

ACE Dental

888-667-4272  |  ace-dental.com

CIRCLE RS #47

Curve Hero

Curve Dental reportedly provides a bright, innovative 

solution to managing your practice. The cloud-based 

software is designed with a super-clean look and is 

said to deliver a refreshing amount of lifestyle fl exibility. 

Curve leads the profession with eight years of cloud 

development experience, reportedly providing a com-

prehensive solution, including native digital imaging, 

innovative charting capabilities, powerful scheduling 

tools, super-tight billing controls and more. 

Curve Dental

888-910-4376  |  curvedental.com

CIRCLE RS #49

EndoGuard points the way to 

successful endo treatment, creating 

straight-line access and expanding 

the pulp chamber for safe entry.

Buy Call Connect
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FEATURED PRODUCT FEATURED PRODUCT

MOGO Cloud

MOGO reportedly has dedicated more than 30 years 

to providing general dentists and specialists with 

advanced dental practice management software. 

The MOGO Cloud is said to be an innovative and 

cost-effective dental software that is powered by the 

Microsoft Cloud (Azure) and the industry’s leading 

security, ensuring safety and reliability. You reportedly 

no longer need a server computer; the MOGO Cloud 

stores and accesses your data via the Internet on the 

cloud. 

MOGO

800-944-6646  |  mogo.com

CIRCLE RS #54

Denticon

Planet DDS’s Denticon offers scheduling, clinical 

charting, imaging, patient-facing online tools, advanced 

reporting, patient communications and even fully 

integrated insurance services. It is all hosted in the 

cloud with continuous backup, which reportedly allows 

practices to do away with expensive servers. Simply 

log into Denticon anytime, anywhere with an Internet 

browser to access the latest version of the EHR-certifi ed 

practice management software and all of your practice 

information.

Planet DDS

800-861-5098  |  planetdds.com

CIRCLE RS #56

FEATURED PRODUCT

FEATURED PRODUCT

MacPractice DDS

MacPractice DDS’s best-in-class features reportedly 

include a modern interface for Mac-native digital imag-

ing and next-generation charting, secure messaging, 

iOS native apps for iPad, patient communications and 

reputation marketing “built inside” and the lowest IT 

costs in the industry. If you own an Apple device of any 

kind and have always wondered if it was possible to 

run your practice on a Mac, 30,000 users around the 

world are said to prove it’s possible. 

MacPractice 

877-220-8418  |  macpractice.com/dds

CIRCLE RS #53

Eaglesoft

Said to be the industry’s most intuitive practice man-

agement software, Eaglesoft Practice Management 

Software by Patterson Dental is now even more 

user-friendly with Eaglesoft Mobile. Eaglesoft Mobile is 

an online tool designed to let you manage critical data 

from the Web and mobile devices. It is said to enable 

you to view your schedule, patient accounts, medical 

history, prescription history, proposed treatment and 

clinical images. You can also assign tasks from your 

smartphone or tablet.

Patterson Dental

800-475-5036  |  eaglesoft.net

CIRCLE RS #55

FEATURED PRODUCT

DoctorMeow

DoctorMeow is a software paging system running in 

offi ces of all sizes. Click on a provider’s card to page 

them to your chair/location. Communicate that a 

patient has arrived, a procedure is ready to move on 

to the next phase or that you need a doctor. Deliver 

custom public and private messages. Page providers 

via your intercom system, SMS, pagers, email and the 

Pebble™ smart watch. Discover practice dynamics 

with the included reporting module that exposes 

analytics such as provider and chair utilization. 

Doctor Meow

415-738-2444  |  doctormeow.com

CIRCLE RS #51

FEATURED PRODUCT

Dentrix®

More than 35,000 dental practices rely on Henry 

Schein Dentrix® practice management software 

because it provides solutions for both sides of your 

practice: the business side and the clinical side. Plus, 

Dentrix is said to help you build your practice with inte-

grated eServices, innovative software that adds new 

capabilities to your system and “Dentrix Connected” 

products from top dental technology companies. You 

can equip your practice with Dentrix now and report-

edly enrich it for years to come with a growing network 

of partner products all guaranteed to work smoothly 

with Dentrix. 

Dentrix
800-DENTRIX  |  dentrix.com

CIRCLE RS #52

PRACTICE MANAGEMENT SOFTWARE
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FEATURED PRODUCT

XLDent

XLDent is a complete suite of dental software for 

tablet PC, desktop and web technologies. It report-

edly allows dental staff to create an interactive 

experience for their patients and provides fl exibility 

in the delivery of patient care. XLDent is designed 

to allow you to go totally paperless and contribute to 

the overall productivity and profi tability of general 

dental and specialty practices. It is suitable for 

single and multilocation clinics. 

XLDent

866-450-6717  |  xldent.com

CIRCLE RS #57

FEATURED PRODUCT

Dentrix® Ascend

Henry Schein Dentrix® Ascend is a new cloud-based practice 

management system that reportedly dares to think differently 

and dream big. With Dentrix Ascend, you are said to get a 

fresh new interface that packs the most advanced clinical, 

front-offi ce and business management capabilities into a sur-

prisingly easy and intuitive new user experience. You report-

edly gain the freedom to use whatever devices make sense for 

your practice. From PCs to iPads, you are said to get instant 

access from any location, and you’re freed from buying and 

maintaining your own hardware all for an easy-to-manage 

monthly subscription. 

Dentrix Ascend

855-232-9493  |  dentrixascend.com

CIRCLE RS #58

PRACTICE MANAGEMENT SOFTWARE

Dr. Richard Burkholder, DDS, practices in Issaquah, 

Wash. He recently spoke with DPR about why he chose 

to take his lab management to the cloud (with DentiMax), 

how it’s helped his practice and why other clinicians 

might want to do the same: 

1. Why did you choose to go with cloud-based soft-

ware? We choose to go with software on the cloud so 

we could access it from anywhere. Knowing that most 

software is going to that anyway also encouraged us. 

We like having one drive, less server maintenance and 

not having backup duties. Access from sites out of the 

practice is a big plus, making it easy to work or catch up 

from anywhere. Plus, the cloud version takes the stress 

of backup off the provider/practice.

2. How has having your practice management in the cloud 

helped your practice? We can work and access Denti-

Max charts from anywhere with the cloud. This allows 

us the maximum utilization of offi ce space. We like that 

administrative duties can be done off-site. Treatment 

planning is done off-site in many instances at the end 

of a long day; we export X-rays and photos via email and 

treatment plan from home.

3. How did you end up choosing DentiMax’s cloud soft-

ware? We had DentiMax on-premises software before 

and upgraded to benefi t from the cloud.

4. Is there anything you miss from the traditional “on-

premises” software? We don’t miss anything from the 

traditional “on-premises” software. Speed is not an 

issue while using the cloud software.

5. What would you tell a practice choosing between 

cloud and on-premises software? Compare costs 

between the two, but also point out the feasibility of 

cloud software, support, updates and highlight that 

managed secure backups are big pluses.

THE BENEFITS OF TAKING PRACTICE 

MANAGEMENT TO THE CLOUD

Our OP10 orifi ce opener allows 

safe, effi  cient coronal shaping, 

increasing your chances of ideal 

straight-line access for RCT. 
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888-Komet-USA
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In 2003, my dental practice 

converted from an archaic 

DOS-based dental software to 

the impressive and robust Dentrix 

practice management software. Two 

years later, I still felt like I hadn’t even 

scratched the surface of my new pow-

erful software’s potential so I applied 

to become a certified Dentrix trainer 

to learn everything there was to know 

about the Dentrix program.

Now, I know not everyone has the 

opportunity to become a Dentrix 

trainer like I did, but with a little self-

motivation and some tips from me, 

you will be well on your way to being 

a “Dentrix super user.” Because I 

work with dental practices every day, 

I have the unique opportunity to see 

what features they use, what features 

they don’t use and what features they 

have no idea even exist.

Quick Letters and Letter Merge
Maybe this sounds familiar: You 

have a folder on your desktop with 

all of the office’s letters you send 

out to patients, including collection 

letters, welcome letters and letters to 

specialists. When it is time to send 

a letter, you edit the date, enter the 

patient’s name, address and saluta-

tion, then sign the letter and scan 

it into the document center. That 

process sounds like a lot of work to 

me. Why not add your custom letters 

into Quick Letters or Letter Merge 

with the proper merge fields and let 

Dentrix do all the work for you? The 

best part is it will automatically put 

a note on the Office Journal and you 

can “send to the Dentrix Document 

Center” without scanning (see No. 5 

on the list).

Dentrix Mobile
Have you ever sat at home and the 

power goes out? You check the office, 

and the power is also out there 

so how are you going to let your 

patients know not to come in? Has 

your doctor ever been out of town 

and received a call from a patient 

requesting a drug refill but he or 

she has no way of checking the last 

prescription or the patient’s last visit 

unless he or she goes into the office? 

Both of these common scenarios 

can be solved just by registering for 

Dentrix Mobile. It’s included in your 

Dentrix customer support plan.

Payment agreements
In 2014, I wrote an article called 

“Get it out of your head and into the 

computer.” The theme of the article 

was speaking to office managers who 

store all their verbal payment agree-

ments in their head. This still happens, 

but I also see new doctors purchase 

practices with a significant amount of 

the accounts receivable more than 90 

days past due or new office managers 

take over a practice where there has 

been no management of the accounts 

receivable. Using the Payment Agree-

ment feature in Dentrix will not only 

help you get organized with patient 

payments but also allow the entire 

team to see what the arrangement is 

with the account on the ledger.

Tracking gratuities and 
referrals
Do new patients hear about you 

from friends, Google Search or the 

Valpak flyer that cost you $15,000 

to send out? Your marketing dol-

lars depend on where patients are 

referred from so you should know 

where to continue spending money 

and where to stop. When a patient 

refers a new patient, do you give him 

or her a thank-you gift? Would you 

like to track if you gave the referral 

source a Starbucks or Home Depot 

gift card last time or be able to track 

a referral source’s gratuity history? 

Tracking referrals and gratuities in 

Dentrix is easy and gives the doctor 

good information about where to 

spend marketing dollars, but most 

offices never use this useful tool.

Sending to the Dentrix 
Document Center
This will save your team a ton of 

time in unnecessary scanning, 

wasted paper and hard drive storage 

space. When you scan a document 

into the Document Center, it takes 

many more steps, and the file size of 

a scanned document is much bigger 

than that of a file sent electronically 

through the Dentrix Document Cen-

ter printer driver. Anything you want 

to print can be virtually printed to 

the Document Center for file storage. 

Perfect Day Scheduling
Close your eyes for a moment 

and imagine if you could see your 

patients on time, complete 80 per-

cent of your production goal before 

lunch, get out for lunch on time and 

finish your day without pulling the 

roller skates out of the closet. This 

can be a reality if you create it. Take 

control of your appointment book 

with Perfect Day Scheduling. When 

you use it, your team knows exactly 

how to schedule because you have 

mapped it out for them. There is no 

room for error. 

Goal tracking
Every dental practice has production 

and collection goals it needs to meet 

to keep the financial state of the 

business healthy. I always encourage 

doctors to share these goals with the 

team and be transparent with the 

key performance numbers. There are 

several places in Dentrix to watch 

and monitor your practice goals so 

the team can strategize and work 

together on exceeding the goals. 

You can monitor your goals on the 

monthly calendar, Practice Advisor 

Report and the Daily Huddle.

More Information button
Have you ever been on the phone 

with a mom and she wants to know 

when her three kids and husband 

are scheduled next for all their 

future appointments? Try the More 

Information button. You can find 

the More Information feature on all 

Dentrix modules. When you select a 

patient anywhere in Dentrix, you it is 

at the lower left corner of the window.

Create batch of primary dental 
claims
Are you sure you have batched and 

sent off all your insurance claims 

from last week? How about last 

month? Use this second pair of eyes 

to double check and make sure all 

your claims have been sent out. Not 

only will this give you peace of mind, 

but it will also keep your accounts 

receivable out of the 90-day-past-

due column.

Patient-friendly descriptions
Do your patients often ask what a 

“resin 2surf, post” or a “crown-porc 

fused noble metal” is? Or is your 

practice in an area where English is 

not the primary language for many 

of your patients? If you would like to 

create a treatment plan your patients 

would more easily understand, 

then start using patient-friendly 

descriptions.

Have fun experimenting with 

these features and working toward 

increasing your level of efficiency and 

customer service. Drop me a line at 

dayna@raedentalmanagement.com 

if you have other questions. I’m happy 

to help. 

These great features can make your life a lot easier, but 

many dental practices aren’t taking advantage of them.

[ by Dayna Johnson ]

The top 10 Dentrix features 
you probably aren’t using

PRACTICE MANAGEMENT SOFTWARE
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When leveraged 

effectively, Eaglesoft 

can make a dentist’s 

job easier and take away many 

stresses of running a practice. 

But with so many tools available 

in the program, it can sometimes 

be difficult to use each one 

effectively. Below, I’ve listed 10 

tools in Eaglesoft every dental 

practice should use:

1. Intellicare Reminders
Intellicare Reminders gets my 

vote for the No. 1 thing offices 

should use but are not. This 

program allows an office to 

set reminders about patients 

in each patient’s profile when 

an appointment is scheduled. 

It’s a great way to remind staff 

members to notify patients of 

specific information, such as to 

collect email addresses, alert a 

patient he or she is due for a new 

pan or even have a patient sign 

an updated HIPAA form at the 

time of the appointment. With 

each reminder tailored to indi-

vidual patients and easily locat-

able, this truly is a hidden gem.

The software has the ability to change the way 

your practice operates if you use it correctly.

[ by Dan Easty ]

10 things you should 
use in Eaglesoft but 
probably aren’t

PRACTICE MANAGEMENT SOFTWARE

MSTAY / GETTY IMAGES

With a .03 taper and kite-shaped 

cross-section, the PathGlider™ 

from Komet ensures safe, smooth 

RCT.

Buy Call Connect

kometusa.com
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BETTER.
SIMPLER.
STRONGER.
Introducing the next generation of LOCATOR,   

The LOCATOR R-Tx™ Removable Attachment 

System – Combining improved design, system 

simplicity, and DuraTec™ Coating toughness.

*Excluding connections that utilize .048” hex drive mechanism. Please contact your implant company provider for more information.

©2016 ZEST Anchors LLC. All rights reserved. ZEST and LOCATOR are registered trademarks and DuraTec, LOCATOR R-Tx and R-Tx are trademarks 

of ZEST IP Holdings, LLC.

http://www.zestanchors.com/rtx_landing/


Experience the next generation LOCATOR R-Tx Removable Attachment 
System today! Please visit zestanchors.com/rtx, call us at 800.262.2310, 
or contact your implant manufacturer for more information.

