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Discover 
ATLANTIS™ ISUS
The benchmark for CAD/CAM suprastructures
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In addition to ATLANTIS™ 
patient-specific abutments, the 
ATLANTIS™ ISUS solution includes a full 
range of implant suprastructures for partial- and 
full-arch restorations. The range of standard and custom 
bars, bridges and hybrids are available in titanium or cobalt-chrome and 
allows for flexibility in supporting fixed and removable dental prostheses. 

ATLANTIS ISUS also helps to eliminate the additional labor often associated 
with providing traditional implant suprastructures, and can be conveniently 
and efficiently ordered online.

For more information, including a complete implant compatibility list,  
visit www.dentsplyimplants.com.

•	Available	for	all	major	
implant	systems

•	1reDise
	tension-free	mt

•	Comprehensive	10-year	warranty

Interested?  Circle Product Card No. 1
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all ceramic

all you need

IPS e.max PRESS 

ABUTMENT SOLUTIONS 
CUSTOM-PRESSED IN YOUR LABORATORY

• Long-lasting tooth-colored esthetics

• Increased efficiency and flexibility

• Hybrid abutments or hybrid abutment crown option

• Excellent bond strength (IPS e.max Press lithium disilicate and Ti base)*

THE IDEAL SYSTEM 

   FOR CUSTOM 

    ESTHETIC ABUTMENTS

Call us toll free at 1-800-533-6825 in the U.S., 1-800-263-8182 in Canada.
© 2013 Ivoclar Vivadent, Inc. IPS e.max is a registered trademark of Ivoclar Vivadent.
*Consult Ivoclar Vivadent or the instructions for use to obtain a list of approved titanium parts.

Watch the Abutment Solutions animation at 
www.ivoclarvivadent.us/abutmentsolutions

shopivoclarvivadent.com
Buy online at our new LabShopTM

I V O C L A R  V I V A D E N T  G R O U P

ivoclarvivadent.com

Interested?  Circle Product Card No. 2
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a

COver prOduCts are chosen because of their innovation or 
perceived impact on productivity and bench artistry.

c

d

b

Entry lEvEl mills

a  Motion 2 4-Axis Mill
Te 4-axis Motion 2 mill has wet/dry milling and wet grinding 

capabilities for material appropriate processing, intelligent four-

axis machining that reaches into undercuts, the ability to handle 

a broad range of indications and materials including zirconia, 

Sintron® millable chrome cobalt, resin, wax, glass-ceramics and 

lithium disilicate. 

Amann Girrbach America

800-851-3719 |  amanngirrbachamerica.com

CirCle rs nO. 3

ClEar mOdEling rEsins

b  primopattern gel
Clear primopattern gel reportedly offers the same benefits as 

the original red gel, but provides an additional option for cases in 

which clear material is preferable. Te gel has a lengthy working 

time of more than 20 minutes, quickly cures in most conventional 

curing units and displays no clinically relevant shrinkage.

Primotec

866-643-3129 | primotecusa.com

CirCle rs nO. 4

3d Wax PrintErs

c  3Z MAX
Te fully automated 3Z MAX printer combines the power of 3D 

high-precision printing with the increased performance that 

direct manufacturing requires. A user-friendly touchscreen and 

software allows operators of any technical level to produce high-

precision wax parts ready for casting, making the promise of 3D 

direct manufacturing available to nearly any business.

Solidscape

603-429-9700 | solid-scape.com

CirCle rs nO. 5

glazing & masking systEms

d  VITA AKZENT Plus
VITA AKZENT® Plus is a comprehensive system of masking stains 

and glazing agents that provide versatility in shade modifica-

tion. Users can optimize the shades of various ceramic restora-

tions, including all-ceramic veneers, monolithic restorations and 

metal-ceramic veneers. Te new stains also support a variety of 

approaches to processing, and are available in three options: as a 

combined power/liquid, as a paste and as a spray.

Vident

800-828-3839 | vident.com

CirCle rs nO. 6

Visit Us Online

www.sundentallabs.com

866.561.9777

Featuring

VITALLIUM®

2000 PLUS

PREMIUM

METAL FRAMES

Interested?  Circle Product Card No. 7
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What lab owners and technicians 

were searching for and savoring in 

August  @ dlpmagazine.com

Follow us on Twitter:
twitter.com/dlplive

And also on Facebook:
facebook.com/
dentallabproducts

MOST PRODUCTS. BEST SEARCH. Find thousands of products 

and all of the following Web-exclusive content on our website.

The Ref ning of the

Market

3 most-read articles online

01  Primotec’s new clear primopattern 
gel said to be ideal for modeling
 Compiled by DLP Editorial Team

02    Delcam’s DentMILL CAD software 
expansion now includes two new 
mills [VIDEO]

  Compiled by DLP Editorial Team

03    VITA’s new solutions to improve your 
restorations

  Compiled by DLP Editorial Team

P
H

O
T
O

: IS
T
O

C
K

P
H

O
T
O

/T
H

IN
K

S
T
O

C
K

September 2013 Vol. 38 No. 8

18

30

PRODUCTS IN APPLICATION

Bench Mastery
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results.
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in a partial case.

18 A better implant restoration
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30 Real Tim ROI with Amann Girrbach’s 
Ceramill system
Walter Shin of Seckler Dental Lab explains how this system has 

let them bring work in-house and keep quality up.

33 The more you know, the better
Carol J. Pilmer explains why CE matters, and how you can do it 

in a way that will help your lab.

34 Real Tim ROI with Shofu’s OneShot Unilayer 
Porcelain
Lab owner David Tietz explains how OneShot Unilayer Porcelain has 

helped Centric Dental Lab improve its bottom line and workf ow.

36 Real Tim ROI with Straumann CARES CADCAM
How Straumann USA’s CARES CADCAM allows Dickerman Dental 

Prosthetics to keep all of its solutions in-house.

CUTTING-EDGE TECHNOLOGY

Tech Corner
38 A new benchmark in implant suprastructures
DENTSPLY Implants further expands their ATLANTIS™ solutions to 

include ATLANTIS™ ISUS. 
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10  Product Watch
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Check out this video  
Go to http://youtu.be/fRiEbSQNJ5Q to learn 

about how Zirkonzahn is  “Helping Every Lab 

Technician Become a Hero.”
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by Robert Elsenpeter  
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from the Editor

Ryan Hamm
rhamm@advanstar.com

Mission Statement
Dental Lab Products provides 

dental laboratory owners and 

managers with unbiased, clear, 

and concise insights into optimal 

uses and best applications 

of new products. Integrating 

original research, continuing 

education, and international 

industry trends, we support 

laboratory decision-makers in 

their commitment to deliver 

optimum patient care through 

advancing their profciency, 

productivity, and proftability. 

More than a 
magazine
In 1994, the media conglomerate 

and newspaper publisher Knight-Ridder 

published a promotional video analyzing 

the future of publishing. In the video, 

experts discuss how technology might 

change the publishing industry. Te 

video also postulated about something 

Knight-Ridder dubbed “Te Tablet,” a 

tablet computing device that would be 

used to read the news.

If you’re thinking all of that sounds 

eerily similar to what actually happened in 

the publishing industry, you’d be right! Te 

Internet has completely changed how all 

of us access information. Mobile technol-

ogy has enabled us to take that informa-

tion with us wherever we go. And technol-

ogy even greater than Knight-Ridder’s 

“Tablet” has come along to make tablet 

computing a great new way to read—be 

it books, magazines or newspapers.

Technology has, indeed, changed 

everything. And at Dental Lab Prod-

ucts, we want to take advantage of those 

changes to bring you better content, 

and we want to help you keep up with 

the rapidly changing world of  interac-

tive information.

Tat’s why we’re hard at work every 

day on our website, DLPMagazine.

com. You’ll find up-to-the-moment 

product news and industry changes, 

along with updates we don’t have room 

for in the magazine. You’ll also fnd 

exclusive content that complements 

the print magazine—check out  http://

bit.ly/14ZGH92  for a glimpse behind 

the scenes of one of this issue’s Real 

Time ROI articles! 

We’ve also started Dental Lab Prod-

ucts’ very own YouTube channel: YouTube.

com/DLPMagazine. It will be home to 

great video techniques, product videos 

and sneak peeks at upcoming articles.

DLP also has its very own iPad app 

available in the Apple app store! If you’ve 

got an iPad, don’t miss out—we’ve got 

a lot planned for the app in coming 

months, and we can’t wait for you to 

see what we’re doing.

Whether it’s with online articles, 

video or our iPad app, we’re excited to 

head into the new publishing future. We 

hope you’ll be on the lookout for all of 

the great stuf we have coming in 2013 

and into the next year. lab

Advanstar Dental Media offers many services that can help you 

build your business, fnd qualifed employees, or sell your services.serve
you?

how can we

Subscriptions
Are you moving? Do you have a question 
about your subscription?

U.S. and Canadian subscribers call  

888-527-7008 

All others call  

218-740-6477

new Products
Ofer a product or service that you 
would like to have published at no 
charge in the New Products section?

Call Mike Quirk at 440-891-2725 or 

e-mail mquirk@advanstar.com

online
Looking for product information, 
technique tips, survey data, and 
classifeds online?

Log onto  

www.dlpmagazine.com

List Services
Tinking about a direct mail campaign 
to target dentists or labs based on 
specifc demographics?

Call Carissa Simmerman at 800-225-

4569 ext. 2655  

or e-mail csimmerman@

advanstar.com

custom reprints
Need reprints of an article?

Call 877-652-5295 ext. 121 

or e-mail  

bkolb@wrightsmedia.com

communicate with us
Would you like to comment on an 
article that you read, submit a story 
idea, or tell us about topics you’d like to 
see covered in DLP? Have you written 
an article you’d like to share with your 
colleagues? We want to hear from you! 

Call Stan Gof at  

630-922-5881 or email sgoff@

advanstar.com

®

641 Lexington Ave. 8 Floor, New York, NY 10022 

Phone 212-951-6600 Fax 773-847-6486 E-mail dlp@advanstar.com
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URL  Circle No.

Company Name Page No. Product Card
URL  Circle No.

Ivoclar Vivadent, Inc. CV2 2 
ivoclarvivadent.us

MC  Dental Articulators 23 36 
mcdentalarticulators.com

Roland DGA Corp. 17 21 
rolanddga.com

Shofu Dental Corp. 35 30 
shofu.com

Stratasys 27 24 
stratasysdental.com

Straumann 8 9 
straumann.us

Sun Dental Lab 3 7 
sundentallabs.com 

Vident 9 10 
vident.com

Zirkonzahn 11, 13, 15 18 
zirkonzahn.com

3Shape A/S 21 23 
3shape.com

Amann Girrbach America, Inc. 31 27 
amanngirrbachamerica.com

Argen Corporation
argen.com 5 8

Astron Dental Corp.
astrondental.com CV4 35

Cagenix Inc. 32 28 
cagenix.com

Chicago Dental Society CV3 34 
on.cds.org 

DENTSPLY Implants
dentsplyimplants.com F1, F2 1

Evident 37 32 
evidentlabs.com

Hoover & Strong 16 19 
hooverandstrong.com/ref ning

Activate the Magazine

As the go-to product resource for the dental 

lab industry, the team at Dental Lab Products

wants to make it as easy as possible for you 

to get the information you need about new 

products.

Starting earlier this year, you’ll notice we 

added a reader service card with numbers that 

correspond to advertisements. In this issue  

you’ll f nd numbers with each of the products 

that appear as editorial in this  issue of DLP.

You’ll also f nd opportunities to go directly 

to landing pages that allow you to f ll in your 

information to receive new product materials, 

QR tags that get you there directly from your 

phone, and in some cases, text (or SMS) codes 

that provide yet another way to get the infor-

mation you want.

We don’t expect you to use every method. 

We just want to make it easy for you to get what 

you’re looking for—on your terms.

You Can:

Click

Scan

 Call

Result:

New product information 

sent directly  to you!
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Top 5
reasons you should get social>>

your clients are into social media
More dentists are turning to social media to promote their practices, and it’s a 

great tool for labs as well. Tweet about specials your lab is offering. Blog about 

successful cases you’ve completed and share links to your posts via Twitter, 

Facebook and Google+. Post pictures from successful cases on your Facebook 

page. Use these tools to showcase your work and attract dentists to your lab. 

it’s a great marketing tool
You’re always looking for ways to market your lab, and these days social media 

is a no-brainer. If you regularly update Twitter, Facebook and any other social 

media accounts connected with your lab, you have the ability to reach countless 

current and potential customers—especially if you’re posting content people 

want to share. 

social media offers a deeper connection
You can connect with dentists through traditional marketing methods, but 

nothing gives you the level of interaction that social media does. If you post 

a case on Facebook, chances are someone is going to ask you a question 

about or comment on that case, sparking a conversation. It gives you an 

opportunity to interact with clients, and even patients, on a different level. 

it’s cost-effective 
One of the best things about social media is it’s free! 

a leadership opportunity 
If you dive into social media, you need someone to manage it. This is a great 

opportunity for someone on your team to take ownership of the lab’s social 

media account as part of the lab’s marketing efforts. 

the LIST
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quIck bITeS for perSonaL deveLopmenT and 

overaLL Lab SucceSS

nexT monTh: Top 3 wayS you mIghT offend your 

cuSTomerS

Interested?  Circle Product Card No. 9
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InSync ZR Ceramic Layering Press
Te InSync ZR Ceramic Layering System is an extension to the InSync FC Stain 

and Glaze product line. Although developed for Lava™ Plus High Translucency 

and Jensen HT zirconia, the system reportedly also ofers an efcient and reli-

able method for shading and layering all framework restorations. Te system 

includes a wide range of fne grain naturally translucent and fuorescent pow-

ders that are said to be easy to grind and polish, yield low shrinkage, provide 

the esthetics of a multi-powder build up with just two powders, and match the 

VITA shade guide simply and predictably. Te liners are both translucent and 

shaded, so technicians can match white as well as shaded zirconia frameworks. 

Jensen Dental
800-243-2000 | jensendental.com

CIRCLE RS NO. 11

DentMILL Software 
Solutions
The new, dedicated versions of 

DentMILL dental milling software 

are designed specifcally to create 

dental restorations on the Datron 

D5 and Digital Dental Lab desktop 

machining systems. “DentMILL 

for Datron” and “DentMILL for 

DDL” only present the user with 

machine kinematics, fxtures and 

materials that are relevant and 

available, plus the programs in-

clude machine-specifc templates 

to automatically generate 3-axis 

and 5-axis toolpaths for particular 

pieces of equipment. 

