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Onset:

Profound Anesthesia So Fast You Can

Stay With Your Patient®

“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 | stay with the patient.”
- Mark Hyman, DDS, MAGD

“Onset is the latest in dental technology that
allows you to become efficient and consistent with
all of your procedures that require anesthesia.”

- John Olmsted, DDS, MS

“Buffering 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, | stay with my patient and go
right to work after anesthetizing. | have the
confidence that | give my patients the most
anxiety-free experience possible.”

- Joshua Solomon, DDS, MS

Copyright © 2013 Onpharma Inc. All Rights Reserved. MK106 - 06/13

Onpharma

Call now to receive
a $275 rebate on
your initial order.

Onpharma Customer Care:
877.330NSET (336.6738)

Visit us at onpharma.com to learn more.

Also see us on
www.facebook.com
(Onpharmalnc.)

Onpharmar

Making Local Anesthetic Better

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

Onset Makes Anesthetic Work So Fast You Can
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Mark E. Hyman, DDS, MAGD John S. Olmsted, DDS, MS Mic Falkel, DDS John L. Alonge, MS, DDS Joshua J. Solomon, DDS, MS
General Practitioner Endodontist Founder, Onpharma Oral and Macxillofacial Surgeon Pediatric Dentist
General Practitioner
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.
INTRODUCING COLGATE TOTAL® ADVANCED PRO-SHIELD™ MOUTHWASH

SHIELD YOUR PRACTICE WITH A

77% REDUCTION

IN CROSS-CONTAMINATION™

Defend Yourself and Your Patients—
Stay on Guard Against Aerosolized Oral Bacteria From
Sprays and Splatters With a Pre-procedural Rinse

. .__ A
NEW®

- Reduces Aerosolized Oral Bacteria,
Equally as Effective as a CHX Rinse

- Alcohol-free

- Great-tasting CPC Formula

PRO-SHIELD [
Y 12-HR Protection Against Germs " SPECIAL INTRODUCTORY OFFER!

v KILLS 99% OF GERMS*
v SIGNIFICANTLY REDUCES PLAGUE
¥ HELPS PREVENT GINGIVITIS

+ NO BURN OF ALCOHOL

¥ FRESHENS BREATH

Buy 3 - 1 liter Bottles with Pumps,

Get 3 FREE!

(Limit 1 offer per customer - Shipped with order)

PEPPERMINT BLAST™

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

¢ Colgate Total® Advanced Pro-shield™ Mouthwash
Peppermint Blast (1 liter with Pump)
(543-0119-BCM) ....cvrevererrireercieiereeeiensesseneneneens Each $6.17

*When used as a pre-procedural patient oral antibacterial rinse, Colgate Total® Advanced Pro-Shield™ Mouthwash reduces cross-contamination—defined as the transmission of potential oral pathogens or
microorganisms—from aerosols released during dental procedures using an ultrasonic scaler.

fIn 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 office 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.

Colgate

Available through

® To Order: 1-800-372-4346 3:v-9rm (et) Call 1-800-2-COLGATE or speak with
u HENRY SCHEIN To Fax: 1-800-732-7023 24 Hours your Colgate oral care consultant today.
www.colgateprofessional.com

YOUR PARTNER IN ORAL HEALTH

DENTAL www.henryscheindental.com

Interested? Circle Product Card No. 2

© 2013 Colgate Oral Pharmaceuticals, a subsidiary of Colgate-Palmolive Company, New York, NY 10022, USA



PRODUCTS

TODAY’S'T
TECHNOLOGY

A vigorous vote yields Pride Institute’s

“Best of Class” Honorees.

by THAIS CARTER

Opportunities to recognize excellence seem few and far
between. When the moments do present themselves, it can
seem like the requirement is to find 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 fifth year, Pride Institute’s “Best of Class”
technology awards have never been about being polite, but
rather, being honestabout the technology rapidly reshaping
the GP’sapproach to practice management and patient care.

“Iam honored by the impact the award is having on pur-

“No winner1s chosen
Ina category if thereis
no differentiator.”

—Dr. Lou Shuman, President Pride Institute

chasing decisions and its value to the manufacturing com-
munity,” Lou Shuman, Best of Class founder and President
of Pride Institute shared, “but Tam most proud of the integ-
rity of our process and how it differentiates this award from
any other provided today. The formula— technology lead-
ership in dentistry, unbiased and not for profit — works.”

Once again, the distinguished panel of technology
experts metin Chicago to engage one another on the impor-
tance of 3D, evolving materials science, data mining and
more. Thoughtful debate resulted in alist of 18 honorees
representative of critical categories for today’s GP.

“After our closed door battle, the smoke clears,” Shuman
said with alaugh, “and the companies that survive are pre-
sented with themostprestigiousaward in the dental industry.”

Asinprevious years, during the voting process panel

members are encouraged to speak about their experience

THE DISTINGUISHED PANEL

Acknowledging the dynamic decision-making that comes
from bringing great minds and great dentists together,
once againthis 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.

How these ESTEEMED PRODUCTS AND SERVICES are

selected, and DPR’s plan for ongoing coverage.

P

2013

“The award serves an
important function —
providing an objective,
informed, professional
assessment of a broad
gamut of technologies.”

—DianaP. Friedman, CEO, Sesame Communications

with products. However, they must divulge all paid rela-
tionships with manufacturers prior to the discussion and
arenotallowed to vote inany category in which they havea
consulting relationship with a company.

Thisapproach facilitates honest discussion which, in the
end, creates alist of honorees that is born out of respect and
appreciation for trueleadersas opposed to selectinga winner
forwinners’sake. Asyou’ll seein the finallistof winners here,
notevery box gets “checked.” Ifa category didn’t deliver a
clear winner, goinga step ahead ofits competitive setin some
way, shape or form, then that category isn’trepresented here.

DPR’s coverage will include feedback from the panel on
why these products were chosen, as well as stories from the
field — from dentists like you seeing the results in their prac-
tices. Hopefully, these stories will motivate you to engage with

“There are few accolades
this meaningful.”

—Suzanne Wilson,

Senior Marketing Manager - Brands, Ultradent

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
Pacific School of Dentistry

Pride INSTITUTE

onthe

New Orleans

American Dental Association

ANNUAL SESSION

OCTOBER 31 - NOVEMBER 3, 2013

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'li-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

“Pride Institute’s mission
1s excellence and so 1s our

product, DDS Rescue.”

—Kenny Schwing, President & CEO, Liptak Dental

the “Best of Class” companies at the ADA Annual Sessionin
New Orleans, Oct. 31 -Nov. 3. The Technology Expowilluse
its 7,500 square foot space for dynamic, technology-centric
educational offerings and product demonstrations.

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

July 2013 DENTALPRODUCTSREPORT.COM

COVER



BE AMAZED BY. _
WATERLASE

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

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. '

w WGfEfIGS.'E

e Keep more perio and endo procedures in your
practice and refer less!

e Expand the types of procedures you offer

e Cut cavity preps as fast as your high speed

e Work in all four quadrants in a single visit

e Proven method to get referrals from your patients ;

¢ Rekindle your passion for dentistry

SCHEDULE A LUNCH N’ LEARN L 3
IN YOUR PRACTICE TODAY! ‘ B

FOLLOW US!

f»@a P S | biolase.com | Call toll-free 888-424-6527



“| owned an older WaterLase. | 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. | saw it as an incredible opportunity to incorporate
something the public was interested in.”

Michael Seastrom, DDS
Tarzana, Calif.

“| am actually seeing more patients in a given hour using the WaterLase iPlus for
doing my fillings than | would be if | were using drill, fill and anesthetic. What
| am hearing from patients is the procedure they most enjoy in my practice is
Waterlase. Itis a profound new experience.”

Jay Grossman, DDS
Los Angeles

“The return on investment has been above and beyond our expectations.
But it is an even better experience for our patients.”

Christina Do, DDS
Costa Mesa, Calif,

“It kind of invigorated me in dentistry other than just drilling and filling, and
doing the same old, same old. If | 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.”

Jose Aunon, DDS
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!”

Justin Kolnick
Endodontist, White Plains, N.Y.

“This not only enhances results in the hands of a periodontist using the Waterl.ase
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.”

Mark Schlesinger
Periodontist, New York City

Interested? Circle Product Card No. 3

CUSTOMERS AND CRITICS AGREE: ITIS OUR BEST WATERLASE YET!

DENIALPROD.LT SRE

TOP 29

DENTISTRY {é TODAY

TOP 100

********

g.; 3 DENTISTRY T0])AY
2011

TOP 50

Technology Products

townie
ChoICe

awards

DESIGN

7 EXCELLENCE
AWARDS®

Advancing the Business of TechnologyR

SCHEDULE A LUNCH N’ LEARN IN YOUR PRACTICE TODAY! BIOLASE
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What real dentists are
searching for and savoring at
dentalproductsreport.com.
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From the editor

2 Minutes With
Dr. Gary Severance, Chief Marketing
Officer for D4D Technologies.
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Top 3 things to store in the cloud.

18
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Check out 15 Innovator Profiles
to see the manufacturers and
products that are changing
the way you practice.
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OURMISSION  pental Products Report

provides dentists with

comprehensive, accurate
and unbiased information
across the spectrum of

specialties. In consultation

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

it was much more than that.

ALL THE BENEFITS OF AWHITER SMILE, WITH NONE OF THE SENSITIVITY P.100

practical clinical advice,
research and techniques

TECHNIQUE
Perform a dual
layered direct bonded
smile rehab

Estelite Omega Composite,
Tokuyama Dental America

TECH BRIEFS
Sof-Lex spiral finishing
and polishing wheels
3MESPE

Deldent Jet Polisher 2000

Johnson-Promident

Better education,
increased case
acceptance

A clinician’s take on the Polaris

intraoral camera from Air Techniques.

by Dr. Sheri B. Doniger

Team Approach

Better isolation for
better dentistry

One dental assistant’s take on
Isolite Systems Dental Isolation. by
Tina Calloway, CDA, DAICP

with forward-looking clinicians
and manufacturers, our

staff supports dentists as
they apply new products

and technologies for

excellence in patient care

product impact on the
practice’s bottom line

MARKETING

Your website is your smile
Make sure your ‘online smile’

leaves a quick, impressive first
impression. by Patrick Goodness

86

EFFICIENCY

Product decisions
made easy

Read how one doctor decided
electric handpieces were right for
his practice through the TryKaVo
program. by Renee Knight

88

MARKETING

The power of outsourcing
practice marketing

Why hiring the right vendors

leads to better results and

ROI. by Naomi Cooper

90

5 REASONS TO BUY
Statmatic automatic
handpiece .
mainfenance unit
from SciCan Corp.

92

PATIENT PERSPECTIVE

All the benefits of a
whiter smile with none

of the sensitivity

How SDI's Pola whitening system
helped one patient achieve the bright
smile he wanted without sensitivity.

100
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and practice development.
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DENTSPLY CELEBRATES

100 YEARS

OF DENTAL HYGIENE

o
A ZPTTY 3

PRO"” WHITE VARNISH DELIVERS A -
U WORLD OF RAPID FLUORIDE RELEASE
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Introducing a uniquely formulated
varnish for hypersensitivity relief

* Releases more than 7 times the amount of fluoride than
Vanish™ 5% Sodium Fluoride Varnish over a 2-hour period'

e Requires half the wear time compared to competitive
varnishes so patients can quickly resume eating and drinking?

* May be applied to wet tooth surface to save time and effort'
ﬂ * Formulated for no dripping or stringing to reduce potential mess'
* Gluten-free for patients with dietary concerns'

* Patent-pending design

Interested? Circle Product Card No. 4

To request free samples or for more information, call $7°% ®
1.800.989.8826, email nuprosamples@dentsply.com, S N“PRO
or visit www.nuprovarnish.com. Y

r ViSi p . Ul

Reference: 1. Data on file, Dentsply Professional.

2. Compared to competitive varnishes. Date on file. N R Pioneers in ProtectionTM

&NSPLY © 2012 DENTSPLY Professional, York, PA 17404
NUPRO® is a registered trademark of DENTSPLY International

PROFESSIONAL and/or its subsidiaries. Vanish™ is a trademark of 3M or 3M ESPE AG. NUP06-1112-1 Rev. 2 MADE IN THE USA



Followuson
Facebook and Twitter

dentalproductsreport

MOST PRODUCTS. BEST SEARCH.
Find thousands of products and all of the o

Jollowing web-exclusive content on our website.

COM

8

A victory for
children’s oral health

3M ESPE driver Greg Biffle wins again at
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
when it comes to hiring and how to fix it.

When is an appraisal not an appraisal?
Why you need to know the difference when
it comes time to sell your practice.

UOIBIDOSSY [BlUS( UBOLIBWY JO AS81IN0D 010Ud

CIICkS & PleS What real dentists were searching

and savoring @ DENTALPRODUCTSREPORT.COM

E:ﬂ 5 MOST-VIEWED PRODUCTS

01 Contra-angles
Bien-Air

02 SonicFil

Kerr Corp.
03 Nexus RMGI

e

04 Scotchbond Universal Adhesive
3M ESPE

05 iTero imaging system
Align Technology Inc.

5 MOST-READ ARTICLES ONLINE

01 6tips on how to work with an upset patient or
employee [VIDEQO]
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

E-NEWSLETTERS

RO

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

MUST-WATCH VIDEOS

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

DENTALPRODUCTSREPORT.COM | July 2013



SO MANY CAVITIES, SO LITTLE TIME.

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.

Your practice is our inspiration.. Kerr

Mitch Levitt, DDS
Los Angeles, CA

SonicFill

Sonic Activated, Single-Fill" Composite System

877.685.1484 sonicfill.kerrdental.com n




Activate the Magazine

Asthego-to productresource for the dentalindus-
try, the team at Dental Products Report wants to
make it as easy as possibel for you to get the infor-
mation youneed about new products.

Here, you'll find the reader service card with
numbers that correspond to advertisements.
Throughout the issue, you'll also find numers
with each ofthe products thatappearas editorial
inthisissue of DPR.

You'llalso find opportunities to go directly to
landing pages thatallow youto fillin yourinforma-
tionin order to receive new product materials, QR
tags that get you there directly from your phone,
andinsome cases, text (or SMS) codes that provide
yetanotehr way to get the information you want.

We don’texpectyou to use every method. We
Jjustwant to makeiteasy foryou to get whatyou’re
looking for — on your terms.

You Can:

@ Fill out the Product Card
® Go Online or Scan
O lext

Result: New product
information sent directly
to youl!
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DENTSPLY Professional 7 4
professional.dentsply.com

DEXISLLC 22-26 14
dexisgo.com

Enzyme Industries Inc. 91 87
dentaladvisor.com

GC Americalnc. 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 ScheinInc. 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
Ih360.com

MacPractice Inc. 30-31 16
macpractice.com
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Natl. Children’s Oral Health Foundation 84
americastoothfairy.org

Northeast Dental Laboratory 61 64
nedentallab.com

Onpharmalnc. 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

SciCanlnc. 14 8
scican.com

SDIInc. 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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Havea

sense of

humor

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 butthe dentist’s office.

While most respondents
took the photosin good humor,
there was a comment—which
generated several likes—that
suggested these patients should
just be glad to have dental

insurance. The commenter

wentas faras 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
media slam doesn’t help
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 first
place. Buthere’s the thing,..

People aren’t born with an
innate aversion to the dentist —
itisrooted in experience. Ifnot
theirs, then that ofa close friend

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

or family member. Rather than
hate on the haters, why notmake
the effortto change theirminds?
There are so many
incredible ways to shape
positive experiences for the
patients in your practice —
consider atleast 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.

_fe

‘ P SolmeteX®
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LY i

S

1algam Separators

ndard for amalgam separa

The SolmeteX Hg5 system has received t
ce Awiid TEN consecutive years in the Amalgan
g ries the most award winning syste

ving the Dental Advisor “Editors’ Choice” a

e Hg5 amalgam separator program is an all
dental office to achieve a regulatory compli
waste recycling and mana

ce with amalg

ent.
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VOICE

®  Go the extramile for
patients, both clinically
and in terms of customer
service. Itis more than
justa smiling face at the
front desk. It’s about
making sure patients feel
heard and, more impor-
tantly, taken care of. @

M{W

THAISt\CARTER
DIRECTOR OF CONTENT

tcarter@advanstar.com

Subscribe to Advanstar Dental Media eNewsletters
atdentalproductsreport.com/subscribe.




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

SAVES100

3rd Annual Scientific Session - coiciration®

September 20-22, 2013 Use Promo Code
MGM Grand Hotel, Las Vegas, NV DPR100
‘/ World-ClaSS ResearCh Presentati ons Savings only applies to Dentist and Dental Team Registrations.

v' Boost Practice Production with Implementation Courses
v Game-Changing Inflammatory Testing Debuts HERE

v"  Learn How to Navigate the Affordable Care Act

THE _
AMERICAN ACADEMY FOR

ORAL SYSTEMIC
HEALTH

Interested? Circle Product Card No. 7

REGISTER NOW ONLINE AT: www.AAOSH.org



Introducing the new generation STATIM....
the STATIM G4 Series

The gentleness you know, a level of
interactivity never seen before

world’s fastest
autoclave from
start to sterile.

&

STATIM, the

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

CONNECT

o —

Connect to anyone
from anywhere...
your STATIM is now
accessible online.

COLLECT

G4 collects all cycle
data and service history,
protecting your
office and patients.

www.scican.com

Your Infection Contvel Specialist™
/__

Interested? Circle Product Card No. 8

@ A Sanavis Group Company

STATIM is a registered trademark and Your Infection Control specialist is a trademark of SciCan Ltd.
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Your Prescription for Unbeatable

Quality, Service & Value____
INCLUSIVE®

Custom Abutments and Bars

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

Certified INCLUSIVE" Laboratories

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...............vvemrrrevrmmnesrrerennnes 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 Lahoratories, 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 1A 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 M 866-755-4236
Artistic Dental Lab Allen Park Mi 800-437-3261
Trachsel Dental Studio Rochester MN 800-831-2362
Las Viegas 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 X 972-680-1660
Dental Dynamics Laboratory Inc. Arlington X 800-640-8112
Natural Arts Dental Laboratory San Antonio X 800-322-6235
Oral Designs Dental Laboratory, Inc. San Antonio X 800-292-5516
PCB Dental Lab Richardson X 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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Always,
Affordable.

Always
Reliable.

reliable/
arts

DENTAL LAB

Compare & Save!