  Available in January for leading implant systems.

Convenient all-in-one packaging.

Dual retentive surfaces for engagement & 

narrower coronal geometry for easier seating 

of overdenture.

Enhanced geometry to resist movement 

and anodized pink for improved aesthetics.

Industry standard .050"/1.25mm* hex 

drive mechanism.

DuraTec Titanium Carbon Nitride Coating is  

aesthetic, harder and more wear resistant.

50% increase in pivoting capability to 60°  

between implants.

Interested?  Circle Product Card No. 66
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2. InContact
InContact is an excellent interactive 

contact manager that makes keeping 

track of your patient base an easy 

task. It helps you categorize different 

groups of patients based on recalls, 

post-op calls and many different 

types of reports. InContact is great 

for:

r�/PUJGZJOH�QBUJFOUT�GPS�SFDBMM�

appointments

r�.BLJOH�DBMMT�PO�EFMJORVFOU�

accounts

r�5SBDLJOH�QBUJFOU�DBMM�SFTQPOTFT

r�(FOFSBUJOH�NBJMJOHT

3. Bulk Insurance Payment
Bulk Insurance Payment allows you 

to distribute a single payment from 

an insurance company to multiple 

accounts, which makes entering 

insurance check payments much 

FBTJFS�BOE�NPSF�FGàDJFOU��5IJT�UPPM�

allows you to submit only one check 

entry on your deposit slip while per-

mitting you to distribute payments 

to specific patients. Plus, you are still 

able to view accounts, update cover-

age books and apply adjustments.

4. Money Finder
.POFZ�'JOEFS�EPFT�FYBDUMZ�XIBU�JU�

says: It finds hidden money in your 

practice! With the ability to locate 

patients who have outstanding 

USFBUNFOUT�ZPV�XJMM�TFF�IPX�.POFZ�

'JOEFS�DBO�FBTJMZ�JODSFBTF�ZPVS�DBTI�

flow.

5. Trends 
5SFOET�JT�B�QSBDUJDF�NBOBHFNFOU�

feature that allows you to view office 

totals according to specified criteria. 

In the application, you’re able to set 

yearly or monthly benchmarks for 

several key performance areas, such 

as collections percentage, number 

of new patients or number of cases 

referred. It’s an easy way to track a 

practice’s progress and change any 

behaviors to help attain your goals.

6. Scheduled Notes
5IJT�JT�B�HSFBU�QMBDF�GPS�DPNNVOJDB-

tion for the whole office. You can 

set up this dockable panel to always 

display so you can view the messages 

throughout the day. It provides a 

streamlined way to stay on top of 

communications and reach any-

one in the office.

7. Lab Tracking
When using this feature, your 

office is able to set due dates for 

the labs you work with and view 

an easy-to-read icon that shows 

UIF�QSPHSFTT�PG�EFMJWFSZ��5IF�JDPO�

changes from a half-empty beaker 

to full when lab packages arrive. 

5IJT�JT�B�HSFBU�XBZ�UP�LFFQ�UBCT�PO�

all of your needed lab materials for 

upcoming appointments without 

having to make a number of calls 

or track the packages yourself.

8. Fast Check-In
Allowing your patients to check in 

themselves saves front-desk staff 

an immense amount of time. By 

using a tablet at the front desk, a 

patient is able to enter and update 

contact information, HIPAA 

forms and medical history. You 

may also add any custom docu-

ments to the check-in process like 

appointment cancelation forms or 

financial policies.

9. SmartDoc
SmartDoc is a helpful place to 

save documents received from 

patients. When an office generates 

statements or obtains new patient 

records, it can automatically save the 

materials to each patient’s SmartDoc 

GPS�FBTZ�BDDFTT��'PS�FYBNQMF�JG�B�

QBUJFOU�DBMMT�XJUI�RVFTUJPOT�SFHBSE-

ing previous statements, the office 

can easily locate the materials in 

that patient’s SmartDoc. Each staff 

member also has his or her own pri-

vate and secure SmartDoc file where 

employee reviews or documents can 

be saved. SmartDoc files can even be 

created for labs and referral sources 

so all information is conveniently 

organized by relevant party.

10. Snapshot
4OBQTIPU�JT�B�VTFGVM�UPPM�UP�RVJDLMZ�

gauge how a practice performs 

against preset goals for several 

categories, such as production, new 

patients and collections. It allows 

practices to compare averages across 

different time periods and see how 

they improve or view areas that 

DPVME�VTF�B�MJUUMF�IFMQ��5IJT�UPPM�JT�

great for team meetings because it 

gives visual representations on the 

health of the practice.

By taking advantage of the above 

UPPMT�BOZ�&BHMFTPGU�VTFS�DBO�RVJDLMZ�

harness the potential of his or her 

practice and truly get the most out 

of his or her practice management 

system.  

PRACTICE MANAGEMENT SOFTWARE

“
     When leveraged 

effectively, Eagle-

soft can make a 

dentist’s job easier 

and take away 

many stresses of 

running a practice.”

CLS SERIESCLP SERIES

GET THE MOTOROLA ADVANTAGE

For More Information or to Place Your Order
 Visit TechWholesale.com or Call 888-Walky-Talky

MOTOROLA and the Stylized M Logo are registered trademarks of Motorola Trademark Holdings, LLC and are used under license © 2016 Motorola Solutions, Inc. All rights reserved.

Provide Safe, Efficient Care With
Motorola Two-Way Radios

(� Keeps your staff connected
 at ALL times

(� Ensures patient privacy

(� Improves office workflow

(� Durable, easy to use design

Cost effective - NO monthly fees

FREE shipping

Excellent customer service
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TOUGH, DURABLE & ESTHETIC
ACTIVA™ 36-MONTH RECALL

PULPDENT
®
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Give teeth the minerals they need 

plus all you expect from  

a composite.
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Photos courtesy of 
Dr. John Comisi
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BIOACTIVE RESTORATIVE
MIMICS NATURE

PULPDENT® Corporation   80 Oakland St. Watertown, MA 02472 /T:(800)343-4342 /F:(617) 926-6262/ sales@pulpdent.com/ www.pulpdent.com/www.activabioactive.com
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COMING SOON TO A DEALER NEAR YOU!

Anniversary Celebration!
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Revolutionary Evolution...

EvoPackTM Vertical Compaction Device
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Evo’lution: a process of formation or growth; continuous 
development of change, progression, metamorphosis.
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A material developed in the Netherlands and tested on 

dental products killed more than 99 percent of bacteria.

by Danielle Toth

 http://bit.ly/22502H1 

By focusing on prevention, dentists can eliminate the 

need for the traditional “fi ll-and-drill” approach.

by The University of Sydney 

 http://bit.ly/1O3r6M6 

New 3D-printed teeth also kill bacteria  

No need for dental drills? New study fi nds tooth decay 
can be stopped and reversed without drilling 

VIDEO

Using IPS e.max Press to achieve dramatic 

yet natural-looking smile transformations.

by Dr. Nathan Hoffman, DDS 

 http://bit.ly/1RQ339z 

How to achieve the fi nal results your 
patients desire 

Log on to dentalproductsreport.com for up-to-date product 
news and our exclusive content.

ADDITIONAL CONTENT ONLINE

  TECHNIQUE

HOW TO USE THE RIGHT 
FINISHING TOOLS 
FOR ESTHETICS 

How choosing the right polishing 
and fi nishing burs can take your 
esthetics to the next level.

   I USE THAT

KAVO DENTAL’S 
SONICFLEX AIR SCALER 

This Sunnyside, N.Y., general 
practice shares what it likes best 
about using SONICfl ex air scalers.

  TECH BRIEF

APPLYING THE AMALGAM 
HOG IN YOUR PRACTICE 

This fi ltration technology performs 
amalgam separation and other 
contaminant removal.
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Why did you and your colleagues become dentists? What do you 

like most and least about your career? This exclusive DPR survey 

hopes to answer these questions and more. More on Page 42.

TODAY’S DENTIST:
 PART 1

MENTAL 
STATE OF

THE 
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LET’S FACE IT: BEING A DENTIST 

ISN’T EASY. You’re not just running 

a dental practice. You’re running 

a small business that is also your 

livelihood. You’re running a small 

business that requires you to stay up 

on the latest trends and techniques, 

hire (and fire) team members who are 

an extension of you and your busi-

ness and improve the lives of your 

patients even if they don’t necessarily 

want to be in your chair.

It’s a tough gig that is demanding 

and can be draining. You came out 

of dental school wanting to help 

people have a better smile and better 

oral health, yet you battle on a daily 

basis with holes in your schedule, 

team members who don’t exactly get 

along and patients who think you’re 

way, way too much like Steve Martin 

in “Little Shop of Horrors.”

At Dental Products Report, we 

do everything we can to keep you up 

to speed on the latest dental prod-

ucts and advancements within the 

industry. It’s one of the reasons we 

launched Dental Practice Manage-

ment as a way to help you maintain 

your business and keep that bottom 

line strong and growing. Yes, we 

have done all of that and will con-

tinue doing that in 2016. However, 

to kick off the New Year, we wanted 

to do something that didn’t look at 

how dentists were doing clinically 

or business-wise, but rather how 

they were feeling about their chosen 

career and the daily triumphs and 

struggles they face.

With that, we present to you the 

inaugural “State of the Dentist” 

article. We asked our readers to take 

part in an extensive survey, and 635 

dentists from around the country 

answered our call. We’ve sorted 

through the data and pulled out 

some tidbits for this article. We will 

focus on other aspects of the survey 

throughout the year in DPR and 

also share other data points from the 

survey online throughout the year 

on our Modern Dental Network at 

moderndentalnetwork.com.

One of the biggest things we 

wanted to know was why dentists 

became dentists. As expected, the 

most popular answer was “a desire 

to work with and care for patients.” 

However, one of the biggest surprises 

was the low number of dentists who 

answered for “honor and respect 

accorded to a dentist.”

“I have always said I would never 

make a million dollars a year doing 

dentistry, but that didn’t matter. I 

love the patient care and interac-

tion,” said Dr. Sheri Doniger, who 

practices in Lincolnwood, Ill., and 

is a member of the DPR Editorial 

Advisory Board. “Every patient is 

different even if you are doing the 

same procedure on four people in a 

row. As a continuous researcher, the 

science aspect of dentistry is always 

fascinating. After practicing more 

than 32 years, seeing trends evolve 

and solving dental problems is some-

thing that, to this day, is rewarding.”

While Dr. Doniger and many of 

her colleagues chose their profession 

to work with patients, they made 

it very clear to us that their biggest 

pain point had nothing to do with 

patient interaction but rather the 

insurance that many of their patients 

carry. On a scale of 1-5, we asked 

dentists to rate their satisfaction with 

various parts of their day. The high-

est was “relationship with patients” 

at 4.56, while the lowest—by far—

was insurance reimbursement for 

the practice, at 2.43. It was the only 

answer to the questions we offered 

that fell below 3.0.

“The biggest factor in any practice 

is fiscal management and patient 

loyalty,” Dr. Doniger said. “Times 

have changed. When I first started 

my practice, patients were around 

for life. Now, there is less of that 

loyalty. This is partly due to the 

economy, demographic shifts and 

dental benefit coverage.

“The battle with benefit compa-

“
     As a continuous 

researcher, the 

science aspect of 

dentistry is always 

fascinating. ... see-

ing trends evolve 

and solving dental 

problems is some-

thing that, to this 

day, is rewarding.”

—DR. SHERI DONIGER
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Why did you and your colleagues 

become dentists? What do you like 

most and least about your career? This 

exclusive DPR survey hopes to answer 

these questions and more. [ by Kevin Henry ]

Why choose dentistry as a career?

Desire to work  

with and care  

for patients

Interest in 

science and 

medicine

Good, 

stable 

career with 

steady work

Desire 

to help 

people

Potential 

for high 

income

Honor and 

respect 

accorded 

to a dentist

Influence by 

a friend or 

relative in the 

profession

Other
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nies has not changed from the incep-

tion of coverage,” she continued. 

“Some companies still have the same 

$1,000 of coverage as 30 years ago, 

which will not cover a whole lot of 

dentistry outside of prevention. We 

always have to explain that we are 

the clinical practitioner, deciding 

with the patient on an appropriate 

treatment plan, and not the dental 

benefit company and their monetary 

restrictions. Patients are always 

slower to pay professional fees. 

We ‘don’t need the money.’ Some 

patients just don’t have the funds to 

spend on proper dental care. With 

the onset of discounted dental pro-

grams and coupons, we are seeing 

a decrease in specific sectors of the 

population. Whereas kids of boom-

ers and Gen Yers had gone to the 

dentist (covered by their parents), 

now that they are on their own, they 

do not consider dental health as a 

priority, especially if they have no 

dental benefit.”

Insurance isn’t just something 

dentists seem to loathe, but it’s also 

something that contributes to a great 

deal of their on-the-job stress. Of our 

respondents, 51.4 percent said insur-

ance contributed to raising their 

blood pressure followed by financial 

worries (41.9 percent) and difficult 

patients (40.6 percent).

We asked Teresa Duncan, DPR’s 

insurance editor, for her thoughts on 

the insurance survey results. 

“More than half of the survey 

respondents cited insurance reim-

bursement as a source of stress in 

their practices,” she said. “The 

logical conclusion is that they’re 

referring to lower or unsatisfac-

tory reimbursement. During my 

travels around the country, I hear 

from audiences who are upset with 

insurance processing, the lowering 

of rates and the increased scrutiny 

PPO providers endure. Occasionally, 

I hear from offices that are satisfied 

with reimbursement levels, but those 

plans are few and far between. 

“A frequent seminar question is, 

‘How do offices make it work?’ The 

easy answer is that they are efficient 

and take precautions to lower their 

financial risk. The more complicated 

answer is there is a system that needs 

to be established in an insurance 

office. This means checking eligibil-

ity and benefits religiously, utilizing 

electronic capabilities to send claims 

and attachments and tracking 

the metrics associated with your 

insurance revenues. The majority 

of offices have one or two pieces in 

place but not the whole system. You 

can always start today by investigat-

ing your own process. 

“A more complicated piece of 

the puzzle is to adjust expectations. 

Veteran doctors (and managers 

like myself!) remember the ‘good 

old days’ of easy submission and 

payment. The most difficult issue 

was figuring out the rare secondary 

insurance protocol! Younger doctors 
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Insurance reimbursement for your practice

How satisfied are dental professionals with the following aspects of their  
current position? (On a scale of 1 to 5, with 1 being very dissatisfied and 5 being very satisfied.)
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Case  
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Which factors contribute the most to on-the-job stress?
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who sign up with plans now do not 

expect easy or high reimbursement. 