Delcam
877-DELCAM | delcam.com

CIRCLE RS NO. 14

Multimat NTX and NTXPRESS Furnaces
The Multimat NTX and NTXPRESS furnaces both include programs for firing 

porcelain. Te NTXPRESS also presses all-ceramics, including lithium disilicates. 

Tese furnaces include program customization, and reportedly demonstrate reli-

ability for brilliant, consistent fring results. Multimat models are equipped with 

an even-heating coil, protected by a quartz glass tube, to ensure homogeneous 

heat distribution within the chamber. A vacuum pump is complimentary with 

each unit’s purchase.

DENTSPLY Prosthetics
800-243-1942 | prosthetics.dentsply.com

CIRCLE RS NO. 12

VITA In-Ceram YZ Disc Color
Available in precolored, monochromatic shades, the VITA YZ 

Disc Color reportedly uses a controlled coloring process, produc-

ing a uniform quality of shades and eliminates the need for time-

consuming and mistake-prone manual coloring. For ideal color 

matching, three shade variations are available: light, medium 

and intense. If needed, additional coloring with VITA Coloring 

Liquid can be used for more subtle shade variations. 

Vident
800-828-3839  | vident.com

CIRCLE RS NO. 13
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GC Initial MC Classic Line
Te GC Initial MC Classic Line represents a group of products within the range of GC Initial 

MC portfolio specifcally adapted to the two powder build-up technique. Reportedly, dental 

laboratories will be able to reproduce the well known VITA colors. Te corresponding new 

GC Initial MC Classic Line Paste Opaques have been optimized for this system and ofer 

better masking and adhesion with the beneft of an easy application. Te line features a 

higher chroma, ofering a strong base, especially on non-precious alloys. By means of the 

successive dentin and enamel powders, highly esthetic results can be achieved in the two 

powder build-up approach. 

GC America
800-323-7063 | gcamerica.com

CIrCLe rs no. 15

CAMbridge 2013
Designed for full integration with the 3Shape Dental System™, CAMbridge 2013 is said to 

ofer a simple, smooth and highly automated workfow that begins with order creation 

and ends with 3D printing or milling. Additionally, CAMbridge 2013’s restructured user 

interface ofers an improved overview of multiple machines and jobs. Other new features 

include 5-axis continuous machining, plus updated flters for creating automated individual 

strategies for every dental indication. 

3shape
908-867-0144 | 3shape.com

CIrCLe rs no. 16

www.zirkonzahn.com
Interested?  Circle Product Card No. 18
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Combo case: 
expertise required
Using skill and experience to work on a case that featured multiple issues, 
requiring multiple techniques and multiple solutions for optimal results.

When this particular situation was frst being 

considered, the patient and dentist were inter-

ested in creating a four-unit implant case involv-

ing tooth Nos. 7-10. But the patient had some 

cosmetic concerns with re-creating his smile that 

led to a change in plans. The technician offered 

his opinion that perhaps if the dentist prepped 

the canines, esthetics would be better maxi-

mized. The patient, a 70-year-old male, agreed. 

The challenge, then, for the technician, was to 

choose a color that would complement the many 

variations of color he could see throughout the 

patient’s teeth. There was a deep saturation of 

gray, brown and a pinkish tone to his maxillary 

teeth, with the mandibular dentition being a large 

assortment of colors as well. For best esthetics, 

the design of the tooth structure was going to 

have to include the gingival to the incisal edge, 

with pink porcelain being used for the gum tissue 

area. In addition, the teeth shape would have 

to be considered.

Case study

The initial view image (Fig. 1) shows crowns 

on tooth Nos. 8 and 9 that were 20 years old. 

The picture was one year old at the time of 

presentation because the case had been in 

 expertise fixing Multiple probleMs

Fig. 1 Initial view Fig. 2 Occlusal view Fig. 3 Custom shade matching

Fig. 4 Titanium implants Fig. 5 Second stage build-up Fig. 6 After fre, bisque bake stage

Fig. 7 Technician markings to delineate 

texture, shape and 3D appearance creation

Fig. 8 Staining with GC Lustre Paste Fig. 9 Implants placed on numbers 7-10 and 12

 Kahng on a CoMbo Case

Luke Kahng, CDT
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the planning process for that long. The doctor planned 

to extract tooth Nos. 7-10 and place implants. There was 

also noted a huge gap between the teeth, creating a black 

triangle that would need to be masked. Tooth Nos. 6 and 

11 would be prepped because they were too dark and the 

contour and color were not acceptable. To make his smile 

better in proportion and dimension, it was necessary to 

consider all six of the anterior maxillary teeth. In Figure 

2, we see the occlusal view, noting the large gap in tooth 

No. 11 with the amalgam. This would be corrected with 

the addition of a crown. 

01 
Figure 3 is a view of the mandibular teeth with 

the technician matching the color using a variety 

of LSK121 ceramic shade tabs. He decided after studying 

the dentition that the tooth to match was No. 25 because 

its color was brighter with a healthier appearance. This 

color became the target for the fabrication of the maxillary 

crowns and bridge. Technicians are often confused about 

which tooth to match when they see a large variety of color. 

In my opinion, it is best to try and duplicate the one that is 

most likely to blend and create coordination for the patient’s 

overall smile appearance. 

02 
In Figure 4, titanium implants were placed that 

had been produced by the GC Milling Center (gc-

at.com).

03 
In fabricating the second stage porcelain build-up 

(Fig. 5), I used GC TO colored porcelain. Because 

the teeth were somewhat longer than I liked, I added pink 

porcelain GU gum color with TO colored enamel to the top 

of that. In this way I was not creating one solid pink color, 

but rather a natural appearance with clear color in between 

the layers. 

04 
After fring, the bisque bake stage is shown (Fig. 6). 

I was especially interested in producing good form 

and contour between tooth Nos. 6 and 11. For better esthet-

ics, I would do some grinding to mimic natural contouring.  

05 
To complete the grinding, I drew black lines on the 

restorations to mark where I would be creating 

texture and shape (Fig. 7). From the incisal to the gingival 

the red area demonstrates the three-dimensional appear-

ance I wanted to form through grinding.

06 
After grinding, I began staining the restorations 

with GC Lustre Paste (Fig. 8). It’s important to 

note the gingival area was not completely pink but had a 

dark brown tone to it. For the middle section, I used exter-

nal luster paste and the incisal 1/3 revealed a brown color 

all throughout, with orange blending inside. In between 

the teeth I placed dark brown staining for natural looking 

esthetics. The key to this coloration was the Lustre Paste 

blending from the gingival to the incisal. It was not consis-

tent in nature, rather more patchy in application because 

that is nature’s way. The restorations were fred at 880°C. 

07 
Pictured is an occlusal view of the implants placed 

on tooth Nos. 7-10 and 12 (Fig. 9). In addition, the 

dentist prepped tooth Nos. 6 and 11. The bridge and the 

single-unit crowns were all porcelain fused to high noble 

metal with porcelain butt margins. During the immediate 

try-in phase,I placed the restorations half-way into the area 

to see the color and texture and compare it to the patient’s 

natural dentition (Fig. 10). Crowns fabricated for tooth Nos. 

6 and 11 were also tried-in to compare the right and left 

sides of the mouth with the lower dentition to make sure 

there was a correct duplication with the porcelain (Fig. 11). 

 Kahng on a CoMbo Case

Fig. 10 Immediate try-in Fig. 11 #11 try-in Fig. 12 Color check

Fig. 13 Kneeling view Fig. 14 After try-in

Fig. 15 Color harmony, patient 

very happy with results    

The left canine had been correctly duplicated using the 

lower dentition as a guide (Fig. 12). The correct amount 

of enamel and dentin color had been applied. 

08 
During try-in, I asked the patient to bite down. 

I knelt down and photographed the patient to 

illustrate color matching in between the lower and upper 

teeth. The color is natural in appearance, which gave ev-

eryone a feeling of successful achievement (Figs. 13 and 

14). The match is harmonious and the patient very happy 

with the fnal results (Fig. 15). 

ConClusion

The importance of shaping the teeth from the gingival 

to the incisal areas cannot be overemphasized. Also, the 

size of the teeth needs to ft with the rest of the patient’s 

natural dentition. Custom shade matching was accom-

plished through careful analysis and planning as to which 

tooth to match. There is always question as to whether 

the patients we are working with want to complete both 

the maxillary and mandibular areas of their mouth, and 

once that is known, an effective plan can be created. 

After that is in place, it can be completed.. lab
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Keeping partials 
stress-free
Using the VKS-SG Attachment Systems in a partial case.

by Peter H. Kuch, CDT

Fig. 1 Snap VKS-SG 2.2 mm yellow 

matrices over the ball attachment.

Over the years, most of the

problems with any attachment are 

caused by poorly designed or ftting 

RPD (removable partial denture); 

specifcally, frames without proper 

reciprocating arms. For this reason, 

we would like to recommend the 

following technique: The fabrica-

tion of a precision attachment RPD 

with custom metal housing and lingual 

arms, as separate components. This 

provides many restorative benefts for the dental techni-

cian and dentist. This technique allows technicians to 

fabricate highly accurate and stress-free partial frames. 

When using the VKS-SG system, as well as most other 

attachments, for fxed-removable combination cases, it 

is important to have an exact ftting reciprocating lingual 

arm and shoulder rest with an interlocking vertical groove. 

The main function of these is to divert occlusal loading 

forces away from the attachment and center them down 

Figs. 2 & 3 VKS-SG 2.2 mm Castable Housing is placed over the yellow matrices. Cut the retention tail off the 

castable housing if necessary to follow the contour of the ridge and apply Pattern Resin into the shoulder groove 

rest and onto the plastic castable housing to create the lingual arm (remove yellow matrix before casting). 

Peter H. Kuch

VKs-sG attachment systems

 XpDent 
800-328-3965 

XPDent.com

Circle RS No. 20

The VKS-SG is available in two sizes; 2.2 mm and 

1.7 mm in diameter. They can be used in virtually 

any attachment case. SG’s can be placed almost 

anywhere: on the buccal, lingual, distal or mesial of 

a bar or crown, and are ideal for cases with limited 

room.

Indications & Features

•	 10 levels of retention

•	  C & B Mesial/Distal

•	  C & B Bar

•	  C & B Unilateral

•	  Limited Vertical Space 

•	Mesial/Distal of Implant 

Bar

•	 One Side of Implant 

Bars

•	  For Implant Abutments

•	  Laser Welding

www.zirkonzahn.com

Zirkonzahn USA

Education Center Atlanta

Zirkonzahn California

Zirkonzahn Norcross

Interested?  Circle Product Card No. 18
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the long axis of the tooth, also to avoid 

the partial slipping distally, especially on 

free-end saddle cases.  

IMportant tIp

Often times after cementing the crowns, 

the attachment may no longer fit pas-

sively; in that case, it is very simple to 

use a solder iron, heat up the bonded-in 

metal housing, and pull it out of the major 

connector. After creating the space in the 

acrylic, it can be reset in the patient’s 

mouth with quick cure acrylic.

The intent of this technique is to sepa-

rate the making of the attachment section 

from the rest of the partial. As many RPD 

technicians probably are able to cast a 

chrome-cobalt partial with attachments 

and have a passive-ft across the arch, in 

my 40 years I have not been able to do this. 

For many years, I split the work process 

and created an absolute precise attach-

ment casting with lingual arm and in the 

earlier years we soldered the attachment 

to the chrome cobalt partial. Even with 

that we found that after cementing the 

 step-by-step VKs-sG systeM

Figs. 7 & 8 Sprue the waxed partial and cast.

Fig. 4 Sprue, invest and cast the 

housing patterns with the lingual arms. 

Fig. 5 After ftting and sandblasting, 

use light curing pink opaquer to 

mask out the metallic gray color.

Fig. 6 Block out and duplicate 

the master model to create 

a refractory model.

Fig. 9 Partial is also color masked 

with light curing pink opaque.

y 48-Hour Settlements

y Free Shipping

y  SCS Certified

Eco-Friendly Refining 

y Precise Analysis

y Highest Payouts

y Unsurpassed Customer Service

y Honest & Fair Returns

y Cash, Bullion or coin payment

Call 1-800-759-9997
�'LDO���IRU�5H¿�QLQJ��DQG�PHQWLRQ�FRGH�'/3�����

Precious Metal Refining 

For Over A Century

Your First Refi ning Lot is FREE!

See Us In New Orleans!

Drop by Hoover & Strong Booth #810 
to meet our expert refi ning 

representatives and learn why you 
should refi ne your precious metal 

dental scrap with Hoover & Strong, 
the industry leader in eco-friendly, 

SCS certifi ed refi ning!
Join thousands of your colleagues 
at the 2013 ADA Annual Session, 

Oct. 31-Nov. 3 at the 
New Orleans Ernest N. Morial 

Convention Center. 

HooverAndStrongRefining.com

Booth 810

�'6��100'%6'&
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VISIT
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SCAN: 

Fig. 10 Use adhesive to bond the 

custom metal housings with lingual arms 

to the partial frame. Soldering or laser 

welding may be considered, but would 

make later removal of the attachment 

impossible. We recommend bonding.

crowns, many times there was a slight rock 

or movement in the attachment section. 

At this point I started to bond instead of 

solder. Bonding makes later removal and 

subsequent resetting of the attachment 

section possible. This turned out to be 

very benefcial for myself and the dentist 

as it prevented me from remaking some of 

those cases. A further beneft of making 

the attachments separate is that I make 

the attachment section as soon as I fnish 

the crowns, therefore if the dentist seats 

the crowns right away he can then pull the 

attachment sections in the fnal impres-

sion for the partial, which gives me a very 

precise relationship to the crowns.

step by step

01 
In waxing the crowns, make sure 

the attachments are parallel and 

create a lingual parallel wall with a shoulder 

and a mesial groove.

02 
Invest and cast.

03 
Finish the porcelain work in a tra-

ditional manner.

04 
Finish and polish the crowns.

05 
Make sure your lingual arm recipi-

ent has no undercuts.  

06 
Place matrix on the attachment, 

snap on the castable housing.

