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Profound Anesthesia So Fast You Can

Stay With Your Patient®

Call now to receive

a $275 rebate on

your initial order.

Onpharma Customer Care:

877.33ONSET (336.6738)

Visit us at onpharma.com to learn more.

Also see us on

www.facebook.com

(OnpharmaInc.)

“We have used Onset on every patient since

fall 2011 and it’s truly changed my practice.

Predictable, comfortable anesthesia that saves

me an hour a day because I stay with the patient.”

 - Mark Hyman, DDS, MAGD

“Onset is the latest in dental technology that

allows you to become effi  cient and consistent with

all of your procedures that require anesthesia.”

 - John Olmsted, DDS, MS

“Buff ering with Onset is as easy as 1-2-3!

It’s a quick and simple process that makes my

local anesthetic work fast and reliably.”

 -  John Alonge, MS, DDS

“Onset allows me to accomplish two of the most

important things in my Pediatric practice: fast,

profound anesthesia and a more comfortable

injection.  Now, I stay with my patient and go

right to work after anesthetizing.  I have the

confi dence that I give my patients the most

anxiety-free experience possible.”

 -   Joshua Solomon, DDS, MS

Interested?  Circle Product Card No. 1
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DENTISTS AGREE . . .

Onset Makes Anesthetic Work So Fast You Can

Stay with Your Patient®

SEE REVERSE FOR DETAILS

Mark E. Hyman, DDS, MAGD

General Practitioner

John S. Olmsted, DDS, MS

Endodontist

Mic Falkel, DDS

Founder, Onpharma

General Practitioner

John L. Alonge, MS, DDS

Oral and Maxillofacial Surgeon

Joshua J. Solomon, DDS, MS

Pediatric Dentist
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t��$PMHBUF�5PUBM®�"EWBODFE�1SP�TIJFME™�.PVUIXBTI�

1FQQFSNJOU�#MBTU��(1 liter with Pump)

(543-0119-BCM) .....................................................Each $6.17

SPECIAL INTRODUCTORY OFFER!

Only $18.49 for 6 Bottles! (A $36.99 Value!)

Buy 3 – 1 liter Bottles with Pumps,
Get 3 FREE!

(Limit 1 offer per customer – Shipped with order)

COLGATE TOTAL® ADVANCED PRO-SHIELD™ MOUTHWASH 

www.colgateprofessional.com

Call 1-800-2-COLGATE or speak with 
your Colgate oral care consultant today.

YOUR PARTNER IN ORAL HEALTH

SHIELD YOUR PRACTICE WITH A

77% REDUCTION
IN CROSS-CONTAMINATION*†1

-  Reduces Aerosolized Oral Bacteria, 

Equally as Effective as a CHX Rinse

-  Alcohol-free

-  Great-tasting CPC Formula

* When used as a pre-procedural patient oral antibacterial rinse, Colgate Total® Advanced Pro-Shield™ Mouthwash reduces cross-contamination—defi ned as the transmission of potential  oral pathogens or 

microorganisms—from aerosols released during dental procedures using an ultrasonic scaler.

† In a randomized, double-blind, placebo-controlled clinical trial, 60 participants were randomly sorted into one of four groups to test cross-contamination during oral procedures. Participants were instructed to rinse for one 

minute with either Cetylpyridinium (CPC) rinse, Chlorhexidine (CHX) rinse, water, or were instructed  not to rinse. After, participants were brought into an unoccupied dental offi ce where blood agar plates were placed on 

a support board, the participants’ chests,  and the examiners’ foreheads to measure dental aerosols. After an oral prophylaxis of the full mouth using an ultrasonic scaler, the plates were sent to a microbiology  laboratory 

to detect the amount of dental aerosols measured in microbial colony-forming units. CPC and CHX equally decreased splatter microorganisms  vs rinsing with water and no rinsing. CPC rinse used is a bioequivalent to 

Colgate Total® Advanced Pro-Shield™ Mouthwash formula.

Reference: 1. Feres M, Figueiredo LC, Faveri M. J Am Dent Assoc. 2010:141(4):415-422.

%FGFOE�:PVSTFMG�BOE�:PVS�1BUJFOUT��

4UBZ�PO�(VBSE�"HBJOTU�"FSPTPMJ[FE�0SBM�#BDUFSJB�'SPN�

4QSBZT�BOE�4QMBUUFST�8JUI�B�1SF�QSPDFEVSBM�3JOTF

© 2013 Colgate Oral Pharmaceuticals, a subsidiary of Colgate-Palmolive Company, New York, NY 10022, USA       Interested?  Circle Product Card No. 2
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 Op portunities to recognize excellence seem few and far 

betwee n. When the moments do present themselves, it can 

seem like the requirement is to fi nd something good to say 

about everything and everyone. To call out one person or 

one product as “greater than” is somehow impolite. 

Now in its fift h year, Pride Institute’s “Best  of Class” 

technology awards have never been about being polite, but 

rather, being honest about the technology rapidly reshaping 

the GP’s approach to practice management and patient care. 

“I am honored by the impact the award is having on pur-

chasing decisions and its value to the manufacturing com-

munity,” Lou Shuman, Best of Class founder and President 

of Pride Institute shared, “but I am most proud of the integ-

rity of our process and how it diff erentiates this award from 

any other provided today. The formula — technology lead-

ership in dentistry, unbiased and not for profi t — works.”

Once again, the distinguished panel of technology 

experts met in Chicago to engage one another on the impor-

tance of 3D, evolving materials science, data mining and 

more. Thoughtful debate resulted in a list of 18 honorees 

representative of critical categories for today’s GP.

“After our closed door battle, the smoke clears,” Shuman 

said with a laugh, “and the companies that survive are pre-

sented with the most prestigious award in the dental industry.”

As in previous years, during the voting process panel 

members are encouraged to speak about their experience 

with products. However, they must divulge all paid rela-

tionships with manufacturers prior to the discussion and 

are not allowed to vote in any category in which they have a 

consulting relationship with a company.

This approach facilitates honest discussion which, in the 

end, creates a list of honorees that is born out of respect and  

appreciation for true leaders as opposed to selecting a winner 

for winners’ sake. As you’ll see in the fi nal list of winners here, 

not every box gets “checked.” If a category didn’t deliver a 

clear winner, going a step ahead of its competitive set in some 

way, shape or form, then that category isn’t represented here. 

DPR’s coverage  will include feedback from the panel on 

why these products were chosen, as well as stories from the 

fi eld — from dentists like you seeing the results in their prac-

tices. Hopefully, these stories will motivate you to engage with 

TODAY’S TOP 
TECHNOLOGY
A vigorous vote yields Pride Institute’s 
“Best of Class” Honorees. 
by T H A I S  C A R T E R

2013–2014 

HONOREES

 � 3Shape TRIOS Color

 � Action Run

 � Align Technology Smart Track

 �  DEXIS Imaging Suite and DEXIS go

 � Doxa Ceramir

 � Gendex SRT Technology

 � Glidewell Laboratories BruxZir Shaded

 � HealthFirst Tru-Align

 � Imaging Sciences Int’l i-CAT FLX

 � Isolite IsoDry

 � Kerr Dental SonicFill

 � Wolters Kluwer Lexicomp® VisualDx Oral

 � Liptak Dental DDS Rescue

 � Orascoptic XV1

 � SciCan STATIM G4

 � Sesame Communications Sesame 24-7

 � Ultradent VALO

 � VELscope Vx

THE DISTINGUISHED PANEL
Acknowledging the dynamic decision-making that comes 

from bringing great minds and great dentists together, 

once again this year’s honorees were selected by a 

distinguished panel of dental professionals. In our 2013  

coverage of the honorees, every panel member will con-

tribute insights from his own experience with the product 

or category.

 � Lou Shuman, DMD, CAGS — President of 

Pride Institute, Best of Class founder

 � John Flucke, DDS — Writer, speaker and 

Technology Editor for Dental Products Report

 � Paul Feuerstein, DMD — Writer, speaker and 

Technology Editor for Dental Economics

 � Parag Kachalia, DDS — Vice-Chair of Preclinical 

Education, Research and Technology, University of 

3DFLÀ�F�6FKRRO�RI�'HQWLVWU\

 � Marty Jablow, DMD — Writer, speaker, and 

technology consultant and columnist for Dr. BiCuspid

 � Larry Emmott, DDS — Writer, speaker, and 

Technology Editor for dentalcompare.com

 � Titus Schleyer, DMD, PhD — Associate Professor 

and Director, Center for Dental Informatics at the 

University of Pittsburgh, School of Dental Medicine

 “No winner is chosen 
in a category if there is 
no diff erentiator.”
– Dr. Lou Shuman, President Pride Institute

“The award serves an 
important function — 
providing an objective, 
informed, professional 
assessment of a broad 
gamut of technologies.”
– Diana P. Friedman, CEO, Sesame Communications

“There are few accolades 
this meaningful.”
– Suzanne Wilson, 

Senior Marketing Manager - Brands, Ultradent

“Pride Institute’s mission 
is excellence and so is our 
product, DDS Rescue.”
– Kenny Schwing, President & CEO, Liptak Dental

the “Best of Class” companies at the ADA Annual Session in 

New Orleans, Oct. 31 - Nov. 3. The Technology Expo will use 

its 7,500 square foot space for dynamic, technology-centric 

educational off erings and product demonstrations.



BE AMAZED BY

WATERLASE
Top practice management experts are advising dentists 

that the #1 way to build their practice – and make 

patients happier – is to expand the treatments they 

offer and refer less.  

WaterLase iPlus is the ideal way to expand the 

procedures you offer – and we’ll teach you what 

you need to know with a full continuum of hands-on 

Restorative/Perio/Endo CE for your new iPlus.
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©BIOLASE, Inc. All rights reserved. For use by licensed professionals only. 
BIOLASE, WaterLase, iPlus, and Deep Pocket Therapy with New Attachment 
are trademarks of BIOLASE, registered in the U.S. and other countries.

FOLLOW US!

��|��������"�����  |  Call toll-free 888-424-6527

SCHEDULE A LUNCH N’ LEARN 

IN YOUR PRACTICE TODAY!

®

DENTISTS AND PATIENTS AGREE – THE NEW WATERLASE iPLUS IS SIMPLY AMAZING



SCHEDULE A LUNCH N’ LEARN IN YOUR PRACTICE TODAY!

CUSTOMERS AND CRITICS AGREE:  IT IS OUR BEST WATERLASE YET!

“I owned an older WaterLase.  I loved it in my practice – but the new  

WaterLase iPlus is just miles above the older version.  The technology is better, 

the tip selection is better.  I saw it as an incredible opportunity to incorporate 

something the public was interested in.”

�����������"#!������� 

Tarzana, Calif.

“I am actually seeing more patients in a given hour using the WaterLase iPlus for 

doing my fillings than I would be if I were using drill, fill and anesthetic. What 

I am hearing from patients is the procedure they most enjoy in my practice is 

WaterLase.  It is a profound new experience.”


�'�	!�""�������� 

Los Angeles

“The return on investment has been above and beyond our expectations. 

But it is an even better experience for our patients.”

��!�"#�����������

Costa Mesa, Calif.

“It kind of invigorated me in dentistry other than just drilling and filling, and 

doing the same old, same old.  If I can do it faster and easier and better for the 

patient and more comfortable, who wouldn’t want that for their practice. It’s 

just fun.”


�"���$�������� 

Centreville, Virg.

“WaterLase RFT has revoluntionized our practice of endodontics. For the first 

time we are within reach of sterilizing an infected root canal system - unheard 

of in the specialty of endodontics!”


$"#����������

Endodontist, White Plains, N.Y.

“This not only enhances results in the hands of a periodontist using the WaterLase 

for regenerative procedures, it is also an alternative treatment for the general 

dentist who is treating mild to moderate periodontal cases. Patients are also more 

likely to accept treatment when they hear that it is minimally invasive.”

��!�������"����! 

Periodontist, New York City
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staff supports dentists as 
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and technologies for 

excellence in patient care 

and practice development.
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It really came out better than I expected. I was 
expecting a shade or two change and 

it was much more than that.
 ALL THE BENEFITS OF A WHITER SMILE, WITH NONE OF THE SENSITIVITY P. 100
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dentalproductsreport.com.
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Kerr Corp.’s Nexus RMGI  
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 75 Clinical 360°
practical clinical advice, 
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 Team Approach

 82 Better education, 

increased case 

acceptance
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by Dr. Sheri B. Doniger 

 Team Approach
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better dentistry 

One dental assistant’s take on 

Isolite Systems Dental Isolation. by 

Tina Calloway, CDA, DAICP

 85 Products 
  in Practice

product impact on the 

practice’s bottom line

MARKETING

 86 Your website is your smile

Make sure your ‘online smile’ 
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impression. by Patrick Goodness 

EFFICIENCY

 88 Product decisions 

made easy

Read how one doctor decided 

electric handpieces were right for 
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program. by Renee Knight 

MARKETING

 90 The power of outsourcing 

practice marketing

Why hiring the right vendors 

leads to better results and 

ROI. by Naomi Cooper  

5 REASONS TO BUY
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maintenance unit 

from SciCan Corp.

PATIENT PERSPECTIVE

 100 All the benefi ts of a 

whiter smile with none 

of the sensitivity

+RZ�6',·V�3ROD�ZKLWHQLQJ�V\VWHP�

helped one patient achieve the bright 

smile he wanted without sensitivity. 
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To request free samples or for more information, call 

1.800.989.8826, email nuprosamples@dentsply.com, 

or visit www.nuprovarnish.com.

© 2012 DENTSPLY Professional, York, PA 17404

NUPRO® is a registered trademark of DENTSPLY International 

and/or its subsidiaries. VanishTM is a trademark of 3M or 3M ESPE AG. NUP06-1112-1 Rev. 2

Pioneers in Protection
TM

MADE IN THE USA

Reference: 1. Data on fi le, Dentsply Professional.

                   2. Compared to competitive varnishes. Date on fi le. 

NUPRO
®

 WHITE VARNISH DELIVERS A  

NU WORLD OF RAPID FLUORIDE RELEASE

Introducing a uniquely formulated 
varnish for hypersensitivity relief

� t��3FMFBTFT�NPSF�UIBO���UJNFT�UIF�BNPVOU�PG�GMVPSJEF�UIBO�

7BOJTIÄ����4PEJVN�'MVPSJEF�7BSOJTI�PWFS�B���IPVS�QFSJPE1

� t��3FRVJSFT�IBMG�UIF�XFBS�UJNF�DPNQBSFE�UP�DPNQFUJUJWF�

WBSOJTIFT�TP�QBUJFOUT�DBO�RVJDLMZ�SFTVNF�FBUJOH�BOE�ESJOLJOH�

� t�.BZ�CF�BQQMJFE�UP�XFU�UPPUI�TVSGBDF�UP�TBWF�UJNF�BOE�FGGPSU1

� t��'PSNVMBUFE�GPS�OP�ESJQQJOH�PS�TUSJOHJOH�UP�SFEVDF�QPUFOUJBM�NFTT1

� t�(MVUFO�GSFF�GPS�QBUJFOUT�XJUI�EJFUBSZ�DPODFSOT1

� t�1BUFOU�QFOEJOH�EFTJHO
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MOST PRODUCTS. BEST SEARCH. 

Find thousands of products and all of the 
following web-exclusive content on our website.

NEW 

CONTENT

EVERY 

DAY 

Follow us on 
Facebook and Twitter

.COM
dentalproductsreport
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A victory for 
children’s oral health

�0�(63(�GULYHU�*UHJ�%LIÁ�H�ZLQV�DJDLQ�DW�
Michigan to cap off great “Give Kids a Smile” 

weekend. We give you all the details.

How to grow your whitening business  
Ready to grow your practice’s whitening business but unsure 

how to make it happen? We tell you how to get your patients 

excited about whitening and what it can do for their smile.

Not happy with your team 

members? Maybe you’re making 

common hiring mistakes
In her new monthly column, consultant Penny 

Reed Limoli breaks down what you’re doing wrong 

ZKHQ�LW�FRPHV�WR�KLULQJ�DQG�KRZ�WR�À�[�LW� 

When is an appraisal  not an appraisal? 
Why you need to know the difference when 

it comes time to sell your practice. 

5 MOST-READ ARTICLES ONLINE

 01 6 tips on how to work with an upset patient or 
employee [VIDEO] 
Compiled by Greta Lieske

 02 7 ways to help patients understand their dental plan 
[VIDEO] 
DPR Editorial Team

 03 What your patients are doing while waiting for an 
appointment
Compiled by Greta Lieske

 04 Product Review: Why you should consider electric 
handpieces [VIDEO]
Compiled by Greta Lieske

 05 Completing posterior restorations faster and with 
greater ease [VIDEO] 

DPR Editorial Team
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Clicks & Picks What real dentists were searching 
and savoring @ DENTALPRODUCTSREPORT.COM  

5 MOST-VIEWED PRODUCTS 

 01  Contra-angles
Bien-Air

 02  SonicFil
Kerr Corp. 

03  Nexus RMGI
Kerr Corp. 

04  Scotchbond Universal Adhesive
3M ESPE

05  iTero imaging system
Align Technology Inc.

Make your inbox happy! Register for 

DPR’s e-newsletter and never miss a 

web exclusive article or video. Go to 

dentalproductsreport.com/subscribe.

E-NEWSLETTERS

Check out exclusive webinars, how-to videos, interviews 
and more all at dentalproductsreport.com. 

MUST-WATCH VIDEOS



877.685.1484   sonicfill.kerrdental.com  

Mitch Levitt, DDS
Los Angeles, CA

 

Placing posterior composite restorations has always been a tedious procedure. 

With the SonicFill
™

 composite system, posterior restorations are now easy and 

predictable. SonicFill is the only sonic-activated, single-step bulk fill system 

that enables you to go from placement to a polished restoration in less than 

3 minutes. Comprised of a specially designed handpiece and new composite 

material, sonic activation of the composite dramatically lowers the viscosity 

during placement providing superior adaptation to the cavity walls. Once sonic 

energy is stopped, the composite returns to a non-slumping, sculptable state 

making contouring anatomy fast and efficient.

Visit kerrdental.com/sonicfill to schedule a free trial and find out why 
over 10,000 US dentists have already successfully integrated SonicFill 
into their practice.

SO MANY CAVITIES, SO LITTLE TIME.
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Activate the Magazine

Company Name Page No. Product Card
URL  Circle No.

LeadGen Circle Nos. 3, 15

Text “Biolase” to 90947  •  www.biolase.com

LeadGen Circle RS No. 14

Text “DEXIS” to 90947  •  www.dexis.com, 

www.dexisgo.com

LeadGen Circle RS No. 20, 90

Text “Gendex” to 90947  •  www.gendex.com

LeadGen Circle RS No. 94

Text “Ivoclar” to 90947  •  www.ivoclarvivadent.com

LeadGen Circle RS No. 93

Text “Patterson” to 90947  •  www.pattersondental.com

LeadGen Circle RS No. 19, 86

Text “Denmat” to 90947  •  www.denmat.com

3M ESPE 38-39, 57, 76-77 22, 53, 77 

3mespe.com

American Acad. for Oral Systemic Health 13 7 

aaosh.com

Bien-Air USA 63 65 

bienair.com

BIOLASE 4-5, 28-29 3, 15 

biolase.com

BISCO Inc. 44-45 24 

bisco.com

Chicago Dental Society 39 21 

cds.org

DBI America Corp. 73 75 

dbidental.com

DenMat 36-37, 89 19, 86 

denmat.com

Dentca 34-35 18 

dentca.org

DENTSPLY Midwest 59 58 

professional.dentsply.com

 As the go-to product resource for the dental indus-

try, the team at Dental Products Report wants to 

make it as easy as possibel for you to get the infor-

mation you need about new products.

Here, you’ll fi nd the reader service card with 

numbers that correspond to advertisements. 

Throughout the issue, you’ll also fi nd numers 

with each of the products that appear as editorial 

in this issue of DPR.

You’ll also fi nd opportunities to go directly to 

landing pages that allow you to fi ll in your informa-

tion in order 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 anotehr way to get the information 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:

 Fill out the Product Card
 Go Online or Scan
 Text

Result: New product 

information sent directly 

to you!



Company Name Page No. Product Card
URL  Circle No.

Company Name Page No. Product Card
URL  Circle No.

DENTSPLY Professional 7 4 

professional.dentsply.com

DEXIS LLC 22-26 14 

dexisgo.com

Enzyme Industries Inc. 91 87 

dentaladvisor.com

GC America Inc. 67 69 

gcamerica.com

Gendex 38, CV3 20, 90 

gendex.com

Glidewell Dental Laboratories 15 9 

glidewelldental.com

Great Lakes Orthodontics Ltd. 60 63 

greatlakesortho.com

Henry Schein Inc. CV2, 50-51 2, 38 

henryscheindental.com

Hu-Friedy Mfg. Co. Inc 48-49 27 

hu-friedy.com

Isolite Systems 17 12 

isolitesystems.com

JP Solutions/Johnson-Promident 52 28 

johnsonpromident.com

Kerr Corp./Div of Sybron Dental 9, 65, 71 5, 67, 73 

kerrlab.com

KOMET USA 18A-D, CV4 91 

kometusa.com

Lighthouse 360 32-33 17 

lh360.com

MacPractice Inc. 30-31 16 

macpractice.com

NSK America Corp. 74 76 

nskdental.us

Natl. Children’s Oral Health Foundation 84  

americastoothfairy.org

Northeast Dental Laboratory 61 64 

nedentallab.com

Onpharma Inc. F1, F2 1 

onpharma.com

Oral Health America 93  

oralhealthamerica.org

Pentron 46 25 

pentron.com

Reliable Arts Dental Lab 16 10 

reliablearts.com

Rondeau Seminars 69 71 

rondeauseminars.com 

SciCan Inc. 14 8 

scican.com

SDI Inc. 42-43 23 

sdi.com.au

Solmetex 12 6 

solmetex.com

Sterisil Inc. 87 84 

sterisil.com

Sunstar Americas Inc. 18 13 

gumbrand.com

Vatech America 55 43 

vatechamerica.com

Vident 27 48 

vident.com

Zest Anchors Inc. 47 26 

zestanchors.com
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We want to KNOW WHAT YOU THINK about DPR. 
Your comments, good and bad, are always welcome! 
E-mail TCARTER@ADVANSTAR.COM.

Last month, we featured a 

story on dentalproductsreport.

com that compiled Instagram 

photos taken by patients while 

at the dental office. Captions 

on the photos made it clear that 

many patients would rather be 

anywhere but the dentist’s office.  

While most respondents 

took the photos in good humor, 

there was a comment—which 

generated several likes—that 

suggested these patients should 

just be glad to have dental 

insurance. The commenter 

went as far as to say that she was 

“sick of people whining.”

As I’m sure many of you 

do, I sympathize with that 

perspective. Dentists aren’t 

sadists and this type of social 

med i a  s l a m doe sn’t  he lp 

rehabilitate their image. It 

can be unbearably frustrating 

to constantly be painted as 

the bad guy when it is usually 

patients’ own negligence of 

their oral health causing many 

of the problems in the f irst 

place. But here’s the thing...

People aren’t born with an 

innate aversion to the dentist — 

it is rooted in experience. If not  

theirs, then that of a close friend 

or family member. Rather than 

hate on the haters, why not make 

the effort to change their minds?

T h e r e  a r e  s o  m a n y 

incredi ble ways to shape 

positive experiences for the 

patients in your practice — 

consider at least these two...

 � Incorporate products 

that help lessen the pain 

of dental procedures. 

From ultrasonic scaling, 

to dental lasers, to digi-

tal impressions — there 

are numerous options to 

help ease run-of-the-mill 

discomforts associated 

with the dentist. 

 � Go the extra mile for 

patients, both clinically 

and in terms of customer 

service. It is more than 

just a smiling face at the 

front desk. It’s about 

making sure patients feel 

heard and, more impor-

tantly, taken care of.   �

T H A I S  C A R T E R

D I R E C T O R  O F  C O N T E N T
tcarter@advanstar.com

Have a 
sense of 

humor

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

®
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What happens in Vegas may stay in Vegas, but...

What Happens In Your Mouth...Does NOT Stay in Your Mouth!

3rd Annual Scientific Session
September 20-22, 2013

MGM Grand Hotel, Las Vegas, NV

 9 tŽƌůĚ��ůĂƐƐ�ZĞƐĞĂƌĐŚ�WƌĞƐĞŶƚĂƟŽŶƐ

 9 �ŽŽƐƚ�WƌĂĐƟĐĞ�WƌŽĚƵĐƟŽŶ�ǁŝƚŚ�/ŵƉůĞŵĞŶƚĂƟŽŶ��ŽƵƌƐĞƐ

 9 'ĂŵĞ��ŚĂŶŐŝŶŐ�/ŶŇĂŵŵĂƚŽƌǇ�dĞƐƟŶŐ��ĞďƵƚƐ�,�Z�

 9 >ĞĂƌŶ�,Žǁ�ƚŽ�EĂǀŝŐĂƚĞ�ƚŚĞ��īŽƌĚĂďůĞ��ĂƌĞ��Đƚ�

REGISTER NOW ONLINE AT:  www.AAOSH.org

SAVE $100
Žī�ǇŽƵƌ�ƌĞŐŝƐƚƌĂƟŽŶΎ

hƐĞ�WƌŽŵŽ��ŽĚĞ

�WZϭϬϬ

Savings only applies to Dentist and Dental Team Registrations.
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www.scican.com

STATIM, the 
world’s fastest 
autoclave from 
start to sterile.

A large touch screen 
offers communication 
between the unit and 
the user, allowing for 
easy operation, and 

tutorial viewing.

SPEED TOUCH

G4 collects all cycle 
data and service history, 

protecting your 
offi ce and patients.

COLLECT

Connect to anyone 
from anywhere... 

your STATIM is now 
accessible online.

CONNECT

Introducing the new generation STATIM®... 
the STATIM  G4 Series 
          The gentleness you know, a level of 

interactivity never seen before 
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CERTIFIED LABORATORY CITY STATE PHONE

Burdette Dental Lab Inc.  ..............................................Birmingham .........................................AL ..................................... 800-624-5301
Mobile Dental Design, Inc..............................................Mobile .................................................AL ..................................... 251-634-2445
Oral Arts Dental Laboratories, Inc.  ...............................Huntsville  ...........................................AL ..................................... 800-354-2075 
Parkway Dental Lab ......................................................Opelika ................................................AL ..................................... 800-239-3512
Dentek Dental Laboratory, Inc. ......................................Scottsdale ...........................................AZ ..................................... 877-433-6835
Kofa Dental Laboratory .................................................Yuma ...................................................AZ ..................................... 928-783-1141
Lakeview Dental Ceramics ............................................Lake Havasu City  ...............................AZ ..................................... 866-499-3388
New West Dental Ceramics ...........................................Lake Havasu City  ...............................AZ ..................................... 800-321-1614 
A & M Dental Laboratories ............................................Santa Ana ...........................................CA ..................................... 800-487-8051
BDL Prosthetics ............................................................Irvine ...................................................CA ..................................... 800-411-9723
Bigler Dental Ceramics, Inc. ..........................................Tustin ..................................................CA ..................................... 714-832-9251
Coast Dental Lab ...........................................................Stanton ...............................................CA ..................................... 714-670-9048
Creative Porcelain .........................................................Oakland ...............................................CA ..................................... 800-470-4085
Dental Masters Laboratory  ...........................................Santa Rosa  .........................................CA ..................................... 800-368-8482 
Excel Maxillofacial Prosthetic Laboratory ......................Simi Valley ...........................................CA ..................................... 805-526-5346
Glidewell Laboratories ...................................................Newport Beach ...................................CA ..................................... 800-854-7256
Great White Dental Lab .................................................Santa Maria.........................................CA ..................................... 800-441-3522
High Precision Dental Laboratory ..................................Torrance ..............................................CA ..................................... 877-523-4241
Iverson Dental Laboratories ..........................................Riverside  ............................................CA ..................................... 800-334-2057
NEO Milling Center ........................................................Cerritos ...............................................CA ..................................... 562-404-4048
Nichols Dental Lab ........................................................Glendale  .............................................CA  .................................... 800-936-8552 
Noel Laboratories, Inc. ..................................................San Luis Obispo ..................................CA ..................................... 800-575-4442
Precision Ceramics Dental Laboratory ..........................Montclair .............................................CA  .................................... 800-223-6322
Riverside Dental Ceramics ............................................Riverside  ............................................CA ..................................... 800-321-9943 
Williams Dental Laboratory ...........................................Gilroy ...................................................CA ..................................... 800-713-5390
Elite Dental Arts ............................................................Wilmington ..........................................DE ..................................... 302-994-1466
Autry Orthodonitc Appliances ........................................Panama City Beach .............................FL ..................................... 850-230-6696
Biotech Dental Prosthetics ............................................Palm Beach Gardens ...........................FL ..................................... 800-564-0556
Carlos Ceramics Dental Lab  .........................................Miami  .................................................FL ..................................... 305-940-4040
Hennessy Dental Laboratory  ........................................Riviera Beach ......................................FL ..................................... 800-694-6862
Knight Dental Group  .....................................................Oldsmar  .............................................FL ..................................... 800-359-2043 
William Scott Dental Studio ...........................................Palm Beach Gardens ...........................FL ..................................... 561-775-7720
Colonial Dental Studio ...................................................Davenport ........................................... IA ...................................... 800-397-1311
Artistic Dental Studio ....................................................Bolingbrook ......................................... IL ...................................... 630-679-8686
Oral Image Dental Studio, Inc. .......................................Chicago ............................................... IL ...................................... 877-235-9740
Prosthotech ...................................................................Sugar Grove ........................................ IL ...................................... 630-466-8333
Ragle Dental Laboratory, Inc. ........................................Champaign .......................................... IL  ..................................... 800-742-3629
Vitality Dental Arts ........................................................Arlington Heights ................................. IL ...................................... 800-399-0705
Eurodent Dental Lab ......................................................Overland Park......................................KS ..................................... 800-298-9589
Arcari Dental Laboratory ...............................................Wakefield ........................................... MA ..................................... 781-213-3434
PDL, Inc. .......................................................................Kingston ............................................. MA ..................................... 800-924-6025
Apex Dental Milling .......................................................Ann Arbor ............................................MI ..................................... 866-755-4236
Artistic Dental Lab ........................................................Allen Park ............................................MI ..................................... 800-437-3261
Trachsel Dental Studio ..................................................Rochester ........................................... MN ..................................... 800-831-2362
Las Vegas Digital Dental Solutions ................................Las Vegas  ...........................................NV ..................................... 800-936-1848 
Elegant Dental Laboratories ..........................................Brooklyn ..............................................NY ..................................... 877-335-5221
Smiledent Dental Studio ................................................Mt. Kisco .............................................NY ..................................... 914-276-0218
ROE Dental Laboratory ..................................................Garfield Heights ................................. OH ..................................... 800-228-6663
Applegate Dental Ceramics ...........................................Medford ............................................. OR ..................................... 541-772-7729
Ceramicraft Dental Lab .................................................Bend................................................... OR ..................................... 541-318-7808
Albensi Laboratories  ....................................................Irwin  ...................................................PA ..................................... 800-734-3064
DeLux Dental Laboratory ..............................................Reading ...............................................PA ..................................... 800-541-5642
Innovative Dental Arts ...................................................North Huntingdon ................................PA ..................................... 866-305-5434 
Sherer Dental Laboratory ..............................................Rock Hill ..............................................SC ..................................... 800-845-1116
Shoolbred Dental Laboratory.........................................Anderson .............................................SC ..................................... 864-261-3861
Crystal Dental Ceramics ................................................Richardson ..........................................TX ..................................... 972-680-1660
Dental Dynamics Laboratory Inc.  .................................Arlington  ............................................TX ..................................... 800-640-8112
Natural Arts Dental Laboratory .....................................San Antonio .........................................TX ..................................... 800-322-6235
Oral Designs Dental Laboratory, Inc.  ............................San Antonio  ........................................TX ..................................... 800-292-5516 
PCB Dental Lab .............................................................Richardson ..........................................TX ..................................... 972-671-3894
Broadway Dental Lab ....................................................Taylorsville ..........................................UT ..................................... 801-955-4878
Treasure Dental Studio  .................................................Salt Lake City  .....................................UT ..................................... 800-358-6444 
Art Dental Lab ...............................................................Chantilly ..............................................VA ..................................... 888-645-7541
NexTek Dental Studios ..................................................Manassas ............................................VA ..................................... 800-678-7354
Nu Technologies Full Service Dental Laboratory ...........Powhatan ............................................VA ..................................... 804-379-9939
The Point Dental Studio, LLC .........................................West Point  ..........................................VA ..................................... 804-337-5477
Ziemek Aesthetic Dental Lab ........................................Olympia .............................................. WA ..................................... 866-943-6357

Smith-Sterling Dental Laboratories  ..............................Cartago  .........................................Costa Rica  ............................. 800-479-5203 
Smile Designs ...............................................................Guelph ...........................................ON, Canada  ............................ 519-836-1100
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Your Prescription for Unbeatable  
Quality, Service & Value

Inclusive® Custom Abutments are available in titanium or zirconia and are compatible with 10 of the most popular implant systems.  
Inclusive implant bars and frameworks are precision milled from high-grade titanium alloy. Contact a Certified Inclusive Laboratory below 
or visit www.inclusivedental.com for more details.

Certified                               Laboratories 
®

$299 
COMPLETE
ABUTMENT

Custom Abutments and Bars

®
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MINUTES WITH...22
A QUICK DIALOGUE with 

industry leaders to discuss 
what’s next in dentistry

Q: Tell us about the new E4D 
NEVO Scanner and Design 
Center.  

A: NEVO is the Natural EVOlution of digital 

dentistry – and it’s very exciting. In 2007, we 

ZHUH�WKH�À�UVW�WR�LQWURGXFH�LQQRYDWLRQV�OLNH�

the powder-free intraoral laser scanning, 

photos over data (ICE View) and centralized 

education with remote support. We’re now 

WDNLQJ�DQRWKHU�OHDS�DKHDG�LQ�WHFKQRORJ\��,W�

all started based upon direction from a Bite 

to Byte conference we hosted in 2011 with 

NH\�RSLQLRQ�OHDGHUV�ZKHUH�WKH�FRQVHQVXV�

was develop towards faster, easier and even 

more accurate results. So, this year we’ll 

be introducing NEVO scanner, which sets 

new standards in ease of use, portability, 

speed and accuracy for digital restorative 

dentistry. I’m so very proud of our R&D team 

WKDW�SXW�WKLV�WRJHWKHU�DQG�WKH�EHQHÀ�WV�LW�ZLOO�

SURYLGH�WR�SUDFWLWLRQHUV�DQG�SDWLHQWV�DOLNH�

Q: I understand it is plug ’n 
play, how does that change 
DQ�RIÀ�FH·V�ZRUNÁ�RZ"

A:�:H�OLNH�WR�VD\�́ SOXJ�·Q�SUDFWLFHμ�VLQFH�

ZH·UH�WKH�À�UVW�WR�UHDOO\�́ FXW�WKH�FRUGμ�IURP�

cart-based chairside dentistry. Today, dif-

IHUHQWLDWLRQ�LV�GLIÀ�FXOW�³�HYHU\�FDUW�KDV�́ IRXU�

ZKHHOV�DQG�D�ZDQGμ³�DOO�WLHG�WRJHWKHU�DQG�

in one unit. Out of our Bite To Byte confer-

HQFH��FDPH�WKH�FRQFHSW�RI�PDNLQJ�WKH�ZKROH�

chairside process more portable, more 

FRQYHQLHQW�DQG�PRUH�HIÀ�FLHQW�WR�HQKDQFH�WKH�

ZRUNÁ�RZ�LQ�WKH�RIÀ�FH��%\�XVLQJ�7KXQGHUEROW��

technology for the connection to either an 

updated cart or NEVO laptop we offer more 

power and speed compared to other con-

QHFWLRQV�OLNH�86%���:H�FDQ�UXQ�RXU�VFDQQHU�

completely off the laptop’s power and are 

truly plug ’n play. Many technologies came 

together at the right time for NEVO to happen; 

enhanced blue laser technology, Thunder-

bolt Technology* for a connection, increased 

computing power and performance. With 

NEVO, we offer a mobile solution to a dental 

RIÀ�FH�UDWKHU�WKDQ�KDYLQJ�WR�PRYH�D�VLQJOH�

cart around to multiple operatories. It opens 

XS�DOO�WKH�SRVVLELOLWLHV�WKH�RIÀ�FH�ZDQWV�WR�

ZRUN�ZLWK�²�WR�PHHW�WKHLU�VSHFLÀ�F�QHHGV�

Q What are some of the 
RWKHU�EHQHÀ�WV�RI�1(92"

A: Because we have the most experience in 

chairside CAD/CAM with powder free scan-

ning and overlaying images onto models for 

better visibility, we’ve enhanced those features 

with blue laser (blaze) technology and a rede-

signed ICE (I C Everything) View. But we’ve 

also focused on features to ensure there is 

UHODWLYHO\�QR�SDWLHQW�RU�RIÀ�FH�GRZQWLPH��:H·YH�

designed removable tips on the NEVO scan-

ner so you can go from patient to patient and 

still ensure proper infection control guidelines. 