Their expectations are more in line 

with their offi ce’s reality. It was dif-

fi cult to type this last paragraph as I 

have seen such a huge change in just 

20 years in our insurance environ-

ment. I don’t like to read survey 

results like these, but, again, they’re 

our reality. What can you do? Assess 

what offi ce systems you can improve 

now. That is what you have current 

control over.”

One of our respondents summed 

up a lot of your feelings with his very 

short answer to an open-ended ques-

tion on how dentists feel about their 

jobs: “Dentistry is hard. I try to do 

the best I can.”

We hear you. It’s our goal this year 

and beyond to bring you the infor-

mation we can to lower your stress 

and raise your level of success. ●

With the beginning of a new year comes changes, additions and 

deletions to CDT benefi t coding that will affect your practice. 

1. Interrelated changes: Several areas of related 

changes are with dentures, sedation and genetic testing. 

To close the gap and enable great specifi city, four related 

codes were added.

2. Stand-alone changes: Stand-alone changes were 

added to provide unique codes, including one for silver 

diamine fl uoride. It is important to note the codes are not 

product specifi c.

3. EHR and other changes:  Specifi c coding for cloud 

connections, HIPAA requirements and 3D printing were 

added, among others. Flexibility in adapting to change will 

be a hallmark of successful practices.

4. Medicare: Dentists must make a Medicare participa-

tion decision, even if it’s one of non-participation, and have 

all paperwork completed by June 1, 2016.

5. Insurance carrier mergers: We can’t predict what 

changes might be in the works for mergers of big insur-

ance carriers, but mergers could reduce competition in an 

important industry.

6. Telemedicine/teledentistry: The most common 

path being taken by states is to cover telehealth services 

in Medicaid programs, though some states require private 

insurance plans to cover these services.

Check out the full article about these changes on the Dental 

Products Report website at http://bit.ly/1T1Ijdj .

CDT 2016 6 CHANGES SHAPING DENTISTRY

Online: Short video 

techniques that offer 

a more interactive 

approach to seeing 

products in use

For the latest in clinical step-by-step 

techniques, look no further than 

Dental Products Report.

In Print: Technique articles 

written by both thought leaders and 

relatable dentists, offering case studies 

on a wide variety of products

Cosmetic Edge You Need
...from the brand you trust

The

http://www.dentalproductsreport.com/
http://bit.ly/1T1Ijdj
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1. After caries removal, old restoration 

removal and occlusal reduction, the 

tooth is fl at just above the gum.

2. Unretentive fl at preparations are 

better suited for adhesive dentistry.

3. Bifi x Temp is strong and stiff, 

and locks onto any undercuts, 

interproximal spaces, etc.

4. Bifi x Temp’s translucency 

allows for excellent blending of 

the temporary restoration. 

AT A GLANCE

ONE OF THE BIGGEST REASONS 

dentists avoid partial coverage 

restorations like onlays and veneers 

is problems related to how to tempo-

rize or provisionalize preparations 

without mechanical retention or 

axial walls. A new cement from 

VOCO, Bifi x Temp, could be a great 

help in overcoming this obstacle.

Crown preparation with subgin-

gival margins is part of the history 

and fabric of dentistry. Crowns are 

often preferred to partial cover-

age restorations because of their 

perceived simplicity. Many times, 

it’s just because crowns are easier to 

temporize! 

With the proper use of new 

materials like Bifi x Temp (VOCO) 

and supragingival adhesive restor-

ative techniques, crowns with 

subgingival margins should be the 

exception and not the rule. Utilizing 

supragingival, minimally invasive 

adhesive restorative techniques 

to intentionally keep restorative 

margins supragingival can render 

traditional mechanically retained 

restorations like full crowns virtu-

ally obsolete.  The greatest benefi t 

adhesive dentistry can bring to a 

patient is periodontal health, in 

addition to many other attributes, 

as well as making dentistry easier 

and more predictable.

Disadvantages of axial walls 
and mechanical retention
The lack of trust in adhesion, the 

perceived need for mechanical reten-

tion and the need for an axial wall 

with minimum heights of 3 to 4 mm 

often leads to placing the margins 

subgingivally as we frequently run 

out of tooth structure after occlusal 

reduction and caries removal, 

especially on short teeth like second 

molars. Reitemeier concluded 

in a clinical research study that 

subgingival crown margins double 

the chance of periodontal bleeding 

upon probing. It is well-known that 

calculus and root surface roughness 

have a very damaging effect on our 

patients’ periodontal health, and we 

are swift to eradicate such periodon-

tal enemies.

Nevertheless, it is at least as 

damaging, if not more, to have 

overhangs, open margins or any 

subgingival restorative margin as 

it is permanent tartar. Addition-

ally, axial wall preparation has the 

signifi cant negative side effect of 

allowing the diamond rotary cut-

ting instruments close proximity 

to the pulp thus increasing the tem-

perature and irritating it.

Preventing subgingival 
margins
The location of the restorative 

margins should not be left to luck. 

Using a supragingival protocol, like 

the fi ve principles of supragingival 

restorative dentistry, helps prevent 

or minimize subgingival restorative 

margins. The second principle is to 

avoid boxes, axial wall reduction or 

any other mechanical feature that is 

counterproductive to staying supra-

gingival or to adhesive dentistry. 

Following this principle means 

that even after caries removal, old 

restoration removal and occlusal 

reduction we end up with a tooth 

that is fl at just above the gum (Fig 

1). No effort will be made to create 

axial walls, boxes or any retentive 

feature as any of this would lead to 

subgingival margins and would be 

counterproductive. We must trust 

in adhesion. In fact, unretentive fl at 

preparations are better suited for 

adhesive dentistry (Fig. 2). They are 

better mechanically and easier to 

cement, as well as to prepare. One 

large problem with unretentive 

preparations is how to retain tem-

poraries or provisional restorations. 

Making temporaries for 
preparations without 
mechanical retention
Predictable provisional restora-

tions for onlays and veneers are 

indispensable although many fi nd 

JOSE-LUIS RUIZ, DDS

PREVENT SUBGINGIVAL 
MARGINS WITH RESIN 
TEMPORARY CEMENT
How a new cement from VOCO can help you 

avoid problems in partial coverage restorations.

Information provided by VOCO America.

 HOW TO

them diffi cult. Many choose to do 

leave-in or shrink wrap provisionals 

because they lock into place. Leave-

ins have the disadvantage of usually 

leaving too much fl ash in the gums.  

This often causes infl ammation and 

bleeding upon provisional removal, 

which increases the diffi culty of resin 

http://www.dentalproductsreport.com/


YOU WON’T BELIEVE IT.
(UNTIL YOU SEE IT)
SCHICK 33—CHANGING THE DEFINITION OF DIGITAL DIAGNOSTICS.

When it comes to Schick 33’s image quality, seeing is believing. And as soon as clinicians see 
the incredible, crisp images this system delivers on a daily basis, the advantage becomes 
perfectly clear. With its industry-leading 33 line pairs/mm theoretical resolution, dynamic 
image enhancement control, and clinical-specifi c image mapping capabilities, Schick 33 
 gives you a diagnostic advantage that even your patients will see. 

To request a Schick 33 demo, visit godigital.schickbysirona.com

0% SHARPENING 50% SHARPENING 100% SHARPENING

Dynamic Image Enhancement allows you to maximize Schick 33’s true diagnostic potential.

GENERAL DENTISTRY ENDODONTIC PERIODONTIC RESTORATIVE

Specialty presets allow you to see and save images based on diagnostic need.

OUR PARTNER IN PROVIDING YOU 
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Dual-cure resin-based temporary cement 

White translucent shade provides high 

esthetics

Secures long-term temporaries with strong 

adhesion

Bifix Temp

VOCO America, Inc.
888-658-2584 | vocoamerica.com

CIRCLE RS #68

on the market is Structur 3 (VOCO).  

It has excellent translucency and 

strength and a top surface so smooth 

it makes polishing unnecessary. 

Removal of flash can be done in sec-

onds using a SoftFlex Disk (3M).

The problem has always been that 

most provisional cements are too weak 

to support flat preparations without 

mechanical retention. Enter Bifix Temp 

(VOCO), a resin-based temporary 

cement that shrinks like any composite 

while curing.  It is strong and stiff so it 

locks on to any undercuts, interproxi-

mal spaces, etc. (Fig. 3).  If necessary, 

I may spot etch and bond; Bifix Temp 

(VOCO), being a resin-based tempo-

rary cement, will adhere to the bonded 

spot very well. I have used resin tempo-

rary cements for many years, but I find 

Bifix Temp (VOCO) superior because 

it is dual-cure ,making the procedure 

much faster. It also has great translu-

cency, allowing for excellent blending 

of the temporary restoration (Fig. 4), 

which is very important for veneer 

cases, and cleanup is easy. It is impor-

tant to mention Bifix Temp (VOCO) 

as a resin cement can bond to resin 

buildups so a layer of Vaseline should 

be placed over the buildup before 

cementation to avoid complications.

Using Bifix Temp can take away 

one of the biggest excuses to cut full 

crowns, and hopefully will encourage 

more dentists to start using supra-

gingival minimally invasive adhesively 

retained restorations like veneers and 

onlays more often. 

ABOUT THE AUTHOR

Dr. Ruiz is director of the Los Angeles 

Institute of Clinical Dentistry and former 

director of USC’s Esthetic Dentistry 

Continuum. He has published many 

research and technique papers and has 

been named one of the “Top Leaders in 

Continuing Education” by Dentistry Today 

for the past eight years. 

cementation. Additionally, leave-in temporaries become a mostly doctor pro-

cedure as all the cleanup of the excess provisional material has to be done with 

a handpiece or a 12 blade, both of which are doctor-only procedures.  In my 

practice, provisionals are mostly performed by assistants. I prefer they remove 

the provisionals, trim margins and adjust occlusion extra-orally, then cement. 

This technique gives me cleaner margins, which means during cementation, 

the gums will be less inflamed, leading to less potential bleeding and making 

cementation a snap. It also has the advantage of being mostly assistant work, 

thereby freeing me up to see other patients. 

For an onlay temporary, take a preoperative impression of the tooth using a 

hydrophilic alginate substitute like Silginate (Kettenbach). For veneers, make 

a silicone putty matrix of a suitable wax-up. After tooth preparation, fill the 

silicone matrix with some type of bis-acryl temporary material. One of the best 

WELCOME  
TO THE  
SUITE LIFE

Our pediatric dental software suite creates a worry-free 
mobile and tablet friendly workflow, providing your 
team the tools they need to make your practice most 
profitable.  www.xldent.com/DPR

Your All-Inclusive Software Solution

Call to learn more. 800.328.2925 or 763.479.6166
Interested?  Circle Product Card No. 65
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Introducing, SonicFill™ 2 

A proven procedure is now better than ever. Excellent 

adaptation, high depth of cure and lasting marginal 

integrity for a revolutionary experience.

Schedule a demo today! Visit Demo.SonicFill.com for more information. Together, we’re more.®

It is an innovation for a procedure.

But it was a revolution for 
my practice.

This is the new era.
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ALTHOUGH NO TWO COMPOSITE 

RESTORATIVE PROCEDURES ARE

exactly alike, certain everyday 

fi nishing and polishing applications 

can be used in most cases. Proce-

dural effi ciency and esthetic result 

are the primary objectives for these 

techniques, and when paired with 

predictability and reliability, they 

become invaluable components of 

good dentistry.

Proper tooth preparation is the 

foundation for a beautiful com-

posite restoration. Komet USA 

inlay/onlay burs, such as 845KR.

FG.025 and 845KR.FG.018, offer 

ideal options for everything from 

simple occlusal preparations to 

multisurface preparations, yielding 

even axial walls and pulpal fl oors 

and level boxes for seamless place-

ment of composite fi lling materials. 

These burs can be used following 

caries removal with a 5835.FG.012 

carbide, as well as after amalgam 

removal. 

Used together, Q-Finishers® and 

CompoBrite™ polishers quickly 

and effectively fi nish and polish 

composite restorations, saving time 

and multiple instrument changes 

while imparting a brilliant high 

shine to composite surfaces. Once 

the proper anatomy has been estab-

lished with Q-Finishers, light-pink 

CompoBrite polishers are used for 

prepolishing followed by the light-

yellow polishers, which produce a 

natural-looking, high shine, glossy 

fi nish. The polishers are available in 

disc, cup and fl ame shapes for easy 

access to all tooth surfaces.

The following case demonstrates 

fi nishing and polishing of a com-

mon composite restoration using 

Komet’s Q-Finishers and Compo-

Brite polishers: 

01STEP Place a rubber dam (Fig. 1) 

to provide proper isolation and facil-

itate a clean working fi eld. 

02STEP Use a 5835.FG.012 fol-

lowed by 845KR.FG.012 (Fig. 2). 

Note: The cleaner the lines (Fig. 3), 

the easier it is to reach the esthetic 

and functional goal. 

03STEP If the cavity preparation 

requires it, use a matrix system to 

prevent open margins and achieve 

tight contacts. Matrix options range 

from a traditional Toffl emire to 

newer sectional systems, such as 

Palodent® Plus (DENTSPLY). Note: 

Use of an appropriate matrix is help-

ful in preventing open margins and 

achieving tight proximal contacts.

04STEP Once the matrices are in 

place, use a chlorhexidine scrub (Fig. 

4) to disinfect the surface prior to 

bonding.

05STEP Place etchant (Fig. 5) fol-

lowed by bonding resin.

06STEP Place a layer of fl owable 

composite (Fig. 6), such as Tetric 

EvoFlow® (Ivoclar Vivadent), and 

follow with a layer of condensable 

composite (Fig. 7), such as Tetric 

EvoCeram® (Ivoclar Vivadent). 

Note: Layering fl owable composite 

facilitates full coverage for both sin-

gle- and multi-surface fi llings. In 

addition, the conservative use of 

materials paired with a respect for 

natural tooth contours enhances the 

effi ciency of fi nishing and polishing 

procedures.

07STEP Use hand instruments to 

sculpt the composite to the proper 

tooth anatomy. 

08STEP Using the Q-Finisher® kit 

from Komet USA, begin the fi nish-

ing procedure to establish proper 

tooth anatomy. Make the initial 

reduction before removing the rub-

ber dam. 