07 
Model on the lingual arm using a 

quick-cure resin, eg PiKuPlast.

08 
Pull and cast the attachment sec-

tion. Remove the matrix.

09 
After casting, fit the casting to 

the crown.

10 
The case should now go out to the 

dentist for a try-in.

11 
If the dentist decides to seat the 

crowns at this point, have the 

dentist pull the attachment sections in a 

new master impression. Otherwise, the 

dentist can pull the crowns in the master 

impression.

12 
After pouring the master model, 

the chrome cobalt partial is cre-

ated in a traditional manner.

13 
The use of pink opaquer as shown 

in the pictures is optional.

14 
The attachment section and the 

chrome cobalt partials are now 

bonded together.

15 
Teeth are set up and the partial is 

fnished in a traditional manner.   

lab

Fig. 11 Set-up teeth, process 

and fnish acrylic as usual.

Interested?  Circle Product Card No. 21
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 step-by-step Ips e.Max press abutMents

Fig. 3 The emergence prof le 

was designed with resin.

a better implant 
restoration
Using Ivoclar Vivadent’s IPS e.max Press Abutment Solutions.

by Ken Cathers, CDT

Fig. 5 The dimensions of the wax-up 

were verif ed against a putty matrix.

Fig. 6 A 2.5 mm sprue was attached 

to a circular area of the wax-up, being 

certain to keep the sprue parallel 

with the screw access channel.

Fig. 7 The wax-up was placed 

in the investment ring, and the 

investment was carefully poured, 

making sure to f ll the screw channel.

Fig. 8 The restorations were removed 

from rings, divested and immersed in 

Invex Liquid to remove the reaction layer.

Fig. 9 The f t of the abutment was 

tested on the titanium base, and 

minor adjustments were made with 

diamond-coated instruments.

Fig. 10 Characterizations were applied 

to the emergence prof le and f red.

Fig. 11 The Ti base was prepared for 

bonding by placing wax on the screw 

channel and emergence to protect them.

Fig. 12 Monobond Plus was 

applied to the bonding surface of the 

Ti base and left for 60 seconds.

 Traditional dental implant restorations can be challeng-

ing for dentists and laboratories. Several factors must be 

considered to ensure predictable, successful placement 

and subsequent restoration. When dental implants are 

cement-retained, inadequate clean-up of excess cement 

adjacent to implant margins could lead to peri-implantitis. 

When dental implants are screw-retained, screw access 

channels require careful management to create proper 

anatomy, esthetics and function.

To address these challenges, a simplified option 

has been developed. This has been accomplished with 

the creation of hybrid abutment solutions. IPS e.max 

Press Abutment Solutions from Ivoclar Vivadent allow 

for simple, accurate placement of dental implant resto-

rations that demonstrate a natural emergence prof le, 

shape and esthetic properties based on the individual 

clinical situation. Custom characterizations can be added 

to further enhance the life-like esthetics and seamless 

blending with natural dentition.

The use of lithium disilicate over a titanium base 

produces a restoration with a strength of 400 MPa and 

life-like optical properties. The IPS e.max Press Abutment 

Solutions allows laboratories to create either one-piece 

hybrid abutment crowns attached to titanium bases, or 

hybrid abutments bonded to a titanium base onto which 

a crown can be cemented. Benef ts of this fabrication 

Fig. 1 A pin was inserted into 

the screw access channel. 

Fig. 2 A coping was designed 

with modeling resin.

Ips e.max press abutment solutions

In addition to an optimum design of the emergence 

prof le, the individually fabricated, tooth-colored 

abutment features a long-lasting esthetic appearance, 

even in cases of gingiva recession. Given the 

f uorescence of the LS
2
 glass-ceramic in conjunction 

with individual characterizations, a lifelike appearance 

is achieved. The seating of hybrid abutments is 

facilitated as a result of their geometry, and excess 

cementation material can be easily removed.

Ivoclar Vivadent
800-533-6825

Ivoclarvivadent.us

RS No. 22

SCAN: 

Fig. 4 The remainder of the 

coping was built up with wax.
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Fig. 13 IPS Ceramic Etching Gel was 

applied to the bonding surface of the 

lithium disilicate for 20 seconds.

Fig. 14 Cement was applied directly 

to the titanium base and the bonding 

surface of the lithium disilicate.

Fig. 15 Excess cement was 

cleaned from the emergence 

and the screw channel.

Fig. 16 Liquid Strip glycerin gel was 

applied to the cement joint to prevent 

the formation of an inhibition layer. 

Fig. 17 The cement joint was then 

smoothed with rubber polishers.

Fig. 18 View of the hybrid 

abutment in the mouth.

Fig. 19 View of the crown 

restoration affxed to the hybrid 

abutment in the mouth.

Fig. 20 View of a hybrid 

crown at the laboratory.

Fig. 21 View of a hybrid crown 

being placed in the mouth.

technique include providing a laboratory 

a new product offering for dentists, cost 

savings compared to other customized 

abutments, faster turnaround and improved 

esthetics compared to traditional titanium 

or zirconia abutments.

the case

01 
An appropriate titanium base that 

corresponds to the implant being 

used is selected. The titanium base (Ti base) 

is placed on a model of the patient’s mouth, 

and a pin is inserted into the screw channel 

(Fig. 1).

02 
Modeling resin is then used to de-

sign a coping around the Ti base 

and pin because the resin is more rigid than 

wax and will better withstand being slid on 

and off the Ti base (Fig. 2). 

03 
The emergence profle is created 

with resin (Fig. 3), and the remain-

der of the coping is built up in wax (Fig. 4).

04 
The dimensions are verified 

against a putty matrix (Fig. 5). Af-

ter removing the pin from the screw chan-

nel, attach a 2.5 mm sprue to a circular 

area, keeping the sprue parallel with the 

screw channel. Do not tilt the sprue (Fig. 6).

05 
The wax-up is placed in an invest-

ment ring, and the investment is 

poured slowly, being sure to fll the screw 

channel (Fig. 7).

06 
The investment is placed in the 

pressing furnace and preheated 

for 60 minutes. The appropriate press pro-

gram is selected according to the ingot and 

ring size used. 

07 
The restorations are removed 

from the ring, divested (Fig. 8), 

and immersed in Invex Liquid to remove 

the reaction layer.

08 
The ft of the abutment is verifed 

on the Ti base, and minor adjust-

ments can be made with diamond-coated 

instruments (Fig. 9). 

09 
The sprues are cut with a sepa-

rating disc, and the attachment 

points of the abutment and crown are 

smoothed. The emergence profle and ft 

of the abutment are verifed on the model. 

10 
Characterizations can be applied 

to the emergence profile of the 

abutment using IPS e.max Ceram shades 

and Essence stains (Fig. 10), after which 

the abutment should be fred. Glaze is then 

applied and the abutment fred again. 

11 
The Ti base is prepared for bonding 

by placing wax on the screw chan-

nel and emergence to protect them, while 

the boding area is carefully sandblasted 

with AI
2
O

3
 at low pressure (Fig. 11). Mono-

bond Plus is applied to the bonding surface 

of the Ti base and allowed to react for 60 

seconds (Fig. 12).

12 
IPS Ceramic Etching Gel is then ap-

plied to the bonding surface of the 

IPS e.max Press abutment and left for 20 

seconds, after which Monobond Plus is ap-

plied to the bonding surface of the abutment 

and left to react for 60 seconds (Fig. 13). 

13 
An opaque shade of cement 

is then applied directly to the 

bonding surfaces of the Ti base and the 

IPS e.max Press abutment, and the two 

components are seated together (Fig. 14). 

Excess cement is easily cleaned away from 

the emergence and screw channel with a 

brush (Fig. 15).

14 
Liquid Strip Glycerin Gel is then 

applied to the cement joint of the 

completed hybrid abutment complex to 

prevent the formation of an inhibition layer. 

The cement is allowed to set for about 

seven minutes (Fig. 16). Rubber polishers 

can be used to smooth the cement joint 

(Fig. 17), completing the hybrid abutment. 

15 
The abutment is placed in the pa-

tient’s mouth and torqued to equi-

gingival margins (Fig. 18). The screw access 

channel is then sealed with composite ma-

terial (i.e., Tetric EvoCeram, Ivoclar Viva-

dent) and light cured. The IPS e.max Press 

crown is then cleaned and etched, and both 

the abutment and crown are treated with 

Monobond Plus for 60 seconds. 

16 
An opaque shade of implant ce-

ment is used to bond the crown to 

the abutment. The fnished restoration will 

blend seamlessly with adjacent teeth (Fig. 19).

closIng thought

Using the technique outlined above will 

enable laboratory ceramists and techni-

cians to produce implant supported restora-

tions that demonstrate the proper emer-

gence profles, esthetics and function. The 

restorations also will be more predictable. 

IPS e.max Abutment Solutions simplify 

and increase predictability of a once chal-

lenging laboratory function. In addition to 

the ability to easily create custom hybrid 

abutment solutions, the technique also 

allows the creation of quickly fabricated 

hybrid implant crowns (Fig. 20). Both of 

these options help to maintain a patient’s 

oral health, with minimal trauma to the 

gingival tissue (Fig. 21). lab
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the metals market  \\\\

In the 1970s, James Bond faced of  against a villainous 

henchman who went by the name of Jaws. Jaws’ modus 

operandi was confronting his prey with giant, steel teeth. 

In that day, Jaws’ dentist and the lab the dentist worked 

with probably did the best they could with what materials 

were available, but as the years have passed, metals in 

restorations got better and better and even led to a revolu-

tion in materials. Whether because of the performance 

and reliability of new ceramics, or the unpredictable 

price of metals, it’s safe to say that how labs use—and 

think about—metals has changed in a big way.

price Volatility

Price always has been an important consideration 

when it comes to selecting a material during restora-

tion creation. And given that the prices of precious 

metals like gold, silver and palladium change regu-

larly—sometimes as often as twice a day—metals can 

be an unknown variable for dental labs. It’s dif  cult to 

know whether they’re going to make a prof t on a job 

and, if so, just how much prof t there will be.

“With gold increases, palladium and some of the 

more traditional metals have been challenged, but 

there is a market shift,” says Dr. George Tysowsky, 

Vice President of Technology at Ivoclar 

Vivadent. “T e big growth in metals 

is the lower noble metals, or the 

non-precious alloys that have been 

redeveloped and maximized to 

these opportunities, and certainly 

they’re growing quite consider-

ably in that category. Like cobalt-

chrome and some of the low-gold 

content alloys have been alternative 

solutions in new market growth. And 

they’ve been an expansion for those that 

are staying in the alloy f eld.”

“Arguably the only certainty of the precious metals 

markets is that prices will continue to rise and fall,” says 

Ann Pellegrini, Brand Manager at Jensen Dental. “Having 

been in the industry for 25 years, I’ve seen the spot price for 

gold at less than $300 an ounce and more than $1,800 an 

ounce, and palladium at less than $150 and at nearly $1,000. 

Jensen Dental has worked hard to understand the needs 

of our clients over our 37-year history, and so our product 

of erings have evolved as their businesses have.  

“Alloy composition obviously has an ef ect 

on intrinsic value and cost, but a major part 

of our alloy development philosophy is 

that simple alloys tend to be more reli-

able in the lab,” Pellegrini continues. 

“T at’s why you’ll see a lot of Jensen 

alloys that contain one or two fewer 

elements than competitive alloys. 

Where a Jensen alloy might contain 
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Zenostar material from Ivoclar Vivadent, 

part of the all-ceramics revolution.

Market
Looking at the opportunities, 
challenges and innovation occurring 
in the alloy world—sometimes all 
at the same time.

by Robert Elsenpeter, Contributing Writer
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only gold, palladium, platinum, indium, iron and a grain 

ref ner, a competitive product in the same category may 

also have tantalum, zinc or tin, maybe some rhodium, nio-

bium or even titanium. Some of the less common elements 

tend to oxidize when re-melted several times, and make 

the alloy less lab-friendly. Our portfolio of dependable and 

consistent alloys are manufactured using only raw materi-

als of exceptional purity, and our commitment to quality is 

demonstrated in the design and performance of our alloys. ” 

But it isn’t necessarily just the price or make-up of 

alloys that’s driving a change in how labs use metals. T e 

performance abilities and cost stability of new ceramics 

is a huge draw. 

“I think it’s a combination,” Dr. Tysowsky says. “If 

you ask a dentist why he’s using monolithic lithium dis-

ilicate or why he’s using a monolithic zirconia, of course 

durability, function and esthetics are important, but I 

think f xed price control would be another factor in there. 

He knows he can get a crown for a f xed price, versus 

dealing with the volatility of a variable daily price on 

gold or precious metals. All-ceramics is a f xed entity. 

In today’s economic world, I think that’s an appeal, and 

controls a variable that the patient or the dentist doesn’t 

want to deal with.”

alloy cost

The price of metal is a consideration when selecting 

which material to use for a restoration, but that issue is 

not one created by the dental industry—it comes from 

a higher source.

“When we look at the metals market today, it’s 

purely intrinsically driven,” says Dr. Michael Gaglio, 

Vice President of Marketing for Ivoclar Vivadent. “It’s 

market-driven—not by the dental market, but by the 

global currency market. [For instance], gold, over the 

past 18 months, has gone from $1,800 an ounce down to 

$1,200 an ounce. But along that way, metals manufactur-

ers—including companies like Ivoclar—have tried to sup-

port the laboratories through new metals development, 

which kind of optimized some of the precious metals 

properties with some of the non-precious costing. We 

can give them more of a controlled price alternative.”

Manufacturers can mitigate the cost of restorations 

by managing their alloy formulas and creating dif erent 

alloys with dif erent properties, and dif erent prices.

“So at the end of the day, even though precious metal 

prices seemed to have gone up, labs have been able to 

control their prices by using some of the new develop-

ments, such as our Callisto CPG ,which is our controlled-

price gold alloy,” Dr. Gaglio says. “It’s a palladium-based, 

low-gold content that has great handling properties, but 

is still close to that semi-precious, non-precious category 

of pricing. And we’re not the only company trying to make 

those developments. It’s really a must.”

precision work

In many ways, the price of metals has caused labs to ref ne 

their craft, learning new and advanced techniques. For 

Follow us on:
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instance, Barbara Wojdan, President 

of Knight Dental Group, noted that 

rising metal prices prompted her 

lab to increase use of CAD/CAM 

technologies for metals-based 

restorations. As a result, they 

were able to create more precise 

restorations, using less alloy.