PFM (Base Metal)

IPS e.max Veneer

IPS e.max Crown

Zirconia Crown

Porcelain to Captek Crown

Flexible Partial Denture

Value Denture

Deluxe Denture

Combo Partial:
CHROME WITH CLEAR
CLASP

ZirluxFC:
100% PURE ZIRCONIA

Discover the Reliable Arts
advantage & give your practice
a competitive edge today!

877-392-5755

www.reliablearts.com

Interested? Circle Product Card No. 10

DDS

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
were the first to introduce innovations like
the powder-free intraoral laser scanning,
photos over data (ICE View) and centralized
education with remote support. We're now
taking another leap ahead in technology. It
all started based upon direction from a Bite
to Byte conference we hosted in 2011 with
key opinion leaders where the consensus
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
that put this together and the benefits it will
provide to practitioners and patients alike.
Q: lunderstand it is plug 'n

play, how does that change

an office’s workflow?

A: We like to say “plug 'n practice” since
we're the first to really “cut the cord” from
cart-based chairside dentistry. Today, dif-
ferentiation is difficult — every cart has “four
wheels and a wand’— all tied together and

in one unit. Out of our Bite To Byte confer-
ence, came the concept of making the whole
chairside process more portable, more
convenient and more efficient to enhance the
workflow in the office. By using Thunderbolt™
technology for the connection to either an
updated cart or NEVO laptop we offer more
power and speed compared to other con-
nections like USB3. We can run our scanner
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
office rather than having to move a single

DENTALPRODUCTSREPORT.COM

A QUICK DIALOGUE with
industry leaders to discuss
what’s next in dentistry

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

Gary Severance,

CHIEF MARKETING OFHCER
OF DAD TECHNOLOGIES

cart around to multiple operatories. It opens
up all the possibilities the office wants to
work with —to meet their specific needs.

Q What are some of the
other benefits of NEVO?

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 arede-
signed ICE (I C Everything) View. Butwe've
also focused on features to ensure there is
relatively no patient or office downtime. We've
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 inthe tips, so there
is no fogging, which improves the scanning
experience and image capture. A larger field
of view allows quicker data pickup and the
fact that you can set the tips on the teeth while
scanning rather than “wave” above them
provides better stability, patient comfort and
location finding. The plug 'n play ability allows
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
offers the ultimate in patient efficiency. While
you can't forgo the fundamentals of proper
preparation and soft tissue management
—intraoral capturing (scanning) will be fast
and efficient with NEVO for many applica-
tions — and of course no powder. There are
lots of incredible advancements in the whole
chairside CAD/CAM category —faster miling
cycles, new materials that don't require firing
as well as faster firing programs for ceramic
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.

‘ July 2013



Pride INSTITUTE

BUY NOW
and

receive a special offer
USE CODE DPR713

PROPER ISOLATION ELIMINATES CONTAMINATION 224 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 224 LEARN MORE (’ )
800-560-6066 | TRY IT RISK FREE ISO' |'|'e
www.isolitesystems.com

Interested? Circle Product Card No. 12

Better Isolation = Better Dentistry™



QUICK BITES Next month:
for team development ©  Top 5 Ways to Keep
and practice success Equipment Like New

SNy

Top 3

THINGS TO STORE IN THE CLOUD>>

Patfient 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
topics, it is now available in the cloud. The benefit for you and your patients?
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
images in the cloud offers numerous benefits, especially as digital imaging continues to
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. @
PHOTO: VICTOR HABBICK VISIONS / GETTY IMAGES

A Proxabrush® a day
keeps the plaque away

New G-U-M° Proxabrush® Go-Betweens® Cleaners are better than ever

for your patients. They 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.’

* Removes up to 25% more plaque’ with new triangular bristles i New
\ e Cleans posterior teeth easily with bendable neck s Triangular
| * Better comfort, control and grip with new flexible handle % Bristles
: e Stays clean between uses with antibacterial bristles® S

e Coated wire helps prevent galvanic shock

SRR (([Bpp

CED s o ’ Conventional
ULTRATIGHT TIGHT MODERATE WIDE = { . Round
] / ih >z «2.30mm / >z <23imm > 43.79mm »<379mm = Bristles
8 O =
" » ¥ «2.30mm »F<279mm »FE4.30mm »ZE <686mm
"5. W 40.48mm 40.48mm 40.67mm 40.67mm
Ultra Tight ® Tight @ Moderate ® Wide
871 872 3612 3614
o SUNSTAR
Call Sunstar at 1-800-528-8537 OR Visit GUMbrand.com for more information
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.

© 2013 Sunstar Americas, Inc. P13111

GGl BUTLER==
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=
90 years of perfection —

celebrating our history of excellence
with special, money-saving offers.




e

$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.

Superior German quality —
outstanding savings!

® S6379 ® S6850
® S5379 ® S5850
4] (4] [ K]
= 5 5 = 5 5 5

Size - Tamafo @ %omm 018 023 Size - Tamafo @ %omm 014 016 018
L mm 3,4 4,1 L mm 10,0 10,0 10,0

FG - FG Angle - Angulacion a 2° 2° 2°

= -
@ $6379.314. ... 018 +023 —_—

o $6850.314. ... 014 016 018

[ J §5379.314. ... +018 4023
+ = O 300000 min'/rpm [ ] §5850.314. ... 014 016 018
Utility model, patents/Modelo de utilidad, patentes .
US 6,368,107 Orax 300000 min' /rpm

X X Utility model, patents/Modelo de utilidad, patentes
Egg, occlusal/lingual reduction US 6,368,107

Matches H379 carbide finisher series

Huevo, abrasivo oclusal/lingual

Adaptado a la serie de instrumentos de acabado de
carburo, H379

Chamfer long
Chamfer, largo

® S 6856 A A A H
® S5856 ® S6856XL
(4] ] R (4] ] Bt
& 5 B 5 5 5} & 5
Size - Tamario @ omm 012 014 016 018 021 Size - Tamario @ Vo mm 021
L mm 80 80 80 80 8,0 L mm 12,0
Angle - Angulacion a 2° 2° 2° 2° 2° Angle - Angulacion a 2°
FG - FG FG - FG
— (=——————
o $6856.314. ... 012 014 016 018 +021 ) S6856XL.314. ... 021
[ ) $5856.314. ... - 014 016 018 +021 O 300000 min™/rpm
Utility model, patents/Modelo de utilidad, patentes
+ =Om 300000 min'/rpm US 6,368,107
Utility model, patents/Modelo de utilidad, patentes Tapered chamfer extra long
US 6,368,107 Matches H375R carbide finisher series
Tapered chamfer Chamfer afilado, redondo, extra largo
Matches H375R carbide finisher series Adaptado a la serie de instrumentos de acabado de
Chamfer afilado, redondo carburo, H375R

Adaptado a la serie de instrumentos de acabado de
carburo, H375R



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.

® S6878K
® S5878K

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

A

® S 6845KR

4] ) Kt

M

5 5 5 5 5 5 5 5 5
Size - Tamafio @ %, mm 012 014 016 018 021 Size - Tamafio @ '%omm 018 025
L mm 80 80 80 80 8,0 L mm 4,0 4,0
Angle - Angulacion a 2° 2° 2° 2° 2° Angle - Angulacion a @ 3° 5
FG - FG FG - FG
= ==
@ S6878K.314. ... +012 014 016 018 +021 o S6845KR.314. ... 018 8025
[ ) $5878K.314. ... - 014 016 018 - # = On 160000 min”'/rpm

+ = Op. 300000 min'/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

e LT

Utility model, patents/Modelo de utilidad, patentes
US 6,368,107

Modified taper
Inlay/Onlay preparation
Afilado y modificado
Preparacion de inlay/onlay

® S6847 KR
® S5847 KR

e

D 5 5 5
Size - Tamaiio @ Vomm 012 014 016
L mm 8,0 8,0 8,0
FG - FG
o S6837KR.314. ... +012 014 016

+ = O 300000 min™'/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

1] ) [ &S]

Z 5 5 5
Size - Tamaiio @ YVomm 014 016 018
L mm 80 80 80
Angle - Angulacion a 2° 2° 2°
FG - FG
—_——
@ S6847KR.314. ... 014 016 018
o S5847KR.314. ... 014 016 018

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



since 1923

Celebrating the art of perfection.

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

90 years of precision:
.. 1he original factory

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

The production nowadays

©05/2013 - 411882V0 |

=
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



She makes the difference!

Who are the women in your practice, your
lab, your school, your business who ?

We are accepting nominations for this year’s Top 25 Women
in Dentistry. It's simple:
1. You can't nominate yourself.
2. Ariculate 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:
Dentist
Team Member
Researchers/Educators
Dental Lab Professionals
Industry (sales reps, product maonagers, efc)

Send all nominations directly to tcarter@advanstar.com.

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

DENTAL REFORT

dentalproductsreport.com
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INNOVATION

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.

PHOTO: COLIN ANDERSON/GETTY IMAGES
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We are constantly being bombarded from all
sides by advertisements touting the latest and
greatest products our profession has to offer.

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 pointis 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 final
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 specifications. 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
nextlevel? @
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DEXIS go is a sleek, engaging way for dental professionals to communicate with
their patients using an iPad.! This FREE companion app to the DEXIS Imaging Suite?
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! DEXI s Q D

1-888-883-3947 | www.dexisgo.com
1-800-645-6594 | www.henryscheindental.com HENRY SCHEIN®

DENTAL

NS /

* 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. DX47540613REVO ©2013 DEXIS, LLC

Interested? Circle Product Card No. 14



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

CARSTEN FRANKE

Sr. Director of
Marketing, DEXIS

Q: | 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
indicative of the long line of DEXIS firsts that started
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.

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

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.

In 2001, we were the first, and for many years
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
radiography to a platinum level by refining the
design of our PerfectSize™ sensor and creat-

The maijority of
practices still using
film today are
actively looking
into digital imaging
solutions.

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
the iPad fit into the larger pattern of innovation
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
community. We continue to refine our product
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. | cannot comment on unre-
leased products, but | 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-
ography, how would you summarize the benefits?

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
patients alike are enjoying the great benefits of
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
film to direct digital is a no-brainer. No darkroom,
no chemicals to deal with, no ongoing expenses
for film as long as you practice, instant images,
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.
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DEXIS | 888-883-3947 | www.dexis.com

The 5-Minute FMX with DEXIS® Digital X-ray

While every digital X-ray system saves time over traditional film, you really need a single-
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
to more efficiently move about the mouth with the sensor, even in tough areas such as
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).

DENTALPRODUCTSREPORT.COM
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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
find most efficient.

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).




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

Software Set-up: With the patient intraoral X-ray screen open, click on the X-ray
Acquisition screen and then click on Full Mouth. The first area to be captured is
highlighted in gold. Here, the default sequence is shown (Fig. 3a).
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Capturing Images: Position the sensor in the first posterior area and trigger the
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.
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Recap:

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).

* The sensor and biteblock design allow you to move efficiently, quickly and comfortably.
* There’s no switching to different size sensors and their holders.

* You choose your own sequence, the one you are comfortable with.

* There’s less set-up before and clean-up after the procedure.

* The software does the processing and mounting for you.
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DEXIS ™

What’s Hot?

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 gois not a “trendy” fad. It brings rele-
vance to the patient experience. With all imaging
information at their fingertips, the dental office
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 gois our Lightbox mode, an homage to
dentistry’s past in a very contemporary product.

Q: How does DEXIS go improve the overall
workflow for the dentist?

A: With the DEXIS go app, all of the patient’s
intraoral and extraoral radiographic and photo-

FEATURED PRODUCTS

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

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,
consult room, front office — on an iPad, a com-
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
toward the dental office experience. Patients can
be included in the discussion of their health care

Dentistry has never
been ‘cooler’ thanit
is right now.

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.

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.

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-
Cable Exit that provides the cable
flexibility to reduce stress and increase reliability; and TrueComfort

™

tor; the proprietary WiseAngle

™

Design that offers a slim profile, four beveled corners and rounded
casing for patient comfort and precise placement. Purelmage™

technology offers optimal image quality.
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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.



VITA Easyshade® Advance 4.0
Analog goes digital.

Determine and verify tooth shades with digital precision.

VITA

VITA shade, VITA made.

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

[i facebook.com/Vident

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.

www.vident.com | 800-828-3839

© 2013 Vident, A VITA Company. Easyshade and 3D-Master are registered trademarks of VITA Zahnfabrik. Bluetooth is a registered trademark of Bluetooth SIG.
Interested? Circle Product Card No. 48




THE TOTAL DIODE,

Deep-Tissue
Handpiece

FOLLOW Us!
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Whitening
Handpiece

f» @& P S | biolase.com | Order EPIC at 888.424.6527
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pre-sets shortens any learning curve.

EPIC™ is the total diode, elevated.

NEW!

Introducing EPIC™, the latest laser innovation from BIOLASE.
More than just a standard diode laser, EPIC expands your
treatments and ROl with Laser Whitening and exclusive Pain

)
™
eplc Therapy mode. Plus, a simple touch screen with illustrated

BIOLASE



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

“...BIOLASE leads the way in creating the

“Total Technology Solution’...”

DR. CHRIS WALINSKI

Director of Clinical
Research & Education
BIOLASE

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 WaterlLase brand and product evolved to
meet the needs of the high-tech dental practice?

A: We are celebrating the 15" 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,
more power—and greater flexibility with the laser
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
EPIC allow. We call this confluence of technologies
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: NewTom was the first 3D CBCT technology in
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,
the short-term benefits of lasers and 3D imaging
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-
ning dramatically simplifies the lab/dentist inter-
face, including eliminating impression material.
Lasers can allow for anesthetic-free, drill-free pro-
cedures for patients, which redefines the dental
experience.

FEATURED BRANDS

WaterLase
The most recent
addition to the
WaterLase

brand family, the
WaterlLase 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.

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
clinician’s fingertips. The
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.

Blotggy =
o

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
revolutionary flat panel
X-ray detector produces
the clearest, sharp-
estimages 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.
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The advantages are Clear

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

“ \/acPractice

Mac Simplicity in practice

Interested? Circle Product Card No. 16




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

“Mac users know the software and the
interface are what sets it apart.”

MARKHOLLIS
CEQ, MacPractice Inc

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
the Mac workflow and its benefits long before the
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 USBS.

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
and running on the first day of training. The key
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
process. After a rehearsal in our office, we typi-
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.

FEATURED PRODUCTS

Patient Check In App
MacPractice Patient i
Check In App stream-
lines office workflow
making it convenient
for a patient to
electronically “Check
In” for an appoint-
ment scheduled in
MacPractice DDS on
an iPad or iPad mini at the office. Check In records
the time, changes the appointment status to “Patient
Checked In,” and every staff member is notified of the
patient’s arrival at their MacPractice terminal.

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
made can be verified or corrected by patients, and
demographics, patient photo, and a signed HIPAA
release are automatically sent to their account, sav-
ing staff time and eliminating entry errors. Clipboard
templates can be customized. Data flows from
Clipboard to MacPractice and to iEDR.

iIEDR 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

in ONC-ATCB Certified
MacPractice DDS. Dentists
can create and refill prescriptions electronically and
view and show patient X-Rays and photos stored in
MacPractice. iIEDR interoperates with MacPractice
DDS and also may be used remotely via the Internet
to provide true portability to a dental practice.
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potlent communications

we know dentistry. we know you.

Perfect Recall™

Lighthouse 360 piggybacks on your
practice management system to completely
automate the most comprehensive recall
system in dentistry. We reach 100% of your
patients, automatically. Never print another
Aimee, Office Manager recall report again - everl
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System

PATIENT COMMUNICATIONS

' Weorks with your current practice management system!

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

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

BRIAN SMITH
Lighthouse

Co-Founder and
VP - Product Marketing

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 ontheir 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: | think most people think of “high touch” as
“human interaction,” but | 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
methods, short profiles on the doctor and staff,
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
is “Perfect Recall.” What is the key to its efficacy?

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-
stantly refined to work even better. One of the big-
gest challenges in the advertising business is proving
that what you're doing is working. Since Lighthouse
sees the flow of every new patient through the den-
tal practice, we can make the connection between
the phone call to the office that came from a Yodle
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

figures. No one has ever done that before because
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.

FEATURED SOLUTIONS
AutoConfirm™

Confirming —
appointments by s ,,,.’h
may be the P e _—_'t_ ___.':fn-r" ’&
most significant ,:f”;k'-'-;_- : "¥
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Put this an your casndar, plasss

thing that an

automated A
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system does
for an office.
Lighthouse
360 is the
only system that automatically marks appointments
“confirmed” in the schedule for every major practice
management system. Why would you even consider
a system that doesn'’t do this?

Perfect Recall™
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.
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DENTCA

CAD/CAM DENTURE

S

30 million adults in ’rhe are edentulous.
With DENTCA, you can deliver high quality
dentures in just 2 visits and 1 hour chairtfime.

S Eiveit

Deliver Smiles in 2 Easy Steps! Call Us Today!

The World’'s Premier 3D CAD/CAM Denture Solution. DENTCA Means Quality.

3608 Griffith Avenue, Los Angeles, CA 90011 ‘ Tel: 323.232. 7505 ‘ info@dentca.com ‘ www.dentca.com ﬂ www.facebook.com/dentcausa
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CAD/CAM DENTURE

CA

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

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

LUIS GARABIS, DDS,

Dental Director,
Mid America

Professional Group, PC

About Mid America Professional Group, PC,

Mid America Health

Mid America Professional Group, PC, and Mid America
Health (MAH) is a company of dedlicated 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.

| first heard about CAD/CAM denture technology
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
be a significant time-saver for our network of doc-
tors across the United States who frequently go
out to Skilled Nursing Facilities to perform dental
procedures. At first, it sounded too good to be
true. So, of course, we had to test it.

Q: What about the DENTCA product and com-
pany inspired confidence to partner with them?

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.

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
of patient visits needed from the conventional five
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
the field. DENTCA has consistently proven their
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. | 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
system provides huge time and cost benefits for
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.

FEATURED PRODUCT

The World's First CAD/CAM DENTURE

About the DENTCA System

DENTCA can fabricate try-ins (prototypes) in 3

days and final dentures in 5 days upon receiving
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
patient visit is needed before try-in or final delivery.

