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COVER PRODUCTS 
are chosen based on 

innovation or their perceived 

impact on improving patient 

care and practice eff ciency.

*Source: BPA Publisher Statement, June 2013. 

web exclusive

TOP 10 THINGS TO 
EXPECT IN 2014
Dr. John Flucke offers his must-read predictions for 
the New Year. Go to dentalproductsreport.com.

Convergent Dental

LASER DENTISTRY 
MADE EASY

The user-friendly Solea CO
2
 

laser system is cleared for both 
hard- and soft-tissue ablation. 

MORE ON PAGE 3
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 140,000 SUBSCRIBERS*

 1 FOCUS Are you ready for 2014?

DEXIS

SEAMLESS IMAGE 
CAPTURE

The DEXIS photo app makes it 
possible to capture images for 
the patient record with none of 

the fuss. 

MORE ON PAGE 3

THE LIST

IS IT TIME TO

MAXIMIZE YOUR 
MARKETING? 
Find out if a dental marketing consultant is what you 
need to reach the next level. 

TECHNIQUES

Helpful How-tos
Learn from these step-by-step 
articles featuring products 
by DENTSPLY Caulk, 3M 
ESPE and Komet USA. 

I USE THAT 

The team perspective 
on products
This new feature gives dentists 
and their team members the 
chance to share their product 
stories. This month’s stories 
focus on Kerr’s SonicFill and 
Patterson Dental’s RevenueWell.  

DentalEZ

YOUR GO-TO 
HANDPIECE

This air-driven handpiece 
offers enhanced access 
to the oral cavity and is 
designed for the most 
commonly performed 
surgical procedures.  

MORE ON PAGE 3

TiScrubs

SLEEK, 
COMFORTABLE 

SCRUBS

These scrubs help keep 
you dry and protected from 

germs, while also giving you 
the chance to support a great 

cause.   

MORE ON PAGE 3

cover story:
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© 2014 Henry Schein, Inc. No copying without permission. Not responsible for typographical errors. 

Green your practice 
and help us support 
environmental causes
Throughout our Global Reflections Program, we are providing  

an opportunity for our customers to incorporate “green” products into 

their practices. A portion of your Global Refections purchases will be 

donated to the Henry Schein Cares Foundation in support  

of environmental causes. To Order: 1-800-372-4346 8am-9pm (et)

To Fax: 1-800-732-7023 24 Hours

www.henryscheindental.comJ O I N  O U R  C O M M U N I T Y

14DS1013

January 6–April 25, 2014

Global 
Ref ections

20

14

See pages 30 & 31 for FREE
CEU Course Credit on Lead-Free Apron

Together WeÕre
Helping Health Happen

THINK GREEN THINK WELL THINK CURE

GLOBAL CORPORATE SOCIAL RESPONSIBILITY PROGRAM

Through participation in 

Global Reflections and our other 

Calendar of Caring programs,

our valued customers have helped raise 

over $950,000 to help health happen!  

SPOTLIGHT ON: GLOBAL REFLECTIONS

Thank you for your partnership!

Look for our Global Refections fyer or visit

www.henryscheindental.com/GlobalReflections

Interested?  Circle Product Card No. 1
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Our advertising policy
DPR makes every effort commensurate with professional editorial 

and advertising standards to report manufacturer’s product news 

accurately, but cannot assume responsibility for the validity of product 

claims. It is necessary for the editorial staff to remove itself from policing 

the content or images used in various ads or marketing campaigns. 

Any reader with a complaint should contact the manufacturer directly.

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

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

month, we reach out to a wide variety of voices to help tell the story of innovation in the dental profession. 

We don’t assume we know all the answers; we are, instead, committed to asking the right questions and 

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

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

MOSTPRODUCTS.BESTSEARCH.

Find thousands of products at 
products.dentalproductsreport.com
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Cover Products and other EDITOR’S CHOICE products throughout 
this issue are chosen based on innovation or their perceived 

impact on improving patient care and practice ef  ciency.

on the 

COVER4PRODUCTS

Convergent Dental

Dental laser
At 9.3 µm, Solea is reportedly the 

fi rst CO
2
 laser system cleared by 

the FDA for hard and soft tissue 

ablation. The wavelength is said 

to operate quickly, and matches 

the peak absorption of hydroxy-

apatite, meaning that it vaporizes 

enamel. Described as easy to 

master, the laser also offers a 

Computer Aided Preparation 

(CAP) system, familiar handpiece, 

user-friendly touchscreen, and a 

responsive variable speed foot 

pedal. 

800-880-8589 

convergentdental.com

CIRCLE: RS NO. 3

DentalEZ

Air-driven 
handpiece

The 430-45 Handpiece is 

designed for commonly performed 

surgical procedures, such as 

crown lengthening, apicoecto-

mies, impacted molar removal, and 

more. Equipped with a small, 45° 

angled head for greater access to 

the oral cavity, the newest addition 

to the 430 handpiece line also 

comes with side ports that exhaust 

air away from the procedure 

area, which reduces the risk of air 

embolism and protects the surgical 

site’s integrity. Also, a pure stream 

of water is provided to keep the 

operatory site cool and clear. 

866-DTE-INFO 

dentalez.com  

CIRCLE: RS NO. 2

TiScrubs

Dental scrubs
TiScrubs®, which are available 

in men’s and women’s tops and 

bottoms, feature antimicrobial 

and hydro-wicking technologies 

that help protect against germs 

and keep wearers dry. Created 

by Dr. Bill Busch, who is the team 

dentist for the Kansas City Chiefs, 

TiScrubs are uncharacteristically 

sleek and athletic-looking, plus a 

portion of each sale helps fund the 

TeamSmile charity organization.

888-847-8330

tiscrubs.com

CIRCLE: RS NO. 5 

DEXIS

Imaging app
The DEXIS photo™ app for the 

iPhone and iPod Touch provides 

automatic, wireless image capture 

in the patient record without using 

cards, readers or manual fi le 

transfers. Offering two functions, 

DEXIS photo lets practitioners 

capture patient ID photos that 

are viewable from any imaging 

screen through DEXIS, as well as 

capture and send images for the 

software’s extraoral photo screen. 

888-883-3947 

dexis.com

CIRCLE: RS NO. 4
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Dental Products Report provides 

dentists with comprehensive, accurate 

and unbiased information across the 

spectrum of specialties. In consultation 

with forward-looking clinicians and 

manufacturers, our staff supports 

dentists as they apply new products 

and technologies for excellence in 

patient care and practice development.

Dental Products Report (Print ISSN# 0011-8737, Digital ISSN# 2150-640X), is published monthly by Advanstar Communications, Inc., 131 West First St., Duluth, MN 55802-2065. One-year subscription rates:  $150 in the United 
States & Possessions; $170 in Canada and Mexico; all other countries $275. Single copies (prepaid only) $24 in the United States; $35 in Canada and Mexico; all other countries $35. Include $6 per copy for U.S. postage and handling. 
Periodicals postage paid at Duluth, MN 55806 and additional mailing ofÀces. Postmaster, please send address changes to: Dental Products Report, PO Box 6076, Duluth, MN 55806-6076. Canadian GST number R-124213133RT001, 
PUBLICATIONS MAIL AGREEMENT NO. 40612608, Return Undeliverable Canadian Addresses to: IMEX Global Solutions, P. O. Box 25542, London, ON N6C 6B2, CANADA. Printed in the U.S.A. Subscription inquiries/address changes: 
toll-free 888-527-7008, or dial direct 218-740-6477.

©2014 Advanstar Communications Inc. All rights reserved. No part of this publication may be reproduced or transmitted in any form or by any means, electronic or mechanical including by photocopy, recording, or information storage 
and retrieval without permission in writing from the publisher. Authorization to photocopy items for internal/educational or personal use, or the internal/educational or personal use of speciÀc clients is granted by Advanstar Communications 
Inc. for libraries and other users registered with the Copyright Clearance Center, 222 Rosewood Dr. Danvers, MA 01923, 978-750-8400 fax 978-646-8700 or visit http://www.copyright.com online. For uses beyond those listed above, please 
direct your written request to Permission Dept. fax 440-756-5255 or email: mcannon@advanstar.com.
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a.m. and 5 p.m. CST and a customer service representative will assist you in removing your name from Advanstar’s lists. Outside the U.S., please phone 218-740-6477. 

Dental Products Report does not verify any claims or other information appearing in any of the advertisements contained in the publication, and cannot take responsibility for any losses or other damages incurred by readers in reliance 
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Dental Products Report cannot be held responsible for the safekeeping or return of unsolicited articles, manuscripts, photographs, illustrations, or other materials.
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  08 From the Editor  10 The List

Top 5 signs you need a 

marketing consultant 

 12 Event Exclusive 

Pride “Best of Class” 

winners let the good 

times roll in New Orleans” 
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 06 Web ToC 
What dentists were 

searching for at 

dentalproductsreport.com

CLiniCAL 360°ProduCT WATCh

January 2014 | Volume 48 | Issue 01

ProduCTs in PrACTiCE

CoveR sToRy 

 28 Trends in 2014
From the Affordable Care Act to EHRs, 2014 is 

shaping up to be a game-changer for dentistry. 

TeCh bRIefs 

 34 Eaglesoft 17
Patterson Dental 

 TeChnIques

 36 how to make endodontic 
treatment more predictable
Komet USA’s F360 endodontic Àle system 

 38 how to produce accurate 
C&B impressions
DENTSPLY Caulk’s Aquasil Ultra Cordless 

Tissue Managing Impression System

 42 how to simplify ceramic 
veneer cementation
3M ESPE’s RelyX Veneer Cement 

benChmARk RevIew

 20 The Catapult Group reviews 
Bisco’s duo-LinK universal
How this universal cement can beneÀt 

your patients and your practice. 