“We invested in CAD/CAM 

over nine years ago in the early 

stages of the technology, mostly 

to take advantage of the growth 

trend in all-ceramic restorations,” 

she says. “So naturally, when the alloy 

prices started going up so dramatically, 

we began to look in that direction. We 

began designing and milling all of our 

metal substructure designs for both single 

unit and bridges as well as our full-con-

tour gold crowns.”

Te result was a more exact, accurate 

product that was created with less material.

“Tis allowed us to be more precise in 

our thicknesses and ft, which in return 

lowered our metal usage,” she adds. “For 

us, hand-waxing limited our control of 

thickness, which t ypically required 

higher metal usage.”

the rise of a competitor 

Another challenge to the metals mar-

ket has been the growing popularity of 

ceramics as an alternative to alloys. Both 

metals and ceramics have a place in the 

world of dental lab work, Dr. Gaglio says. 

Looking back 25 years ago, the market 

was all porcelain fused to metals (PFM).

In 1992, Ivoclar introduced Empress, 

the first all-ceramic solution. The all-

ceramic portion of the market remained at 

15 percent for almost 10 years, leaving the 

remaining 85 percent for metal-supported 

restorations. But by 2005, all-ceramics rep-

resented about 20-25 percent of the market. 

“Ten came the introduction of e.max 

in 2006, which provided the labs with a 

high-strength, metal-free alternative,” Dr. 

Gaglio says. “We saw a real transition begin 

away from metal to all-ceramics. Follow-

ing that introduction was the introduction 

of monolithic zirconia. With monolithic 

zirconia and the e.max today, we see the 

market at a 58/42 split between all-metal 

restorations and all-ceramic restorations.”

Even with ceramics becoming more 

prevalent, metals still have a place in 

dental labs, alongside the growing tech-

nology. After all, metals provide some 

signifcant qualities that still make them 

attractive options for many labs.

“While overall industry demand for 

porcelain-fused-to-metal and cast-gold 

restorations has certainly decreased, 

Jensen still maintains top market share 

in many alloy categories, and supplying the 

top quality alloys our clients need is still an 

important part of our business,” Pellegrini 

says. “At the same time, many laboratories 

are in the process of transitioning to some 

aspect of digital dentistry, and Jensen is 

well prepared to meet those demands as 

well with Preciso, our Digital Dentistry 

Solution. [M]onolithic alternatives allow 

labs to realize true labor and material 

savings while consistently delivering the 

beautiful results their dentists demand. 

In addition, we’ve seen consistent growth 

in our Jensen WX millable wax material, 

which labs are using to cast alloy from 

designs they create in their CAD software. 

Te efciencies gained by digitally design-

ing and milling their wax as opposed to 

doing it by hand, in part, offset some of 

the volatility in the alloy market.”   

Different alloys; 

Different recipes

The price of precious metals is a factor 

for many labs, and manufacturers have 

seized the opportunity to provide new 

alloys for their clients.

“Our newest alloy is BLAZE, a cast-

ing alloy that has been very well received 

by laboratories who are looking to meet 

the demand for economical gold crowns 

head-on,” Pellegrini says. “With five 

percent gold, along with a low density of 

10.3g/cm³, BLAZE is designed for fabricat-

ing beautiful and economical restorations 

while ofering resistance to corrosion and 

tarnish. During the development process 

here at Jensen, a variety of compositions 

were tried internally and with designated 

laboratory feld-testers before settling on 

the one with the best combination of color 

and composition for extremely reliable 

output for this alloy category.”

Some labs use diferent alloys with 

diferent formulations to keep costs low. 

For instance, Wojdan looked to the chang-

ing prices and moved to an alloy that was 

more cost efective, yet still delivered the 

performance they needed.

“We review alloy prices on a daily 

basis,” Wojdan says. “In the beginning of 

the alloy price jump, we simply changed to 

alloys that were less price-volatile, such as 

those that were of lower nobility and subse-

quently were of lower cost. Te alloy manu-

facturers were instrumental in developing 

these new alloys and were able to maintain 

the important properties needed for meet-

ing our fabrication needs at a lower cost.” 

When labs talk about alloys in their res-

torations, they aren’t referring to one mate-

rial. Tere are dozens of alloys, each ofering 

something distinctive. Diferent “recipes” 

can save money and increase performance.

“We sell over 60 diferent alloys,” Dr. 

Gaglio says. “Historically, the way a lab 

would select an alloy would be based, frst, 

on performance; second, based on price. 

It’s like a chef in a restaurant—we have 

various recipes for diferent alloys. And 

based on the intrinsic prices and perfor-

mance requirements, a lab can make a 

decision and say, ‘I’ll use a diferent alloy 

because this one has less gold or less pal-

ladium,’ and based on the new price of 

gold or palladium, they choose from that.”

The Callisto CPG alloy solution from 

Ivoclar Vivadent. Callisto CPG is a 

cobalt-chrome-based ceramic alloy 

with palladium and gold content at a 

fxed price.

The price of precious metals is not etched in stone and is, in fact, quite dynamic—it is constantly in a state of fux. Most 

metals are priced based on a valuation as established by the London Gold Market Fixing Ltd.

The gold fxing is meant as a way to settle contracts between members of the London gold markets, but are used 

as the recognized rate for pricing gold products throughout the world market. The gold fx is conducted twice daily: at 

10 a.m. and 3 p.m., London time. The ‘fx” of gold prices goes back to 1919—silver dates back to 1897.

The London Gold Market Fixing Ltd. Is made up of fve members:

Scotiabank  •  Barclays  •  deutsche Bank  •  HSBC  •  Société Générale

At the start of each price-fxing, the chairman announces the opening price to the other members of the board, who 

then relay that information to their customers and accept orders. Based on those orders, the gold price is adjusted up 

or down until demand and supply are matched. At that point, the price is declared “fxed.”

The silver fx is a similar process, but happens only once a day, and only three members of the gold market—Deutsch 

Bank, Scotiabank and HSBC—are involved in the fx.

For the current price as established by the gold fx—and to review decades worth of gold prices and the trends— 

visit: http://bit.ly/1888fw4.

how are metals priceD?
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Alloys have been altered in recent years so that per-

formance is delivered at a reduced cost. 

“In the past two years, there have been new devel-

opments of products to capitalize on utilizing minimal 

amounts of precious metal blended together with non-

precious metals so that we could give the laboratory and 

the dentist an alternative to the high price of metals they 

had previously been using,” Dr. Gaglio says.

But cost savings isn’t the only reason for diferent alloy 

compositions. Alloys are chosen for a number of reasons. 

“The interesting part about dentistry is that there 

isn’t one material that’s a panacea for everything,” Dr. 

Tysowsky says. “Obviously, esthetics and cost are driving 

factors in the marketplace today, but metals will continue 

to maintain a strong hold. Te economical alternatives 

in metals selection will continue to grow and provide a 

greater beneft, but as the needs of the patients expand, 

metals certainly play a viable role in that feld, and con-

tinue to develop and play a signifcant factor in the future.”

And while cost is a consideration, manufacturers have 

been able to balance the needs of performance against cost.

“In the past, if you wanted high-performing alloys, it 

was typically the high-gold, palladium-based materials 

for easy casting, fnishing, margin burnish ability, etc.,” 

Dr. Tysowsky says. “Today with the new evolution and 

emphasis on non-precious or low-precious alloys, they 

are high-performing. Tey’ve improved tremendously and 

provide an easier castability and fnishing product as well.”

choices, choices

While labs have many options in front of them—dozens 

of diferent alloy formulations and new ceramics—ulti-

mately, the choice comes down to what the client wants.

“You’re not trying to force a product; you’re trying to 

satisfy the customer’s needs,” Dr. Tysowsky says. “Met-

als play a signifcant role in dentistry. It has a variety of 

applications. PFM is still the benchmark of reliability in 

clinical dentistry, and many practice that accordingly. 

We see a variety of applications, and the trend is more 

signifcant in the maintenance of metals application. Tat’s 

especially the case in implant dentistry with larger cases, 

like fxed hybrids—when we try to do combination cases 

with titanium bars, and cobalt-chrome bars, and other 

factors. So metals have a place, and we treat them equally 

with our other materials to satisfy the customers’ needs.”

And a major consideration is keeping clients informed 

about their options. 

“As alloy prices started going up, we actually made it 

an objective to communicate with our clients to keep them 

informed of what was happening, how this might impact 

their laboratory fees and what other choices were available,” 

Wojdan notes. “Price has always been a major factor, but 

drastic fuctuation really dictated alternative solutions, 

such as all-zirconia products which, at the time, were less 

esthetic; it was going to look more opaque [and] it wasn’t 

going to be as pretty, but it’s defnitely less expensive than 

full gold. Now, it’s more esthetic than ever, it’s strong and 

it’s not going to cost $100 more today than it did yesterday.”

Naturally, the more educated customers are, the better 

choices they will make. And there is no better source of 

education than the labs and manufacturers themselves.

“We were very proactive,” Wojdan says. “We ofered CE 

opportunities for our clients very early on and continue to 

do so on a large scale.  We reviewed and evaluated many 

diferent materials that we would incorporate to meet the 

varying needs of our entire client base.”

continuing eDucation

With new ceramics and alloys on the market, labs must 

understand these new materials. Many manufacturers ofer 

education, which is something labs should take advantage of. 

“We ofer courses in all esthetics and monolithic zir-

conia and lithium disilicate technologies, but we also ofer 

courses in basic PFM, casting of metals and traditional 

avenues,” Dr. Tysowsky says.

Adds Dr. Gaglio, “Labs have had to change their tech-

niques with these new age alloys that we’re developing. 

Tey do handle diferently than the high gold, high pal-

ladium alloys, but the labs have been very receptive to 

learning these new techniques to stabilize their pric-

ing, stabilize their proftability and deliver a quality end 

product to the dentist.”

Te use of metals in lab work is diminishing, but it 

isn’t because of one, lone reason. Between rising costs, 

price volatility and the growth of all-ceramics, there are 

many reasons metals use is on the decline. But the move to 

all-ceramics might never be a complete transition—there 

are some things metals just still do better.

“My personal opinion is that we’ll continue to see 

more use of all-ceramic materials, and, eventually, metal-

based restorations will be a fraction of what we do—par-

ticularly where specifc properties or requirements can’t 

be met by current all-ceramic materials,” Wojdan says. 

It’s clear metals will continue to be a valuable asset 

for every lab. But the metals market has changed—labs 

are more selective in what they want from a material, 

and manufacturers have answered the call with new, 

cheaper alloys that continue the quality provided by all-

metal options. Where the metals market goes remains to 

be seen, but the innovation found in the laboratories of 

manufactures and in dental labs all over the world will 

be pushing the boundaries into the future.  lab

Manufacturers offer dozens of different types of 

alloys. Knowing which type to use depends on your 

client’s specifc needs. To select the best formula-

tion, manufacturers provide charts comparing the 

capabilities of each type of alloy.

Ivoclar Vivadent offers an online tool that allows 

you to input your various needs, and then the tool 

presents you with options: http://bit.ly/1clbhjv

alloy configurator
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Jamie Wetherbe, DLP’s resident 
expert on all things digital, takes 
dental professionals through  
basics and best practices for  
social media in 10 quick videos.
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dentalproductsreport.com/socialmedia
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3D PRINTERS 360  ̊ \\\\ 

3D Printers 360˚
A round-up of the most groundbreaking 3D printers available.

Introduction by Chris Brown, BSEE

3D printers were once exotic. Rarely seen or heard of, 

creating prototype parts for manufacturing companies 

were their only use. Available materials were limited, 

costs were out of reach for most companies, and dimen-

sional accuracy was suf  cient for only basic suitability 

evaluation.

Fast forward to 2013: Researchers are printing 

replacement human body parts such as heart valves, 

blood vessels, ears, bones, joints and even skin. Come-

dian ventriloquists are printing their own puppets. 

Fashion designers are printing dresses and shade tree 

mechanics are printing parts for their most recent car 

restorations. T e f rst 3D printers employed a photo-

sensitive polymer resin. Today’s printable materials 

include similar resins, thermoplastics, metals and even 

food products.

3D printing is a layer by layer “additive-manufac-

turing” process. T e platform the printed part is built 

on is typically called the build tray. T e build envelope 

is the horizontal length and width of the build tray, plus 

the maximum height the printer is capable of work-

ing within. Build time is the time that it takes to print 

a complete project and is determined not only by the 

number of parts, but more importantly by the number 

of layers required.

T ere are several dif erent techniques for 3D print-

ing. In Fused Deposition Modeling (FDM), a spool 

of metal or thermosensitive plastic wire is extruded 

through a heated nozzle. T e nozzle melts the build 

material and deposits it on the build tray, where it’s 

quickly cooled and solidif ed. Stereolithography (SLA), 

Digital Light Processing (DLP) and jetted-resin technol-

ogy (PolyJet – Stratasys, ProJet – 3D Systems) all use a 

liquid polymer resin that is light cured. SLA and DLP 

systems typically have an open reservoir of resin where 

the part layers are cured by moving or projected light. 

T e jetted-resin systems use micro jets similar to inkjet 

printers to place resin on the build tray, then pass a 

curing light over the printed material. Selective Laser 

Sintering (SLS) and Selective Laser Melting (SLM) tech-

nologies use a metal or plastic material that is either in 

an open reservoir or is delivered to a deposition nozzle 

where a laser sinters or melts the material together. 

T e resin-printing and SLS/SLM technologies are 

most common in the dental industry. They provide 

dimensional accuracies that range from 30-70 microns 

in the horizontal part directions and 16-50 microns in 

the vertical direction. Printer costs range from $40,000 

to $200,000 for resin-based printers and $250,000 or 

more for SLS/SLM machines.

T ere are four aspects to 3D printing that are often 

not mentioned: Post-processing, support material, 

equipment maintenance and maintenance agreements. 

It’s rare for a 3D printing method to not require some 

form of post-processing after a print job. Depending on 

the print technology in use, printed parts may require 

removal of support material and/or a secondary cur-

ing process. Support material is removable material 

that f lls in the spaces created by undercuts or gaps in 

printed part. It is used to give the printer a surface to 

place material on above an undercut. It often can be 

removed by soaking the printed part in either water 

or a special liquid solution or by using a high-pressure 

water spray. Sometimes it may need to be physically cut 

away from the printed part. 