DENTCA’s 3D CAD/CAM

Denture Solution Advantages:

* 3D CAD/CAM Precision = 100% Accuracy

* Only 1 patient visit needed before final denture delivery
* Chairtime = 55 Minutes vs. 5+ hours conventionally
* Processing Time = 3-5 Days vs. 30+ days to
fabricate conventionally
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CLOSE TO 42,000 NORTH AMERICANS
WILL BE DIAGNOSED WITH ORAL OR
OROPHARYNGEAL CANCER THIS YEAR,

CAUSING OVER 8,000 DEATHS,
ROUGHLY TEVERY HOUR.

NOW YOU CAN HELP.

According to the Oral Cancer Foundation, the death
rate associated with this cancer is high mainly *ﬁf
because the cancer is all too often discovered late in & ‘

As seen without

VELscope Vx. 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.!

As illuminated with
VELscope Vx.

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

VELscore))

See Prevention in a New Ligfi—/vx dfT]

DenMat

"Edmond L. Truelove et al, Geeneral Dentistry,
July/August 2011, 281-289.
© 2012 DenMat Holdings, LLC. 801321500dpr 06/13 KJ
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“Providing our customers with a wide array
of solutions for improving a patient’s smile...”

k|

ROBERT CARTAGENA

Chief Operating
Officer, DenMat

I

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
delivered to dental offices all over the country.

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: The recent findings related to the connection
between the human papilloma virus (HPV) and

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 @ 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

FEATURED PRODUCTS

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.

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.

<« Before

After
* STRONG: Not only beautiful, they're the strongest leucite-
reinforced ceramic veneers on the market.
SOL VELscope Vx®

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. Itis portable, precise, has enhanced ergo-
nomics, a single interface and a high-contrast aiming
beam to make laser dentistry easier.

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
to naturally fluoresce. The device
can detect a wide variety of abnor-
malities so they can be discovered
before they are visible to the unas-
sisted eye.
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GENDEX DENTAL SYSTEMS |800-323-8029 | www.gendex.com

Always by your side

“Itis all about the user experience.”

MICHAEL BOSHA

Senior Product Manager,
Gendex Dental Systems

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,
rather than the traditional flat 2D view, which pro-
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
only important to the dental workflow, but also is
vital to improved patient care.

Q: With so many 3D options available, what do
you see as the Gendex advantage?

A: For more than 120 years Gendex has been
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
new GXDP-700™ Series system, Gendex offers
the clinician the power of choice with the modu-
lar 3-in-1 system. Choose the solutions that best
fit the practice’s imaging needs. From general
preventive care to implants, extractions, root
treatments, and orthodontics, the GXDP-700 is a
flexible system capable of being upgraded from
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
EasyPosition™ repeatable patient positioning
system, the GXDP-700 delivers high quality, con-
sistent imaging results. This ensures increased
predictability confidence in the treatment plan-
ning phase. Plus, the compact footprint allows the
unit to be installed in any space-limited location.
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Q: This year, you introduced the SRT — Scatter
Reduction Technology — feature. How does this
benefit the dentist?

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-
ent. Recently Gendex introduced SRT™, Scat-
ter Reduction Technology, to its award-winning
GXDP-700™ Cone Beam 3D system. This new
feature allows clinicians to reduce artifacts
caused by metal or radio-opaque objects such
as restorations, endodontic filling materials, and
implant posts. The use of SRT image optimization
technology delivers 3D scans with higher clarity
and detail around scatter-generating material.
SRT represents a significant aid when 3D scans
are required for a variety of procedures from
endodontic to restorative and the post-surgical
assessment of implant sites.

FEATURED PRODUCT

Q: What do you see as some of the most mis-
understood aspects of 3D imaging technology?

A: When | have the opportunity to speak to a
doctor about 3D imaging, several common
myths prevail: 1. The unit is producing too much
radiation; 2. The software is too hard to use; 3.
There are increased liability concerns. In reality,
the radiation levels produced by today’s CBCT
machines are not much more, and in some cases
less, than that of a standard panoramic 2D x-ray
unit, but with increased benefits to the clinician
and patient. The software being offered with the
3D machines today is intuitive and easy-to-use
while delivering repeatable and reliable results
and decreasing workflow time. Other clinicians
feel that by going to 3D they give up their oppor-
tunity to take 2D images. With the GXDP-700, all
of these common myths are unfounded or untrue.
Because the GXDP-700 comes in a modular plat-
form, 3D images along with commonly used 2D
panoramic and cephalometric images are avail-
able using the same machine. So the clinician has
the ability to invest in only the imaging capabili-
ties currently needed with the possibility of adding
more as the practice expands.

GXDP-700

The GXDP-700™ Series is a 3-in-1 system
designed to help dentists achieve their clinical
goals. Along with the ability to transform from
2D Panoramics to Cephalometrics to 3D, the
GXDP-700 Series gives clinicians dependable
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
SRT, Scatter Reduction Technology,
to the GXDP-700 system. The use of
SRT image optimization technology
delivers 3D scans with higher clarity
and detail around scatter-generating
material. The activation of SRT is a very
simple and easy step. When a scan is
prescribed near a known area of scat-
ter generating material, the user only
needs to select the SRT button from the GXDP-700 touch-
screen interface to use this new optimization technology.
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Chicago Dental Society

The respected leader in scientific dental meetings™

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

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

RANDALL B. GROVE

Executive Director,
Chicago Dental Society

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
in scientific dental meetings” for annually host-
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
the “dental desert” that many unemployed and
underserved members of greater Chicagoland
find with respect to obtaining necessary dental
treatment. CDS released its white paper “Broken
Smiles: Restoring Access to Oral Health Care in
Chicago and Cook County.” The bleak findings
noted that public health clinics are underfunded
and stretched thin. There is just one dental clinic
in Cook County for every 15,700 school children.
Chicago appointed its first dental director in five
years in 2011, and dental schools, specifically the
University of lllinois 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
Society, opened the first foundation-owned den-
tal clinic in the area. Located in Wheaton, the three
chair facility provides care to qualified patients
from Cook, Lake and DuPage counties. Volunteer
dentists see patients in a dental office environ-
ment second to none. Chicago Dental Society
provided significant support for this endeavor and
sees the clinic as one way to address the growing
demand for care by the underserved.

Q: How does that kind of work reflect the broader
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-
munity. The Foundation also engaged members
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.
This caliber of clinician builds interest leading up to
the Midwinter Meeting. Certainly offering the VRM
without charge, just like entry to the Midwinter
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 20147

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
dentist. To make the rebate program easier and
more timely, a special center will be established
on the exhibit floor where dentists can take their
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

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
our online Digital Floorplan and refine our mobile
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.

FEATURED MEETING

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

Martin Trope

Charles Wakefield, and more. . .

©® ©® ® ® ® ® ®©®

Registration for the 149th Midwinter Meeting begins
at9a.m. (CST), Friday, November 1 at cds.org.
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Used under license in Canada. © 3M 2013. Al rights reserved.

Spiral wheels ...
the shape of versatility.

Spiral F|n|sh|ng Wheel Spiral Pollshlng Wheel
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Why use points, cups, discs and brushes
when one shape will do?

One shape ... \
e Adapts to all tooth surfaces - ’ “ ‘j)“
¢ |s effective at reaching anterior and posterior restorations /15

e Quickly achieves a life-like luster

Sof Lex

Sof-Lex spiral wheels ...
making finishing and polishing easier. Spiral Finishing and

Polishing Wheels

Buy 1 Intro Kit and 1 Refill

Get 1 FREE refill

Special offer at: m ESPE
www.3MESPE.com/SofLex
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3M ESPE

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

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

MARY DORUFF
Senior Technical Service Specialist,
3MESPE

Q: We're so used to hearing about major
materials launches from 3M ESPE that the
recent launch of Sof-Lex™ Spiral Finishing
and Polishing Wheels definitely grabbed our
editors’ attention. How does a product like
this demonstrate the type of innovation we've
come to expect from 3M ESPE?

A: One of the advantages in working at 3M
ESPE is that we are part of 3M as a whole,
which gives us access to experts in more
than 40 core technologies. We are able to
utilize technology, expertise and products
from other divisions and incorporate modifi-
cations to better suit our customers. The new
Sof-Lex spiral wheels are a great example
of that. This technology was adapted from
spiral-shaped wheel products produced by
the 3M Abrasives Systems Division, which
were originally sold for polishing metal in
industrial and jewelry applications. Once
our team realized the potential of these spiral
wheels for dentistry, we used our voice-of-
customer research to guide modifications to
the product and make it into an effective and
safe tool for dentists.

Q: Sof-Lex™ spiral wheels are now part of
a greater 3M ESPE Restorative Procedure
Solution that includes Filtek™ Supreme Ultra
Universal Restorative and Scotchbond™
Universal Adhesive. How do you see this
“system” approach benefitting the dentist?

A: As a manufacturer, we do extensive test-
ing of our products together to prove their
efficacy. This is inherent in the new product
development process, regardless of whether
we're developing a finishing and polishing
device or an adhesive. That ensures our
adhesives work with our composites and
our composites work with our finishing and
polishing systems. We maximize and opti-
mize the benefits dentists are getting from
each product and the entire system. This

allows us to have the highest confidence in
restorations placed with all 3M ESPE prod-
ucts. Additionally, we periodically repeat
this testing especially if changes are made
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-
ucts outside our system.

Q: Many doctors are either insecure or skep-
tical about changing their procedure style.
Fewer steps may sound good, but can it
really deliver the same quality?

A: That's a really good question that we
encourage doctors to ask, because fewer
steps are not always better. But in this par-
ticular case, when you look at the fact that
some doctors are using in excess of 10 dif-
ferent tools in order to finish and polish their
restorations, this streamlined system can be
a great benefit. Once you've shaped the res-
toration and refined the margins using burs
and diamonds, you simply use the beige spi-
ral finishing wheel to remove the scratches
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
the variety of tools you may have used in the
past.

Q: The versatility of the Sof-Lex spiral wheels
certainly seems to be a benefit. How do the
materials in this solution — Filtek Supreme
Ultra universal restorative and Scotchbond
Universal adhesive — offer versatility?

A: The fact that Filtek Supreme Ultra
universal restorative is available in such
a wide range of shades and opacities
gives dentists a lot of flexibility in how
they use it, whether they want to layer
shades for customization or simply use
As for the adhesive, Scotchbond Universal
adhesive truly lives up to the “universal” in
its name. It's a one-bottle system that can
be used in all techniques and on all surfaces
for a durable bond for direct and indirect
restorations.

A DIRECT PROCEDURE SOLUTION

Sof-Lex™ Spiral Finishing

and Polishing Wheels

Sof-Lex Spiral finishing and polishing wheels provide dentists
with a more versatile and easy-to-use alternative to traditional
points, cups, discs, and brushes. Incorporating flexible spiral
“fingers,” the finishing and polishing wheels conform to convex
and concave surfaces as they traverse the restoration, prevent-
ing the need to switch shapes mid-procedure to fit different
contours. Additionally, 3M ESPE has embedded the wheels with
abrasive particles that provide effective dental finishing from
any side — top, bottom or edge.

Filtek™ Supreme S =

Ultra Universal bl o=
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nanocomposite is also
easy to use: exceptional
handling; color-coded by
opacity; and bold, easy-to-read labels. The restorative features
improved fluorescence in a wide range of shades and opacities.
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Scotchbond™

Universal Adhesive
Scotchbond™ Universal Adhesive is

a combined Total-Etch, Self-Etch and
Selective-Etch adhesive that offers
consistent bond strength to both moist
and dry etched dentin with virtually

no post-op sensitivity. Its one-step,
one-coat adhesive application is effec-
tive on all surfaces and provides high
bond strength to all indirect surfaces
(zirconia, alumina, glass ceramics and
metals) without a separate primer. It
offers excellent marginal integrity for
highly esthetic restorations and is both
self- and dual-cure compatible.
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GET BETTER RESULTS WITH

YOUR BULK FILL COMPOSITES

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

Unigue Stress Reduction Technology™
Compensates and absorbs composite
shrinkage stress

Increases longevity of composites
Reduce sensitivity

www.sdi.com.au
www.sdilearning.com

Interested? Circle Product Card No. 23

729 N. Route 83, Suite 315

Your Smile. Our Vision. SDI (North America), Inc.
Bensenville, IL 60106, USA

Toll free: 1800 228 5166
Fax: 630 238 9200
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“Patients are getting the desired resullts...”

LAURA WOODRUFF

Sales Manager,
North America, SDI

Q: DPRis currently fielding a survey asking den-
tists about the trends they’re seeing in the presen-
tation and acceptance of whitening. From your
vantage point on the manufacturing side, what
are you seeing in terms of whitening demand?

A: In terms of whitening demand, we feel it has
been consistent over the last several years. Most
offices have whitening programs in place but the
difference is in the way each office markets their
specific whitening products. We have found there
is always an interest in learning more about a new
or different whitening line. The main reason for
this is most offices know whitening is a very hot
topic and if it isn’t offered in their dental office,
the patients will eventually leave for another office
that does offer whitening or will purchase over the
counter products.

FEATURED PRODUCTS

Q: How do the options within the Pola line help
dentists deliver better results to patients?

A: The multiple packaging options are definitely
an attractive feature of the Pola line for dentists.
We have the “pre-packaged” aesthetic packaging
for offices that prefer to offer a professional look-
ing whitening kit to first time whiteners investing
their own money into a take-home package. It is
common for offices to offer this type of packaging
for the first official whitening treatment because
they charge anywhere from $200-$400 for this
package. We also offer very cost-effective pack-
aging options for the office to provide mainte-
nance whitening and whitening for life program
syringes. When looking at how we provide better
results, the built-in desensitizer and shorter wear
times set us apart from other whitening lines.
Patients are getting the desired results without
the longer wear times and sensitivity they have
often encountered with other whitening products.

Q: What materials does SDI have available to help
dentists promote whitening in their practices?

A: In addition to all of the tangible products that
can be sentimmediately to the offices, i.e. patient
brochures with informative FAQ sections for the
patients, appointment cards, posters, and even
ceiling tiles (which many offices do use), the Pola
website has a VERY comprehensive collection
of online marketing materials that are pre-made
to promote almost any holiday or event. These
are easily made into personalized documents by
adding the office information and promotional
product information based upon what an indi-
vidual office wants to promote. We also have all
of our product images and Whiter Brighter You
logo images in jpg format so the offices can eas-
ily save these images to their own computers and
insert into their social media pages, flyers, web-
sites, etc. Another great marketing tool actually
exists within the product line itself with Pola Paint.
This cosmetic whitening pen makes a great mar-
keting tool when placed in the front of the office.
It not only markets Pola whitening in the office
but also shows patients the Pola line has many
options for take-home whitening.

Riva Bond LC

Riva Bond LC is a 9th generation of adhesives that
dramatically reduces the polymerization stress
caused by composites shrinking. Riva Bond LC is a
universal light cured adhesive for direct restorations.
Until now, dentists have had no choice but to place
a composite they know will shrink and not be able to
do anything about it. Riva Bond LC’s unique Stress
Reduction Technology™ incorporates bioactive
ionglass™technology with advanced glass ionomer
resin technology ensuring minimal stress at all bond-
ing interfaces.
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Pola Office+

Pola Office+ reportedly requires less than 30 min-
utes of treatment time. Because it doesn't require
light activation, the system can be used with or
without a bleaching light as any heat emitting curing
light can be used. Plus, the neutral pH bleaching and
built-in desensitizer of Pola Office+ is said to offer
maximum comfort during and after treatment, result-
ing in lower sensitivity and less patient discomfort.
Equipped with a dual barrel syringe system capable
of reaching tight spots, the whitener doesn't require
mixing trays as it mixes as it's applied to guarantee a
blend of activated gel.
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Pola Day CP

A rapid take-home teeth whitening system, Pola Day
CP promises immediate change with a wear time

of just 15 minutes once or twice per day. The gel is
pH neutral, composed of 35% carbamide peroxide
and has a high water content that stops teeth from
drying. Plus, the high viscosity, fluoride-infused,
spearmint flavored gel remains where it's placed and
remineralizes the tooth surface, assisting in sensitivity
reduction.
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Your One Kit For
Lithium Disilicate (e.g. IPS e.max®*) Restorations

¢CEMENT is a resin cementation system designed to
strengthen and simplify the placement of lithium disilicate.

Buy a kit and get a

FREE
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REFILL SYRINGE

1-800-BIS-DENT  24%3
Offer expires 8/15/2013. Promo Code: 13A07. B ISCO

U.S. customers only. Discounts cannot be combined with any other offer. Rx Only WWW. biSCO.Com
* IPS e.max is a registered trademark of IVOCLAR VIVADENT, Inc.
¢CEMENT is a trademark of BISCQ, Inc. MC-10132EC

Interested? Circle Product Card No. 24

There is no sponsorship, affiliation or connection between BISCO, Inc. and IVOCLAR VIVADENT, Inc.
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“...rigorous testing to guarantee they will
work in all clinical situations.”

PAULL.CHILD
JR.,DMD, CDT
Executive Vice President,
Bisco Dental Products

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. e(CEMENT 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? O,
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

FEATURED PRODUCT

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,
and is timely, expensive, and more difficult to con-
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 eCEMENT filling a gap not currently
being serviced by others in the marketplace?

A: There are many cementation systems available
to the clinician today, ranging from resin-modified
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.

eCEMENT

Designed for lithium disilicate restorations,Bisco’'s e CEMENT 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- ;r;"
tions provide long-term retention of single or multiple restorations, as well as shade ;--ﬂF

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.

Sive [ "
Tor Lithiym ﬁgm’ﬂﬂ System

ale r?ﬂﬂ'fm"afw

July2013 | DENTALPRODUCTSREPORT.COM

Ot



PENTRON | 855-748-2964 | www.pentron.com
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“What made me pull the trigger was trying

the products.”

RICHARD
LIPSCOMB, DDS
Woodmore

Dental Center
Mitchellville, MD

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-
ally using the product on the patients first is key.
Companies can say all they want about their
products, but what counts is how the products
perform in the office. What made me pull the
trigger was frying the products. Then, coming to
the conclusion that the Correct Plus Impression
Materials were better than what | was currently
using to make impressions.

Q: Accuracy is obviously a huge issue with any
impression material. What results have you seen
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
materials. With all of these procedures, | want

FEATURED PRODUCT

the accuracy, but | also want something else.
These Correct Plus Impression Materials pro-
duce accurate first attempt impressions, and
that's the something else. Being able to consis-
tently make impressions on the first try saves time
(less impression remakes, less time adjusting the
final product) and money (using less impression
material at lower prices). Not to mention it goes
over better with patients when the impression is
made and they can be up and on their way. The
ability to minimize retaking impressions with these
products is what stands out the most.