09STEP Remove the rubber dam, 

use articulating paper to highlight 

occlusal contacts and perform 

occlusal reduction with the football-

shaped H379Q.FG.018 bur (Fig. 8). 

10STEP Once the proper bite rela-

tion has been established for both 

intercuspal position (ICP or centric) 

and eccentric occlusion, use the 

H48LQ.FG.012 to shape detailed 

anatomy (Fig. 9).

11STEP For a natural-looking and 

feeling polish, use the two-step 

CompoBrite system.

JENNIFER JENKINS, 
CDA, EFDA

USE THE RIGHT FINISHING 
TOOLS FOR ESTHETICS
How choosing the right polishing and fi nishing 

burs can take your esthetics to the next level.   

Information provided by Komet USA.

 HOW TO
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1. Placing the rubber dam in the mouth. 

2. Use burs in the proper order: 5835.

FG.012 followed by 845KR.FG.012.

3. Note how clean the lines are. 

That makes it easier to meet 

esthetic and function goals. 

4. Use of a chlorhexidine scrub.

5. Etchant is placed.

6. Placing a layer of flowable composite.

7. Next, a layer of condensable 

composite is placed. 

8. Performing occlusal reduction with 

the football-shaped H379Q.FG.018 bur.

9. Now, the H48LQ.FG.012 is used 

to provide more detailed anatomy. 

10. The pink polisher is used before the 

yellow, ensuring a more esthetic result.

11. The final restoration demonstrates 

excellent function and esthetics.

AT A GLANCE

Six instruments are optimized for 

two-step polishing

CompoBrite polishing heads contain 

specially bonded, interspersed diamond grit 

designed to offer excellent finishing esthetics 

Light-pink polishers are used initially 

followed by the yellow polishers 

CompoBrite™ Polishers 

Komet USA

888-566-3887  | kometusa.com

CIRCLE RS #71

12STEP The pink polisher (Fig. 10) 

is followed by the yellow polisher to 

achieve a superior esthetic result. 

13STEP Figure 11 shows the final 

restoration, demonstrating ideal 

form and a natural finish. Note: 

The entire lower right quadrant has 

been restored although, for presen-

tation purposes, the focus is on 

tooth No. 30.

Today’s dentistry offers a wide 

variety of techniques and products to 

meet the needs of every dental-care 

provider and patient. Good dentistry 

relies on numerous factors among 

which are operator comfort with 

a particular system or technique, 

instrument reliability, patient comfort 

and satisfaction and predictable 

outcomes. As we continually work 

toward becoming experts in efficiency 

and quality to best serve and care for 

our patients, instrument systems such 

as the Q-Finishers and CompoBrite 

polishers are invaluable additions to 

the practice of good dentistry.

ABOUT THE AUTHOR

Jennifer Jenkins has worked in the 

dental field for 23 years and is currently 

a part of the elite restorative practice 

of Dr. Stephen D. Cooke, which works 

closely with Scullin Dental Lab. She is 

a proud alumni of the Case Western 

Reserve University EFDA program and is 

now privileged to be an instructor there, 
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TODAY’S IDEAL IMPLANT RESTORA-

TIONS DEMAND THE HIGHEST LEVEL 

of machining tolerance and the abil-

ity to withstand extreme functional 

and parafunctional forces while 

attaining outstanding esthetic match 

to natural teeth.  

While CAD/CAM technology 

has radically changed how we 

achieve these parameters, there 

often is a tradeoff between strength 

(titanium) and esthetics (zirconia) in 

the selection of abutment material.  

The introduction of Straumann®’s 

Variobase® abutment provides the 

solution to meet all these param-

eters with a simple workfl ow, 

allowing every dental laboratory 

access with minimal to no capital 

investment.

Use of an implant manufacturers’ 

proprietary titanium base provides 

the reliability and precise fi t of an 

“original on original” interface 

between implant and abutment. 

The added security of a tapered 

titanium abutment into an inter-

nally tapered titanium implant, 

torqued into position by a tapered 

head titanium screw, matches all 

surface characteristics to reduce 

wear. This will maintain precise fi t 

tolerance and minimize potential 

micromovement associated with 

negative biologic consequences. 

The mating of a CAD/CAM- 

designed and manufactured zirco-

nia coping (Straumann® zerion®) 

bonded to the titanium base allows 

for precise placement of cement 

line and angulation correction for 

cemented restorations with ideal 

support. 

Of equal or greater signifi cance is 

the ability to provide a full-contour 

or veneered screw-retained restora-

tion, eliminating any chance of 

subgingival cement and associated 

negative consequences. The popu-

larity of screw-retained implant 

restorations has shown a signifi cant 

increase in the past few years, 

allowing easy retrievability and 

minimizing peri-implant disease 

secondary to inadequate cement 

removal. The limitation to provid-

ing a screw-retained restoration 

is screw access through the facial 

aspect of an anterior restoration. 

This combination of titanium 

abutment and CAD/CAM-

produced zirconia coping now 

allows for ideal esthetics with no 

compromise in strength for both 

restoration types.

An ideal workfl ow allows any 

dental laboratory to provide these 

results to their doctors with no 

signifi cant investment or change to 

daily routine. The technician can 

send a stone model to Straumann®’s 

Scan & Shape service for design and 

fabrication (or laboratories with 

CARES®, Dental Wings or 3Shape 

scanners can send a design fi le to 

Straumann’s Arlington, Texas, 

milling facility). The technician is 

given the opportunity to view and 

approve the design prior to fabri-

cation, if desired. The Variobase 

abutment and milled component 

are returned to the laboratory. The 

technician would then simply bond 

the components together and com-

plete the fi nal restoration.

The Straumann Variobase also 

provides an outstanding solution 

to screw-retained posterior restora-

tions with full-contoured zirconia, 

lithium disilicate or custom porce-

lain veneering.

Patient 1
01STEP The fi rst patient illus-

trated presented with the need to 

replace his maxillary right central 

incisor due to vertical root fracture. 

A Straumann® Roxolid® RC Bone 

Level Implant was placed with 

DR. ROBERT VOGEL

OBTAIN STATE-OF-THE-ART 
ESTHETICS, PRECISION 
AND BIOLOGIC STABILITY 
WITH DENTAL IMPLANT 
RESTORATIONS 
How CAD/CAM technology can radically change 

the esthetics and functionality of the fi nal product.   

 HOW TO
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1. Straumann® Variobase® 

for Crown (RC). 

2. Straumann Variobase for Crown 

with zirconia abutment bonded 

(Straumann zerion®) and IPS 

e.max® crown (Ivoclar Vivadent).

3. Delivery of final abutment. 

4. Delivery of final restoration.

5. Open-tray impression of Straumann 

Bone Level (RC) at eight weeks.

6. Variobase for Crown with 

custom abutment.

7. Variobase abutment 

with porcelain veneer. 

8. Final restoration.

9. Straumann tissue-level implant. 

10. Straumann Variobase for Crown 

(extended chimney height - WN).

11. Variobase with full-contour crown in 

laboratory ready to be bonded together. 

12. Final restoration. 

AT A GLANCE

A nonengaging abutment for multi-unit restora-

tions of straight or angled Straumann implants

The reference edge offers long-term stability 

and passive fit

The grooves provide an optimal bonding 

surface without sandblasting 

Straumann® Variobase® Abutment for Bridge/Bar

Straumann

800-448-8168 | straumann.us
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immediate provisionalization (RC 

temporary abutment Vita CAD), 

left out of any occlusal contact and 

allowed to integrate for eight weeks. 

This patient’s bruxism habit and 

associated wear of the lower inci-

sors made the choice of a full CAD/

CAM titanium abutment appealing 

due to ideal strength. Patient esthet-

ics expectations and the desire to 

place a lithium disilicate (IPS e.

max® by Ivoclar Vivadent) crown 

made a full CAD/CAM zirconia 

abutment appealing, allowing for 

elimination of underlying metal and 

the ability to maintain translucency 

in the final restoration. The selec-

tion of a Straumann Variobase 

Abutment provided the ideal mix of 

strength (titanium base) and esthet-

ics (zirconia) with matched machin-

ing tolerance and surface 

characteristics between crown, 

abutment and implant (Figs. 1 & 2).  

While a full-contour screw-retained 

restoration would eliminate any 

potential of cement below the peri-

implant tissues and allow for simple 

retrievability, the screw access posi-

tion precluded this appealing option.  

02STEP The design and fabrication 

of the CAD/CAM zirconia compo-

nent was accomplished by Strau-

mann CARES Scan & Shape with 

ideal cement line position and sup-

port for the restoration. 

03STEP A “stump” shade was pro-

vided to the laboratory for selection 

of the zirconia shade, as well as a 

final shade for fabrication of the 

definitive lithium disilicate crown 

(IPS e.max® by Ivoclar Vivadent). 

04STEP The laboratory bonded the 

milled zirconia coping to the Vari-

obase abutment (Panavia™, Kuraray 

Dental), inspected and removed 

residual adhesive under magnifica-

tion and returned the abutment and 

crown for delivery to the patient. 

05STEP The Variobase abutment 

(Ti base with adhesively attached 

zirconia component) was delivered 

to 35 Ncm, the screw access sealed 

and IPS e.max® crown (Ivoclar Viva-

dent) cemented (Figs. 3 & 4). 

Patient 2
01STEP The second patient (a 

24-year-old male) lost his maxillary 

central incisor due to extensive 

resorption secondary to trauma sus-

tained five years prior. Five months 

after removal of the tooth and a 

grafting procedure, a Straumann 

Roxolid Bone Level implant was 

placed with immediate 

provisionalization. 

02STEP Eight weeks later, an 

impression was made (Fig.  5), and 

the laboratory selected the Strau-

mann Variobase  abutment due to the 

high esthetic site with a thin scal-

loped gingival architecture and high 

smile line (Fig. 6). 

03STEP Based on ideal anterior 

placement with the screw access 

being slightly palatal, the Variobase 

abutment was veneered with porce-

lain for a screw-retained restoration 

(Figs. 7 & 8).

Patient 3
01STEP The third patient had a 

mandibular molar replaced with a 

Straumann Wide Neck Tissue Level 

implant. Due to the soft tissue 

height, restorative options were lim-

ited to a CAD/CAM abutment (to 

place to finish the line at an ideal 

position relative to the tissue) with a 

cemented restoration or a screw-

retained restoration to eliminate any 

cement concerns. Due to the limited 

interocclusal restorative space, a 

screw-retained restoration was most 

ideal. Straumann’s Variobase abut-

ment was selected (Figs. 9 & 10) and 

a full-contour zirconia crown fabri-

cated (Fig. 11). 

02STEP Once the abutment and 

final full-contour restoration were 

fabricated by Straumann, the labora-

tory bonded these together. The final 

restoration was placed to 35 Ncm 

and screw-access sealed (Fig. 12).

Thank you to Marcos Aleman, 

MDT (Aleman Laboratory, West 

Palm Beach, Fla.), for the planning 

and final restorations. 

 ABOUT THE AUTHOR

Dr. Robert Vogel graduated dental 

school from Columbia University in 

New York and completed a residency 

at Jackson Memorial, Mount Sinai and 

Miami Children’s Hospital in Miami. He 

maintains a full-time dental practice in 

Palm Beach Gardens, Fla., focused on 

implant prosthetics and reconstructive 

dentistry, working closely with several 

specialists to provide ideal care. 

http://www.dentalproductsreport.com/
http://www.straumann.us/


54  |  DENTALPRODUCTSREPORT.COM  |  January 2016

CLINICAL&TECHNIQUES COVER STORY    CLINICAL    TECHNIQUE    TEAM APPROACH     I USE THAT     TECH BRIEF    

I
n this installment of “I Use That,” 

we asked Dr. Arthur Volker, 

DDS, and his assistant, Clarissa 

Sing-Waller, about how they use 

KaVo Dental’s SONICfl ex Air Scaler.

Dr. Volker operates a full-service, 

general dental practice in Sunnyside, 

N.Y., performing everything from 

simple fi llings to complex, cosmetic 

rehabilitations. Important to his 

practice are his SONICfl ex 2003 and 

2008 air scalers, which he has used 

for most of his daily work for nine 

years.

“The SONICfl ex is a versatile 

tool and used for many jobs in the 

practice,” Dr. Volker said. “There 

are about 50 different tips so that one 

SONICfl ex is like a dentistry Swiss 

Army Knife.”

The SONICfl ex’s interchangeable 

tips are used for such procedures as 

hygiene, endodontics, minimally 

invasive dentistry, preps and surgery.

“I use the diamond-coated tips 90 

percent of the time for restorative 

purposes,” Dr. Volker said. “The 

beauty of that is that there are many 

tips KaVo and Komet make so you 

can precisely control your margins. 

You can establish very smooth, 

clean and crisp margins. Because 

of the oscillating motion of the 

SONICfl ex, you will not damage the 

gingival tissue. It can be very slow 

and controlled. It can be used for 

the preparation of margins, removal 

of cavities, irrigating roots for root 

canals in addition to cementation 

and periodontal capability.”

SONICfl ex oscillates, rather than 

spinning, providing fi ner, more 

precise control and delivering excep-

tional results.

“This one doesn’t spin so it 

gives you a lot more control,” Dr. 

Volker said. “You can do that with 

a handpiece, but you run the risk of 

tearing gum tissue, causing bleeding, 

overpreparing the tooth and causing 

iatrogenic damage to the adjacent 

tooth. Plus, some of the tips are 

diamond-coated on one side, and 

because it’s not spinning, there’s sort 

of a smooth side. You use that on one 

side of the tooth so you don’t nick the 

tooth next to it.”

There is no lack of handpieces on 

the market, and Dr. Volker favors 

the design and functionality of the 

SONICfl ex.

“It has a very small footprint,” 

Dr. Volker said. “Because it does not 

have a magneto-restrictive fi eld like 

an ultrasonic, there’s less concern 

for patients with certain cardiac 

issues, like those with pacemakers 

and the like. It’s an everyday tool 

because it has so many capabilities. 

There are tips you can insert to clean 

out the chamber of a canal. There’s 

the ability to cement, as well, and 

you can use it, obviously, as a peri-

odontal instrument. The majority 

of its use would be for things like 

crown preparations or margin 

refi nements, veneers, inlays, onlays 

and cavity preparations.”

As a bonus, the SONICfl ex 

affords such precise, exact results 

that it allows work to be easily 

scanned for labs’ CAD/CAM efforts.

“If somebody’s using a CEREC 

or a Planmeca (CAD/CAM system), 

when you get a very crisp, clean mar-

gin, it’s very easy for the computers 

to pick up because it’s so clean and 

crisp,” Dr. Volker said. “It really 

gives you a very precise way of doing 

things.”