Printers have greater maintenance requirements 

than most other equipment found in dental laborato-

ries. Depending on the technology, system calibrations, 

cleaning of print heads, disposal of waste materials or 

other time-consuming processes are frequently required. 

Failure to keep up with maintenance can quickly result 

in lower quality parts or system downtime.

Printer manufacturers often offer maintenance 

agreements to help laboratories keep their printers 

in top operational condition. It usually includes some 

form of annual or semi-annual inspection and cleaning. 

It sometimes includes a discount on parts or special 

priority on support tickets. T ese agreements can add 

$500-1,000 per month in equipment operating costs.

3D printing is already here. Models are being printed 

for digital impressions. Non-precious and noble metals 

are being printed for f xed and removable prosthetics. In 

the future, as materials are developed and approved, we 

can expect to see printed bite splints and removables. 

T ere is no doubt 3D printing has a future in our indus-

try. T e question is: How far will it go? Only time will tell.

ES317660_dlp0913_024.pgs  09.09.2013  23:25    ADV  blackyellowmagentacyan



FORWARDTrends////  3D PRINTERS 360˚

dlpmagazine.com September 2013   dentallabproducts 25

EOSINT M270 DMLS
With the EOS M270 DMLS System, dental laboratories can produce bridges, 

copings and partials directly from CAD data without investment casting. T e 

laser sintering process is faster, more economical and requires only a minimal 

amount of manual labor. One DMLS manufactures up to 250 individual units 

in about 11 hours operating unattended. T e process requires human opera-

tion only for loading and unpacking. T is is said to make laser sintering a true 

industrial production process where high productivity needs consistent quality 

standards at reduced cost.

EOS
248-306-0143

eos.info   

3D SYSTEMS PHENIX PXM DENTAL
T e PXM Dental printer by 3D Systems, the larger option to the PXS 

Dental system, delivers large volume printing of very accurate metal 

parts for f xed and removable dental prostheses in nickel-free Cobalt 

Chromium. T is system is the newest dental printer in the range, capable 

of producing 200 f xed prostheses in f ve hours. It has a build volume of 

140 x 140 x 100 mm, with an accuracy of 20 microns in 3 axes.

Reported benef ts include:

• Reduction of unit production cost 

• Optimal mechanical features

• Easy to use

3D Systems
800-793-3669

3dsystems.com 

3Z MAX
T e 3Z MAX is Solidscape’s fastest 3D wax printer. T e 3Z MAX supports 

higher throughput and delivers signif cant production gains when working 

with bulkier precision designs in jewelry manufacturing, industrial and 

medical applications. Aimed at the high-precision 3D printer market for 

direct manufacturing, the 3Z MAX is priced at $49,650.

With one-touch simplicity, the fully automated 3Z MAX printer com-

bines the power of 3D high-precision printing with the increased perfor-

mance that direct manufacturing requires. Its user-friendly touch screen 

and software allows operators of any technical level to produce their own 

high-precision wax parts ready for casting, making the promise of 3D 

direct manufacturing available to nearly any business.

Solidscape
603-429-9700  

solid-scape.com 
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3DENT 3SP
EnvisionTEC’s 3Dent™ 3SP™ dental model printer uses 3SP™ (Scan, Spin, and 

Selectively Photocure) technology to quickly 3D print highly accurate den-

tal models. T e 3Dent 3SP features a build speed of up to 10 mm/hour for 

the full build envelope. T e 3Dent 3SP also features a simple user interface 

with a built-in touch screen. T e low maintenance technology includes an 

imaging light source with a two-year warranty. Currently the 3Dent™ 3SP™ 

is optimized for use with EnvisionTEC’s E-Denstone material for building 

high quality dental models. 

Reported benef ts include:

•  Simple user interface with built-in touch screen

• Very few moving parts and minimal consumable components guarantee 

a strong and reliable system

• Lowest operating cost in its class

• Low part cost due to minimal material waste

• Of  ce friendly plug-and-play operation with a built-in touch screen

• Remote notif cation when job is complete

EnvisionTEC Inc.
313-436-4300

envisiontec.com   

OBJET EDEN 260V
T e award-winning Objet Eden260V 3D Printer by Stratasys is widely recog-

nized in the dental industry, winning the “Readers’ Choice” award by Dental 

Lab Products magazine. 3D Printing is redef ning the world of dentistry, mak-

ing the transition to digital more af ordable and practical. By combining oral 

scanning, CAD/CAM designs and 3D printing, dental labs can accurately and 

rapidly produce crowns, bridges, stone models, veneer try-ins, delivery trays, 

surgical guides and a range of orthodontic appliances.  

Reported benef ts of the Objet Eden 260V 3D Printer by Stratasys include:

• Produces parts faster with optimal accuracy and resolution

• Eliminates manual work and improve ef  ciency

• Of ers outstanding surface f nishes with high resolution on f ne details

• Well suited for of  ce and dental environments

• Small footprint

• Cancel out the post-build processing and f nishing stages during the 

3D printing process

Stratasys
800-801-6491

stratasysdental.com 
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For a dental lab to survive in today’s market 

you need to expand your reach. Win new 

customers. Open fresh markets. 

In short – you need to go digital!

3D printing helps you better plan and 

execute your digital dental workfow so your 

clients will immediately notice the diference 

in quality and turnaround. 

Objet 3D Printers from Stratasys are leading 

the digital dental revolution and can be found 

in many of the world’s leading dental labs, 

including Glidewell, Albensi, ClearCorrect 

and ClearStep.  So why let it wait? 

Contact Stratasys to fnd out why now is  

the right time to move to digital dental  

production with Objet 3D Printers.

The Secret to Dental Lab Survival  
in the Next Decade? 

Go Digital. 

Find out how Objet 3D Printing from Stratasys can transform your 

dental business today.

www.stratasysdental.com    •    dental@stratasys.comTM
F O R  A  3 D  W O R L D

Interested?  Circle Product Card No. 24
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T e initial research for Vident’s VITA Enamic began 

years ago at Boston University, and Dr. Russell Gior-

dano was there from the beginning. Here, he takes us 

behind the scenes of this product’s development and 

outlines the benef ts of VITA Enamic, a new category of 

CAD/CAM material and the f rst hybrid dental ceramic 

with a dual-network structure that combines the best 

properties of ceramic and composite materials.

Q: What was the idea behind VITA Enamic?

A: It’s a completely new material with a combination of 

a ceramic sponge matrix with a small amount of poly-

mer. T at created a whole dif erent set of challenges, 

to make sure we had the proper network with bonding 

materials that were stif  enough but not too stif  to be 

used for natural teeth.

One of the issues we wanted to avoid was the prob-

lems of composite resins. We also wanted to make sure 

the material wasn’t as stif  or as brittle as a conventional 

ceramic. It took a number of years to f gure out the proper 

networks with wear properties, with machinability, mate-

rials that were stif  enough but not too stif . T ere were a 

lot of properties that had to be examined and a lot of steps. 

Q: What advantage does VITA Enamic offer over a con-

ventional composite resin?

A: A conventional composite resin has individual f ller 

particles. With Enamic, we essentially have a ceramic 

backbone or a ceramic sponge network. All that ceramic 

is connected like a sponge and then the pores are f lled 

with polymer. T at type of interconnected network is 

unique. T at small amount of polymer gives the material 

some f exibility, which improves the machinability and 

decreases milling time. You don’t go through as many 

burs when you are milling these blocks because they do 

not gum up the bur. A typical crown mills out in about 

four minutes; it is usually double for a conventional 

ceramic. You also don’t have the chipping you see with 

conventional ceramic materials.

Q: What was the biggest challenge?

A: Figuring out the proper network so we would have the 

right connection between the ceramic and the amount 

of polymer in the f nal material. T e whole processing 

step had never really  been done before. You have to 

compensate for a number of dif erent things that are 

going on during the curing process, and it took a lot of 

time to f gure out how to do that properly.

Q: What feedback have you received?

A: So far all the news has been excellent. It has about 6 

years worth of clinical trials. T e edges are very sharp, 

so you don’t see all the chipping. T e surface f nish is 

smoother and you can get away with less tooth reduc-

tion, so you can use this material for a lot more cases. 

And the machining properties are well beyond what 

we ever imagined when we were making this material. 

Q: How can labs best incorporate VITA Enamic?

It’s something they can jump into. In the area of single 

units, it’s pressing versus milling, which is more cost 

ef  cient. At this point, with the milling speed you can 

get with this material, it’s more cost ef  cient to mill 

things than to press them out. You don’t have to do any 

investment. You no longer wax up and you burn out. 

You just stick the block in, and  four  minutes later, you 

have your restoration. In the area of fabricating veneers, 

you can mill this to 3/10th of a mm and then f nish it 

down to 2/10th in cases where you have minimal preps 

for veneers. So you also shift your fabrication proce-

dures from conventional, whether it’s platinum foil or 

refractory or pressing, to milling for a veneer in only a 

few minutes. It is extremely quick and very easy to do.

Q: How do you see this product changing the industry?

T e initial of ering is really a small corner of all the 

possibilities for the different types of ceramics and 

polymer combinations. T ere are a lot of applications 

for this material, including implant abutments, crowns 

on top of implants, dentures and frameworks. A whole 

slew of materials can be made based on this structure 

by slightly changing some of the variables. T ere has 

been some independent testing on dif erent Enamic 

variations that show you can go even thinner and start 

to approach 0.5 mm, the same minimum thickness 

some manufacturers claim for zirconia crowns. T ere 

is going to be a shift to materials that contain some sort 

of polymer because of the resilience and the improved 

machinability versus conventional ceramics or con-

ventional composite resin. lab

VITA’s Enamic 
An interview with Enamic’s co-developer, Dr. Russell Giordano

DR. RUSSELL GIORDANO

Enamic’s co-developer 

VIDENT, A VITA COMPANY
CALL: 800-828-3839 

CLICK: vident.com   

CIRCLE: RS NO. 25

SCAN:
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As a dental laboratory, you seldom, 

if ever, are privy to patient telephone 

numbers, mailing or email addresses, 

birth dates, Social Security numbers, 

medical records or data directly identi-

fying individuals’ relatives, employers 

or household members as part of your 

dealings with the dental ofce. 

But what you do share in today’s 

digital age are the patient’s name, pho-

tos showing the patient’s full face, and 

perhaps even insurance numbers where 

you bill the patient’s plan directly for ser-

vices rendered. All of these are private 

aspects and should be carefully pro-

tected under your patient confidenti-

ality procedures. Tere is the real issue 

of protecting the confdentiality of any 

doctor-patient information, whether on 

a legal or moral basis. Tis is irrespective 

of whether HIPAA (or other regulations 

like the Health Information Technology 

for Economic and Clinical Health Act 

(HITECH) & HITECH Safe Harbor in 

the USA or the Personal Information 

Protection and Electronic Documents 

Act (PIPEDA) in Canada) apply directly.

Some aspects might be considered 

common sense—such as not including 

the patient’s name on case shipping 

labels going back and forth between 

practice and lab; and ensuring unau-

thorized individuals cannot view patient 

information on a computer monitor or 

have access to the patient record room. 

Others are perhaps more complex in 

today’s digital age. Let’s look at one 

example of how information is shared 

routinely every day, yet is perhaps more 

vulnerable than we all realize: email.

More than 50 years ago, dental col-

laboration meant all parties met in the 

same room to exchange information. As 

that information was shared verbally and 

through hard copy fles, patient infor-

mation was safeguarded. Over time, as 

new technology was introduced, like 

telephone, fax and the Internet, the 

exchange of information became less 

secure. The Internet has revolution-

ized dental communication as it ofers 

a visual medium that enables collabora-

tion across great distances. With digital 

high resolution imaging, collaboration 

was, for the first time since in-person 

meetings, available immediately to all 

collaborators. Yet, while that collabo-

ration has enabled improvements in 

results, it often meant risking patient 

data by sending it through unsecure 

means like email or online storage sites.

Take a look around your laboratory. 

How many times each day are photos, 

impression fles, etc. emailed back and 

forth with the patient’s name (and other 

details) shared as identifers of that par-

ticular case? It won’t take long before you 

realize the extent of the information 

fow—and the potential liabilities that 

fow with it. Many popular tools like Out-

look, Gmail, Dropbox, and other options 

that are commonly used for patient infor-

mation sharing are NOT compliant with 

patient privacy laws. 

Today, you shou ld be ready to 

ensure, and document, that you are 

compliant with regulations. Consider 

the following: 

•  Access: Who has access? How can 

you ensure it is limited to only those 

who need it and should see it? 

•  Transmission: Is every transmis-

sion of patient information secure? 

To be compliant, data must be secure 

and encrypted during the sending 

and storage of the data.

•  Storage :  Ca n you prove you r 

patients’ data is stored securely? 

•  Auditability: Can you track each 

individual who was able to read, write 

and delete all patient information? 

•  Disposal: Can you ensure sensi-

tive data is disposed of safely when 

needed? Typical email systems hold 

and control the disposal of your pri-

vate information. To be compliant, 

you must have procedures in place 

to address the fnal disposal of data.

Are you liable if this patient informa-

tion is compromised? Te answer to that 

question is beyond the scope of this arti-

cle. What is clear is: Why take the chance? 

Tere are proven solutions available. At 

core3dcentres®, we have installed Secure-

Mail, a feature of Brightsquid Dental Link, 

to protect the confdentiality of the infor-

mation we share with our clients. 

Secure-Mail is a HIPAA-compliant 

messaging system designed to enable 

dentists, specialists and labs to easily and 

safely share private patient information. 

Secure-Mail works just like the email 

tools you are used to, with an important 

distinction—all your communications 

will meet compliance standards. And, 

you can securely send multiple high-

resolution photos with every message 

(attach 500MB to every message). 

W hen protecting the privacy of 

patient information, the choice is yours. 

Unfortunately, the long-term ramifca-

tions of not doing so properly may not be. 