Q: What viscosity have you found to be most
versatile?

A: The Correct Quick Bite Material is the most
versatile of the Correct Plus products. It makes a
perfect bite registration every time. The material
is heavy enough not to slump during placement,
and becomes firm upon setting. Not only does
it produce an excellent bite registration, it can
double as tray material when making impres-
sions. The viscosity of the material aids in forcing
the light-body material (Correct Plus Thick-n-Thin
Light-Body) into close intimate contact with teeth
and soft tissue.

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: | have a digital impression system, and digi-
tal impressions are great. But, like most things
in dentistry, it is difficult to find one solution that
addresses every need. We treat such a variety of
patients—young to old—that having one method
of taking impressions is not wise at this point in
time. As digital impressions improve, we may get
to a time where they surpass the versatility of tra-
ditional impression materials, but we are not there
yet. And that’s the thing—traditional impression
materials give you options when the clinical situ-
ations are not ideal for digital impressions, and
this happens. So, we must be prepared to deal
with these situations by having options available.

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
Material. Saving time and money is big for me,
and that’s what these products do.

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
technique. There are two set times available: Correct
Plus Impression Material is ideal for full arch impres-
sions and Correct Plus Fast Set Impression material
is ideal for 1-3 units. Our Bite Registration Materials,
both Correct Quick Bite Material and Correct Plus Bite
Superfast have mousse like viscosity with a high end

hardness/rigidity that facilitates trimming; Correct Quick

Bite Material can also be used as a heavy body/tray
material. The Correct Plus line of Impression Materials

provides multiple packaging options to satisfy all of your

impression needs.
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ANCHORS

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

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

STEVE SCHIESS
Chief Executive Officer,
ZEST Anchors

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
people are presenting to clinician offices partially
or fully edentulous with ill-fitting traditional den-
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
hoping to fill?

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. Inthe product development
stage, the LOCATOR Overdenture Implant was
specifically designed to address the most sought
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
offering the less invasive option of a flapless sur-
gery or the option to create a flap.

All of these features combine together to
answer the market need for an implant system
designed specifically for patients requiring a cost
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
unique benefits that a thoughtfully designed, next
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
have limited finances are definitely the patients
that LODI is helping, while providing meaningful
benefits to the clinicians who treat them.

FEATURED PRODUCT

LOCATOR® Overdenture
Implant System

With a two-piece
y LOCATOR
Pivoting
Technology

coronal design,

the LOCATOR®

Overdenture

Implant System s\r\?’:r:ﬂg
(LODI) is said — LOCATOR
to offer a less Attachment
invasive, predict- i{é\ ———

able and durable
implant retained
overdenture for
patients requiring
an effective, cost-
conscious tech-
nique for securing
their dentures.

Piece Design

Proven REM
Surface
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Self Tapping
Design

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

ANGELA COTEY, DDS
General Dentist,

Village Smile Care
Mt. Horeb, WI

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 eared her
doctorate from Marquette University and served in the U.S.
Navy where she completed a residency at Marine Corps Base
Camp Pendlleton. 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: It seems that many offices are looking for ways
to increase efficiency. What products have helped
you find tangible time savings?

A: There are many new technologies that save us
time and increase efficiency. The big ones include
digital charting and radiographs, cassettes and
procedure tubs and making sure that we're using
high quality materials and instruments. Person-
ally, any product that can make a practice more
streamlined and efficient is a must, which is why |
invested in Hu-Friedy’s Instrument Management
System (IMS®).

Q: How has IMS® helped make your team and
practice more productive?

A: | run a small office, so when we get busy we
need to be able to help each other. We are all fully
cross-trained so anyone in the office can assist,
as well as set up or clean up aroom. Having color
coded IMS cassettes and procedure tubs has
streamlined our process, allowing us to know that
each set up is sterile and ready to go. Not having
to search through pouches for missing instruments
greatly increases our productivity.

Q: What, if any, learning curve did your team face
in implementing the system?

A: Whenever a new technology is introduced to
an office there is some resistance to change. An
assistant who had been with the practice for many
years was hesitant—she believed cassettes were

unnecessary. Her attitude changed right after we
started implementing them into our daily routine and
she realized how efficient the system is. My entire
office also comments on how they feel safer when it
comes to preventing sharps exposure and love how
it eliminates instrument hand-scrubbing.

Q: The average practice saves 5 to 10 minutes
per procedure when using IMS. How have you
used that recaptured time?

A: We are able to see more patients on a daily
basis, making us more productive and increasing
our bottom line. It also allows time for us to focus
on non-procedure related activities such as team
building, continuing education courses, adminis-
trative duties, marketing and social media outreach
and taking part in community service. One of the
best perks of IMS is the extra time we have to get
to know our patients on a personal level.

FEATURED PRODUCTS

Q: In addition to time savings, would you say
you've seen a financial return on this investment?

A: When patients come in for appointments they
seem much more aware of their surroundings and
have started paying attention to the steps taken by
myself and my staff in regards to their well-being. |
think they are looking for a more modern and clean
office. Implementing IMS has helped us impress
existing patients and attract new ones. Another
added bonus is that IMS keeps instruments from
getting damaged, saving us money by not having
to replace things so often. With new patients, mini-
mized instrument costs and the time and energy
saved for my staff and myself, the initial investment
for IMS seems minimal. | would definitely encourage
other offices to practice using Hu- Friedy’s Instru-
ment Management System.

IMS Cassettes

Maximizing efficiency is possible when the exact procedural set

ups needed for each patient are at your fingertips. The Instrument
Management System (IMS®) standardizes and combines the clean-
ing, sterilization, storage and organization of instruments in one
integrated cassette system. This creates results that can save up to
5-10 minutes per procedure while eliminating dangerous processing
steps that require handling of contaminated, sharp instruments.

Procedural Tubs

Procedural tubs are flexible tools to organize and transport items,
such as consumable products, and can be color coded to match
your cassettes, creating the most efficient Instrument Management
System. Procedural tubs standardize your materials required

for a specific procedure, eliminating time-consuming tray prep.
Disposables, cassettes, and other items can be safely transported,
using locking lids to protect contents from airborne contamination.

Hand Essentials

Hu-Friedy Hand Essentials™ has been designed specifically to =

help promote proper hand hygiene protocols in the dental office.

Each product supports specific routines that dental professionals
perform each day including hand washing and skin protection as
recommended by the CDC. The Hand Essentials line includes
medical grade lotions, sanitizers, and soaps. All Hu-Friedy Hand
Essentials products are tested to be latex and CHG friendly, making |
them compatible with other products in the dental office.

o
~

e
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Grow your practice with Realine.

Realine treatment is a straightforward, five-step

virtually invisible aligner system— designed specifically to fix
the minor orthodontic and cosmetic issues

that you see every day.

Realine treatmentis ideal
for patients with minor
crowdingissues or very
small gaps between their
anterior teeth.

Expand your treatment options

It's aninnovative, cost-effective way to address your

patients minor orthodontic and cosmetic concerns.
Flexibility in billing

With alab 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
ataprice point your patients will appreciate.

From the creators of Invisaligne
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

Distributed Exclusively By

YAHENRY SCHEIN®

DENTAL v | . .
To Order: 1-800-372-4346 8am-9pm (ET) re a I n e

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.
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JOHNSON-PROMIDENT | 845-589-0210 | www.johnsonpromident.com

\

“It offers the best quality and the best value.”

MONICA
BARRERA, DDS

General Dentist
New City, NY

Dr. Monica Barrera of New City,
N.Y. practices general den-
tistry part time in an office she
describes as “small — focused
on quality, not volume.”

As a long-time user of John-
son-Promident products, Dr.
Barrera was open to trying out
the new single use diamond
composite polisher, and found

herself surprisingly impressed
by the product.

“I have used alot of polishers,
all sorts, all kinds,” she shared,
“and | have never found some-
thing that brings me this close to
the natural enamel. | was looking
for something that compares to
the texture/shininess of the nat-
ural enamel, and this product
does just that.”

The new polisher allows her to
accomplish the natural enamel-
like shine without taking a long
time to reach the texture.

“It really makes the surface
shine,” she said. “l haven't been
able to accomplish this before,

and I've been a dentist for many
years.”

It is that experience that Dr.
Barrera draws from when trying
to explain why such a simple
product can have such a big
impact.

“I've tried it all —why reinvent
the wheel again? This is a good
product that gets the job done
well and quickly,” she said. ‘I
spend so much time trying to
get a good luster, but with this,
| can accomplish that easily. It
gets the job done.”

FEATURED PRODUCT

Single use diamond
composite polisher
Johnson-

Promident recently

released a new

single use diamond
composite polisher.

Johnson-Promident

carries 500 differ-

ent carbide and

diamond burs, with

a full range of shapes, sizes and grits to accommo-
date individual preferences and cover a multitude
of applications. Its new Finishing and Polishing
Instruments are also designed and manufactured
to consistently deliver the best performance and
durability, including products that use the newest
technologies in composite polishers.

Translorming Rotary Instruments with %
The Best Products at the Best Prices

Sioper  © Highest quality, cutting edge products

BEST PRODUCT

¢ Priced at a fraction of other brands

* Broadest product range anywhere

Take the no-risk Johnson-Promident Challenge with a

FREE SAMPLE!

» ]ohnson-Promident _

G°ed

COMPARE TO 3M SOF-LEX
COMPOSITE DISCS

:Q) Johnson-Promident,

www.johnsonpromident.com

COMPARE TO DENSTPLY
PoGo/ENHA NGLE-USE
DIAMOND COMPOSITE POLISHERS

Contact us to request your sample of either Compaosite Discs or
i Jiamond Composite Polishers: info@johnsonpromident.com
589-0210,

Interested? Circle Product Card No. 28
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(@) LAUNCHES UPDATES REVIEWS USER EXPERIENCES

NPROVE BERTIS TRY

Easy handling, precise
imaging, proven workflow
The Apollo DI digital impression system
is designed to offer an economical

entry into digital impressions, starting at
$19,750. The system includes animaging
unit, APOLLO Connect software, and the
APOLLO Dlintraoral camera.

Sirona DentalInc.

800-873-7683
cereconline.com

ﬂ"l Circle RSNO. 29

Fy

MORE PRODUCTS YOU’LL WANT TO CHECK OUT...

IMade That Double Take

NEW MATERIAL PERIO % IMPRESSIVE
Nicholas Domanico, !ﬁﬁ é PROTECTION i * TRAYS

Product Manager, Oneclinician’s view The Catapult Group
Permanent Cements, Q onthe PerioProtect reviews Premier

on KerrCorp.'s Nexus ] Method and Perio Dental's T-LOC Triple
RMGI. Trays. Tray impression tray.

&l & 72, o

ot
oo
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Treatment planning

Chairside treatment
planning tool
Acomponent 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
on-demand practice and . . .
clinical management educational materials designed to
guidance. provide treatment guidance and
non-threatening patient education.

Available in an annual

’§ B subscription, Spear
D\!.\‘oo\R EX Digital Campus’ three
key components (Case
Assistant, Course Library
and Spear TALK) offer

Spear
866-781-0072
speareducation.com

CIRCLERS NO. 30
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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
syringe-delivered with an EndoFlex tip for reportedly efficient and
accurate placement.

Clinician’s Choice
800-265-3444
clinicianschoice.com

CIRCLERS NO. 32
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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 viaa
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
healing process. The implants are outfitted with
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

CIRCLERS NO. 31

Radiopaque cement for lithium

disilicate restorations

Designed for lithium disilicate restorations, the @CEMENT kit features high-
strength resin cements formulated to provide better esthetics at the margin.
The cement offers alight-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

CIRCLERSNO. 33
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VaTeCH' 9 (M 7

World's 1st Low Dose Green Sensor Manufacturer

What if your Low Dose X-ray gave you High Quality Images?
Real Low Dose X-ray

comes with the Perfect Images

L
vaTecH ¥

Call Now! Ask about Real Low Dose!

VATECH America, Inc | sales@vatechamerica.com
Tel: (201)210-5118 | www.vatechamerica.com
Interested? Circle Product Card No. 43
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This system’s fine applicator

D“QR’S tip syringe allows easy
HOICEN  appiication even intight
spots.

"-'Haplcldef OPAYS

HIGH-LEVEL DISINFECTAN
‘———'—————"‘_«-

Chairside whitening

Fast, reliable whitening
Pola Office+ in-office tooth whiten-
ing system reportedly requires less
than 30 minutes of treatment time.
Because it doesn’t require light
activation, the system can be used
with or without a bleaching light as
any heat emitting curing light can be
used. The neutral pH bleaching and
built-in desensitizer is said to offer
maximum comfort during and after
treatment, resulting in lower sensitiv-
ity and less patient discomfort.
Equipped with a dual barrel syringe
system capable of reaching tight
spots, the whitener doesn’t require
mixing trays as it mixes as it's applied
to guarantee a blend of activated gel.

SDI

800-228-5166
sdi.com.au

CIRCLERS NO. 34

Disenfectant

Disinfectant with
lengthy reuse period
RAPICIDE OPA/28 is an ortho-
phthalaledhyde based disinfectant
intended for the reprocessing of
heat-sensitive semi-critical devices.
An FDA, 510k cleared product,
RAPICIDE has areuse time of 28
days, twice the reuse period of other
OPA based disinfectants on the
market.

Crosstex
888-CROSSTEX
crosstex.com

CIRCLERS NO. 36
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Aligner designed for minor 3
spacing, crowding issues

An entry-level, five-stage clear aligner product, Realine is designed
for common, minor spacing and crowding issues. Itis said to be
competitively priced and easy to use for those with limited treatment
goals, especially adult patients whose teeth have relapsed after
adolescent orthodontic treatment. After collecting patient records
with an iTero intraoral dental scan, dentists use Realine Starter Kits
to process the aligner. The kits, which contain everything dentists
need to process cases from start to finish, are available in the United
States through Henry Schein Dental with availability in Canada
expected in the first quarter of 2014.

Align Technology Inc.
408-470-1000
aligntech.com

CIRCLERS NO. 35

Powerful, consistent cutting

Reportedly the first 45° handpiece, the Ti-Max Z45L offers easy access to
hard-to-reach molars. Its slim design provides optimal operability and high
visibility, producing more space between the teeth adjacent to the hand-
piece’s front and body. Powerful and consistent cutting reduces sectioning
and third-molar extraction treatment times. The two-way spray function
prevents subcutaneous emphysema and cools the bur during cutting,
while a Clean Head System blocks the entry of oral fluids and other con-
taminants into the handpiece’s head and extends the life of the bearings.
Featuring a titanium body and ceramic bearings, it handles burs ranging in
length from 20 mm to 25 mm, plus it offers a 1:4.2 gear ratio.

NSK Dental

888-675-1675
nskdental.us

CIRCLERSNO. 37
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ESPE

Scotchhond
— Universal

Adhesive

M ESPE
Lava™ Ultimate

RelyX™ Ultimate

The Trifecta Method Lava™ Ultimate + Scotchbond™ +
Next-generation restoration Restorative Universal Adhesive

Adhesive Resin Cement

Three innovative products designed to work together for a strong, fast, simple restoration.

I Ul.t'mate resmrat'vef o Get $50 off a lab fabricated
now available from Authorized Lava Lava Ultimate restoration at

Milling Centers, your dental lab, CEREC®, !
E4D® and Straumann CARES®. www.3MESPE.com/Trifecta

Interested? Circle Product Card No. 53
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Economical, reliable replacement turbine
Described as economical, the StarDental® E6 Replacement
Turbine is said to provide dentists with substantial time and cost

Disinfectant

Powerful disinfectant
and sanitizer
Steriplex SD® is said to be the first
non-toxic and non-corrosive C. diff
sporicide, tuberculocide, bactericide,
4 virucide, and fungicide. Additionally,
the disinfectant’s real-time product
STERIPLEX activation reportedly ensures high
==y s efficacy, while greatly reduced HAIs
e Bta, Clearar arct Domrectars lower patient and practitioner chemical
=) e ( exposure. Reportedly, workers can
apply the solution without the use of a

CAUTION

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.

surface damage.

Southland Distribution & Sales

mask, plus it eliminates equipment and

DentalEZ
866-DTE-INFO
DentalEZ.com

CIRCLERSNO. 44

Tooth Timers

Customizable timers
make kids want to brush
Designed to make brushing fun, Liquid
Tooth Timers feature mineral oil “sand”
that floats from the bottom molar to

the top. Additionally, the timers can be
customized with a gold imprint to help
increase referrals.

Practicon
800-959-9505
practicon.com

CIRCLERS NO. 46
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800-880-0240
sdssouthland.com

CIRCLERS NO. 45
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4 INBIE SURFICE OF TEETH
Tossor

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

of three products: Mighty Brace Pro for in-office use; Mighty Brace Home for
in-home use between visits; Mighty Brace Web, a subscription-based com-
munication hub designed to keep doctors in touch with their patients.

Mighty Brace

feedback@mightybrace.com
Mightybrace.com

CIRCLERS NO. 47
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MIDWEST®

BEING A LEADER MEANS I..‘-

MIDWEST TAKES

:

s
T
# Al

#*

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.

For more information or to request a free demo, call

1.800.989.8825 or visit www.professional.dentsply.com. MI DWE ST

&NSH—Y © 2013 DENTSPLY Professional, Des Plaines, IL 60018 REACHING HIGHER, TOGETHER™
MIDWEST®is a registered trademark and REACHING HIGHER, TOGETHER™
PROFESSIONAL is a trademark of DENTSPLY International and/or its subsidiaries. COMO01-0413-1 Interested? Circle Product Card No. 58
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PreviDent
Yamish.. @y 1
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Mint " . i prestr] L‘:ﬁ:ﬂ
e m@. -
S Raspberry ™ | B
Varnish

Higher fluoride uptake, easy application

Said to be well suited for both children and adults, enhanced Colgate
PreviDent Varnish 5% Sodium Fluoride contains 22,600 ppm of fluoride,
offering four times the fluoride uptake into lesioned enamel and three times the
uptake into strong enamel. Packaged in convenient 0.4 mL doses, the improved
formula offers fast, even application and dries to a natural enamel color, plus it
contains xylitol and is available in mint and raspberry.