Double TAkes 

 22 dentsply CAuLK’s TPh spectra

 24 ivoclar Vivadent’s Bluephase style

The TeAm APPRoACh To InfeCTIon ConTRol

 46 Are you using too many chemicals in 
your practice? 
In this new column focused on the team approach 

to infection control, we’ll look at the beneÀts 

of microbiology. by Alexander bischoff

I use ThAT

 48 Kerr Corp.’s sonicFill 

 50 Patterson dental’s revenueWell

PATIenT PeRsPeCTIve

 62 Patient education with a more 
personal touch  
 How DEXIS go helps one patient understand 

what’s happening in her mouth, making her more 

comfortable while at the dentist. by Renee knight

15 27 45

Product launches and updates from 
throughout the industry

Practical clinical advice, research 
and techniques

Product impact on the practice’s bottom line
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To request free samples or for more information, call 

1.800.989.8826, email nuprosamples@dentsply.com, 

or visit www.nuprovarnish.com.

© 2012 DENTSPLY Professional, York, PA 17404

NUPRO® is a registered trademark of DENTSPLY International 

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

Pioneers in Protection
TM

MADE IN THE USA

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

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

NUPRO
®

 WHITE VARNISH DELIVERS A  

NU WORLD OF RAPID FLUORIDE RELEASE

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 period1

 •  Requires half the wear time compared to competitive 

varnishes so patients can quickly resume eating and drinking2

 • May be applied to wet tooth surface to save time and effort1

 •  Formulated for no dripping or stringing to reduce potential mess1

 • Gluten-free for patients with dietary concerns1

 • Patent-pending design

Interested?  Circle Product Card No. 6
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Follow us on 
Facebook and Twitter

MOST PRODUCTS. BEST SEARCH. 

Find thousands of products and all of the following 
Web Exclusive content on our website. @.COM

dentalproductsreport
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10 practice 
predictions for 2014

DPR Technology Editor Dr. John Flucke takes a 
look at what you can expect in the year ahead.

Re-def ne smile makeovers in 2014
Think you need multiple veneers to complete a smile makeover? 

Dr. Harvey Silverman tells you why that might not be the case.

Your guide to curing lights 
and material activation

3M ESPE scientist Joe Oxman shares his vast knowledge 
on curing lights, dental materials and technology.

Clicks & Picks 
What dentists were searching and savoring in December 
@ DENTALPRODUCTSREPORT.COM

3 MOST-VIEWED PRODUCTS 

01  Quad-Tray Xtreme
Clinician’s Choice

02  DEXIS photo™
DEXIS

03  Certain® Implants
BIOMET 3i

3 MOST-READ ARTICLES ONLINE

01  The top 10 most-viewed dental videos 
of 2013
DPR editorial team 

02  5 money-saving, stress-reducing ar-
ticles you must read by the year’s end
DPR editorial team 

03  The Affordable Care Act: What you 
need to know about how it will affect 
pediatric patients
by Kevin Henry

Make your inbox happy! 
Register for DPR’s 

e-newsletter and never 
miss a Web Exclusive 
article or video. Go to 

dentalproductsreport.
com/subscribe.

E-NEWSLETTERS

DENTALPRODUCTSREPORT.COM | January 20146

Get started now! It’s easy.
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Aligner One
Fabricated of 
1.3mm Invisacrylª*

Hard/Soft material.

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

Aligner Two
Fabricated of hard

1mm Invisacryl, this 

aligner completes

the tooth movement

for the setup.

Setup
Made from upper and 

lower PVS impressions or
stone models.

One impression can 
produce up to three setups,

two aligners per setup.
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No

Use Invisible Aligners with Complete Confidence 

Free personal one-on-one
consultation for:
• Case Selection

• Treatment Options

• Estimate on the Number of 

Appliances Needed

Special 
Training 
Courses 

or
Commitments

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

S
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Smart Moves
®

Invisible Hard/Soft Aligner System

Scan with your phone’s QR Code reader to

learn more about Smart Moves¨.

Interested?  Circle Product Card No. 7
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Your Smile. Our Vision. 

www.sdi.com.au

www.sdilearning.com

SDI (North America), Inc.

729 N. Route 83, Suite 315

Bensenville, IL 60106, USA 

Toll free: 1800 228 5166

Fax: 630 238 9200 

usa.canada@sdi.com.au 

Riva Light Cure HV:

THE DENTAL ADVISOR  

Vol 28, No. 9, Nov 2011

Demineralization

Interproximal

decay

High caries risk, 

Class I

Who is your  
next Riva Patient?

CALL YOUR AUTHORIZED DEALER FOR  
MORE INFORMATION AND PROMOTIONS

•	 	ulk	wll	to	save	time 
•	  o	bonding	agent	needed 
•	 Excellent	anti-caries	properties

riva self cure
SELF CURING, TOOTH REMINERALIZING
GLASS IONOMER RESTORATIVE

•	  on-stick	handling	for	easy	placement 
•	  o	bonding	agent	needed 
•	 Great	anti-caries	properties

riva	light	cure HV
HIGH VISCOSITY, LIGHT CURED, RESIN REINFORCED 
GLASS IONOMER RESTORATIVE MATERIAL

Interested?  Circle Product Card No. 8
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from the 

EDITOR 1VOICE
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We want to KNOW WHAT 
YOU THINK about DPR. 

Your comments, good and bad, 

are always welcome! Email 

SGOFF@ADVANSTAR.COM.

12 
products to 

check out in 2014.
Don’t miss this month’s 

cover story beginning 

on p.28. 

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

Looking forward 
to 2014, and new   
products, features  

This time of year is always exciting, but can also be hectic and stressful. 

There’s always holiday shopping, travel, demands on your time and work 

duties often scrunched into tighter deadlines because of your own vacations 

and time of  for co-workers.

But this time of year is also a lot of fun for us here at DPR. We’ve just com-

pleted another great year of delivering the best dental product news to you in 

the pages of our magazines as well as through the e-newsletters we send out, 

social media and our websites. We capped of  2013 with our annual Trends 

Top 100 issue in December and now we’re ready to bring you more of the same 

great coverage — along with new features and articles in 2014— kicking of  here 

in the January issue of DPR.

What you’ll f nd in this issue, as always, are new product launches, tech-

nique articles on how to use your favorite clinical products and technologies, 

and reviews from colleagues to help you determine if you should be imple-

menting some additional products or techniques into your practice. Our cover 

story written by Editorial Director Kevin Henry takes a look at what we can 

expect from the new year and highlights 12 products you’re sure to hear a lot 

about in 2014.

Also in this issue, we will debut one of our new features for 2014, I Use That. 

The idea behind this new feature is to allow us to bring you a practice using 

products that you should be aware of and might want to incorporate into your 

regimen. It’s a team approach, as we will show you how both clinicians and 

staf  members use the product to deliver the best care to their patients. In this 

issue, we showcase one practice using Patterson Dental’s RevenueWell Patient 

Communication Suite, and another one featuring Kerr’s SonicFill. Take a 

look at these new articles, let us know what you think, and feel free to suggest 

products and technologies that you would like to see featured in future issues.

Sticking with the team approach, we also are debuting a team approach to 

infection control column in this issue and have plans in the works to regularly 

feature articles that show how practices have taken advantage of products and 

techniques to overcome obstacles, whether it be a more ef  cient way to com-

plete a case, or a method to deliver better outcomes.

So stay tuned as we have plenty of exciting things planned for 2014!  �

S TA N  G O F F
E D I T O R  I N  C H I E F
sgoff@advanstar.com

®

641 Lexington Avenue, 8th Floor, New York, NY 10022
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A FEW cLIcKs  
FOR A CROWN

© Carestream Health, Inc. 2013.  10231 DE AD 0114

 WELCOME TO THE nEW REaLITY

In the new reality, you can design high-quality restorations in just a few clicks with 

our CS Restore software and then mill them in-house in minutes with the CS 3000 

milling machine. Built for the long-term, the robust and reliable machine is  

extremely quiet and intuitively delivers smooth, durable crowns with 25 microns  

of precision. As part of an open system, it gives you the flexibility to meet the  

needs of your practice while being extremely easy to use and maintain. 

Enter the new reality at carestreamdental.com/cs3000 DEsIGn MILLscan

Interested?  Circle Product Card No. 9
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THELISTLIST QUICK BITES 
for team development 

and practice success

Top 5
SIGNS YOU NEED A 

MARKETING CONSULTANT   
Tips provided by N A O M I  C O O P E R ,  President & Founder of Minoa Marketing 

and Chief Marketing Consultant for Pride Institute 

Marketing efforts are disjointed, half-hearted and sporadic

A consultant should work with you to create an overarching strategy behind all marketing efforts so 

they work in concert with each other—and to focus on creating momentum behind a few key 

tactics that can create results and achieve your marketing goals.

Marketing always ends up on the back burner

The right consultant will hold you accountable and ensure the plan you create together actually gets 

implemented over time rather than getting shelved whenever something more urgent comes up. 

Consistency matters!

You’re doing it all yourself

A good consultant will not only be your coach but also your quarterback, recommending the best vendors 

so that not every item on your to-do list becomes another skill you have to master. Remember, your time 

is best spent doing dentistry, not building your practice website or learning the latest SEO strategies. 

You’re spending marketing money with no discernible ROI

A capable marketing consultant will help you be more results focused and can help identify 

marketing activities that should be eliminated in favor of more trackable, proven tactics.