For more information on Secure-Mail, and to 

have your Patient Information Privacy questions 

answered by people that have an in-depth under-

standing and experience with the issue and its 

resolution, call Brightsquid at 800-238-6503 or 

visit brightsquid.com. 

the digital horizon }}}}  

Making  
privacy  
a priority
make sure your lab meets privacy guidelines in all areas, including a common offender—email.

by Dan Allemeier, MBA
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The Lab

Seckler Dental Lab (SDL) is located in 

Atlanta. Te lab is owned by Walter Shin, 

who has managed the lab for more than 10 

years. With a highly trained and experi-

enced staf of seven, they serve more than 

40 clients, primarily focusing on cosmetic 

work, crowns, bridges and implants. Tey 

handle cases from other labs—particu-

larly CAD/CAM work—and clinicians.

The ProducT

Amann Girrbach’s Ceramill system is 

a fully integrated, modular, open plat-

form CAD/CAM solution that includes 

the Map400 scanner, the Mind CAD 

software, the Artex® virtual articulator, 

the Motion 2 mill, a range of restorative 

materials and two sintering mill options.

The system’s modular approach 

allows labs to expand their existing sys-

tem rather than replace the system with 

each update. Te open architecture gives 

owners the fexibility to work with their 

choice of open hardware and design fles 

allowing them to share, import or modify 

.stl fles, including those from 3Shape and 

Dental Wings scanners and the iTero™ 

intraoral scanner from Align Technology.

The Ceramill system can process 

an array of advanced materials includ-

ing A mann Girrbach’s proprietar y 

line–Zolid non-veneered translucent 

zirconia, Sintron®  soft millable chrome 

cobalt, PMMA, and glass ceramics–plus 

VITABLOCS®  Mark II and TriLuxe forte 

and lithium disilicate such as IPS e.max.

The resuLTs

Seckler Dental Lab has used the Ceramill 

system for about 16 months.

“We have the full system,” says Shin, 

owner of SDL. “Tough it is possible to 

purchase only a portion of the system, 

it made the most sense for us to have the 

entire Ceramill system in-house.” 

Shin says the move to in-house mill-

ing was driven by a desire to make his lab 

more efcient and more cost-efective.

“We chose to bring our mill ing 

in-house because it is extremely time 

efficient, which helps with our abil-

ity to take on more work and produce 

quality restorations quickly,” Shin says. 

“In-house milling also cuts down on the 

labor required to produce quality work 

for our clients.”

When it came time for SDL to invest 

in an in-house milling solution, Shin says 

they selected the Ceramill CAD/CAM 

system over others for several reasons. 

“I think the Ceramill system has 

the most complete and comprehensive 

features and functionality,” he says. 

“Because we have the entire system, we 

can also maintain complete control over 

each section of the case, and we know 

that each tool in the system is going to 

work ideally with all the other tools. Te 

precision, esthetics and overall quality 

we’re able to get with the system have 

been excellent.”

Te Ceramill system has helped SDL 

achieve what Shin hoped: raise efciency 

while decreasing labor demands. 

Bringing it all  
back home
Walter Shin of Seckler Dental lab explains how the Ceramill system from amann Girrbach america 

has let them bring work in-house and keep quality up—even while seeing a return in less than a year.

by Ryan Hamm

amann Girrbach america

800-851-3719 | amannGirrbachamerica.com 

info@amannGirrbachamerica.com

cIrcLe rs No. 26

SCaN: 
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The Ceramill system’s Motion 2 five-axis mill, Map400 scanner, 

and Mind software – with the Ceramill Artex® virtual articulator 

– deliver unrivaled precision, aesthetics, and efficiency.

The Beauty of Precision.
      The Power of Partnership.

Modular Design
Expand – don’t replace – your CAD/

CAM system to meet your customers’ 

growing needs.

Open Architecture
Seamlessly share files and hardware 

between open systems to maximize 

efficiency and flexibility.

Direct Partnerships

Deal with one company for all of your 

needs, including sales, service, support, 

and training.

Exclusive Focus

Benefit from the knowledge and 

commitment of a partner focused  

on dental laboratories.

We’ve built the Amann Girrbach name on a combined 100-year legacy of commitment to 

dental technicians pursuing accuracy and aesthetic excellence. Our Ceramill system is the 

embodiment of this legacy, delivering unsurpassed precision and backing it up with a CAD/

CAM philosophy that responds to the unique challenges of today’s dental laboratories.

See Ceramill in Action

Attend a free Ceramill Live Event in your 

area, and see firsthand how the system’s 

remarkable accuracy and material/

indication range can dramatically increase 

your lab’s capabilities and profits. Register 

today at www.CeramillLiveEvents.com,  

or call us toll free at 800.851.3719.

Upcoming Ceramill Live Events:

Amann Girrbach America, Inc.

5265 Parkway Plaza Blvd.

Charlotte, NC 28217 800.851.3719

www.AmannGirrbachAmerica.com

October Events

Oct. 8 – Charlotte, NC
Oct. 8 – Chicago, IL
Oct. 8 – Santa Monica, CA
Oct. 9 – Charleston, SC
Oct. 10 – Barrie, ON
Oct. 10 – Irvine, CA
Oct. 15 – Riverside, CA
Oct. 16 –  Buffalo, NY

Oct. 16 – Orlando, FL
Oct. 17 –  Charlotte, NC
Oct. 17 – Indianapolis, IN
Oct. 17 - San Diego, CA
Oct. 23 - Boston, MA
Oct. 23 - Philadelphia, PA
Oct. 24 - Melville, NY

September Events

Sept. 19 – Atlanta, GA
Sept. 19 – Charlotte, NC
Sept. 19 – Cherry Hill, NJ
Sept. 19 – Hartford, CT

Sept. 19 - Naperville, IL
Sept. 19 - Tarzana, CA
Sept. 26 – Montreal, CA
Sept. 26 – St. Paul, MN 

Interested?  Circle Product Card No. 27
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“Since using the Ceramill sys-

tem,” Shin explains, “the quality, 

improved ef  ciency, expanded pro-

duction capabilities and decreased 

workload have helped increase our 

productivity and our prof tability.”

 In fact, Shin says the return on 

investment for a Ceramill system is 

quite fast. 

“ W it h t he pr of i t  i nc r e a s e 

af orded by the Ceramill system, we 

were actually able to recoup our ini-

tial investment in less than a year,” 

he says. “We also have a much faster 

turnaround time, which results in 

decreased stress and cost—the Cera-

mill system allows us to do more in 

a shorter time, and at a high level 

of quality.” 

T at mirrors Shin’s initial rea-

son for bringing a milling solution 

in-house—and he says the preci-

sion, quality and esthetics they’re 

able to achieve, even with less time 

and ef ort, hasn’t gone unnoticed.

“Clients have been very pleased 

with the quality of work and quick 

turnaround times we’ve been able 

to give them using the Ceramill sys-

tem,” Shin says. 

He notes that their initial cus-

tomers were often labs who would 

out sou rce work to t hem—but 

increasingly, more and more of the 

business driving the growth of SDL 

has been from clinicians. Why? He 

speculates: 

“After experiencing the benef ts 

of the Ceramill product we’ve pro-

duced, other labs have begun invest-

ing in their own Ceramill system,” 

he says. Perhaps knowing that other 

labs want to emulate you is the great-

est benef t of any new product.  lab

Walter Shin (left) and assistant eui rae ro 

(right) stand in front of the motion 2 mill.

The ceramill system, which includes (from left to right) the motion 

2 mill, the map400 scanner and the mind caD software.

CHANGING THE FIXED-HYBRID MARKET...AGAIN.

Now offering the AccuFrame® custom-milled
titanium frame PLUS premium ceramic crowns

for as little as $3,000 complete.

Unbeatable Value
Frame and crowns for about the
price of a traditional fixed-hybrid.

Simplified Process
Turnkey process includes frame
and crown design in one step —
Just send your final setup.

Rapid Turnaround
Receive your AccuFrame IC in as
little as 14 days; weeks less than
comparable systems.

Learn more at cagenix.com

VISIT US AT ACP - LASVEGAS - OCTOBER 8-10 - BOOTH #413

Interested?  Circle Product Card No. 28
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Fall marks a new 

beginning for the 

academic world. 

Fall has exciting 

academic oppor-

tunities for dental 

labs as well—den-

tal lab techs never 

stop learning, so 

the availability of 

educational opportunities is important to 

the success of your laboratory. Whether 

learning new techniques, ref ning current 

ones or discovering for yourself whether 

the newest trend, technique or equipment 

is a good match for you, your business, 

your current and potential clients, educa-

tion is the key to your success. 

Expos and trade shows provide a 

great opportunity to be introduced to 

the newest, most updated equipment 

and systems available; it takes a lot of 

information gathering to make certain 

your investment will do what you need 

it to do. Educational experiences run the 

gamut from informal discussions with 

peers, to discussions with manufacturer 

reps and formal education settings.

Local study clubs of er a great way 

to exchange ideas and learn with like-

minded lab owners and technicians. 

State dental lab associations often pro-

vide seminars and programs. From a 

national prospective, the National Asso-

ciation of Dental Labs’ NADL Univer-

sity, held in September each year, allows 

participants to gain an advanced level of 

knowledge about the diverse aspects of 

management, including strategic think-

ing and planning in a competitive global 

environment. Many students return to 

their labs and grow their gross sales and 

net profit by implementing what they 

have learned.

Another option is Vision 21, NADL’s 

other business education meeting held 

each January. Bennett Napier, NADL’s 

Executive Director, says Vision 21 is a 

high level meeting that focuses on the 

business management side of the dental 

lab business. It does integrate/reference 

discussions on material and equipment 

trends and focuses more on how to pay 

for these trends, make money using them 

and work on culture shifts within the 

workforce to adapt. 

Dental lab technicians might also 

want to investigate the Pankey Institute. 

Pankey Institute offers all its courses 

to dental lab technicians with the goal 

of creating excellence in techniques, 

enhancing a cooperative working rela-

tionship and developing a like-minded 

peer group in a true side-by-side learning 

environment. Ricki Braswell, Pankey’s 

President and Chief Executive Of  cer, 

cites the Implant Essentials course to 

be of ered later this year as the perfect 

example. Presenters include restorative 

dentists, periodontists, certif ed dental 

technicians and a board-certif ed oral 

and maxillofacial radiologist to provide a 

well-rounded and practical understand-

ing of how to provide the best care for 

the patient. Pankey courses are of ered 

year round and technicians are always 

given generous discounts.

With the advent of the electronic age, 

online instruction has become popu-

lar and of ers the opportunity to learn 

without leaving the work environment. 

T e Internet also is a great resource for 

discovering educational opportunities 

that align with you and your goals. Tak-

ing advantage of these opportunities can 

seem expensive  and time-consuming at 

f rst; but the cost of not being educated 

can be so much more. lab

The more you know, 
the better you’ll be 
Why continuing education matters, and how you can do it in a way that will help your lab.

by Carol J. Pilmer

ADVICE ON HOW TO SURVIVE AND THRIVE }}}}  

Carol J. Pilmer graduated as a 

dental assistant from Elkhart Uni-

versity, Elkhart Ind., and spent the 

f rst 10 years in the clinical environ-

ment. She has been co-owner of 

R Dental Ceramics, Solana Beach, 

Calif., for 37 years and can be 

reached at rdental@sbcglobal.net.  

FALL 2013 EDUCA-

TIONAL EVENTS

Carol J. Pilmer

Sept. 26-28  

NADL University, Tempe, Arizona 

nadl.org  

Sept. 29-Oct. 3 

Pankey Institute Essentials 2, Key 

Biscayne, Florida  

pankey.org 

Oct. 3-5 

Society for Color and Appearance 

in Dentistry, Denver

scadent.org 

Oct. 9-12  

American College of Prosthodon-

tics 2013, Las Vegas

gotoapro.org 

Oct. 17-19  

Pankey Institute Excellence in 

Bonded Porcelain Restorations,  

Key Biscayne, Florida

Oct. 24-26  

Pankey Institute Couples Leader-

ship, Key Biscayne, Florida

Oct. 31-Nov. 3 

American Dental Association 

Annual Meeting, New Orleans

ada.org 

For more upcoming events, visit 

dlpmagazine.com and search 

“Lab Events”
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The Lab

Centric Dental Lab is a full-ser-

vice dental laboratory located 

in Bullard, Texas. The lab was 

founded in 1979 by David Tietz 

as a single-person, crown and 

bridge lab. Since then, the lab 

has grown into a full-service lab 

employing 26 people and ofering 

a variety of services, from PFMs 

to CAD/CAM, implants and dentures. Centric’s biggest 

focus is on fxed and removable implants. Te lab has 

been participating in implant work since the late 1980s 

(working with the Brånemark System) and that remains 

a large emphasis of the lab’s work.

The ProducT

Available for metal or zirconia substructures, One-

Shot Unilayer Porcelain is a ceramic material that can 

improve productivity and esthetic outcomes with a 

simplifed, single powder build-up process. An exten-

sion to the  existing Vintage MP and ZR product lines, 

one baking cycle is said to provide a color match for any 

VITA shade. Additionally, Shofu says that OneShot’s 

densely-packed homogeneous material yields reduced 

shrinkage versus multiple fring-cycle techniques while 

allowing one powder to build to full contour.

The resuLTs

Tietz has been using OneShot Unilayer Porcelain since 

June, shortly after it became available in the U.S. “We did 

some testing for them and we’re implementing OneShot 

more and more into all of our PFM restorations,” Tietz 

explains. “It’s made to go on PFM metals or zirconia; 

there are two diferent mixtures, one for zirconia and 

one for metals, and we mostly use the one for metals. 

One bottle to get 
a perfect build-up
lab owner David tietz explains how Shofu’s oneShot Unilayer porcelain has helped Centric 

Dental lab improve its effciency, bottom line and workfow.

by Ryan Hamm

Shofu
800-827-4638 | shofu.com

cIrcLe rs No. 29

The full Shofu oneShot Vintage MP kit.

If you’re doing traditional PFM, it’s an easier way to 

do it—you don’t need to have three or four bottles out, 

you just need one.”

Tietz says OneShot has proven to be a key compo-

nent in helping Centric improve its PFM production, 

while simultaneously reducing costs. “With the technol-

ogy of the one-step porcelains where you’re pressing 

and coloring, OneShot is an easier way to produce,” 

Tietz says. “Plus, your cost of inventory is down since 

you only have one bottle as opposed to having one for 

each shade.”