Colgate
800-2COLGATE
colgateprofessional.com

CIRCLERS NO. 49
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Titanium CAD/CAM abutments

Zimmer® Zfx™ CAD/CAM Abutments in titanium are fully compatible with

the NobelReplace®, Replace Select™ and NobelSpeedy™ Replace™ implant
systems from Nobel Biocare. Labs and clinicians can acquire the new Zfx
manufactured, Nobel compatible abutments by fully outsourcing the design to
Zimmer Dental, or designing the abutments and final restorations themselves
onthe Zfx Dental CAD System and transmitting the data electronically to the
Zfx milling center for final production. The company will continue to expand
production capabilities of its Zfx milling center in Carlsbad, Calif., broadening
its CAD/CAM portfolio to include abutments and devices compatible with
otherimplant brands in addition to its full line of Zimmer Dental implants.

Zimmer Dental
800-854-7019
zimmerdental.com

CIRCLERSNO.50
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consultation for:
o Case Selection
o Treatment Options

o Estimate on the Number of
Appliances Needed

Less Expensive

You pay just $109 per setup, complete with
two aligners ($54.50 per aligner), and achieve
up to Imm of tooth movement per arch.

Get started now! I’s easy.
Contact us for more information, Rx forms,
and shipping supplies:

N

aiming

Courses 800.828.7626 (U.S. & Canada)

or 716.871.1161 (Worldwide) )

) Or download an Rx form at: Qfa
Commitments www.greatlakesortho.com

Free personal one-on-one

8
"<“¢~P Aligner One
o Fabricated of

3 1.3mm Invisacryl™*
1 {. Hard/Soft material.
Al Inner laminate is

soft and highly
elastic to provide
exceptional tooth
movement, seating,
and patient comfort.

Setup j
Aligner Two
Made from upper and Fabg'cated of hard
lower PVS impressions or 1mm Invisacryl, this
stone modaels. aligner completes
One impression can ,{Zf tt;,): tsfézzvemem

produce up to three setups,
two aligners per setup.

L Scan with your phone’s QR Code reader to
LE learn more about Smart Moves®.

Hb

=

» Great Lakes

ORTHODONTICS, LTD.
An Employee Owned Company

*The INVISACRYL™ thermal forming material is exclusive to Great Lakes Orthodontics, Ltd.,
and is not associated with INVISALIGN® owned by Align Technology, Inc.

Prices subject to change without notice.

A less expensive, highly-effective solution for anterior tooth alignment.

60
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Website features A - Automatic power
nexi-generation L R " = factor correction bank
software solutions 5 = The extended range StacoVAR® Mini
DentalSoftwareAdvisor.com helps correct power factor, which allows
is described as the first objective dental facilities to save money on utility
online resource dedicated to next- ¢ bills by using less energy. Outfitted with
generation dental software solutions. . sturdy poly-propylene dry type capaci-
The site features arobust search | tors, the UL-listed automatic power factor
engine called a "Knowledge Base correction bank also includes reactors,
Engine” that lets users find articles, ! contactors and fuses, plus the capacita-
case studies, S.Urveys éﬂd morg. B tors are said to provide low watt loss,
Other features include insider tips, a long life and reliable operation. Models
grantand funding database, press available include 11.5to 28 kvar at 208V,
room and information on EHR. 15t0 37.5 kvar at 240V, and 28 to 75 kvar
DentalSoftwareAdvisor.com ar4sov.

425-434-7102
- . Staco Energy
mikeu@dentalsoftwareadvisor.com 866-261-1191

CIRCLERS NO. 51 stacoenergy.com
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INCREASE YOUR PATIENT FLOW!
GENERATE MORE INCOME!!

In addition to helping millions of patients
who suffer from TMJ, MIGRAINES, and BRUXISM.

"I just wanted you to know how pleased | am with
the *DAYGUARD? appliance. I find that I have to

do *NO* adjustments on delivery, and | am getting
great positive feedback from my patients. Thanks for
making my life easier! < RONALD D GROSS, DDS

guard

1-800-441-0974 Worn on the mandible, it is very effective against grinding, clenching

UPPER LOWER
5129 $4129 The

NE Laboratory has developed a
guard for the millions of patients
who suffer from grinding and
clenching during the day!

6741 Castor Avenue nedental@comcast.net appliance very comfortable and easy to speak with. This appliance

NORTHEAST LABORATORY www.nedentallab.com and neck pain. It is extremely hard to detect. Patients find the
[ LJ Philadelphia, PA 19149 m ‘ = a | can also be prescribed in combination with a nightguard made at the

™

A Leader in Nightguard/TMJ Appliances same vertical dimension as the Dayguard.

Interested? Circle Product Card No. 64
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DESTINATION

ADVERTORIAL

Top Reasons
to Bring Your Team to

Get excited about
this one-of-a-kind
event, happening
Nov. 8-10 at Caesars
Palace in Las Vegas.

BY THAIS CARTER




DESTINATION EDUCATION

ADVERTORIAL

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 inan environment that will help you
and your team approach today’s patient and practice needs with confidence.

These days, few people have the time, inclination or funds to prioritize “business
asusual” tradeshows. When benefits—such as networking and CE credits—are easily
accessible online, any company orassoclation putting onan event needs to give you and
your team a pretty good reason to show up.

In this case, DenMat gives you five.

\

1. Aninvestment
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/Hyglene Practice,”
demonstrating how hygiene growth is tied
to overall growth and ways to integrate the
teamin thateffort.

2.Prepare fora

"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.
Getyourtipsfrom thebest—Drs. Ed Lowe
and Peter Harnois.

3. Go big by

going minimal
The next big shiftin dentistry won’tbe a
new “drill and fill” development. Rather,
preventive care is where forward-thinking
dentists should look to differentiate them-
selves in the market.

Many ofthe Destination Education pre-
sentations touch onaspects of prevention,
including minimally invasive procedures,
oral cancer screening and more.

HEMERA/THINKSTOCK AND SORBETTO/GETTY
IMAGES (LEFT); JAMIE FARRANT/GETTY IMAGES

July 2013

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 aboutadhesives! A suc-
cessful dental team is one that focuses on
relational results in addition to clinical
results. You'll find few opportunities for
fun and formation better than Destina-
tion Education.

Itis, 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
happensin Vegas doesn’t stay in Vegas. @

DENTALPRODUCTSREPORT.COM
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Bien.Air

Dental

CHIROPRO

ICHIROPRO SET WITH
CONTRA-ANGLE CA20:1 L
MICRO-SERIES™

Ref. 1700440-001

$5,995
~HEE

- 1iPAD 2 WI-FI (16 GB) e

- 60 IRRIGATION LINES

- 60 STERILE PROTECTIVE R
FILMS FOR IPAD

Summer Special Offer - Valid June 1 - August 31,2013 — e

*Offer comprises:
—1CA20:1 L Micro-Series

—1 iChiropro unit Made for
~ 1 MX-i LED micromotor S I:I iPad
—1MX-i LED cable ooer

— 1 3-button foot pedal

—10irrigation lines

— 2 sterile protective films for iPad

FREE:

-1iPad 2 WI-FI (16 GB)

- 60 irrigation lines

— 60 sterile protective films for iPad

BIEN-AIR
* SWISS p
MADE :ﬂ

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
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*I MADE THAT”

Kerr Corp.’s Nexus RMGI

An inferview with Nicholas Domanico, Product Manager, Permanent
Cements, on Kerr's new dual-adhesive system.

Compiled by STAN GOFF

NICHOLAS
DOMANICO
PRODUCT MANAGER,
PERMANENT CEMENTS
KERRCORPORATION

ebuting on the cover of last

month’s issue of Dental Prod-

ucts Report, Kerr Corpora-

tion’s Nexus RMGI was launched with a

confidence that the material would provide

improved durability> enhanced cleanup/

handling’ esthetics’ and delivery vs cur’
rently available RMGI luting cements:

Here, Product Manager Permanent

Cements Nicholas Domanico answers

questionsabout the product’s development

and its best features.

Q: Where did the idea for Nexus RMGI
come from?

A: Resin modified 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
deficiencies cited in literature. These defi-
ciencies include low durability and less
than optimal cleanup and esthetics. The
potential clinical impact of these deficien-
cies was confirmed by surveying more than
100 restorative dentists.

Marketreviewindicated 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 confident there wasan
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. Wealso
found that clinicians have difficulty deter-
mining whethera cementbrandreferstoan
RMGI, Self-Adhesive or Bonded Resin, so
we put RMGI in the product name.

Q: Whatwas 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 differentiated 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-
uctin patients were extremely happy with
their results. They were surprised by its
overall ease of useand amazed by how easy

itwas to clean up excess cement.

Q: What advancements in adhesive tech-
nology influenced RMGI? In what way or
towhat 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 significantly higher bond
strength to tooth structures and common
substrates while enhancing the stability
and marginal integrity of the restoration.
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Nexus RMGI

o Luting Carment

~asin-Modified Glass o

Nexus RMGI

As the first RMGl available with advanced Nexus Technology, Kerr's Nexus RMGI
provides an optimal gel state and 2-3 second tack cure capability to ensure easy
One-Peel™ cleanup every time. The novel dual-adhesive system coupled with an
optimized resin matrix delivers significantly higher bond strength to tooth structures
and common substrates while enhancing the stability and marginal integrity of the
restoration. Delivered in a convenient automix syringe, itis said to offer exceptional

results.

800-537-7123
kerrdental.com

RSNO.66
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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
cementremovalis possible after waiting for
gel state or tack-curing,

Outstanding durability—Self-adhe-
sive paste/paste dual adhesive technol-
ogy delivers significantly higher bond,
compressive and flexural 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: Inwhat ways will this product make a
dentist’s life better?

A: Our One-Peel cleanup and optional tack
curewill speed up the cleanup process and

take all the guesswork out of when to start

cleaning up excess cement. Improved mar-
ginalintegrity and durability will providea

longer-lasting restoration. The enhanced

esthetics will provide superior blending at

the margin, which will resultin a more nat-
ural and esthetically pleasing restoration.
The end resultwill be happier patients and

in turn, happier dentists. @




Kerr

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

Nexus RMGI

Interested? Circle Product Card No. 67 ©2013 Kerr Corporation. All trademarks are property of their respective owners.
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“With Onset, I can expect
profound pulpal anesthesia

within two minutes.”

One clinician’s take on using the Onset chairside buffering fechnology.

Compiled by STAN GOFF
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CARTRIDGE 5

DR. JOEL SMALL

Plano, Texas
PRACTICING FOR 35 YEARS

ormore than three decades> Dr* Joel Small has prac”

ticed dentistry and has acquired alot of experience

administeringlocal anesthetics- Along the way-the
clinician at the North Texas Endodontic Associates prac
tice has treated a number of physicians who would buffer
theirlocal anesthetic with sodium bicarbonate to make it
work better: Thanks to Onpharma- he can now see those

benefits in his practice on aregular basis'

When did you first 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 buffered
anesthetic with them to use for treatment. I noticed then
that the injection was less painful when I used the buffered
solution. Drawing the solution from a vial was not practi-
cal ona daily basis, so once I heard that buffering a dental

cartridge was possible, I was eager to try it.
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What are the product’s best benefits?
With Onset, I can expect profound pulpal anesthesia
within two minutes. Thislets me stay in the operatory with
the patient and get started on the procedure right away. It
alsoallows me to quickly determineifadditional anesthesia
willbe necessary and I can reanesthetize if needed.
Another important benefit is the comfort of the anes-
thetic injection is significantly better when using Onset.
Thereis noinitial sting when administering the anesthetic.

What about the response and the ben-
efits 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.

Onset® by Onpharma®

Onset chairside buffering technology provides pro-
found anesthesia so fast the dentist can stay with the
patient and finish the procedure without ever leaving
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-
tions are minimized and office stress and schedule
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,
delivering optimal patient care in a much more effi-
cientand relaxed environment.

Onpharmalnc.
877-336-6738
onpharma.com
CIRCLE:RSNO.68

Why would you recommend this
productio a colleague?

Asan endodontist, the ability to consistently achieve pro-
found pulpal anesthesiainalower molarwithanirreversible
pulpitisis considered to be the benchmark against which
anesthetic solutions and various anesthetic techniques are
Jjudged. Onset provides that for me, and for a general prac-
titioner it would really make a difference with typical restor-
ative procedures where the normal routineis 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. ®
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® Optimal Self-cure Mode: Innovative initiator system (chemical)

® High Bond Durability to Zirconia in ONE Step: Proprietary
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® Exceptional Color Stability: Very low water sorption
and HEMA-free

G-CEM LinkAce Unicem 2 Automixt Maxcem Elite
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“...Inageneration, trays are going
to change the face ot dentistry.”

One clinician’s view on the PerioProtect Method® and Perio Trays®.

by ANNA SACKS
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BRUCE COCHRANE
PRACTICING 43 YEARS

saperiodontist of43 years 'm naturally leery.

I'started using this productin 2007 after I'd

caught wind of it through various journals. I
thoughtit might have some potential becauseit’s gota good
scientificbasis toit, so I decided to giveita try. Now, I think
this tool is as powerful as the toothbrush, and I think ina
generation, trays are going to change the face of dentistry.

In the five years you've used
PerioProtect®, how has it worked out
foryou?

The Perio Tray® is a fabulous product. I mean it’s nota
cure-allbutitis probably the strongest tool  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, youknow,
excessive bleeding, poorhome care, lack of compliance. As
time has gone by I've changed to the point whereit’s now an
alternative to strict two or three-monthrecalland it frees up
the patienta considerable amountinmilder cases. I'm even
beginning to use it now asa way to minimize the amount of

periodontal surgery I do.
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Perio Tray: by PerioProtect

Used by dentists and periodontists alike, this method is
customizable to fit the needs of individual patients who are
working to battle biofilm. The method is minimally invasive
through the use of trays containing chemical therapy
meant to break up biofilm in the periodontal pocket while
treating the pocket’s microbiological environment to deter
further growth of biofilm.

Perio ProtectLLC

877-434-GUMS (4867)
perioprotect.com
CIRCLE:RSNO.70

What was the process of
incorporating the PerioProtect
Method®into your practice like?
I'thoughtit went smoothly enough. It took some education
onmy partbecauseat the time my staffwas not familiar with
taking impressions or pouring stone. Once I determined
that this was a productI was going to go with and continue
to use, it was about a six-month process to get it incorpo-
rated. Up until then Thad been doing all of these things
myself, so I broke out of my normal periodontal routine and
trained my staff, and afteraboutayear things smoothed out.
Now my staffis very enthusiasticaboutitand my hygien-
istsare 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
toitandlet them getanidea 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
thelast 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
productio a colleague?

Itworks and it always works well. It’s a wonderful product.
It’s notastand-alone product butifyou combineit with the
otherroutine things thatare used with periodontal disease,
it’s a tremendous tool. @



90 million people in North America suffer from sleep
' disorders including insomnia, snoring and sleep apnea.
Dentists need to become involved in helping these patients.

Brock Rondeau,oops. 8.0, D.AB.CP, D-AC.S.D.D.

? . r Approved PACE
Diplomate International Board of Orthodontics ‘A - Program Provider
Diplomate American Board of Craniofacial Pain b — - Approval does not |

5 AT ; e acceptance by a state of
Diplomate — Academy of Clinical Sleep Disorders Disciplines PACE o provincial board of dentisiry

AGD
Over 20,000 Dentists have attended his courses and study clubs 372012 1o 212872015

2013 - 2014 Course Locations

Toronto, ON Session 1......... September 6 & 7, 2013 Las Vegas, NV Session 1......... October 11 & 12, 2013
Session 2.......... November 8 & 9, 2013 Session 2.......... December 6 & 7, 2013

Session 3......... January 10 & 11, 2014 Session 3............ February 7 & 8, 2014

Session 4................ March 7 & 8, 2014 Session 4............... April 11 & 12, 2014

Chicago IL Session 1.....September 13 & 14, 2013 Vancouver, BC Session 1......... October 25 & 26, 2013
’ Session 2...... November 15 & 16, 2013 Session 2...... November 29 & 30, 2013

Session 3......... January 17 & 18, 2014 Session 3........ February 14 & 15, 2014

Session 4............ March 14 & 15, 2014 Session4.......cccoeeee... April 4 & 5, 2014

Session 1......... October 18 & 19, 2013 New Jersey, NJ Session 1........ February 21 & 22, 2014

Dallas, TX Session 2...... November 22 & 23, 2013 Y, Session 2............... April 25 & 26, 2014
Session 3......... January 24 & 25, 2014 Session 3............... May 16 & 17, 2014

Session 4............ March 21 & 22, 2014 Session 4.............. June 13 & 14, 2014

CE Credits 56 hours lecture, 76 hours participation upon completion of all lab exercises

Sessions

o Early Treatment Mixed Dentition, Functional Appliances, Diagnostic Records, Cephalometrics, Practice Management
9 Straight Wire Mechanics, Class Il Treatment, Twin Block™, Rick-A-Nator™, Bracketing, Banding of Molars, Archwires
e TMJ in Orthodontics, Sagittal & Tandem Appliance, Class lll, Utility Arches, Splint Therapy, Joint Vibration Analysis

0 MARA™ Appliance, Open Bite Cases, Impacted Cuspids, Clear Braces, Case Finishing, Retention, Snoring & Sleep
Apnea, Air Rotor Stripping & Clear Aligners

Course Fee
Space is Limited, Register Early! ‘m
Per Session Fee: $1,095 per session (includes extensive course manual)
Payment in Full: $3,980 for all 4 sessions - SAVE $400 (includes 4 course manuals) * Bring 1 staff member to session 1 at no cost

Participants who repeat the course may attend for half price and may attend for free if a * Free patient education DVD featuring
colleague registers and attends the full course. 6 interceptive ortho cases

Online Level | Course

Dr. Rondeau’s comprehensive Level | Introduction to Orthodontics Course is now available online. This course consists of a series of twenty
minute video segments, each with a quick 10 question test. The course also includes 4 comprehensive course manuals. Lab exercises
include; bracketing, tracing cephalometric films, TMJ examination, wire bending, sectionals, utility arches, step-up step-down bends, double
tie stainless steel, k-hooks and open coils.

This course is eligible for 132 hours of continuing education credits (56 lecture hours and 76 participation hours upon completion of all lab
exercises). The course is simple and easy to use, just register online and start learning right away. Once you log in you are able to watch Dr.
Rondeau lecturing in a series of video clips, as well as complete some quick tests and lab exercises. The entire course can be taken in the
comfort of your own home or office and at a time that is most convenient for you.