We’ve put active heating in the tips, so there 

is no fogging, which improves the scanning 

H[SHULHQFH�DQG�LPDJH�FDSWXUH��$�ODUJHU�À�HOG�

RI�YLHZ�DOORZV�TXLFNHU�GDWD�SLFNXS�DQG�WKH�

fact that you can set the tips on the teeth while 

VFDQQLQJ�UDWKHU�WKDQ�́ ZDYHμ�DERYH�WKHP�

provides better stability, patient comfort and 

ORFDWLRQ�À�QGLQJ��7KH�SOXJ�·Q�SOD\�DELOLW\�DOORZV�

you to use the scanner where you need to 

and free up open design centers for design-

ing. And NEVO design center sends right to 

an E4D mill – so same appointment dentistry 

RIIHUV�WKH�XOWLPDWH�LQ�SDWLHQW�HIÀ�FLHQF\��:KLOH�

you can’t forgo the fundamentals of proper 

preparation and soft tissue management 

– intraoral capturing (scanning) will be fast 

DQG�HIÀ�FLHQW�ZLWK�1(92�IRU�PDQ\�DSSOLFD�

WLRQV�³�DQG�RI�FRXUVH�QR�SRZGHU��7KHUH�DUH�

lots of incredible advancements in the whole 

chairside CAD/CAM category – faster milling 

F\FOHV��QHZ�PDWHULDOV�WKDW�GRQ·W�UHTXLUH�À�ULQJ�

DV�ZHOO�DV�IDVWHU�À�ULQJ�SURJUDPV�IRU�FHUDPLF�

materials – and now faster scanning! 

Additional information can be found at:  

e4d.com/NEVO. 

To experience the future of dentistry join 

us at Businessofdentistry.com/e4d.

* Thunderbolt is a trademark of Intel Cor-

poration in the U.S. and/or other countries.

Gary Severance, 
DDS
CHIEF MARKETING OFFICER  
OF D4D TECHNOLOGIES

Who’s up next? 
Send suggestions to 
sgoff@advanstar.com

Discover the Reliable Arts
advantage & give your practice

a competitive edge today!

877-392-5755
www.reliablearts.com

Always,
Affordable.
Always
Reliable.

Compare & Save!
PFM (Base Metal) $49

IPS e.max Veneer $69

IPS e.max Crown $79

Zirconia Crown $79

Porcelain to Captek Crown $109

Flexible Partial Denture $129

Value Denture $129

Deluxe Denture $169

Combo Partial:
CHROME WITH CLEAR

CLASP
$159

ZirluxFC:
100% PURE ZIRCONIA $79
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We didn’t invent isolation

WE PERFECTED IT

PROPER ISOLATION ELIMINATES CONTAMINATION and INCREASES CLINICAL SUCCESS.

The revolutionary Isolite gives you the ability to control moisture and suction in the oral environment - virtually eliminating contamination  

in your working field. Now you can have easy, effective isolation for every procedure. Better isolation means better dentistry.   

WATCH VIDEO and LEARN MORE

800-560-6066 |  TRY IT RISK FREE 

www.isolitesystems.com

BUY NOW 
and

receive a special offer

USE CODE DPR713

2 0 1 3

Interested?  Circle Product Card No. 12
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THELISTLIST
QUICK BITES 

for team development 
and practice success

Top 3
THINGS TO STORE IN THE CLOUD  

Patient education

We’ve come a long way from yellowing brochures in the waiting room. Today’s 

video education doesn’t just offer dynamic animation on a wide range of dental 

WRSLFV��LW�LV�QRZ�DYDLODEOH�LQ�WKH�FORXG��7KH�EHQHÀ�W�IRU�\RX�DQG�\RXU�SDWLHQWV"�

Consistent, quality education, updated regularly, on-demand.

Records you can’t afford to lose

When using cloud storage, you never have to worry about servers going down, stressing 

your last backup or practice security during natural or man-made disasters. Combine this 

with better HIPAA compliance, and you’re looking at unparalleled peace of mind. 

Images

While there are a variety of corollary issues to take into consideration, storing digital 

LPDJHV�LQ�WKH�FORXG�RIIHUV�QXPHURXV�EHQHÀ�WV��HVSHFLDOO\�DV�GLJLWDO�LPDJLQJ�FRQWLQXHV�WR�

play a critical role in treatment planning and takes up an increasing amount of memory 

— one source suggests that 20 photos a day can quickly ad up to 30 MB. 

  Next month: 
Top 5 Ways to Keep 

Equipment Like New

01

02

03

PHOTO: VICTOR HABBICK VISIONS / GETTY IMAGES

1. Data on file. 2. Bristles contain an antibacterial agent to inhibit bacterial growth for continual bristle protection.
 The agent does not protect against disease. Patients should always rinse their brushes before and after each use.

ORDER NOW!  
Call Sunstar at 1-800-528-8537 OR Visit GUMbrand.com for more information

© 2013 Sunstar Americas, Inc.   P13111

A Proxabrush® a day
keeps the plaque away

s� Removes up to 25% more plaque1�WITH�NEW�TRIANGULAR�BRISTLES�
s� #LEANS�POSTERIOR�TEETH�EASILY�WITH�BENDABLE�NECK
s� "ETTER�COMFORT��CONTROL�AND�GRIP�WITH�NEW�FLEXIBLE�HANDLE
s� 3TAYS�CLEAN�BETWEEN�USES�WITH�ANTIBACTERIAL�BRISTLES2�
s� #OATED�WIRE�HELPS�PREVENT�GALVANIC�SHOCK

New GsUsM® Proxabrush® Go-Betweens® Cleaners�ARE�BETTER�THAN�EVER�
FOR�YOUR�PATIENTS��4HEY�ARE�THE�ONLY�BRAND�WITH�PLAQUE
SWEEPING�TRIANGULAR�BRISTLES�THAT�HAVE�
BEEN�SHOWN�TO�BE�SUPERIOR�TO�ROUND�BRISTLES�IN�REMOVING�PLAQUE�FROM�BETWEEN�TEETH�1

Conventional
Round 
Bristles

New 
Triangular 
Bristles

TIGHT 

V
V

V

V

2.31mm

2.79mm

0.48mmV

Tight
872

WIDE

V V

6.86mm

V V

3.79mm

0.67mmV

Wide
3614

MODERATE

V

Moderate
3612

V

4.30mm

3.79mm

0.67mm

V
V

V

V

2.30mm

2.30mm

0.48mmV

Ultra Tight
871

ULTRA TIGHT 

NEW SIZE

Interested?  Circle Product Card No. 13



90 years of perfection —
celebrating our history of excellence 
with special, money-saving off ers. 

Komet USA LLC · 3042 Southcross Blvd, Suite 101 · Rock Hill · SC 29730 · USA · Phone 888-566-3887 · Fax 800-223-7485 · info@kometusa.com · www.kometusa.com



  S 6856 
  S 5856 

                        
 /  5  5  5  5  5 

 Size   · Tamaño   Ø ¹⁄₁₀ mm   012  014  016  018  021 

 L      mm  8,0  8,0  8,0  8,0  8,0 

 Angle   · Angulación    α  2°  2°  2°  2°  2° 

 FG   · FG   

    
 S6856  .314. ...   012   014   016   018  Z021 

 hide 

       
 S5856  .314. ...  -   014   016   018  Z021 

 hide 

 Z =  ) 300000 min-1/rpm 
 Utility model, patents  /Modelo de utilidad, patentes  
US 6,368,107 
 Tapered chamfer
Matches H375R carbide finisher series  
Chamfer afilado, redondo
Adaptado a la serie de instrumentos de acabado de 
carburo, H375R 

  S 6850 
  S 5850 

                        
 /  5  5  5 

 Size   · Tamaño   Ø ¹⁄₁₀ mm   014  016  018 

 L      mm  10,0  10,0  10,0 

 Angle   · Angulación    α  2°  2°  2° 

 FG   · FG   

    
 S6850  .314. ...  014  016  018 

 hide 

       
 S5850  .314. ...  014  016  018 

 hide 

   ) 300000 min-1/rpm 
 Utility model, patents  /Modelo de utilidad, patentes  
  US 6,368,107 
 Chamfer long  
Chamfer, largo 

  S 6856 XL 

                        
 /  5 

 Size   · Tamaño   Ø ¹⁄₁₀ mm   021 

 L      mm  12,0 

 Angle   · Angulación    α  2° 

 FG   · FG   

    
 S6856XL  .314. ...  021 

 hide 

   ) 300000 min-1/rpm 
     Utility model, patents  /Modelo de utilidad, patentes
  US 6,368,107

 Tapered chamfer extra long
Matches H375R carbide finisher series  
Chamfer afilado, redondo, extra largo
Adaptado a la serie de instrumentos de acabado de 
carburo, H375R 

  S 6379 
  S 5379 

                        
 /  5  5 

 Size   · Tamaño   Ø ¹⁄₁₀ mm   018  023 

 L      mm  3,4  4,1 

 FG   · FG   

    
 S6379  .314. ...   018  Z023 

 hide 

       
 S5379  .314. ...  Z018  Z023 

 hide 

 Z =  ) 300000 min-1/rpm 
 Utility model, patents  /Modelo de utilidad, patentes  
US 6,368,107 
 Egg, occlusal/lingual reduction
Matches H379 carbide finisher series  
Huevo, abrasivo oclusal/lingual
Adaptado a la serie de instrumentos de acabado de 
carburo, H379 

Superior German quality —
outstanding savings!

$ 59.75  
Buy 3, get 1 free* 
Buy 6, get 3 free* 

Buy 18, get 18 free*
*of equal or lesser value.

Sold in Packs of 5.
Price per pack.  



  S 6845 KR 

                        
 /  5  5 

 Size   · Tamaño   Ø ¹⁄₁₀ mm   018  025 

 L      mm  4,0  4,0 

 Angle   · Angulación    α  3°  5° 

 FG   · FG   

    
 S6845KR  .314. ...   018  y025 

 hide 

 y =  ) 160000 min-1/rpm 
 Utility model, patents  /Modelo de utilidad, patentes  
  US 6,368,107 
 Modified taper
Inlay/Onlay preparation  
Afilado y modificado
Preparación de inlay/onlay 

  S 6847 KR 
  S 5847 KR 

                        
 /  5  5  5 

 Size   · Tamaño   Ø ¹⁄₁₀ mm   014  016  018 

 L      mm  8,0  8,0  8,0 

 Angle   · Angulación    α  2°  2°  2° 

 FG   · FG   

    
 S6847KR  .314. ...  014  016  018 

 hide 

       
 S5847KR  .314. ...  014  016  018 

 hide 

 Utility model, patents  /Modelo de utilidad, patentes  
  US 6,368,107 
 Modified tapered shoulder
Matches H336 carbide finisher series  
Hombro afilado modificado
Adaptado a la serie de instrumentos de acabado de 
carburo, H336 

  S 6837 KR 

                        
 /  5  5  5 

 Size   · Tamaño   Ø ¹⁄₁₀ mm   012  014  016 

 L      mm  8,0  8,0  8,0 

 FG   · FG   

    
 S6837KR  .314. ...  Z012   014   016 

 hide 

 Z =  ) 300000 min-1/rpm 
 Utility model, patents  /Modelo de utilidad, patentes  
US 6,368,107 
 Modified parallel shoulder
Matches H158 carbide finisher series  
Hombro paralelo modificado
Adaptado a la serie de instrumentos de acabado de 
carburo, H158 

  S 6878 K 
  S 5878 K 

                        
 /  5  5  5  5  5 

 Size   · Tamaño   Ø ¹⁄₁₀ mm   012  014  016  018  021 

 L      mm  8,0  8,0  8,0  8,0  8,0 

 Angle   · Angulación    α  2°  2°  2°  2°  2° 

 FG   · FG   

    
 S6878K  .314. ...  Z012   014   016   018  Z021 

 hide 

       
 S5878K  .314. ...  -   014   016   018  - 

 hide 

 Z =  ) 300000 min-1/rpm 
 Utility model, patents  /Modelo de utilidad, patentes  
US 6,368,107 
 Modified tapered chamfer
Matches H283K carbide finisher series  
Chamfer afilado modificado
Adaptado a la serie de instrumentos de acabado de 
carburo, H283K 

Celebrating its 90th birthday, Komet is the world-
renowned manufacturer of Komet® dental rotary 
instruments, each one made in Germany with atten-
tion to the quality and performance you demand. 
Komet continues to lead the way with tradition, 
precision, and innovation — and with direct sales 
and prompt delivery direct from the manufacturer.

Join our celebration! Save up to 60% on all instru-
ments shown in this fl yer. Order your selections 
now. This promotion is valid from July 1 through 
August 31, 2013.



The beginning of an amazing success story:
The foundation of Komet in 1923

Even then ahead of its time - 
Komet’s Research & Development 
Division in the 1920s. 

Celebrating the art of perfection. 

©
 0

5/
20

13
 · 

41
18

82
V0

90 years of precision: 
The original factory 

The production nowadays 

since 1923

Komet USA LLC · 3042 Southcross Blvd, Suite 101 · Rock Hill · SC 29730 · USA · Phone 888-566-3887 · Fax 800-223-7485 · info@kometusa.com · www.kometusa.com
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PRODUCT WATCH
DOUBLE TAKE

®

WOMEN
in Dentistry

Top 25

2013

She makes the difference!
Who are the women in your practice, your 
lab, your school, your business who LEAD?

We are accepting nominations for this year’s Top 25 Women 

in Dentistry. It’s simple:

     1. You can’t nominate yourself.

     2. Articulate the ways in which this woman sets herself apart 

         and how she contributes to the profession and community.

We accept nominations in the following categories:

�����������O��Dentist

�����������O��Team Member

�����������O��Researchers/Educators

�����������O��Dental Lab Professionals

�����������O��Industry (sales reps, product managers, etc.)

Send all nominations directly to tcarter@advanstar.com.

Extraordinary women help shape this profession 
every day. Help us recognize them!

dentalproductsreport.com
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PHOTO: COLIN ANDERSON/GETTY IMAGES

CATEGORY NAME

Before you dive into this year’s Innovator 

Profiles, Dr. John Flucke lays out how 

to best assess what innovation is 

most meaningful to your practice.

ANALYZING 
INNOVATION

CORPORATE PROFILE
SPECIAL ADVERTISING SECTION
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So how and why do we need to make 

changes? Let’s take a look at a few ideas.

Improving patient 

outcomes

The No. 1 reason that I make changes 

in my practice is for the benefit of my 

patients. My tipping point is if I can get 

a better, or (at least) the same, clinical 

outcome but do so in less time—that is 

something that gets heavy consideration 

from me.

Often, new developments will allow 

me to work more efficiently while pro-

viding my patients with a better f inal 

service. Let’s face it, most patients don’t 

really like what we do and they really, 

really want to get in and out of our offices 

as quickly as possible. By embracing new 

techniques and devices, we’ve been able 

to accomplish just that—and our patients 

are grateful for it. My patients know that 

I’m constantly evaluating better ways of 

providing their treatment, and they are 

thankful.

More numbers and 

greater ROI

The business of providing dentistry 

is something we all have to deal with 

and can often lead to new innovations 

offering better growth and profitabil-

ity. While I never make a change in my 

practice just for the sake of making more 

money, if you can’t stay profitable you 

can’t help very many people.

With that point in mind, there are 

plenty of times I’ve made decisions on 

new technologies that allowed me to do 

procedures I wasn’t doing before, that 

have increased my bottom line. 

One great example of this is my expe-

rience with a soft tissue laser. I did very 

little treatment that required a scalpel 

before my laser purchase, in large part 

because I didn’t want the post-op pain 

that comes with incisions and sutures. 

For these types of procedures, I rou-

tinely referred patients to a specialist. 

However, once I purchased a laser, I 

found the lack of post-op discomfort—

in addition to working in a blood-less 

field—was a huge advantage and greatly 

simplified soft tissue procedures.

My investment quickly began to pay 

dividends as I was now doing proce-

dures I hadn’t felt comfortable doing 

before. As I gained proficiency, I even 

began to get referrals from other dentists 

and physicians to do procedures they 

did not feel comfortable performing. I 

had originally thought a soft tissue laser 

would be great for troughing of crown 

margins and soft tissue re-contouring, 

but what I found instead was a way to 

keep revenue in my office. I also discov-

ered that my patients preferred staying in 

my office, and were just as happy as I was 

that I had purchased the laser.

Understanding the science

Sometimes innovation doesn’t seem so 

important until you understand the sci-

ence. Curing is a great example of this.

Curing devices continue to evolve, 

leading to new and improved devices 

launching on a regular basis. To many, 

this would seem like a waste. After all, 

every office has a curing light that works 

well. How many improved models do we 

need?

That answer really depends on what 

you are trying to accomplish with your 

light and understanding the science 

behind it. 

Curing lights need to be monitored 

and tested on a regular basis to make 

sure they are performing according to 

manufacturer specif ications. Curing 

lights can drop in intensity due to a vari-

ety of issues and, without monitoring, it 

is impossible to tell.

Also, many lights have increased in 

intensity, which means faster cures and 

better depth of cure. There also have 

been several lights brought to market 

the past two to three years that are wide 

spectrum, and cure every material on 

the market. If you haven’t made an effort 

to understand the science, these key 

points may not have occurred to you.

It may seem silly, but you should also 

factor in the appearance of your curing 

light. Cracked, discolored, and just plain 

old-looking lights speak volumes about 

your practice. If your curing light looks 

old, what does that say to patients about 

the quality of your dentistry?

This could also be applied to oral can-

cer screening devices. No matter what 

system you choose, understanding the 

science behind cellular dysplasia will 

help you and your team understand why 

these devices are must-haves and will help 

you to better educate your patients.

Wrapping it up

In closing, there are many reasons to 

consider change and evolution in your 

practice —and I’ve only touched on a few 

of them here. Our focus on patients first 

and a love of technology has served our 

practice well over the years. I’m betting 

it will help take you where you want to 

go, too!

Keep that in mind as you look at the 

2013 Innovator Profiles—how can these 

products help take your practice to the 

next level? 

COMPANY INDEX

TECHNOLOGY

DEXIS 23

BIOLASE 29

MacPractice 31

Lighthouse 33

Dentca 35

Gendex 38

COSMETIC and RESTORATIVE

DenMat 37

3M ESPE 41

SDI 43

Bisco 45

Pentron 46

 

IMPLANTS

Zest 47

INSTRUMENTATION

Hu-Friedy 49

Johnson-Promident 52

ASSOCIATIONS

Chicago Dental Society 39

We are constantly being bombarded from all 

sides by advertisements touting the latest and 

greatest products our profession has to offer.

CORPORATE PROFILE
SPECIAL ADVERTISING SECTION



Introducing DEXIS go.
®

 Patient communication with a personal touch. 

DEXIS go is a sleek, engaging way for dental professionals to communicate with 

their patients using an iPad.1  This FREE companion app to the DEXIS Imaging Suite2 

software was designed to provide a great visual patient experience around image 

presentation in support of your clinical findings and treatment recommendations.

Call us today for an in-office presentation! 

1-888-883-3947 | www.dexisgo.com  

1-800-645-6594 | www.henryscheindental.com

DX47540613REV0 ©2013 DEXIS, LLC

1 DEXIS go works with iPad 2 or later, with any storage capacity, on retina and non-retina displays. Requires iOS 6 or greater.
2 DEXIS go is a free companion app for registered users of DEXIS Imaging Suite software version 10.0.5 or higher; not for use with previous versions.
3  DEXIS, DEXIS Imaging Suite and DEXIS go are trademarks or registered trademarks of DEXIS, LLC. iPad is a trademark of Apple Inc., registered in the U.S. 

and other countries. App Store is a service mark of Apple Inc.

N
EW

!

D
EXIS App

Interested?  Circle Product Card No. 14
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Q: I feel like this Q&A should start with a “Thank 

you” — DEXIS has provided several outstanding 

product launches to feature in DPR this year!

A: Thank you very much! You’re right, the launch of 

DEXIS® Imaging Suite and its companion app for 

the iPad, DEXIS go®, have been two major prod-

uct launches in a short period of time. Both are 

very innovative software solutions and completely 

LQGLFDWLYH�RI�WKH�ORQJ�OLQH�RI�'(;,6�ÀUVWV�WKDW�VWDUWHG�

when we introduced DEXIS in the US in 1997 — 

which, coincidentally, was on the cover of DPR...

Q: Tell me more about this history, and what sets 

DEXIS apart.

A: Our products are clinically relevant, ergo-

nomically designed, simple to learn and easy to 

use. It all started with the DEXIS Classic sensor 

in the late ‘90s which made digital X-ray imag-

ing portable and affordable for the first time. 

Remember, back then we truly revolutionized 

digital radiography and became the catalyst 

that drove the adoption rate of this technology 

in North America! We invented image enhance-

ment tools like ClearVu™ — a remarkable step 

forward for clinical diagnosis. 

In 2000, we were already in conformance with 

the DICOM Standard (Digital Imaging and Com-

munications in Medicine); years before others 

even thought about it. 

,Q�������ZH�ZHUH�WKH�ÀUVW��DQG�IRU�PDQ\�\HDUV�

the only, digital X-ray system to be accepted into 

the prestigious ADA Seal Program following an 

extensive product evaluation. 

In 2009, we took the gold standard in digital 

UDGLRJUDSK\�WR�D�SODWLQXP�OHYHO�E\�UHÀQLQJ�WKH�

design of our PerfectSize™ sensor and creat-

ing the DEXIS Platinum® direct-USB sensor, 

and, thus, eliminating the need for multiple-size 

sensors and adaptor boxes. And of course, this 

brings us back to DEXIS Imaging Suite and 

DEXIS go.

Q: How does the evolution of the DEXIS imaging 

software and its ability to work with DEXIS go on 

WKH�L3DG�ÀW�LQWR�WKH�ODUJHU�SDWWHUQ�RI�LQQRYDWLRQ�

the industry has come to expect from DEXIS?

A: DEXIS Imaging Suite and DEXIS go show our 

core philosophy of simplicity while incorporating 

new features that are becoming relevant now. 

Both programs offer feature-rich yet easy-to-use 

functionality, a combination that requires much 

thought and an understanding of what dentists 

need — and these products are building the 

platform for exciting future applications. 

DEXIS is the leading imaging solution serving 

general dentists, specialists and the forensic 

FRPPXQLW\��:H�FRQWLQXH�WR�UHÀQH�RXU�SURGXFW�

offerings, and due to these efforts, we have been 

highly awarded by researchers, well-respected 

dental publications and the dental community. 

We’ve set the bar pretty high for ourselves. The 

dental community expects us to continue to be a 

leader — and DEXIS is committed to meet their 

expectations. We are humbled to receive the 

2013 Best Technology Award from Pride Institute 

for DEXIS Imaging Suite and DEXIS go; it’s an 

honor that the Institute values the innovation and 

ingenuity in these new products that can help 

clinicians on a daily basis.

Q: With two huge developments rolled out in 

a relatively short period of time, what can we 

expect next from the R&D team at DEXIS?

A: We created some exceptionally innovative 

features and tools with our last two products, 

especially around treatment planning and 

patient presentation. I cannot comment on unre-

leased products, but I can tell you that our R&D 

and Engineering teams are hard at work. And 

looking at the pipeline in our labs, I’m thrilled 

about what’s coming.

Q: Our internal survey data indicates that 75% of 

dentists are using some form of digital imaging 

in their practice. If you had to make your case to 

those who are still on the fence about digital radi-

RJUDSK\��KRZ�ZRXOG�\RX�VXPPDUL]H�WKH�EHQHÀWV"

A: Our research shows very similar results. It is 

great to see that digital radiography has been 

so widely adopted by now and clinicians and 

SDWLHQWV�DOLNH�DUH�HQMR\LQJ�WKH�JUHDW�EHQHÀWV�RI�

this technology. Our data also indicates that the 

majority of practices still using film today are 

actively looking into digital imaging solutions. 

And if you really think about it… switching from 

ÀOP�WR�GLUHFW�GLJLWDO�LV�D�QR�EUDLQHU��1R�GDUNURRP��

no chemicals to deal with, no ongoing expenses 

IRU�ÀOP�DV�ORQJ�DV�\RX�SUDFWLFH��LQVWDQW�LPDJHV��

shorter appointments, more chair time, more 

patients you can see, large X-ray images you 

can display on a monitor, TV or iPad, better 

patient communication and increased treatment 

plan acceptance. And not to forget… reduced 

exposure to radiation. Again, it’s a no-brainer.

DEXIS | 888-883-3947 | www.dexis.com

“...dental imaging technology at its best...”

CARSTEN FRANKE

Sr. Director of 

Marketing, DEXIS

“ “

The majority of 
practices still using 
film today are 
actively looking 
into digital imaging 
solutions.
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:KLOH�HYHU\�GLJLWDO�;�UD\�V\VWHP�VDYHV�WLPH�RYHU�WUDGLWLRQDO�ÀOP��\RX�UHDOO\�QHHG�D�VLQJOH�

sensor solution to maximize time savings. DEXIS offers the PerfectSize™ Platinum sen-

sor—an ergonomically designed universal sensor that can help keep you moving quickly. 

Good design is key: Beveled corners and a smoothly rounded casing allows the clinician 

WR�PRUH�HIÀFLHQWO\�PRYH�DERXW�WKH�PRXWK�ZLWK�WKH�VHQVRU��HYHQ�LQ�WRXJK�DUHDV�VXFK�DV�

upper molars and lower premolars, partly because it is more comfortable than square-

cornered sensors. Also, more comfort comes from the sensor holder design. Biteblocks 

seamlessly hug the sensor so as not to produce sharp edges (Fig. 1).  

Working in conjunction with the sensor and holders, the software does its job 

instantly. With each capture, the image is automatically saved, dated, tooth num-

bered, correctly oriented and mounted, and you also gain a preview. You also can 

set up your own sequence—choose how you want to take X-rays in an order you 

ÀQG�PRVW�HIÀFLHQW��

Physical Set-up: Barrier the sensor (not multiple sensors) and assemble the rings, 

bars, and biteblocks that have been autoclaved per CDC guidelines. Note: DEXIS 

uses RINN-style holders that are familiar to most dental professionals (Fig. 2).

1 2

DEXIS | 888-883-3947 | www.dexis.com

The 5-Minute FMX with DEXIS® Digital X-ray
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Software Set-up: With the patient intraoral X-ray screen open, click on the X-ray 

$FTXLVLWLRQ�VFUHHQ�DQG�WKHQ�FOLFN�RQ�)XOO�0RXWK��7KH�À�UVW�DUHD�WR�EH�FDSWXUHG�LV�

highlighted in gold. Here, the default sequence is shown (Fig. 3a).  

Capturing Images:��3RVLWLRQ�WKH�VHQVRU�LQ�WKH�À�UVW�SRVWHULRU�DUHD�DQG�WULJJHU�WKH�

X-ray tube. You will gain a preview of this image and the software will advance to 

the next position (Fig. 3b). Capture the rest of the posterior images using the same 

biteblock, ring and bar. For adjacent areas (i.e.: UL molar, UL premolar), there is no 

need to remove the sensor, simply readjust its position. Next, change to the anterior 

biteblock and capture anterior images. 

Note: You have just saved time because you do not need to switch to another sensor 

and additional biteblocks! Again, for each adjacent area, there is no need to remove 

the sensor. 

Change to the bitewing holder assembly and 

capture either horizontal or vertical bitewing 

X-rays (Fig. 4a and 4b). 

When done, all your images will appear on the screen, already numbered and 

mounted, immediately ready for diagnosis — in less than 5 minutes! And they are 

available on your iPad device using the new, free and innovative DEXIS go® app — for 

DEXIS® Imaging Suite 10.0.5 and higher (Fig. 5).

Physical Clean-up: Remove and discard the barrier and use the appropriate 

cleaner on the sensor. Rinse, bag and autoclave one set of holders (not two sets).

DEXIS | 888-883-3947 | www.dexis.com 

5

4b

3b

3a

Recap:

��7KH�VHQVRU�DQG�ELWHEORFN�GHVLJQ�DOORZ�\RX�WR�PRYH�HIÀ�FLHQWO\��TXLFNO\�DQG�FRPIRUWDEO\�

��7KHUH·V�QR�VZLWFKLQJ�WR�GLIIHUHQW�VL]H�VHQVRUV�DQG�WKHLU�KROGHUV�

��<RX�FKRRVH�\RXU�RZQ�VHTXHQFH��WKH�RQH�\RX�DUH�FRPIRUWDEOH�ZLWK��

��7KHUH·V�OHVV�VHW�XS�EHIRUH�DQG�FOHDQ�XS�DIWHU�WKH�SURFHGXUH�

��7KH�VRIWZDUH�GRHV�WKH�SURFHVVLQJ�DQG�PRXQWLQJ�IRU�\RX�

4a
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DEXIS go is a sleek, engaging new 

way for dental professionals to 

communicate with their patients 

using an iPad. This companion 

app to the DEXIS Imaging Suite 

software was designed to provide 

a great visual patient experience 

around image presentation in 

support of clinical findings and 

treatment recommendations.

BOAZ MUNNERLYN

Director of Sales, DEXIS

Q: Some companies have tried to use the iPad 

platform to be trendy. DEXIS go® seems to be 

about more than that. What sets it apart from 

other apps?

A: DEXIS go is not a “trendy” fad. It brings rele-

vance to the patient experience. With all imaging 

LQIRUPDWLRQ�DW�WKHLU�À�QJHUWLSV��WKH�GHQWDO�RIÀ�FH�

team can now more easily communicate to 

patients in a compelling way that makes patients 

feel comfortable and included in the valuable 

discussion about their oral health care. There’s 

also the WOW-factor: one of the coolest features 

in DEXIS go is our Lightbox mode, an homage to 

dentistry’s past in a very contemporary product.

Q: How does DEXIS go improve the overall 

ZRUNÁ�RZ�IRU�WKH�GHQWLVW"

A: With the DEXIS go app, all of the patient’s 

intraoral and extraoral radiographic and photo-

graphic images within DEXIS Imaging Suite can 

be viewed wirelessly on an iPad. The app fully 

supports the device’s touch-operation including 

swiping and pinch-to-zoom. Even ClearVu can 

be applied. Discussing the treatment plan with 

the patient can occur anywhere—in operatory, 

FRQVXOW�URRP��IURQW�RIÀ�FH�³�RQ�DQ�L3DG��D�FRP�

munication device that so many people these 

days are comfortable with.

Q: How does the iPad experience change a 

patient’s view of treatment planning and his or 

her oral health?

A: Because of products like DEXIS go, we may 

be seeing the end of the era of negative attitudes 

WRZDUG�WKH�GHQWDO�RIÀ�FH�H[SHULHQFH��3DWLHQWV�FDQ�

be included in the discussion of their health care 

like never before. Dr. Chris Anderson, a propo-

nent of using mainstream technology to further 

the dentist-patient connection, puts it this way: 

“The images simply come alive in their hands.”  

It’s a wonderful way for them to learn. Dentistry 

has never been “cooler” than it is right now.

What’s Hot?

DEXIS Imaging Suite
Providing progressive software 

architecture and adding new features, 

DEXIS Imaging Suite 10.0.5 includes a 

cosmetic imaging module, expanded 

video capabilities, an enhanced implant 

planning module and integration with 

select 3D products. The cosmetic mod-

ule permits clinicians to plan, simulate 

and present full cosmetic procedures 

and tooth whitening treatments in 

just minutes. The software integrates 

3D scanners from i-CAT®, Gendex®, 

Instrumentarium®, and Soredex® — 

allowing users to manage patient data 

and 3D images directly from the DEXIS 

application.

DEXIS Platinum Sensor
This direct-USB digital X-ray solution features the PerfectSize™ 

Sensor, allowing clinicians to take vertical and horizontal bitewings 

as well as all periapicals with one sensor; a gold-plated USB connec-

tor; the proprietary WiseAngle™ Cable Exit that provides the cable 

Á�H[LELOLW\�WR�UHGXFH�VWUHVV�DQG�LQFUHDVH�UHOLDELOLW\��DQG�7UXH&RPIRUW��

'HVLJQ�WKDW�RIIHUV�D�VOLP�SURÀ�OH��IRXU�EHYHOHG�FRUQHUV�DQG�URXQGHG�

casing for patient comfort and precise placement. PureImage™ 

technology offers optimal image quality.

FEATURED PRODUCTS

“

“Dentistry has never 
been ‘cooler’ than it 
is right now. 

CORPORATE PROFILE
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DEXIS | 888-883-3947 | www.dexis.com 



facebook.com/Vident www.vident.com   |   800-828-3839

VITA Easyshade® Advance 4.0
Analog goes digital.
Determine and verify tooth shades with digital precision.

© 2013 Vident, A VITA Company. Easyshade and 3D-Master are registered trademarks of VITA Zahnfabrik. Bluetooth is a registered trademark of Bluetooth SIG.

At VITA, we see progress as self-improvement. With this in 

mind, the time has come to leave shade tabs behind and move 

ahead with the VITA Easyshade Advance 4.0. Whether it’s the 

VITA SYSTEM 3D-MASTER® or VITA classical A1–D4, this digital 

measuring device determines and verifies all tooth shades  

in a matter of seconds and with absolute precision. Automatic 

activation, Bluetooth®, bleaching mode and a whole range of 

other innovations guarantee maximum precision for even greater 

reliability and comfort.

VITA shade, VITA made.

NEW
! Automatic activation guarantees 

optimal shade determination

Interested?  Circle Product Card No. 48



THE TOTAL DIODE,

ELEVATED.

Introducing EPIC™, the latest laser innovation from BIOLASE.  

More than just a standard diode laser, EPIC expands your 

treatments and ROI with Laser Whitening and exclusive Pain 

Therapy mode.  Plus, a simple touch screen with illustrated 

pre-sets shortens any learning curve.

EPIC™ is the total diode, elevated.

©BIOLASE, Inc. All rights reserved. Whitening and/or Pain Therapy requires optional Whitening/Contour Handpiece™ or Deep Tissue 
Handpiece™.  Federal law restricts this device to sale by or on the order of a dentist or physician. Consult instructions before use.

FOLLOW US!

  |   biolase.com  |  Order EPIC at 888.424.6527

Deep-Tissue 
Handpiece

Whitening 
Handpiece

NEW!

EXCLUSIVE!

Interested?  Circle Product Card No. 15
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“...BIOLASE leads the way in creating the 
‘Total Technology Solution’...”

Q: Biolase has—for many years—been synony-

mous with innovation in dental lasers. The Water-

Lase is a standard bearer in that tradition. How 

has the WaterLase brand and product evolved to 

meet the needs of the high-tech dental practice?

A: We are celebrating the 15th anniversary of 

WaterLase this year. The WaterLase iPlus, which 

is our fourth-generation of this technology, has 

evolved to meet the demands of every dental 

practice. Reliability is at an all-time high; perfor-

mance has never been better, even rivalling the 

cutting speed of a highspeed drill. The system 

is driven with a touchscreen featuring full-color 

illustrations of clinical procedures, and is now 

available with a second wavelength on-board.

Q: In EPIC, you have a state-of-the-art diode 

laser. With so many competitors in this category, 

what makes EPIC the go-to solution for dentists?

A: The EPIC Total Diode Solution represents the 

ingenuity of a team of laser physicists who have 

been designing dental and medical laser devices 

for more than two decades. Featuring our propri-

etary 940nm laser wavelength, and patents sur-

rounding nearly every component, EPIC offers 

greater flexibility, cutting speed, comfort levels, 

PRUH�SRZHU³DQG�JUHDWHU�Á�H[LELOLW\�ZLWK�WKH�ODVHU�

treatments a practice can offer. In addition to com-

mon surgical procedures, EPIC is the only laser 

cleared by the U.S. FDA for treatment of minor pain 

related to common orofacial disorders such as 

TMJ, as well as Whitening mode for laser-assisted 

bleaching. Plus, the iPlus is driven with a straight-

forward touchscreen menu interface, which can 

greatly shorten the learning curve.

Q: In the last year, Biolase has established 

itself as a player in 3D imaging solutions. What 

prompted this expanded offering?

A: The emergence of digital 3D dentistry is impor-

tant for BIOLASE. No technology is better suited 

as a complement to precise, full-view 3D dentistry 

than the WaterLase iPlus. The iPlus is a superb clin-

ical tool in the hands of any dentist when address-

ing the clinical conditions associated with 3D 

scans, such as endodontic treatment, periodontal 

surgery, placing implants, and contouring osseous 

tissue. We also are on the leading edge of using 

3D digital imaging in restorative and orthodontic 

procedures. We also carry the 3Shape TRIOS line 

of intraoral scanners. We see these technologies 

merging with the excellent, minimally invasive, full 

dimensional approaches the WaterLase iPlus and 

(3,&�DOORZ��:H�FDOO�WKLV�FRQÁ�XHQFH�RI�WHFKQRORJLHV�

the Total Technology Solution. We believe we are 

positioning our company to offer great customer 

service and technological know-how to become 

partners with dentists as they deploy the Total 

Technology Solution.

Q: In choosing a 3D solution to stand behind, 

what did you find most compelling about the 

NewTom brand?

A: 1HZ7RP�ZDV�WKH�À�UVW��'�&%&7�WHFKQRORJ\�LQ�

dentistry and is well respected in the medical and 

dental communities. NewTom images are consid-

ered among the highest quality. Adding NewTom’s 

highly regarded imaging technologies to our Total 

Technology Solutions product portfolio was essen-

tial as part of our “See More. Do More.” vision to 

enable dentists to provide faster, more accurate, 

more patient-friendly diagnosis and treatment 

planning.