Your marketing is out of date

A marketing consultant with experience in dental practice branding and online marketing can help 

attract new patients by bringing your practice marketing up to date and into the era of 

websites and social media—even if you don’t know your https from your htmls. 

  Next month: 
7 Ways your website is hurting you 

01

02

03

04

05

PHOTO: KUTAY TANIR / GETTY IMAGES

Turn average check-ups
into stellar ones

NE
W

25%
Wider

Wider
Spaces

Original

(actual size)

G•U•M® Soft-Picks®
 effectively remove plaque 

and massage gums, providing an easy-to-use option 

that can lead to increased compliance and 

better oral health. Patients completing their homework... 

now that's worth a gold star!

Removes plaque and food • Soft bristles massage gums • Easy to use

Great for patients with:

Healthy Gums

(Non-compliant flossers)
Implants, Bridges

or Crowns

Orthodontics

ORDER NOW!  

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

© 2013 Sunstar Americas, Inc.   P13275

Interested?  Circle Product Card No. 10
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New DuraShield® CV is invisible*, so patients will feel less self-conscious after a varnish treatment. 
And with signif cantly less wear time than competitive varnishes*, they’ll leave your of  ce happy. 
For you, its unique unit-dose package† and thin, non-drip formula make it incredibly easy to apply 
with less mess. See how clearly better it is at DuraShieldCV.com

 *As compared to competitors; data on fi le

 †Patent pending sultanhealthcare.com

In strawberry 
and watermelon!

Finally! An invisible* varnish 
your patients will love.

WE 
HEAR YOU
LOUD 
AND           !

Invisible*  |  Signif cantly less wear time*  |  Unique unit dose design†  |  Easy to apply

Interested?  Circle Product Card No. 11
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Dental Products Report is one of the primary media 
partners for the PRiDE iNSTiTUTE’S “bEST Of CLASS”

TEChNOLOgy fAiR. Look for next year’s winners in the July 
issue of Dental Products Report.

It was a time to celebrate in New 

Orleans during the recent ADA 

Annual Session. Not only was it Hal-

loween, but the companies receiv-

ing 2013-2014 Pride Institute Best of 

Class awards were also given their 

moment to “let the good times roll.”

Set within the Technology Fair sec-

tion of the Ernest N. Morial Convention 

Center, 20 products were honored as the 

“best of the best” after being selected by a 

technology-focused panel that included Dr. 

John Flucke, technology editor for Dental 

Products Report.

“The award is just a cool idea,” Dr. 

Flucke said. “Everyone on the panel is very 

passionate about this. It’s become one of the 

great things that I do each year because I get 

to provide good, consistent, quality infor-

mation to our audience. I got into dentistry 

because I love helping people and I think 

working with the Pride award and provid-

ing information to my colleagues is one way 

that I can do that.”

The 20 products honored in New 

Orleans were…

Ȝ 3Shape TRIOS

Ȝ ActionRun Clinical Reactivation

Ȝ Align Technology SmartTrack

Ȝ DEXIS Imaging Suite and  

DEXIS go

Ȝ Doxa Ceramir Crown & Bridge

Ȝ Gendex GXDP-700 SRT 

Technology

Ȝ Glidewell Laboratories BruxZir 

Shaded

Ȝ i-Cat FLX

Ȝ Isolite Systems Isodry

Ȝ Henry Schein Dental Viive

Ȝ Kerr SonicFill

Ȝ LED Dental VELscope Vx

Ȝ Lexicomp Online for Dentistry 

featuring VisualDX Oral

Ȝ Liptak Dental DDS Rescue

Ȝ Orascoptic XV1

Ȝ SciCan STATIM G4

Ȝ Sesame Communications 

Sesame 24-7

 Ȝ Tru-Align by Interactive 

Diagnostic Imaging

 Ȝ Ultradent VALO

“We were really pleased to receive the 

award. It was quite an honor for us,” said 

Jay Wood, product manager for Viive and 

Henry Schein Practice Solutions.

“The newly designed 7,500-square-foot 

space was created by Rich Schuch (director 

of CE and industry relations for the ADA) 

and Freeman and was beyond my expecta-

tions,” said Dr. Lou Shuman, president 

of Pride Institute. “A 225-seat classroom 

within the Expo space was constantly 

f illed with superb presentations by the 

Best of Class Technology Panel consisting 

of Drs. John Flucke, Paul Feuerstein, Marty 

Jablow, Larry Emmott, Parag Kachalia, as 

well as Ali Oromchian, Amy Morgan, and 

Naomi Cooper. I could not have been more 

impressed with their presentations.”

Finishing its f ifth year of existence, 

Dr. Shuman, the board members, and 

Dental Products Report are already work-

ing together to see how the award can be 

improved and expanded in 2014.

“Now fve years old, the mission of creat-

ing an award process of the highest integrity 

and most rigorous process chosen by the 

leadership in technological expertise has 

truly come to fruition,” Dr. Shuman said. “I 

look forward to continuing to improve the 

process yearly to maintain its importance as 

the most coveted manufacturing award in 

the industry and the products that so many 

practitioners await the results to integrate 

them into their practices knowing with full 

confdence they are providing their patients 

the best the industry has to ofer.”

For a full look at all of the products 

that  took home awards this year, visit

DentalProductsReport.com.

Twenty products were honored at the recent ADA Annual Session. 

by K e v i n  h e n r y

Dr. Lou Shuman (left), president of Pride Institute, 
congratulates Sandra Hirsch, president of Isolite 
Systems, on the company’s award for Isodry.

Dr. Lou Shuman (left), president of Pride Institute, 
hands the award to Diana P. Friedman, CEO of Sesame 
Communications, for the company’s Sesame 24-7 product.

PRiDE “bEST Of CLASS” wiNNERS
lEt thE good timEs roll in nEw orlEans 
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The LOCATOR® Overdenture Implant (LODI) System.
You and your overdenture patients have grown to love the unique benefi ts LOCATOR 

Attachments offer. Until now, when treatment called for a narrow implant, you were left 

with no choice other than inferior o-ball attachments and o-rings requiring constant 

replacement. Not any longer; the LODI System offers the best alternative to o-ball 

mini implants on the market today. These narrow diameter implants are thoughtfully 

designed with easy to use surgical instrumentation. LODI offers all of the benefi ts of 

LOCATOR that you have become accustomed to such as the patented pivot technology, 

low vertical height and options for retention levels. 

Your colleagues are recognizing the benefi ts of LODI in their practice, isn’t it time

that you did? Start by trying LODI today, please visit www.zestanchors.com/lodi/21,

or call 855.868.LODI (5634).

©2013 ZEST Anchors LLC. All rights reserved. ZEST  and LOCATOR are registered
trademarks of ZEST IP Holdings, LLC.

YOUR COLLEAGUES LOVE IT.
SO WILL YOU.

Courses to learn about the LOCATOR Overdenture Implant System are now 

available! Please visit WWW.ZESTANCHORS.COM to view course locations. 

2.5mm

2.4mm

4mm

2.9mm

included with each Implant

Cuff Heights

Diameters

Interested?  Circle Product Card No. 28
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Thanks to the unique performance of the MCX LED micromotor, only one contra-

angle handpiece is needed to accomplish all your highspeed and lowspeed 

restorative operations.

With the CA 1:5 L Micro-Series, enjoy a speed range from 5,000 to 200,000 rpm. 

This remarkable progress makes it possible to reduce the number of instruments 

in the practice.

The MCX LED is the smallest and lightest brushless micromotor ever designed 

by Bien-Air. Use it with the Bien-Air Micro-Series instruments for a micromotor/

instrument assembly that’s even smaller than a turbine, guaranteeing unbeatable 

performance. Moreover, the MCX LED is guaranteed for 3 years.

ALL YOU NEED IS ONE

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

Buy 3, Get 1 Free !
 MICRO-SERIES CA 1:5L 
 Ref. 1600690-001

COOL
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www.club-bienair.com
Enjoy a range of benefits

YANKEE 

DENTAL CONGRESS

BOSTON MA
Jan. 30- Feb 1, 2014 
Booth #1534 

CONTACT US AT (800) 433-BIEN OR BA-USA@BIENAIR.COM FOR YOUR FREE IN-OFFICE DEMO 

Interested?  Circle Product Card No. 12
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Sleek, customizable 
dental cabinetry
Redesigned Artizan dental cabinetry com-

bines advanced functionality and a sleek, 

modern look for a more upscale dental space. 

The treatment station features a slender 

midsection, fl oating glass shelf and cantilever 

forward upper profi le that adds shape while 

also freeing up countertop space. The central 

station features a mirrored vanity front, LED 

lighting, a touch/proximity faucet, and a 

cantilevered sink. The units also incorporate 

many familiar elements in a Midmark opera-

tory, such as stainless steel and Ultraleather™ 

accents. In addition, dental clinicians can 

combine several cabinet and resin panels, 

countertop materials, and upholstery colors 

for design fl exibility and individuality. To help 

dentists choose color combinations and 

styles, Midmark has teamed with designers to 

create specifi c palettes for individual tastes. 

The Artizan line does not move into produc-

tion until this spring, but sales representatives 

are already offering quotes to interested 

dental clinicians.

Midmark

800-MIDMARK 

midmark.com 

CIRCLE RS NO. 13

PRODUCTS YOU’LL 
WANT TO USE IN 2014

Benchmark

BISCO’S DUO-
LINK UNIVERSAL

The Catapult Group 
reviews this universal 
cement.

MORE PRODUCTS TO GIVE YOUR PRACTICE A BOOST IN THE NEW YEAR…

Double Take

DENTSPLY 
CAULK’S TPH 
SPECTRA

Dr. Lori Trost on 
the benefi ts of this 
universal composite. 