“By far this is the best internet course I've ever taken. The convenience of use, the organization of the material, the ability to immediately apply
what | learned, and the very helpful course coordinator, by far exceeded my expectations. | would highly recommend this course to any
general practitioner considering the practice of orthodontics.” - Dr. Steve E Hart, D.D.S.

Visit our website for sample videos. Past course participants please call for a special discount for doctors and staff.
Please consult the website for more information: www.rondeauseminars.com

Per Session Fee $1295 per Doctor - Full Payment $4000 SAVE $1180

Plus Shipping Costs for Course Manuals

o

W PR LoD o2
¥ Rondeau 1.877.372.7625
.\ Seml?Iar = 350 OFE www.rondeauseminars.com

Rondeau Seminars reserves the right to cancel or reschedule any portion of the seminars due to insufficient enroliment or scheduling conflicts. Please visit our website for full cancellation policy. Plus taxes where applicable.
Interested? Circle Product Card No. 71
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“...1t1s 1imperative 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 ANNA SACKS

DR.SAAMZARRABI

Rodeo Dentistry, Texas
PRACTICING FOR5 YEARS

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: letuslearn’
deliberate- collaborate and come up with reasonable and
helpfulideas and resources on how to take our practice of
CAMBRA into the future:

Why does Rodeo Dental practice
CAMBRA?

Asagroup practice that provides comprehensive oral health
care to several diverse communities, it is imperative that we
help educate our patientsin caries prevention as well as how
the disease process occurs. The single most effective tool in
conveying this message has been implementing a multifac-
eted CAMBRA systemin our officewith the help of CariFree.

How do you do it?

Whena patientarrivesin our office, we use age appropriate
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CariFree
800-503-0625

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
qualified patients.

CariFree.com
CIRCLE:RSNO.72
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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 suchas
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 swabis then taken on thelingual of the lower
teeth and placed into a CariScreen Susceptibility Testing
Meter. After 1 minuteanumberis shown on the screen that
correlates to the amount of ATP bioluminescence, which
identifies 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 numberis
then entered onto the CRA form and a more accurate risk
assessment can be made and shared with the patientand/

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

isinthe “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 suchas C'Tx. The patients
are given a variety of choices of products such as Xylitots,
varnish, and sodium fluoride rinses, and are reassessed at
their recalls to see if there is an improvement in lesion size,

bacterialload, and overall CR (risk).

What is the main obstacle?

The one obstacle we have seenis 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. @
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N O B ATTERY

N O CORD

Revolutionary U-40™ Ultracapacitor re-energizes

to full power in under 40 seconds. Proprietary
C.U.R.E.™ Technology delivers uniform depth of

= - cure with industry-leading low temperatures.

Don’t change batteries, change curing lights.

Demi Ultra Call 800-KERR-123 or visit kerrdental.com/demiultra

© 2013 Kerr Corporation. All trademarks are property of their respetive owners.

Interested? Circle Product Card No. 73
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Premier Dental’s T-L.LOC Triple Tray

The Catapult Group reviews this adhesive-free dual-arch impression fray.

b)’DR. ROBERT A. LOWE, FAGD, FICD, FADI, FACD, FIADFE, FASDA, DIPLOMATE, AMERICAN BOARD OF AESTHETIC DENTISTRY

catapult’

GROUP

ABOUT CATAPULT

Catapult is an organization
that consists of more than 50
clinicians spread throughout
Canada and the United States.
As a company, manufacturers
pay a fee for their product to
be evaluated and what we
deliver are truthful, independent
answers from surveys that we
develop with them. We have
had many products that have
either had to be altered before
hitting the market or simply
never arrived because of our
openly honest evaluations.

In this way, Catapult assists
the manufacturer to avoid
potentially releasing a faulty
product, or simply a product
that needs refinement. Lastly
our clients are omnipresent in
the industry, small to large, no
favoritism, simply reviewing the
latest products in our practices.

T-LOC™ TRIPLE TRAY®

The excellence and marginal fit of the definitive 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
cannotbe compromised.

Marginal detail and tooth structure apical to the restorative mar-
ginare both necessary elements ofan acceptable final impression.
Without precision, the definitive 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 impressionis poured. Itis
important for the dentist to have a critical eye and reject all but the

“perfect” master impression.

Preparation of the gingival fissues: 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
(atthe free gingival margin). First, a #00 cord soaked in Hemodent
(Premier USA) s 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
bothlingual endsis trimmed, and the ends of the cord are tucked
into thelingual 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) ona
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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 fromthe mouth. Additionally, the tray features
accurate bite and greater rigidity in posterior due tothe use of a
new, novel polymer. The Premier®Triple Tray® is proven accurate
as it simultaneously captures master impression, counter and bite
registration.

888-670-6100 PREMUSA.COM

CIRCLE:RSNO.74

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
notonly the entirerestorative margin, butalsoabout 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 affected area for an additional
minute, and thenremoved. This should be sufficient to create aspace
between the tooth surface and the innerlining of the gingival sulcus.

The goal of retraction is to “create amoat (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 beinjected not only around the prepared teeth (Fig.
3),butalso overall occlusal and incisal surfaces so the stone models
canbeaccurately articulated (Fig. 4). The impression tray with the
heavybodiedimpression materialis 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 bereadily visible and a cuff ofimpression 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 profiles.

The role of the impression tray
The role of the impression tray is to deliver the impression mate-
rial to the oral cavity and supportit while it sets around the teeth.
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Fig. 1 The #00 cord (UltraPak:

Fig. 2 "Ring around the

Fig. 3 Inject the light bodied

Ultradent) is placed inthe collar” (360 degree impression material ahead
gingival sulcus using a PFI sulcular patency) is visible of the mixing tip as you

A-6 (Hu-Friedy) followed fromtheincisal view. move around the margin
by a #1 cord at the level of ofthe preparation.

the restorative margin.

Fig.4Injectall occlusal
surfaces adjacenttothe
prepared tooth as well
asthe opposing occlusal
surfaces to ensure
accuracy of the articulated
models after pour up.

“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 bothmesial and distal to the prepared area. An example
of this type of tray is T-LOC™ Triple Tray® from Premier
Dental Products. According to the manufacturer, some of
the features of this tray include:

e Ultra thin webbing ensures accurate bite registration by
allowing precise interdigitation of the opposing teeth.

¢ Patented retention trackslock in the impression material
for accuracy without the use of adhesives.

e Large, ergonomic handles allow for easy transfer
between the assistant and dentist.

¢ Being disposable, T-LOC trays are aseptic. Thereis no

cleaning or sterilizing involved in use.

Catapult Group evaluation
Premier’snew 3/4 Arch T-LOC tray received avery good evalu-
ationandisaniceaddition to theanteriorand 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
theirlectures for atleast some impression procedures.

The tray received very high marks forits ease ofuse, speed
ofuse and relative rigidity. Having said that the only caveats

to full recommendation were some reservations that were

Fig. 5 Thetray isplaced over
the prepared archandthe
patientisinstructedto close
intothe centric occlusion/
relation position, capturing
the prepared arch, the
opposing arch, and the bite
registrationin oneimpression.

Fig. 6 A perfect completed
impression of the prepared
tooth, restorative margin, and
0.5 millimeters of tooth orroot
surface apical to the margin
is captured o ensure a good
fitand properemergence
profile when constructing

the definitive restoration.

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:

o “Comlfortable for the patient”

* “Very simple to use, quite stable”

o “Theplasticofthe trayswas sturdy enough toyield accurate
impressionsand easy to use.”

 “Better occlusion”

* “Goodrigidity and higher sides formore depth of material”

Clinical situations to use T-LOC 3/4 Arch
Anterior Trays

¢ Single unit posterior crowns

¢ Smaller anterior cases where you need more posterior
occlusion but full arch not required

¢ Adjacent single units

¢ C&B & implantimpressions

Conclusion: 100% or 0%

Thereisno “almost”in taking the perfect master impression.
Control of the gingival tissues through precise provisional-
ization, proper tissue retraction, and use ofa quality impres-
sion tray will ensure repeatable excellence in this most critical
step of dental reconstruction. @
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MIVES
MegalLights

Cordless LED Curing Lights
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Mega Light Plus

(5 Second Curing)

» Three Intensity Programs

» Presef Curing Times of 5, 10, 20,
30, 40 and 50 seconds

» Works Cordless or Corded

» Wavelength 456 nm

» 1,400 mw/cm? of Power

» li-ion Rechargeable Baitery

» 8 mm Turbo Autoclavable Probe

= 1 Year Warranty

Megal Light Turbo

(3Second Curing)

» Three Mode Programs

» Power Output Settings: 10W,
7W, 5W and 3W

* Works Cordless or Corded

» Up to 2,400 mw/cm?

» Wavelength 430 - 490 nm

« Lithium Rechargeable Battery

+ 8 mm Autoclavable Probe

= 1 Year Warranty

Helping to Create Beautiful Smiles Over 20 Years

@ D. B { ] I L]
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
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The best
glectric.
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BUY ANY 3 ’-
You’ve wondered if a 45° electric would ever be possible ... Ti-Max Z45L or Ti-Max Z95L
NSK made it happen! electric handpieces and

Introducing the Ti-Max Z45L ... the world’s first 45° electric.
Now you can have the speed, power and torque to quickly

section a tooth. Quiet operation for patient comfort. An awesome GEt 1 FREE ! ~

45° angled head for effortless access to molars — and more.

¢ The world’s first 2-way spray function — jet spray
or mist — for a wide range of procedures

« NSK’s patented Clean Head Technology % NSK instruments are available from:
e Lightweight, durable solid Be:mEDental PATTERSON  ZAHENRY SCHEIN®
titanium body We deliver success smile after smile: DENTAL
of all handpiece
- Components are 9_,...._._-.._ Dental Health Products, Inc.
Ti-Max Z manufactured

Smallest head & slimmest neck in-house.

in electric attachments.”

1800 Global Parkway ¢ Hoffman Estates, IL 60192 USA o Tel. -888) 675-1675 ® www.NSKDental.us Interested? Circle Product Card No. 76
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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.
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“This is a very powerful
tool both for education
and production.”

MORE PRODUCTS TO HELP PROVIDE OPTIMAL PATIENT CARE...

Technique Tech Brief Team Approach
PERFORM 3MESPE'S BETTER
DUAL LAYERED SOF-LEX ISOLATION
DIRECTBONDED Acloser look atthese FORBETTER
SMILE REHAB new spiral finishing DENTISTRY
Astep-by-step of and polishing wheels. R --_)}L;\' Adental assistant’s
Tokuyama'’s Estelite ‘-?j}i};\" take onthe Isolite
Omega Composite. Systems Dental
Isolation.
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Making prevention a priority

For the tfeam 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 RENEE KNIGHT

DR. JULIAN CAMPBELL

partnered with Dr. Tony Nunez
in 2005 to form Marietta Smiles
inMarietta, Ga. They movedto
anew practicein 2008 where
they serve 5,000 patientsin 10
operatories.

DR. TONY NUNEZ

Patients come first
Patient comfort and customer service are key focuses at Marietta Smiles and prod-

ucts like BM 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.

Every patient who walks in to
Marietta Smiles is treated like
ahouse 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,
T'Vs and the most up-to-date
technology proven to improve
patient care—all thelittle 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-
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Focus on prevention The teammembers 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
todowhat’s best for their oral health. Prevention and customer service are both priorities at Marietta Smiles.

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
electivework. 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 practiceand

Dr. Campbell was searching for
anew 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
butappreciate.

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 notonly 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 ina
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, whetherit’s
during an emergency situation

oraroutine, preventionfocused
appointment. Both doctors
realize dentistry isn’t all reac-
tionary and ensure preventive
carels 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 benefit
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 great synergy, Dr.
Campbell said, which is so
important in a multi doctor
practice. Patients have noticed
andrewarded them withloyalty
aswell asreferrals.

“The practice is growing.
It’s thriving. We have a lot of
patients from every walk of
life,” Dr. Campbell said. “We

seekidsasyoungas 2 and adults
PHOTOS: DAN SAWYER



asold as 98. We don’t really try
to focus on one type of patient.
Wejustbelieve in taking care of
whoever will allow us to take
care of them. ”

Products matter
Allthatcomesinto play whenit’s
time to make a product decision
for the practice. Drs. Campbell
and Nunez spend timeresearch-
ing a product, talking to col-
leagues and reading journals,
before they make amove. They
also consider staff input and
knowhow importantitis forteam
memberstobeonboardwithany
new product decisions. And, of
course, they want to know what
the patients think.

“The patient benefits always
comes first 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
welookat the financial aspects.
ROI. The things you have to
look at. But the goal is first 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
choosing a varnish. The
hygienists at Marietta Smiles
use SM ESPE’s Vanish™ 5%
Sodium Fluoride White Var-
nish. Nancy DeMott, RDH,
and the two other hygienists
have tried many different fluo-
ride treatments over the years,
but find that Vanish varnish
works the best for their patients.
“The application process
is simple and the flavors are
good. We use Vanish varnish
exclusively now,” she said. “We
also use it with perio patients,

‘ Don'tjustread
aboutit—watch!
Goto
dentalproducts
report.com/dental/
‘ marietta-smiles.

“We're caring for them
beyond the appointment
and ultimately want to
improve their health long

term.”

-Dr. Tony Nunez

anybody with sensitivity orroot
exposure.”

Dr. Nunez finds 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
fluoride.

“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 along time like with the
fluoride foam. They’d have to
sit for a minute or so with this
uncomfortable foam in their
mouth,” Dr. Nunezsaid. “Now,
we can apply the varnish very
quickly and that varnish stays
on the teeth longer. It releases
fluoride longer so it’s helping
the patientin that way. They’re
getting that extra fluoride dos-
age for alonger period of time.”

The varnish also contains
Tri-Calcium phosphate and
gives sustained release of fluo-
ride and calcium thatkeeps 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 difficult
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 filling.”

The imporiance

of home care

Patient care doesn’t end after
the appointmentis over; home
carelisjustasimportant to keep
patients in optimal health.
DeMott began giving 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’tadd
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 treatmentathome
with Clinpro 5000 toothpaste—
products Dr. Nunez describes
as the two most important in
their practice for prevention.

“The fluoride 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 finding
that we’re getting good results
withremineralization 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 anything
DeMott has used before, and
that’s getting them the results
they need to improve their oral

FEATURED PRACTICE PROFILE

ADVERTORIAL

A superior varnish Vanish varnish works better than other foams, gels
orvarnish products for both patients and hygienists at Marietta Smiles.

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
DeMottabout stocking up dur-
ing their appointments.
“Clinpro 5000 toothpaste
helps with our treatment of peri-
odontal disease, caries, and mal-
occlusion factorslike abfractions
and gingival recession resulting
insensitivity,” she said. “Weneed
help when we’re working with
patients. We can fix thingsall day
longbutifthey’renotdoing things
athome to protectit, it doesn’t
matter. They can put thousands
of dollars into their mouth but if
they don’t take care ofitit’s going
to fail. That’s why we try to give
thematool to continue thathome
care part of it along with what we
dointheoffice.”

Make the investment

The team at Marietta Smiles
has come to trust SM ESPE
and use many of the company’s
products throughout the prac-
tice, including the PerioMed™

July 2013

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. SM 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
techniqueand seeing the results
they getand 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 athome.
We’re caring for them beyond
theappointmentand ultimately
want to improve their health
long term.”®

DENTALPRODUCTSREPORT.COM
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g HOWTO

PERFORM A
DUAL LAYERED
DIRECT BONDED
SMILE REHAB

A case study using Tokuyama's

Estelite Omega Composite.

by MARTIN B. GOLDSTEIN DMD,FAGD
Information provided by Tokuyama.

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
shade 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 BLZ2), for a total of 11
shades. Tokuyama also offers the Estelite
Color Kit to complement the composite
system. It features flowable paint-on
colors and opaquers for those wishing
to characterize beneath the surface of
the enamel effect layers. Estelite Omega
takes a distinctly different 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).

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

Casereport

This case presentation is a prototypical 3. Pre-op anterior

canine to canine rehab with a bicuspid retracted

bonding added on tooth No. 12. Tooth

No. 5 had previously been crowned and 4. Pre-op close

up demonstrating
damaged enamel and
surface blemishes

was thus left out of the mix. The patient’s
smile suffered in appearance owing to the

effects of bruxism, blemishes left by sur-
5. Conservative tooth

preparation using Alpen
diamond 856L-014

face caries and aless than desirable yellow
coloration (Figs. 2-4).

Because the patient’s denti-
O /] tion was structurally intact

and its shade wasn’t far from

6. Brasseler diamond
strips used to finish
interproximal preparation

where we desired it to be, I elected to 7. Close-up view of

use a Type 1 layering approach finished preparations
involving just two shades from the
Omega kit; the Body Enamel shade
EBI 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

ESTELITE OMEGA FEATURES
® Specifically designed for polychromatic restorations (layering)
® Optimal esthetics, by customizing hue, value and chroma

SCAN: ® Simple system with only 11 shades

Tokuyama
tokuyama-us.com ® 877-378-3548
CIRCLE: RS NO. 78
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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 easily
“drape”

itself over
tooth struc-
ture. This
self-leveling

8. Application of
Tokuyama Bond Force

bonding agent characteristic requires only that the

9. Bulk application of curing light be kept handy to capture

Estelite Omega EB1
aka “speed bonding”
using plumber’s
tape as separator

one’s quickly created anatomy.

I3 Figs. 5-7 demonstrate the con-
02 servative nature of the tooth
preparation employed. The

10. Cutback of bulk majority of the preparation was accom-

placed EB1 plished using an Alpen 856L.-014 course
diamond point and fine Brasseler inter-
11. Application of Estelite
Omega Milky White

Enamel effect composite

proximal diamond finishing strips.

I3 Subsequently, each
toothisisolated either
12. Disc polishing of with mylar strips or
newly placed set of

composite veneers

plumber’s tape, (whichever
seems to work better for the

13. Newly created contacts at hand) phosphoric

smile using Estelite
Omega composite

etchis applied for 15 seconds,
rinsed, dried and then coated
14. Final portrait of patient with Tokuyama’s Bond Force
bonding agent and rubbed in

for 20 seconds (Fig. 8).