Q: With many dentists concerned about obsoles-

cence, how do you feel investments in lasers and 

3D position dental practices for long-term success?

A: While the concern over obsolescence is valid, 

WKH�VKRUW�WHUP�EHQHÀ�WV�RI�ODVHUV�DQG��'�LPDJLQJ�

systems can be realized almost from day one. 

The ROI can be exponential, which mitigates 

obsolescence in the long term by providing an 

incredible new type of dentistry for dentists and 

their patients. For example, 3D imaging can 

reveal clinical conditions not otherwise visible on 

traditional 2D images; 3D digital intraoral scan-

QLQJ�GUDPDWLFDOO\�VLPSOLÀ�HV�WKH�ODE�GHQWLVW�LQWHU�

face, including eliminating impression material. 

Lasers can allow for anesthetic-free, drill-free pro-

FHGXUHV�IRU�SDWLHQWV��ZKLFK�UHGHÀ�QHV�WKH�GHQWDO�

experience. 

BIOLASE | 888-424-6527 | www.biolase.com 

WaterLase
The most recent 

addition to the 

WaterLase 

brand family, the 

WaterLase iPlus 

Delivers 2,780nm 

YSGG and 940nm 

diode versatility with 

docking station for 

optional iLase™ 

wireless laser.

The iPlus “Point and 

Perform” graphical user interface instantly programs 

ideal settings for each procedure you select. The 

iPlus also cuts hard-tissue as fast as conventional 

drills, but without the discomfort or risk of cross 

contamination.

DR. CHRIS WALINSKI

Director of Clinical 

Research & Education, 

BIOLASE

Epic
The EPIC™ laser’s 

graphical touchscreen 

puts 20 soft-tissue pro-

cedures, plus 20-minute 

full-mouth whitening 

and FDA-cleared tem-

porary pain relief at the 

FOLQLFLDQ·V�À�QJHUWLSV��7KH�

ComfortPulse modes 

can reduce pulse length to as little as one ten-mil-

lionth of a second to avoid heat build-up at the surgi-

cal site for fast cutting with less patient discomfort.

NewTom
Newly launched under the NewTom banner, the 

NewTom VG3 takes an image at every degree of 

rotation, 360° rotation = 360 images, increasing the 

range of possibilities for 

image manipulation. A 

UHYROXWLRQDU\�Á�DW�SDQHO�

X-ray detector produces 

the clearest, sharp-

est images possible. 

NewTom VG3 features an 

adjustable Field Of View, 

which allows the operator 

to irradiate just the right 

volume, depending 

on the required clinical 

application.



MacPractice integrates into your life and work.

Your practice management and clinical software should enable you to run your 

practice effectively and affordably with confidence. It should integrate with your 

lifestyle, your iPads, iPhones and Macs at home. If you wouldn’t buy a PC for your 

home, why would you want one in your practice? MacPractice has its finger on 

the pulse of dental software and dental technology, and our future-proof solution 

provides every practice comprehensive functionality and real-time awareness 

to manage your office and your patient relationships. Experienced, dedicated 

MacPractice Practice Consultants are ready to visit your office to explain how 

MacPractice works – giving you confidence to choose the most capable and 

powerful Apple technology to run your dental practice.  

Macs-imize your practice with MacPractice.

www.macpractice.com   |   (855) 679-0033

MacPractice
Simplicity in practice

Interested?  Circle Product Card No. 16
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“Mac users know the software and the 
interface are what sets it apart.”

Q: iPads have brought the Apple esthetic and 

ease-of-use to dental practices in a major way. 

MacPractice, however, has been a champion of 

WKH�0DF�ZRUNÁRZ�DQG�LWV�EHQHÀWV�ORQJ�EHIRUH�WKH�

iPad. What did you see in this platform?

A: This year, MacPractice is celebrating its 10th 

year. Many of us have been working with dentists 

who prefer Macs for 30 years. Mac users have 

always preferred the innovation, simplicity, beauty 

and superior reliability of Apple products. Dental 

practices don’t want to deal with IT issues and 

frankly, cannot afford regular, monthly IT support. 

There was a Fortune 500 study done some years 

ago in which every PC that was replaced with a 

Mac reduced the company’s maintenance cost by 

90% in addition to reducing the high cost of staff 

downtime. And if you do need Apple support, 

Apple is rated the best year after year. We follow 

Apple’s Mac OS and iOS development guidelines, 

as we have for 30 years, to deliver that same sim-

plicity and consistency to dental practices.

Looking forward, Apple previewed Mac OS 

Mavericks and a new Mac Pro in June, both for 

release in 2013. Mavericks will create new ways 

for dentists to use a single Mac with up to three 

monitors in the treatment room. With Thunderbolt 

2, Mac Pro owners will be able to back up a 20GB 

MacPractice database in about 2.5 minutes, twice 

the speed of Thunderbolt on current Macs, and 

several times the speed of USB3.

Q: MacPractice has been remarkably consistent 

in offering new features. What are some of the 

most recent that you can share with our readers?

A: The software business is challenging. You can 

never stop improving, innovating, adapting, fix-

ing. Among many new features in MacPractice 

4.4, which is 64 bit and can fully leverage the 

performance Mac OS X achieves by addressing 

multi-core Intel processors, we have introduced 

inventory, Time Clock, enhanced Internet interfac-

ing, and new enhanced versions of our iPad Apps. 

We’ve continued to add more Mac native digital 

radiography and intraoral camera options at a vari-

ety of price points. We integrated Transworld Sys-

tems’ low-cost collections assistance, and we now 

offer automated Internet backup with Dolly Drive.

Q: What can you tell us about your current iPad 

apps and how they are being received?

A: With MacPractice DDS 4.3, we introduced an 

ecosystem of native apps for iPad and iPad mini 

that interoperate to eliminate data entry errors and 

redundancy, maximize staff time, improve patients’ 

experience with registration, and eliminate the use 

of paper in a dental practice. Patient Check In App, 

MacPractice Clipboard App and MacPractice iEDR 

App work in tandem to achieve those objectives. 

iEDR assists the dentist, hygienist and assistant 

to enter visit notes and to educate and motivate 

patients by showing them an X-Ray or photo dis-

played on an iPad they can hold in their hand.

The popularity of our iPad apps has exceeded 

our expectations. We have enabled connectivity 

with MacPractice for more than 500 of those are 

our clients who downloaded each of the apps 

from the App Store. The reviews we’ve received 

from both staff and patients are very positive.

Q: As always, a major hurdle for dentists inter-

ested in MacPractice is the assumed headache 

around data migration from their current PC sys-

tem. How do you help practices jump this hurdle?

A: Our regional MacPractice Practice Consul-

tants, most of whom have 20+ years of experi-

ence, are experts at getting a new practice up 

DQG�UXQQLQJ�RQ�WKH�ÀUVW�GD\�RI�WUDLQLQJ��7KH�NH\�

to a successful start on a new software is timely 

and seamless data migration and competent on-

site training. Some things have not changed in 30 

years, and never will. Having assisted thousands 

of established dental practices over many years 

to abandon their PC and Unix software to move 

to Macs, we established a conversion team within 

MacPractice that is exclusively dedicated to the 

SURFHVV��$IWHU�D�UHKHDUVDO�LQ�RXU�RIÀFH��ZH�W\SL-

cally turn a data conversion around in a single day 

to avoid double data entry for the staff. 

The reality is that many dentists stick with their 

vendor until cost or service becomes unbearable 

or until there is a Windows or software update that 

requires all new PC hardware. When they’re ready 

to switch, we’re here. 

MACPRACTICE INC. | 877-220-8418 | www.macpractice.com

iEDR App with eRx
Using MacPractice iEDR, 

dentists, hygienists and 

assistants can create 

and view a patient’s 

visit notes and add new 

notes on an iPad or iPad 

mini for a current visit. All 

notes are incorporated 

into the patient’s record 

LQ�21&�$7&%�&HUWLÀHG�

MacPractice DDS. Dentists 

FDQ�FUHDWH�DQG�UHÀOO�SUHVFULSWLRQV�HOHFWURQLFDOO\�DQG�

view and show patient X-Rays and photos stored in 

MacPractice. iEDR interoperates with MacPractice 

DDS and also may be used remotely via the Internet 

to provide true portability to a dental practice.

Clipboard App
With MacPractice 

Clipboard App, staff can 

select registration forms 

for review and completion 

by patients before handing 

them an iPad or iPad mini 

at both initial and follow-

up visits. Registration 

information entered into 

MacPractice DDS when 

the appointment was 

PDGH�FDQ�EH�YHULÀHG�RU�FRUUHFWHG�E\�SDWLHQWV��DQG�

demographics, patient photo, and a signed HIPAA 

release are automatically sent to their account, sav-

ing staff time and eliminating entry errors. Clipboard 

WHPSODWHV�FDQ�EH�FXVWRPL]HG��'DWD�ÁRZV�IURP�

Clipboard to MacPractice and to iEDR.

Patient Check In App
MacPractice Patient 

Check In App stream-

OLQHV�RIÀFH�ZRUNÁRZ�

making it convenient 

for a patient to 

electronically “Check 

In” for an appoint-

ment scheduled in 

MacPractice DDS on 

DQ�L3DG�RU�L3DG�PLQL�DW�WKH�RIÀFH��&KHFN�,Q�UHFRUGV�

the time, changes the appointment status to “Patient 

&KHFNHG�,Q�μ�DQG�HYHU\�VWDII�PHPEHU�LV�QRWLÀHG�RI�WKH�

patient’s arrival at their MacPractice terminal.

MARK HOLLIS

CEO, MacPractice Inc.
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“We help our clients reach 100% of their 
patients the way patients prefer.”

Q: Options for patient outreach have evolved sub-

stantially over the last 5 years. How is Lighthouse 

working to stay on the leading edge?

A: Text messaging has exploded in that period: 80% 

of Americans now use their cell phones for texting. 

We have enabled two-way text messages for every 

purpose for which we send messages. We’d love to 

tap into social media for direct patient communica-

tions, but none of them allow third parties to piggy-

back on their platforms. If they ever do, we’ll be there!

Q: Often, there is a push-pull between high 

tech and high touch. How does the Lighthouse 

approach address that tension?

A: I think most people think of “high touch” as 

“human interaction,” but I disagree with that. To me, 

“high touch” is being attentive to your patients and 

doing what they want (within reason, of course!). 

For example, a lot of people today don’t want a 

personal phone call from their dentist—instead, 

they prefer an email or a text. Why NOT give those 

patients what they want, especially when it’s 

cheaper and automated? On the other hand, 23% 

of patients don’t use either email or text, so they 

clearly want a more traditional form of contact—

either a postcard or a phone call. We can automate 

all of these types, using both high- and low-tech to 

deliver a “high touch” approach to patient commu-

nications. Bottom line—we help our clients reach 

100% of their patients the way the patients prefer.

Q: One incredible value add you have with the 

Lighthouse system is the free mobile website. At 

a $799 value, why is the company giving it away?

A: Mobile search is expected to exceed desktop 

search for local business information by 2015, 

but most dental websites look terrible on a smart 

phone. Even if your website comes up in a search 

and a prospective patient clicks on it, Google has 

found that more than 60% will move on if they can’t 

read it on a phone. That’s a problem. Mobile web-

sites aren’t intended to have the same content as 

a full sized website, because people searching on 

a phone don’t generally want a ton of information. 

They want to see just enough to know this busi-

ness can do what they need. We already have all 

the basic information needed for a mobile site: 

practice name and contact info, hours, payment 

PHWKRGV��VKRUW�SURÀ�OHV�RQ�WKH�GRFWRU�DQG�VWDII��

and patient reviews. We invested in the technology 

to put that information into a mobile-friendly web-

site and simply give it to our clients. We have no 

contract, so every month we need to prove we’re 

worth more than our monthly fee. Adding the free 

mobile website is just one way we do that.

Q: One notable feature in the Lighthouse system 

LV�́ 3HUIHFW�5HFDOO�μ�:KDW�LV�WKH�NH\�WR�LWV�HIÀ�FDF\"

A: There are actually two keys: it’s 100% auto-

mated, and it reaches 100% of patients. Not only 

do we use email, text, postcards and letters to 

reach every patient—we also notify the office 

when a patient isn’t responding to our automated 

messages, so they can pick up the phone and call. 

No one has to run a recall report from the practice 

management system, and no patient falls through 

the cracks. As the patient gets further past due, our 

messages become more “pointed,” to the point 

where we can send a letter—which is a lot more 

compelling than an email or a postcard—if the 

patient ignores all previous messages. If a patient 

is going to come back at all, some component of 

our Perfect Recall system will make that happen.

Q: Lighthouse recently merged with Yodle. How will 

that affect your customers, present and future?

A: Yodle’s mission is to connect local businesses 

with new customers. The online marketing platform – 

including desktop and mobile websites, unique SEO 

techniques, and proprietary paid search technology 

– Yodle uses to do that is truly impressive, and is con-

VWDQWO\�UHÀ�QHG�WR�ZRUN�HYHQ�EHWWHU��2QH�RI�WKH�ELJ�

gest challenges in the advertising business is proving 

that what you’re doing is working. Since Lighthouse 

VHHV�WKH�Á�RZ�RI�HYHU\�QHZ�SDWLHQW�WKURXJK�WKH�GHQ�

tal practice, we can make the connection between 

WKH�SKRQH�FDOO�WR�WKH�RIÀ�FH�WKDW�FDPH�IURP�D�<RGOH�

website, the prospective patient scheduling, and he 

or she actually showing up. In other words, we’ll be 

able to further illustrate the effectiveness of advertis-

ing, and calculate its ROI based on actual production 

LIGHTHOUSE 360 | 888-283-8510 | www.lh360.com 

$XWR&RQÀ�UP�
&RQÀ�UPLQJ�

appointments 

may be the 

PRVW�VLJQLÀ�FDQW�

thing that an 

automated 

patient com-

munications 

system does 

IRU�DQ�RIÀ�FH��

Lighthouse 

360 is the 

only system that automatically marks appointments 

´FRQÀ�UPHGμ�LQ�WKH�VFKHGXOH�IRU�HYHU\�PDMRU�SUDFWLFH�

management system. Why would you even consider 

a system that doesn’t do this?

BRIAN SMITH

Lighthouse 

Co-Founder  and 

VP - Product Marketing

3HUIHFW�5HFDOO�
Perfect Recall can be set 

up to send any combination 

of message types, on any 

schedule you want, starting 

as early as you want, and 

going for as long as you want. 

Start with a gentle reminder 

to make an appointment 

several weeks before the 

patient is due, then continue 

to send a series of messages 

over time. Each message will 

escalate the importance of 

making the appointment. Messages will continue 

only if necessary, all the way to a “past due by a year 

or more” message expressing your concerns, all 

within the privacy of an enveloped letter. All of this is 

easily automated with Lighthouse 360, with zero staff 

intervention.

À�JXUHV��1R�RQH�KDV�HYHU�GRQH�WKDW�EHIRUH�EHFDXVH�

acquisition and relationship marketing are tradition-

ally separate. However, by the time this interview is 

published, we’ll be doing it for a group of Lighthouse 

clients who have just started using Yodle’s solutions 

and eventually, for any Lighthouse client who wants 

it. Beyond that, Lighthouse clients won’t be affected. 

They’ll continue to get the same benefits they’ve 

always received. 
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“With DENTCA , patient satisfaction levels 
continued to exceed our expectations...”

About Mid America Professional Group, PC,  

Mid America Health

Mid America Professional Group, PC, and Mid America 

Health (MAH) is a company of dedicated professionals 

specializing in the business of dentistry. MAH is dedi-

cated to serving the needs of America’s elderly popula-

tion by providing portable dental care to long-term care 

facilities. We understand the dental needs of this under-

served population and strive to improve each resident’s 

quality of life one smile at a time. (www.mah.com).

Q: What initially sparked your interest in pursuing 

CAD/CAM dentures?

A: The need for reducing the time it takes with 

conventional prosthetics laboratories to complete 

a denture case is very important to our company 

and to our clients. Being able to complete a full 

denture case in two appointments greatly reduced 

the time for completion of a denture case.

,�ÀUVW�KHDUG�DERXW�&$'�&$0�GHQWXUH�WHFKQRORJ\�

at the FNDC Convention in 2012 when a col-

league of mine showed me the DENTCA starter 

kit. Mid America Professional Group, PC is a 

company of dedicated professionals specializing 

in the business of dentistry, so it seemed to me 

that CAD/CAM digital denture production could 

EH�D�VLJQLÀFDQW�WLPH�VDYHU�IRU�RXU�QHWZRUN�RI�GRF-

tors across the United States who frequently go 

out to Skilled Nursing Facilities to perform dental 

SURFHGXUHV��$W�ÀUVW��LW�VRXQGHG�WRR�JRRG�WR�EH�

true. So, of course, we had to test it.

Q: What about the DENTCA product and com-

SDQ\�LQVSLUHG�FRQÀGHQFH�WR�SDUWQHU�ZLWK�WKHP"

A: We started testing the DENTCA system with 

a series of common and complicated denture 

cases. After evaluating the product clinically, it 

became clear that DENTCA’s system would be 

ideal for rolling out to all Mid America Skilled 

Nursing Facilities because of its simplicity and 

accuracy, as well as immense time and cost-

saving advantages. 

DENTCA | 323-232-7505  | info@dentca.com |www.dentca.com

About the DENTCA System
DENTCA can fabricate try-ins (prototypes) in 3 

GD\V�DQG�ÀQDO�GHQWXUHV�LQ���GD\V�XSRQ�UHFHLYLQJ�

the impression. DENTCA’s 3D software automati-

cally calculates: Teeth Selection, Midline, Occlusal 

Plane, Lip Support, Curve of Spee, Curve of Wilson, 

Articulation, Posterior Dam, and more — all from the 

single impression. With the software system calcu-

lating these measurements and mapping out the 

perfect anatomical setup for each patient, only one 

SDWLHQW�YLVLW�LV�QHHGHG�EHIRUH�WU\�LQ�RU�ÀQDO�GHOLYHU\�

DENTCA’s 3D CAD/CAM 
Denture Solution Advantages:
���'�&$'�&$0�3UHFLVLRQ� ������$FFXUDF\

��2QO\���SDWLHQW�YLVLW�QHHGHG�EHIRUH�ÀQDO�GHQWXUH�GHOLYHU\

��&KDLUWLPH� ����0LQXWHV�YV�����KRXUV�FRQYHQWLRQDOO\

��3URFHVVLQJ�7LPH� �����'D\V�YV������GD\V�WR� 

fabricate conventionally

LUIS GARABIS, DDS,

Dental Director,  

Mid America

Professional Group, PC

During the evaluation, DENTCA worked tire-

lessly to accommodate our company’s needs 

and delivered all the final dentures with out-

standing results. After reviewing the results, 

MAH determined that with DENTCA’s CAD/CAM 

system, we could reduce denture production time 

by half across the board and reduce the number 

RI�SDWLHQW�YLVLWV�QHHGHG�IURP�WKH�FRQYHQWLRQDO�ÀYH�

visits to two. For many of our doctors who travel 

offsite to treat patients, reducing the total number 

of visits needed was the greatest gift of all besides 

the accuracy and reliability of the system. With 

DENTCA’s CAD/CAM system, patient satisfaction 

levels continued to exceed our expectations with 

faster turnarounds and welcome results.

Having met with the DENTCA team from the 

beginning, our professional relationship involved 

a strong communication loop with their company. 

Mid America Professional Group recognized the 

need to partner with a company that is stable, 

committed to its customers, and visionary in 

WKH�ÀHOG��'(17&$�KDV�FRQVLVWHQWO\�SURYHQ�WKHLU�

commitment through their dedication to customer 

service and research & development. DENTCA’s 

efforts coupled with their ability and desire to 

comprehend our needs, has developed in a 

stronger partnership over time. 

Q: With any major technology purchase, ROI 

is always a consideration. Do you feel you’ve 

earned a return with DENTCA?

A: There was minimal investment to begin using 

their system and our return has been great. 

DENTCA requires no additional hardware or 

software to use the system beyond the DENTCA 

impression tray. We have been able to reduce our 

cost for completing denture cases and still pro-

vide a quality product that is esthetically pleasing 

and functionally stable. We have completed hun-

dreds of denture cases with DENTCA, with our 

network of doctors across the United States, and 

the ROI continues to increase with their continu-

ous system and process improvements. 

Q: When speaking with colleagues, how would 

you tell them to evaluate their readiness for 

embracing DENTCA?

A: We must embrace new technology particularly 

when it comes to removable prosthetics. There 

really have not been major changes in the way 

we fabricated dentures until this technology sur-

faced. I believe it has revolutionized the way we 

as general practitioners can treat an edentulous 

patient. The ability to accurately record a func-

tional occlusion and deliver a full set of dentures 

in two appointments has made denture cases 

a viable option for dentists who normally don’t 

embrace removable prosthetics. The DENTCA 

V\VWHP�SURYLGHV�KXJH�WLPH�DQG�FRVW�EHQHÀWV�IRU�

networks of doctors like Mid America, and con-

siderable ease of use for general practitioners 

who want to deliver high quality, comfortable and 

esthetic dentures in the shortest time. For those 

of us who continue to treat edentulism, there is no 

better alternative than DENTCA’s 3D CAD/CAM 

system.



CLOSE TO 42,000 NORTH AMERICANS 

WILL BE DIAGNOSED WITH ORAL OR 

OROPHARYNGEAL CANCER THIS YEAR, 

CAUSING OVER 8,000 DEATHS,  

ROUGHLY 1 EVERY HOUR.

1Edmond L.  Truelove et a l ,  Geeneral  Dent istry,  
July/August 2011, 281-289.
© 2012 DenMat Holdings, LLC. 801321500dpr 06/13 KJ

JOIN THE FIGHT. SAVE A LIFE.
With a 1-2 minute adjunctive screening for every patient, 
you can play a major part in reducing the incidence of 
this deadly disease. Call today to learn more about how 
you can get involved.

TO JOIN THE FIGHT,  

CALL 888-277-7040

According to the Oral Cancer Foundation, the death 
rate associated with this cancer is high mainly 
because the cancer is all too often discovered late in 
its development. Used in conjunction with visual and 
tactile oral exams, the VELscope Vx is clinically proven 
to facilitate the discovery of pre-cancerous lesions 
before they become visible to the naked eye.1 

As seen without 
VELscope Vx.

As illuminated with  
VELscope Vx.

NOW YOU CAN HELP.

Interested?  Circle Product Card No. 19
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“Providing our customers with a wide array 
of solutions for improving a patient’s smile...”

Q: This year DenMat strategically positioned itself 

as more than a single product or category. Why?

A: DenMat’s history begins with innovation in 

adhesives and cements dating back to the mid-

1970s. Over the years the company expanded into 

areas such as tooth whitening with its Rembrandt 

line and indirect esthetic restorations such as 

Lumineers. Today, the company is truly a broad 

based, dental products manufacturer and labora-

tory. Providing our customers with a wide array of 

solutions for improving a patient’s smile is a critical 

component of our strategy. We believe everyone 

should have a beautiful smile. Therefore, our mis-

sion is to help the dental professional deliver smile 

improvement solutions while making it easy and 

accessible for patients to achieve the smile they 

want. This is why we spend millions of dollars in 

consumer advertising on TV, online and in print, 

generating hundreds of thousands of patient leads 

GHOLYHUHG�WR�GHQWDO�RIÀ�FHV�DOO�RYHU�WKH�FRXQWU\�

Q: Lumineers is still a critical brand. How is the 

Lumineers mission changing and how is it anchor-

ing the wider message about DenMat lab services?

A: Lumineers is now a platform that incorporates 

fundamental Smile Design principles aimed at 

delivering the best possible esthetic and func-

tional result with a minimally invasive approach. 

We recently launched Thinnovation, our educa-

tion and training program supporting Lumineers. 

The program uses a multi-disciplinary approach 

to veneers using a variety of materials and tooth 

preparation techniques, all designed to pro-

duce a beautiful smile while preserving the most 

amount of healthy tooth structure.

Q: Dentists know oral cancer screening is important, 

but few prioritize it. How do you change this mindset 

now that VELscope is yours to promote?

A: 7KH�UHFHQW�À�QGLQJV�UHODWHG�WR�WKH�FRQQHFWLRQ�

between the human papilloma virus (HPV) and 

DENMAT | 800-445-0345 | www.denmat.com

VELscope Vx®

Able to detect tissue abnormalities, 

the VELscope VX®  enhanced 

oral assessment system is 

said to be effective, minimally 

invasive and can seamlessly 

be implemented in a patient’s 

routine dental check-ups.

The system’s blue-spectrum light 

causes the soft tissues of the mouth 

WR�QDWXUDOO\�Á�XRUHVFH��7KH�GHYLFH�

can detect a wide variety of abnor-

malities so they can be discovered 

before they are visible to the unas-

sisted eye.

SOL 
The SOL™ diode laser is said to be the ideal device 

for entry-level and experienced users. It reportedly 

delivers power and essential features at an economi-

cal price. It is portable, precise, has enhanced ergo-

nomics, a single interface and a high-contrast aiming 

beam to make laser dentistry easier.

Lumineers®

LUMINEERS® is all about clinically superior outcomes and 

transformational smiles, all with minimal tooth reduction.

���MINIMALLY INVASIVE: Technology allows for restorations as 

thin as 0.3 mm, requiring very little tooth reduction.

���BEAUTIFUL: Achieves 176% greater translucency than 

lithium disilicate for a more natural, more esthetic smile.

���STRONG: Not only beautiful, they’re the strongest leucite-

reinforced ceramic veneers on the market.

ROBERT CARTAGENA

Chief Operating 

2IÀ�FHU��'HQ0DW

Before

After

oral cancer are prompting a greater focus on early 

lesion detection. In years past, it was believed the 

at-risk population for oral cancer was limited to 

men who were older than 40 and who smoked, 

chewed tobacco and/or drank alcohol regularly. 

The HPV connection means the at-risk population 

includes anyone who engages in certain types 

of sexual activity. We are embarking on an ambi-

tious plan to educate both the general population 

and the professional dental community on the 

importance of adjunctive oral cancer screening. 

It really is a matter of life or death.

Q: Why should a dentist go with the SOL if he or 

she is in the market for a laser?

A: The SOL Soft Tissue Laser is simply a work-

horse device, in an elegant, easy to use package. 

There’s never been a more robustly designed, 

reliable soft tissue laser at this price point. We 

believe t every dentist should have this piece of 

equipment in their armamentarium, and because 

of this, we have made this extraordinary device 

accessible to everyone with a price point less 

than $2,500 with training included.

Q: Tell me about DenMat’s new online commerce 

system. What made this initiative a priority?

A: With the availability of broadband and the 

prevalence of wireless routers, most dental 

practices are online. Buying products over the 

Internet is now commonplace in both B2C and 

B2B industries. We want to make doing business 

with DenMat an easy and enjoyable experience, 

regardless of how the transaction is conducted. 

Delivering an e-commerce solution is something 

that will support our efforts to be a great partner 

for our customers. 
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“It is all about the user experience.”

Q: Gendex is a strong brand in a number of 

imaging categories, but you’ve been extremely 

muscular in promoting 3D imaging. What drives 

the excitement behind this category?

A: Gendex always has been a leader in dental 

imaging technology by providing cutting edge 

solutions for the dental professional. 3D digital 

x-rays, also referred to as Cone Beam CT (CBCT), 

provide state-of-the-art scans of the mouth and 

jaw area in a matter of seconds. These 3D CBCT 

x-rays provide a wealth of information used to pre-

cisely plan for treatment prior to any procedure’s 

beginning. The patient anatomy is seen in 3D, 

UDWKHU�WKDQ�WKH�WUDGLWLRQDO�Á�DW��'�YLHZ��ZKLFK�SUR�

vides more complete visual information to study 

the case from every angle. 3D Cone Beam x-ray 

images give the doctor more of the high quality, 

detailed visual information they want for diagnosis 

and planning. More complete information is not 

RQO\�LPSRUWDQW�WR�WKH�GHQWDO�ZRUNÁ�RZ��EXW�DOVR�LV�

vital to improved patient care.

Q: With so many 3D options available, what do 

you see as the Gendex advantage?

A: )RU�PRUH�WKDQ�����\HDUV�*HQGH[�KDV�EHHQ�

providing innovative and dependable imaging 

solutions to dental professionals. We design 

imaging solutions that provide vital information 

to support accurate diagnosis and predictable 

treatment planning. With the introduction of the 

QHZ�*;'3������6HULHV�V\VWHP��*HQGH[�RIIHUV�

the clinician the power of choice with the modu-

lar 3-in-1 system. Choose the solutions that best 

À�W�WKH�SUDFWLFH·V�LPDJLQJ�QHHGV��)URP�JHQHUDO�

preventive care to implants, extractions, root 

WUHDWPHQWV��DQG�RUWKRGRQWLFV��WKH�*;'3�����LV�D�

Á�H[LEOH�V\VWHP�FDSDEOH�RI�EHLQJ�XSJUDGHG�IURP�

panoramic to cephalometric and Cone Bean 3D. 

It is all about the user experience. From the large 

easy-to-use touchscreen LCD interface, to the 

(DV\3RVLWLRQ��UHSHDWDEOH�SDWLHQW�SRVLWLRQLQJ�

V\VWHP��WKH�*;'3�����GHOLYHUV�KLJK�TXDOLW\��FRQ�

sistent imaging results. This ensures increased 

SUHGLFWDELOLW\�FRQÀ�GHQFH�LQ�WKH�WUHDWPHQW�SODQ�

ning phase. Plus, the compact footprint allows the 

unit to be installed in any space-limited location. 

GENDEX DENTAL SYSTEMS |800-323-8029 | www.gendex.com 

GXDP-700
7KH�*;'3������6HULHV�LV�D���LQ���V\VWHP�

designed to help dentists achieve their clinical 

goals.  Along with the ability to transform from 

�'�3DQRUDPLFV�WR�&HSKDORPHWULFV�WR��'��WKH�

*;'3�����6HULHV�JLYHV�FOLQLFLDQV�GHSHQGDEOH�

image capture of a wide variety of radio-

graphs. These images are valuable for diag-

nosis and treatment planning of caries, root 

investigation, orthodontics, implants, and other 

surgical procedures, as well as patient education. 

Earlier this year, Gendex introduced 

657��6FDWWHU�5HGXFWLRQ�7HFKQRORJ\��

WR�WKH�*;'3�����V\VWHP��7KH�XVH�RI�

657�LPDJH�RSWLPL]DWLRQ�WHFKQRORJ\�

delivers 3D scans with higher clarity 

and detail around scatter-generating 

PDWHULDO��7KH�DFWLYDWLRQ�RI�657�LV�D�YHU\�

simple and easy step. When a scan is 

prescribed near a known area of scat-

ter generating material, the user only 

QHHGV�WR�VHOHFW�WKH�657�EXWWRQ�IURP�WKH�*;'3�����WRXFK�

VFUHHQ�LQWHUIDFH�WR�XVH�WKLV�QHZ�RSWLPL]DWLRQ�WHFKQRORJ\�

MICHAEL BOSHA

6HQLRU�3URGXFW�0DQDJHU��

*HQGH[�'HQWDO�6\VWHPV

Q:�7KLV�\HDU��\RX�LQWURGXFHG�WKH�657�³�6FDWWHU�

5HGXFWLRQ�7HFKQRORJ\�³�IHDWXUH��+RZ�GRHV�WKLV�

EHQHÀ�W�WKH�GHQWLVW"

A: Metal and other dense radio-opaque materi-

als present in the patient’s mouth during a Cone 

Beam CT scan have been problematic in the past 

with respect to image quality. The resulting image 

could contain streaking artifacts and distortion to 

the surrounding areas around the metals pres-

HQW��5HFHQWO\�*HQGH[�LQWURGXFHG�657���6FDW�

WHU�5HGXFWLRQ�7HFKQRORJ\��WR�LWV�DZDUG�ZLQQLQJ�

*;'3������&RQH�%HDP��'�V\VWHP��7KLV�QHZ�

feature allows clinicians to reduce artifacts 

caused by metal or radio-opaque objects such 

DV�UHVWRUDWLRQV��HQGRGRQWLF�À�OOLQJ�PDWHULDOV��DQG�

LPSODQW�SRVWV��7KH�XVH�RI�657�LPDJH�RSWLPL]DWLRQ�

technology delivers 3D scans with higher clarity 

and detail around scatter-generating material. 

657�UHSUHVHQWV�D�VLJQLÀ�FDQW�DLG�ZKHQ��'�VFDQV�

are required for a variety of procedures from 

endodontic to restorative and the post-surgical 

assessment of implant sites.

Q: What do you see as some of the most mis-

understood aspects of 3D imaging technology?

A: When I have the opportunity to speak to a 

doctor about 3D imaging, several common 

myths prevail: 1. The unit is producing too much 

UDGLDWLRQ�����7KH�VRIWZDUH�LV�WRR�KDUG�WR�XVH�����

There are increased liability concerns. In reality, 

the radiation levels produced by today’s CBCT 

machines are not much more, and in some cases 

OHVV��WKDQ�WKDW�RI�D�VWDQGDUG�SDQRUDPLF��'�[�UD\�

XQLW��EXW�ZLWK�LQFUHDVHG�EHQHÀ�WV�WR�WKH�FOLQLFLDQ�

and patient. The software being offered with the 

3D machines today is intuitive and easy-to-use 

while delivering repeatable and reliable results 

DQG�GHFUHDVLQJ�ZRUNÁ�RZ�WLPH��2WKHU�FOLQLFLDQV�

feel that by going to 3D they give up their oppor-

WXQLW\�WR�WDNH��'�LPDJHV��:LWK�WKH�*;'3������DOO�

of these common myths are unfounded or untrue. 

%HFDXVH�WKH�*;'3�����FRPHV�LQ�D�PRGXODU�SODW�

IRUP���'�LPDJHV�DORQJ�ZLWK�FRPPRQO\�XVHG��'�

panoramic and cephalometric images are avail-

DEOH�XVLQJ�WKH�VDPH�PDFKLQH��6R�WKH�FOLQLFLDQ�KDV�

the ability to invest in only the imaging capabili-

ties currently needed with the possibility of adding 

more as the practice expands. 
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FEATURED MEETING

“To enhance professionalism, integrity, 
excellence, leadership, education and service.”

Q: When CDS is discussed it is usually in refer-

ence to the Midwinter Meeting, but there is a lot of 

other great work you do. What are recent achieve-

ments that CDS is especially proud of?

A: Being recognized as “the respected leader 

LQ�VFLHQWLÀF�GHQWDO�PHHWLQJVμ�IRU�DQQXDOO\�KRVW-

ing the Chicago Dental Society Midwinter 

Meeting is very important to us. As suggested, 

however, CDS does more than present a dental 

meeting. We have recently called attention to 

WKH�´GHQWDO�GHVHUWμ�WKDW�PDQ\�XQHPSOR\HG�DQG�

underserved members of greater Chicagoland 

ÀQG�ZLWK�UHVSHFW�WR�REWDLQLQJ�QHFHVVDU\�GHQWDO�

treatment. CDS released its white paper “Broken 

Smiles: Restoring Access to Oral Health Care in 

&KLFDJR�DQG�&RRN�&RXQW\�μ�7KH�EOHDN�ÀQGLQJV�

noted that public health clinics are underfunded 

DQG�VWUHWFKHG�WKLQ��7KHUH�LV�MXVW�RQH�GHQWDO�FOLQLF�

in Cook County for every 15,700 school children. 

&KLFDJR�DSSRLQWHG�LWV�ÀUVW�GHQWDO�GLUHFWRU�LQ�ÀYH�

\HDUV�LQ�������DQG�GHQWDO�VFKRROV��VSHFLÀFDOO\�WKH�

University of Illinois at Chicago College of Den-

tistry, are overwhelmed with deserving patients. 

Greater investment in oral health care is a must for 

Chicagoland and our Government Affairs Com-

mittee and CDS Foundation are leading the way.

Q: What can you tell us about the new clinic 

opened by the CDS Foundation?

A: In February, the Chicago Dental Society Foun-

dation, the charitable arm of the Chicago Dental 

6RFLHW\��RSHQHG�WKH�ÀUVW�IRXQGDWLRQ�RZQHG�GHQ-

tal clinic in the area. Located in Wheaton, the three 

FKDLU�IDFLOLW\�SURYLGHV�FDUH�WR�TXDOLÀHG�SDWLHQWV�

from Cook, Lake and DuPage counties. Volunteer 

GHQWLVWV�VHH�SDWLHQWV�LQ�D�GHQWDO�RIÀFH�HQYLURQ-

ment second to none. Chicago Dental Society 

SURYLGHG�VLJQLÀFDQW�VXSSRUW�IRU�WKLV�HQGHDYRU�DQG�

sees the clinic as one way to address the growing 

demand for care by the underserved.

Q:�+RZ�GRHV�WKDW�NLQG�RI�ZRUN�UHÁHFW�WKH�EURDGHU�

goals of the CDS?

A: Part of the CDS core values per our strategic 

plan is to enhance professionalism, integrity, 

excellence, leadership education and service. 

Certainly establishing a CDS Foundation, and 

then working to establish a dental clinic speaks to 

our members’ leadership and service to the com-

PXQLW\��7KH�)RXQGDWLRQ�DOVR�HQJDJHG�PHPEHUV�

of the corporate side of dentistry to obtain the ser-

vices of leaders in the dental manufacturing and 

distribution industry. Jointly they have worked to 

advocate for access to care for the underserved 

population in the Chicago area.