The assistant’s thoughts
Like Dr. Volker, Sing-Waller uses 

the SONICfl ex for many different 

functions in the practice and favors 

its design, ease of use and overall 

comfort.

“I love it,” Sing-Waller said. “I feel 

like it’s a lot easier to get deep down 

instead of using a regular composite 

gun. I like that the material is a lot 

softer. It’s a great tool for dentistry. I 

prefer to use it than the regular com-

posite guns, in all honesty. 

“I really enjoy using it, as the 

assistant. It’s a lot easier for the doc-

tor, and the procedures go by a bit 

quicker.”

Additionally, using the SONICfl ex 

has changed the way Dr. Volker 

works for the better.

“The precision on that is key,” Dr. 

Volker said. “It’s a very versatile tool 

with a lot of different inserts that 

are not available with an ultrasonic 

unit. It has, actually, a lot more 

functionality so for the buck, you get 

a lot of bang if you buy the different 

inserts.” 
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This Sunnyside, N.Y., general practice shares what it likes 

best about using SONICfl ex air scalers.  [ by Robert C. Elsenpeter ]

KaVo Dental’s 

SONICfl ex Air Scaler

DR. ARTHUR VOLKER

SONICfl ex Air Scaler
Described as the most powerful air 

scaler of its class, the KaVo SONICfl ex is 

a handpiece with a wide range of uses. 

It supports your efforts with adjustable 

performance levels for every indication: 

strong and precise. Superior technology, 

main features and advantages include 

three performance settings, optimum 

working conditions for every indication 

and substantial noise decrease compared 

to models offered by competitors (up to 15 

dB). No additional equipment is neces-

sary; just connect it to the KaVo MULTIfl ex 

coupling without annoying, over-fl oor 

cables or additional foot controls

888-275-5286  |  kavousa.com

CIRCLE RS #73

 Great results: Using SONICfl ex 

helps Dr. Volker come away with 

great margins for his cases. 
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Contacts.
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Outcomes.

The award-winning Triodent V3 System, exclusively by Ultradent.
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This filtration technology performs 

amalgam separation and other 

contaminant removal. 

[ compiled by Danielle Toth ]

Applying the Amalgam 
HoG in your practice

The new RAMVAC® Amalgam 

HoG is said to be a high efficiency fil-

tration system designed to safely and 

effectively remove harmful waste 

in an environmentally responsible 

manner. Powered by Apavia®, the 

Amalgam HoG reportedly employs 

advanced vacuum technology and 

has a retention rate of 99.7 percent. 

ECONOMICALLY AND ENVIRONMEN-

TALLY CONSCIOUS: The Amalgam 

HoG is equipped with an advanced 

cyclonic filtration system designed 

to efficiently and effectively separate 

and remove amalgam, mercury, 

alloy and other unsafe contaminants 

from the waterline, reportedly pro-

tecting and extending the lifespan 

of the vacuum pump and virtually 

eliminating harmful waste into the 

environment. 

DURABLE DESIGN: The Amalgam 

HoG has a large tank capacity and is 

designed to safely and reliably service 

up to 10 water systems at one time. 

The large replacement canisters are 

designed to reduce the frequency 

of necessary change-outs and are 

universally molded with industry-

standard connections that fit all 

existing installed units. The simple 

design is said to allow canisters to be 

removed and replaced without tools. 

Moreover, the Amalgam HoG has a 

clear exterior, providing users with 

visual fill level inspection and mak-

ing replacement easily identifiable. 

All replacement canisters are envi-

ronmentally safe and recyclable.

SIMPLE MAINTENANCE: The Amal-

gam HoG is designed to provide ease 

of maintenance with no traps to deal 

with and, depending on the plumb-

ing system, allows ambidextrous 

installation and replacement. The 

patented no-tool necessary housing 

is said to allow for easy access to the 

filter for extremely simple replace-

ments. Amalgam HoG filters come 

with a unique handle for lightweight 

and easy removal, a bag for proper 

disposal and a double O-ring bottom 

canister exchange.

REGULATION COMPLIANT: In addition, 

the Amalgam HoG is said to comply 

with all existing and pending state 

regulations. The product reportedly 

meets all proposed Environmental 

Protection Agency regulations and is 

compatible with all new standards, 

preparing users with early compli-

ance. The Amalgam HoG is said to 

be NSF certified ISO 11143:2008 

and also complies with the American 

Dental Association’s Best Manage-

ment Practices (BMPs) that protect 

the dentist, staff and patient. DentalEZ

dentalez.com
866-DTE-INFO

CIRCLE RS #75

ARE YOU READY 
TO APPLY THIS 
TECHNOLOGY IN 
YOUR PRACTICE?

Information provided by DentalEZ.
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An in-depth look at this revolutionary panoramic 

imaging system from Carestream Dental. 

[ compiled by Danielle Toth ]

Applying the CS 8100  
in your practice

Reportedly an ideal blend of simplic-

ity and sophistication, the CS 8100 

is said to truly redefine panoramic 

imaging. Designed to make dental 

professionals’ daily work easier and 

more intuitive, the system is said to 

employ a variety of tools to make 

positioning easier, image acquisi-

tion faster and higher image quality 

more accessible— what users need 

to streamline workflow, improve 

usability and make more accurate, 

real-time diagnoses.

SIMPLE OPERATION: The CS 8100’s 

advanced digital technology is said 

to allow dental professionals to 

spend less time waiting for images 

and more time caring for patients. 

The user interface reportedly makes 

it easy to select settings. Preset pro-

grams and step-by-step instructions 

are designed to prevent errors, and 

image acquisition is said to take just 

10 seconds. 

COMPACT DESIGN: The system is 

designed as an ultra-compact unit 

that fits easily into tight spaces and 

provides all the tools users need to 

work more efficiently without any 

unnecessary programs or gadgets. 

It features versatile installation pos-

sibilities; a sleek aluminum body that 

is extremely thin, light and robust; 

and a compact, high frequency X-ray 

generator with an innovative hori-

zontal design. 

EASY INTEGRATION: The CS 8100 

reportedly features a simple work-

flow that aligns seamlessly with a 

practice’s current processes. It is said 

to connect directly to the network 

via Ethernet. The imaging software 

is designed to be used as a standalone 

program or integrated with existing 

practice management programs, 

and the comprehensive imaging soft-

ware improves image sharing and 

communication.

OPTIMIZED POSITIONING: The CS 

8100 is designed to make positioning 

patients quick and simple. It report-

edly is easily accessible for patients 

standing, sitting and in wheelchairs, 

and its three anatomical programs 

are said to intuitively adapt to 

patients’ jaw morphology. Motor-

ized movements provide precise 

and effortless height adjustments, 

and transparent patient support is 

designed to help hold the patient 

comfortably in place.

SHARP, HIGH QUALITY IMAGES: 

Reportedly featuring the very latest 

software processing algorithms, the 

CS 8100 is designed to minimize 

spinal column shadows and produce 

clear and sharp digital images that 

are ready for review almost imme-

diately. A high frequency generator 

is said to ensure radiation remains 

constant for optimal contrast.

Carestream Dental

carestreamdental.com
800-944-6365
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Smart Connections
REGISTER TODAY FOR THE 2016 MIDWINTER MEETING AT ON.CDS.ORG/DPR2016.

CHICAGO DENTAL SOCIETY THE RESPECTED LEADER IN SCIENTIFIC DENTAL MEETINGS
SM

Connect with a Mind-Blowing Array of Continuing Education
Imagine learning about something new in a CE course, and then visiting the Exhibit Hall to try out the
products and materials for yourself. Come to the 2016 Midwinter Meeting, February 25 - 27, and
enjoy complimentary access to the exhibit floor featuring the latest professional products and instruments. 

This is no regional conference: at our upcoming 2016 meeting, nearly 130 speakers will present 229 courses
on topics including oral cancer detection, practice management, prosthodontics, periodontics and
endodontics. So be sure to join us for three days of dental excellence and enjoy our beautiful city.

Connect to Dentistry with CDS
Even if you do not live in the Chicago area, you can still join the Chicago Dental Society and enjoy the same
benefits as local members. As a CDS member, you are connected to the most important industry meeting of
the year, with free admission to the Midwinter Meeting. It makes perfect sense to join, because the
cost of your CDS membership is less than the registration fee for a non-member.

Become a CDS member and enjoy easy, convenient and access to a tremendous range of CE courses
available at the Midwinter Meeting – many of which are free. There’s something for every member of your
dental team. Join CDS today at WWW.CDS.ORG.

“Understanding new techniques and keeping up with new trends is 

not only beneficial, it’s mission critical” ����������������

����	
����������	������

Interested?  Circle Product Card No. 78

http://www.cds.org/
http://www.cds.org/
http://www.cds.org/
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A closer look at this ergonomic 

digital shade-matching device. 

[ compiled by Danielle Toth ]

Applying VITA 
Easyshade V in 
your practice

Building on the popular VITA Easy-

shade digital shade matching system, 

VITA launched the newest genera-

tion of its popular VITA Easyshade 

digital shade-matching device, the 

VITA Easyshade V. The fi fth genera-

tion of Easyshade is said to be even 

more innovative and precise, offering 

new applications for everyday use.

ERGONOMIC DESIGN: The seamless 

casing and layered structure of the 

internal components, as well as the 

shortened measurement tip, are said 

to ensure maximum ergonomics that 

fi t naturally in the hand. 

USER-ORIENTED OPERATING CON-

CEPT: The VITA Easyshade V has an 

intuitive touchscreen and color LED 

display. In addition, the durable and 

long-lasting battery can be charged 

wirelessly through an inductive 

charging base. 

COMPLETE SHADE CONTROL: From 

the determination of the tooth shade 

to the fi nal restoration, the VITA 

Easyshade V is designed to verify 

fabricated restorations as early as 

after initial fi ring and provides tips 

on possible optimization measures 

for achieving the target tooth shade. 

It is also said to support the plan-

ning process for professional tooth 

bleaching through digital documen-

tation of the current and planned 

tooth shade during the tooth-

bleaching process. The innovative 

software reportedly allows clinicians 

to instantly prescribe VITA Classical 

A1-D4 and VITA 3-D Master shades 

at the push of a button. 

INNOVATIVE SOFTWARE: The VITA 

Assist software is designed for the 

combination of Easyshade V shade 

data via Bluetooth with a patient 

photo for better shade communica-

tion between dentist and technician. 

An Android app is coming soon. 

VITA North America

vitanorthamerica.com
800-828-3839 
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We’ve got 
your back.

Not to mention everything else.
The ability to perform your job comfortably is essential. And the new 

feature-rich A-dec 500 stools have you covered. Based on a unique 

dynamic seating system design, individual performance zones work in 

unison to conform and move with your body. With an ultimate ergonomic 

solution like this, you can focus on what’s really important—your patients. 

Discover your ultimate comfort at a-dec.com/500stools

© 2015 A-dec Inc. 
All rights reserved.

The A-dec 
Dynamic Seating System

American 

Association of 

W
omen Dentists

Interested?  Circle Product Card No. 80
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BRIEF SUMMARY. [See Package Insert For Full Prescribing Information]
USE
Articadent® is indicated for local, infiltrative, or conductive anesthesia in both simple and complex dental

procedures. For most routine dental procedures, Articadent® with epinephrine 1:200,000 is preferred.

with epinephrine 1:100,000 is preferred during operative or surgical procedures when

improved visualization of the surgical field is desirable.

CONTRAINDICATIONS
is contraindicated in patients with a known history of hypersensitivity to local anesthetics of

the amide type, or in patients with known hypersensitivity to sodium metabisulfite.

WARNINGS
Accidental intravascular injection may be associated with convulsions, followed by central nerv-
ous system or cardiorespiratory depression and coma, progressing ultimately to respiratory
arrest. Dental practitioners and/or clinicians who employ local anesthetic agents should be well
versed in diagnosis and management of emergencies that may arise from their use. Resuscitative
equipment, oxygen, and other resuscitative drugs should be available for immediate use.

Intravascular injections should be avoided. To avoid intravascular injection, aspiration should be performed

before Articadent® is injected.The needle must be repositioned until no return of blood can be elicited by

aspiration. Note, however, that the absence of blood in the syringe does not guarantee that intravascular

injection has been avoided.

contains epinephrine that can cause local tissue necrosis or systemic toxicity. Usual precau-

tions for epinephrine administration should be observed.

contains sodium metabisulfite, a sulfite that may cause allergic-type reactions including ana-

phylactic symptoms and life-threatening or less severe asthmatic episodes in certain susceptible people.

The overall prevalence of sulfite sensitivity in the general population is unknown. Sulfite sensitivity is seen

more frequently in asthmatic than in non-asthmatic people.

, along with other local anesthetics, is capable of producing methemoglobinemia.
The clinical signs of methemoglobinemia are cyanosis of the nail beds and lips, fatigue and weak-
ness. If methemoglobinemia does not respond to administration of oxygen, administration of
methylene blue intravenously 1-2 mg/kg body weight over a 5 minute period is recommended.

The American Heart Association has made the following recommendation regarding the use of local

anesthetics with vasoconstrictors in patients with ischemic heart disease: “Vasoconstrictor agents should

be used in local anesthesia solutions during dental practice only when it is clear that the procedure will be

shortened or the analgesia rendered more profound. When a vasoconstrictor is indicated, extreme care

should be taken to avoid intravascular injection. The minimum possible amount of vasoconstrictor should

be used.” (Kaplan, EL, editor: Cardiovascular disease in dental practice, Dallas 1986, American Heart

Association.)

PRECAUTIONS
General: Resuscitative equipment, oxygen, and other resuscitative drugs should be available for immedi-

ate use (see WARNINGS). The lowest dosage that results in effective anesthesia should be used to avoid

high plasma levels and serious adverse effects. Repeated doses of Articadent® may cause significant

increases in blood levels with each repeated dose because of possible accumulation of the drug or its

metabolites. Tolerance to elevated blood levels varies with the status of the patient.

Debilitated patients, elderly patients, acutely ill patients and pediatric patients should be given reduced

doses commensurate with their age and physical condition.

Articadent® should be used with caution in patients with heart block.

Local anesthetic solutions, such as Articadent®, containing a vasoconstrictor should be used cautiously.

Patients with peripheral vascular disease and those with hypertensive vascular disease may exhibit exag-

gerated vasoconstrictor response. Ischemic injury or necrosis may result. Articadent® should be used

with caution in patients during or following the administration of potent general anesthetic agents, since

cardiac arrhythmias may occur under such conditions.