I3ag Followinglight curing
O 4 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 flex to
enhance the sculpting process.
I3eag 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
unfilled resin. The presence of the
unfilled resin reduces the possibility of a
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visible seam between the two composite
materials. The Milky White enamel is
then spread, buttered and blended with
the previously placed EB1 composite.
I3aas 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.
I3 Figs. 13 and 14 demonstrate the
completed case. The patientand

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/
t9wL30bIWRY)

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

Dr. Goldstein is a fellow of the
International Academy of Dento-
Facial Esthetics as well as the
AGD and practices
general dentistry in
Wolcott, Conn. He
can be contacted
at drgoldstein@
drgoldsteinspeaks.
com . His current
speaking schedule can be found at
drgoldsteinspeaks.com.
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88 APPLYING

SOF-LEX™
SPIRAL
FINISHING
AND
POLISHING
WHEELS

m your pmctzce

Compiled by RENEE KNIGHT
Information provided by 3M ESPE.

Sof-Lex™ Spiral Finishing and Polishing
Wheels from 3M ESPE provide a new
way to put the final natural-looking gloss
on restorations. With an advanced spiral
shape that adapts to all tooth surfaces,
Sof-Lex finishing and polishing wheels
give dentists a versatile and simple alter-
native to traditional points, cups, discs
and brushes.

FLEXIBLE FINGERS: These new
finishing and polishing wheels are
designed with flexible spiral “fingers”
that adapt to all anterior and posterior
surfaces. The fingers of the spiral
wheels conform to convex and concave
surfaces as they move across the res-
toration, so there is no need to switch
shapes during the procedure to fit vari-
ous contours.

ABRASIVE PARTICLES: The tech-
nology behind the product embeds
abrasive particles throughout the Sof-
Lex Spiral Wheels, so effective finishing
and polishing can be achieved from any
side—top, bottom or edge. With just
one shape, and with no water cooling
necessary, dentists can quickly achieve
a lifelike luster from any angle.
SIMPLE, TWO-STEP SYSTEM: The
single-use spiral wheels have a simple
two-step system. Dentists first use the
fine Sof-Lex™ Spiral Finishing Wheel to
remove minor scratches and prepare
the surface for high gloss polishing.
Then, the superfine Sof-Lex™ Spiral
Polishing Wheel is used to complete

the procedure, creating a smooth, high-
gloss, natural-looking surface.

ADDED PLUS: Sof-Lex spiral wheels
are well suited for use with compos-

ites such as Filtek™ Supreme Ultra
Universal Restorative from 3M ESPE,
resin-modified glass ionomers, bisacrylic
temporary materials, and precious and
semi-precious metal @
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O ARE YOU READY
TO APPLY THIS
TECHNOLOGY IN
YOUR PRACTICE?

3M ESPE
3MESPE.com/SofLex
800-634-2249
CIRCLE:RSNO.79

SCAN:
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O ARE YOU READY
TO APPLY THIS
TECHNOLOGY IN
YOUR PRACTICE?

Johnson-Promident
johnsonpromident.com
845-589-0210

CIRCLE:RSNO. 80

SCAN:
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88 APPLYING

DELDENT
JET
POLISHER
2000

m your practice

Compiled by RENEE KNIGHT
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.
The benefits of the H.ST. Polishing
System are numerous, including: the
prevention of nozzle clogging, a more
efficient polishing stream so less air
pressure is needed, and a gentler
polishing action because the sodium
bicarbonate particles begin to soften
within the spray head.

IT’S PORTABLE: The polisheris
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. @
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Better education. increased
case acceptance

One clinician’s take on the Polaris intraoral camera

from Air Techniques.

byDR. SHERI B. DONIGER

THETEAM

In addition to our regular
panel, guest contributors
will also share their insights
from time to time.

DR. SHERI DONIGER

Dr. Sheri B. Doniger is a
leading dental clinician,
author, educator,

and consultant. An

N 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 aclinical assisting
coach. She is amember 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 agraduate 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 PURPOSE

Year after year, survey after survey,
DPR’s readers affirm that when it
comes to choosing products for their
practices, colleague recommendations
are vital. Here, we provide space for
dental professionals - like you and

your team - to reflect on the products
they see making a difference.

The Air Techniques Polaris® Intraoral
Camera has been an invaluable addition
to our office’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 office is
concerned, T 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 1s the lingual anterior depict-
ing calculus collection. The patient’s
first response usually is “I can’t believe
you look at that all day long,” then he or
she gets to, “I really need to floss more.”

Seeingis 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-
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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.

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 effective.

It's easy to use
The Polaris intraoral camera is simple.
Mineisinstalled on alaptop in the opera-
tory. We do not have any fancier system.
Once I am finished with my tour of
the mouth, I sit down in the dental assis-
tant’s chair and show patients my find-
ings. Along with radiographs, the power
of the camera intensifies 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 finished. Some clinicians
will mount the handpiece as a tray
attachment. Sheaths are provided for
infection control.

Patients love it
The best part: ifyou 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 itis 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 camerais definitely
one of my favorite things. @

CALL:800-AIRTECH
CLICK: airtechniques.com
CIRCLE:RSNO.81
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Better 1solation for better dentistry

One dental assistant’s take on Isolite Systems Dental Isolation.

by TINA CALLOWAY, CDA, DAICP

THETEAM

In addition to our regular
panel, guest contributors
will also share their insights
from time to time.

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 aclinical 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,

1Bl 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 PURPOSE

Year after year, survey after survey, DPR’s readers affirm that when it comes to choosing
products for their practices, colleague recommendations are vital. Here, we provide
space for dental professionals - like you and your team - to reflect on the products they

see making a difference.

The days of using cotton roll isolation
and mirror retraction to control saliva
contamination during a procedure are
over. In my practice, this cuambersome
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: “Ilove 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 1s 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.

Avaluable 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! ®
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Isolite Sysiems 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
CIRCLE:RSNO.82
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4+ Dentist of Distinction?

*

Sponsored by Wells Fargo Practice

Finance and chaired by Dr. Gordon Participating dentists receive:
L MO LTI Content for patient newsletters & social media
Distinction Program from National

Children's Oral Health Foundation: Pr.ess releas.ets
America's ToothFairy® provides a Online recognition
giving opportunity that can generate Videos

positive publicity for your practice Community education kit
while helping children in need.

Dentists of Distinction support
America's ToothFairy programs that
provide oral health services for
underserved children through an
annual contribution or donated
services for at-risk teens through
Tomorrow's SMILES®.

Recognition as a Dentist of Distinction
identifies you as a special dental
provider in your community. It helps
your patients feel good about
choosing you as their dentist and

also helps attract new patients

to your practice.

Help teens like Micah, who was bullied and
suffered daily pain. Thanks to support of
America’s ToothFairy programs, Micah has a
healthy smile and a bright future ahead of her!

To register for this exciting program,
go to www.AmericasToothFairy.org!

AMERICA’S
» TOOTHFAIRY Program Sponsor
+ A
4
National Children’s Oral Health Foundation”
EDUCATOR * PREVENTER * PROTECTOR

100% of your contribution goes directly to helping children in need thanks to these generous Corporate Underwriters:

— MyKid’ : —
' DENSPLY 3¢ invisalign- KaVO Kerr ™. poon Spory Q

SDSYSTEMS el Gi'(]up Everyi!gug;r DENTAL
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DOLS YOUR
WEBSI'TENEED
AMAKEOVER?

YOUR WEBSITE IS OFTEN A
PATIENT’S FIRST IMPRES-
SION OF YOUR PRACTICE.

Ifit'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. Arobust, 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.”

86

907

of professionals use company websites as
their primary tool for gathering information
before contacting avendor for services.

PRODUCTS AND ADVICE TO HELP YOU MAKE A GOOD FIRST IMPRESSION...

PRODUCT THE POWER OF ALLTHE BENEFITS
DECISIONS OUTSOURCING A OF AWHITER

MADE EASY PRACTICE \ 3 / SMILE, WITH

Alook athow TryKavo's MARKETING Z NONE OF THE

program made iteasy Why hiring the right "'?-:;_,, SENSITIVITY

forone dentistto add vendors leadsto . One patient’s take on
electrichandpiecesin better results and ROI. st — ' SDI's Polawhitening

his practice. —— system.
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DENTAL MARKETING 2013:
YOURWEBSITEIS YOUR SMILE

Make sure your ‘online smile” leaves a quick, impressive firstimpression.

b)’ PATRICK GOODNESS

In a recent survey conducted by
Match.com, more than 5,000 American
single adults, both male and female, were
asked how they judge members of the oppo-
site sex forattraction and compatibility. 71%
of women and 58% of menrated 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 ofa
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.

DENTALPRODUCTSREPORT.COM | July 2013

A website’s firstimpression

It is clear that a beautiful white smile is
critical to overall attraction and to making
a successful first impression. Butin 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 ofasecond to forma firstimpres-
sion when viewing a website and only 2.6
seconds forauser’s eyes toland onanarea of
awebsite thatimpacts their firstimpression.

Your website is your smile
Whatisabundantly clearis thatacompany’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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Source: Science Daily Feb. 15,2012

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

about5.95 seconds viewing these links.
® Main home page image: Subject’s eyes fixated on the main

home page image for an average of 5.94 seconds.
®  Written content: Subjects spent 5.59 seconds viewing written content.
©  Bottom of awebsite: Subjects spent about 5.25

seconds viewing this area of the home page.

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 s a bit stained and
missing a few teeth.

Asadentist, 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,
likeyouand trustyou...thebasics ofhealth
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
ofa professional dental marketing agency
to help you craft a dental marketing plan
that delivers results and will prepare your
practice for years of success.

Ifyou’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 firstimpression?” It’s
never too late to make an improvement to
your online smile. ®
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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
fromaround 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,
medical practices, dental offices and
medical organizations around the world
transform their brand and dramatically
increase sales and profitability. Patrick
offers awide 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
and tools that generate significant
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.
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STERISI

Dental Water Line
Treatment Solutions

IT'S TIME TO THINK
OUTSIDE THE BOX.

'STERISI STRAW

GOODBYE TABLETS,
HELLO CONVENIENCE.

For more information about our products,
contact your Sterisil® Sales Representative
or local dealer at 719-622-7200 or

online at Sterisil.com

Interested? Circle Product Card No. 84
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PRODUCT DECISIONS

MADE EASY

Looking for an efficient way to incorporate new handpieces info
your practice? Read how one doctor decided electric handpieces
were right for his practice through the TryKaVo program.

by RENEE KNIGHT

Until a few months ago Dr. Rami Heidami
wasn’tsureifelectrichandpieces 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.

Butit 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 ahandpiece outin
his practice before making the investment.

How he tried KaVo

When Dr. Heidami’s rep told him about
the Try KaVo program (trykave.com), he
decided it offered the perfect opportunity
to try an electric handpiece in his practice.
Allhe had to do was go online and sign up
for the program and he was able to try one
ofKaVo's electric handpieces in his practice
for five days.

“Evenifyoulike it, you have to returnit,
and then if want one you can orderit,” Dr.
Heidami said. “Ilike that concept. Most
companies bill you for it, and then send the
productforyouto try for 30 days. Thenyou
can send it back, and you get money back
ifyou don’tlike it. This is a free trial fora

.makes 1t more likely for
me to go with a KaVo
product, especially because

I tried it and liked 1t.

DENTALPRODUCTSREPORT.COM | July 2013

week, then you send it back and if you like it
youbuy one. I thought that was astep up.”

And KaVo makes the entire process sim-
ple, Dr. Heidamisaid. They sentarep to his
practice toinstall the handpiece and go over
how touseit,and enclosed areturnbox with
ashippinglabel with the handpiece. It truly
was a hassle-free, efficient way to try anew
product in his practice. He even tried a few
low-speeds and plans to make the switch to
KaVolow-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
itwas 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 electrichandpiece in his practice
for aweek really gave him a chance to geta
feel for the productand ifitwas 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.

“Ilike 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
cangetalotless RPM.”

The decision

After having the opportunity to try an
electrichandpiece foraweek, Dr. Heidami
decided he would incorporate atleast 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-
trichandpieces into his or her practice.

GENTLEpower 25 LPR
offers superior handling
and optimal hygiene
through novel KaVo
Plasmatec coating.

ARE YOU
INTERESTED

IN TRYING AN
ELECTRIC, OR
ANY OF KAVO'S
HANDPIECES IN
YOUR PRACTICE?

Here's how: Visit TryKaVo.com and
selectthe handpiece you'd like to try.
They’ll send itto your practice and
you'll have five days to useitat no
charge. After 5 days return the hand-
pieceintheincluded self-addressed
paid packaging. If you decide you'd
like to purchase the handpiece,
contactyour KaVo representative or
authorized dealer and go from there.

“I was definitely not going to buy one
without tryingit,” he said. “I would have
talked to different reps and figured outif 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
forme to go withaKaVo product, especially
because I tried itand likedit.” @

CALL: 888-275-5286
CLICK: kavousa.com
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Caesars Palace
November 8 -10, 2013

Are you coming?

Featured Speakers:

Dr. Lee Ann Brady Ms. Joanne Jones, RDH
Dr. Christian Coachman Dr. Michael Kesner

Dr. Martin Goldstein Dr. Ed Lowe

Dr. Lou Graham Dr. Louis Malcmacher
Dr. Peter Harnois Dr. Michael Miyasaki

Call today, this event will sell out!

877-336-9672

or visit www.denmat.com/DE2013

£2013 DenMat Holdings, LLC. All nghts reserved, Caesars Palace is a registered
trademark of Caesars World, Inc. 801320600 05/135N
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THE POWER OF
OUTSOURCING

PRACTICEMARKETING

Why hiring the right vendors leads to better results and ROI.

l)y NAOMI COOPER, PRESIDENT, MINOA MARKETING AND CHIEF MARKETING CONSULTANT, PRIDE INSTITUTE

ABOUT THIS
NEW COLUMN

Each month, marketing
guru Naomi Cooper will
offer practice marketing
advice thatyou canuseto
up your marketing game.

When it comes to implementing new busi-
ness solutions, dentists have two options—
hire an expert, or take the time to figure 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
itis 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
aremany do-it-yourself, template design for-
mats available. However, a website should

DENTALPRODUCTSREPORT.COM | July 2013

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 thathave 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
first impression patients will have of the
dentist and the practice. The site should
accurately reflect 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 isa constantly changing beast,
andit’safull-timejob tokeep up. Try fitting
thisinto analready busy schedule of treating
patients, managing the practice, and keep-
ing up with thelatest 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 qualified marketing partner.

Affordable patient care

Itis frustrating for dentists not to be able to
provide patients with the necessary treat-
ment because of financial constraints.
Dental patients are not often aware of the
difference between medical insurance and
dental insurance, leading them to forgo
treatment any time they hear the words
“outofpocket.” Creating anin-office patient
membership plan solves the problems of
patients’ affordability issues while simulta-

neously instilling a feeling ofloyalty to the
GETTY IMAGES / AYD?N PERGEM
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«there are plenty of dental
industry protessionals who wil
work directly with dentists tO create
custom marketing plans.

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
aprogram 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
justthis, 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 oftraditional dental insurance. There
isno 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 dentalinsurance, saving
patientsand dentists both time and money.

Hiring the right vendors

Red Adair, thelate American businessman,
once said, “If you think it’s expensive hir-
ing a professional, waittill 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.

Sowhatshould dentistslook forinaven-
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
asawhole, or professional servicesatlarge,
but a company with a specific background
of working with dentists that understands
the unique aspects of dental practice man-
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agement and the nuances of the dentist-
patient relationship.

Second, the right vendor should offer
differentlevels of service and pricing. And
bewary of companies that require payment
in full up front before any work has been
completed.

Next,look for vendors who offer arange
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 doingitall. Thisleads
to along-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

longrun. @

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.
Forinformation about upcoming course
dates, call Pride Institute at 800-925-2600
or visit prideinstitute.com.
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reqasons fﬁﬂ HERE’S SOMETHING ELSE THAT CAN HELP—
_ KOMET’s IPR Starter Kit (LD0528) contains
BENEFITS o six hand-selected oscillating instruments for
optimal interproximal enamel reduction (IPR).
(kometusa.com)

Leady-fo-perform
NANARIECES

SCICAN USA'S STATMATIC AUTOMATIC HANDPIECE MAINTENANCE UNIT

Compiled by RYAN HAMM
Information available at www.ScicanUSA.com

®)

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.

Efficiency in the dental office creates a
profitable practice. That's why the cycle
time of the STATMATIC is 15 seconds
per handpiece.

CALL:800-572-1211
CIRCLE:RSNO.88
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Handpiece maintenance spray
Electric motor

You can find these @
products.dentalproductsreport.com.
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SciCan’s
STATMATIC
spray

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
confident in your purchase.

O

: SciCan’s
(0] E-STATIS
i Advantage




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 PROMISE 5YEARS EARLY! DONATE TODAY!

Oral
ORALHEALTHAMERICA.ORG/DONATE | @3 EHQZ%
America
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BURS

EQUIPMENT FOR SALE

AL NSTRUMENTS Quality New and Refurbished

A&M Diamond BU rs Dntal Equipment

Manufactured In the USA for Over 30 Years

k| - e

Multi-Use Burs $3.45 per Bur

In 6 Unit Boxes Buy 4 Boxes Get A 5™ Box Free Complete Operatory Packages

IN STOCK
In Our Showroom

SUPERIOR_DDS
|

FREE SHIPPING!

New EZ10

Adec - Beaverstate - Buffalo - DCI
Dental-Ez - Royal - Tuttnauer
Flight - MyRay - Air Techniques

A Call 866-264-4287 Handler - Pelton & Crane - Belmont

Single-Patient-Use Visit Our Website Forest - Custom Cabinets - Marus

25 burs $1.19 Each
50 burs $1.09 Each WWW.USbUl’S.Com

100 burs $.99 Each

www.superiordds.com

0§ 407-347-5992

DENTAL DESICN SERVICES

A&M Instruments, Inc.
Alpharetta, Georgia

DENTAL SUPPLIES

The Best Solution Is The Best Advice The Best Solution Is The Best Advice

Majestic Introduces Maijestic Introduces

DENTIST DEVELOPED for : - —— , Your patients are constantly
V=" ASTING RELEEF se"zzz& ,&w&y [P R OX ' y J MT‘ looking for new ways to keep
1

SENSITIVE TEETH? their teeth and gums healthy

Put TOOTH SENSITIVITY
to SLEEP! and clean throughout the day
. without having to resort to
= Almost 50% of U.S. adults suffer from . 9 .
Vi o carrying a toothbrush with
eﬂZZZf.z.z sensitive teeth. Now you can offer your

them everywhere they go.
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®

' Instant Relief ] . .

from Sensitivity to is the exciting new addition to the Tooth |

Cold, Sweets & Heat Desensitizer category and is available now. 5

1Treatment Lasts . 1
Up to 6 Months Please let your patients know!