Q: You have your Virtual Reality Meeting com-

ing up on September 25th. With a reputation for 

such a respected live event, how do you take that 

esteem and translate it into a virtual environment?

A: Our third Virtual Reality Meeting, like the Mid-

winter Meeting, presents outstanding clinicians 

offering programs and continuing education credit 

for the entire dental team. Maintaining continuing 

dental education excellence is what we strive for. 

Our members expect nothing less than quality pro-

gramming and we intend to deliver with programs 

from Dr. Richard Sullivan, Dr. Anthony Cardoza, 

Mary Govoni, Kirk Behrendt and Doreen Johnson. 

7KLV�FDOLEHU�RI�FOLQLFLDQ�EXLOGV�LQWHUHVW�OHDGLQJ�XS�WR�

the Midwinter Meeting. Certainly offering the VRM 

ZLWKRXW�FKDUJH��MXVW�OLNH�HQWU\�WR�WKH�0LGZLQWHU�

Meeting for member dentists, is a plus.

Q: Not that it’s about besting the 2013 Midwinter 

Meeting, but what do you have in store for 2014?

A: We are continuing our Member Rebate Program, 

which can provide up to $75 to each member den-

tist simply by purchasing products or services from 

a 2014 exhibitor during the Midwinter Meeting. All 

they have to do is register online at cds.org and the 

earlier they do, the greater the rebate.

Getting dentists on the exhibit floor is very 

important and their purchases create a win-win 

for the exhibiting company and the participating 

GHQWLVW��7R�PDNH�WKH�UHEDWH�SURJUDP�HDVLHU�DQG�

more timely, a special center will be established 

RQ�WKH�H[KLELW�ÁRRU�ZKHUH�GHQWLVWV�FDQ�WDNH�WKHLU�

online rebate coupon and purchase order to have 

it entered into the CDS system, so their individual 

rebate check can be generated shortly after the 

CHICAGO DENTAL SOCIETY | 312-836-7300 | www.cds.org

149th Midwinter Meeting
Come back to Chicago February 20-22, 2014, for the 

149th Chicago Dental Society Midwinter Meeting. 

Our world class dental meeting features three days of 

the best in lectures, demonstrations and participation 

courses coinciding with three days of the latest com-

mercial exhibits — all conveniently located for you under 

one roof in Chicago’s McCormick Place West Building. 

Build your knowledge with hands-on participation 

courses and live televised demonstrations. Interact 

with colleagues from throughout the dental com-

munity. Learn from the leaders in dental continuing 

education, including:

 � Howard Glazer

 � Greg Huang

 � Stanley Malamed

 � Steve Marshall

 � Edwin Parks and Gail Williamson

 � Michael Siegel

 � 0DUWLQ�7URSH

 � &KDUOHV�:DNHÀHOG��DQG�PRUH�����

 

Registration for the 149th Midwinter Meeting begins 

DW���D�P���&67���)ULGD\��1RYHPEHU���DW�FGV�RUJ�

RANDALL B. GROVE

Executive Director, 

Chicago Dental Society

Midwinter Meeting. No more mailing rebate cou-

pons and invoices, as all will be handled onsite.

As communication is the key to a successful 

Midwinter Meeting, in addition to our blog and 

other social media outlets, we will continue with 

RXU�RQOLQH�'LJLWDO�)ORRUSODQ�DQG�UHÀQH�RXU�PRELOH�

app to ensure that Android, Blackberry, iPhone 

and iPad and other mobile device users have 

greater functionality. Our goal is to make sure 

navigating the app is as seamless and effective 

as possible. One enhancement will be the ability 

to create your own meeting schedule and map 

out your desired exhibit visits. 
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Special offer at:

www.3MESPE.com/SofLex

Why use points, cups, discs and brushes  
when one shape will do?  

One shape … 

s��Adapts to all tooth surfaces 

s��)S�EFFECTIVE�AT�REACHING anterior and posterior restorations

s��1UICKLY�ACHIEVES a life-like luster

s��7ORKS�FROM any angle

Sof-Lex spiral wheels …  
making finishing and polishing easier.

THE�SHAPE�OF�VERSATILITY�
Spiral wheels …

3PIRAL�&INISHING�7HEEL 3PIRAL�0OLISHING�7HEEL

3OF
,EX™

3PIRAL�&INISHING�AND� 
0OLISHING�7HEELS

Buy 1 Intro Kit and 1 Refill 

      Get 1 FREE refill 

Interested?  Circle Product Card No. 22
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A DIRECT PROCEDURE SOLUTION

“We maximize and optimize the benefits 
dentists are getting from each product...”

Q: We’re so used to hearing about major 

materials launches from 3M ESPE that the 

recent launch of Sof-Lex™ Spiral Finishing 

DQG�3ROLVKLQJ�:KHHOV�GHÀ�QLWHO\�JUDEEHG�RXU�

editors’ attention. How does a product like 

WKLV�GHPRQVWUDWH�WKH�W\SH�RI�LQQRYDWLRQ�ZH·YH�

come to expect from 3M ESPE?

A: 2QH�RI�WKH�DGYDQWDJHV�LQ�ZRUNLQJ�DW��0�

ESPE is that we are part of 3M as a whole, 

ZKLFK�JLYHV�XV�DFFHVV�WR�H[SHUWV�LQ�PRUH�

than 40 core technologies. We are able to 

XWLOL]H�WHFKQRORJ\��H[SHUWLVH�DQG�SURGXFWV�

IURP�RWKHU�GLYLVLRQV�DQG�LQFRUSRUDWH�PRGLÀ��

cations to better suit our customers. The new 

Sof-Lex spiral wheels are a great example 

RI�WKDW��7KLV�WHFKQRORJ\�ZDV�DGDSWHG�IURP�

VSLUDO�VKDSHG�ZKHHO�SURGXFWV�SURGXFHG�E\�

WKH��0�$EUDVLYHV�6\VWHPV�'LYLVLRQ��ZKLFK�

ZHUH�RULJLQDOO\�VROG�IRU�SROLVKLQJ�PHWDO�LQ�

LQGXVWULDO�DQG�MHZHOU\�DSSOLFDWLRQV��2QFH�

our team realized the potential of these spiral 

ZKHHOV�IRU�GHQWLVWU\��ZH�XVHG�RXU�YRLFH�RI�

FXVWRPHU�UHVHDUFK�WR�JXLGH�PRGLÀ�FDWLRQV�WR�

WKH�SURGXFW�DQG�PDNH�LW�LQWR�DQ�HIIHFWLYH�DQG�

safe tool for dentists.

Q: Sof-Lex™ spiral wheels are now part of 

D�JUHDWHU��0�(63(�5HVWRUDWLYH�3URFHGXUH�

Solution that includes Filtek™ Supreme Ultra 

8QLYHUVDO�5HVWRUDWLYH�DQG�6FRWFKERQG��

8QLYHUVDO�$GKHVLYH��+RZ�GR�\RX�VHH�WKLV�

´V\VWHPμ�DSSURDFK�EHQHÀ�WWLQJ�WKH�GHQWLVW"

A: $V�D�PDQXIDFWXUHU��ZH�GR�H[WHQVLYH�WHVW�

LQJ�RI�RXU�SURGXFWV�WRJHWKHU�WR�SURYH�WKHLU�

HIÀ�FDF\��7KLV�LV�LQKHUHQW�LQ�WKH�QHZ�SURGXFW�

GHYHORSPHQW�SURFHVV��UHJDUGOHVV�RI�ZKHWKHU�

ZH·UH�GHYHORSLQJ�D�À�QLVKLQJ�DQG�SROLVKLQJ�

GHYLFH�RU�DQ�DGKHVLYH��7KDW�HQVXUHV�RXU�

DGKHVLYHV�ZRUN�ZLWK�RXU�FRPSRVLWHV�DQG�

RXU�FRPSRVLWHV�ZRUN�ZLWK�RXU�À�QLVKLQJ�DQG�

SROLVKLQJ�V\VWHPV��:H�PD[LPL]H�DQG�RSWL�

PL]H�WKH�EHQHÀ�WV�GHQWLVWV�DUH�JHWWLQJ�IURP�

HDFK�SURGXFW�DQG�WKH�HQWLUH�V\VWHP��7KLV�

DOORZV�XV�WR�KDYH�WKH�KLJKHVW�FRQÀ�GHQFH�LQ�

restorations placed with all 3M ESPE prod-

XFWV��$GGLWLRQDOO\��ZH�SHULRGLFDOO\�UHSHDW�

WKLV�WHVWLQJ�HVSHFLDOO\�LI�FKDQJHV�DUH�PDGH�

in raw materials or manufacturing processes. 

Because we do not know what other manu-

facturers are doing, we therefore don’t know 

when updated testing is needed with prod-

XFWV�RXWVLGH�RXU�V\VWHP��

Q:�0DQ\�GRFWRUV�DUH�HLWKHU�LQVHFXUH�RU�VNHS�

WLFDO�DERXW�FKDQJLQJ�WKHLU�SURFHGXUH�VW\OH��

)HZHU�VWHSV�PD\�VRXQG�JRRG��EXW�FDQ�LW�

UHDOO\�GHOLYHU�WKH�VDPH�TXDOLW\"

A: 7KDW·V�D�UHDOO\�JRRG�TXHVWLRQ�WKDW�ZH�

encourage doctors to ask, because fewer 

VWHSV�DUH�QRW�DOZD\V�EHWWHU��%XW�LQ�WKLV�SDU�

WLFXODU�FDVH��ZKHQ�\RX�ORRN�DW�WKH�IDFW�WKDW�

some doctors are using in excess of 10 dif-

IHUHQW�WRROV�LQ�RUGHU�WR�À�QLVK�DQG�SROLVK�WKHLU�

UHVWRUDWLRQV��WKLV�VWUHDPOLQHG�V\VWHP�FDQ�EH�

D�JUHDW�EHQHÀ�W��2QFH�\RX·YH�VKDSHG�WKH�UHV�

WRUDWLRQ�DQG�UHÀ�QHG�WKH�PDUJLQV�XVLQJ�EXUV�

DQG�GLDPRQGV��\RX�VLPSO\�XVH�WKH�EHLJH�VSL�

UDO�À�QLVKLQJ�ZKHHO�WR�UHPRYH�WKH�VFUDWFKHV�

and then the white spiral polishing wheel to 

polish it to a high gloss shine. You no longer 

need to go through the different shapes or 

WKH�YDULHW\�RI�WRROV�\RX�PD\�KDYH�XVHG�LQ�WKH�

past.

Q:�7KH�YHUVDWLOLW\�RI�WKH�6RI�/H[�VSLUDO�ZKHHOV�

FHUWDLQO\�VHHPV�WR�EH�D�EHQHÀ�W��+RZ�GR�WKH�

materials in this solution — Filtek Supreme 

8OWUD�XQLYHUVDO�UHVWRUDWLYH�DQG�6FRWFKERQG�

8QLYHUVDO�DGKHVLYH�³�RIIHU�YHUVDWLOLW\"

A: The fact that Filtek Supreme Ultra 

XQLYHUVDO�UHVWRUDWLYH�LV�DYDLODEOH�LQ�VXFK�

a wide range of shades and opacities 

JLYHV�GHQWLVWV�D� ORW�RI�IOH[LELOLW\� LQ�KRZ�

WKH\�XVH� LW��ZKHWKHU�WKH\�ZDQW�WR� OD\HU�

VKDGHV�IRU�FXVWRPL]DWLRQ�RU�VLPSO\�XVH

$V�IRU�WKH�DGKHVLYH��6FRWFKERQG�8QLYHUVDO�

DGKHVLYH�WUXO\�OLYHV�XS�WR�WKH�´XQLYHUVDOμ�LQ�

LWV�QDPH��,W·V�D�RQH�ERWWOH�V\VWHP�WKDW�FDQ�

EH�XVHG�LQ�DOO�WHFKQLTXHV�DQG�RQ�DOO�VXUIDFHV�

for a durable bond for direct and indirect 

restorations. 

3M ESPE | 800-634-2249 | www.3MESPE.com 

Sof-Lex™ Spiral Finishing 
and Polishing Wheels
6RI�/H[�6SLUDO�À�QLVKLQJ�DQG�SROLVKLQJ�ZKHHOV�SURYLGH�GHQWLVWV�

ZLWK�D�PRUH�YHUVDWLOH�DQG�HDV\�WR�XVH�DOWHUQDWLYH�WR�WUDGLWLRQDO�

SRLQWV��FXSV��GLVFV��DQG�EUXVKHV��,QFRUSRUDWLQJ�Á�H[LEOH�VSLUDO�

´À�QJHUV�μ�WKH�À�QLVKLQJ�DQG�SROLVKLQJ�ZKHHOV�FRQIRUP�WR�FRQYH[�

DQG�FRQFDYH�VXUIDFHV�DV�WKH\�WUDYHUVH�WKH�UHVWRUDWLRQ��SUHYHQW�

LQJ�WKH�QHHG�WR�VZLWFK�VKDSHV�PLG�SURFHGXUH�WR�À�W�GLIIHUHQW�

FRQWRXUV��$GGLWLRQDOO\���0�(63(�KDV�HPEHGGHG�WKH�ZKHHOV�ZLWK�

DEUDVLYH�SDUWLFOHV�WKDW�SURYLGH�HIIHFWLYH�GHQWDO�À�QLVKLQJ�IURP�

DQ\�VLGH�²�WRS��ERWWRP�RU�HGJH�

MARY DORUFF

6HQLRU�7HFKQLFDO�6HUYLFH�6SHFLDOLVW��

3M ESPE

Filtek™ Supreme 
Ultra Universal 
Restorative
'HVLJQHG�ZLWK�QDQRÀ�OOHU�

WHFKQRORJ\�WR�RIIHU�

optimal strength and 

esthetics — excellent 

polish and better polish 

UHWHQWLRQ�WKDQ�D�PLFURÀ�OO�

— Filtek Supreme Ultra 

nanocomposite is also 

HDV\�WR�XVH��H[FHSWLRQDO�

KDQGOLQJ��FRORU�FRGHG�E\�

RSDFLW\��DQG�EROG��HDV\�WR�UHDG�ODEHOV��7KH�UHVWRUDWLYH�IHDWXUHV�

LPSURYHG�Á�XRUHVFHQFH�LQ�D�ZLGH�UDQJH�RI�VKDGHV�DQG�RSDFLWLHV�

Scotchbond™ 
Universal Adhesive
6FRWFKERQG��8QLYHUVDO�$GKHVLYH�LV�

a combined Total-Etch, Self-Etch and 

6HOHFWLYH�(WFK�DGKHVLYH�WKDW�RIIHUV�

consistent bond strength to both moist 

DQG�GU\�HWFKHG�GHQWLQ�ZLWK�YLUWXDOO\�

QR�SRVW�RS�VHQVLWLYLW\��,WV�RQH�VWHS��

RQH�FRDW�DGKHVLYH�DSSOLFDWLRQ�LV�HIIHF�

WLYH�RQ�DOO�VXUIDFHV�DQG�SURYLGHV�KLJK�

bond strength to all indirect surfaces 

(zirconia, alumina, glass ceramics and 

metals) without a separate primer. It 

RIIHUV�H[FHOOHQW�PDUJLQDO�LQWHJULW\�IRU�

KLJKO\�HVWKHWLF�UHVWRUDWLRQV�DQG�LV�ERWK�

self- and dual-cure compatible.



riva 
bond 
LC

Riva Bond LC uses glass ionomer 
technology to absorb the stress 
caused by shrinkage. While 
bulk fill composites are quick 
and convenient, the stress put 
on traditional resin adhesives 
compromises the integrity of the 
resin bond. It is the perfect adhesive 
to give your patients longer lasting, 
beautiful composite restorations.

THE FIRST ADHESIVE TO 
COUNTER COMPOSITE 
SHRINKAGE STRESS

Your Smile. Our Vision. 
www.sdi.com.au
www.sdilearning.com

SDI (North America), Inc.
729 N. Route 83, Suite 315
Bensenville, IL 60106, USA 

Toll free: 1800 228 5166
Fax: 630 238 9200 
usa.canada@sdi.com.au 

NEW

GET BETTER RESULTS WITH
YOUR BULK FILL COMPOSITES

UÊ 1��μÕiÊ-ÌÀiÃÃÊ,i`ÕVÌ���Ê/iV�����}ÞTM

UÊ Ê
��«i�Ã>ÌiÃÊ>�`Ê>LÃ�ÀLÃÊV��«�Ã�ÌiÊ
shrinkage stress

UÊ ��VÀi>ÃiÃÊ���}iÛ�ÌÞÊ�vÊV��«�Ã�ÌiÃ
UÊ ,i`ÕViÊÃi�Ã�Ì�Û�ÌÞ

Interested?  Circle Product Card No. 23
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“Patients are getting the desired results...”

Q:�'35�LV�FXUUHQWO\�À�HOGLQJ�D�VXUYH\�DVNLQJ�GHQ�

WLVWV�DERXW�WKH�WUHQGV�WKH\·UH�VHHLQJ�LQ�WKH�SUHVHQ�

WDWLRQ�DQG�DFFHSWDQFH�RI�ZKLWHQLQJ��)URP�\RXU�

YDQWDJH�SRLQW�RQ�WKH�PDQXIDFWXULQJ�VLGH��ZKDW�

DUH�\RX�VHHLQJ�LQ�WHUPV�RI�ZKLWHQLQJ�GHPDQG"

A: ,Q�WHUPV�RI�ZKLWHQLQJ�GHPDQG��ZH�IHHO�LW�KDV�

EHHQ�FRQVLVWHQW�RYHU�WKH�ODVW�VHYHUDO�\HDUV��0RVW�

RIÀ�FHV�KDYH�ZKLWHQLQJ�SURJUDPV�LQ�SODFH�EXW�WKH�

GLIIHUHQFH�LV�LQ�WKH�ZD\�HDFK�RIÀ�FH�PDUNHWV�WKHLU�

VSHFLÀ�F�ZKLWHQLQJ�SURGXFWV��:H�KDYH�IRXQG�WKHUH�

LV�DOZD\V�DQ�LQWHUHVW�LQ�OHDUQLQJ�PRUH�DERXW�D�QHZ�

RU�GLIIHUHQW�ZKLWHQLQJ�OLQH��7KH�PDLQ�UHDVRQ�IRU�

WKLV�LV�PRVW�RIÀ�FHV�NQRZ�ZKLWHQLQJ�LV�D�YHU\�KRW�

WRSLF�DQG�LI�LW�LVQ·W�RIIHUHG�LQ�WKHLU�GHQWDO�RIÀ�FH��

WKH�SDWLHQWV�ZLOO�HYHQWXDOO\�OHDYH�IRU�DQRWKHU�RIÀ�FH�

WKDW�GRHV�RIIHU�ZKLWHQLQJ�RU�ZLOO�SXUFKDVH�RYHU�WKH�

FRXQWHU�SURGXFWV�

Q:�+RZ�GR�WKH�RSWLRQV�ZLWKLQ�WKH�3ROD�OLQH�KHOS�

GHQWLVWV�GHOLYHU�EHWWHU�UHVXOWV�WR�SDWLHQWV"

A: 7KH�PXOWLSOH�SDFNDJLQJ�RSWLRQV�DUH�GHÀ�QLWHO\�

DQ�DWWUDFWLYH�IHDWXUH�RI�WKH�3ROD�OLQH�IRU�GHQWLVWV��

:H�KDYH�WKH�́ SUH�SDFNDJHGμ�DHVWKHWLF�SDFNDJLQJ�

IRU�RIÀ�FHV�WKDW�SUHIHU�WR�RIIHU�D�SURIHVVLRQDO�ORRN�

LQJ�ZKLWHQLQJ�NLW�WR�À�UVW�WLPH�ZKLWHQHUV�LQYHVWLQJ�

WKHLU�RZQ�PRQH\�LQWR�D�WDNH�KRPH�SDFNDJH��,W�LV�

FRPPRQ�IRU�RIÀ�FHV�WR�RIIHU�WKLV�W\SH�RI�SDFNDJLQJ�

IRU�WKH�À�UVW�RIÀ�FLDO�ZKLWHQLQJ�WUHDWPHQW�EHFDXVH�

WKH\�FKDUJH�DQ\ZKHUH�IURP�����������IRU�WKLV�

SDFNDJH��:H�DOVR�RIIHU�YHU\�FRVW�HIIHFWLYH�SDFN�

DJLQJ�RSWLRQV�IRU�WKH�RIILFH�WR�SURYLGH�PDLQWH�

QDQFH�ZKLWHQLQJ�DQG�ZKLWHQLQJ�IRU�OLIH�SURJUDP�

V\ULQJHV��:KHQ�ORRNLQJ�DW�KRZ�ZH�SURYLGH�EHWWHU�

UHVXOWV��WKH�EXLOW�LQ�GHVHQVLWL]HU�DQG�VKRUWHU�ZHDU�

WLPHV�VHW�XV�DSDUW�IURP�RWKHU�ZKLWHQLQJ�OLQHV��

3DWLHQWV�DUH�JHWWLQJ�WKH�GHVLUHG�UHVXOWV�ZLWKRXW�

WKH�ORQJHU�ZHDU�WLPHV�DQG�VHQVLWLYLW\�WKH\�KDYH�

RIWHQ�HQFRXQWHUHG�ZLWK�RWKHU�ZKLWHQLQJ�SURGXFWV�

Q:�:KDW�PDWHULDOV�GRHV�6',�KDYH�DYDLODEOH�WR�KHOS�

GHQWLVWV�SURPRWH�ZKLWHQLQJ�LQ�WKHLU�SUDFWLFHV"

A: ,Q�DGGLWLRQ�WR�DOO�RI�WKH�WDQJLEOH�SURGXFWV�WKDW�

FDQ�EH�VHQW�LPPHGLDWHO\�WR�WKH�RIÀ�FHV��L�H��SDWLHQW�

EURFKXUHV�ZLWK�LQIRUPDWLYH�)$4�VHFWLRQV�IRU�WKH�

SDWLHQWV��DSSRLQWPHQW�FDUGV��SRVWHUV��DQG�HYHQ�

FHLOLQJ�WLOHV��ZKLFK�PDQ\�RIÀ�FHV�GR�XVH���WKH�3ROD�

ZHEVLWH�KDV�D�9(5<�FRPSUHKHQVLYH�FROOHFWLRQ�

RI�RQOLQH�PDUNHWLQJ�PDWHULDOV�WKDW�DUH�SUH�PDGH�

WR�SURPRWH�DOPRVW�DQ\�KROLGD\�RU�HYHQW��7KHVH�

DUH�HDVLO\�PDGH�LQWR�SHUVRQDOL]HG�GRFXPHQWV�E\�

DGGLQJ�WKH�RIILFH�LQIRUPDWLRQ�DQG�SURPRWLRQDO�

SURGXFW�LQIRUPDWLRQ�EDVHG�XSRQ�ZKDW�DQ�LQGL�

YLGXDO�RIÀ�FH�ZDQWV�WR�SURPRWH��:H�DOVR�KDYH�DOO�

RI�RXU�SURGXFW�LPDJHV�DQG�:KLWHU�%ULJKWHU�<RX�

ORJR�LPDJHV�LQ�MSJ�IRUPDW�VR�WKH�RIÀ�FHV�FDQ�HDV�

LO\�VDYH�WKHVH�LPDJHV�WR�WKHLU�RZQ�FRPSXWHUV�DQG�

LQVHUW�LQWR�WKHLU�VRFLDO�PHGLD�SDJHV��Á�\HUV��ZHE�

VLWHV��HWF��$QRWKHU�JUHDW�PDUNHWLQJ�WRRO�DFWXDOO\�

H[LVWV�ZLWKLQ�WKH�SURGXFW�OLQH�LWVHOI�ZLWK�3ROD�3DLQW��

7KLV�FRVPHWLF�ZKLWHQLQJ�SHQ�PDNHV�D�JUHDW�PDU�

NHWLQJ�WRRO�ZKHQ�SODFHG�LQ�WKH�IURQW�RI�WKH�RIÀ�FH��

,W�QRW�RQO\�PDUNHWV�3ROD�ZKLWHQLQJ�LQ�WKH�RIILFH�

EXW�DOVR�VKRZV�SDWLHQWV�WKH�3ROD�OLQH�KDV�PDQ\�

RSWLRQV�IRU�WDNH�KRPH�ZKLWHQLQJ��

SDI | �������������_�www.sdi.com.au 

Riva Bond LC
5LYD�%RQG�/&�LV�D��WK�JHQHUDWLRQ�RI�DGKHVLYHV�WKDW�

GUDPDWLFDOO\�UHGXFHV�WKH�SRO\PHUL]DWLRQ�VWUHVV�

FDXVHG�E\�FRPSRVLWHV�VKULQNLQJ��5LYD�%RQG�/&�LV�D�

XQLYHUVDO�OLJKW�FXUHG�DGKHVLYH�IRU�GLUHFW�UHVWRUDWLRQV���

8QWLO�QRZ��GHQWLVWV�KDYH�KDG�QR�FKRLFH�EXW�WR�SODFH�

D�FRPSRVLWH�WKH\�NQRZ�ZLOO�VKULQN�DQG�QRW�EH�DEOH�WR�

GR�DQ\WKLQJ�DERXW�LW��5LYD�%RQG�/&·V�XQLTXH�6WUHVV�

5HGXFWLRQ�7HFKQRORJ\��LQFRUSRUDWHV�ELRDFWLYH�

LRQJODVV�WHFKQRORJ\�ZLWK�DGYDQFHG�JODVV�LRQRPHU�

UHVLQ�WHFKQRORJ\�HQVXULQJ�PLQLPDO�VWUHVV�DW�DOO�ERQG�

LQJ�LQWHUIDFHV���

LAURA WOODRUFF

6DOHV�0DQDJHU�

1RUWK�$PHULFD��6',

3ROD�2IÀ�FH�
3ROD�2IÀ�FH��UHSRUWHGO\�UHTXLUHV�OHVV�WKDQ����PLQ�

XWHV�RI�WUHDWPHQW�WLPH��%HFDXVH�LW�GRHVQ·W�UHTXLUH�

OLJKW�DFWLYDWLRQ��WKH�V\VWHP�FDQ�EH�XVHG�ZLWK�RU�

ZLWKRXW�D�EOHDFKLQJ�OLJKW�DV�DQ\�KHDW�HPLWWLQJ�FXULQJ�

OLJKW�FDQ�EH�XVHG��3OXV��WKH�QHXWUDO�S+�EOHDFKLQJ�DQG�

EXLOW�LQ�GHVHQVLWL]HU�RI�3ROD�2IÀ�FH��LV�VDLG�WR�RIIHU�

PD[LPXP�FRPIRUW�GXULQJ�DQG�DIWHU�WUHDWPHQW��UHVXOW�

LQJ�LQ�ORZHU�VHQVLWLYLW\�DQG�OHVV�SDWLHQW�GLVFRPIRUW��

(TXLSSHG�ZLWK�D�GXDO�EDUUHO�V\ULQJH�V\VWHP�FDSDEOH�

RI�UHDFKLQJ�WLJKW�VSRWV��WKH�ZKLWHQHU�GRHVQ·W�UHTXLUH�

PL[LQJ�WUD\V�DV�LW�PL[HV�DV�LW·V�DSSOLHG�WR�JXDUDQWHH�D�

EOHQG�RI�DFWLYDWHG�JHO�

Pola Day CP
$�UDSLG�WDNH�KRPH�WHHWK�ZKLWHQLQJ�V\VWHP��3ROD�'D\�

&3�SURPLVHV�LPPHGLDWH�FKDQJH�ZLWK�D�ZHDU�WLPH�

RI�MXVW����PLQXWHV�RQFH�RU�WZLFH�SHU�GD\��7KH�JHO�LV�

S+�QHXWUDO��FRPSRVHG�RI�����FDUEDPLGH�SHUR[LGH�

DQG�KDV�D�KLJK�ZDWHU�FRQWHQW�WKDW�VWRSV�WHHWK�IURP�

GU\LQJ���3OXV��WKH�KLJK�YLVFRVLW\��Á�XRULGH�LQIXVHG��

VSHDUPLQW�Á�DYRUHG�JHO�UHPDLQV�ZKHUH�LW·V�SODFHG�DQG�

UHPLQHUDOL]HV�WKH�WRRWK�VXUIDFH��DVVLVWLQJ�LQ�VHQVLWLYLW\�

UHGXFWLRQ�
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“...rigorous testing to guarantee they will 
work in all clinical situations.”

Q: This is an interesting case in which the growth 

of one material, lithium disilicate, sparked the 

development of another. How important is it to 

Bisco to remain responsive to trends?

A: BISCO’s ability to be responsive to industry 

needs is only one key component of its overall 

global strategy. Setting the trends themselves is 

also a key strategy, such as with TheraCal LC. 

However, lithium disilicate as a material is hugely 

successful, and therefore it makes sense for 

BISCO to market a product that will complement 

it. eCEMENT is just that—a complement to lithium 

disilicate, one that eliminates the confusion of 

which cement to use and when.

Q: At what point did the lithium disilicate boom 

command the interest of the Bisco R&D team? Or, 

more precisely, how long has eCEMENT been in 

development?

A: Products take much longer to develop than 

what most dentists think. In addition to the initial 

research and development, there is a plethora of 

regulatory and marketing activities that must take 

place prior to launching a new product. Lithium 

disilicate has been an interest to BISCO for many 

years, and we have been testing many of our prod-

ucts in conjunction with it to ensure compatibility.

Q: We all know what a premium Bisco puts on 

quality R&D and the science behind its products. 

How do you know when a product is ready? What 

clinical evidence do you need?

A: BISCO puts our products through rigorous 

and thorough testing to guarantee they will work 

in all clinical situations. Occasionally, if a product 

does not meet our standards, starting over may 

be considered, or at the very least, postponing 

a planned launch. We are more concerned with 

providing quality products that perform as indi-

cated than just putting a product out on the mar-

ket. Unfortunately, clinical trials can take years to 

be accepted in the literature as clinical research, 

DQG�LV�WLPHO\��H[SHQVLYH��DQG�PRUH�GLIÀFXOW�WR�FRQ-

duct now than in previous years. For example, 

although there is 10 years of clinical data behind 

lithium disilicate, there are still many who may 

question it, or have yet to even use it. However, 

observation and new clinical research shows a 

fantastic success rate with this product, thus the 

introduction of eCEMENT.

Q: How is e&(0(17�ÀOOLQJ�D�JDS�QRW�FXUUHQWO\�

being serviced by others in the marketplace?

A: There are many cementation systems available 

WR�WKH�FOLQLFLDQ�WRGD\��UDQJLQJ�IURP�UHVLQ�PRGLÀHG�

glass ionomer cements to self-adhesive resin 

cements to pure resin cements. This provides 

multiple types of cements for the clinician to 

choose from, but also may add confusion to the 

selection process. BISCO wanted to simplify this 

and provide one kit for all types of lithium disilicate 

restorations: from veneers to crowns to bridges. 

The eCEMENT system includes all the necessary 

components to successfully cement lithium dis-

ilicate restorations, and includes the silane, the 

etchant, and light-cured and dual-cured cement.

Q: How does this offering build on other key 

developments within the Bisco line of products?

A: Offering eCEMENT builds on our already 

successful line of cements that we have offered 

for more than decades. BISCO prides itself 

on its unique and effective chemistry of dual-

cured materials, which offer properties not 

found elsewhere. Our customers expect the 

best and highest quality products, and have 

become accustomed to having us deliver that. 

eCEMENT follows in this tradition as a new and 

superior product with research and science as 

its foundation. 

BISCO | 800-247-3368 | www.bisco.com

eCEMENT
Designed for lithium disilicate restorations,Bisco’s eCEMENT kit features high-strength 

resin cements formulated to provide better esthetics at the margin.

eCEMENT offers a light-cure and dual-resin cement to ensure lithium disilicate restora-

tions provide long-term retention of single or multiple restorations, as well as shade 

stability. Additionally, the radiopaque cement offers easy placement of lithium disilicate 

veneers, onlays, crowns, three-unit bridges and inlays. 

eCEMENT kits include resin cement, SELECT HV ETCH, ALL-BOND UNIVERSAL, 

PORCELAIN ETCHANT, and PORCELAIN PRIMER.

PAUL L. CHILD 

JR., DMD, CDT

Executive Vice President, 

Bisco Dental Products
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“What made me pull the trigger was trying 
the products.”

Q: With so many impression materials available to 

you, what was it that made you pull the trigger on 

becoming a Correct Plus Impression Material user?

A: Like most products we use as dentists, actu-

DOO\�XVLQJ�WKH�SURGXFW�RQ�WKH�SDWLHQWV�À�UVW�LV�NH\���

Companies can say all they want about their 

products, but what counts is how the products 

SHUIRUP�LQ�WKH�RIILFH��:KDW�PDGH�PH�SXOO�WKH�

trigger was trying�WKH�SURGXFWV��7KHQ��FRPLQJ�WR�

the conclusion that the Correct Plus Impression 

Materials were better than what I was currently 

XVLQJ�WR�PDNH�LPSUHVVLRQV�

Q: Accuracy is obviously a huge issue with any 

LPSUHVVLRQ�PDWHULDO��:KDW�UHVXOWV�KDYH�\RX�VHHQ�

using Correct Plus Impression Materials?

A: In my practice, crown and bridge, complete 

dentures, partial dentures, and Invisalign are 

the procedures that involve using impression 

PDWHULDOV��:LWK�DOO�RI�WKHVH�SURFHGXUHV��,�ZDQW�

WKH�DFFXUDF\��EXW�,�DOVR�ZDQW�VRPHWKLQJ�HOVH��

7KHVH�&RUUHFW�3OXV�,PSUHVVLRQ�0DWHULDOV�SUR�

duce accurate first attempt impressions, and 

WKDW·V�WKH�VRPHWKLQJ�HOVH��%HLQJ�DEOH�WR�FRQVLV�

WHQWO\�PDNH�LPSUHVVLRQV�RQ�WKH�À�UVW�WU\�VDYHV�WLPH�

(less impression remakes, less time adjusting the 

À�QDO�SURGXFW��DQG�PRQH\��XVLQJ�OHVV�LPSUHVVLRQ�

PDWHULDO�DW�ORZHU�SULFHV���1RW�WR�PHQWLRQ�LW�JRHV�

over better with patients when the impression is 

PDGH�DQG�WKH\�FDQ�EH�XS�DQG�RQ�WKHLU�ZD\��7KH�

ability to minimize retaking impressions with these 

SURGXFWV�LV�ZKDW�VWDQGV�RXW�WKH�PRVW�

Q: What viscosity have you found to be most 

versatile?

A: 7KH�&RUUHFW�4XLFN�%LWH�0DWHULDO�LV�WKH�PRVW�

YHUVDWLOH�RI�WKH�&RUUHFW�3OXV�SURGXFWV��,W�PDNHV�D�

SHUIHFW�ELWH�UHJLVWUDWLRQ�HYHU\�WLPH��7KH�PDWHULDO�

is heavy enough not to slump during placement, 

DQG�EHFRPHV�À�UP�XSRQ�VHWWLQJ��1RW�RQO\�GRHV�

it produce an excellent bite registration, it can 

double as tray material when making impres-

VLRQV��7KH�YLVFRVLW\�RI�WKH�PDWHULDO�DLGV�LQ�IRUFLQJ�

WKH�OLJKW�ERG\�PDWHULDO��&RUUHFW�3OXV�7KLFN�Q�7KLQ�

/LJKW�%RG\��LQWR�FORVH�LQWLPDWH�FRQWDFW�ZLWK�WHHWK�

DQG�VRIW�WLVVXH�

Q: After so much hype around recent develop-

ments in digital impression devices, why is it 

important to you to have a traditional impression 

material you can rely on?

A: I have a digital impression system, and digi-

WDO�LPSUHVVLRQV�DUH�JUHDW��%XW��OLNH�PRVW�WKLQJV�

LQ�GHQWLVWU\��LW�LV�GLIÀ�FXOW�WR�À�QG�RQH�VROXWLRQ�WKDW�

DGGUHVVHV�HYHU\�QHHG��:H�WUHDW�VXFK�D�YDULHW\�RI�

patients—young to old—that having one method 

of taking impressions is not wise at this point in 

WLPH��$V�GLJLWDO�LPSUHVVLRQV�LPSURYH��ZH�PD\�JHW�

to a time where they surpass the versatility of tra-

ditional impression materials, but we are not there 

\HW��$QG�WKDW·V�WKH�WKLQJ³WUDGLWLRQDO�LPSUHVVLRQ�

materials give you options when the clinical situ-

ations are not ideal for digital impressions, and 

WKLV�KDSSHQV��6R��ZH�PXVW�EH�SUHSDUHG�WR�GHDO�

ZLWK�WKHVH�VLWXDWLRQV�E\�KDYLQJ�RSWLRQV�DYDLODEOH�

Q: For long-time users of other impression mate-

rials, how would you persuade them to consider 

alternatives such as Pentron’s Correct Plus?