Double Take

IVOCLAR 
VIVADENT’S 
BLUEPHASE STYLE

Dr. Frank Shull tells 
us why he’s happy he 
made the switch to 
this curing light. 

20 22 24
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PRODUCT WATCH
DOUBLE TAKE

Restorative material

Fluoride-releasing bulk f ll material
BEAUTIFIL® Bulk Flowable is a GIOMER bulk fi ll restorative material 

for base and liner placement in Class I and II posterior restorations. The 

material’s varied particle sizes reportedly act in concert with GIOMER’s 

hydrophobic nature to offer a dense distribution within the resin, as well 

as a high fi ller load that reduces polymerization shrinkage stress. Also, 

BEAUTIFIL offers a self-leveling feature that is said to increase cavity 

adaption and ease of use while reducing material manipulation time.

Shofu

800-827-4638  
shofu.com

CIRCLE RS NO. 14

Proprietary technology 

provides high fl uoride release 

and recharge benefi ts with 

ideal light diffusion properties.

Fluoride varnish

A more comfortable, nearly 
invisible f uoride varnish
Enamelast fl uoride varnish is formulated to be nearly invisible 

against teeth, plus it does not leave an unsightly, uncomfortable 

and gritty residue. Also, it features a patented adhesion-promoting 

agent designed to enhance retention, reportedly making it easier for 

patients to receive the full benefi ts of the varnish. Plus, Enamelast’s 

silky texture makes it more comfortable to wear for longer periods of 

time, allowing for maximum fl uoride uptake. The varnish comes in 

unit-dose blister packs or syringe and tip application.

Ultradent Products Inc.

800-552-5512 
ultradent.com 

CIRCLE RS NO. 15

Practice management app

Safe, secure, HIPAA-compliant 
patient reminder app
The latest release of PatientHomePage®, a cloud-based patient 

reminder portal that is compatible with most major practice man-

agement systems, offers added benefi ts that are said to improve 

practice scheduling and marketing efforts. New features include 

confi rmation and reminders for families, automated campaigns to 

target new patients, and live chat support.

Sikka Software

800-94-SIKKA  
sikkasoft.com

CIRCLE RS NO. 17

Surgical kit

Versatile and compact 
implant surgical kit
Said to be well suited for placing 3.25 mm and 4 mm diameter 

implants in 8.5 to 13 mm lengths, the Tapered Implant Slim 

Surgical Kit offers two insert options: one for both Certain® and 

External Hex Component, and another for Certain alone. Other 

features include: a reduced footprint for a better fi t in smaller 

autoclaves; a latched clamshell design for easier access; clear 

pathways that follow BIOMET 3i surgical guidelines; product 

descriptions for identifi cation and population; three empty spaces 

for additional instruments; easily accessible wrenches located on 

the insert; and a silicone mat for additional instrument storage.

BIOMET 3i

800-342-5454
biomet3i.com

CIRCLE RS NO. 16
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PermaCem 2.0 is proven to provide one of the strongest 
bonds to Zirconium restorations compared to the other 
leading self-adhesive cements. Incorporating a recently 
developed adhesive monomer formula, the dual curing 
properties deliver an exceptional bond across all 
substrates. Formulated for easy clean-up, the optimized 
viscosity and no-drip formulation provide for the fastest 
and easiest removal of excess of all other self-adhesive 

cements, resulting in less stress and chair time. Plus as a 
single-step cement, it provides you with the added 
benefit of not requiring an etching step. Whether it’s 
PFM, PTM or Zirconium restorations, give your patients 
the best seat in the house while delivering the utmost in 
strength, stability and esthetics with PermaCem 2.0. 
Dental Milestones Guaranteed

Inseparable:
Zirconia and PermaCem 2.0

NEW!

PermaCem 2.0                          Zirconia 

PermaCem 2.0 has the Strongest Adhesion to Zirconia
than any Leading Self-Adhesive Permanent Cement*

*Based on 2012 SDM Data. Data on File.

**Free goods shipped directly from DMG America. To receive free goods, please  
fax your paid dealer invoice to DMG America at 201-894-0213. Order    
must be placed through Authorized Dealer and redeemed within 30   
days of purchase. Limit (2) per dental office. Offer valid through 
March 31, 2014. May be discontinued at any time.

Buy 3 PermaCem 2.0
Get 1 FREE!** 

SPECIAL OFFER:

For more information, or to order PermaCem 2.0, 
contact your authorized dental supplier, call 
800-662-6383 or visit dmg-america.com.

Interested?  Circle Product Card No. 18
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PRODUCT WATCH
DOUBLE TAKE

Dental instruments

Ergonomically designed 
precision dental instruments
Manufactured from German stainless steel, the 

dental instruments in this new line are said to be 

lighter and better balanced, as well as specially 

designed to appeal to ergonomically conscious 

dental clinicians. The extensive instrument line 

can be purchased in kits that are organized by 

clinical applications, such as diagnostic, peri-

odontal, surgical and more.

Ritter Dental

855-807-8111 
ritterdentalusa.com 

CIRCLE RS NO. 19

Redesigned stainless steel 

instrument line offers enhanced 

balance and ergonomics. 

Adhesives

Quick-drying, non-
stick tray adhesive
KWIK fast-drying tray adhesive is designed 

for dentists who are tired of waiting for their tray 

adhesive to dry. It reportedly dries and bonds to 

the impression material in less than a minute, and 

when it dries, the material is not sticky. KWIK is 

for use with additional silicone materials only.

Cosmedent

800-621-6729  
cosmedent.com

CIRCLE RS NO. 21

Periodontal risk test

Eff cient and easily 
administered genetic testing
PerioPredict measures genetic variations for 

Interleukin-1 (IL-1), a key mediator of infl amma-

tion, and identifi es patients who are at a higher 

risk of developing severe periodontal disease. 

Described as fast, easy and painless, the test is 

performed in approximately one minute during a 

routine exam or cleaning, after which the sample 

is sent to Interleuken Genetics Inc. for analysis. 

Test results are returned to the dentist in about two 

weeks.

Interleukin Genetics Incorporated

781-398-0700
ilgenetics.com 

CIRCLE RS NO. 20

WE MAKE EQUIPMENT  BUYING
HASSLE-FREE AND AFFORDABLE

The Original • Made in Germany

DENTAL CHAIRS  |  IMPLANTS  |  INSTRUMENTS

*12 Equal Monthly Installments. 50% Down. With Approved Credit.

ONE YEAR INTEREST*

0%
TM

Includes  Dentist and  Hygienist Chairs.  
8 Different  Colors to  Choose From.

855-807-8111  |  www.RitterDentalUSA.com |  www.RitterRoadShow.com

Interested?  Circle Product Card No. 22
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JOIN OUR NEW SERIES IN 2014:

UP TO  

384 

CE CREDITS

HELP 90%  

OF YOUR  

ORTHODONTIC  

PATIENTS

with a predictable  

         step-by-step system 

COMPREHENSIVE 2-YEAR  

ORTHODONTIC COURSE

Progressive’s full orthodontic system will provide you all the tools you need 

to offer quality orthodontics in your practice. With the most comprehensive 

training in the industry and step-by-step treatment planning, you can always feel 

confident your cases will finish with the results your patients deserve. Designed 

with lifetime support and a Lifetime Free Retake Policy, we will help you succeed 

throughout your orthodontic career.

FREE ONE-DAY SEMINAR  
INTRO TO COMPREHENSIVE ORTHODONTICS

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

• Computer ceph tracings and model predictions

• Appliances and wire

• 8 CE Credits

• Cases to show the basics of diagnosis

• Treatment selection and alternatives

• Intro to diagnosis software

Free IPSoft™ Software included  
with full course

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

Orange County, CA     June 6-9

San Jose, CA         May 30-June 2

Houston, TX         June 27-30 

Atlanta, GA         May 16-19

Chicago, IL   May 16-19

New York, NY   May 16-19

Internet IAT   Start Anytime

SEE FOR YOURSELF!

March 8          Atlanta, GA

March 8          Omaha, NE

March 22        Houston, TX

March 22        Salt Lake City, UT

March 23        Philadelphia, PA

March 29        Detroit, MI

March 29        Orange County, CA

March 29        Newark, NJ

March 29        San Jose, CA

March 30        Chicago, IL

March 30        New York, NY

Anytime          Streaming Video

CALL US AT 714-973-2266 TO RESERVE YOUR SEAT TODAY!

L
E A D E R

in
 O

r thodontic
 C

E

Interested?  Circle Product Card No. 23
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ABOUT CATAPULT

Catapult is an organization 

that consists of more than 50 

clinicians spread throughout 

Canada and the United States. 

As a company, manufacturers 

pay a fee for their product to 

be evaluated and what we 

deliver are truthful, independent 

answers from surveys that we 

develop with them. We have 

had many products that have 

either had to be altered before 

hitting the market or simply 

never arrived because of our 

openly honest evaluations. In 

this way, Catapult assists the 

manufacturer to avoid potentially 

releasing a faulty product, or 

simply a product that needs 

refi nement. Lastly our clients 

are omnipresent in the industry, 

small to large, no favoritism, 

simply reviewing the latest 

products in our practices

Final cementation of a single or group of indirect restorations is the 

culmination of hard work in tooth preparation, accurate impression 

making, provisionalization with tissue management, technical lab 

work and artistry, and proximal and occlusal contact adjustments. 