\ m AR
morﬁ%ﬁgﬁ . Proxi-Plus® is the newest
— innovation in this category.
Proxi-Plus® is a single use,
hygienic interdental brush
‘ with a bonus flosser 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!

%

Clinically Proven

debidaal frio, d "‘

q | ' . . e | :‘: 4 W . .
For more information, call 1-800-238-0220 Mylwa l eS t’ C : - M M al es t’ c

For more information, call 1-800-238-0220 . .
or visit our website at www.majesticdrug.com Family Owned for 3 Generations or visit our website at www.majesticdrug.com Family Owned for 3 Generations

Search for the company name you see in each of the ads in this section for FREE INFORMATION!
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FINANCIAL SERVICES

CREDIT CARD PROCESSING PROGRA M

i | FREE Placement,
tsiewttae il |INTERCHANGE % RATES| ° crecit Card Termina
R O GO AS LOW AS Cion paca/Bia e

Integrate with your

AW\ FREE *
. AL current POS
-~ & PIN PAD Free Paper**
_ fp | e A o No set-up fee
— 122 Sue, /4 Check Services Available
S Early Termination Fee
7 . with your current processor?
WIRELESS fo NAB will reimburse your

L TERMINAL business up to $295**

North

o nyanchfrﬁRD [8 66 -—-481-460 4]

VISARZE:] & 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.
o) 5 . H . latad 9 il i icti
American Express requires separate approval. * Durbin Check Card pi rate. A per 1 fee will also apply. Some restrictions apply.

FINANCIAL SERVICES

ﬁ_IG BANKERS HEALTHCARE GROUP, INC.

Get the cash you need

without leaving your patients.

$150,000 unsecured and hassle free
Affordable, fixed-rate terms up to 10 years
Programs for all credit types

No upfront fees

E-Signature loan funding

Loans will not appear on personal credit report

Debt Consolidation Emergency Cash Fund

For your custom loan proposal in 48 hours CALL (877) 688-1819 or VISIT www.bhg-inc.com/DP10

Search for the company name you see in each of the ads in this section for FREE INFORMATION!
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Our award winning team
looks forwanrd to helping you
reach your financial goals.

Our Team (left to right):

Walter K. Herlihy, CLU®, ChFC®, CFP®
Medlical Economics, Best Advisors 2010 - 2012
Dental Practice Report, Best Advisors 201 1- 2013

Linda B. GadkowsKi, CFP®
Medical Economics, Best Advisors 2004 - 2012
Dental Practice Report, Best Advisors 201 1-2013

Sabina T. Herlihy, Esq., Massachusetts  Michaela G. Herlihy, CFP®
Super Lawyers 2007, 2010 - 2012

b | R Peter Deschenes, Office Manager
Robin Urciuoli, CPA, CFP

Fee @ only
Beacon Financial Planning, Inc.
Offices in Easton, Hyannis, Wellesley and Boston, Massachusetts
Phone: 888-230-3588 E-mail: Walter@Beaconfinancialplanning.com
www.Beaconfinancialplanning.com

INFECTION CONTROL

Buy 2, Get 1 of the same FREE!
Awoooooesome savings!

ProSpray™

Ready-to-Use Surface Disinfectant/Cleaner

ProSp C GOTM

Concen

d Surface Disinfecta nt/Cleaner‘

Certol offers specials all year!
Available through distributors
nationwide.

Free goods shipped with order.

Developing the Solutions For You e« (800) 843-3343 « www.Certol.com

(€{o)(o)4 dentalproductsreport.com/Products

LABORATORY SERVICES

ALL RESTORATIONS MADE IN USA

SINCE 1945

A & M Dental Laboratories
Where Excellence Is The Tradition...

* ALL CERAMIC CAD/CAM

AmZir Crowns (Porcelain Fused to Zirconia) ....................
BruxZir Full Zirconia Crowns (CAD/CAM)..
e-max Crowns (ALL CERAMIC)

800-487-8051 \zanmdentiicom » iowaanincentcom

Wonder what these are?

Go to dentalproductsreport.com/products and enter
names of companies with products and services you need.

RERCRT

DISCOVERY. ADOPTION. SUCCESS.

COMPANY NAME

marketers, find out more at:
advanstar.info/searchbar

TURBINE REPLACEMENTS

DENTEX

e Made in USA
e Machine Balanced
e Free Installation
e Patented Spindle

Call for all other makes & models

Free quotes on high & low-speed repairs

$

Chuck Canisters only

1-877-433-6839

www.dentex-houseofturhines.com

Dentex

House of Turbines
Do icoren

Search for the company name you see in each of the ads in this section for FREE INFORMATION!

DENTALPRODUCTSREPORT.COM | July 2013



MARKETPLACE

Formore products & services information goto marketplace.dentalproductsreport.com

PRODUCTS & SERVICES

CROWNS EQUIPMENT FOR SALE
"@j/m I MIANUFACTURING
T J COMPANY, INC.

MANUFAGTURERIOBPROFESSIONAL QENmNETRv SINEI;.'!S“
4 e ) & =

Beautiful

Ceobalt Chrominum Frameworks Beryllium
and Cadmium
Free atonly US1)4 5 .60 for USA Country only.

~++ Minimum orders requirement «»—

( l J&H Dental Lab China .
H Please Call USA/Canada Toll Free: 800-868-1732 Order

Email: webmaster@jh Factory Direct &
actol

www.woodwaydental.com 1-888-368-4770

EDUCATION HANDPIECE

Dr. Travel, LLC
SEMINARS IN PARADISE

South America Cruise - Costa Favalosa - R/T Buenos Aires
January 22 - 31, 2014
Sailing to Argentina - Brazil - Uruguay

Celebrating 19 years Costa Cruise Lines

I Dentisiry

PACE

Program Approval for

Academy Call 1-800-323-4144

Zoll-Dental Instruments!

Group Shore Excursions = } Contmungducatzon Y L [ 1
From the basic to the advanced

Stress Free Predlctable Endodontics Zoll-Dental can fill all your :
Allen R. Helfer, D.D.S., M. Sc. D. instrument needs. Click or Call Today!

Additional Seminar Cruises: F‘]"' A Cataloy C;": A USA Menfeoturer] BillsForDrills.com 1-855-544-1900
-800-239-290 s '
Christmas / New Year’s Eastern Caribbean: Dec. 28, 2013 - Jan 4, 2014 View it on the web! Full Retipping &
Resharpening Service!

President’s Week Western Caribbean From New Orleans: Feb. 16 - 23, 2014 www.zolldental.com IMPLANTS
Easter Week Eastern Caribbean From Miami: April 13 - 20, 2014 FINANCIAL SERVICES

Greece, Turkey & Croatia Cruise From Venice: June 28 - July 5, 2014

www.DrTravel.com 800-436-1028 The card®
RHELEg
EQUIPMENT FOR SALE You Sell, We Lend, You GIrOW

v(‘iv(;‘:italmodelsanddesigns

Fabrication and correction

m Patient Financing Made Easy of diagnostic and surgical
L F t O t d F t C t 'II guides in 2D and 3D.
00 mp(:ra ef auclef on rﬂ * More Approvals (A, B & C Credit)
™ _ Hands free control of hot or co . .. Significantly | |
B water, press both pedals for warm. * Quick Decisions tygzl gltcsrltoymﬁfcs ;‘JTQZS_
« Implants - Stainless Steel for harsh environ- « Low Monthly Payments
o Crown & Bridge ments an(_j washdown_ cpnditions. ) ] START WITH PRECISION Eabricated inoffice o
P « Overdentures ;E:Si?utgtigﬁtall on existing or new * Fast Funding To Your Practice PLACE WiTH conFinence TR

% DéPlaque

www.deplague.com  800.314.0065

. ". o\ o Treatment Acceptance {-"‘h'"_'i“““"t - Multiple qu-antity discounts. www.helpcard.com « 877-834-0550
f . ' Call or e-mail for free catalog - 1-888-729-3053 —
SR P RCRE Xl | <0 7 www.FootFaucet.net
david@dentalmodelsanddesigns.com Floor Mount

Repeating an ad ENSURES it will be seen and remembered!

Made by: Pressure Products
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MARKETPLACE

Advertising information: Linda Barrier | 800-225-4569 (ext.2701) | Fox440-756-5271

email lbarrier@advanstar.com

PRODUCTS & SERVICES

INFECTION CONTROL

Introducing

coating.

- o

First Medica”

-

- Medflex”

Medflex Armor antimicrobial disposable jacket. The first and only
disposable jacket permeated with an EPA approved antimicrobial

Contact First Medica for a free sample and ordering information.

LAB/OPERATORY PRODUCTS

a -
E=]

-
D 1<
=D 0

PRECISION PROSTHETIC PRODUCTS

QUAMART & FRICE GUARARNTEEDA

A

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

iamoDent’
|

Screw-Vent Zimmer Lifecore
ITI Straumann Frialit-2 & Xive
3 Replace Steri-Oss

Branemark
Al are manufactured with the fightest tolerances, tested by
Instron fest machines and come with o full Lifetime Warranty.
FREE SHIPPING FOR ORDERS OF $150 & UP
[(Déarmmal D

Toll Free (888)281-8850

Marketplace Advertising
Can Work for You!

(888)609-2622

www.EagleDentalStudio.com

THIS MONTH SPECIAL 569
Zirconia Layered with Porcelain

7 PFM Non Precious $45 nTCS Fexible $99
nIPSe.max Pressable $79 7 Parfial Denture $135
n Full Contour Zirconia $75  #Full Denture $130

FREE BOTH WAY SHIPPING - CALLIN FOR DETAL

MISCELLANEOUS

American Eagle

Dental Lab

I ~g L2
VeAtor Do
e, USA

% Exam Lamp |
= $84.95 O
LED Readers

Fit Over Lou +1,+1.5,+2,4+2.5,
P +3,+3.5,+4,

(800) 257-5782 +5,+6 or RX

(856) 795-6199

e | 2.5x, 3x, 3.5x, 4x

WWW.Visionusasupplies.com

Order Today!
(800) 845-5172

www.healthdentl.com

or contact your local dealer

Buy 3 bottles
Get one Free!

* Cost Effective
* Money Back guarantee

LAB SERVICES SR D healthdent|

COMPLETE DENTURES
from 599_00

Flexible Partials - $149
- Alf major credit cards accepled -
Mission Dental Laboratory
PO Box 9420, Shawnee Mission, KS 66201

Or call toll-free: 888-305-4142

Quality Dentares

Repeating an ad

it will be seen
and remembered!

Call Linda Barrier for
advertising information at
800.225.4569 x2701

%] DENTALPRODUCTSREPORT.COM \ July 2013

[TIT T -
———
our catalog.
WISE Dental Repair, LLC y 9

Introducing Advanstar’s
Custom Digital Solutions.

Stop spending time and money sending
out expensive print catalogs
and company brochures
that may never be read.

Your Local Handpiece Repair

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

|
o il
i

A

W

Lol

Open up new mar

Place your digital catalog on one of our
trusted industry publication’s websites
and receive monthly impression exposure.

Go Digital Today!

Contact Your Sales Rep
1 (800) 225-4569

(e

5.

www.wisedentalrepair.com

ADVERTISE
TODAY




3171 Greenvalley Rd., Box 312
Cahaba Heights, AL 35243

Please allow 4 - 6 weeks turnaround

MARKETPLACE

Formore products & services information goto marketplace.dentalproductsreport.com

PRODUCTS & SERVICES

ny Make » ny Model

Warranty Included!
(205) 834-6298
www.dentaldealsofalabama.com Free
DentalDeals Estilﬂate

VISA B oscever ayea

SOFTWARE

=¥

—

Y <

| '.“I_\. o~ !-.:.| I'-._,I LS
| \‘\s\( 5 ) ""-., _‘J| [ 'S"’ J

-Wireless

The Good for You Candy!™

DENTALFRODUCTSRERORT

DISCOVERY. ADOPTION. SUCCESS.

Content Licensing for
Every Marketing Strategy

Marketing solutions fit for:
* Outdoor

* Direct Mail

* Print Advertising

* Tradeshow/POP Displays
* Social Media

* Radio & Television

Logo Licensing | Reprints | Eprints | Plaques

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.

For more information, call
Wright's Media at 877.652.5295
or visit our website at
www.wrightsmedia.com

How many people does it take to perio chart?

S

-Run intraoral cameras
+Run your software

Great News! Dental R.A.T. is now e "
an au:horizedcﬁ_inrlibutor of Ice J i 54 A You need a Dental RA.T.!
ips! P T
Xylitol Candy Available in 18 .
Flavors! - Perio chart L
- Audio feedback
el <Run x-rays = =

one!
Do you have computers?

Do you have software?

Accurate & Easy

[CENTALLZ %Y

877-278-0061

Hands-Free Perio Charting

www.dentalrat.com

208-489-1590

@ Express Dental Turbines

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

Glassiieuas

»all WOrK FOr Yol !

Reach highly-targeted,
market-specific
business professionals,
industry experts and
prospects by placing your
ad here!

riease coniaci
Linda Barrier
1-800-229-49069

Eext. 2701

July 2013

TURBINES TURBINE REPLACEMENTS

DDS Li

gcone

DDS
Universal Canister

STANDARD

/ S50 EA.
STANDARD PUSH BUTTON
CERAMIC

DDS Replacement
for Star _.ono™y r
£$105 EA.

NO LUBE
GERAMIC

1.800.795.5118
- www.ddsdental.com

Doctor Direct Sales
26985 Brighton Lane
Lake Forest, CA 92630

CLASSIFIED WORKS

DENTALPRODUCTSREPORT.COM 99



patient

PERSPECTIVE

ALL THE BENEHTS
OF AWHITER SMILE,

WITHNONE OF

THE SENSITIVITY

How SDI's Pola
whitening system
helped this patient
achieve the bright
smile he wanted
without the intense
sensitivity hed
experienced

in the past.

by RENEE KNIGHT

JOHNZIMMER
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 flipped 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 offer-
ing, he decided he’d give it
another try. At the time, he’d
been a patient at Dr. Halabo’s

DENTALPRODUCTSREPORT.COM | July 2013

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 aboutan
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
expecting a shade or two
change and it was much more
than that.”

The result was so good,
John’s wife decided to give it
atry.

“She said ‘your teeth are
whiter than mine now. That’s
not acceptable,’ ”” he said, with

An opportunaty for patients to share THEIR THOUGHTS
on the latest technology and materials.

e
Y

B olvottice

pulaotfices

Epolaoffice = = n

Pola Office+

Said to be the world’s fastest in-office tooth whitening system, Pola
Office+ reportedly requires less than 30 minutes of treatment time.
Because it doesn’t require light activation, the system can be used
with or without a bleaching light as any heat emitting curing light

can be used. Plus, the neutral pH bleaching and built-in desensitizer

of Pola Office+ is said to offer maximum comfort during and after
treatment, resulting in lower sensitivity and less patient discomfort.

Equipped with a dual barrel syringe system capable of reaching tight

spots, the whitener doesn’t require mixing trays as it mixes as it's
applied to guarantee a blend of activated gel.

800-228-5166 © polawhite.com

CIRCLE: RS NO. 89

alaugh. “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
aboutitat the end of the day.”
And unlike how he felt after

his last in-office whitening

experience, he wouldn’t hesi-
tate to whiten with Pola again
and has custom trays he can use
athome. 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. @
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1 MONTH LEFT!
the NEW Gendex GXDP-
panoramic X-ray System

300
Win

BUSINESS REPLY MAIL

FIRST-CLASS MAIL PERMIT NO. 7800 ALPHARETTA, GA

POSTAGE WILL BE PAID BY ADDRESSEE

DPR GXDP300 0713 5623
GENDEX DENTAL SYSTEMS
4425 ALEXANDER DR STE 100
ALPHARETTA GA 30022-9860

NO POSTAGE
NECESSARY
IF MAILED
IN THE
UNITED STATES




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 @ l |
VixWin Platinum™ with training — a prize value of $40,720. =
(J YES! I want to learn more about the 120 Year Anniversary Promotions! / \ |
| HURRY!
Practice or Doctor's Name:
Contest ends soon
Street Address:
City, State, ZIP: What type of product(s) are you interested in?
Please check all that apply:
E-mail: Phone: (O Cone Beam 3D
] ) (O Panoramic X-ray System
Specialty: No. of Operatories: O Intraoral X-ray System
) (3 Digital Intraoral Sensor
Practice Management Program: O Dlgltal X—ray PhOSphOF Plate
O Intraoral Camera
By completing and submitting this card, | give Gendex Dental Systems permission to contact me using the information provided above. | understand that no O Handpieces
purchase is necessary to participate in this sweepstakes promotion and | do not have to submit to a sales presentation. Retail value of prize is $40,720 USD. O Dental Chair/Light
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 O oth
er:

practicing dentists only. Void where prohibited. ©2013 Gendex Dental Systems 906.9342/07.13Rev2

Gendex Dental Systems &N
www.gendex.com

Call toll-free: 1-888-339-4750 Always by your side




© 2013 Gendex Dental Systems, 906.9357/07.13Rev0

Your Imaging Future Starts Today

Continuing Innovation | Dependable Performance | Comprehensive Solutions

Dependable Performance

contmumg Innovation EasyPosition™ system allows for

Intuitive user interface with ERiSE R Ralan t-Rositioning

SmartLogic™ stores the most and consistent imaging results.

frequently used settings for

optimized workflow. The new

SRT™ reduces artifacts from Comprehensive Solutions

et I T e All-in-one solution delivering integrated

toiprovide cleany crisplimages. 3D restoration and implant planning

software with surgical guide capability.

B Se  m— —
GXDP-700 Digital Pan. Ceph. 3D.

Schedule a DEMO today! GE

Call 1-888-339-4750 me
or visit www.gendex.com Always by your side

Interested? Circle Product Card No. 90



© Komet USA LLC - 08/2012 - 411290V0

There are 60 ideas to the hour.

Not a minute passes without Komet® innovators working to Every day. Every hour. Every minute. Satisfaction comes only when
improve our products and performance. Our days are spent we can honestly say that we‘ve set a new milestone — and then we
developing, perfecting, and testing new products and techniques, start working toward another with the next tick of the clock.

demanding excellence each step of the way.

www.kometusa.com

Interested? Circle Product Card No. 91
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