Systemic absorption of local anesthetics can produce effects on the central nervous and cardiovascular

systems. At blood concentrations achieved with therapeutic doses, changes in cardiac conduction,

excitability, refractoriness, contractility, and peripheral vascular resistance are minimal. However, toxic

blood concentrations depress cardiac conduction and excitability, which may lead to atrioventricular block,

ventricular arrhythmias, and cardiac arrest, possibly resulting in fatalities. In addition, myocardial contractili-

ty is depressed and peripheral vasodilation occurs, leading to decreased cardiac output and arterial blood

pressure.

Careful and constant monitoring of cardiovascular and respiratory (adequacy of ventilation) vital signs and

the patient's state of consciousness should be performed after each local anesthetic injection. It should be

kept in mind at such times that restlessness, anxiety, tinnitus, dizziness, blurred vision, tremors, depres-

sion, or drowsiness may be early warning signs of central nervous system toxicity.

In vitro studies show that about 5% to 10% of articaine is metabolized by the human liver microsomal

P450 isoenzyme system. However, because no studies have been performed in patients with liver dys-

function, caution should be used in patients with severe hepatic disease.

Articadent® should also be used with caution in patients with impaired cardiovascular function since they

may be less able to compensate for functional changes associated with the prolongation of A-V conduc-

tion produced by these drugs.

Small doses of local anesthetics injected in dental blocks may produce adverse reactions similar to sys-

temic toxicity seen with unintentional intravascular injections of larger doses. Confusion, convulsions, respi-

ratory depression and/or respiratory arrest, and cardiovascular stimulation or depression have been

reported. These reactions may be due to intra-arterial injection of the local anesthetic with retrograde flow

to the cerebral circulation. Patients receiving these blocks should be observed constantly. Resuscitative

equipment and personnel for treating adverse reactions should be immediately available.

Dosage recommendations should not be exceeded (see DOSAGE AND ADMINISTRATION in package

insert).

Information for Patients:
r The patient should be informed in advance of the possibility of temporary loss of sensation and

muscle function following infiltration and nerve block injections.

r Patients should be instructed not to eat or drink until normal sensation returns.

Clinically Significant Drug Interactions: The administration of local anesthetic solutions containing epi-

nephrine to patients receiving monoamine oxidase inhibitors, nonselective beta adrenergic antagonists or

tricyclic antidepressants may produce severe, prolonged hypertension. Phenothiazines and butyrophe-

nones may reduce or reverse the pressor effect of epinephrine. Concurrent use of these agents should

generally be avoided. In situations when concurrent therapy is necessary, careful patient monitoring is

essential.

Carcinogenesis, Mutagenesis, Impairment of Fertility: Studies to evaluate the carcinogenic potential of

articaine HCI in animals have not been conducted. Five standard mutagenicity tests, including three in

vitro tests (the nonmammalian Ames test, the mammalian Chinese hamster ovary chromosomal aberra-

tion test and a mammalian gene mutation test with articaine HCl) and two in vivo mouse micronucleous

tests (one with Articadent® with epinephrine 1:100,000 and one with articaine HCl alone) showed no

mutagenic effects. No effects on male or female fertility were observed in rats for Articadent® with epi-

nephrine 1:100,000 administered subcutaneously in doses up to 80 mg/kg/day (approximately two times

the maximum male and female recommended human dose on a mg/m2 basis).

Pregnancy: Teratogenic Effects-Pregnancy Category C.

In developmental studies, no embryofetal toxicities were observed when Articadent® with epinephrine

1:100,000 was administered subcutaneously throughout organogenesis at doses up to 40 mg/kg in rab-

bits and 80 mg/kg in rats (approximately 2 times the maximum recommended human dose on a mg/m2

basis). In rabbits, 80 mg/kg (approximately 4 times the maximum recommended human dose on a mg/m2

basis) did cause fetal death and increase fetal skeletal variations, but these effects may be attributable to

the severe maternal toxicity, including seizures, observed at this dose.

When articaine hydrochloride was administered subcutaneously to rats throughout gestation and lactation,

80 mg/kg (approximately 2 times the maximum recommended human dose on a mg/m2 basis) increased

the number of stillbirths and adversely affected passive avoidance, a measure of learning, in pups. This

dose also produced severe maternal toxicity in some animals. A dose of 40 mg/kg (approximately equal to

the maximum recommended human dose on a mg/m2 basis) did not produce these effects. A similar

study using Articadent® with epinephrine 1:100,000 rather than articaine hydrochloride alone produced

maternal toxicity, but no effects on offspring.

There are no adequate and well-controlled studies in pregnant women. Animal reproduction studies are

not always predictive of human response. Articadent® should be used during pregnancy only if the

potential benefit justifies the potential risk to the fetus.

OVERDOSAGE
Acute emergencies from local anesthetics are generally related to high plasma levels encountered during

therapeutic use of local anesthetics or to unintended subarachnoid injection of local anesthetic solution

(see WARNINGS, PRECAUTIONS; General and ADVERSE REACTIONS).

Management of Local Anesthetic Emergencies: The first consideration is prevention, best accom-

plished by careful and constant monitoring of cardiovascular and respiratory vital signs and the patient's

state of consciousness after each local anesthetic injection. At the first sign of change, oxygen should be

administered.

The first step in the management of convulsions, as well as hypoventilation, consists of immediate atten-

tion to the maintenance of a patient airway and assisted or controlled ventilation as needed.The adequacy

of the circulation should be assessed. Should convulsions persist despite adequate respiratory support,

treatment with appropriate anticonvulsant therapy is indicated.The practitioner should be familiar, prior to

the use of local anesthetics, with the use of anticonvulsant drugs. Supportive treatment of circulatory

depression may require administration of intravenous fluids and, when appropriate, a vasopressor.

If not treated immediately, both convulsions and cardiovascular depression can result in hypoxia, acidosis,

bradycardia, arrhythmias and cardiac arrest. If cardiac arrest should occur, standard cardiopulmonary

resuscitative measures should be instituted.

HOW SUPPLIED

Articadent® (articaine HCl and epinephrine) Injection is available in 1.7 mL single use glass 

cartridges, packaged in boxes of 50 cartridges in the following two strengths:

NDC 66312-602-16  Articadent® containing articaine HCl 4% (40 mg/mL) and epinephrine 1:200,000

(as epinephrine bitartrate 0.009 mg/mL)

NDC 66312-601-16  Articadent® containing articaine HCl 4% (40 mg/mL) and epinephrine 1:100,000

(as epinephrine bitartrate 0.018 mg/mL)

Articadent
®

 (articaine HCl and epinephrine) Injection; 

Intraoral Submucosal Injection
Articaine hydrochloride 4% and epinephrine 1:200,000

Articaine hydrochloride 4% and epinephrine 1:100,000

Articadent®

Articadent®

Articadent®

Articadent®

Articadent®

Nursing Mothers: It is not known whether articaine is excreted in human milk. Because many drugs are

excreted in human milk, caution should be exercised when Articadent® is administered to a nursing

woman.

Pediatric Use: In clinical trials, 61 pediatric patients between the ages of 4 and 16 years received

 with epinephrine 1:100,000. Among these pediatric patients, doses from 0.76 mg/kg to 5.65

mg/kg (0.9 to 5.1 mL) were administered safely to 51 patients for simple procedures and doses between

0.37 mg/kg and 7.48 mg/kg (0.7 to 3.9 mL) were administered safely to 10 patients for complex proce-

dures. However, there was insufficient exposure to Articadent® with epinephrine 1:100,000 at doses

greater than 7.00 mg/kg in order to assess its safety in pediatric patients. No unusual adverse events were

noted in these patients. Approximately 13% of these pediatric patients required additional injections of

anesthetic for complete anesthesia. Safety and effectiveness in pediatric patients below the age of 4 years

have not been established. Dosages in pediatric patients should be reduced, commensurate with age,

body weight, and physical condition. See DOSAGE AND ADMINISTRATION in package insert.

Geriatric Use: In clinical trials, 54 patients between the ages of 65 and 75 years, and 11 patients 75

years and over received Articadent® with epinephrine 1:100,000. Among all patients between 65 and 75

years, doses from 0.43 mg/kg to 4.76 mg/kg (0.9 to 11.9 mL) were administered safely to 35 patients for

simple procedures and doses from 1.05 mg/kg to 4.27 mg/kg (1.3 to 6.8 mL) were administered safely to

19 patients for complex procedures. Among the 11 patients ≥ 75 years old, doses from 0.78 mg/kg to 4.76

mg/kg (1.3 to 11.9 mL) were administered safely to 7 patients for simple procedures and doses of 1.12

mg/kg to 2.17 mg/kg (1.3 to 5.1 mL) were safely administered to 4 patients for complex procedures.

No overall differences in safety or effectiveness were observed between elderly subjects and younger sub-

jects, and other reported clinical experience has not identified differences in responses between the elder-

ly and younger patients, but greater sensitivity of some older individuals cannot be ruled out.

Approximately 6% of patients between the ages of 65 and 75 years and none of the 11 patients 75 years

of age or older required additional injections of anesthetic for complete anesthesia compared with 11% of

patients between 17 and 65 years old who required additional injections.

ADVERSE REACTIONS

Reactions to Articadent® are characteristic of those associated with other amide-type local anesthetics.

Adverse reactions to this group of drugs may also result from excessive plasma levels (which may be due

to overdosage, unintentional intravascular injection, or slow metabolic degradation), injection technique,

volume of injection, hypersensitivity, or may be idiosyncratic.

The reported adverse events are derived from clinical trials in the US and UK.Table 1 displays the

adverse events reported in clinical trials where 882 individuals were exposed to Articadent® with epi-

nephrine 1:100,000 and Table 2 displays the adverse events reported in clinical trials where 182 individu-

als were exposed to Articadent® with epinephrine 1:100,000 and 179 individuals were exposed to

with epinephrine 1:200,000.

Table 1. Adverse Events in controlled
trials with an incidence of 1% or greater
in patients administered Articadent®

with epinephrine 1:100,000.

The following list includes adverse and intercurrent events that were recorded in 1 or more patients, but

occurred at an overall rate of less than one percent, and were considered clinically relevant.

Body as a Whole: abdominal pain, accidental injury, asthenia, back pain, injection site pain, burning sen-

sation above injection site, malaise, neck pain.

Cardiovascular System: hemorrhage, migraine, syncope, tachycardia, elevated blood pressure.

Digestive System: constipation, diarrhea, dyspepsia, glossitis, gum hemorrhage, mouth ulceration, nau-

sea, stomatitis, tongue edemas, tooth disorder, vomiting.

Hemic and Lymphatic System: ecchymosis, lymphadenopathy.

Metabolic and Nutritional System: edema, thirst.

Musculoskeletal System: arthralgia, myalgia, osteomyelitis.

Nervous System: dizziness, dry mouth, facial paralysis, hyperesthesia, increased salivation, nervous-

ness, neuropathy, paresthesia, somnolence, exacerbation of Kearns-Sayre Syndrome.

Respiratory System: pharyngitis, rhinitis, sinus pain, sinus congestion.

Skin and Appendages: pruritus, skin disorder.

Special Senses: ear pain, taste perversion.

Urogenital System: dysmenorrhea.

Persistent paresthesias of the lips, tongue, and oral tissues have been reported with use of articaine

hydrochloride, with slow, incomplete, or no recovery.These post-marketing events have been reported

chiefly following nerve blocks in the mandible and have involved the trigeminal nerve and its branches.

Body System Articadent® with
epinephrine 1:100,000
N (%)

Number of patients     882 (100%)

Body as a whole

Face Edema 13 (1%)

Headache 31 (4%)

Infection 10 (1%)

Pain 114 (13%)
Digestive system

Gingivitis 13 (1%)

Nervous system

Paresthesia 11 (1%)

Table 2. Adverse Events in controlled trials with an
incidence of 1% or greater in patients administered
Articadent® with epinephrine 1:100,000 and
Articadent® with epinephrine 1:200,000.

Number of patients          Articadent® with     Articadent® with
exposed to drug epinephrine              epinephrine

1:100,000 (N=182)   1:200,000 (N=179)

Number of patients that
reported any Adverse
Event 35 33
Pain 14 (7.6%) 11 (6.1%)
Headache 6 (3.2%) 9 (5.0%)
Positive blood aspiration
into syringe 6 (3.2%) 3 (1.6%)

Swelling 5 (2.7%) 3 (1.6%)
Trismus 3 (1.6%) 1 (0.5%)
Nausea and emesis           0 (0%) 3 (1.6%)
Sleepiness 1 (0.5%) 2 (1.1%)
Numbness and tingling      2 (1.0%) 1 (0.5%)
Palpitation 2 (1.0%) 0 (0%)
Ear symptoms (earache,
otitis media) 2 (1.0%) 1 (0.5%)

Cough, persistent cough    2 (1.0%) 0 (0%)

Articadent®

   Articadent®

Manufactured for:

DENTSPLY Pharmaceutical, York, PA 17404 by

Novocol Pharmaceutical of Canada, Inc.

Cambridge, Ontario Canada N1R 6X3  B_S(2639-4) 12/2014

Hypoesthesia has been reported with use of articaine, especially in pediatric age groups, which is usually

reversible. Prolonged numbness can result in soft tissue injuries such as that of the lips and tongue in 

these age groups.

Ischemic injury and necrosis have been described following use of articaine with epinephrine and have 

been postulated to be due to vascular spasm of terminal arterial branches. Paralysis of ocular muscles has 

been reported, especially after posterior, superior alveolar injections of articaine during dental anesthesia.

Symptoms include diplopia, mydriasis, ptosis, and difficulty in abduction of the affected eye. These

symptoms have been described as developing immediately after injection of the anesthetic solution and

persisting one minute to several hours, with generally complete recovery.

You are encouraged to report negative side effects of prescription drugs to the FDA.  Visit MedWatch 

at http://www.fda.gov/Safety/MedWatch/default.htm or call 1-800-FDA-1088.
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[ WEB EXCLUSIVES ]

Are you making critical mistakes when hiring for your front office?

by Sally McKenzie

 http://bit.ly/1NnS446

Here are three steps to remember when 

providing positive or negative feedback to your staff.

by Dr. Pamela Marzban

 http://bit.ly/1QxZpS9

How to help your office manager succeed  

How to give effective feedback to your team 

VIDEO

Our insurance editor sits down for an exclusive 

interview to tackle what can be a touchy subject.

by The DPR Editorial Team

 http://bit.ly/1QKfqTO

Which practice management reports 
should be examined? Which ones should 
be discussed with the team? 

Log on to PRACTICEMANAGEMENT.DENTALPRODUCTSREPORT.COM 
for up-to-date product news and our exclusive content.