The grand f nale is proper cementation of your adhesive or cohe-

sive restoration(s). Graham (2012) listed several contemporary 

considerations1:

• Cementation of indirect restorations

• Long-term permanent seal, i.e. long-term stability and minimal 

degradation

• Inhibit caries and plaque

• No microleakage

• Biocompatible, both internally and externally

• Low solubility

• Strong physical properties such as ë exural and compressive 

strengths

• Thin ê lm thickness

• Universal usage for all ceramic and metal crowns

• Good working and setting times for single and multiple units

• High retention

• Easy cleanup

• Long term studies

Given the crowded market of cement choices and the multitude of 

restorative options (metal; porcelain fused to metal; all-ceramic zir-

conia or lithium disilicate), the Catapult Group was asked to review 

Bisco’s DUO-LINK UNIVERSAL cement, which is its newer and 

improved version of a composite resin cement that the manufacturer 

reports of ers improved radiopacity; improved f lm thickness and 

setting time; and a higher degree of conversion (cure) after 15 min-

utes of seating and much easier clean-up of excess cement. 

The question posed to the Catapult Group is: Is DUO-LINK 

dif erent enough in the adhesive cement market to convert them 

to users?  The overwhelming response was yes and the key was 

the handling. More than 90% of the evaluators would incorporate 

this DUO-LINK into their practices. This, without question, is an 

outstanding response to this cement product.

Catapult Group evaluation

What evaluators looked for:

• By far, the most important area to assess for resin cements was 

the ability to remove excess cement.

• This was closely followed by characteristics such as: physical 

properties, ë owability, working time, seating time, ê lm thickness, 

and delivery system. All were indicative that usability and predict-

ability were highly important to the clinicians.

• Choices in shades were also of importance to the evaluators. 

Features and benef ts

• Universally strong for all indications

• Bonds to all substrates with extremely high bond strengths

• Indications include: crowns, bridges (ê xed prostheses), onlays, 

inlays, and posts/dowels, fabricated from metal, composite, por-

celain, ceramic, zirconia, alumina, CAD/CAM restorations, etc.   

• Extremely easy clean-up because it is precisely formulated to 

allow for quick and easy removal of excess cement

• It’s highly radiopaque and can be easily identiê ed on radio-

graphs for quick and eff ective diagnosis

• Easy to use automix, dual-syringe provides a consistent mix 

for immediate delivery

• New shades for increased universality

DUO-LINK UNIVERSAL

BISCO’s DUO-LINK UNIVERSAL™ is formulated to provide 
reliable, high strength cementation with easy clean-up. Specially 
formulated for cementation of all indirect restorations, it is available 
in two esthetic shades, Universal and Milky White. DUO-LINK 
UNIVERSAL cement offers the ideal viscosity and provides all of 
the desired properties for universal cementation: high radiopacity, 
excellent mechanical and bond strengths, low fi lm thickness, and 
easy clean-up. 

800-247-3368 • BISCO.COM 

CIRCLE: RS NO. 24

Bisco’s DUO-LINK Universal 
the catapult Group presents its review on this universal cement.

by H U G H  F L A X ,  D D S ,  A A A C D ,  F I C O I ,  C A TA P U LT  G R O U P  M E M B E R
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Fig. 1 Smile with tilted 
midline and asymmetrical 
shapes and colors

Fig. 2 Note the missing 
right lateral incisor and 
irregular gum heights.

Fig. 3 Placing Universal Bond 
per manufacturer instructions

Fig. 4 DUO-LINK has a very 
ergonomic and precise 
delivery system.

Fig. 5 Smile is more balanced 
and symmetrical with 
e.max restorations.

Fig. 6 “Progressive dental 
treatment planning.” 
Corrections made with laser 
therapy and indirect porcelain/
direct bonding with pink at #6. 
Follow-up lower orthodontics 
will be guided by the more 
ideal position of upper teeth.

1 2

5

3

6

4

• Universal (A2) shade can be used with 

most restorations and has some translu-

cency at low flm thickness

• Milky White shade is more opaque and 

can be used to mask darker tooth preps

Evaluator fndings
• Removal of excess cement was deemed 

good to easy by 55% of the evaluators. 

Using a tacking tip or the ëash cure tech-

nique (2 seconds from 3 inches) aids in easy 

removal. Evaluators found this extended 

gel phase to be better than the previous 

version of DUO-LINK.

• Film thickness was seen by 95% of 

the evaluators as close to ideal. Sounds 

simple, but all too often easy seating can be 

prevented by a cement that is too thick and 

if it’s too thin, then it’s an issue of being too 

runny and difcult to clean.  

• Flowability impacts the placement of 

cement into the crowns. More than 86% of 

the clinicians found this product was “just 

right.”

• The working and setting time are also 

critical issues and these were favorably 

evaluated with the vast majority of the 

group, who said it offered plenty of time 

for up to a few crowns. More than 81% felt 

the working time was just right for single 

crowns and 61% for bridges. 

With almost 70% giving a good to excel-

lent rating for the setting time, positive 

feedback on these issues make bonding 

for two to three units at a time much more 

predictable and stress-free.

• Finally, the appearance of the shades 

was again positively seen with both the 

Milky White and Universal with good 

to excellent responses for 66% and 86% 

respectively.

Conclusions
Given the statistics, more than 90% of the 

evaluators would incorporate this DUO-

LINK into their practices. Clearly the 

focused development and hard work put 

into this product by Bisco’s developers has 

resulted in an outstanding product. Two 

key tips from the manufacturer:

• To avoid incompatibility, it is recom-

mended to avoid using different bonding 

systems with diferent resin cements. There-

fore, using All Bond Universal (with a êlm 

thickness < 10µm) is suggested to optimize 

results, however DUO-LINK Universal is 

compatible with most adhesives.

• Bisco research shows that a separate 

pure silane primer (such as Porcelain 

Primer or Bis Silane) for porcelain/lithium 

disilicate and separate metal oxide primer 

for zirconia (such as Z-Prime) results in bet-

ter long-term durability of the bond.

Lastly, based on clinical experience 

with other products by many Catapult 

members, careful isolation technique and 

temperature/moisture control will result 

in better handling properties and clinical 

results. 

REFERENCES

1. Graham, L.  (June, 2012) “Doxa Dental’s 
Ceramir.” DentalProductsReport.com 

Interested?  Circle Product Card No. 25

JENNIFER CANIZARO

Offi  ce Manager, Endodontic Specialists   |   Metairie, La.

THE POWER TO CHANGE LIVES

PATIENT EXPERIENCE, PRACTICE LIFESTYLESM 

PATTERSONDENTAL.COM  |  800.873.7683

Patterson supports dentistry’s ability to positively 
change lives. If you’re ready to lead your patients, 
staff  and practice into a new era of dental care, 
contact your Patterson representative today!

SEE HOW PATTERSON DENTAL SUPPORTS 

ENDODONTIC SPECIALISTS BY VISITING  

OFFTHECUSP.COM/CHANGINGLIVES.
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DOUBLE TAKE

“...of ering two viscosities is 
a win-win in both the anterior 
and posterior areas.”
One clinician’s take on DENTSPLY Caulk’s TPH Spectra Universal Composite. 

Compiled by R E N E E  K N I G H T

Dr. Lori Trost f irst began using DENTSPLY 

Caulk’s TPH composite material about six years 

ago, and while she’s been more than pleased with 

the results it’s given her over the years, she couldn’t wait to 

try out the new TPH Spectra Universal Composite Restor-

ative when it was released about a year ago. 

The TPH brand has been a mainstay in the industry for 

more than 20 years, and TPH Spectra represents the next 

evolution of that trusted brand. Here, Dr. Trost tells us what 

she likes about this new material and why you might want 

to try it in your practice. 

What are TPH Spectra’s main benef ts?
TPH Spectra gives you dif erent viscosities, which I think 

is super appealing. This distinguishing factor of ers me the 

handling properties I like and work best with—be it anterior 

or posterior restorations. Spectra answers to that. Next, the 

colors are amazing—simplif ed to create beautiful esthetics.

DENTSPLY Caulk really listened to dentists about 

how they like to have certain materials feel in their hands. 

Some clinicians like a material they can sculpt and pack, 

while others prefer a material that is smoother and f low-

able. This feedback is how TPH Spectra came to fruition. 

TPH Spectra of ers two dif erent handling properties to 

satisfy both preferences. With one product line, you have 

the option of low or high viscosity, which is really amazing 

if you think about it. It’s the same material, but has two 

dif erent viscosities. 

What are the main benef ts for 
patients?
No. 1 is esthetics. The material has excellent shading and 

chameleon ef ect. You don’t need a whole array of shades 

to achieve the result you want. They’ve been able to take 

a shade guide and simplify it. You don’t have to do three 

layers to get the af ect you want, it may only take one or two 

layers instead. Spectra also provides excellent clinical prop-

erties—especially polishability. It doesn’t attract stain or 

create ledging—factors that age a f nal product. Ultimately, 

Spectra gives patients restorations that of er longevity and 

performance.

Why would you encourage other 
clinicians to try TPH Spectra? 
Depending on the clinician’s handling preference of com-

posite—packable or sculptable—the of ering of two viscosi-

ties is a win-win in both the anterior and posterior areas. And, 

if you marry that with SureFil SDR f ow, you have a top to 

bottom solution for direct restorative needs. You’re able to 

create ef  cient, ef ective and durable composite restorations.

Too often, clinicians think they have to get multiple com-

posite kits and a variety of bonding agents. If you can narrow 

down your choices with high-quality products, why not 

do it? That’s what TPH Spectra brings to your practice. It 

doesn’t have to be complicated. The old adage about keep-

ing it simple is very smart.

At the end of the day, month, or year, clinical perfor-

mance is what measures our professional accomplishment 

along with pleasing the patient. We want restorations that 

satisfy our patients in terms of longevity and esthetics. I 

know I can be conf dent with placing TPH Spectra that my 

patients are receiving a highly esthetic, easy to place, and 

“clinician customized” restoration. That’s huge. 