Reducing the number of bottles on the shelf is one 

of the primary reasons Tietz is happy with the One-

Shot Unilayer Porcelain: it’s helped bring his overall 

costs down, while actually increasing the amount of 

porcelain work Centric Dental Lab is able to produce. 

“Any time you can lower your inventory and produce 

multiple products with the same material—and from 

the same bottle, that is good. [OneShot] is an easier way 

to produce, it’s faster and it’s easier to train a techni-

cian.” Each of these things, Tietz says, helps make his 

bottom line that much better.

Also helping his costs is the fact that OneShot has 

helped to increase his productivity. Because it makes 

training easier and only requires one bottle instead of 

multiple build-up powders, it has enhanced the fow of 

the lab. “It should make anyone’s workfow increase,” 

Tietz says.

Tietz notes that, despite being a single-bottle solu-

tion, he’s also very happy with the esthetic results he’s 

received with using OneShot. “Te translucency is really 

nice—the doctors have been happy with it,” Tietz says. 

David Tietz
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“All of the VITA® classic shades match up really well.”

Doctors agree with Tietz’s assessment of OneShot. 

How does Tietz know? No one has complained! “Every-

thing’s OK—no news is good news,” Tietz says with a 

laugh. “But the doctors that come into the lab see us 

producing with the OneShot, and they’re happy with 

it and know what they’re getting is going to be a qual-

ity product.”

In the end, Tietz fnds that OneShot helps him save 

money, time and headaches, but above all, it helps him 

maintain the quality he values in Centric Dental Lab. 

“OneShot helps us with our ongoing commitment to 

quality,” he says. “It allows us a diferent avenue to get 

our production costs in line and combat rising costs.” 

Which, in the end, is what every dental laboratory owner 

is looking for.   lab

The Shofu oneShot Vintage MP unilayer porcelain 

(also available in Vintage ZR for zirconia).

“

”

Any time you can 
lower your inventory 
and produce multiple 
products with the 
same material, from 
a cost standpoint that 
makes it good. 
—David tietz

Shofu Dental Corporation • San Marcos, CA
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no kidding, it’s just this one bottle.

it’s time to get rid of your build up…

• one universal powder

• one single powder build-up for ALL indications

• one single powder matched to Vita shade guides

• one ultra-low shrinkage powder

• one powder builds to full contour 

One Shot Uni-layer HT is the next generation in the evolution of porcelain technology 

that until now has never been done. The proprietary One Shot powder allows you to 

precisely match all Vita shades to achieve the natural radiance of a multi-powder 

build-up with a single powder. 

Visit www.shofu.com or call 800.827.4638

*All trademarks belong to their manufacturers.

Scan with your 
smartphone for 
more information.

Introductory
Trial Offer 
Order Now

www.shofu.com

Interested?  Circle Product Card No. 30
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Straumann’s prosthetic portfolio contains an expansive range of stock 
and customized abutments and customized tooth-borne solutions.
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ReAL time Roi }}}} 

THE LAB

Ira Dickerman 

and his father 

are co-owners of 

Dickerman Den-

tal Prosthetics in 

Sharon, Mass., a 

full-service den-

tal laboratory that 

has been in busi-

ness since 1965. Ira is proud to be part of 

a three-generation business that includes 

his dad, who is 80 and who still comes in 

and works at the bench every day; him-

self, who does most of the operations of the 

business and talks with the doctors on the 

phone; and his son, Brandon, who has been 

with the lab for four years and has been 

able to bring the digital side and a younger 

perspective to the business. Brandon is the 

guided surgery specialist at the lab work-

ing with the Dental Wings coDiagnostiX™ 

& gonyX™ system along with assistants at 

the laboratory. He also  handles all of the 

scanning and other jobs involved with the 

Straumann CARES abutments.

THE PRODUCT 

Straumann’s prosthetic portfolio contains 

an expansive range of stock and custom-

ized abutments and customized tooth-

borne solutions. Its CARES abutment port-

folio is available for bone-level and tissue 

level Straumann Implants. Abutments are 

available in 3 material choices to meet the 

demands of labs’ markets: ZrO
2
, Ti and a Ti-

alloy base. Only Straumann of ers original, 

authentic Straumann CARES CADCAM 

Abutments—each abutment ships with a 

material composition sticker so you know 

you’re receiving an original Straumann 

component.

  The CARES CADCAM portfolio 

features a leading range of monolithic 

materials including the full-contour 

zerion® HT (high translucency) solu-

tion for crowns and bridges* (up to 3 

units). Additional metal and temporary 

materials are available for a wide array 

of solutions from single crown to screw-

retained bars and bridges. 

THE RESULTS

Dickerman Dental Prosthetics services 

about 150-175 clients a month. Much of 

what Brandon does is the guided sur-

gery aspect of things, but he’s also getting 

introduced to the CARES Abutments and 

scanning protocols. Ira, meanwhile, has 

long been a fan of Straumann CARES.

“I have always maintained, and 

Straumann has made a big push on 

their marketing, that it’s critical to have 

genuine products on genuine parts  when 

restoring dental implants,” Ira says. 

“Although we have only had the CARES 

scanner in the laboratory for about four-

to-f ve months now, we had been  out-

sourcing our abutment fabrication for 

the Straumann system. We have been 

using CARES since it was available. We 

didn’t necessarily do the scanning and 

designing under our own roof, but we 

have always used the CARES system.”

Once it was clear that outsourcing 

was no longer ideal for the lab, working 

Straumann USA’s 
CARES CADCAM
How Straumann USA’s CAReS CADCAm allows Dickerman Dental prosthetics to keep all of its solutions in-house.

Compiled by Ryan Hamm and Stan Gof 

STRAUMANN USA

800-448-8168  |  straumann.us/cares8 

CIRCLE RS NO. 31

SCAN: 

Ira (left) and 

Brandon Dickerman
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with all of the Straumann systems was an easy choice.

“What made me move is the fact that I am going to 

get a better return on investment than I would have a 

few years ago,” Ira explains. “Te Straumann system, 

as people that restore a lot of Straumann implants 

understand, started as a tissue level system, and 

about four-to-fve years ago, they brought out bone 

level implants [which] lends itself much more to use 

in custom abutments and that area of our business 

has grown in terms of restoring Straumann implants. 

So what prompted me to bring it in-house is the fact 

that I am able to not outsource, I have a large enough 

volume of the product line that I can get a return on my 

investments and cut out a middleman, so to speak.”

Te lab currently has four scanners, including 

the Straumann CARES scanner used exclusively for 

fabricating abutments for the Straumann system. 

“What I fnd attractive about the Straumann CARES 

system is that they have a really broad-based portfolio of 

products that they are ofering. Although we press e.max, 

we could have e.max CAD milled by Straumann, or we 

could have Lava Ultimate milled by Straumann if we want 

it,” Ira says. “We have the opportunity to have frameworks 

and structures made, and we will have an opportunity 

to do bars. We are doing more and more hybrid frame-

works,  fxed cases, and more complex cases where we 

put four, fve or six implants in, make a framework and a 

fxed prosthesis with denture teeth. Since the economy 

started to turn around, we will see more of those kinds 

of cases and those could all be done with Straumann 

CARES system on the Straumann interface.”

Brandon adds: “We have always had a really phe-

nomenal result with this, and we never had any issue 

with any of our Straumann products. For technical 

support, Straumann has been very good and very sup-

portive of getting us the results we need. If there are 

any issues, they are really great about jumping on our 

computer, walking us through any issues that we may 

have or teaching us new things.”

Tis is something Brandon is happy to take advan-

tage of when needed. “That has been a really  nice 

resource because it’s easy for me to pick up the phone 

and within a minute or so, they are on my computer 

showing me exactly how to make any changes to what 

I am doing incorrectly or showing me some new tech-

nique,” the younger Dickerman says. “Tat’s something 

that they really excel at that we have been able to utilize.”

Ira has worked with a variety of CAD/CAM sys-

tems, but likes what Straumann ofers to his lab. 

“Te Straumann system is a one-stop solution. 

At least with this system, whatever happens, they are 

responsible for and they get you to the end product,” Ira 

says.“I think especially for the smaller dental labora-

tory—and we have 20 people so we are in the midsize 

range—for the small dental laboratory whose time 

is limited, who is working too many hours a week, I 

think that having one place to get all your informa-

tion, especially when you want to get a big variety of 

products like temporaries, like CAD/CAM, like chrome 

cobalt, it is a plus and it’s important.”

Straumann also makes sure its customers are well-

trained, Brandon says. “We took a three-day intensive 

training course that went through every aspect of the 

software, just kind of touching on things, showing 

what they can do, and it was kind of an introductory 

course that opens your eyes to what’s available for you,” 

Brandon says. He added that the company website is 

also a great resource, featuring several tutorial videos 

that explain the diferent features of diferent products. 

Ira says the Straumann technology has improved 

his workfow. “It allows me, because I have my own 

scanner, to save a couple of days because I can scan 

something even late on the day that the case comes 

in and now I am not shipping a wax-up to another 

party,” he says. “Tey have to get it, they have to work 

it into their schedule, be able to scan it, so that makes 

it a lot simpler when you keep it under your own roof.

“Not only do we have more control, we have more 

understanding. When you are working with an out-

source person or laboratory and they call you up, there 

may be some confusion about what we’re asking for. 

Either you think that maybe they don’t know what 

they are doing or you don’t understand why not and 

you can learn from them. When you are bashing your 

head against the wall yourself and you call Straumann 

and Brandon gets on the phone, they will say ‘Well 

you want to make an abutment that’s got a contour 

that comes out too far, but the implant is here and the 

contour goes out there, and that’s outside our milling 

block.’ Tey show you that and explain; the educational 

progress is much better and you learn much more.”

Ira suggests other laboratories give Straumann 

CADCAM a try. “I think they should consider investing 

in the CARES system if they can justify the expense 

of the scanner based on how many implants they 

restore on an annual basis and how much the savings 

is going to be over using a third party, because part 

of the impetus this year to buy the CARES scanner 

was, I was sending out so many abutments that I was 

spending more money than having the equipment 

under one roof.” Ira says. “It costs me time by paying 

our staf or Brandon to do the work on the scanner, 

but I am still able to keep it in-house under one roof. 

We do a lot of the guided surgery work and we made 

a conscious efort to purchase digital guided surgery 

service, because we do a lot of Straumann implants in 

this area, and [as] part of buying the system our hope 

is that the approach, which we have always wanted 

as restorative people, is to be what’s called top down 

treatment planning. It is to design the crown.” lab
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in implant 
suprastructures 
Addition of ATLANTIS ISUS further expands DENTSPLY Implants’ solutions.  

Information provided by DENTSPLY Implants.

Design. Manufacturing. Quality control.

DENTSPLY Implants further expands their ATLANTIS™ 

solutions to now include ATLANTIS™ ISUS, a full range 

of implant suprastructures for f xed and removable 

dental implant prostheses, in addition to the already 

existing line of patient-specif c abutments. Available 

for all major implant systems, ATLANTIS ISUS bar, 

bridge and hybrid solutions are produced using the 

latest developments in CAD/CAM technology, and 

supported by computer-based industrial and medical 

device expertise. 

ATLANTIS ISUS was designed to allow a dental 

laboratory to expand its implant solution offering to 

its clinicians while helping to eliminate the additional 

labor often associated with providing traditional implant 

suprastructures. 

For example, time formerly needed for casting 

multi-unit constructions can now be spent on creating 

f nal esthetics. In addition, unlike cast suprastructures, 

ATLANTIS ISUS suprastructures are milled from a choice 

of solid blocks of titanium or cobalt-chrome, eliminating 

the potential for a porous material. Milling strategies 

for the implant suprastructures have been optimized 

to ensure a precise, tension-free f t—all backed by a 

comprehensive 10-year warranty* for added peace 

of mind.

* Terms and conditions apply lab

Features

• Milled from solid blocks of titanium or 

cobalt-chrome 

• Can be ordered via ATLANTIS™ WebOrder, an 

online service available 24/7  

• Implant suprastructures are designed and 

produced according to the dental technician’s 

specif cations and are only manufactured after 

the CAD design is approved in ATLANTIS™ ISUS 

Viewer, providing precision in each suprastructure

DENTSPLY Implants
Dentsplyimplants.com 

800-531-3481

RS NO. 33

TECH BRIEF

ATLANTIS™ ISUS

SCAN: 
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CAD/CAM SUPPLIES FURNACES

SearchDELCAM

SearchIBEX_DENTAL

LAB PRODUCTS

Fast, Accurate and Simple

“Methods Evolve”

www.monotrac.com 
8496 Harrison St., Suite #110

Midvale, UT 84047
OfÀce: 888 - 942 - 9494

Monotrac V2 Super Model

$350 
OFF 

Monotrac 

Full System 

Package

SearchMONOTRAC

SHOWCASE PRODUCTS & SERVICE
Go to:   dlpmagazine.com/Products
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LAB SUPPLIES

LAB SUPPLIES

E.max®, IPS EMPRESS®, IPS NATURAL DIE MATERIAL® and CHROMASCOP® are registered trademarks of Ivoclar 

North America, Inc. VITA® is a registered trademark of Vita Zahnfabrik, Germany. Cerpress® is a registered 

trademark of Leach & Dillon. SMART SPACER® is a registered trademark of George Taub Products.

Attention:  E.max®, Cerpress®, Zirconia and all 

other pressable ceramic technicians.

Speed:
 

 

Fuel Economy: 
 - A 10 shade kit will save up to $4,000.00 in alternative stump material and

  hundreds of man hours.

Precision:
 - 12 microns per coat.

 - Eliminates the necessity for making a second die for color determination.

Accuracy:
 - Cross References to IPS Empress® and E.max® (ND) Stump Shade materials;

  Vita®, Chromascop® Shade Guides.

High Performance Statistics:

HI-TECH WAX COMPANY
The World of Dental Arts

The products you can trust
Accurate, consistent, and smooth  

carve-ability, guaranteed

Toll free: 800-929-6362 • Tel: 1-626-969-8300 
Fax: 1-626-797-7149 • Website: www.hi-techwax.com 

E-mail: Anthony@hi-techwax.com

SearchHI-TECH_WAX

For Advertising Rates or Information  

Call - Linda Barrier 800.225.4569 ext. 2701

LAB SUPPLIES

SearchAESTHETIC_PRESS
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SHOWCASE PRODUCTS & SERVICE
Go to:   dlpmagazine.com/Products
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REFINING SERVICESPRECIOUS METALS REFINING

Searchalmanon

Garfield Refining, with over 500,000 customers, has been 
serving the Jewelry and Dental Professions for over 120 years. 
State‐of‐the‐art assay technology, coupled with our 
commitment to fast service, make it possible for us to deliver 
the highest possible yields for your Precious Metal Scrap and 
to send payment within 24 hours. 
And, your satisfaction is guaranteed!