ADDITIONAL CONTENT ONLINE

68 HIPAA 

TO ENCRYPT OR NOT TO 
ENCRYPT ... IT’S REALLY 
NOT A QUESTION 

Neglecting encryption can be a 
huge mistake for your practice. 

70 INSURANCE

THE IMPORTANCE OF THE 
END-OF-DAY REPORT 

Monitoring this report is crucial 
for tracking transactions and 
adjustments. 

67

[ IN THIS SECTION ]

68

Don’t say “yes” when it comes to every opportunity, 

especially when it comes to dental marketing. Here 

we discuss five ways to craft a custom marketing 

strategy that won’t be a flop. More on Page 64.

HOW TO 

YOUR WAY TO DENTAL 

MARKETING SUCCESS

“NO” 

http://www.dentalproductsreport.com/
http://bit.ly/1NnS446
http://bit.ly/1QxZpS9
http://bit.ly/1QKfqTO
http://practicemanagement.dentalproductsreport.com/
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R
emember the Jim Carrey 

movie, “Yes Man?” In it, 

Carrey’s character is chal-

lenged to say “yes” to everything 

he’s presented with. Of course, 

embellishments abound, craziness 

ensues and he ultimately realizes the 

value of the word “no.” While this 

may just be the plot of a fictional 

Hollywood movie, there’s a lesson 

here for dentists: Don’t say yes to 

every opportunity, especially when it 

comes to dental marketing. 

In my lecturing and consulting, I 

find it’s not uncommon for a dental 

office’s front desk staff to field 

20-30 calls per week from a variety 

of salespeople promising to push a 

flood of new patients through the 

practice’s front door. The problem 

is that marketing doesn’t often 

produce instantaneous results, caus-

ing frustration on the part of the 

dentist (and the front desk) when 

yet another new marketing activity 

is quickly deemed a failure. This is 

an all-too-common scenario when 

there’s no marketing plan in place; 

without a strategy, every marketing 

decision is made in a vacuum of time 

and information and is much more 

likely to sound like a good idea in 

the moment than when it’s analyzed 

under the microscope of an annual 

budgeting process. 

The reality is that marketing 

must be customized to the practice’s 

needs, and even the most successful 

tactics overall won’t work for every 

dental practice every time. So before 

spending any more of your hard-

earned marketing dollars, embrace 

the power of “no” and commit to 

not signing any new contracts until 

an annual marketing budget and 

plan are set. And, as another year 

winds down, now is the perfect time 

to develop a dental marketing plan 

for 2016. 

Here are five steps to help any den-

tist begin crafting his or her custom-

ized strategy:

Five ways to craft a customized marketing 

strategy that won’t be a flop.  
[ by Naomi Cooper | President, Minoa Marketing, and chief marketing consultant, Pride Institute ]

How to “no” your 
way to dental 
marketing success 

http://www.dentalproductsreport.com/


A d a p t s  t o  t h e  d e e p e s t ,  d a r k e s t

c o r n e r s  o f  t h e  p r o x i m a l  b o x  

The #1 reason for Class II restoration failures is recurrent caries1. That’s why

SureFil® SDR®flowwas designed to adapt to the entire floor of the proximal box.

Seamless adaptation across irregularities and low shrinkage stress mean 

that your Class II restorations have never been more secure. Discover the 

#1 flowable composite2 at www.Class2Restorations.com/adaptation.

SEM image of a cavity preparation

precisely filled to all corners with

SureFil SDR flow.

Interested?  Circle Product Card No. 82

http://www.surefilsdrflow.com/
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Identify goals
It’s hard to devise a strategy 

without a clear vision of what 

the end result is supposed to be. 

What is the ideal outcome of the 

marketing activities? If the goal 

is to increase new patient flow, 

then an external marketing plan 

will be the focus. If increased 

treatment acceptance is the goal, 

then an internal marketing strat-

egy will be more appropriate. 

Identifying the main objective 

from the very beginning will 

help get the plan off to a most 

productive start.

Involve the team
When asked if they have a 

marketing team at their office, 

most dentists will answer no. 

What they fail to realize is their 

entire team is the marketing 

department! Every staff member 

who interacts with patients is a 

representative of the dental office 

and has an impact on the patient 

experience. When implement-

ing a new marketing plan, it is 

critical to keep the office team in 

the loop. Share your new patient 

and revenue goals, as well as the 

details of the marketing tactics 

you’ve selected to support those 

goals. Then explain how each 

team member will be expected 

to individually contribute to the 

overall success.

Set a budget
Setting an annual marketing 

budget isn’t always an easy task, 

but it’s an absolutely necessary 

step when building a strategy. 

There’s a finite amount of money 

available to devote to generat-

ing an awareness campaign. 

While a salesperson may make 

it sound like his or her offering 

(which is naturally available at a 

special price this week only) will 

exponentially increase aware-

ness for a dentist’s office, it’s not 

likely that this is true each time 

you hear that same pitch. This 

is when having a predetermined 

budget will really help prioritize 

which initiatives are most wor-

thy of those dollars. When creat-

ing the budget, remember best 

practices indicate spending 3 to 

5 percent of gross annual pro-

duction in a typical year and 6 to 

8 percent every third or fourth 

year when marketing infrastruc-

ture (branding, website, etc.) 

likely needs a major upgrade.

Choose tactics wisely
It’s important to implement mar-

keting tactics that fit within the 

budget. Just because it’s some-

thing you could do doesn’t mean 

that it’s something you should 

do! Focus on tactics that enable 

you to reach your target patient 

profile. For instance, according 

to the Christian Science Moni-

tor, 90 percent of moms with 

children younger than 18 were 

online in 2015. This means a 

dental office looking to reach 

soccer moms should likely focus 

more of its marketing efforts 

online rather than on traditional 

offline tactics. Also, it’s impor-

tant to consider the seasonality 

of marketing campaigns. Picking 

activities that reach patients dur-

ing the times of year when they 

are most likely to seek dental 

care (beginning of the year and 

back-to-school time) might yield 

a higher response than times 

when dental care is less of a 

focus, such as around the hectic 

holiday season.

Track results
A well-designed marketing 

plan should be fluid and able 

to accommodate changes 

when needed. But it’s hard to 

determine which marketing 

campaigns work if no one tracks 

the response and reviews the 

return on investment (ROI). 

When developing a market-

ing plan, set aside time going 

forward to review the progress 

of the individual activities with 

your vendors and ensure there 

is a method in place to measure 

the ROI to determine which are 

worthy of devoting more time 

and money to and which should 

be jettisoned. 

The beauty of the modern 

marketing world is that it is 

highly trackable and always 

on. There is no longer a need to 

sign a contract and hope for the 

best. Measurements of success, 

such as website traffic or cost per 

click, are immediately available, 

allowing dental teams to track 

their ROI and make decisions 

in real time. Remember that 

choosing to say “no” to new 

promotional efforts until you 

have set realistic goals, assessed 

budgetary feasibility and created 

a customized marketing plan 

will ensure you have a better grip 

on your marketing expenditures 

and results.  This, in turn, will 

give you the freedom to say “yes” 

to new opportunities for future 

practice success. 
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W
elcome to another article in 

our series on helping dental 

practices become HIPAA-

compliant. This month, we’ll focus 

on the need for encryption; but, first, 

we need to back up a bit and talk 

about HIPAA rules.

As many people know, there are 

two types of rules: required and 

addressable. Unfortunately, there 

is a lot of confusion about these. 

Required is the easy one: Any rule 

that is required means you must 

do it—no ifs, ands or buts. It’s not 

negotiable. Addressable, though, is a 

bit less cut and dry. The U.S. Depart-

ment of Health & Human Services 

says, “a covered entity must imple-

ment an addressable implementation 

specification if it is reasonable and 

appropriate to do so and must imple-

ment an equivalent alternative if the 

addressable implementation speci-

fication is unreasonable and inap-

propriate and there is a reasonable 

and appropriate alternative.” If you 

believe an addressable specification 

is not reasonable or appropriate, you 

must document your decision.  

It’s important to understand 

addressable does not mean optional. 

This part is key: If it’s reasonable, 

you must do it. Who gets to decide if 

it’s reasonable? You … until the day 

the HIPAA auditor shows up, and 

then they do.

How does all of this relate to 

encryption? Encryption is an address-

able concern because by law it’s not 

required, but that doesn’t mean you 

shouldn’t do it. There are two reasons 

why I always recommend encryption:

1. The Breach Notification Rule 

requires you to notify all patients in 

writing, as well as the local media, 

if you suffer a breach of your data. 

If the data is encrypted, though, 

it’s not considered a breach and, as 

such, you do not need to notify your 

patients or the local news.

2. The second reason relates back 

to the issue of reasonable and appro-

priate. My question is, “How will 

you win the argument that it’s not 

reasonable and appropriate if you 

are ever audited?” There are many 

versions of Windows, such as Server 

2008 or Server 2012, Windows 7 

Ultimate, Windows 8 Pro, etc., that 

contain a free encryption program 

called Bitlocker. There also are free 

encryption programs like Veracrypt 

that will encrypt folders or an entire 

drive. 

Assuming you’re not comfortable 

setting these programs up, most 

IT companies can easily do it for 

around the cost of five to six hours of 

support.

The bottom line is encryption is 

really something every office should 

be doing. It protects the security 

and privacy of the data, and it will 

protect the practice from embarrass-

ing public notifications that always 

lead to a loss of patients and income. 

Talk to your IT people or contact me 

to discuss how to encrypt your data 

safely and with minimal cost. 
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Neglecting encryption can be a huge 

mistake for your practice. 
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To encrypt or not 
to encrypt ... It’s not 
really a question
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A
s a business owner, you should 

be aware of your transactions 

and adjustments on a daily 

basis. This means asking for and 

reading the end-of-day report. Not 

only are you evaluating reports for 

anomalies but also assessing their 

accuracy.

I can’t tell you how many dentists 

I speak with after lectures who 

confide that they don’t know how 

to run their reports or where to even 

start. The first few times I heard this 

I was shocked, but after years of 

hearing this, I can empathize. These 

doctors are not alone. Often, when 

software is chosen, it is evaluated on 

the merits of radiograph integration, 

clinical record-keeping abilities and 

scheduling capabilities. I can’t expect 

a dentist to evaluate a software on 

financial capabilities if this is a topic 

that is new and often murky.

The battle cry of electronic health 

records is not only interoperability 

(accessing information over differ-

ent platforms) but also recognition 

of reporting tools. Perhaps it’s 

not highly studied or called out in 

articles, but it becomes very evident 

when you are the end user. The 

end-of-day reports can be kept to a 

minimum but still give you enough 

information to make tactical deci-

sions. The manager and doctor 

should review these reports on a 

daily basis.

Procedure report: Check for accu-

racy with an eye for procedures that 

were scheduled but not completed. 

Why not? Are there procedures listed 

that were unexpected? Perhaps a 

revisiting of the treatment plan and 

scheduling protocol is needed. 

Adjustment report: Scrutinize 

these, especially the insurance write-

off amounts. Are the categories 

very vague? Thousands of dollars 

categorized as “miscellaneous” is 

not indicative of much except that 

the stock adjustments was never 

customized. 

Deposit slip: The money. Enough 

said! Look at this side by side with 

your procedure report. For every 

restorative or surgical hygiene 

appointment, you should see a cor-

responding payment amount. This 

shows you collect copayments at 

the time of service and don’t wait 

patiently for the patient payment. 

This is my least favorite tongue 

twister. 

Needed patient contact: Are 

there any new patients who need 

to be called/thanked? What about 

patients who had difficult proce-

dures? Some offices have a rule that 

anyone who receives an injection 

receives a follow-up call/text/email. 

Do you call scheduled new patients 

a day or two before their appoint-

ment to welcome them? This is often 

manually kept/recorded by team 

members.

The common questions I receive 

revolve around who actually runs/

reviews the reports. Are you in a 

small office without a manager? 

No problem. Your receptionist can 

generate them and hand them to you 

at the end of the day. No exceptions. 

I’ll say it again: These reports should 

come in at the end of the day with no 

exceptions. Doctors, as a business 

owner, these are your pulse points or 

symptoms of a problem. 

If you are in a large practice with 

several managers, your regional 

manager/supervisor should review 

these daily. A large chunk of his 

or her job description is metrics 

evaluation and reporting back 

to the owner/stakeholders. Daily 

monitoring can catch the recep-

tionist in a far-flung location who 

has decided copayments are not 

important enough to collect. It 

definitely happens. The difference 

in demographics or patient behavior 

should be taken into account with 

multi-location practices. Sometimes, 

one location will never have an 

impressive collection rate no mat-

ter how much effort is poured in. 

This is where report history helps 

us to understand and plan for these 

behaviors.

Finally, what happens if you 

find anomalies in the reports? 

Perhaps there is one assistant who 

never remembers to post treatment 

changes or a receptionist who col-

lects money but forgets to enter it. 

If the employee continues to make 

errors after you bring it to his or her 

attention, then he or she has given 

you a gift. These employees show 

you their place is not in your prac-

tice, and, with proper (and prompt!) 

documentation, we can help these 

employees discover there is life out-

side of your practice. 

These situations happen across 

practices every day. Imagine how 

compounded your problems could 

be if you detected them only after 

extended staff issue, or, worse, 

slowdown of cash flow. Daily atten-

tion to detail is not only good for the 

health of your practice but for your 

peace of mind!  
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Monitoring this report is crucial for tracking transactions 

and adjustments.  [ by Teresa Duncan, MS, FADIA, FAADOM ]

The importance of 
the end-of-day report

“
     The end-of day 

reports can be 

kept to a minimum 

but still give you 

enough information 

to make tactical 

decisions. The man-

ager and doctor 

should review these 

reports on a daily 

basis.”
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An opportunity for patients to share THEIR THOUGHTS 

on the latest technology and materials. 
PATIENT PERSPECTIVE

A 
nine-year-old girl, the oldest 

of four children, underwent 

3D scanning at Dr. Robert 

Kaspers’ orthodontic office. At first, 

she appeared to possess a mild skeletal 

Class II malocclusion with the maxilla 

forward and mandible retruded. Also, 

her lower incisors were flared forward. 

However, an i-CAT™ 3D scan (in MIP) 

also showed both condyles were “cen-

tered and down” in the glenoid fossa 

and she had a constricted airway. 

Dr. Kaspers decided to utilize a 

Herbst appliance calibrated to stimu-

late growth of the mandible to correct 

the skeletal Class II asymmetry and 

improve her constricted airway. After 

treatment, her total volume increased to 

14.4 cc from 7.1 cc. 