DR. LORI TROST 

Columbia, Ill. 
PRACTICING 27 YEARS

TPH Spectra
TPH Spectra¨ Universal Composite provides the handling 
preference of choice with TPH Spectra LV (Low Viscosity) 
and TPH Spectra HV (High Viscosity) that is spreadable 
or packable. The new shading system for the composite 
offers seven VITA-based shades that cover the entire VITA 
shade system. This reduction in shades allows for carrying 
fewer inventories in the offi ce and is said to provide 
confi dence that the chameleon shading ability of the 
composite will blend it in to the surrounding tooth structure 
making the restoration indistinguishable.  

DENTSPLY Caulk 

800-532-2855 
tphspectra.com 

CIRCLE: RS NO. 26
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Dare:

Be the next one. 
Try the no-pressure, 
in-office Challenge.

Are you up for it? 
We’re daring dentists nationwide to try 

TPH Spectra® Universal Composite. 

Simply sign up for your free, in-office 

TPH Spectra® Truth or Dare Challenge Kit 

and put your current composite to the test. 

So c’mon, we dare you. 

Get your free TPH Spectra®

Truth or Dare Challenge Kit at

TPHSpectra.com/demo-kit

Truth:

2 out of 3 dentists* 
choose TPH Spectra®

Universal Composite.

Interested?  Circle Product Card No. 27
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double take

“After using it clinically, we were 
both very impressed with how 
comfortably it ft in our hand.”
one clinician’s view on Ivoclar Vivadent’s Bluephase Style curing light. 

Compiled by s ta n  g o f f

dr. Frank Shull, who has been practicing dentistry 

for two decades and currently has two ofce loca-

tions with one partner and one associate, has used 

his share of curing lights over the years. He practices compre-

hensive restorative and esthetic dentistry in Lexington, S.C. 

He recently made the switch to Ivoclar Vivadent’s Bluephase 

Style LED curing light and is quite content with the results.

How did you frst hear about the 
Bluephase Style and why did you 
decide to make the switch?
I have been using the Bluephase Style curing light for about 

a year. I had previously purchased a diferent LED cordless 

light to replace my older halogen lights. I found the portabil-

ity was good with that light, but the shape and size of the 

curing tip were not ideal for many areas of the mouth.

I saw the Bluephase Style at a dental conference and was 

immediately impressed with the way it felt in my hand and 

the shape and angle of the curing tip. 

What are the best benefts of this 
curing light?
In my practice, my assistant is the one using the curing light 

so I was interested to see if she would be as impressed as I 

was. She immediately commented on the “clean” design. 

After using it clinically, we were both very impressed with 

how comfortably it ft in our hands, whether it was her small 

hands or my rather large hands.  

The shape and angle of the curing tip is also the best I 

have used. 

Why would you recommend the 
Bluephase Style to colleagues? 
It is very helpful, especially in tight areas of the mouth and 

steep angles like the lingual surface of lower incisors. As I 

mentioned before, the curing light is very comfortable in 

your hand and that makes using the Bluephase Style so easy 

and efcient.

But another big plus is its design and the confdence this 

curing light gives me. Using the Bluephase Style gives me 

peace of mind because using a light with Polywave technol-

ogy ensures the cure of all materials on the market.

The only problem with the light is that I like it so much better 

than my other lights in the ofce that I have to order more. 

DR. fRANk ShULL

Lexington, South Carolina
PraCtiCing SinCe 1994

Bluephase Style
the Bluephase Style uses LeD curing light technol-

ogy in a slim, lightweight, and user friendly design. 

its polywave technology provides a broadband 

spectrum of 385 nm to 515 nm that can cure all 

dental materials. Because of its energy efÀcient LED 

technology, the light does not produce a large amount 

of internal heat, which provides continuous curing 

without clinical limitations. additionally, Bluephase 

Style’s light probe can maximize posterior access; 

the 10 mm diameter of the probe allows clinicians to 

cure restorations in 10 seconds. it also features an 

ergonomic design for ease of use and comfort, and 

the easy-to-use 2-button operation makes Bluephase 

Style intuitive and user friendly.

Ivoclar Vivadent Inc.

800-533-6825 

ivoclarvivadent.us

CIRCLE: RS NO. 51
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WHAT YOU CAN 
EXPECT IN THE 
NEW YEAR

12
products to watch in 2014. 

See which ground breaking 

products made the list.

2014 IS GOING TO BE A BIG YEAR 
FOR CHANGE IN DENTISTRY. 
ARE YOU PREPARED?
In this month’s cover story, we break down what we see as 

2014’s game-changing products and talk to experts about 

the coming trends that will affect your practice the most, from 

what the Affordable Care Act means to dentistry to what you 

need to know about the continued evolution of the EHR. 

28

Tech Brief

PATTERSON 
DENTAL’S 
EAGLESOFT 17

We tell you what’s 
new with this practice 
management 
software.

Technique 

MAKE 
ENDODONTIC 
TREATMENT 
MORE 
PREDICTABLE

A look at Komet USA’s 
F360 NiTi

Technique

SIMPLIFY 
CERAMIC 
VENEER 
CEMENTATION

A step-by-step of 
3M ESPE’s RelyX 
Veneer Cement. 

423634

MORE PRODUCTS TO CONSIDER ADDING TO YOUR PRACTICE IN 2014…
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Cover Story
 A collaboration between 

Dental Products Report and 

Dental Practice Management

When Mike Uretz first began 

writing about how electronic 

health records (EHRs) would 

impact dental practices, it was 

2009 and dentists around the 

country shrugged their shoul-

ders. After all, EHRs being in 

the dental of  ce was a long ways 

in the future and wouldn’t af ect 

them for years to come.

Fast-forward five years and 

Uretz is now fielding numerous requests from dental 

practices about EHRs, as well as questions  about real and 

perceived federal and state mandates. He also is frequently 

asked to speak at dental conferences, conduct webinars and 

write articles about the technology.

“The health care landscape of our country is changing,” 

said Uretz, who operates DentalSoftwareAdvisor.com . 

“With the continued development of cutting-edge software 

and the evolving understanding of new technologies by 

both manufacturers and patients, technology is becoming 

second nature in the practice.”

So in its simplest form, what is an EHR? It is def ned as a 

systematic collection of electronic health information about 

individual patients. EHRs are records in digital format that 

can be shared across dif erent health care settings.

With all of the confusion out there regarding a federal 

mandate for EHRs in the dental practice, Uretz wants to 

make sure dentists understand that there is NO federal 

mandate set to take place at the end of 2014. There IS a 

f nancial incentive of $63,750 per dentist for eligible pro-

viders that use a certif ed EHR, but no federal mandate or 

penalty under the Medicaid Meaningful Use program. At 

press time, Minnesota was the only state to have a 2015 

mandate in place, but Uretz believes that could change.

“There is a demand from consumers out there that 

their practitioners, both medical and dental, are stay-

ing up with the latest trends,” Uretz said. “I believe that 

consumer demand will drive EHR implementation, 

as well as the continued behind-the-scenes work by 

software companies to improve their products and stay 

competitive. These factors and others will make EHRs 

the standard of care in the very near future.”

A true wake-up call regarding EHRs came when 

Minnesota mandated that “all hospitals and health care 

providers must have in place an interoperable electronic 

health records system within their hospital system or 

clinical practice setting.” Yes, that includes dentists.

“The thing that dentists need to understand about 

Minnesota, and where things could go with other 

states in the near future, is that the line between medi-

cal and dental will continue to be blurred,” Uretz said. 

“With the Patient Centered Medical Home (PCMH), 

patients are at the center of the diagram and everyone 

that touches that patient, medical or dental, will have 

to communicate with each other. With this model, 

along with the growing technology of ePrescribing, the 

dentist will know exactly what medication the patient 

is on, even if that patient can’t remember his or her 

medications. In addition the dentist will have access to 

the patient’s medical conditions, problem lists, health 

histories and other relevant information.

“For example, if a patient comes into the dental prac-

tice after treatment for breast cancer, relevant medical 

information will pop up for the dentist that could help 

direct the patient’s dental care. It’s a great way for every-

one to work together better for the benef t of the patient.”

In 2014, Uretz believes more dental software providers 

will roll out EHR platforms, making it easier than ever for 

dentists and dental team members to see the benef ts.

“I think this year you will really see the clinical and 

practice management sides of the dental practice coming 

together,” Uretz said. “EHRs will help that bridge and help 

the dental practice work more cohesively and ef  ciently.”

As with every piece of technology, there will be some 

dentists who won’t make the switch to EHRs until they 

are forced to do so. And many dentists might not make 

the change because frankly they are just overwhelmed 

by all the new technology to keep track of. For them, 

Uretz has some advice.

“I believe that the majority of people, once they use 

a piece of technology, will want to use it more,” Uretz 

said. “Think about the f rst time you used a new tech-

nology and were unfamiliar with it. As it became more 

integral to your daily life, you wanted to learn more 

about its capabilities and how it could help your life 

become easier and better. I think dentists will feel the 

same way about EHRs as they roll out. I know that phy-

sicians went through this technology adoption curve 

over the past few years and have ultimately embraced 

EHRs. Once they see the benef ts for their practices and 

patients, dentists will embrace their usage as well.”

The continued evolution of EHRs in the dental practice

  MIKE URETZ

From the affordable Care act to EHRs to working closer with the medical 
community, 2014 is shaping up to be a game-changer for dentistry.

Compiled  by K E V I N  H E N R Y

CliniCal 360°
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F360™ 
Everything except complicated.