A: If you are not happy with your current impres-

sion materials and you find yourself having to 

remake impressions more than every once in a 

while, try the Pentron Correct Plus Impression 

0DWHULDO��6DYLQJ�WLPH�DQG�PRQH\�LV�ELJ�IRU�PH��

DQG�WKDW·V�ZKDW�WKHVH�SURGXFWV�GR��

PENTRON | 855-748-2964 | www.pentron.com 

Correct Plus Impression Material
Correct Plus Impression Material is an innovative vinyl 

polysiloxane impression material offered in a wide 

range of viscosities to accommodate any impression 

WHFKQLTXH��7KHUH�DUH�WZR�VHW�WLPHV�DYDLODEOH��&RUUHFW�

Plus Impression Material is ideal for full arch impres-

VLRQV�DQG�&RUUHFW�3OXV�)DVW�6HW�,PSUHVVLRQ�PDWHULDO�

LV�LGHDO�IRU�����XQLWV��2XU�%LWH�5HJLVWUDWLRQ�0DWHULDOV��

ERWK�&RUUHFW�4XLFN�%LWH�0DWHULDO�DQG�&RUUHFW�3OXV�%LWH�

6XSHUIDVW�KDYH�PRXVVH�OLNH�YLVFRVLW\�ZLWK�D�KLJK�HQG�

KDUGQHVV�ULJLGLW\�WKDW�IDFLOLWDWHV�WULPPLQJ��&RUUHFW�4XLFN�

%LWH�0DWHULDO�FDQ�DOVR�EH�XVHG�DV�D�KHDY\�ERG\�WUD\�

PDWHULDO��7KH�&RUUHFW�3OXV�OLQH�RI�,PSUHVVLRQ�0DWHULDOV�

provides multiple packaging options to satisfy all of your 

LPSUHVVLRQ�QHHGV�

RICHARD 

LIPSCOMB, DDS

Woodmore 

Dental Center

Mitchellville, MD
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“...designed for patients requiring a cost 
effective, predictable and long-term option.”

Q: How have you seen your business evolve over 

the last 5 years?

A: Clinicians and patients alike are increasingly 

recognizing implants as a viable and preferred 

treatment option to missing teeth. This is espe-

cially evident in how implant-retained overdenture 

(dentures retained by implants) treatment has 

risen, and is one of the fastest growing segments 

in the overall implant market. More and more 

SHRSOH�DUH�SUHVHQWLQJ�WR�FOLQLFLDQ�RIÀ�FHV�SDUWLDOO\�

RU�IXOO\�HGHQWXORXV�ZLWK�LOO�À�WWLQJ�WUDGLWLRQDO�GHQ�

tures and partials. Frequently, the patient’s chief 

complaint is his or her quality of life with these 

non-retained dentures. Clinicians are offering an 

implant-retained option to satisfy these patients. 

This edentulous patient population is exactly the 

demographic that ZEST Anchors Products are 

tailored to.  ZEST has tailored our business to this 

patient population by creating interface compat-

ible LOCATOR® Attachments with a pioneering 

self-aligning design for more than 350 different 

implant products. Providing this unique tech-

nology across a variety of implant systems has 

propelled ZEST to be recognized as the premiere 

manufacturer of overdenture attachments.

Q: How has the growing interest in the implant 

overdenture category shaped your internal prod-

uct development process?

A: Being an innovator in dental solutions for 

edentulous patients and repeatedly hear-

ing from clinicians about what a great solution 

LOCATOR provides their patients focused our 

attention on identifying new key market oppor-

tunities within the overdenture category. What we 

found was that the implant-retained overdenture 

demographic is projected to grow substantially 

throughout the next 20 years and market research 

indicated that narrow (less than 3 mm) diameter 

implants will play an increased role in retaining 

overdentures. Even today, this type of technol-

ogy is being used to retain about a third of all 

implant-retained overdentures. The LOCATOR 

Attachment, while currently made for nearly all 

implant systems, was not available for the narrow 

diameter implant segment. Recognizing this, we 

set out to develop a LOCATOR incorporated onto 

a narrow diameter implant. Thus, the idea of cre-

ating a next generation narrow diameter implant 

system was born—The LOCATOR Overdenture 

Implant System (LODI). We used years of collec-

tive knowledge in the dental implant market and 

focused on all the features that were lacking in 

current designs to create an enhanced narrow 

diameter implant system designed exclusively 

for overdenture patients.

Q: The Locator Overdenture Implant System 

(LODI) has generated a lot of excitement since 

the launch. What gap in the marketplace were you 

KRSLQJ�WR�À�OO"

A: In speaking with several key opinion leaders 

during our research phase, they shared with us 

their collective experiences with other currently 

available narrow diameter implant systems— 

many of which have seen little to no innovation 

over the last decade.  In the product development 

stage, the LOCATOR Overdenture Implant was 

VSHFLÀ�FDOO\�GHVLJQHG�WR�DGGUHVV�WKH�PRVW�VRXJKW�

after improvements by incorporating the following 

key features into the LODI System:

The implant is manufactured using the stron-

gest titanium available and has a proven RBM 

surface. The implant body is tapered and 

includes self-tapping, cutting edges for easy 

insertion. The thread design on LODI is unique in 

the narrow diameter implant market; the threads 

are aggressive in pitch and gradually widen to 

the coronal thread terminus to provide increased 

primary stability.

The LOCATOR Attachment is detachable for 

simple replacement if tissue height changes 

or if wear occurs throughout time. It is also the 

same familiar design that clinicians have used 

for years, offering dramatically lower attachment 

height necessary for denture strength and patient 

comfort when the denture is removed.  

The surgical instrumentation includes easily 

identifiable laser etched depth markings and 

drill stops, as well as a simple procedure making 

osteotomy preparation intuitive and safe while 

RIIHULQJ�WKH�OHVV�LQYDVLYH�RSWLRQ�RI�D�Á�DSOHVV�VXU�

JHU\�RU�WKH�RSWLRQ�WR�FUHDWH�D�Á�DS�

ZEST ANCHORS | 800-262-2310 | www.zestanchors.com 

LOCATOR® Overdenture 
Implant System
With a two-piece 

coronal design, 

the LOCATOR® 

Overdenture 

Implant System 

(LODI) is said 

to offer a less 

invasive, predict-

able and durable 

implant retained 

overdenture for 

patients requiring 

an effective, cost-

conscious tech-

nique for securing 

their dentures.

The attachment 

is seated after 

implant place-

ment, allowing 

for replacement 

if wear should occur over time and offers a dramati-

cally reduced vertical height. The implant is ideal for 

narrow ridges, is a less invasive treatment alternative, 

an alternative to bone grafting and is designed for 

immediate function in appropriate cases.

STEVE SCHIESS

&KLHI�([HFXWLYH�2IÀ�FHU��

ZEST Anchors

All of these features combine together to 

answer the market need for an implant system 

GHVLJQHG�VSHFLÀ�FDOO\�IRU�SDWLHQWV�UHTXLULQJ�D�FRVW�

effective, predictable and long-term implant-

retained overdenture option.

Q: Now that it’s been on the market for almost a 

year, what has been the response?

A: The response has been tremendous and it is 

clear that clinicians are beginning to realize the 

XQLTXH�EHQHÀ�WV�WKDW�D�WKRXJKWIXOO\�GHVLJQHG��QH[W�

generation narrow diameter implant system can 

provide. We are frequently receiving feedback 

that clinicians feel LODI is providing them with 

the ability to tailor the system to the patient rather 

than the other way around. Denture patients with 

narrow ridges who refuse bone grafting and 

KDYH�OLPLWHG�À�QDQFHV�DUH�GHÀ�QLWHO\�WKH�SDWLHQWV�

that LODI is helping, while providing meaningful 

EHQHÀ�WV�WR�WKH�FOLQLFLDQV�ZKR�WUHDW�WKHP�
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HU-FRIEDY | 800-483-7433 | www.hu-friedy.com 

IMS Cassettes
0D[LPL]LQJ�HIÀ�FLHQF\�LV�SRVVLEOH�ZKHQ�WKH�H[DFW�SURFHGXUDO�VHW�

XSV�QHHGHG�IRU�HDFK�SDWLHQW�DUH�DW�\RXU�À�QJHUWLSV��7KH�,QVWUXPHQW�

0DQDJHPHQW�6\VWHP��,06���VWDQGDUGL]HV�DQG�FRPELQHV�WKH�FOHDQ�

LQJ��VWHULOL]DWLRQ��VWRUDJH�DQG�RUJDQL]DWLRQ�RI�LQVWUXPHQWV�LQ�RQH�

LQWHJUDWHG�FDVVHWWH�V\VWHP��7KLV�FUHDWHV�UHVXOWV�WKDW�FDQ�VDYH�XS�WR�

�����PLQXWHV�SHU�SURFHGXUH�ZKLOH�HOLPLQDWLQJ�GDQJHURXV�SURFHVVLQJ�

VWHSV�WKDW�UHTXLUH�KDQGOLQJ�RI�FRQWDPLQDWHG��VKDUS�LQVWUXPHQWV�

“Implementing IMS has helped us impress 
existing patients and attract new ones.”

Dr. Angela Cotey provides some of the latest advances in 

dental technology in her private practice. She attends exten-

sive postdoctoral studies in advanced dentistry with a special 

focus on restorative dentistry and prevention. She earned her 

doctorate from Marquette University and served in the U.S. 

Navy where she completed a residency at Marine Corps Base 

Camp Pendleton. She gives back to the community through 

the Give Kids a Smile Program, Big Brothers Big Sisters of 

Dane County, and dental mission trips around the world. 

Q:�,W�VHHPV�WKDW�PDQ\�RIÀ�FHV�DUH�ORRNLQJ�IRU�ZD\V�

WR�LQFUHDVH�HIÀ�FLHQF\��:KDW�SURGXFWV�KDYH�KHOSHG�

\RX�À�QG�WDQJLEOH�WLPH�VDYLQJV"

A: 7KHUH�DUH�PDQ\�QHZ�WHFKQRORJLHV�WKDW�VDYH�XV�

WLPH�DQG�LQFUHDVH�HIÀ�FLHQF\��7KH�ELJ�RQHV�LQFOXGH�

GLJLWDO�FKDUWLQJ�DQG�UDGLRJUDSKV��FDVVHWWHV�DQG�

SURFHGXUH�WXEV�DQG�PDNLQJ�VXUH�WKDW�ZH·UH�XVLQJ�

KLJK�TXDOLW\�PDWHULDOV�DQG�LQVWUXPHQWV��3HUVRQ�

DOO\��DQ\�SURGXFW�WKDW�FDQ�PDNH�D�SUDFWLFH�PRUH�

VWUHDPOLQHG�DQG�HIÀ�FLHQW�LV�D�PXVW��ZKLFK�LV�ZK\�,�

LQYHVWHG�LQ�+X�)ULHG\·V�,QVWUXPHQW�0DQDJHPHQW�

6\VWHP��,06���

Q:�+RZ�KDV�,06��KHOSHG�PDNH�\RXU�WHDP�DQG�

SUDFWLFH�PRUH�SURGXFWLYH"

A: ,�UXQ�D�VPDOO�RIÀ�FH��VR�ZKHQ�ZH�JHW�EXV\�ZH�

QHHG�WR�EH�DEOH�WR�KHOS�HDFK�RWKHU��:H�DUH�DOO�IXOO\�

FURVV�WUDLQHG�VR�DQ\RQH�LQ�WKH�RIÀ�FH�FDQ�DVVLVW��

DV�ZHOO�DV�VHW�XS�RU�FOHDQ�XS�D�URRP��+DYLQJ�FRORU�

FRGHG�,06�FDVVHWWHV�DQG�SURFHGXUH�WXEV�KDV�

VWUHDPOLQHG�RXU�SURFHVV��DOORZLQJ�XV�WR�NQRZ�WKDW�

HDFK�VHW�XS�LV�VWHULOH�DQG�UHDG\�WR�JR��1RW�KDYLQJ�

WR�VHDUFK�WKURXJK�SRXFKHV�IRU�PLVVLQJ�LQVWUXPHQWV�

JUHDWO\�LQFUHDVHV�RXU�SURGXFWLYLW\��

Q:�:KDW��LI�DQ\��OHDUQLQJ�FXUYH�GLG�\RXU�WHDP�IDFH�

LQ�LPSOHPHQWLQJ�WKH�V\VWHP"

A: :KHQHYHU�D�QHZ�WHFKQRORJ\�LV�LQWURGXFHG�WR�

DQ�RIÀ�FH�WKHUH�LV�VRPH�UHVLVWDQFH�WR�FKDQJH��$Q�

DVVLVWDQW�ZKR�KDG�EHHQ�ZLWK�WKH�SUDFWLFH�IRU�PDQ\�

\HDUV�ZDV�KHVLWDQW³VKH�EHOLHYHG�FDVVHWWHV�ZHUH�

ANGELA COTEY, DDS

*HQHUDO�'HQWLVW��

9LOODJH�6PLOH�&DUH��

0W��+RUHE��:,

Procedural Tubs
3URFHGXUDO�WXEV�DUH�Á�H[LEOH�WRROV�WR�RUJDQL]H�DQG�WUDQVSRUW�LWHPV��

VXFK�DV�FRQVXPDEOH�SURGXFWV��DQG�FDQ�EH�FRORU�FRGHG�WR�PDWFK�

\RXU�FDVVHWWHV��FUHDWLQJ�WKH�PRVW�HIÀ�FLHQW�,QVWUXPHQW�0DQDJHPHQW�

6\VWHP��3URFHGXUDO�WXEV�VWDQGDUGL]H�\RXU�PDWHULDOV�UHTXLUHG�

IRU�D�VSHFLÀ�F�SURFHGXUH��HOLPLQDWLQJ�WLPH�FRQVXPLQJ�WUD\�SUHS��

'LVSRVDEOHV��FDVVHWWHV��DQG�RWKHU�LWHPV�FDQ�EH�VDIHO\�WUDQVSRUWHG��

XVLQJ�ORFNLQJ�OLGV�WR�SURWHFW�FRQWHQWV�IURP�DLUERUQH�FRQWDPLQDWLRQ�

Hand Essentials
+X�)ULHG\�+DQG�(VVHQWLDOV��KDV�EHHQ�GHVLJQHG�VSHFLÀ�FDOO\�WR�

KHOS�SURPRWH�SURSHU�KDQG�K\JLHQH�SURWRFROV�LQ�WKH�GHQWDO�RIÀ�FH��

(DFK�SURGXFW�VXSSRUWV�VSHFLÀ�F�URXWLQHV�WKDW�GHQWDO�SURIHVVLRQDOV�

SHUIRUP�HDFK�GD\�LQFOXGLQJ�KDQG�ZDVKLQJ�DQG�VNLQ�SURWHFWLRQ�DV�

UHFRPPHQGHG�E\�WKH�&'&��7KH�+DQG�(VVHQWLDOV�OLQH�LQFOXGHV�

PHGLFDO�JUDGH�ORWLRQV��VDQLWL]HUV��DQG�VRDSV��$OO�+X�)ULHG\�+DQG�

(VVHQWLDOV�SURGXFWV�DUH�WHVWHG�WR�EH�ODWH[�DQG�&+*�IULHQGO\��PDNLQJ�

WKHP�FRPSDWLEOH�ZLWK�RWKHU�SURGXFWV�LQ�WKH�GHQWDO�RIÀ�FH�

XQQHFHVVDU\��+HU�DWWLWXGH�FKDQJHG�ULJKW�DIWHU�ZH�

VWDUWHG�LPSOHPHQWLQJ�WKHP�LQWR�RXU�GDLO\�URXWLQH�DQG�

VKH�UHDOL]HG�KRZ�HIÀ�FLHQW�WKH�V\VWHP�LV��0\�HQWLUH�

RIÀ�FH�DOVR�FRPPHQWV�RQ�KRZ�WKH\�IHHO�VDIHU�ZKHQ�LW�

FRPHV�WR�SUHYHQWLQJ�VKDUSV�H[SRVXUH�DQG�ORYH�KRZ�

LW�HOLPLQDWHV�LQVWUXPHQW�KDQG�VFUXEELQJ�

Q:�7KH�DYHUDJH�SUDFWLFH�VDYHV���WR����PLQXWHV�

SHU�SURFHGXUH�ZKHQ�XVLQJ�,06��+RZ�KDYH�\RX�

XVHG�WKDW�UHFDSWXUHG�WLPH"

A: :H�DUH�DEOH�WR�VHH�PRUH�SDWLHQWV�RQ�D�GDLO\�

EDVLV��PDNLQJ�XV�PRUH�SURGXFWLYH�DQG�LQFUHDVLQJ�

RXU�ERWWRP�OLQH��,W�DOVR�DOORZV�WLPH�IRU�XV�WR�IRFXV�

RQ�QRQ�SURFHGXUH�UHODWHG�DFWLYLWLHV�VXFK�DV�WHDP�

EXLOGLQJ��FRQWLQXLQJ�HGXFDWLRQ�FRXUVHV��DGPLQLV�

WUDWLYH�GXWLHV��PDUNHWLQJ�DQG�VRFLDO�PHGLD�RXWUHDFK�

DQG�WDNLQJ�SDUW�LQ�FRPPXQLW\�VHUYLFH��2QH�RI�WKH�

EHVW�SHUNV�RI�,06�LV�WKH�H[WUD�WLPH�ZH�KDYH�WR�JHW�

WR�NQRZ�RXU�SDWLHQWV�RQ�D�SHUVRQDO�OHYHO�

Q:�,Q�DGGLWLRQ�WR�WLPH�VDYLQJV��ZRXOG�\RX�VD\�

\RX·YH�VHHQ�D�À�QDQFLDO�UHWXUQ�RQ�WKLV�LQYHVWPHQW"

A: :KHQ�SDWLHQWV�FRPH�LQ�IRU�DSSRLQWPHQWV�WKH\�

VHHP�PXFK�PRUH�DZDUH�RI�WKHLU�VXUURXQGLQJV�DQG�

KDYH�VWDUWHG�SD\LQJ�DWWHQWLRQ�WR�WKH�VWHSV�WDNHQ�E\�

P\VHOI�DQG�P\�VWDII�LQ�UHJDUGV�WR�WKHLU�ZHOO�EHLQJ��,�

WKLQN�WKH\�DUH�ORRNLQJ�IRU�D�PRUH�PRGHUQ�DQG�FOHDQ�

RIÀ�FH��,PSOHPHQWLQJ�,06�KDV�KHOSHG�XV�LPSUHVV�

H[LVWLQJ�SDWLHQWV�DQG�DWWUDFW�QHZ�RQHV��$QRWKHU�

DGGHG�ERQXV�LV�WKDW�,06�NHHSV�LQVWUXPHQWV�IURP�

JHWWLQJ�GDPDJHG��VDYLQJ�XV�PRQH\�E\�QRW�KDYLQJ�

WR�UHSODFH�WKLQJV�VR�RIWHQ��:LWK�QHZ�SDWLHQWV��PLQL�

PL]HG�LQVWUXPHQW�FRVWV�DQG�WKH�WLPH�DQG�HQHUJ\�

VDYHG�IRU�P\�VWDII�DQG�P\VHOI��WKH�LQLWLDO�LQYHVWPHQW�

IRU�,06�VHHPV�PLQLPDO��,�ZRXOG�GHÀ�QLWHO\�HQFRXUDJH�

RWKHU�RIÀ�FHV�WR�SUDFWLFH�XVLQJ�+X��)ULHG\·V�,QVWUX�

PHQW�0DQDJHPHQW�6\VWHP��





Realine treatment is ideal

for patients with minor

crowding issues or very

small gaps between their

anterior teeth.Before After

Expand your treatment options
,WśV�DQ�LQQRYDWLYH��FRVW�HƩHFWLYH�ZD\�WR�DGGUHVV�\RXU

patients minor orthodontic and cosmetic concerns.

Flexibility in billing
With a lab fee of $575, you can bill in a way that works for you—

whether that’s through insurance or fee for service.

More predictable results
Realine is engineered to deliver more predictable results

at a price point your patients will appreciate.

From the creators of Invisalign®

 It’s based on the same technology used to treat millions

of patients from Align Technology Inc. the creators of Invisalign.

Realine Starter Kit
(998-9996)…………..Ea. $574.99

Contains: Registration and 1 prepaid Realine Treatment

To Order: 1-800-372-4346 8am-9pm (ET)

Fax: 1-800-732-7023 24 hrs

www.henryscheindental.com

© 2013 Henry Schein, Inc. No copying without permission. Not responsible for typographical errors. Note: Participating in a promotional discount program

(e.g., points, gifts, or other special awards) is only acceptable if your practice does not bill any federal healthcare programs (e.g., Medicare, Medicaid, or Tricare) for dental or pharmaceutical services, 

and, by participation, you agree that to your knowledge, neither your practice nor your patients are reimbursed by such programs for such services.

Grow your practice with Realine.

5HDOLQH�WUHDWPHQW�LV�D�VWUDLJKWIRUZDUG��ƪYH�VWHS

YLUWXDOO\�LQYLVLEOH�DOLJQHU�V\VWHPř�GHVLJQHG�VSHFLƪFDOO\�WR�ƪ[�

the minor orthodontic and cosmetic issues

that you see every day.

Interested?  Circle Product Card No. 38
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“It offers the best quality and the best value.”

Dr. Monica Barrera of New City, 

N.Y. practices general den-

WLVWU\�SDUW�WLPH�LQ�DQ�RIÀFH�VKH�

describes as “small — focused 

on quality, not volume.” 

$V�D�ORQJ�WLPH�XVHU�RI�-RKQ-

son-Promident products, Dr. 

Barrera was open to trying out 

WKH�QHZ�VLQJOH�XVH�GLDPRQG�

FRPSRVLWH�SROLVKHU��DQG�IRXQG�

KHUVHOI�VXUSULVLQJO\�LPSUHVVHG�

E\�WKH�SURGXFW�

´,�KDYH�XVHG�D�ORW�RI�SROLVKHUV��

DOO�VRUWV��DOO�NLQGV�μ�VKH�VKDUHG��

´DQG�,�KDYH�QHYHU�IRXQG�VRPH-

WKLQJ�WKDW�EULQJV�PH�WKLV�FORVH�WR�

WKH�QDWXUDO�HQDPHO��,�ZDV�ORRNLQJ�

IRU�VRPHWKLQJ�WKDW�FRPSDUHV�WR�

WKH�WH[WXUH�VKLQLQHVV�RI�WKH�QDW-

XUDO�HQDPHO��DQG�WKLV�SURGXFW�

GRHV�MXVW�WKDW�μ

7KH�QHZ�SROLVKHU�DOORZV�KHU�WR�

DFFRPSOLVK�WKH�QDWXUDO�HQDPHO�

OLNH�VKLQH�ZLWKRXW�WDNLQJ�D�ORQJ�

WLPH�WR�UHDFK�WKH�WH[WXUH�

´,W�UHDOO\�PDNHV�WKH�VXUIDFH�

VKLQH�μ�VKH�VDLG��́ ,�KDYHQ·W�EHHQ�

DEOH�WR�DFFRPSOLVK�WKLV�EHIRUH��

DQG�,·YH�EHHQ�D�GHQWLVW�IRU�PDQ\�

years.”

,W�LV�WKDW�H[SHULHQFH�WKDW�'U��

%DUUHUD�GUDZV�IURP�ZKHQ�WU\LQJ�

WR�H[SODLQ�ZK\�VXFK�D�VLPSOH�

SURGXFW�FDQ�KDYH�VXFK�D�ELJ�

impact.

´,·YH�WULHG�LW�DOO�³ZK\�UHLQYHQW�

WKH�ZKHHO�DJDLQ"�7KLV�LV�D�JRRG�

SURGXFW�WKDW�JHWV�WKH�MRE�GRQH�

ZHOO�DQG�TXLFNO\�μ�VKH�VDLG��´,�

VSHQG�VR�PXFK�WLPH�WU\LQJ�WR�

JHW�D�JRRG�OXVWHU��EXW�ZLWK�WKLV��

,�FDQ�DFFRPSOLVK�WKDW�HDVLO\��,W�

JHWV�WKH�MRE�GRQH�μ

JOHNSON-PROMIDENT | 845-589-0210 | www.johnsonpromident.com

Single use diamond 
composite polisher
-RKQVRQ�

Promident recently 

released a new 

single use diamond 

FRPSRVLWH�SROLVKHU�

-RKQVRQ�3URPLGHQW�

carries 500 differ-

ent carbide and 

GLDPRQG�EXUV��ZLWK�

D�IXOO�UDQJH�RI�VKDSHV��VL]HV�DQG�JULWV�WR�DFFRPPR-

date individual preferences and cover a multitude 

RI�DSSOLFDWLRQV��,WV�QHZ�)LQLVKLQJ�DQG�3ROLVKLQJ�

Instruments are also designed and manufactured 

WR�FRQVLVWHQWO\�GHOLYHU�WKH�EHVW�SHUIRUPDQFH�DQG�

GXUDELOLW\��LQFOXGLQJ�SURGXFWV�WKDW�XVH�WKH�QHZHVW�

WHFKQRORJLHV�LQ�FRPSRVLWH�SROLVKHUV�

MONICA 

BARRERA, DDS

General Dentist, 

New City, NY

Interested?  Circle Product Card No. 28
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Easy handling, precise 
imaging, proven workfl ow
The Apollo DI digital impression system 

is designed to offer an economical 

entry into digital impressions, starting at  

$19,750. The system includes an imaging 

unit, APOLLO Connect software, and the 

APOLLO DI intraoral camera.  

Sirona Dental Inc.

800-873-7683  
cereconline.com 

Circle  RS NO. 29

26 PRODUCTS TO 
IMPROVE DENTISTRY

I Made That

NEW MATERIAL

Nicholas Domanico, 

Product Manager, 

Permanent Cements, 

on  Kerr Corp.’s Nexus 

RMGI.

MORE PRODUCTS YOU’LL WANT TO CHECK OUT…

Double Take

PERIO 
PROTECTION

One clinician’s view 

on the PerioProtect 

Method and Perio 

Trays.

Benchmark

IMPRESSIVE 
TRAYS

The Catapult Group 

reviews Premier 

Dental’s T-LOC Triple 

Tray impression tray.

64 68 72
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Treatment planning

Chairside treatment 
planning tool 
A component of the Spear Digital 

suite of resources, the Case 

Assistant chairside treatment-

planning tool curates patient-

education content for treatment 

planning. Its redesigned interface 

includes a symptom selector, learn-

ing packs, patient mode, and doc-

tor and team mode. Each resource 

allows practitioners to access 

digital learning resources and 

educational materials designed to 

provide treatment guidance and 

non-threatening patient education. 

Spear

866-781-0072
speareducation.com

CIRCLE RS NO. 30

Available in an annual 

subscription, Spear 

Digital Campus’ three 

key components (Case 

Assistant, Course Library 

and Spear TALK) offer 

on-demand practice and 

clinical management 

guidance.

Endodontics

Water-soluble EDTA solution 
Tunnel Vision is now part of the company’s expanding line of end-

odontic products for general dentists and endodontic specialists. 

The water-soluble, 19% EDTA solution is formulated to be effective 

in chelating, lubricating and debriding root canal preparations. It is 

V\ULQJH�GHOLYHUHG�ZLWK�DQ�(QGR)OH[�WLS�IRU�UHSRUWHGO\�HIÀ�FLHQW�DQG�

accurate placement.

Clinician’s Choice 

800-265-3444 
clinicianschoice.com

CIRCLE RS NO. 32

Cement

Radiopaque cement for lithium 
disilicate restorations
Designed for lithium disilicate restorations, the eCEMENT kit features high-

strength resin cements formulated to provide better esthetics at the margin.

The cement offers a light-cure and dual-resin cement to ensure lithium disili-

cate restorations provide long-term retention of single or multiple restorations, 

as well as shade stability. Additionally, the radiopaque cement offers easy 

placement of lithium disilicate veneers, onlays, crowns, three-unit bridges, 

and inlays. eCement kits include resin cement, SELECT HV ETCH, ALL-BOND 

UNIVERSAL, PORCELAIN ETCHANT, and PORCELAIN PRIMER.

BISCO

800-247-3368
bisco.com

CIRCLE RS NO. 33

Implant

Implant provides esthetic 
results, tissue preservation 
A contemporary hybrid implant, the 3i T3 offers 

three surface topographies to deliver esthetic 

results through tissue preservation. Coarse micron 

topography provides 10 micron features via a 

resorbable media blasting process using calcium 

phosphate particles, allowing for blood clot reten-

tion along the implant’s threaded body.  Designed 

to support platelet activation, it reduces the risk 

of peri-implantitis at the coronal aspect. The sub-

micron topography option offers a more complex 

structure for greater integration throughout the early 

KHDOLQJ�SURFHVV��7KH�LPSODQWV�DUH�RXWÀ�WWHG�ZLWK�

integrated platform switching that maintains bone 

levels. The Certain® Internal Connection and the 

Gold-Tite® Screw reduces microleakage.

BIOMET 3i

800-443-8166  
biomet3i.com

CIRCLE RS NO. 31
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Chairside whitening 

Fast, reliable whitening
3ROD�2IÀ�FH��LQ�RIÀ�FH�WRRWK�ZKLWHQ�

LQJ�V\VWHP�UHSRUWHGO\�UHTXLUHV�OHVV�

WKDQ����PLQXWHV�RI�WUHDWPHQW�WLPH�

%HFDXVH�LW�GRHVQ·W�UHTXLUH�OLJKW�

DFWLYDWLRQ��WKH�V\VWHP�FDQ�EH�XVHG�

ZLWK�RU�ZLWKRXW�D�EOHDFKLQJ�OLJKW�DV�

DQ\�KHDW�HPLWWLQJ�FXULQJ�OLJKW�FDQ�EH�

XVHG��7KH�QHXWUDO�S+�EOHDFKLQJ�DQG�

EXLOW�LQ�GHVHQVLWL]HU�LV�VDLG�WR�RIIHU�

PD[LPXP�FRPIRUW�G�XULQJ�DQG�DIWHU�

WUHDWPHQW��UHVXOWLQJ�LQ�ORZHU�VHQVLWLY�

LW\�DQG�OHVV�SDWLHQW�GLV�FRPIRUW��

(TXLSSHG�ZLWK�D�GXDO�EDUUHO�V\ULQJH�

V\VWHP�FDSDEOH�RI�UHDFKLQJ�WLJKW�

VSRWV��WKH�ZKLWHQHU�GRHVQ·W�UHTXLUH�

PL[LQJ�WUD\V�DV�LW�PL[HV�DV�LW·V�DSSOLHG�

WR�JXDUDQWHH�D�EOHQG�RI�DFWLYDWHG�JHO�

SDI

800-228-5166  
VGL�FRP�DX

CIRCLE RS NO. 34

Disenfectant

Disinfectant with 
lengthy reuse period
RAPICIDE OPA/28�LV�DQ�RUWKR�

SKWKDODOHGK\GH�EDVHG�GLVLQIHFWDQW�

LQWHQGHG�IRU�WKH�UHSURFHVVLQJ�RI�

KHDW�VHQVLWLYH�VHPL�FULWLFDO�GHYLFHV����

$Q�)'$�����N�FOHDUHG�SURGXFW��

5$3,&,'(�KDV�D�UHXVH�WLPH�RI����

GD\V��WZLFH�WKH�UHXVH�SHULRG�RI�RWKHU�

23$�EDVHG�GLVLQIHFWDQWV�RQ�WKH�

PDUNHW�

&URV�VWH[

888-CROSSTEX 
FURVVWH[�FRP

 CIRCLE RS NO. 36

Handpiece

Powerful, consistent cutting 
5HSRUWHGO\�WKH�À�UVW�����KDQGSLHFH��WKH�7L�0D[�=��/�RIIHUV�HDV\�DFFHVV�WR�

KDUG�WR�UHDFK�PRODUV��,WV�VOLP�GHVLJQ�SURYLGHV�RSWLPDO�RSHUDELOLW\�DQG�KLJK�

YLVLELOLW\��SURGXFLQJ�PRUH�VSDFH�EHWZHHQ�WKH�WHHWK�DGMDFHQW�WR�WKH�KDQG�

SLHFH·V�IURQW�DQG�ERG\��3RZHUIXO�DQG�FRQVLVWHQW�FXWWLQJ�UHGXFHV�VHFWLRQLQJ�

DQG�WKLUG�PRODU�H[WUDFWLRQ�WUHDWPHQW�WLPHV��7KH�WZR�ZD\�VSUD\�IXQFWLRQ�

SUHYHQWV�VXEFXWDQHRXV��HPSK\VHPD�DQG�FRROV�WKH�EXU�GXULQJ�FXWWLQJ��

ZKLOH�D�&OHDQ�+HDG�6\VWHP�EORFNV�WKH�HQWU\�RI�RUDO�Á�XLGV�DQG�RWKHU�FRQ�

WDPLQDQWV�LQWR�WKH�KDQGSLHFH·V�KHDG�DQG�H[WHQGV�WKH�OLIH�RI�WKH�EHDULQJV���

)HDWXULQJ�D�WLWDQLXP�ERG\�DQG�FHUDPLF�EHDULQJV��LW�KDQGOHV�EXUV�UDQJLQJ�LQ�

OHQJWK�IURP����PP�WR����PP��SOXV�LW�RIIHUV�D�������JHDU�UDWLR�

16.�'HQWDO�

 888-675-1675
QVNGHQWDO�XV

 CIRCLE RS NO. 37

Clear aligner

Aligner designed for minor 
spacing, crowding issues
$Q�HQWU\�OHYHO��À�YH�VWDJH�FOHDU�DOLJQHU�SURGXFW��5HDOLQH�LV�GHVLJQHG�

IRU�FRPPRQ��PLQRU�VSDFLQJ�DQG�FURZGLQJ�LVVXHV��,W�LV�VDLG�WR�EH�

FRPSHWLWLYHO\�SULFHG�DQG�HDV\�WR�XVH�IRU�WKRVH�ZLWK�OLPLWHG�WUHDWPHQW�

JRDOV��HVSHFLDOO\�DGXOW�SDWLHQWV�ZKRVH�WHHWK�KDYH�UHODSVHG�DIWHU�

DGROHVFHQW�RUWKRGRQWLF�WUHDWPHQW��$IWHU�FROOHFWLQJ�SDWLHQW�UHFRUGV�

ZLWK�DQ�L7HUR�LQWUDRUDO�GHQWDO�VFDQ��GHQWLVWV�XVH�5HDOLQH�6WDUWHU�.LWV�

WR�SURFHVV�WKH�DOLJQHU��7KH�NLWV��ZKLFK�FRQWDLQ�HYHU\WKLQJ�GHQWLVWV�

QHHG�WR�SURFHVV�FDVHV�IURP�VWDUW�WR�À�QLVK��DUH�DYDLODEOH�LQ�WKH�8QLWHG�

6WDWHV�WKURXJK�+HQU\�6FKHLQ�'HQWDO�ZLWK�DYDLODELOLW\�LQ�&DQDGD�

H[SHFWHG�LQ�WKH�À�UVW�TXDUWHU�RI������

$OLJQ�7HFKQRORJ\�,QF��

408-470-1000
DOLJQWHFK�FRP

CIRCLE RS NO. 35

7KLV�V\VWHP·V�À�QH�DSSOLFDWRU�

WLS�V\ULQJH�DOORZV�HDV\�

DSSOLFDWLRQ�HYHQ�LQ�WLJKW�

VSRWV�
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Three innovative products designed to work together for a strong, fast, simple restoration. 

Lava™ Ultimate 
Restorative

Scotchbond™

Universal Adhesive
RelyX™ Ultimate 
Adhesive Resin Cement

The Trifecta Method
Next-generation restoration 

is actually 3 things.
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Get $50 off a lab fabricated 
Lava Ultimate restoration at 
www.3MESPE.com/Trifecta

Lava™ Ultimate restorative: 
now available from Authorized Lava™ 
Milling Centers, your dental lab, CEREC®, 
E4D®, and Straumann CARES®.

Interested?  Circle Product Card No. 53
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Turbine

Economical, reliable replacement turbine
Described as economical, the StarDental® E6 Replacement 

Turbine is said to provide dentists with substantial time and cost 

savings. The turbine is one of the company’s LubeFree products 

that are designed to reduce maintenance time and the high cost 

of repeated lubrication. The replacement turbine is designed with 

durable ceramic bearings and comes with a six-month warranty. 

DentalEZ

866-DTE-INFO  
DentalEZ.com

CIRCLE RS NO. 44

Tooth Timers

Customizable timers 
make kids want to brush
Designed to make brushing fun, Liquid 

Tooth Timers feature mineral oil “sand” 

WKDW�ÁRDWV�IURP�WKH�ERWWRP�PRODU�WR�

the top.  Additionally, the timers can be 

customized with a gold imprint to help 

increase referrals.

Practicon

800-959-9505  
practicon.com

CIRCLE RS NO. 46

Educational app

Hub designed to keep you in touch with patients
Said to bridge the gap between orthodontists and patients, the HIPPA-

compliant Mighty Brace smartphone app and suite of software products 

educates patients on proper oral hygiene techniques. Mighty Brace’s interac-

tive games promote patient community and provides orthodontists with an 

easy way to encourage, monitor and record compliance. The app consists 

RI�WKUHH�SURGXFWV��0LJKW\�%UDFH�3UR�IRU�LQ�RIÀFH�XVH��0LJKW\�%UDFH�+RPH�IRU�

LQ�KRPH�XVH�EHWZHHQ�YLVLWV��0LJKW\�%UDFH�:HE��D�VXEVFULSWLRQ�EDVHG�FRP-

munication hub designed to keep doctors in touch with their patients.