• HIGHEST POSSIBLE PAYMENTS

• 24 HOUR SERVICE

• NO ASSAY FEES OR LOT FEES

• FREE INSURED UPS SHIPPING

•  ADVANCED ONLINE SERVICES

•  AWARD WINNING SERVICE

• CASH OR BULLION PAYMENT

• OPTIONAL WIRE TRANSFER PAYMENT

800.523.0968

810 EAST CAYUGA STREET •  PHILADELPHIA •  PA •  19124 

www.gar f ie ldre f in ing .com

PRECIOUS METALS SINCE 1892

THE FASTEST TURNAROUND IN THE INDUSTRY... 

PERIOD.

FOR MORE INFORMATION AND 
FREE TRANSACTION MATERIALS

Searchgarfield

Wonder what these are?

marketers, fnd out more at: 

advanstar.info/searchbar

Go to dentalproductsreport.com/labproducts and enter 

names of companies with products and services you need.

SearchC O M P A N Y  N A M E 

SHOWCASE PRODUCTS & SERVICE
Go to:   dlpmagazine.com/Products
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MARKETPLACE Advertising Information: Linda Barrier |  800-228-4569, ext. 2701 |  Fax: 440-756-5271 |  E-mail: lbarrier@advanstar.com

PRODUCTS & SERVICES
LAB & OPERATORY PRODUCTS

LAB FOR SALE

MARKETING

LAB SERVICES

DENTAL EDUCATION

COMPUTER SOFTWARE EQUIPMENT FOR SALE

INFECTION CONTROL

DENTAL LAB FOR SALE:  

$900K+ in sales. Located in the upper 
Midwest. Please call (701) 240-8835.

European Style Framework
German-trained technicians A.D.V. Dental Lab 
will provide you with the best framework. $75 per 
case. 3 days in Lab. 50% off 1st case. Vitallium 
2000 available. 8064 W. 21 Ct., Hialeah, FL 
33016. 888-254-6655 www.advdentallab.com

ACCURATE METALS &

REFINING LLC

For info/FREE Shipping Supplies

Call Toll Free: 866-973-3463
Assay results with your payment for
Gold, Silver, Platinum & Palladium

60 Industrial Park Rd. E., Tolland, CT 06084

ACCURATE METALS &

REFINING LLC

Chrome Partials - $55 / Vitallium - $65
Made in U.S.A. means:

• Superb Quality Work
• Personalized Customer Service
• Lightning Fast Turnaround Time (4 days in lab)
Alvarado Dental Lab, 4222, B Cesar Chavez Ave.,

Los Angeles, CA 90063. Call Today 323-269-9207

Please include check with case

Asepto Systems
Products for Infection Control

57 Ozone Avenue, Venice, CA 90291

Tel (310) 396-8271 • Fax (310) 396-7702

E-mail: asepto@verizon.net

Internet URL Address: 

http://www.aseptosystems-dc.com

CONTACT DEALER

Asepto-Sol
Impression/Gypsum Disinfectant

Safe-Seal 
Lab Transport Bags

Odo-Gard
Deodorizer/Cleaner

100 pack Base Plates $99

Call 1-800-323-4144

T
hatÕs what 3,750 of our 
unique brochures produced 

for SMILES in 2013, an annual 
increase in revenue of at least  
10 times marketing expenses. 
Want more accounts?

“6 new accounts

in 3 months!”

Warren J. Rosaluk

800.795.2150

BrochureGuy.com

Well established removable  

dental lab for sale. Great location in 

the Midwest. Loyal accounts, grossed 

$460,000+ in 2012

Email at rus24tech05@hotmail.com

High precision prosthetic products for Small, Standard and 
Wide Platforms for the following implant systems:

•• Screw-Vent Zimmer
•• ITI Straumann
•• 3i
•• Branemark

All are manufactured with the tightest tolerances, tested by 
Instron test machines and come with a full Lifetime Warranty.

FREE SHIPPING FOR ORDERS OF $150 & UP

•• Lifecore
•• Frialit-2 & Xive
•• Replace Steri-Oss

Quality oriented lab. Simple 
chrome castings $65.00. Flexite partials with 

your set-up processing $87.00. 
Send check with case to:  

John Faraone Dental Lab 
7054 Marshall Rd., Upper Darby, PA 19082 

(610) 623-9009 • Jfar1017@aol.com

CAST & FLEXITE PARTIALS

WinVoice 
      

 

 

 

Bi l l ing  •  Case Managemen t  

Schedul ing  •  PC  or  Mac  

Mult i -User  •  Mult i -Locat ion  

QuickBooks  Integrat ion  

880000--666655--00009911

FFRREEEE  DDEEMMOO

Starts at just $$5500..0000

DentaLab for QuickBooks

Case management for those who

love the simplicity, richness

and reliability of QuickBooks

www.mainstreet-systems.com

1-800-257-4535

Featuring
Jay Tyler,
CDT, FNBC.

Featuring
Jay Tyler,
CDT, FNBC.

2-man and 4-man Coe Benches with built-in Dust Collectors

Casting Machine • Burnout Furnaces • Porcelain Furnaces

Full line of Ceramco Porcelain • Electric Handpieces

Miscellaneous Partial Framework Supplies and Equipment

EVERYTHING YOU NEED TO START A LAB & MORE!

(308) 382-0194

Email for Pictures: gmajackie3@gmail.com

Grand Island, NE

Crown & Bridge Dental Lab Equipment and Supplies 

FOR SALE 

MARKETPLACE  

ADVERTISING

To Advertise in

Dental Lab Products

Marketplace

Contact:

Linda Barrier 

at 

1-800-228-4569

ext. 2701

lbarrier@advanstar.com

Repeating an  

ad ENSURES  

it will be seen and  

remembered!

Linda Barrier at  

1-800-225-4569 • ext. 2701

lbarrier@advanstar.com

To Advertise in

Dental Lab Products

Marketplace Contact:
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REPAIR SERVICES

REPAIR SERVICESOUTSOURCING LABSMISCELLANEOUS

OUTSOURCING LABS

Unbeatable Prices on Porcelain Furnace Muffl es

Advanced Dental Products, Inc. manufactures state-of-the-art 
Even Temp™ quartz and non quartz porcelain muffl es. We have 

proudly served dental laboratories for over 30 years.

Even Temp™ Muffl es are available for the following porcelain furnace manufacturers:

Jelenko
Jelrus
Ney
Whip Mix

IntraTech
Dentsply
Ceramco
Unitek

Ivoclar
Degussa
Jeneric Pentron
CMP

We guarantee that you will not be able to beat our price, service or quality.
Call us at 1 (800) 645-7237 • dentaladp@gmail.com • www.dentaladp.com

DDS
Handpiece Repair & Sales

• Ney, Jelenko, NSK, Osada, Brasseler, Kavo, Ram, etc.

• Repair electric micromotors, high speed air-drive, 
most low speed air-drive & other small equipment.

• 55 years experience • 2 day turnaround on most repairs 
• Buy and sell new and used handpieces and equipment

DDS Handpiece Repair & Sales 
1000 Waverly St. or PO Box 2158

Oldsmar, FL 34677 • (813) 855-2347 

(800) 722-8691 then CODE 01

Full Service Lab 
Outsourcing

855-236-7972 | www.sunsetdentallab.com

2230 S.E. Baya Drive • Suite 103 • Lake City, FL 32025

• Grow your business
• Expand your product offerings
•  Help with overfl ow cases
• All ADA approved materials

• Competitive Prices
• Call for more information
 Check or Credit Card with Case

Paul DiCicco, CDT 

30+ Years in 
Dental Technology

We specialize in rebuilding
Star, Kavo, Midwest, NSK,

Champion, Bien Air, & more...

We can rebuild turbines for only $79.95,
including shipping (both ways).

COMPLETE HANDPIECE REPAIR!

“We Sharpen and Retip Instruments”

888.411.6933 
www.wisedentalrepair.com

Electric Lab Handpieces

Service

Call 800-934-2626
www.handpiecerepair.com

Leverage branded content from Dental Lab Products to 

create a more powerful and sophisticated statement about 

your product, service, or company in your next marketing 

campaign. Contact Wright’s Media to fnd out more about 

how we can customize your acknowledgements and 

recognitions to enhance your marketing strategies.

Content Licensing for 

Every Marketing Strategy

For information, call Wright’s Media  

at 877.652.5295 or visit our website  

at www.wrightsmedia.com

Marketing solutions fit for:

Outdoor | Direct Mail | Print Advertising 

Tradeshow/POP Displays 

Social Media | Radio & TV
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PHOTO CREDIT: EVIDENT

NEXT MONTH: JIM COLLIS TALKS SHOFU SOLUTIONS  

01. 
What was it you were hearing 

from the lab industry that 

led to the development of Evident 

software? 

Having worked with desktop software for many 

years, the Evident directors were ready to get 

into the cloud. Dental lab employees should not 

have to be computer technicians. With Evident, 

lab staff do not need to install, update or back 

up. Our technical support staff can see the lab 

software and data f les, making problem solving 

infinitely easier. The other thing we wanted 

was paperless production management. With 

Evident, lab staff have access to everything they 

need, all of the time.

02. 
What have you seen in terms 

of adopt ion of the cloud 

model among dental labs?  

When we started out, we had to sell the cloud. 

Now people understand the benef t of letting us 

spend the money on big hardware so they don’t 

have to. They know they don’t have to worry 

about mixed computer hardware and operating 

systems, they enjoy access through tablets and 

smart phones, and they appreciate being able to 

access their system from absolutely anywhere 

there’s Internet. People used to worry about us 

being down but most now realize that a desktop 

system is down a lot more—we’re up better 

than 99.9 percent of the time.

03. 
What do you see as Evident’s 

greatest strength?

Evident is comprised of a group of people who 

are passionate about what they do. As a result, 

our code is rock solid, we get rave reviews for 

our customer support and we consistently 

provide the features customers need now and 

in the future. We’re a group of people who enjoy 

what we do and sincerely want to help.

04. 
Who is your target customer 

at Evident, and how do you 

feel you best meet their needs?

Evident is designed to centralize information. 

Our target is labs that want to use our features 

to automate as much as they can. We have 

the feature set large labs require, but we love 

to work with small- and mid-sized labs that 

embrace this concept.

05. 
Why should labs that aren’t 

currently using cloud-based 

software consider an option like 

Evident? 

To be competitive, labs need to focus their 

energy on their customers, their products, 

their staff and their business. By passing a lot 

of technical responsibility to us they can focus 

on their own operations. Our billing model is 

subscription-based with no contract. That 

means we have to keep labs happy to keep 

them as customers. Desktop systems require 

a big upfront investment before the lab really 

knows if they’ve made the right choice.

06. 
What differentiates Evident 

f r om ot her c loud - based 

offerings?

Three things stand out: 1. Evident is the 

fastest cloud-based system out there. Speed 

is surprisingly important—waiting for a second 

here or there may not seem like a big deal but 

over time, it adds up. 2. Billing is consistent, 

which makes budgeting easier. Evident bills a 

f xed amount each month—it is not based on 

the lab’s revenue. 3. Evident has the feature set 

big labs need—many of the small and mid-sized 

labs understand that those features can help 

them either now or in the future. Why not start 

with a system you can grow into?

07. 
What advice do you offer to 

labs in terms of making sure 

their data is secure?

Do your homework. The Evident servers have a 

three-tiered system that prevents loss of data 

and security. When moving to cloud-based 

systems, don’t be afraid to ask how the data is 

stored and what systems are used. 

08. 
How is Evident helping labs of 

all sizes—from small, one- to 

two-person labs to much bigger labs?

For small labs, the challenge is maximizing 

time at the bench and reducing administrative 

tasks. Evident makes case tracking, billing and 

payments easy and documents are clear and 

professional. Large labs want to provide the 

quality and customer service of a boutique 

lab while managing many more people and 

much more information. Evident also has built-

in compliance and legislation features that 

reassure all labs that they can handle whatever 

requirements arise.

09. 
What about labs that are 

nervous about not having 

their data or financial information 

“on-site”?

“On-site” data is the most easily stolen. In most 

labs, an employee takes a copy of the data f le 

home every night to provide an off-site backup. 

That is about the least secure data imaginable. 

Theft, f re and computer hardware failure are 

all threats to on-site data. Many labs do not 

test their backups and when they do need to 

restore, find out that backups haven’t been 

working for months. Evident is redundant and 

always accessible to the lab. They can log-in to 

a backup any time they want to be assured it is 

working and accessible.

10. 
What can we expect from 

Evident in 2013 and beyond? 

Evident is known for its powerful features—our 

next step is to transform the interface to make 

it even easier to use. We love talking to our 

customers but strive to make setup easier and 

easier so we can spend more time talking to 

them about how to translate their management 

goals into reality. 

“We have the feature set large 
labs require, but we love to work 
with small- and mid-sized labs.”

— Rayne Verity

Rayne Verity
MARKETING & SALES 
MANAGER OF EVIDENT

Q+A
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THE BRIDGE
PAST, PRESENT AND FUTURE

Come to Chicago for THREE DAYS OF THE BEST

in lectures, demonstrations, hands-on participation courses and
commercials exhibits. 

Registration is just around the corner. Avoid lines, guarantee
the courses you want and save money by registering early.
Registration begins Nov. 1 at http://on.cds.org/2014dpr.

149th midwinter meeting
CHICAGO DENTAL SOCIET Y
The Respected Leader in Scientific Dental Meetings SM

fe b r u a r y  2 0  – 2 2 ,  2 014

Members
get in for

free!
The Chicago Dental Society

offers free Midwinter Meeting

registration to member

dentists. Even if you do not live

in the Chicago area, you can

still join as an associate

member. Learn more at

http://on.cds.org/mbrDPR.

*Does not include course fees or
special events tickets.

Interested?  Circle Product Card No. 34
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Interested?  Circle Product Card No. 35
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