KONNECT

A world-wide leader in rotary instruments

888 566 3887

www.kometusa.com

Vol. 4 Issue 1
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It all begins with access.

Crown Removal

Komet crown cutters quickly cut 

through PFM and high-strength all-

ceramic crowns. Designed with special 

blade geometry, the H35L crown cutter 

enables the user to cut through non-

precious metal and gold with minimal 

effort. 

For really tough cases requiring removal 

of zirconia crowns or bulk grinding of 

high-strength ceramics – including ZrO2

Access

To create access to the canal, the 15802 

diamond is ideally suited to remove the 

roof of the pulp chamber.

To protect the floor of the pulp chamber 

and the canal entrances, the H269GK 

carbide and 851 diamond feature safe-

end designs. These burs can be used 

individually or in combination to create 

a straight access cavity to the root canal, 

to gain space laterally and to remove 

overhanging material.

and lithium-dioxide – the 4ZR and 

ZR6856 instruments offer swift, simplified 

methods for tackling these once-difficult 

procedures.

Buy 
3 packs, 

get 1 pack 
free

Buy 
3 packs, 

get 1 pack 
free

H269GK.FG.012 Price per pack: $ 41.75

H269GK.FG.016 Price per pack: $ 41.75 

15802.FG.014 Price per pack: $ 49.75 

851.FG.012 Price per pack: $ 49.75 

 4ZR.FG.012 Price per pack: $ 54.75  

 H35L.FG.012 Price per pack: $ 32.50 

 ZR6856.FG.025 Price per pack: $ 54.75
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F360™ Step-by-Step.

Two-File Prep

Following pre-enlargement of the coro-

nal portion of the canal and establish-

ment of a glide path, most root canals 

can be prepared using just two F360™ 

files in sizes 25 and 35. Used in rotary 

mode to full working length, all F360™ 

files are applied with a torque of 1.8 Ncm 

and are moved along the canal wall in 

a dabbing manner. 

For extra-large canals, F360™ files 

are also available in sizes 45 and 55. 

All F360™ files feature a constant 04 

taper to perfectly match the system’s 

gutta percha and paper points. 

1  Pre-enlargement

2  Establish a glide path

3  Prepare root canal with F360™ 

 files in sizes 025 and 035

4  Optional sizes of 045 and 055 

 for wide root canals

5  Matching paper and gutta percha  

points

1 2 3 4 5

F360™ – Introductory Kit 4643

Curious about our new F360™ fi le 

system? Then order our F360™ 

Introductory Kit 4643.

Price per Kit: $ 199.00

þ You save:  

$ 71.55 

in comparison 

to regular 

retail price
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Perfectly matched.

Root Posts

C-Post zirconium-oxide, tapered root 

posts offer a biocompatible, tooth-colored 

option for restoring damaged tooth 

structure. The posts ensure esthetically 

pleasing results and provide outstanding 

radiopacity. Ideally suited for ZrO2 build-

ups, the corrosion-free posts are recom-

mended for the restoration of partially 

damaged crowns and for teeth exhibiting 

extreme coronal damage. 

The T-Post™ features a pronounced 

retention head for cases in which more 

extensive buildups are needed.  

Available in both active and passive ver-

sions, T-Posts™ cylindrical root posts 

simplify restoration of damaged anteriors, 

canines, premolars, and molars. 

The pure-titanium posts offer exceptional 

strength and reliability and feature sand-

blasted micro-retentive surfaces to ensure 

optimal retention within the root canal. 

Grooved retention heads enhance reten-

tion of buildup material, and decompres-

sion grooves allow excess cement to be 

pressed from the canal.

T-Post™ X Introductory Kit 4632

Price per Kit: $ 147.60

T-Post™ XP Introductory Kit 4633

Price per Kit: $ 147.60
C-Post Introductory Kit 4636

Price per Kit: $ 242.10

KONNECT | Vol. 4 Issue 1

þ You save:  

10% 

in comparison to 

regular retail price
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When he helped found the American 

Academy for Oral-Systemic Health 

(AAOSH), Dr. Dan Sindelar dreamed 

of the day when the dental and medi-

cal communities worked more closely 

together. In 2014, that day could dawn.

“Medical practitioners understand 

that reducing oral disease is a key factor 

in lowering inf ammatory markers,” Dr. 

Sindelar said. “They are wondering how 

they can f nd a dentist who understands 

that connection. They are out there 

looking for us because they realize that 

we are medical professionals too.”

One of the most exciting steps in 

the increasing medical-dental col-

laboration is the launch of Oral Sys-

temic Health Partners, a collaborative 

website where dentists and medical 

practitioners can begin a partnership. 

More information can be found at 

http://vidlauncher.sunpop.com/

oral-systemic-health-partners /.

“‘Heart smart’ inf ammatory screen-

ings are being conducted today in den-

tal of  ces,” Dr. Sindelar said. “If those 

numbers fall outside the normal range, 

we can refer those patients to a partici-

pating physician who understands the 

testing. It’s a great partnership that ben-

ef ts our patients.”

Dr. Sindelar said the f irst step for 

dental professionals is to get basic 

oral-systemic health training. Contact 

AAOSH for more information through 

their website at aaosh.org .

About 300 miles north of Dr. Sindelar’s 

practice in St. Louis, Dr. Lou Graham 

can’t imagine a dentist who doesn’t have a 

strong business relationship with a medical 

practitioner. The Chicago dentist believes 

it’s a vital part of his practice … and should 

be a vital part of yours as well.

“If you see something in a patient’s 

mouth that isn’t normal, what do you 

do? Who do you refer to when you have 

a medical question? These are the things 

that dentists need to think about,” Dr. 

Graham said. “I work closely with an 

ENT specialist because these are the 

medical practitioners who stay up to 

date on their oral pathology.”

Dr. Graham said he has regularly 

referred patients to an ENT specialist 

because of their ability to do thorough 

scopes and their knowledge of the oral 

pharynx. His advice for working with an 

ENT is simple.

“You have to remember that ENTs love 

referrals,” Dr. Graham said. “I went to 

the local community hospital and asked 

if they knew of an ENT who was focused 

on oral pathology. I made the call and we 

met for cof ee. It’s that simple.” 

Collaboration between medical and dental practitioners

What do dental practices need to know 

about the Af ordable Care Act (ACA) 

in 2014? We asked insurance expert 

Teresa Duncan, who has been keeping a 

close eye on the ACA, for her thoughts.

“Stand-alone dental plans are the way 

that we’ve always operated, but when a 

pediatric dental plan is now part of a 

medical plan, then it is a whole dif erent 

animal,” Duncan said. “These medical 

plans have large deductibles and dif-

ferent out-of-pocket limits. With these 

pediatric plans, the benef ts may not be 

as helpful because of those large deduct-

ibles. It’s almost like having no benef ts 

at all. Keep in mind that the majority of 

plans that of  ces will see are the stand-

alone plans but you must keep an eye 

out for these combined medical-dental 

plans. 

“When your patient presents a card 

that shows dental benefits as part of a 

medical plan, you’re looking at a com-

pletely different benefit arrangement. 

That’s the issue of  ces are going to have 

to look out for beginning in January.

“You should know that these new 

plans mean more phone time for your 

front off ice team. Also, prepare your 

patient that his or her dental work may 

be subject to the deductible. That could 

ultimately lead to a collection issue.

“If you don’t already accept pediatric 

patients, you won’t have to start now,” 

Duncan continued. “If you are already a 

Medicaid provider, you’ll be interested 

to know that most of the plans sold on 

the exchange are Medicaid plans. If you 

are concerned with the possibility of 

an inf lux of new patients from Medic-

aid, you should contact your Medicaid 

provider contact and ask about capping 

your new patient load.

“I am a little concerned about the 

wording of the ACA, or Obamacare, 

when it comes to orthodontics. Ortho 

always has been a standard benefit for 

kids. The wording in the ACA says it is 

part of the benef ts, but only if it’s medi-

cally necessary. What does that mean? It 

could mean more documentation will be 

necessary. I strongly suggest that dental 

practices monitor the National Asso-

ciation of Dental Plans (NADP) website 

to see what ‘medically necessary’ will 

ultimately mean. I think the industry is 

still looking to see how it will pan out. 

Stand-alone dental plans most likely 

won’t adopt that language, so that’s a 

relief. Pediatric orthodontic coverage 

is a popular benef t and I would be sur-

prised if this was removed from plans 

that can keep it.”

Ms. Duncan ended her thoughts 

with words of caution: “We don’t have 

to worry about adult benefits because 

they aren’t part of the ACA … for now. 

If adult benef its were to get lumped 

in there, it could truly change our 

industry.”

Stay tuned to Dental Practice Man-

agement for continued coverage on the 

Af ordable Care Act.

The Affordable Care Act and its impact on dentistry

  DR. DAN 

SINDELAR

  DR. LOU 

GRAHAM

  TERESA 

DUNCAN
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NEW Midwest® AutomateTM automated handpiece maintenance 

system enhances eff ciency and complements the way you work by:

  •  Effectively removing debris to promote lasting handpiece turbine life

  • Reducing downtime to keep your staff moving 

  • Creating less mess than traditional handpiece maintenance for quick cleanup 

  • Offering unparalleled protection with a 3-year warranty

MIDWEST KEEPS YOU ON TRACK

OPTIMIZE LONG-TERM PERFORMANCE WITH QUALITY MAINTENANCE

REACHING HIGHER, TOGETHERTM

NEW

© 2013 DENTSPLY Professional, Des Plaines, IL 60018

MIDWEST® is a registered trademark, and REACHING HIGHER, TOGETHERTM and 
AutomateTM are trademarks of DENTSPLY International and/or its subsidiaries. MID21-0513-1

For more information or to request a free demo, call 

1.800.989.8825 or visit www.professional.dentsply.com.