Mighty Brace

feedback@mightybrace.com  
Mightybrace.com

CIRCLE RS NO. 47

Disinfectant

Powerful disinfectant 
and sanitizer 
Steriplex SD® LV�VDLG�WR�EH�WKH�ÀUVW�

non-toxic and non-corrosive C. diff 

sporicide, tuberculocide, bactericide, 

virucide, and fungicide. Additionally, 

the disinfectant’s real-time product 

activation reportedly ensures high 

HIÀFDF\��ZKLOH�JUHDWO\�UHGXFHG�+$,V�

lower patient and practitioner chemical 

exposure. Reportedly, workers can 

apply the solution without the use of a 

mask, plus it eliminates equipment and 

surface damage.

Southland Distribution & Sales

800-880-0240 
sdssouthland.com

CIRCLE RS NO. 45



© 2013 DENTSPLY Professional, Des Plaines, IL 60018

MIDWEST® is a registered trademark and REACHING HIGHER, TOGETHERTM 
is a trademark of DENTSPLY International and/or its subsidiaries. COM01-0413-1

For more information or to request a free demo, call 
1.800.989.8825 or visit www.professional.dentsply.com.

REACHING HIGHER, TOGETHERTM

MIDWEST TAKES YOU THERE

BEING A LEADER MEANS RISING ABOVE

Just like you, the MIDWEST family of products 

strives for the highest standard of care. 

Every MIDWEST product offers the quality 
and service you expect with continued innovation 
for precision, speed, and comfort.  

Discover the full line of handpieces

and rotary instruments.

Interested?  Circle Product Card No. 58
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Varnish

Higher fl uoride uptake, easy application
Said to be well suited for both children and adults, enhanced Colgate 

PreviDent Varnish 5% Sodium Fluoride�FRQWDLQV��������SSP�RI�Á�XRULGH��

RIIHULQJ�IRXU�WLPHV�WKH�Á�XRULGH�XSWDNH�LQWR�OHVLRQHG�HQDPHO�DQG�WKUHH�WLPHV�WKH�

XSWDNH�LQWR�VWURQJ�HQDPHO��3DFNDJHG�LQ�FRQYHQLHQW�����P/�GRVHV��WKH�LPSURYHG�

IRUPXOD�RIIHUV�IDVW��HYHQ�DSSOLFDWLRQ�DQG�GULHV�WR�D�QDWXUDO�HQDPHO�FRORU��SOXV�LW�

FRQWDLQV�[\OLWRO�DQG�LV�DYDLODEOH�LQ�PLQW�DQG�UDVSEHUU\�

Colgate

800-2COLGATE
colgateprofessional.com

CIRCLE RS NO. 49

CAD/CAM abutments

Titanium CAD/CAM abutments 
Zimmer® Zfx™ CAD/CAM Abutments in titanium are fully compatible with 

the NobelReplace®, Replace Select™ and NobelSpeedy™ Replace™ implant 

V\VWHPV�IURP�1REHO�%LRFDUH��/DEV�DQG�FOLQLFLDQV�FDQ�DFTXLUH�WKH�QHZ�=I[�

manufactured, Nobel compatible abutments by fully outsourcing the design to 

=LPPHU�'HQWDO��RU�GHVLJQLQJ�WKH�DEXWPHQWV�DQG�À�QDO�UHVWRUDWLRQV�WKHPVHOYHV�

RQ�WKH�=I[�'HQWDO�&$'�6\VWHP�DQG�WUDQVPLWWLQJ�WKH�GDWD�HOHFWURQLFDOO\�WR�WKH�

=I[�PLOOLQJ�FHQWHU�IRU�À�QDO�SURGXFWLRQ��7KH�FRPSDQ\�ZLOO�FRQWLQXH�WR�H[SDQG�

SURGXFWLRQ�FDSDELOLWLHV�RI�LWV�=I[�PLOOLQJ�FHQWHU�LQ�&DUOVEDG��&DOLI���EURDGHQLQJ�

LWV�&$'�&$0�SRUWIROLR�WR�LQFOXGH�DEXWPHQWV�DQG�GHYLFHV�FRPSDWLEOH�ZLWK�

RWKHU�LPSODQW�EUDQGV�LQ�DGGLWLRQ�WR�LWV�IXOO�OLQH�RI�=LPPHU�'HQWDO�LPSODQWV�

Zimmer Dental

800-854-7019 
zimmerdental.com 

CIRCLE RS NO. 50

Interested?  Circle Product Card No. 63

Get started now! It’s easy.
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www.greatlakesortho.com

Aligner One
Fabricated of 
1.3mm Invisacryl™*

Hard/Soft material.

Inner laminate is 
soft and highly
elastic to provide 
exceptional tooth
movement, seating,
and patient comfort.

Aligner Two
Fabricated of hard

1mm Invisacryl, this 

aligner completes

the tooth movement

for the setup.

Setup
Made from upper and 

lower PVS impressions or
stone models.

One impression can 
produce up to three setups,

two aligners per setup.
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No

Use Invisible Aligners with Complete Confidence 

Free personal one-on-one
consultation for:
� Case Selection

� Treatment Options

� Estimate on the Number of 

Appliances Needed

Special 
Training 
Courses 

or
Commitments

A less expensive, highly-effective solution for anterior tooth alignment. 
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Smart Moves®

Invisible Hard/Soft Aligner System

Scan with your phone’s QR Code reader to

learn more about Smart Moves®.
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Online resource

Website features 
next-generation 
software solutions
DentalSoftwareAdvisor.com 

LV�GHVFULEHG�DV�WKH�À�UVW�REMHFWLYH�

online resource dedicated to next-

JHQHUDWLRQ�GHQWDO�VRIWZDUH�VROXWLRQV��

7KH�VLWH�IHDWXUHV�D�UREXVW�VHDUFK�

engine called a “Knowledge Base 

(QJLQHμ�WKDW�OHWV�XVHUV�À�QG�DUWLFOHV��

FDVH�VWXGLHV��VXUYH\V�DQG�PRUH���

Other features include insider tips, a 

grant and funding database, press 

URRP�DQG�LQIRUPDWLRQ�RQ�(+5���

DentalSoftwareAdvisor.com

425-434-7102 
mikeu@dentalsoftwareadvisor.com
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Power 

Automatic power
factor correction bank
7KH�extended range StacoVAR® Mini 

helps correct power factor, which allows 

GHQWDO�IDFLOLWLHV�WR�VDYH�PRQH\�RQ�XWLOLW\�

ELOOV�E\�XVLQJ�OHVV�HQHUJ\��2XWÀ�WWHG�ZLWK�

sturdy poly-propylene dry type capaci-

WRUV��WKH�8/�OLVWHG�DXWRPDWLF�SRZHU�IDFWRU�

FRUUHFWLRQ�EDQN��DOVR�LQFOXGHV�UHDFWRUV��

contactors and fuses, plus the capacita-

WRUV�DUH�VDLG�WR�SURYLGH�ORZ�ZDWW�ORVV��

ORQJ�OLIH�DQG�UHOLDEOH�RSHUDWLRQ��0RGHOV�

DYDLODEOH�LQFOXGH������WR����NYDU�DW����9��

���WR������NYDU�DW����9��DQG����WR����NYDU�

DW����9�

Staco Energy

866-261-1191 
stacoenergy.com

CIRCLE RS NO. 52
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DESTINATION EDUCATION

Get excited about 
this one-of-a-kind 
event, happening 
Nov. 8–10 at Caesars 
Palace in Las Vegas. 
BY THAIS CARTER

Top 5 Reasons
to Bring Your Team to

ADVERTORIAL
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DESTINATION EDUCATION

1. An investment 
to recession-proof 
your practice

Good clinical practice is smart in any 

economy, but Destination Education 

goes a step beyond with courses that 

meet real concerns your practice may 

face. Consider:  

Dr. Mike Kesner’s “Double Your 

Case Acceptance with One Sentence,” 

designed to help double, if not triple, 

your cosmetic cases and address the 

psychology behind why patients decide 

whether to accept treatment.

Or Dr. Lou Graham’s “A Sound Reces-

sion Proof Restorative/Hygiene Practice,” 

demonstrating how hygiene growth is tied 

to overall growth and ways to integrate the 

team in that eff ort.

2. Prepare for a 
“perfect” smile

Granted, there is no set definition for 

a “perfect” smile, but that doesn’t stop 

patients from demanding it.

“Thinnovation” and the role of porce-

lain veneers in creating smiles that meet 

your standards and patient expectations 

for form, function and esthetics, is  critical. 

Get your tips from the best—Drs. Ed Lowe 

and Peter Harnois.

3. Go big by 
going minimal

The next big shift in dentistry won’t be a 

new “drill and fi ll” development. Rather, 

preventive care is where forward-thinking 

dentists should look to diff erentiate them-

selves in the market.

Many of the Destination Education pre-

sentations touch on aspects of prevention, 

including minimally invasive procedures, 

oral cancer screening and more.

4. Because CE 
doesn’t need to 
be B-O-R-I-N-G

You have to appreciate a program with 

the title, “Sex and Oral Health: What’s 

the Connection?” But, Joanne Jones’ lec-

ture is just one of the many sure to have 

your team talking. Also consider:

Dr. Louis Malcmacher’s “Total Facial 

Esthetics for Every Dental Practice.”

Or, Dr. Lou Graham’s “The State 

of Restorative Dentistry: Science and 

Practice.”

5. Staff bonding
We’re not talking about adhesives! A suc-

cessful dental team is one that focuses on 

relational results in addition to clinical 

results. You’ll fi nd few opportunities for 

fun and formation better than Destina-

tion Education.

It is, after all, Caesars Palace in Las 

Vegas—it’s a safe bet your staff  will have 

plenty of memories to share at the end of 

your three days in town.

With so much excellent information at 

your fingertips, here’s hoping that what 

happens in Vegas doesn’t stay in Vegas.  

ADVERTORIAL

D
estination Education, Nov. 8-10, 2013, is more than just a ‘good’ cosmetic 

dentistry program. Its speakers and topics are designed to provide real-world 

connections to recent dental innovations in an environment that will help you 

and your team approach today’s patient and practice needs with confi dence.

These days, few people have the time, inclination or funds to prioritize “business 

as usual” tradeshows. When benefi ts—such as networking and CE credits—are  easily 

accessible online, any company or association putting on an event needs to give you and 

your team a pretty good reason to show up.

In this case, DenMat gives you fi ve.

HEMERA/THINKSTOCK AND SORBETTO/GETTY 
IMAGES (LEFT); JAMIE FARRANT/GETTY IMAGES

iCHIROPRO
THE SMART WAY 
TO YOUR SUCCESS

CDA SAN FRANCISCO, CA
August 15-17, 2013
VISIT US AT BOOTH # 1735

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

*Offer comprises:
– 1 CA 20:1 L Micro-Series
– 1 iChiropro unit
– 1 MX-i LED micromotor
– 1 MX-i LED cable
– 1 3-button foot pedal
– 10 irrigation lines
– 2 sterile protective fi lms for iPad
FREE: 
–1 iPad 2 WI-FI (16 GB)
– 60 irrigation lines
– 60 sterile protective fi lms for iPad

iCHIROPRO SET WITH 
CONTRA-ANGLE CA 20:1 L 
MICRO-SERIES *
Ref. 1700440-001

$ 5,995
FREE
- 1 iPAD 2 WI-FI (16 GB)
- 60 IRRIGATION LINES
- 60 STERILE PROTECTIVE  
 FILMS FOR IPAD
Summer Special Offer - Valid June 1 - August 31, 2013
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Kerr Corp.’s Nexus RMGI 
An interview with Nicholas Domanico, Product Manager, Permanent 

Cements, on Kerr’s new dual-adhesive system.

Compiled by S TA N  G O F F

D
ebuting on the cover of last 

month’s issue of Dental Prod-

ucts Report, Kerr Corpora-

tion’s Nexus RMGI was launched with a 

confi dence that the material would provide 

improved durability, enhanced clean-up /

handling, esthetics, and delivery vs. cur-

rently available RMGI luting cements.

Here, Product Manager Permanent 

Cements Nicholas Domanico answers 

questions about the product’s development 

and its best features.

Q: Where did the idea for Nexus RMGI 

come from?

A: Resin modifi ed glass ionomer (RMGI) 

luting cements have been a staple for clini-

cians that complete indirect procedures.  

Although RMGIs have a long history 

of clinical success, there have been key 

defi ciencies cited in literature. These defi -

ciencies include low durability and less 

than optimal cleanup and esthetics. The 

potential clinical impact of these defi cien-

cies was confi rmed by surveying more than 

100 restorative dentists. 

Market review indicated that the RMGI 

market is one of the largest permanent 

cement adjacencies globally. This cement 

category is also highly consolidated, with 

market share owned by two principle man-

ufacturers. We were confi dent there was an 

opportunity for Kerr to develop an RMGI 

material that provided improved durabil-

ity, enhanced clean-up/handling, esthetics, 

and delivery vs. currently available RMGI 

luting cements.

We wanted to make this product as 

easy and straightforward for clinicians 

as possible. We chose the family name of 

Nexus, because clinicians associate that 

name with excellent cleanup, such as with 

Nexus 3 (NX 3).  Nexus RMGI uses the 

same cleanup technology as NX 3.  We also 

found that clinicians have diffi  culty deter-

mining whether a cement brand refers to an 

RMGI, Self-Adhesive or Bonded Resin, so 

we put RMGI in the product name.  

Q: What was the development process like? 

A: We have a very rigorous, customer-

driven product development process. All 

features and design components were 

based on VOC data.

Our challenge was the development 

of a dif ferentiated product that could 

penetrate an established market with two 

leaders who have a history of clinical suc-

cess. We believe we’ve more than met that 

challenge with Nexus RMGI. Our product 

stands up amazingly well when compared 

with current RMGIs, largely because of 

the inclusion of Nexus Technology and 

our dual-adhesive technology.

The clinicians who evaluated our prod-

uct in patients were extremely happy with 

their results. They were surprised by its 

overall ease of use and amazed by how easy 

it was to clean up excess cement. 

Q: What advancements in adhesive tech-

QRORJ\�LQÁ�XHQFHG�50*,"��,Q�ZKDW�ZD\�RU�

to what end?

A: Current RMGI products rely on one 

adhesive mechanism whereas Nexus 

RMGI uses a novel dual-adhesive system 

coupled with an optimized resin matrix 

that delivers signif icantly higher bond 

strength to tooth structures and common 

substrates while enhancing the stability 

and marginal integrity of the restoration.   

Q: What are the key features you are most 

proud of?  

A: One-Peel™ cleanup—Nexus Technol-

ogy’s advanced initiator systems (redox 

and photo) enable an optimal gel state and 

tack cure capability where One Peel excess 

cement removal is possible after waiting for 

gel state or tack-curing.

Outstanding durability—Self-adhe-

sive paste/paste dual adhesive technol-

ogy delivers signif icantly higher bond, 

compressive and f lexural strengths, 

which provide improved durability and 

marginal integrity.

Improved esthetics—BPO-free and 

Amine-free chemistry combines for opti-

mum translucency with exceptional color 

stability.

Q: In what ways will this product make a 

dentist’s life better? 

A:  Our One-Peel cleanup and optional tack 

cure will speed up the cleanup process and 

take all the guesswork out of when to start 

cleaning up excess cement. Improved mar-

ginal integrity and durability will provide a 

longer-lasting restoration.  The enhanced 

esthetics will provide superior blending at 

the margin, which will result in a more nat-

ural and esthetically pleasing restoration.  

The end result will be happier patients and 

in turn, happier dentists.  

I MADE THAT: 

Nexus RMGI
$V�WKH�À�UVW�50*,�DYDLODEOH�ZLWK�DGYDQFHG�1H[XV�7HFKQRORJ\��.HUU·V�1H[XV�50*,�

provides an optimal gel state and 2–3 second tack cure capability to ensure easy 

2QH�3HHO��FOHDQXS�HYHU\�WLPH��7KH�QRYHO�GXDO�DGKHVLYH�V\VWHP�FRXSOHG�ZLWK�DQ�

RSWLPL]HG�UHVLQ�PDWUL[�GHOLYHUV�VLJQLÀ�FDQWO\�KLJKHU�ERQG�VWUHQJWK�WR�WRRWK�VWUXFWXUHV�

and common substrates while enhancing the stability and marginal integrity of the 

UHVWRUDWLRQ��'HOLYHUHG�LQ�D�FRQYHQLHQW�DXWRPL[�V\ULQJH��LW�LV�VDLG�WR�RIIHU�H[FHSWLRQDO�

results.
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kerrdental.com 
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Speed up the cleanup.
With advanced Nexus™ Technology, Kerr Nexus™ RMGI 

provides effortless One-Peel™ excess cement removal, 

2–3 second tack-cure capability, plus outstanding bond 

strength for significantly more durable bonds. That’s why 

Nexus RMGI is the cement of choice for quicker, easier cleanups and consistent, predictable results.

Discover the appeal of One-Peel excess cement removal at KerrDental.com/nexusrmgi

NEW
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DOUBLE TAKE

“With Onset, I can expect 
profound pulpal anesthesia 
within two minutes.”
One clinician’s take on using the Onset chairside buffering technology.

Compiled  by S TA N  G O F F

F
or more than three decades, Dr. Joel Small has prac-

ticed dentistry and has acquired a lot of experience 

administering local anesthetics.  Along the way, the 

clinician at the North Texas Endodontic Associates prac-

tice has treated a number of physicians who would buff er 

their local anesthetic with sodium bicarbonate to make it 

work better. Thanks to Onpharma, he can now see those 

benefi ts in his practice on a regular basis.

When did you fi rst learn about Onset 

and begin using it?

I see many physicians as patients, and for years the anes-

thesiologists that I treated would bring a vial of buff ered 

anesthetic with them to use for treatment. I noticed then 

that the injection was less painful when I used the buff ered 

solution. Drawing the solution from a vial was not practi-

cal on a daily basis, so once I heard that buff ering a dental 

cartridge was possible, I was eager to try it.

What are the product’s best benefi ts?

With Onset, I can expect profound pulpal anesthesia 

within two minutes. This lets me stay in the operatory with 

the patient and get started on the procedure right away. It 

also allows me to quickly determine if additional anesthesia 

will be necessary and I can reanesthetize if needed.

Another important benefit is the comfort of the anes-

thetic injection is signifi cantly better when using Onset.  

There is no initial sting when administering the anesthetic.

What about the response and the ben-

efi ts to the patient? 

Patient benefits include a more comfortable injection, 

faster onset of anesthesia with fewer ancillary injections, 

reduced amounts of anesthetic, and less time spent in the 

dental chair.

Why would you recommend this 

product to a colleague?

As an endodontist, the ability to consistently achieve pro-

found pulpal anesthesia in a lower molar with an irreversible 

pulpitis is considered to be the benchmark against which 

anesthetic solutions and various anesthetic techniques are 

judged. Onset provides that for me, and for a general prac-

titioner it would really make a diff erence with typical restor-

ative procedures where the normal routine is to inject, then 

leave the room to give the anesthetic time to work. Onset 

eliminates that need and saves important production time 

during the day. I have told many of my colleagues that Onset 

is a valuable addition for all procedures requiring rapid, 

profound pulpal anesthesia. 

DR. JOEL SMALL

Plano, Texas

PRACTICING FOR 35 YEARS

Onset® by Onpharma®

Onset chairside buffering technology provides pro-

found anesthesia so fast the dentist can stay with the 

SDWLHQW�DQG�À�QLVK�WKH�SURFHGXUH�ZLWKRXW�HYHU�OHDYLQJ�

the operatory. Using Onset provides more control 

over the practice schedule and can save an hour or 

more of production time per day. By eliminating the 

need to jump between operatories, potential distrac-

WLRQV�DUH�PLQLPL]HG�DQG�RIÀ�FH�VWUHVV�DQG�VFKHGXOH��

uncertainties are reduced. Onset allows the practice 

to treat patients on schedule, even on the busiest 

days. By raising the pH level of the local anesthetic, 

Onset also provides a more comfortable injection, 

GHOLYHULQJ�RSWLPDO�SDWLHQW�FDUH�LQ�D�PXFK�PRUH�HIÀ��

cient and relaxed environment.

Onpharma Inc.

877-336-6738 
onpharma.com 
CIRCLE: RS NO. 68
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G-CEM LinkAce™

SELF-ADHESIVE RESIN CEMENT

A Winning Hand for 
all Indirect Restorations

s��/PTIMAL�3ELF
CURE�-ODE��)NNOVATIVE�INITIATOR�SYSTEM��CHEMICAL	

s��(IGH�"OND�$URABILITY�TO�:IRCONIA�IN�/.%�3TEP��0ROPRIETARY�
PHOSPHATE�MONOMERS

s��%XCEPTIONAL�#OLOR�3TABILITY��6ERY�LOW�WATER�SORPTION��
AND�(%-!
FREE

s��5NSURPASSED�7EAR�2ESISTANCE��3MALL�HOMOGENOUSLY�
DISTRIBUTED�PARTICLES

s��%ASY�%XCESS�#EMENT�2EMOVAL��/NLY��
��SECOND�TACK�CURE

�������������t�XXX�HDBNFSJDB�DPN�t�XXX�HDBNFSJDB�DPN�USBJOJOH�t�ª������($�"NFSJDB�*OD�

p�/PU�SFHJTUFSFE�USBEFNBSL�PG�($�"NFSJDB�*OD��($$�*OUFSOBM�EBUB�PO�GJMF

Interested?  Circle Product Card No. 69



PRODUCT WATCH

DENTALPRODUCTSREPORT.COM | July 201368

DOUBLE TAKE

“...In a generation, trays are going 
to change the face of dentistry.” 
One clinician’s view on the PerioProtect Method® and Perio Trays®.

by A N N A  S A C K S 

A
s a periodontist of 43 years I’m naturally leery. 

I started using this product in 2007 after I’d 

caught wind of it through various journals. I 

thought it might have some potential because it’s got a good 

scientific basis to it, so I decided to give it a try. Now, I think 

this tool is as powerful as the toothbrush, and I think in a 

generation, trays are going to change the face of dentistry. 

In the five years you’ve used 

PerioProtect®, how has it worked out 

for you?

The Perio Tray®  is a fabulous product. I mean it’s not a 

cure-all but it is probably the strongest tool I use in the main-

tenance portion of my practice. As I’ve used it, my use has 

evolved. When I first began to use it I limited it to those 

maintenance patients that I thought were failing, you know, 

excessive bleeding, poor home care, lack of compliance.  As 

time has gone by I’ve changed to the point where it’s now an 

alternative to strict two or three-month recall and it frees up 

the patient a considerable amount in milder cases. I’m even 

beginning to use it now as a way to minimize the amount of 

periodontal surgery I do. 

What was the process of 

incorporating the PerioProtect 

Method® into your practice like?

I thought it went smoothly enough. It took some education 

on my part because at the time my staff was not familiar with 

taking impressions or pouring stone.  Once I determined 

that this was a product I was going to go with and continue 

to use, it was about a six-month process to get it incorpo-

rated. Up until then I had been doing all of these things 

myself, so I broke out of my normal periodontal routine and 

trained my staff, and after about a year things smoothed out. 

Now my staff is very enthusiastic about it and my hygien-

ists are comfortable spotting the patients they think it would 

help as well as explaining it to them. I keep the PerioPro-

tect® website on my business card so we can refer patients 

to it and let them get an idea of what we’re talking about, and 

I think that’s been a useful tool.

What kind of changes have you 

observed since integrating this 

product?

It has minimized the amount of surgery I have to do, and 

quite frankly as a periodontist that has made my life quite a 

bit easier. It’s a whole lot easier to tell a patient I have three 

teeth I need to fix instead of when I was a young dentist 

and none of the medications were available. Back then I 

was doing full mouth surgery after full mouth surgery. It’s 

been a very powerful tool. I can’t say enough nice things 

about this product.

What would you say is its biggest 

benefit?

There many features that are hugely beneficial—mainte-

nance, minimizing surgery, geriatrics—but the absolute 

biggest benefit without a doubt in my mind is it’s one of 

the few tools that helps with controlling bleeding.  Over 

the last 20 years disease after disease has been found to be 

associated with periodontal disease and the bleeding and 

inflammation periodontal disease causes. I think there’s a 

tremendous health benefit associated with Perio Trays® . 

Why would you recommend this 

product to a colleague?

It works and it always works well. It’s a wonderful product. 

It’s not a stand-alone product but if you combine it with the 

other routine things that are used with periodontal disease, 

it’s a tremendous tool. 

BRUCE COCHRANE

PRACTICING 43 YEARS

Perio Tray® by PerioProtect
Used by dentists and periodontists alike, this method is 

FXVWRPL]DEOH�WR�ÀW�WKH�QHHGV�RI�LQGLYLGXDO�SDWLHQWV�ZKR�DUH�

ZRUNLQJ�WR�EDWWOH�ELRÀOP��7KH�PHWKRG�LV�PLQLPDOO\�LQYDVLYH�

WKURXJK�WKH�XVH�RI�WUD\V�FRQWDLQLQJ�FKHPLFDO�WKHUDS\�

PHDQW�WR�EUHDN�XS�ELRÀOP�LQ�WKH�SHULRGRQWDO�SRFNHW�ZKLOH�

WUHDWLQJ�WKH�SRFNHW·V�PLFURELRORJLFDO�HQYLURQPHQW�WR�GHWHU�

IXUWKHU�JURZWK�RI�ELRÀOP�

Perio Protect LLC

877-434-GUMS (4867)  
perioprotect.com
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DOUBLE TAKE

“...it is imperative that we help 
educate our patients in caries 
prevention as well as how the 
disease process occurs.”
A clinician’s view of Caries Management By Risk Assessment, or CAMBRA, by CariFree.

Compiled by A N N A  S A C K S

T
ooth decay is out of control and the dental industry 

is  not okay with that. That’s why knowing about— 

and implementing—Caries Management by Risk 

Assessment (CAMBRA) is critical.  Together, let us learn, 

deliberate, collaborate and come up with reasonable and 

helpful ideas and resources on how to take our practice of 

CAMBRA into the future. 

Why does Rodeo Dental practice 

CAMBRA?

As a group practice that provides comprehensive oral health  

care to several diverse communities, it is imperative that we 

help educate our patients in caries prevention as well as how 

the disease process occurs. The single most eff ective tool in 

conveying this message has been implementing a multifac-

eted CAMBRA system in our offi  ce with the help of CariFree.  

How do you do it?

When a patient arrives in our offi  ce, we use age appropriate 

CRA or Caries Risk Assessment forms. There is a form for 

patients that are 6 months to 2 years old, another form for 

those ages 3-5, and a third form for everyone 6 years and 

up. The CRA form encompasses several questions such as 

dietary habits, oral hygiene, genetic predispositions, medi-

cations, and environmental factors. The staff  will go over 

this with either the patient or the guardian then review it 

once again to ensure a thorough assessment has been made. 

A CariFree swab is then taken on the lingual of the lower 

teeth and placed into a CariScreen Susceptibility Testing 

Meter. After 1 minute a number is shown on the screen that 

correlates to the amount of ATP bioluminescence, which 

identifi es the oral bacterial load. There is a direct relation 

between the bacterial load and risk of decay. Any number 

more than 1500 is considered high risk. This number is 

then entered onto the CRA form and a more accurate risk 

assessment can be made and shared with the patient and/

or guardian.  

What do your patients think?

Patients respond positively to this visual information; the 

CRA form shows the “ATP Number” as well as if your risk 

is in the “red zone.”  

What is the next step in the process?

Once the caries risk has been established we can manage 

that risk via oral hygiene, dietary counseling, as well as 

remineralization with products such as CTx. The patients 

are given a variety of choices of products such as Xylitots, 

varnish, and sodium fl uoride rinses, and are reassessed at 

their recalls to see if there is an improvement in lesion size, 

bacterial load, and overall CR (risk).  

What is the main obstacle?

The one obstacle we have seen is that some patients are hesi-

tant to use the professional products, some prefer they buy 

an over the counter product and practice more vigilance 

with their home care.  

DR. SAAM ZARRABI

Rodeo Dentistry, Texas

PRACTICING FOR 5 YEARS

CAMBRA by CariFree
The Caries Management by Risk Assessment form is a proven 

method of assessing caries and cavity risk while making dental 

treatment and restoration recommendations based on a patient’s 

risk. Born from methods used when assessing risk for heart 

disease, this form replaces the need for a needle and drill test for 

TXDOLÀ�HG�SDWLHQWV�

CariFree 

800-503-0625
CariFree.com 
 CIRCLE: RS NO. 72
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 ABOUT CATAPULT

Catapult is an organization 

that consists of more than 50 

clinicians spread throughout 

Canada and the United States. 

As a company, manufacturers 

pay a fee for their product to 

be evaluated and what we 

deliver are truthful, independent 

answers from surveys that we 

develop with them. We have 

had many products that have 

either had to be altered before 

hitting the market or simply 

never arrived because of our 

openly honest evaluations. 

In this way, Catapult assists 

the manufacturer to avoid 

potentially releasing a faulty 

product, or simply a product 

WKDW�QHHGV�UHÀ�QHPHQW��/DVWO\�

our clients are omnipresent in 

the industry, small to large, no 

favoritism, simply reviewing the 

latest products in our practices.

The excellence and marginal fi t of the defi nitive laboratory restora-

tions can only be as good as the master dies from which they are 

created. The precision of the master impression is something that 

cannot be compromised. 

Marginal detail and tooth structure apical to the restorative mar-

gin are both necessary elements of an acceptable fi nal impression. 

Without precision, the defi nitive restoration is doomed to clinical 

failure. Remember in dental school hearing, “Let’s pour it up and 

see what we’ve got.” If you can’t see the margins in the impression, 

they won’t “magically” appear when the impression is poured. It is 

important for the dentist to have a critical eye and reject all but the 

“perfect” master impression. 

Preparation of the gingival tissues: The Two-

Cord Technique

A two-cord impression technique is used to capture most master 

impressions for full coverage (circumcoronal) and facial veneer 

restorations with both intracrevicular and equicrevicular margins 

(at the free gingival margin). First, a #00 cord soaked in Hemodent 

(Premier USA) is packed around each preparation margin starting 

from the lingual proximal to the facial aspect, then back through 

the remaining proximal area to the lingual aspect. The excess at 

both lingual ends is trimmed, and the ends of the cord are tucked 

into the lingual gingival sulcus so the ends butt against one another. 

Next, a #1 cord is placed on top of the #00 in the same fashion as 

previously described (Fig. 1). The preparation is cleansed with 

AcQuaSeal Dentin Desensitizer (AcQuaMed Technologies) on a 

cotton pledget. When ready, the #1 cord is teased out of the sulcus 

using an explorer, from the facial aspect of each preparation and the 

amount of retraction is evaluated. The impression should capture 

not only the entire restorative margin, but also about 0.5 millimeters 

of the tooth/root surface apical to the margin (Fig. 2). 

If the marginal gingiva adjacent to any restorative margin 

rebounds to contact the tooth/margin, a small piece of a larger 

diameter cord (#2) is placed into the aff ected area for an additional 

minute, and then removed. This should be suffi  cient to create a space 

between the tooth surface and the inner lining of the gingival sulcus. 

The goal of retraction is to “create a moat (space in which to inject 

light bodied impression material) around the castle (tooth prepara-

tion).” To capture a precision impression, light bodied impression 

material should be injected not only around the prepared teeth (Fig. 

3), but also over all occlusal and incisal surfaces so the stone models 

can be accurately articulated (Fig. 4). The impression tray with the 

heavy bodied impression material is then placed in the mouth (Fig. 5)

for the appropriate time based on manufacturers’ recommendations. 

When inspecting the master impression, all preparation mar-

gins should be readily visible and a cuff  of impression material must 

appear around all marginal areas (Fig. 6). This will help to ensure 

proper marginal trimming of dies by the laboratory and correct 

restorative emergence profi les.

The role of the impression tray

The role of the impression tray is to deliver the impression mate-

rial to the oral cavity and support it while it sets around the teeth. 

T-LOC™ TRIPLE TRAY® 

With a patented adhesive-free design, the  retention tracks 

mechanically lock in material, eliminating the need for offensive 

smelling, volatile and expensive adhesives. Users save both 

time and money. Said to deliver easier handling, the tray features 

large, ergonomic handles to simplify loading of the tray, enable 

easy transfer between assistant and dentist, and facilitate tray 

insertion and removal from the mouth. Additionally, the tray features 

accurate bite and greater rigidity in posterior due to the use of a 

new, novel polymer. The Premier® Triple Tray® is proven accurate 

as it simultaneously captures master impression, counter and bite 

registration.

��������������35(086$�&20�

CIRCLE: RS NO. 74

Premier Dental’s T-LOC Triple Tray 
The Catapult Group reviews this adhesive-free dual-arch impression tray.

by D R .  R O B E R T  A .  L O W E ,  FA G D ,  F I C D ,  FA D I ,  FA C D ,  F I A D F E ,  FA S D A ,  D I P L O M A T E ,  A M E R I C A N  B O A R D  O F  A E S T H E T I C  D E N T I S T R Y

SCAN:
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PRODUCT WATCH
BENCHMARK

“Triple Tray,” “Double Bite,” or “Quad Bite” types of trays 

are designed to capture the prepared arch, the opposing 

arch, and the bite registration in one impression and can be 

used for one or two unit cases when there is a centric holding 

stop both mesial and distal to the prepared area. An example 

of this type of tray is T-LOCTM Triple Tray® from Premier 

Dental Products. According to the manufacturer, some of 

the features of this tray include:

r�6MUSB�UIJO�XFCCJOH�FOTVSFT�BDDVSBUF�CJUF�SFHJTUSBUJPO�CZ�

allowing precise interdigitation of the opposing teeth.

r�1BUFOUFE�SFUFOUJPO�USBDLT�MPDL�JO�UIF�JNQSFTTJPO�NBUFSJBM�

for accuracy without the use of adhesives.

r�-BSHF
�FSHPOPNJD�IBOEMFT�BMMPX�GPS�FBTZ�USBOTGFS�

between the assistant and dentist.

r�#FJOH�EJTQPTBCMF
�5�-0$�USBZT�BSF�BTFQUJD��5IFSF�JT�OP�

cleaning or sterilizing involved in use.

Catapult Group evaluation

Premier’s new 3/4 Arch T-LOC tray received a very good evalu-

ation and is a nice addition to the anterior and posterior T-LOC 

tray family. The group uses a very wide variety of impression 

material systems but had good results across those systems. 

More than 70% of the group would recommend this tray in 

their lectures for at least some impression procedures.

The tray received very high marks for its ease of use, speed 

of use and relative rigidity. Having said that the only caveats 

to full recommendation were some reservations that were 

expressed about the consistent accuracy of the tray and how 

“spring back” might lead to less than optimal results. Of 

course this concern would be inherent in almost any double 

arch tray system and likely could only be addressed with a 

custom or metal single arch tray technique.

Some of the evaluator comments included:

r�i$PNGPSUBCMF�GPS�UIF�QBUJFOUu

r��i7FSZ�TJNQMF�UP�VTF
�RVJUF�TUBCMFu

r��i5IF�QMBTUJD�PG�UIF�USBZT�XBT�TUVSEZ�FOPVHI�UP�ZJFME�BDDVSBUF�

impressions and easy to use.”

r�i#FUUFS�PDDMVTJPOu

r��i(PPE�SJHJEJUZ�BOE�IJHIFS�TJEFT�GPS�NPSF�EFQUI�PG�NBUFSJBMu

Clinical situations to use T-LOC 3⁄4 Arch 

Anterior Trays

r�4JOHMF�VOJU�QPTUFSJPS�DSPXOT

r�4NBMMFS�BOUFSJPS�DBTFT�XIFSF�ZPV�OFFE�NPSF�QPTUFSJPS�

occlusion but full arch not required

r�"EKBDFOU�TJOHMF�VOJUT

r�$�#���JNQMBOU�JNQSFTTJPOT

Conclusion: 100% or 0%

There is no “almost” in taking the perfect master impression. 

Control of the gingival tissues through precise provisional-

ization, proper tissue retraction, and use of a quality impres-

sion tray will ensure repeatable excellence in this most critical 

step of dental reconstruction. 

Fig. 1 The #00 cord (UltraPak: 

Ultradent) is placed in the 

gingival sulcus using a PFI 

A-6 (Hu-Friedy) followed 

by a #1 cord at the level of 

the restorative margin.

1

4

2

5

3

6

Fig. 2 “Ring around the 

collar” (360 degree 

sulcular patency) is visible 

from the incisal view.

Fig. 3 Inject the light bodied 

impression material ahead 

of the mixing tip as you 

move around the margin 

of the preparation.

Fig. 4 Inject all occlusal 

surfaces adjacent to the 

prepared tooth as well 

as the opposing occlusal 

surfaces to ensure 

accuracy of the articulated 

models after pour up.

Fig. 5 The tray  is placed over 

the prepared arch and the 

patient is instructed to close 

into the centric occlusion/

relation position, capturing 

the prepared arch, the 

opposing arch, and the bite 

registration in one impression.

Fig. 6 A perfect completed 

impression of the prepared 

tooth, restorative margin, and 

0.5 millimeters of tooth or root 

surface apical to the margin 

is captured to ensure a good 

fit and proper emergence 

profile when constructing 

the definitive restoration.