“I am an engineer so I particularly 

enjoyed having Dr. Kaspers’ diagnosis 

and treatment plan visualized through 

3D imaging,” the patient’s mother said. 

“When he told me my daughter had 

issues with her jaw, he was able to show 

me why. It was especially interesting to 

see before-and-after images. The ortho-

dontist can tell you the problem is fixed, 

but it’s nice to actually see it. Of course, 

I trust Dr. Kaspers, but, as a parent, it is 

nice to have that visual confirmation.” 

When the second child in the family, 

now 12 years old, was old enough for 

his orthodontic consultation, his 3D 

scan also showed he had a constricted 

airway. With the family history aligned 

toward airway constriction, the parents 

decided to have their eight-year-old 

twin boys checked to address any issues 

early. One twin’s 3D imaging showed 

he had an extremely constricted airway 

so Dr. Kaspers will likely utilize the 

Herbst appliance twice during treat-

ment (once during the initial phase and 

once during the full comprehensive 

orthodontic phase). The other twin’s 

imaging revealed what the family nick-

named a “PAC-MAN tooth” because it 

is positioned completely sideways. 

“We had no idea it was there,” the 

mother said. “We are now monitoring 

that tooth, and, in time, Dr. Kaspers 

will put a chain on it to rotate and twist 

it into position so the root of the tooth 

will actually grow into the bone like it is 

supposed to. Without that orthodontic 

treatment, that tooth would just have to 

be extracted.” 

Knowing the exact position of that 

tooth will facilitate calculations to pre-

cisely move it into the proper place. 

“Dr. Kaspers was able to obtain 

data about that tooth from the scan so 

he will be able to fix it,” the patient’s 

mother said. 

During one orthodontic visit, Dr. 

Kaspers told the mother her daughter 

would not snore because her airway 

was no longer constricted. She men-

tioned her husband also snored badly 

and asked him to take examine him, as 

well.

Her husband was about to start 

wearing a sleep appliance made by his 

general dentist. Dr. Kaspers took an 

i-CAT scan to verify the airway was 

open when the appliance is seated, 

which it was. He now wears his retain-

ers to keep his airway open at night so 

he breathes better. 

The patients’ mother understands 

the importance of having all possible 

details of comprehensive orthodontic 

treatment provided. 

“I appreciate that Dr. Kaspers has the 

technology to assist him in dealing with 

health issues that may happen to my 

kids as they grow older,” she said.

She feels other parents looking for an 

orthodontist may want to find one who 

can perform 3D scans. 

“For my whole family, that was very 

important,” she said. “My husband 

snored and had tension headaches so it’s 

nice to know my children may not have 

to deal with those health problems, and 

Dr. Kaspers identified the condition 

with i-CAT imaging software. So thank 

you Dr. Kaspers and i-CAT!”  

i-CAT FLX and i-CAT FLX MV
i-CAT FLX and i-CAT FLX MV devices construct a three-dimensional model from images 

taken during a rotational X-ray sequence. The Imaging Sciences i-CAT scanner is intended 

to be used whenever a dentist, oral surgeon or other physician needs 3D information of high 

contrast objects. The system is designed for imaging of TM joint studies, mandible and max-

illa for implant planning, sinuses and other areas of the maxillofacial complex.

i-CAT 

800-205-3570 | i-CAT.com

CIRCLE RS #87

HELPING A WHOLE FAMILY 
BREATHE EASIER
How i-CAT 3D imaging technology helped diagnose 

and correct constricted airways for a young girl, 

her siblings and her father. [ compiled by Stan Goff ]

DR. ROBERT KASPERS

Kaspers Orthodontics

Northbrook, Ill.
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How dental professionals are utilizing updated 

equipment and technology to make a difference.

THE POWER TO  

CHANGE LIVES

F
or Nancy Shelton, DDS, attend-

ing her nephew’s graduation 

ceremony at Loma Linda Uni-

versity last spring was an emotional 

event not only because of the pride 

she felt for her nephew but also 

because she recognized it had been 

40 years since she had donned a 

cap and gown, taking part in Loma 

Linda’s dental school graduation 

ceremony herself.

“It was a strange feeling to think, 

‘Well, here I am 40 years later. Right 

in the same place,’” she said. 

In the same place, maybe, but 

a changed person in many ways. 

During the course of her career, 

Dr. Shelton has helped improve the 

health of her patients at the practices 

she has worked, provided volunteer 

dental work on mission trips abroad, 

opened her own practice and learned 

to use advanced technology that was 

nonexistent at the start of her career.                       

“Dentistry has been an amazing 

career because if you do good things 

for people, you receive so much love 

and kindness in return,” Dr. Shelton 

said. 

One of the ways she does good 

for others is by focusing on compre-

hensive exams and educating her 

patients on the role dental health 

plays in overall health. When she rec-

ommends treatment, she wants her 

patients to understand exactly what 

it entails and why it’s needed. That’s 

where intraoral cameras come in. 

“It’s so much easier to help a 

patient understand a recommended 

treatment when you can show him or 

her a clear image,” she explained.

In 2001, Dr. Shelton traveled to 

the Fijian island of Vanua Levu for 

ON A MISSION FOR 
PATIENT EDUCATION
This Washington dentist is on a mission 

to educate patients. [ by Amy Bowman ]

her first dental volunteer experience 

at an open-air clinic. She discovered 

an immense need for oral surgery 

on the islands, which she didn’t have 

a lot of training in. Upon return to 

the states, Dr. Shelton went to work 

as the assistant to a dentist who did 

mostly oral surgery, and when she 

returned to Fiji for three additional 

mission trips, she was able to put that 

training to good use. Her two sons 

have joined her on the trips. 

“I think everyone should go on 

a mission trip because it changes 

your life,” Dr. Shelton said. “I was 

different at the end of each trip, and I 

know my sons were changed by their 

experiences, too.”

In 2013, Dr. Shelton discovered 

she could continue her mission work 

in the tri-city area of Pasco, Wash., 

where she recognized the opportu-

nity to share her knowledge with 

people who might not otherwise 

have access to care. She approached 

her friend Cyndi Hanna, a dental 

hygienist, about opening a dental 

practice together. When the women 

were connected with Patterson 

Representative Annette Halverson, 

she helped them secure a loan and 

connected them with the right 

people who helped put design plans 

together, choose equipment and get 

the whole project on track.

The result is Downtown Dental 

on 4th, a three-operatory practice 

equipped with state-of-the-art equip-

ment, including Eaglesoft Practice 

Management and digital X-ray. With 

minimal technology experience, Dr. 

Shelton embraced the new equipment. 

“I’m not great with computers, but 

I can handle our new technology,” 

she said. “We had a trainer who 

helped us get all set up, and our office 

runs so efficiently now.”

With a new office and updated 

equipment, she can continue to do 

what she does best: serve others. 

“The only way you can really be 

happy is if you’re doing this for other 

people because that’s where the 

payback comes,” she said. “There’s 

nothing that feeds the human spirit 

like giving because you get back way 

more than you give.”  
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PURE SILICATE

THE FIRST ALL CERAMIC-BASED DIRECT RESTORATIVE

VISIT THE  

ADMIRA FUSION WEBPAGE AT  

www.vocoamerica.com

TO REQUEST YOUR  

FREE SAMPLE!

Interested?  Circle Product Card No. 89

http://www.vocoamerica.com
http://www.vocoamerica.com
mailto:infousa@voco.com
http://www.vocoamerica.com


UPGRADE TO DIGITAL
WITH A CARESTREAM DENTAL INTRA-ORAL SCANNER 

FOR $5,000!
Details Inside

See Us at CDS Midwinter Booth #4321!

Dental Arts Laboratories, Inc.

Schedule a FREE Demo Today! 1.800.227.4142

Carestream CS 3500
Intra-Oral Scanner

BioZX2 • cubeX2 • BruxZir™

Model-less for $89/unit

http://www.dalcarestreamoffer.com/


� Reduced Costs
Eliminate your outbound shipping fees and the need for impression materials while reducing

your laboratory fees with virtual (model-less) restorations.

� Faster Case Turnaround Time
Store digital models electronically and upload them directly to our laboratory for instant delivery 

and faster case turnaround.

� Improved Treatment Results
Digital impressions provide increased accuracy resulting in better fitting restorations, decreased  

chairtime, and fewer remakes.

� Increased Patient Satisfaction
Maximize patient comfort levels by eliminating unpleasant impression materials and boost 

patient perception with premium, state-of-the-art dental technology.

Benefits of Going Digital with DAL

Introducing the 
Carestream Dental CS 3500 

Intra-Oral Scanner

• Easy to Use

• Portable - No Trolley

• Lightweight

• No Maintenance Contract

• No Powder

• No Click Fees

www.DALCarestreamOffer.com

http://www.dalcarestreamoffer.com/


Option 1: Restorative Plan
Purchase to Own
• Payment of $5,000**

• You choose restorative plan

 1. $10,000 in sales per month with DAL for one year***

 2. $5,000 in sales per month with DAL for two years***

 3. $3,500 in sales per month with DAL for three years***

 4. $2,500 in sales per month with DAL for four years***

How to Get Started

Pick Your Choice of Purchase Options!

Option 2: Lease Plan
Lease to Own
• Payment of $2,500

• No restorative plan

• You choose lease option

 1. $499 per month for three years

 2. $399 per month for four years

Call DAL at 1.800.227.4142 to Schedule a FREE Demo in Your Office!

Ύ�ĚĚŝƟŽŶĂů�ƚǁŽ�Žƌ�ƚŚƌĞĞ�ǇĞĂƌ�ǁĂƌƌĂŶƚǇ�ĂǀĂŝůĂďůĞ�

**Sales tax applies in IL, IA, IN and MO.

ΎΎΎ�ůů�ůĂďŽƌĂƚŽƌǇ�ǁŽƌŬ�ŝŶĐůƵĚĞĚ�ŝŶ�ƚŽƚĂů�ƐĂůĞƐ�ƉĞƌ�ŵŽŶƚŚ��ŶŽƚ�ůŝŵŝƚĞĚ�ƚŽ�ĐĂƐĞǁŽƌŬ�ƐĞŶƚ�ǀŝĂ�ƐĐĂŶŶĞƌ��

Alloy charges, shipping charges and taxes not included.

Plans include a Carestream Dental CS 3500 Intra-Oral Scanner, 
computer, one day of in-office training, and a one year warranty.*



DAL ALL-CERAMIC CROWN PRESCRIPTION

Doctor Name

Address

City                State              Zip

Phone                 Fax

Email Address
 

Patient Name                               Age                        M        F

Today’s Date ______/______/______     Return Date ______/______/______

Shade ____________________________ Tooth ___________________________

cubeX2 Cubic Zirconia
$109/unit w/Printed Model
$89/unit Model-less

BruxZir™ Anterior Zirconia
$109/unit w/Printed Model 
$89/unit Model-less

IPS e.max® Monolithic
$109/unit w/Printed Model
$89/unit Model-less

BioZX2 Translucent Zirconia
$109/unit w/Printed Model
$89/unit Model-less

BruxZir Solid Zirconia
$99/unit w/Printed Model
$89/unit Model-less

IPS e.max Layered
$175/unit w/Printed Model

1.800.227.4142 
Dental Arts Laboratories, Inc.
241 NE Perry Avenue, Peoria, IL 61603-3625

Signature __________________________________  License # _______________________

YES! I would like a FREE Intra-Oral Scanner Demo in My Office!

DPR 1/16

http://www.dalcarestreamoffer.com/


HOW TO SEND A CASE

WE’RE HERE TO ASSIST YOU!

TO GET STARTED, CALL US TODAY

1.800.227.4142
Peoria, IL • Lincolnshire, IL • Galesburg, IL • Lansing, IL • LaSalle, IL

Springfield, IL • Chicago, IL • Davenport, IA • St. Louis, MO • Indianapolis, IN

SEND IMPRESSIONS VIA FEDEX

Fast, Convenient & Reliable Pick-Up and Delivery
($7.95 per case, each way - $15.90 roundtrip)

1. Call us to request shipping materials.
2. Carefully package models, impressions, bite 
    registration and Rx into box and seal.
3. Call us and we will schedule a pick-up at your
    office via FedEx. The package will be delivered
    to our laboratory the following business day.

REQUEST A FREE DAL STARTER KIT!

Starter Kit includes everything you need to send a case.

Call us at 1.800.227.4142!

Renee DuBois
National Accounts Manager

Product Questions &
Case Pick-Ups

www.DALC a r e s t r e amO f f e r. c om

1

2

3 TER KIT!

sendendendenden  a cascase.e

r. c om

Axel Kufner
Ceramics/Crown & Bridge 
Manager

Case Consultation

SEND US AN STL FILE

Send your STL file to fixed@dentalartslab.com.

_____________   OR   _____________

http://www.dalcarestreamoffer.com/
mailto:fixed@dentalartslab.com


cubeX2 - $109/unit ($89/unit Model-less)
HIGHLY TRANSLUCENT CUBIC ZIRCONIA

Advantages:

• Translucency of Lithium Disilicate with Warm, Natural Esthetics

• Requires Less Reduction Than Lithium Disilicate

• 720 MPa’s - Ideal for Anterior Singles and 3-Unit Bridgework

• Conventionally Cemented

DAL ALL-CERAMIC CROWN ALTERNATIVES

BioZX2 FC - $109/unit ($89/unit Model-less)
TRANSLUCENT ZIRCONIA

Advantages:

• Multi-Colored Layered Appearance

• Color Throughout - Precise Shades in All Vita Shades

• 1,100 MPa’s - Ideal for Posterior Singles and Bridgework Up to 14 Units

• Conventionally Cemented

BruxZir™ FC - $99/unit ($89/unit Model-less)

BruxZir Anterior - $109/unit ($89/unit Model-less)
SOLID ZIRCONIA

Advantages:

• Conservative Prep and Conventionally Cemented

• Chip Resistant, Ideal for Bruxers and Grinders

• BruxZir Anterior Satisfies Esthetic Requirements for Anterior Region

IPS e.max® - $109/unit ($89/unit Model-less)
PRESSED LITHIUM DISILICATE

Advantages:

• Pressed for Maximum Strength and Precise Margins

• “Empress-Like” Esthetics

• Cement or Bond

1.800.227.4142 
Dental Arts Laboratories, Inc.
241 NE Perry Avenue, Peoria, IL 61603-3625

All Products Proudly Fabricated in Our Laboratories Located in the USA.

http://www.dentalartslab.com/
https://www.facebook.com/dentalartslaboratories
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