� Three Intensity Programs

� Preset Curing Times of 5, 10, 20,

   30, 40 and 50 seconds

� Works Cordless or Corded

� Wavelength 456 nm

��������PZ�FPò�RI�3RZHU

��/L�LRQ�5HFKDUJHDEOH�%DWWHU\

����PP�7XUER�$XWRFODYDEOH�3UREH

����<HDU�:DUUDQW\

0HJD�/LJKW�3OXV
(5 Second Curing)

$650(MSRP: $820)

� Three Mode Programs

��3RZHU�2XWSXW�6HWWLQJV����:�

   7W, 5W and 3W

� Works Cordless or Corded

��8S�WR�������PZ�FPò

��:DYHOHQJWK�����������QP

��/LWKLXP�5HFKDUJHDEOH�%DWWHU\

����PP�$XWRFODYDEOH�3UREH

����<HDU�:DUUDQW\

Mega�/LJKt�7XUER
(3 Second Curing)

1 @ $245
2 @ $440

Helping to Create Beautiful Smiles Over 20 Years

A dedicated American 
Dental Equipment Manufacturer 

for over 20 years.

T: (813) 909-9005 

 sales@dbidental.com

Web: www.dbidental.com

 1.800.884.3507

NEW

Mega Lights 
Cordless LED Curing Lights

Interested?  Circle Product Card No. 75
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You’ve wondered if a 45° electric would ever be possible … 
NSK made it happen!
Introducing the Ti-Max Z45L … the world’s fi rst 45° electric. 
Now you can have the speed, power and torque to quickly 
section a tooth. Quiet operation for patient comfort. An awesome 
45° angled head for effortless access to molars – and more. 

s��4HE�WORLD�S�l�RST��
WAY�SPRAY�FUNCTION�n�JET�SPRAY�
or mist – for a wide range of procedures

s�.3+�S�PATENTED�#LEAN�(EAD�4ECHNOLOGY

s��Lightweight, durable solid 
titanium body 100%

of all handpiece 
components are 
manufactured 

in-house.
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electric.
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PRACTICAL ADVICE | RESEARCH | TECHNIQUES | DELIVERED FROM EVERY ANGLE

CLINICAL

360°

July 2013 |  DENTALPRODUCTSREPORT.COM 75

PHOTO: KEITH BROFSKY / GETTY  IMAGES

“ This is a very powerful 
tool both for education 
and production.”

PROOF THAT 
SEEING IS 
BELIEVING
SHOWING PATIENTS WHAT’S 
GOING ON IN THEIR MOUTHS 
MEANS BETTER EDUCATION AND 
IMPROVED CASE ACCEPTANCE. 
That’s why it’s so important to use intraoral cameras in 

your practice—and to use them with every new patient. 

Dr. Sheri Doniger shares what she loves most about 

the Air Techniques Polaris intraoral camera and how it 

helped improve case acceptance in her practice. 

82

Technique

PERFORM 
DUAL LAYERED 
DIRECT BONDED 
SMILE REHAB

A s tep-by-step of 

Tokuyama’s  Estelite 

Omega Composite.

Tech Brief

3M ESPE’S 
SOF-LEX

A closer look at these 

QHZ�VSLUDO�À�QLVKLQJ�

and polishing wheels.

Team Approach

BETTER 
ISOLATION 
FOR BETTER 
DENTISTRY

A dental assistant’s 

take on the Isolite 

Systems Dental 

Isolation. 

838078

MORE PRODUCTS TO HELP PROVIDE OPTIMAL PATIENT CARE…
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ADVERTORIAL

Making prevention a priority

Every patient who walks in to 

Marietta Smiles is treated like 

a house guest. 

They’re never left waiting 

wondering what to do next, 

or wondering what their treat-

ment options are. The team 

makes sure they’re comfort-

able from the time they walk in 

to the practice until they leave. 

The reception area is warm 

and welcoming, and the private 

operatories are equipped with 

comfortable patient seating, 

TVs and the most up-to-date 

technology proven to improve 

patient care—all the little extras 

that help patients relax during 

their appointment time. 

These elements are critical to 

providing the best patient care 

possible, which is what matters 

most to Dr. Julian Campbell, 

Dr. Tony Nunez  and the team 

at Marietta Smiles. The atmo-

sphere and technology help 

patients feel more comfortable, 

which in turn makes them more 

likely to come back for routine 

preventive recall appointments 

as well as for any necessary or 

elective work. The products they 

offer, from the high tech to the 

preventive, reflect the practice’s  

philosophy, which centers on 

prevention, top notch customer 

service and high-quality dental 

care that extends beyond the 

appointment time. 

A new partnership  

In 2005, Dr. Nunez was look-

ing to grow his solo practice and 

Dr. Campbell was searching for 

a new partner, someone who 

could work more hours than 

his current partner and who 

shared his same philosophy of 

care. That’s why Drs. Campbell 

and Nunez merged practices, 

creating an office that offered 

six operatories and a level of 

service patients couldn’t help 

but appreciate. 

By 2008 they needed more 

space and appointment times 

for their 5,000 patients, and 

decided it was time to move 

their growing practice to a big-

ger office. This gave them the 

opportunity to not only expand 

their practice, but to customize 

their 10 operatories to highlight 

their technology—including 

CAD/CAM, digital impres-

sions and digital x-rays—as 

well as to design the office in a 

way to make their patients feel 

as comfortable as possible. 

Catching problems 

before they happen

Between the two of them, 

there’s always a dentist avail-

able to see patients, whether it’s 

during an emergency situation 

or a routine, prevention focused 

appointment. Both doctors 

realize dentistry isn’t all reac-

tionary and ensure preventive 

care is a top priority.

“We try to intercept prob-

lems with our patients,” Dr. 

Nunez said. “Not only react to 

the problems that they’re hav-

ing but we try to make recom-

mendations that will benef it 

them in preventing problems 

we foresee for them in the 

future. Problems with gingi-

vitis becoming periodontitis, 

early carious lesions becoming 

bigger cavities and becoming a 

bigger problem. We try to rec-

ommend products or dispense 

products that will help prevent 

future problems.”

Both doctors and the team 

have a g reat sy nerg y, Dr. 

Campbell said, which is so 

important in a multi doctor 

practice. Patients have noticed 

and rewarded them with loyalty 

as well as referrals. 

“The practice is growing. 

It’s thriving. We have a lot of 

patients from every walk of 

life,” Dr. Campbell said. “We 

see kids as young as 2 and adults 

For the team at Marietta Smiles, 

prevention is key to providing optimal 

care. They want to provide the best 

customer service and patient experience 

possible while the patient is in the 

office, but for optimal results, they know 

that care has to continue once the 

patient is home. 3M ESPE preventive 

products help them offer that level of 

care, in the practice and beyond.

by R E N E E  K N I G H T

DR. JULIAN CAMPBELL

partnered with Dr. Tony Nunez 

in 2005 to form Marietta Smiles 

in Marietta, Ga. They moved to 

a new practice in 2008 where 

they serve 5,000 patients in 10 

operatories. 

DR. TONY NUNEZ

Focus on prevention The team members at Marietta Smiles don’t scold their patients or make them feel bad 

for missing appointments. Rather, they educate them about the importance of prevention and encourage them 

to do what’s best for their oral health. Prevention and customer service are both priorities at Marietta Smiles. 

Patients come first
Patient comfort and customer service are key focuses at Marietta Smiles and prod-

ucts like 3M ESPE’s Vanish™ 5% Sodium Fluoride White Varnish and Clinpro™ 5000 1.1% 

Sodium Fluoride Anti-Cavity Toothpaste help them provide the best care possible. PHOTOS: DAN SAWYER
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as old as 98. We don’t really try 

to focus on one type of patient. 

We just believe in taking care of 

whoever will allow us to take 

care of them. ”

Products matter

All that comes into play when it’s 

time to make a product decision 

for the practice. Drs. Campbell 

and Nunez spend time research-

ing a product, talking to col-

leagues and reading journals, 

before they make a move. They 

also consider staff input and 

know how important it is for team 

members to be on board with any 

new product decisions. And, of 

course, they want to know what 

the patients think. 

“The patient benefi ts always 

comes fi rst and foremost,” Dr. 

Nunez said. “Is this something 

that will make our patients 

more comfortable, let us treat 

them more effectively and in 

less time. And then of course 

we look at the fi nancial aspects. 

ROI. The things you have to 

look at. But the goal is f irst to 

look at a product and see how 

it benefits our patients, their 

experience and their health.”

The right varnish

All those factors went into 

choosi ng a  v a r n i sh.  T he 

hygienists at Marietta Smiles 

use 3M ESPE’s Vanish™ 5% 

Sodium Fluoride White Var-

nish. Nancy DeMott, RDH, 

and the two other hygienists 

have tried many diff erent fl uo-

ride treatments over the years, 

but f ind that Vanish varnish 

works the best for their patients. 

“The application process 

is simple and the f lavors are 

good. We use Vanish varnish 

exclusively now,” she said. “We 

also use it with perio patients, 

anybody with sensitivity or root 

exposure.”

Dr. Nunez f inds Vanish 

varnish superior to the foam 

gels they’ve used in the past, 

and likes the fact that it gives 

patients a higher dosage of 

fl uoride. 

“Vanish varnish has been 

really great because it’s very 

easy for the hygienist to apply 

it and it’s very quick for the 

patients so they don’t have to 

sit for a long time like with the 

f luoride foam. They’d have to 

sit for a minute or so with this 

uncomfortable foam in their 

mouth,” Dr. Nunez said. “Now, 

we can apply the varnish very 

quickly and that varnish stays 

on the teeth longer. It releases 

f luoride longer so it’s helping 

the patient in that way. They’re 

getting that extra fl uoride dos-

age for a longer period of time.”

The varnish also contains 

Tri-Calcium phosphate and 

gives sustained release of f luo-

ride and calcium that keeps the 

teeth from having problems 

down the road, Dr. Campbell 

said, such as a cavity forming 

around the root surface from 

lack of proper mineralization or 

under dental restorations. It has 

the ability to penetrate diffi  cult 

to reach surfaces and provides a 

sustained defense.

“We apply the Vanish var-

nish to the teeth at their recalls. 

When they come in for their  

cleanings and we don’t see the 

cavity, that’s a big success for 

our practice,” he said. “The 

best dentistry is no dentistry. 

We believe in preventive den-

tistry such as using this at their 

typical recall visits and then  

allowing patients to see their 

x-rays and to see that the little 

dark spot that was once a  small 

cavity has been remineralized 

and no longer needs further 

intervention such as a fi lling.”

The importance 

of home care 

Patient care doesn’t end after 

the appointment is over; home 

care is just as important to keep 

patients in optimal health. 

DeMott bega n g iv ing 3M 

ESPE’s Clinpro™ 5000 1.1% 

Sodium Fluoride Anti-Cavity 

Toothpaste as part of a home 

care kit for patients with peri-

odontal disease. 

She wanted to include some-

thing simple that wouldn’t add 

to the patients’ home care regi-

men, because she knows extra 

steps makes it less likely for 

patients to comply. So patients 

get the varnish in the practice, 

and continue treatment at home 

with Clinpro 5000 toothpaste—

products Dr. Nunez describes 

as the two most important in 

their practice for prevention. 

“The f luoride in the tooth-

paste also helps them with the 

sensitivity they’re experiencing 

because of recession,” he said. 

“We decided to increase the 

implementation of the tooth-

paste with our patients who 

had moderate to high risk for 

dental caries and we’re fi nding 

that we’re getting good results 

with remineralization of smaller 

carious lesions. We’re seeing 

remineralization or arresting 

of those lesions over a period 

of time.”

Patients love it

Patients are much more likely 

to comply with Clinpro 5000 

toothpaste than anyth ing 

DeMott has used before, and 

that’s getting them the results 

they need to improve their oral 

health. Patients use it as their 

toothpaste, so they don’t have 

to add a step to their home care 

routine, it tastes great and it 

delivers results. Once patients 

see those results, they want to 

use it even more and even ask 

DeMott about stocking up dur-

ing their appointments. 

“Clinpro 5000 toothpaste 

helps with our treatment of peri-

odontal disease, caries, and mal-

occlusion factors like abfractions 

and gingival recession resulting 

in sensitivity,” she said. “We need 

help when we’re working with 

patients. We can fi x things all day 

long but if they’re not doing things 

at home to protect it, it doesn’t 

matter. They can put thousands 

of dollars into their mouth but if 

they don’t take care of it it’s going 

to fail. That’s why we try to give 

them a tool to continue that home 

care part of it along with what we 

do in the offi  ce.”

Make the investment 

The team at Marietta Smiles 

has come to trust 3M ESPE 

and use many of the company’s 

products throughout the prac-

tice, including the PerioMed™ 

0.63% Stannous Fluoride Oral 

Rinse and the Just for Kids™ 

0.4% Stannous Fluoride Brush-

on Gel for children at high risk 

for caries. 3M ESPE products 

help them provide the type 

of care their patients deserve, 

and fits in perfectly with their 

philosophy of care that focuses 

on prevention and high-quality 

customer service. 

“Any practice that incorpo-

rates these products is going 

to see better results clinically. 

Hygienists are going to enjoy 

using the varnish application 

technique and seeing the results 

they get and patients are going 

to appreciate the extra care that 

they’ll get by using Clinpro 

5000 toothpaste at home,” Dr. 

Nunez said. “They’ll appreci-

ate the fact that we are caring 

beyond the appointment. We 

want them to know that we’re 

invested in good results for 

them clinically. We want them 

to share in the process at home. 

We’re caring for them beyond 

the appointment and ultimately 

want to improve their health 

long term.”

Don’t just read 
about it—watch! 
Go to 
dentalproducts 
report.com/dental/
marietta-smiles. 

ADVERTORIAL

“We’re caring for them 
beyond the appointment 
and ultimately want to 
improve their health long 
term. ”
-Dr. Tony Nunez 

A superior varnish Vanish varnish works better than other foams, gels 

or varnish products for both patients and hygienists at Marietta Smiles.  
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SCAN: 

ESTELITE OMEGA FEATURES

 � 6SHFLÀ�FDOO\�GHVLJQHG�IRU�SRO\FKURPDWLF�UHVWRUDWLRQV��OD\HULQJ�

 � 2SWLPDO�HVWKHWLFV��E\�FXVWRPL]LQJ�KXH��YDOXH�DQG�FKURPD

 � 6LPSOH�V\VWHP�ZLWK�RQO\����VKDGHV

Tokuyama
 tokuyama-us.com  877-378-3548 

CIRCLE: RS NO. 78

Until recently, Tokuyama’s staple prod-

uct, Estelite Sigma Quick, has been my 

“go-to” for delicate assignments such as 

converting a peg lateral incisor to a full 

sized tooth without being noticed. Most 

recently, Tokuyama has collaborated 

with Dr. Newton Fahl, Jr. in developing 

an expanded composite system based on 

the Estelite family of composites, called 

Estelite Omega. 

While Estelite Omega handles and pol-

ishes similarly to Estelite Sigma Quick it 

features an expanded and enhanced 

sha de set that empowers the dentist to 

recreate nature. The visual similarities 

to actual enamel and dentin need to be 

seen to be appreciated. Shades include 

three dentin shades (DA1, DA2, DA3); 

four body enamel shades (EA1, EA2, 

EA3 and EB1—the nomenclature makes 

it obvious); two enamel effect shades 

(Trans and Milky white); and two bleach 

shades (BL1 and BL2), for a total of 11 

shades. Tokuyama also off ers the Estelite 

Color Kit to complement the composite 

system. It features f lowable paint-on 

colors and opaquers for those wishing 

to characterize beneath the surface of 

the enamel eff ect layers. Estelite Omega 

takes a distinctly diff erent approach to its 

shade guide. The operator is provided 

with blank shade tab handles and a mold 

for both the enamel and dentin shades 

with which to fabricate a working shade 

guide from the composite contained in 

the Omega kit (Fig. 1).

PERFORM A 
DUAL LAYERED 
DIRECT BONDED 
SMILE REHAB
A case study using Tokuyama’s 

Estelite Omega Composite.

by M A R T I N  B .  G O L D S T E I N   D M D , FA G D

Information provided by Tokuya ma. 

AT A 
GLANCE

1. Chairside fabricated 

shade guide using Estelite 

Omega enamel shade EB1

2. Pre-op relaxed 

smile view of the 

patient’s dentition

3. Pre-op anterior 

retracted

4. Pre-op close 

up demonstrating 

damaged enamel and 

surface blemishes

5. Conservative tooth 

preparation using Alpen 

diamond 856L-014

6. Brasseler diamond 

VWULSV�XVHG�WR�À�QLVK�

interproximal preparation

7. Close-up view of 

À�QLVKHG�SUHSDUDWLRQV

Case report

This case presentation is a prototypical 

canine to canine rehab with a bicuspid 

bonding added on tooth No. 12. Tooth 

No. 5 had previously been crowned and 

was thus left out of the mix. The patient’s 

smile suff ered in appearance owing to the 

eff ects of bruxism, blemishes left by sur-

face caries and a less than desirable yellow 

coloration (Figs. 2-4).

STEP

01

Because the patient’s denti-

tion was structurally intact 

and its shade wasn’t far from 

where we desired it to be, I elected to 

use a Type 1 layering approach 

involving just two shades from the 

Omega kit; the Body Enamel shade 

EB1 and the Milky White Enamel 

Effect shade as a “top-cover.” This 

approach necessitated the least amount of 

tooth structure removal and managed to 

pop the color up enough to subtly brighten 

the patient’s smile.  

Estelite Omega lends itself to what 

I call “speed-bonding.” Speed bond-

ing refers to applying a bulk amount of 

composite to the tooth surface such that 

the entire tooth form is created from a 

single application of the primary shade 
5

1

2

3

4

6
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of composite. The shape created 

is subsequently cut back for the 

addition of whatever top coat will 

be applied. The advantage to this 

approach, aside from the speed, 

is the absence of seams often 

observed with multiple compos-

ite applications. Estelite Omega, 

while certainly sculptable, pos-

sesses a self-leveling and some-

what creamy 

consistency 

that allows 

it to easi ly 

“drape” 

i t se l f  over 

tooth struc-

ture. This 

self- leveling 

characteristic requires only that the 

curing light be kept handy to capture 

one’s quickly created anatomy. 

STEP

02

Figs. 5-7 demonstrate the con-

servative nature of the tooth 

preparation employed. The 

majority of the preparation was accom-

plished using an Alpen 856L-014 course 

diamond point and fine Brasseler inter-

proximal diamond finishing strips.

STEP

03

Subsequently, each 

tooth is isolated either 

with mylar strips or 

plumber’s tape, (whichever 

seems to work better for the 

contacts at hand) phosphoric 

etch is applied for 15 seconds, 

rinsed, dried and then coated 

with Tokuyama’s Bond Force 

bonding agent and rubbed in 

for 20 seconds (Fig. 8). 

STEP

04

Following light curing 

of the bonding resin, 

the Body Enamel EB1 

is applied in bulk to the tooth surface and 

buttered to shape with Clinician’s Choice 

Esthetic Contouring Instrument (gold 

grip) having been lightly dipped in an 

unfilled resin intended to lubricate the 

sculpting surface. This instrument pos-

sesses just the right amount of f lex to 

enhance the sculpting process.

STEP

05

Fig. 9 demonstrates the bulk 

build out in tooth No. 6 while 

Fig. 10 demonstrates the labial 

cutback on the facial incisal third of the 

tooth surface. In Fig. 11, the Milky White 

Enamel Effect shade has been applied to 

the cutback surface, which has been 

lightly pre-coated and blown thin with an 

unf illed resin. The presence of the 

unfilled resin reduces the possibility of a 

8. Application of 

Tokuyama Bond Force 

bonding agent

9. Bulk application of 

Estelite Omega EB1 

aka “speed bonding” 

using plumber’s 

tape as separator

10. Cutback of bulk 

placed EB1

11. Application of Estelite 

Omega Milky White 

Enamel effect composite

12. Disc polishing of 

newly placed set of 

composite veneers

13. Newly created 

smile using Estelite 

Omega composite

14. Final portrait of patient

visible seam between the two composite 

materials. The Milky White enamel is 

then spread, buttered and blended with 

the previously placed EB1 composite.

STEP

06

Fig. 12 features the applied set of 

composite veneers having gone 

through a finishing sequence that 

included 8 and 16 bladed composite fin-

ishing carbides from Alpen and compos-

ite finishing discs from Brasseler (coarse, 

medium and fine.) Certainly a host of 

composite finishing tools can be used to 

contour the anatomy to one’s liking. The 

disc polishing sequence, however, seems 

to be the essential ingredient when seek-

ing Estelite Omega’s glass-like shine. 

STEP

07

Figs. 13 and 14 demonstrate the 

completed case. The patient and 

his mom were delighted. Prior to 

dismissal the patient was provided with a 

chairside fabricated nightguard and 

instructed to wear it every night if he 

wished to preserve his new smile. (Night-

guard fabrication can be viewed on You-

Tube by searching “Temp Tab Night 

Guard 3” or going to: http://youtu.be/

t9wL30b9WRY)

Closing thought

Like most dentists, I stock and use 

several brands of composite, having 

my favorites for different situations. 

Sometimes strength is the goal. Other 

times I may be more concerned with 

quickly covering up unsightly or dam-

aged areas with a mono-shade approach 

needing one robust resin to do all of the 

work. We all understand that differ-

ent resins have different shading and 

opacity characteristics that must be 

matched to the task at hand. Having 

a tool like the Estelite Omega system 

simply expands the range of what we 

can offer to patients when esthetics is 

the ultimate goal. I encourage you to 

take a close look at this unique and well 

thought out composite resin system 

from Tokuyama.  ●

ABOUT THE AUTHOR

'U��*ROGVWHLQ�LV�D�IHOORZ�RI�WKH�
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APPLYING

TECH BRIEF

ARE YOU READY 
TO APPLY THIS 
TECHNOLOGY IN 
YOUR PRACTICE?

SOF-LEX™ 
SPIRAL 
FINISHING 
AND 
POLISHING 
WHEELS 
in your practice

Compiled by R E N E E  K N I G H T

Information provided by 3M ESPE.

Sof-Lex™ Spiral Finishing and Polishing 

Wheels from 3M ESPE provide a new 

ZD\�WR�SXW�WKH�À�QDO�QDWXUDO�ORRNLQJ�JORVV�

on restorations. With an advanced spiral 

shape that adapts to all tooth surfaces, 

6RI�/H[�À�QLVKLQJ�DQG�SROLVKLQJ�ZKHHOV�

give dentists a versatile and simple alter-

native to traditional points, cups, discs 

and brushes.

FLEXIBLE FINGERS: These new 

À�QLVKLQJ�DQG�SROLVKLQJ�ZKHHOV�DUH�

GHVLJQHG�ZLWK�Á�H[LEOH�VSLUDO�´À�QJHUVμ�

that adapt to all anterior and posterior 

VXUIDFHV��7KH�À�QJHUV�RI�WKH�VSLUDO�

wheels conform to convex and concave 

surfaces as they move across the res-

toration, so there is no need to switch 

VKDSHV�GXULQJ�WKH�SURFHGXUH�WR�À�W�YDUL�

ous contours. 

ABRASIVE PARTICLES: The tech-

nology behind the product embeds 

abrasive particles throughout the Sof-

/H[�6SLUDO�:KHHOV��VR�HIIHFWLYH�À�QLVKLQJ�

and polishing can be achieved from any 

side—top, bottom or edge. With just 

one shape, and with no water cooling 

QHFHVVDU\��GHQWLVWV�FDQ�TXLFNO\�DFKLHYH�

D�OLIHOLNH�OXVWHU�IURP�DQ\�DQJOH��

SIMPLE, TWO-STEP SYSTEM: The 

single-use spiral wheels have a simple 

WZR�VWHS�V\VWHP��'HQWLVWV�À�UVW�XVH�WKH�

À�QH�6RI�/H[��6SLUDO�)LQLVKLQJ�:KHHO�WR�

remove minor scratches and prepare 

the surface for high gloss polishing. 

7KHQ��WKH�VXSHUÀ�QH�6RI�/H[��6SLUDO�

Polishing Wheel is used to complete 

the procedure, creating a smooth, high-

JORVV��QDWXUDO�ORRNLQJ�VXUIDFH��

ADDED PLUS: Sof-Lex spiral wheels 

are well suited for use with compos-

LWHV�VXFK�DV�)LOWHN��6XSUHPH�8OWUD�

Universal Restorative from 3M ESPE, 

UHVLQ�PRGLÀ�HG�JODVV�LRQRPHUV��ELVDFU\OLF�

temporary materials, and precious and 

semi-precious metal

3M ESPE
3MESPE.com/SofLex 

800-634-2249
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ARE YOU READY 
TO APPLY THIS 
TECHNOLOGY IN 
YOUR PRACTICE?

APPLYING

DELDENT 
JET 
POLISHER 
2000
in your practice

Compiled by R E N E E  K N I G H T

Information provided by Johnson-

Promident.

The Deldent JetPolisher 2000 is said to 

be the only polishing unit that is harm-

less to titanium implant surfaces and 

has been cleared by the FDA for implant 

maintenance (for cleaning around 

implants under dentures).  

PATENTED POLISHING: The 

JetPolisher 2000 features Deldent’s 

patented H.S.T. Polishing System. This 

system mixes air, water and sodium 

bicarbonate powder together within 

a single nozzle to produce a homog-

enous stream, unlike other airpolishing 

systems in which there are separate 

nozzles for water and powder streams. 

7KH�EHQHÀ�WV�RI�WKH�+�6�7��3ROLVKLQJ�

System are numerous, including: the 

prevention of nozzle clogging, a more 

HIÀ�FLHQW�SROLVKLQJ�VWUHDP�VR�OHVV�DLU�

pressure is needed, and a gentler 

polishing action because the sodium 

bicarbonate particles begin to soften 

within the spray head.   

IT’S PORTABLE: The polisher is 

completely portable and can be moved 

easily from room to room. It does not 

require installation but connects directly 

to existing handpiece tubing and uses 

the existing dental unit’s foot pedal.  

LIGHTWEIGHT AND ERGO-

NOMIC: The lightweight handpiece is 

ergonomic and easy on the wrist with 

a large powder reservoir located in the 

unit instead of the handpiece. 

ECONOMICAL PRICE POINT: The 

JetPolisher 2000 reportedly costs about 

half as much as standard countertop 

polishers.

Johnson-Promident
johnsonpromident.com 
845-589-0210
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THE TEAM

In addition to our regular 

panel, guest contributors 

will also share their insights 

from time to time.

Better education, increased 
case acceptance
One clinician’s take on the Polaris intraoral camera 

from Air Techniques. 

by D R .  S H E R I  B .  D O N I G E R

DR. SHERI DONIGER

Dr. Sheri B. Doniger is a 

leading dental clinician, 

author, educator, 

and consultant. An 

avid researcher, Dr. 

Doniger has authored 

numerous articles 

on topics ranging from 

periodontal disease to effective 

communications, and has 

presented many lectures with 

an ongoing focus on health, 

wellness, productivity and 

women in the dental industry.

TINA CALLOWAY, CDA

In 17 years as a full-time 

dental assistant Tina 

Calloway, CDA, has 

served as President of 

the Piedmont Dental 

Assistant Society and 

as a clinical assisting 

coach. She is a member of the 

North Carolina Dental Assistant 

Association, the American Dental 

Assistants Association and 

AACD Team Advisory Council.

LIZ NIES, RDH

Liz Nies, RDH,  EA, 

AS, is a graduate of 

Fones at the University 

of Bridgeport, class 

of 1984 and has been 

practicing dental 

hygiene for 29 years. 

Currently she is working 

clinically 4 days a week and 

consulting on assisted hygiene 

implementation and is a 

HygieneFusion coach.

The Air Techniques Polaris® Intraoral 

Camera has been an invaluable addition 

to our offi  ce’s dental world. It has been 

amazing for education and production.  

Let me preface this discussion by say-

ing I am not a techno-person. I own my 

usual “I-” products that have made their 

way into my life, but, as far as the offi  ce is 

concerned, I have only a few things, aside 

from my practice management software.  

The Polaris is one of them, and it is the best 

thing that happened to our bottom line.

A powerful tool

The idea of the intraoral camera is to 

show patients what they have before 

starting any dental procedures. This is 

a very powerful tool both for education 

and production. For every new patient, 

in addition to the usual diagnostics, 

we do a tour of their mouths with the 

Polaris, taking pictures, most notably, 

of the defective historic restorations and 

any existing periodontal pathology.  

One great picture that always gets a 

response is the lingual anterior depict-

ing calculus collection. The patient’s 

fi rst response usually is “I can’t believe 

you look at that all day long,” then he or 

she gets to, “I really need to fl oss more.”  

Seeing is believing

When you show patients a picture of 

their existing conditions they under-

stand the need to replace faulty restora-

tions. The gap between the tooth and a 

historic amalgam is more easily demon-

strated with the Polaris, than, say, the 

usual two mirror technique. Having 

patients actually see the gap as opposed 

to trying to arrange the mirror in their 

hand to the mouth mirror in our hand is 

much simpler and more eff ective.  

It’s easy to use

The Polaris intraoral camera is simple.  

Mine is installed on a laptop in the opera-

tory. We do not have any fancier system. 

 Once I am fi nished with my tour of 

the mouth, I sit down in the dental assis-

tant’s chair and show patients my fi nd-

ings. Along with radiographs, the power 

of the camera intensifi es the diagnosis, 

as patients can see problems in their own 

mouths. The camera wand is lightweight 

and ergonomic. It plugs into a USB port 

on my laptop and is easily moved away 

when we are fi nished. Some clinicians 

will mount the handpiece as a tray 

attachment. Sheaths are provided for 

infection control.  

Patients love it

The best part:  if you do not like the pic-

ture you took, just like a digital camera, 

you simply delete it (or don’t save it) and 

start again. You are in control of your 

own personal patient education forum. 

The camera’s 120° button ring makes 

it easy to freeze, unfreeze and capture 

images with one finger. Additionally, 

we revisit issues at recare appointments, 

using the “before” and “after,” especially 

for patients with periodontal issues. So, 

more education. Our patients love this 

for many reasons. First, it shows our prac-

tice is technologically advanced. It gives 

patients something to talk about when 

they are referring our office. Second, 

although some say they don’t want to see 

anything, mostly all our patients appreci-

ate the pictures and say it is not too much 

information but good information.

Increased case 

acceptance

In this economy, we are all trying to 

increase our production with dentistry 

that truly does need to be done, and 

using the Polaris intraoral camera has 

been a great asset. We have definitely 

seen treatment plan acceptance increase.  

The Polaris intraoral camera is defi nitely 

one of my favorite things. 

THE PURPOSE

Year after year, survey after survey, 

'35·V�UHDGHUV�DIÀ�UP�WKDW�ZKHQ�LW�

comes to choosing products for their 

practices, colleague recommendations 

are vital. Here, we provide space for 

dental professionals - like you and 

\RXU�WHDP���WR�UHÁ�HFW�RQ�WKH�SURGXFWV�

they see making a difference. 

Polaris intraoral camera

The Polaris Intraoral Camera provides optimal image quality that will 

aid in case acceptance. Its sleek body design features a 120 degree button ring for 

added comfort, optimal optics and broad focal range delivers exceptional image 

quality that will enhance your patient diagnosis. The fixed focus technology keeps 

objects from 6 mm to 40 mm in sharp detail with no need to adjust anything. The 

camera enables clinicians to reach all areas of oral cavity with minimal effort and 

maximum comfort. The capture-upon-release feature makes image capture easy. 

CALL: 800-AIR TECH

CLICK: airtechniques.com  
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In addition to our regular 

panel, guest contributors 

will also share their insights 

from time to time.

Better isolation for better dentistry 
One dental assistant’s take on Isolite Systems Dental Isolation. 

by T I N A  C A L L O WA Y ,  C D A ,  D A I C P

DR. SHERI DONIGER

Dr. Sheri B. Doniger is a 

leading dental clinician, 

author, educator, 

and consultant. An 

avid researcher, Dr. 

Doniger has authored 

numerous articles 

on topics ranging from 

periodontal disease to effective 

communications, and has 

presented many lectures with 

an ongoing focus on health, 

wellness, productivity and 

women in the dental industry.

TINA CALLOWAY, CDA

In 17 years as a full-time 

dental assistant Tina 

Calloway, CDA, has 

served as President of 

the Piedmont Dental 

Assistant Society and 

as a clinical assisting 

coach. She is a member of the 

North Carolina Dental Assistant 

Association, the American Dental 

Assistants Association and 

AACD Team Advisory Council.

LIZ NIES, RDH

Liz Nies, RDH, EA, 

AS, is a graduate of 

Fones at the University 

of Bridgeport, class 

of 1984 and has been 

practicing dental 

hygiene for 29 years. 

Currently she is working 

clinically 4 days a week and 

consulting on assisted hygiene 

implementation and is a 

HygieneFusion coach.

The days of using cotton roll isolation 

and mirror retraction to control saliva 

contamination during a procedure are 

over. In my practice, this cumbersome 

method has been replaced with what I 

see as an innovative game changer—Iso-

lite Systems. 

Why patients love it

During a procedure, Isolite Systems 

gives us complete quality control over 

the humidity and contamination in the 

oral environment, therefore increasing 

chairside efficiency for the patient and 

the dental team. 

Recently, a patient came into our prac-

tice for a restorative implant crown. After 

we introduced her to the Isolite Systems 

isolation and placement, she expressed 

her gratitude for what she described as 

an easy and quick appointment. These 

are her words: “I love that device. This 

was so much better than I thought it was 

going to be and to be able to just sit back 

and not have to concentrate on holding 

open was great.” Not only do we pride 

ourselves on quality care and efficiency 

at our practice, but also exceeding the 

patient’s expectations, which often hap-

pens when we use Isolite Systems.

Educating the patient

We now have Isolite Systems in each of 

our operatories, ready for use with all 

of our clinical and hygiene procedures. 

This system retracts and protects the 

cheek and tongue, providing an added 

measure of safety for our patients. 

After carefully selecting the size of 

the patient’s opening from pedo, small, 

medium or large, we then introduce this 

tool to our patients as one of dentistry’s 

greatest inventions, allowing them to see 

and feel the mouthpiece. We explain to 

our patients that this system is latex-free 

and is able to protect their cheek and 

tongue from any instruments, as well as 

provide illumination that enables us to 

see much more while we work.  

Isolite Systems also features a soft, 

comfortable biteblock that helps to 

gently hold the patient open, as well as 

dual suction on top and bottom to illu-

minate water pooling at the back of the 

throat. Talking to our patients about 

these features helps to reduce anxiety 

because they know what to do and what 

to expect while the clinician is working 

in the mouth. Our patients enjoy hearing 

that Isolite Systems reduces their time 

in the chair because that means they can 

get in and out of their appointment and 

then go about their business for the day.  

A valuable tool 

For the assistant or hygienist, this system 

is a valuable tool that acts as our third 

arm when there isn’t a teammate avail-

able to help retract and suction. As a 

clinical assistant, there have been many 

times that I have been grateful for the 

illumination, suction and retraction this 

system provides while packing cord and 

controlling homostasis at the same time, 

while our hygienist is using the system 

for scaling and root planing in the opera-

tory. Kudos to Isolite Systems for help-

ing dental teams to provide optimal care 

with flare! 

THE PURPOSE

<HDU�DIWHU�\HDU��VXUYH\�DIWHU�VXUYH\��'35·V�UHDGHUV�DIÀUP�WKDW�ZKHQ�LW�FRPHV�WR�FKRRVLQJ� 

products for their practices, colleague recommendations are vital. Here, we provide  

VSDFH�IRU�GHQWDO�SURIHVVLRQDOV���OLNH�\RX�DQG�\RXU�WHDP���WR�UHÁHFW�RQ�WKH�SURGXFWV�WKH\� 

see making a difference. 

Isolite Systems Dental Isolation 

Better Isolation means better dentistry. 

Isolite and Isodry dental isolation 

systems are easy-to-use, proven 

alternatives to traditional methods 

of isolation. Isolite Systems give 

you the ability to control the oral 

environment, including the level of 

moisture and suction — virtually 

eliminating contamination in your 

work area. Isolite Systems provides 

a full suite of morphologically and 

anatomically correct mouthpieces 

designed to fit a wide range of 

patients —from small child to large 

adult — so that you can have easy, 

effective isolation for every procedure.

CALL: 800-560-6066

CLICK: isolitesystems.com
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YOUR WEBSITE IS OFTEN A 
PATIENT’S FIRST IMPRES-
SION OF YOUR PRACTICE.
If it’s not up-to-date and if it doesn’t contain the information poten-

tial patients are looking for, they’re going to leave and move on 

to your competitors’ website. A robust, informative website is key 

to your practice’s success in attracting the right patients. Read 

more in “Dental Marketing 2013: Your website is your smile.”

DOES YOUR 
WEBSITE NEED 
A MAKEOVER?

90%

Effi ciency

PRODUCT 
DECISIONS 
MADE EASY

A look at how TryKavo’s 

program made it easy 

for one dentist to add 

electric handpieces in 

his practice. 

86

PRODUCTS AND ADVICE TO HELP YOU MAKE A GOOD FIRST IMPRESSION…

of professionals use company websites as 

their primary tool for gathering information 

before contacting a vendor for services.

88
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Marketing

THE POWER OF 
OUTSOURCING 
PRACTICE 
MARKETING

Why hiring the right 

vendors leads to 

better results and ROI.

90

Patient Perspective

ALL THE BENEFITS 
OF A WHITER 
SMILE, WITH 
NONE OF THE 
SENSITIVITY

One patient’s take on 

SDI’s Pola whitening 

system. 

100
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DENTAL MARKETING 2013: 
YOUR WEBSITE IS YOUR SMILE
Make sure your ‘online smile’ leaves a quick, impressive first impression.

by PA T R I C K  G O O D N E S S

I n  a  r e c e n t  s u r ve y  c o n d u c t e d  b y 

Match.com, more than 5,000 American 

single adults, both male and female, were 

asked how they judge members of the oppo-

site sex for attraction and compatibility. 71% 

of women and 58% of men rated the smile as 

the most important attribute for measuring 

attractiveness.   

For those of us in the dental marketing 

industry, this report comes as no surprise.  

Additional support for the importance of a 

beautiful smile comes to us from a survey 

by the American Academy of Cosmetic 

Dentistry (AACD). This survey concludes 

that nine out of every 10 adults in America 

consider an attractive smile to be an impor-

tant social asset and eight out of 10 believe 

an unattractive smile makes a person less 

appealing to the opposite sex.

A website’s first impression

It is clear that a beautiful white smile is 

critical to overall attraction and to making 

a successful f irst impression. But in the 

world of dental marketing, how important 

is your dental clinic’s website in making the 

critical first impression and to attracting 

the right patient?   

Dr. Hong Sheng, who conducted an 

in-depth eye-tracking research study at 

Missouri University of Science and Tech-

nology, said it takes a website user less than 

two-tenths of a second to form a first impres-

sion when viewing a website and only 2.6 

seconds for a user’s eyes to land on an area of 

a website that impacts their first impression.

Your website is your smile

What is abundantly clear is that a company’s 

website is an essential critical tool for dem-

onstrating consumer attractiveness.  Quite 

simply, your website is your online smile. 

Nearly 90% of professionals use company 

websites as their primary tool for gather-

ing information and forming impressions 

prior to contacting a vendor for purchases. 

In today’s Internet savvy marketplace, the 

failure to have a high quality, professionally 

designed dental website, filled with critical 

content, is a failure to reach almost 90% of 

your target market.  

Invest in your online smile

Time and again I hear dentists telling their 

patients the importance of quality dental 

work and the value of investing in the best 
GETTY IMAGES / GILAXIA 
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dental care for future health and happi-

ness. Yet, a cursory review of thousands 

of dental practice websites across the 

U.S. reveals a surprising lack of invest-

ment in quality dental website design, 

dental branding and informative dental 

procedure content. In short, the dental 

industry’s online smile is a bit stained and 

missing a few teeth.

As a dentist, or dental clinic owner, your 

success in the increasingly competitive 

dental marketplace is predicated on your 

ability to communicate with potential 

patients about what makes you different 

and, most importantly, what makes you 

better than your competitors. This is a 

valuable element of results-driven dental 

practice marketing.  An investment in 

quality branding and website develop-

ment for your dental practice is critical to 

building a base of patients that know you, 

like you and trust you…the basics of health 

care relationship marketing. 

The AACD participants surveyed said 

they would like to make some improve-

ment in the appearance of their smile.  If 

your branding is out of date, your website 

needs a makeover or it’s time to rethink 

your marketing approach, seek the advice 

of a professional dental marketing agency 

to help you craft a dental marketing plan 

that delivers results and will prepare your 

practice for years of success.   

If you’re not convinced that this article 

applies to you…please take an honest 

look at your logo, website and marketing 

materials and ask yourself, “Would I be 

impressed with my first impression?”  It’s 

never too late to make an improvement to 

your online smile.  

ABOUT THE AUTHOR

Patrick Goodness is the CEO of 

The Goodness Company and 

Goodness Healthcare Marketing 

(GoodnessHealthcareMarketing.com).  

He is one of the most 

recognized names in 

the global health care 

and medical marketing 

industry. Health 

care organizations 

from around the 

world rely on Patrick 

for insightful marketing consultation, 

marketing planning and international 

public relations services. His results-

driven approach to marketing has 

helped hospitals, medical centers, 

PHGLFDO�SUDFWLFHV��GHQWDO�RIÀFHV�DQG�

medical organizations around the world 

transform their brand and dramatically 

LQFUHDVH�VDOHV�DQG�SURÀWDELOLW\��3DWULFN�

offers a wide spectrum of marketing 

and public relations consulting services 

focused on building powerful branding 

and dramatically increasing sales. 

His extensive health care marketing 

experience, global network of clients 

and colleagues, and his ability to build 

and deliver valuable marketing concepts 

DQG�WRROV�WKDW�JHQHUDWH�VLJQLÀFDQW�

results are the reason for his popularity 

and his leadership in global health care 

marketing. You can reach him via email at 

patrick@goodnesscompany.com. 

According to the study, the website 

locations that drew the most attention 

of study subjects were as follows:
 � Logo: Subjects viewed the logo for about 6.48 seconds before moving on. 

 � Main navigation menu: Subjects viewed the main 

navigation menu for an average of 6.44 seconds.

 � Search box: Subjects viewed the search box for a little more than 6 seconds. 

 � Facebook and Twitter links: Subjects spent 

about 5.95 seconds viewing these links. 

 � Main home page image: 6XEMHFW·V�H\HV�À[DWHG�RQ�WKH�PDLQ�

home page image for an average of 5.94 seconds. 

 � Written content: Subjects spent 5.59 seconds viewing written content. 

 � Bottom of a website: Subjects spent about 5.25 

seconds viewing this area of the home page. 

Source: Science Daily Feb. 15, 2012
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PRODUCT DECISIONS 
MADE EASY 
Looking for an efficient way to incorporate new handpieces into 

your practice? Read how one doctor decided electric handpieces 

were right for his practice through the TryKaVo program. 

by R E N E E  K N I G H T

Until a few months ago Dr. Rami Heidami 

wasn’t sure if electric handpieces were right 

for his practice. 

Dr. Heidami owns a cosmetic practice in 

Panama City, Fla., that focuses on treating 

the whole patient with the most advanced 

technology possible. So when Dr. Heidami 

decided it was time to update his operato-

ries with new chairs, it just made sense to 

take the opportunity to incorporate electric 

handpieces into the dental units. 

But it had been years since Dr. Heidami 

had used an electric, and he knew they had 

changed quite a bit over the years. With 

some handpieces costing more than $1,500, 

he definitely wanted to try a handpiece out in 

his practice before making the investment.

How he tried KaVo

When Dr. Heidami’s rep told him about 

the Try KaVo program (trykavo.com), he 

decided it offered the perfect opportunity 

to try an electric handpiece in his practice. 

All he had to do was go online and sign up 

for the program and he was able to try one 

of KaVo’s electric handpieces in his practice 

for five days. 

“Even if you like it, you have to return it, 

and then if want one you can order it,” Dr. 

Heidami said. “I like that concept. Most 

companies bill you for it, and then send the 

product for you to try for 30 days. Then you 

can send it back, and you get money back 

if you don’t like it. This is a free trial for a 

week, then you send it back and if you like it 

you buy one. I thought that was  a step up.”

And KaVo makes the entire process sim-

ple, Dr. Heidami said. They sent a rep to his 

practice to install the handpiece and go over 

how to use it, and enclosed a return box with 

a shipping label with the handpiece. It truly 

was a hassle-free, efficient way to try a new 

product in his practice. He even tried a few 

low-speeds and plans to make the switch to 

KaVo low-speeds. 

“I have had low-speed motors I’ve used 

for years and they work great,” he said. 

“When I tried the KaVo low-speed I found 

it was very smooth. Having tried them, they 

pretty much won me as a customer to buy 

low-speeds from them.” 

What he likes about electrics 

Having the electric handpiece in his practice 

for a week really gave him a chance to get a 

feel for the product and if it was a good fit for 

his practice. He really liked working with 

the handpiece, he said, and loved the fiber 

optic light and the fact he could use it for 

endo procedures. 

“I like the fact that you can go from high-

speed to low-speed by pressing a button 

without having to change handpieces,” he 

said. “And you can control the speed of it 

even if you’re using it as a highspeed. You 

can get a lot less RPM.”

The decision 

After having the opportunity to try an 

electric handpiece for a week, Dr. Heidami 

decided he would incorporate at least two 

into his practice—something he never 

would have done without trying them in 

his practice first. The Try KaVo program 

gave him an easy, efficient way to make a 

product purchasing decision and he said he 

would recommend it to any other dentist 

who’s thinking about incorporating elec-

tric handpieces into his or her practice. 

“I was definitely not going to buy one 

without trying it,” he said. “I would have 

talked to different reps and figured out if I 

could borrow one for a day or two. I would 

have made an effort to try. The fact that 

KaVo made it available makes it more likely 

for me to go with a KaVo product, especially 

because I tried it and liked it.” 

CALL: 888-275-5286
CLICK: kavousa.com
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...makes it more likely for 
me to go with a KaVo 
product, especially because 
I tried it and liked it.

ARE YOU 

INTERESTED 

IN TRYING AN 

ELECTRIC, OR 

ANY OF KAVO’S 

HANDPIECES IN 

YOUR PRACTICE? 
Here’s how: Visit TryKaVo.com and 

select the handpiece you’d like to try. 

They’ll send it to your practice and 

\RX·OO�KDYH�ÀYH�GD\V�WR�XVH�LW�DW�QR�

charge. After 5 days return the hand-

piece in the included self-addressed 

paid packaging. If you decide you’d 

like to purchase the handpiece, 

contact your KaVo representative or 

authorized dealer and go from there. 

GENTLEpower 25 LPR 

offers superior handling 

and optimal hygiene 

through novel KaVo 

Plasmatec coating.



Yeah, we’re going there.

Are you coming?
Featured Speakers:
Dr. Lee Ann Brady
Dr. Christian Coachman
Dr. Martin Goldstein
Dr. Lou Graham
Dr. Peter Harnois

Ms. Joanne Jones, RDH
Dr. Michael Kesner
Dr. Ed Lowe
Dr. Louis Malcmacher
Dr. Michael Miyasaki

Call today, this event will sell out!  
877-336-9672 
or visit www.denmat.com/DE2013

©2013 DenMat Holdings, LLC. All rights reserved. Caesars Palace is a registered  
trademark of Caesars World, Inc. 801320600 05/13SN

MONEY
and practice  
management

SEX
and oral  
health

INJECTABLES
in dentistry

THINNOVATION™

minimally-invasive 
esthetics

17-CE 
CREDITSCaesars Palace®

November 8 – 10, 2013 

Official Media Partner
DenMat Education is designated as an Approved PACE Program Provider by the Academy of General Dentistry. The formal continuing education programs of 
this program provider are accepted by AGD for Fellowship, Mastership and membership maintenance credit. Approval does not imply acceptance by a state 
or provincial board of dentistry or AGD endorsement. The current term of approval extends from 8/1/2012 to 7/31/2014.  AGD Provider ID 218048
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THE POWER OF 
OUTSOURCING
PRACTICE MARKETING 
Why hiring the right vendors leads to better results and ROI. 

by N A O M I  C O O P E R ,  P R E S I D E N T,  M I N O A  M A R K E T I N G  A N D  C H I E F  M A R K E T I N G  C O N S U LTA N T,  P R I D E  I N S T I T U T E

When it comes to implementing new busi-

ness solutions, dentists have two options—

hire an expert, or take the time to fi gure it 

out on their own. For anything in the prac-

tice that requires professional expertise, 

whether it is tax preparation, bookkeep-

ing, lab work, or even collections, dentists 

have the option to either do it themselves or 

choose to outsource it. In fact, a common 

debate and internal dialogue for any busi-

ness owner is over how much to outsource 

versus what can be managed in-house. 

However, when it comes to marketing, 

outsourcing should be a no-brainer. There 

are so many quality vendors who have 

proven success within the dental industry, 

and as a result there is simply no need for 

dentists to go it alone or be anyone’s guinea 

pig; these companies are experts in what 

they do with strong track records. Whether 

it is search engine optimization (SEO),  web-

site design, or patient financing systems, 

there are plenty of dental industry profes-

sionals who will work directly with dentists 

to create custom marketing strategies.

Website design

Website design is another area dentists are 

well-served by outsourcing. Certainly there 

are many do-it-yourself, template design for-

mats available. However, a website should 

be designed with the belief that it is a pow-

erful tool for the dental practice, and that 

there’s quantitative research and best prac-

tices that have been established to determine 

what works when it comes to attracting and 

retaining patients online. 

The reality is that cookie cutter design 

will not provide the return on investment 

dentists need, and that customization, 

including the latest and greatest website 

features, is key in dental practice website 

design. As more and more patients turn to 

the Internet when researching health care 

providers, a dentist’s website is often the 

f irst impression patients will have of the 

dentist and the practice. The site should 

accurately refl ect the experience and the 

personality of the practice—telling the 

community why the dentist/practice is 

better than the competition. 

Custom features such as videos, a blog, 

online appointing, SEO tactics and social 

media links are necessary in connecting 

with the online community and driving new 

patients to the practice. 

Search Engine Optimization 

Sure, dentists can take the time to teach 

themselves some tricks or even become 

experts in SEO. They can read books 

and articles and stay updated on the latest 

trends, strategies and algorithms. But the 

reality is that as for many technology-based 

arenas, SEO is a constantly changing beast, 

and it’s a full-time job to keep up. Try fi tting 

this into an already busy schedule of treating 

patients, managing the practice, and keep-

ing up with the latest clinical advancements 

and technology in dentistry. 

For dentists who don’t have time to add 

another responsibility to their job descrip-

tion, hiring a website design and SEO 

company is an easy solution. Sesame Com-

munications and Televox, for example, are 

industry leaders that provide dentists with 

quality websites and SEO solutions, keep-

ing dentists visible online while giving them 

the peace of mind that comes along with hav-

ing a qualifi ed marketing partner.

Affordable patient care

It is frustrating for dentists not to be able to 

provide patients with the necessary treat-

ment because of  f inancial constraints. 

Dental patients are not often aware of the 

diff erence between medical insurance and 

dental insurance, leading them to forgo 

treatment any time they hear the words 

“out of pocket.” Creating an in-offi  ce patient 

membership plan solves the problems of 

patients’ aff ordability issues while simulta-

neously instilling a feeling of loyalty to the 
GETTY  IMAGES / AYD?N PERÇEM 

ABOUT THIS 

NEW COLUMN 

Each month, marketing 

guru Naomi Cooper will 

offer practice marketing 

advice that you can use to 

up your marketing game. 
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dentist or practice. It also reduces reliance 

on dental insurance, relieving the dentist 

and staff of the burden of dental insurance 

administration.

However, setting up an in-office patient 

membership plan is much more involved 

than it may appear at first glance. Creating 

a program like this from scratch requires 

the dedication to develop and painstak-

ingly work through the program creation 

through trial and error, not to mention the 

administrative tasks, PR and marketing 

efforts and legal issues to address.

Fortunately, a fellow dentist has done 

just this, and is sharing his successes with 

a growing number of dentists across the 

country. Dr. Dan Marut started Quality 

Dental Plan in 2001 to enable a greater 

number of patients to afford the oral health 

care treatment they desperately need, while 

freeing the dental practice from the bur-

dens of traditional dental insurance.  There 

is no need for dentists to reinvent the wheel 

when it comes to making dentistry more 

affordable for patients. The QDP patient 

membership program offers a straightfor-

ward alternative to dental insurance, saving 

patients and dentists both time and money.

Hiring the right vendors

Red Adair, the late American businessman, 

once said, “If you think it’s expensive hir-

ing a professional, wait till you hire an ama-

teur.” There are countless, self-proclaimed 

“experts” ready to assist dentists with their 

SEO and website design, all with varying 

degrees of costs and experience. 

So what should dentists look for in a ven-

dor when choosing to outsource?

First, be sure the company has a history 

of proven success within the dental indus-

try. Be specific—not the medical industry 

as a whole, or professional services at large, 

but a company with a specific background 

of working with dentists that understands 

the unique aspects of dental practice man-

agement and the nuances of the dentist-

patient relationship. 

Second, the right vendor should offer 

different levels of service and pricing. And 

be wary of companies that require payment 

in full up front before any work has been 

completed. 

Next, look for vendors who offer a range 

of expertise. Whether a dentist is looking 

for e-communication solutions, social 

media marketing, SEO or website design, 

he/she will be best served by hiring one 

company capable of doing it all. This leads 

to a long-term business relationship as the 

vendor’s successes enhance the growth of 

the practice. 

Hiring one vendor to manage a variety of 

the online marketing tactics, for example, 

ensures the practice has a single point of 

contact rather than multiple partners to 

manage. Plus, in this scenario, all online 

marketing efforts are coordinated and 

working cohesively, while increasing the 

vendor’s accountability and investment in 

the practice’s success—all of which ends up 

saving the dentist time and money in the 

long run. 

Naomi Cooper is President & Founder 

of Minoa Marketing and Chief Marketing 

Consultant for Pride 

Institute. She is a dental 

marketing consultant, 

author, speaker and 

opinion leader who 

co-teaches Pride’s 

marketing course, The 

New Rules of Dental 

Marketing. She can be reached at 

naomi@minoamarketing.com, and blogs 

at minoamarketing.com. For updates 

from Naomi, follow her on Twitter (@

naomi_cooper) or “Like” Minoa Marketing 

on Facebook at fb.com/minoamarketing. 

For information about upcoming course 

dates, call Pride Institute at 800-925-2600 

or visit prideinstitute.com.

...there are plenty of dental 
industry professionals who will 

work directly with dentists to create 
custom marketing plans.
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VISIT

 See Sani-Treet Green evaluation in
 Dr. John Molinari’s Infection Control Corner

www.dentaladvisor.com

sani-treet
GREEN

www.enzymeindustries.com

I WANT YOU
TO USE

sani-treet
GREEN

www.enzymeindustries.com

See Sani-Treet Green evaluation in

Dr. John Molinari’s Infection Control Corner

www.dentaladvisor.com
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HERE’S SOMETHING ELSE THAT CAN HELP—
KOMET’s IPR Starter Kit (LD0528) contains 
six hand-selected oscillating instruments for 
optimal interproximal enamel reduction (IPR). 
(kometusa.com )5BENEFITS

Total maintenance of the handpiece 

is essential for its lifespan. The 

STATMATIC’s integrated chuck 

cleaner is a crucial component for 

eliminating debris from the chuck of 

the handpiece.

The STATMATIC features clean, 

modern, stainless steel design 

that’s built to last in your modern 

practice.

The STATMATIC also includes a 

10 year warranty so you can feel 

FRQÀ�GHQW�LQ�\RXU�SXUFKDVH��

The STATMATIC automatically cleans, 

lubricates and purges up to 3 

handpieces. This ensures that each 

handpiece is maintained properly every 

time, prolonging its useful life.

(IÀ�FLHQF\�LQ�WKH�GHQWDO�RIÀ�FH�FUHDWHV�D�

SURÀ�WDEOH�SUDFWLFH��7KDW·V�ZK\�the cycle 

time of the STATMATIC is 15 seconds 

per handpiece.

Ready-to-perform 
handpieces
SCICAN USA’S STATMATIC AUTOMATIC HANDPIECE MAINTENANCE UNIT

Compiled by R Y A N  H A M M

Information available at www.ScicanUSA.com 

SciCan’s

STATMATIC 

spray

AFTER YOU BUY, 

BE SURE TO HAVE

Handpiece maintenance spray

Electric motor

<RX�FDQ�À�QG�WKHVH�#�
products.dentalproductsreport.com.

SciCan’s

E-STATIS 

Advantage



ORALHEALTHAMERICA.ORG/DONATE | 

OHA IS COMMITED TO SEALING TWO-MILLION TEETH BY 2020.

AS OF 2013, WE’VE SEALED 741,080 TEETH, 37% OF OUR GOAL. 

 HELP  US  BEAT  OUR  PROM ISE  5  YEARS  EARLY !  DONATE  TODAY !

ONE TOOTH AT A TIME.
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E Q U I P M E N T  F O R  S A L EB U R S

D E N T A L  S U P P L I E S

Multi-Use Burs $3.45 per Bur

In 6 Unit Boxes Buy 4 Boxes Get A 5th Box Free

FREE SHIPPING!

A&M Instruments, Inc. 

Alpharetta, Georgia

Call 866-264-4287
Visit Our Website  

www.usburs.com

Also Available In 

Single-Patient-Use 

25 burs $1.19 Each

50 burs $1.09 Each

100 burs $.99 Each

A&M Diamond BursA&M Diamond Burs
Manufactured In the USA for Over 30 YearsManufactured In the USA for Over 30 Years

:LHYJOA&M_INSTRUMENTS

Family Owned for 3 Generations

Majestic Introduces

Almost 50% of U.S. adults suff er from 

sensitive teeth. Now you can off er your 

patients a totally new and unique way 

to instantly put their tooth sensitivity to 

sleep. Just one treatment of Senzzzzz 

Away®, the newest innovation from 

Majestic Drug Co., Inc., has been clinically 

proven to eliminate tooth sensitivity for 

up to six full months.  Senzzzzz Away® 

is the exciting new addition to the Tooth 

Desensitizer category and is available now. 

Please let your patients know!

The Best Solution Is The Best Advice

Family Owned for 3 Generations

Majestic Introduces

Your patients are constantly 

looking for new ways to keep 

their teeth and gums healthy 

and clean throughout the day 

without having to resort to 

carrying a toothbrush with 

them everywhere they go. 

Proxi-Plus® is the newest 

innovation in this category. 

Proxi-Plus® is a single use, 

hygienic interdental brush 

with a bonus fl osser on the 

end. Each pack has a month’s 

supply (30 brushes) and a very 

competitive price. Proxi-Plus® 

is available now. Please let 

your patients know!

The Best Solution Is The Best Advice

®

®

For more information, call 1-800-238-0220 

or visit our website at www.majesticdrug.com

For more information, call 1-800-238-0220 

or visit our website at www.majesticdrug.com

 

www.superiordds.com

407-347-5992

Quality New and Refurbished  

Dental Equipment

IN STOCK 

In Our Showroom

Adec - Beaverstate - Buffalo - DCI

Dental-Ez - Royal - Tuttnauer

Flight - MyRay - Air Techniques

Handler - Pelton & Crane - Belmont

Forest - Custom Cabinets - Marus

Complete Operatory Packages

   New EZ10

:LHYJOSUPERIOR_DDS
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with your current processor? 
NAB will reimburse your 
business up to $295**

7�"�
-��
Ê*,�
� �
CREDIT CARD PROCESSING PROGRAM

.05%
INTERCHANGE % RATES 

GO AS LOW AS
*

ÜÜÜ°�Þ�>L°V�� 866-481-4604

FREE
/
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FREE
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/
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Process Credit 
Cards with your

Smartphone & Tablet

ENROLL NOW - CALL A SPECIALIST TODAY!®

North American Bancard is a registered ISO/MSP of HSBC Bank USA, National Association, Buffalo, NY and Wells Fargo Bank, N.A., Walnut Creek, CA. 
American Express requires separate approval.  * Durbin regulated Check Card percentage rate. A per transaction fee will also apply.  **Some restrictions apply. 
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2XU�DZDUG�ZLQQLQJ�WHDP
ORRNV�IRUZDUG�WR�KHOSLQJ�\RX�

UHDFK�\RXU�¿QDQFLDO�JRDOV�Our Team (left to right):

Walter K. Herlihy, CLU®, ChFC®, CFP®

Beacon Financial Planning, Inc. 
2I¿FHV�LQ�(DVWRQ��+\DQQLV��:HOOHVOH\�DQG�%RVWRQ��0DVVDFKXVHWWV

Phone���������������E-mail:�:DOWHU#%HDFRQ¿QDQFLDOSODQQLQJ�FRP

ZZZ�%HDFRQ¿QDQFLDOSODQQLQJ�FRP

Our Team (left to right):

Walter K. Herlihy, CLU®, ChFC®, CFP®

Medical Economics, Best Advisors 2010 - 2012

Dental Practice Report, Best Advisors 2011- 2013

Sabina T. Herlihy, Esq., Massachusetts
Super Lawyers 2007, 2010 - 2012

Robin Urciuoli, CPA, CFP®

Linda B. Gadkowski, CFP®

Medical Economics, Best Advisors 2004 - 2012

Dental Practice Report, Best Advisors 2011-2013

Michaela G. Herlihy, CFP®

Peter Deschenes, Office Manager

I N F E C T I O N  C O N T R O L
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marketers, find out more at: 
advanstar.info/searchbar

Go to dentalproductsreport.com/products and enter 

names of companies with products and services you need.

SearchC O M P A N Y  N A M E 

Certol offers specials all year! 

Available through distributors 

nationwide.   

Free goods shipped with order.

Good  Through Q3 2013

Dental

PRODUCTS + SERVICES SHOWCASE Go to:   dentalproductsreport.com/Products
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CROWNS

EDUCATION

EQUIPMENT FOR SALE

FINANCIAL SERVICES

TM

www.DrTravel.com 800-436-1028

Approved PACE Programe Provider FAGD/MAGD Credit

Approval does not imply acceptance by a state or provincial

board of dentistry or AGD endorsement. 6/01/2013 to 6/31/2017

S E M I NA R S  I N  PA R A D I S E
TM

16 CE

Dr. Travel, LLC

South America Cruise - Costa Favalosa - R/T Buenos Aires
January 22 - 31, 2014

Sailing to Argentina - Brazil - Uruguay

Additional Seminar Cruises:

Celebrating 19 years Costa Cruise Lines

Group Shore Excursions Continuing Education

 Stress Free Predictable Endodontics  

Allen R. Helfer, D.D.S.,  M. Sc. D.

President’s Week Western Caribbean From New Orleans: Feb. 16 - 23, 2014

Easter Week Eastern Caribbean From Miami: April 13 - 20, 2014

Greece, Turkey & Croatia Cruise From Venice: June 28 - July  5, 2014

Christmas / New Year’s Eastern Caribbean: Dec. 28, 2013  - Jan 4, 2014

www.

dentalmodelsanddesigns
.com

973.��ʹǤͺ����Ȉ�ͺͺͺǤ��ͺǤ͵���

david@dentalmodelsanddesigns.com
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Ȉ���eatment Acceptance
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Patient Education & 
Training Models
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r�2VJDL�%FDJTJPOT

r�-PX�.POUIMZ�1BZNFOUT
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Patient Financing Made Easy

www.helpcard.com r 877-834-0550

www.woodwaydental.com    1-888-368-4770

MANUFACTURER OF PROFESSIONAL DENTAL CABINETRY SINCE 1958MANUFACTURER OF PROFESSIONAL DENTAL CABINETRY SINCE 1958

MANUFACTURING 
COMPANY, INC.

Assistant’s Support
Console

Assistant’s Treatment Console Island Technology Console

SAVE!

Order 

Factory Direct &

SAVE!

Operator’s Technology
Console

HANDPIECE

EQUIPMENT FOR SALE

1. Request FREE Postpaid
Shipping Box & Send Items
1. Request FREE Postpaid
Shipping Box & Send Items

3. You Get CA$H!3. You Get CA$H!

2. Approve Our Offer2. Approve Our Offer

Click or Call Today!

IMPLANTS

Repeating an ad ENSURES it will be seen and remembered!
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Advertising information: Linda Barrier | 800-225-4569 (ext. 2701) | Fax 440-756-5271 | email lbarrier@advanstar.com

PRODUCTS & SERVICES

MISCELLANEOUS

INFECTION CONTROL

PROFESSIONAL SERVICES

PRODUCTS

LAB SERVICES

LAB SERVICES

LAB/OPERATORY PRODUCTS

Free
Phosphor Plates
Buy 5 boxes of Flow Dental Barrier 

Envelopes and receive 1 size #2 

Phosphor Plate FREE. No limit.

www.tower-imaging.com    onetowerimaging@yahoo.com

800-947-1259

*We have Intra-oral replacement plates for 
sizes 0,1. and 2 for ScanX, DenOptix, and 
OpTime. $19.95 each

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

Marketplace Advertising

Can Work for You!

Repeating an ad  

ENSURES 

it will be seen  

and remembered!

Call Linda Barrier for

advertising information at

800.225.4569 x2701
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MARKETPLACE
For more products & services information go to marketplace.dentalproductsreport.com

PRODUCTS & SERVICES

SOFTWAREREPAIRS

www.dentaldealsofalabama.com

TURBINE REPLACEMENTSTURBINES

SALES & SERVICE  DISCOUNT TURBINES

STAR/KAVO/MIDWEST/NSK

ALL MANUFACTURES

SPECIAL BUY ANY 4 TURBINES  

GET 1 FREE

Expert Handpiece Repair/ 

Re-Tipping Service

888-531-2272
www.expdenturbines.com

FREE 

SHIPPING

Classifieds
Can Work For You !

Please Contact

Linda Barrier
1-800-225-4569

ext.  2701

Reach highly-targeted,

market-specific

business professionals,

industry experts and 

prospects by placing your  

ad here!

Logo Licensing | Reprints | Eprints | Plaques

Content Licensing for 

Every Marketing Strategy

For more information, call  

Wright’s Media at 877.652.5295  

or visit our website at  

www.wrightsmedia.com

Leverage branded content from Dental Products Report 

to create a more powerful and sophisticated statement 

about your product, service, or company in your 

next marketing campaign. Contact Wright’s Media 

to find out more about how we can customize your 

acknowledgements and recognitions to enhance your 

marketing strategies.

Marketing solutions fit for:

t Outdoor

t  Direct Mail

t  Print Advertising

t  Tradeshow/POP Displays

t Social Media

t Radio & Television

C L A S S I F I E D  W O R K S
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patient

PERSPECTIVE 1
An opportunity for patients to share THEIR THOUGHTS 
on the latest technology and materials. 

JOHN ZIMMER

Southern California

PATIENT OF   

DR. SAMMY HALABO

After looking through family 

photos, John Zimmer decided 

it was time to make a change to 

his smile. 

As he f lipped through the 

photos, he couldn’t help but 

notice how discolored his teeth 

were, especially in comparison 

to the other family members in 

the photos. It jumped out at 

him, and he knew it was time 

for him to try whitening again. 

John had whitened his teeth 

in the past, but said he had a 

less than pleasant experience.  

While he was happy with the 

final result, the sensitivity that 

followed the whitening was 

intense and left him in no hurry 

to try again. 

“I had done a little bit of 

research and found the biggest 

issue people seem to have with 

whitening is the sensitivity,” he 

said. “I didn’t understand what 

it was until I experienced it 

myself. I could feel all the teeth 

in my mouth and it was a really 

weird intense feeling. That was 

the No. 1 reason I held back 

from doing it.”

Since this experience, which 

included sensitivity that lasted 

about a week, John has tried 

over-the-counter whitening 

products but just hasn’t been 

happy with the results. So 

when his dentist, Dr. Sammy 

Halabo, told him about SDI’s 

Pola White whitening system 

that he’d just started of fer-

ing, he decided he’d give it 

another try. At the time, he’d 

been a patient at Dr. Halabo’s 

How SDI’s Pola 

whitening system 

helped this patient 

achieve the bright 

smile he wanted 

without the intense 

sensitivity he’d 

experienced 

in the past.   

by R E N E E  K N I G H T

for about a year and trusted 

him when he said he shouldn’t 

experience as much sensitivity 

with this product as he did the 

first time around. 

Dr. Halabo knew about 

John’s past experience, and 

even though he also knew that 

level of sensitivity shouldn’t 

happen with Pola, he checked 

on him several times through-

out the procedure to make 

sure he wasn’t experiencing 

any sensitivity. He checked in 

with him at every application 

and even asked about certain 

teeth to make sure John wasn’t 

having any problems. 

Not only did he not expe-

rience any sensitivity, John 

found this experience much 

more relaxing. It took about an 

hour for the entire procedure, 

but he was able to walk around 

or relax and watch television. 

He wasn’t restricted, and that 

made a huge difference. 

And John couldn’t have been 

happier with the final result. 

“I don’t know the numbers 

and codes but just looking in 

the mirror it was a much wider 

change than I had expected,” 

he said. “It really came out 

better than I expected. I was 

expect ing a shade or t wo 

change and it was much more 

than that.”

The result was so good, 

John’s wife decided to give it 

a try. 

“She said ‘your teeth are 

whiter than mine now. That’s 

not acceptable,’ ” he said, with 

a laugh. “She was happy, too. 

She didn’t have any sensitiv-

ity either. She’s more skittish 

about dental procedures than 

I am but she said it was a really 

good experience. You know 

we just have good things to say 

about it at the end of the day.”

And unlike how he felt after 

his last in-of f ice whitening 

SDI

Pola Office+
6DLG�WR�EH�WKH�ZRUOG·V�IDVWHVW�LQ�RIÀFH�WRRWK�ZKLWHQLQJ�V\VWHP��Pola 

2IÀFH� reportedly requires less than 30 minutes of treatment time. 

%HFDXVH�LW�GRHVQ·W�UHTXLUH�OLJKW�DFWLYDWLRQ��WKH�V\VWHP�FDQ�EH�XVHG�

with or without a bleaching light as any heat emitting curing light 

FDQ�EH�XVHG��3OXV��WKH�QHXWUDO�S+�EOHDFKLQJ�DQG�EXLOW�LQ�GHVHQVLWL]HU�

RI�3ROD�2IÀFH��LV�VDLG�WR�RIIHU�PD[LPXP�FRPIRUW�GXULQJ�DQG�DIWHU�

WUHDWPHQW��UHVXOWLQJ�LQ�ORZHU�VHQVLWLYLW\�DQG�OHVV�SDWLHQW�GLVFRPIRUW��

Equipped with a dual barrel syringe system capable of reaching tight 

VSRWV��WKH�ZKLWHQHU�GRHVQ·W�UHTXLUH�PL[LQJ�WUD\V�DV�LW�PL[HV�DV�LW·V�

applied to guarantee a blend of activated gel.

800-228-5166 �� SRODZKLWH�FRP

&,5&/(��56�12����

 ALL THE BENEFITS 
OF A WHITER SMILE, 

WITH NONE OF 
THE SENSITIVITY

experience, he wouldn’t hesi-

tate to whiten with Pola again 

and has custom trays he can use 

at home. He had a comfortable 

experience and a result that 

went well beyond his expecta-

tions, and would recommend 

this procedure to anyone look-

ing to brighten their smile with-

out sensitivity. 

SCAN: 



DPR GXDP300 0713 5623
GENDEX DENTAL SYSTEMS
4425 ALEXANDER DR STE 100
ALPHARETTA GA 30022-9860

1 MONTH LEFT! 

Win the NEW Gendex GXDP-300  

Panoramic X-ray System



What type of product(s) are you interested in? 

Please check all that apply:

© Cone Beam 3D

© Panoramic X-ray System

© Intraoral X-ray System

© Digital Intraoral Sensor

© Digital X-ray Phosphor Plate

© Intraoral Camera

©  Handpieces

©  Dental Chair/Light

©  Other: 

Win a GXDP-300™ Panoramic X-ray System!
Simply complete and return the card to enter for your chance to WIN! 

©  YES! Enter me to win a GXDP-300 Panoramic X-ray System and  

VixWin Platinum™ with training — a prize value of $40,720.

©  YES! I want to learn more about the 120 Year Anniversary Promotions!

Gendex Dental Systems

www.gendex.com

Call toll-free: 1-888-339-4750

Practice or Doctor’s Name:

Street Address:

City, State, ZIP:

E-mail: Phone:

Specialty: No. of Operatories:

Practice Management Program:

By completing and submitting this card, I give Gendex Dental Systems permission to contact me using the information provided above. I understand that no 

purchase is necessary to participate in this sweepstakes promotion and I do not have to submit to a sales presentation. Retail value of prize is $40,720 USD. 

Sweepstakes runs 8/1/12 to 8/1/13. Drawing held 9/13/13. Please visit ‘www.gendex.com/winGXDP-300’ for complete terms and conditions. Open to US  

practicing dentists only. Void where prohibited. ©2013 Gendex Dental Systems 906.9342/07.13Rev2   
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EN
TER  

by 8/1/13

HURRY!
Contest ends soon
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Your Imaging Future Starts Today

Continuing Innovation

Intuitive user interface with 

SmartLogic™ stores the most 

frequently used settings for  

optimized workflow. The new  

SRT™ reduces artifacts from  

metal and radio-opaque objects  

to provide clean, crisp images.

Continuing Innovation  |  Dependable Performance  |  Comprehensive Solutions

Dependable Performance

EasyPosition™ system allows for 

reproducible patient positioning  

and consistent imaging results.

GXDP-700 Digital Pan. Ceph. 3D. 

Schedule a DEMO today!

Call 1-888-339-4750 

or visit www.gendex.com

Comprehensive Solutions

All-in-one solution delivering integrated  

3D restoration and implant planning  

software with surgical guide capability.

Interested?  Circle Product Card No. 90



There are 60 ideas to the hour.

Not a minute passes without Komet innovators working to 

improve our products and performance. Our days are spent 

developing, perfecting, and testing new products and techniques, 

demanding excellence each step of the way. 

Every day. Every hour. Every minute. Satisfaction comes only when 

we can honestly say that we‘ve set a new milestone — and then we 

start working toward another with the next tick of the clock.
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www.kometusa.com

Interested?  Circle Product Card No. 91
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