Interested?  Circle Product Card No. 30
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Imprint 4 VPS Impression Material
Billed as the fastest impression material on the market, Imprint™ 4 VPS 

Impression Material reportedly sets in just 75 seconds.  Also, the super 

hydrophilic material offers the same long-lasting working time of Imprint 

3 VPS, but speeds up the set time with a specially developed active self-

warming feature. 

3M ESPE | 800-634-2249 | 3mespe.com

CIRCLE RS NO. 55

Products to Watch in 2014

SOPROCARE prophylaxis camera 
By using autoÁuorescence and chromatic ampliÀcation, this versatile 

prophylaxis camera reveals caries and gingival inÁammation, as well 

as new and old plaque. Three individual modes—PERIO, CARIO and 

DAYLIGHT—allows clinicians to complete full oral examinations using a 

single device. 

ACTEON North America | 800-289-6367 | us.acteongroup.com

CIRCLE RS NO. 56

CS Solutions
Said to require minimal training, the CS Solutions product line provides 

a light guidance system throughout image capture, as well as intuitive 

design capabilities and step-by-step milling instructions. Also, CS 

Solutions is an open system, so dental practices may use the product line 

comprehensively or as a stand-alone solution.

Carestream Dental | 800-777-2072 | carestream.com

CIRCLE RS NO. 57

Solea dental laser
Packing 9.3 μm, the Solea CO2 laser system is reportedly the Àrst of its kind 

to receive FDA approval for hard and soft tissue ablation. The wavelength is 

said to operate quickly, and matches the peak absorption of hydroxyapatite, 

meaning it quickly and efÀciently vaporizes enamel. The laser also offers an 

ergonomic handpiece and a responsive variable speed foot pedal. 

Convergent Dental | 800-880-8589 | convergentdental.com

CIRCLE RS NO. 58

Aquasil Ultra Cordless
Aquasil Ultra Cordless is said to be the Àrst tissue managing impression 

system that does not require tissue retraction. The cordless one-step sys-

tem places high tear strength wash material into the sulcus without paste 

to reportedly deliver accurate marginal detail.

DENTSPLY Caulk | 800-LD-CAULK | aquasilultracordless.com

CIRCLE RS NO. 59

Midwest Automate
This Áexible 4-port automated handpiece maintenance system reportedly 

offers accurate and consistent cleaning, lubricating and expelling, plus 

its all-steel construction is said to offer durability for a longer life. Also, a 

dedicated chuck cleaning port cleans and lubes the handpiece chucking 

mechanism for simpler insertion and extraction of cutting instruments.

DENTSPLY Midwest | 800-989-8825 | professional.dentsply.com

CIRCLE RS NO. 60
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® Premier is a registered trademark of Premier Dental Products 
Company. ®Two Striper and P.B.S are registered trademarks and TS 
ZTECH is a trademark of the manufacturer, Abrasive. Technology Inc

Two Striper® ZTECH™ diamonds are 
designed to quickly and safely cut or 
adjust the new generation of tough-
er ceramics. Dense diamond cover-
age combined with the unique P.B.S.®  
braze guarantees smooth cutting over 
multiple uses. 

Whether it’s intraoral-adjustment, crown 
removal, or endodontic access, Two 
Striper® ZTECH™ diamonds provide  
faster, cooler cutting with less loading 
and sparking. 

Individual or assorted 5-packs available 
from your preferred dealer. 

Top performing diamond  
to adjust, remove or access  

all-ceramic restorations!

Premier® Dental Products Company
���
���
�����s�WWW�PREMUSA�COM

Distributed by 
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©2013 Kerr Corporation. All trademarks are property of their respective owners. 

Cement cleanup has never been easier.
With advanced Nexus™ Technology, Kerr Nexus™ RMGI 

provides ef ortless One-Peel™ excess cement removal, 

2–3 second tack-cure capability, plus outstanding bond 

strength for signifi cantly more durable bonds. That’s why 

Nexus RMGI is the cement of choice for quicker, easier cleanups and consistent, predictable results.

Discover the appeal of One-Peel excess cement removal at KerrDental.com/nexusrmgi

NEW
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DEXIS photo
This app is an automatic, wireless way to capture photos directly into the 

patient record with an iPhone or iPod touch, without having to use cards, 

readers or manual À le transfers. Also, it lets practitioners capture patient 

ID photos that are viewable anywhere through DEXIS, as well as capture 

and send images to the software’s extraoral photo screen.

DEXIS | 888-883-3947 | dexis.com 

CIRCLE RS NO. 61

BruxZir® Shaded Restorations 
Made of monolithic zirconia with no porcelain overlay, BruxZir Shaded 

Restorations offer durability with high Á exural strength and fracture tough-

ness. Also, they exhibit shade consistency throughout while displaying 

translucency and color similar to natural dentition, which makes them an 

esthetic option for challenging cases.

Glidewell Laboratories| 800-854-7256 | glidewelldental.com 

CIRCLE RS NO. 62

Nexus RMGI
Said to provide an optimal gel state, Nexus RMGI offers 2-to-3 second 

tack cure capability for simple One-Peel™ cleanup after each use.

Additionally, its dual-adhesive system combined with a resin matrix report-

edly provides higher bond strength to common substrates and tooth struc-

tures, while also increasing the restoration’s marginal integrity and stability.

Kerr Dental | 800-537-7123 | kerrdental.com 

CIRCLE RS NO. 63

Orascoptic XV1
The XV1 wireless loupes and headlights are said to provide optimal visual-

ization through magniÀ c ation and exceptional illumination. 

Featuring a lightweight and completely cable-less design, and by remov-

ing the heavy and bulky beltpacks of past headlights, the loupes were 

ergonomically designed for comfort, function and style. 

Orascoptic | 800-369-3698 | orascoptic.com 

CIRCLE RS NO. 64

Sesame Communications + Healthgrades
A new strategic partnership with Healthgrades will reportedly let dental 

practitioners who use Sesame access millions of prospective patients, as 

well as take advantage of online appointment requests, preferred proÀ le 

placement on local searches, and patient reviews on Healthgrades.com.

Sesame Communications| 864-641-3369| sesamecommunications.com 

CIRCLE RS NO. 65

XLDent™ dental practice management system  
This dental practice management system is said to employ the latest in 

software development and design tools to offer practitioners a robust, intuitive 

and easy-to-use dental platform. Features include a customizable patient 

information program, a fully customizable scheduling solution, and much 

more.

XLDent | 800-328-2925 | xldent.com 

CIRCLE RS NO. 66

Your direct source for 

high quality crown & 

bridge supplies!

SAVE 15% 

on your next order.

Promo code - DPR15

(800) 474-7665
www.ExactaDental.com

Redeemable only through EXACTA Dental Direct
Not valid with other of ers. Expires 3/31/14.

Interested?  Circle Product Card No.35
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APPLYING

TECH BRIEF

Eaglesoft 3D Viewer by Dolphin
is one of Eaglesoft 17’s newest features. 

Now with customizable medical 
history to easily access the
information needed for each 
specific appointment.

ARE YOU READY 
TO APPLY THIS 
TECHNOLOGY IN 
YOUR PRACTICE?

EAGLESOFT 
17
in your practice

Compiled by S TA N  G O F F

Information provided by 

Patterson Dental.

Eaglesoft 17, the newest practice 

management and clinical software from 

Patterson Dental, gives practices the 

power to run more effi ciently. 

MORE USER FRIENDLY: Customiz-

able medical history makes it easier to 

get the information needed for each 

specifi c appointment. Eaglesoft Web, 

coming in early 2014, enables users to 

view their schedule, patient accounts, 

medical history, prescription history, 

proposed treatment and clinical images 

while they are away from the offi ce. 

UPDATES AND NEWS:

Patterson Auto Update provides more 

frequent updates through its Web con-

nection, rather than installing a disc.  

Additionally, Eaglesoft News Feed, an 

RSS feed, provides users with the latest 

news from Eaglesoft regarding software 

and technology updates. 

IMPROVED IMAGING: Eaglesoft 3D 

Viewer by Dolphin allows users to import 

3D images into Eaglesoft and use a few 

select Dolphin 3D tools to manipulate 

and enhance 3D images. An exposure 

meter informs users if they are not using 

the optimum exposure on their Schick 

33 digital images.

SOFTWARE OPTIONS: Emdeon’s 

Clinician EHR Lite integrates with 

Eaglesoft 17 for Eaglesoft Clinician 

users. Additionally, a CareCredit 

bridge provides a direct link to pro-

cess credit applications, which are 

automatically prepopulated with your 

patient’s information. 

ADDED PLUS: Additional features 

include increased security on provider 

and patient notes with a new setting that 

makes provider notes editable by creat-

ing a provider only option. Additionally, 

the 2013 CDT codes are available for 

installation. Support for Eaglesoft 17 is 

backed by Patterson Dental’s renowned 

support and customer service and 

the team at the Patterson Technology 

Center.  

Patterson Dental Supply Inc.
eaglesoft.net
800-475-5036  

CIRCLE: RS NO. 36

ES369094_dpr0114_034.pgs  12.21.2013  00:40    ADV  blackyellowmagentacyan



     

Get extra benefits by 
sending us your digital impressions

*Data is based on 123,757 BruxZir crowns manufactured digitally at Glidewell Laboratories through June 2013. 
†Projected shipping return date for your case should be verified with a Glidewell Laboratories representative.

BruxZir is a registered trademark of Glidewell Laboratories. Obsidian is a trademark of Glidewell Laboratories.  
Inclusive is a registered trademark of Prismatik Dentalcraft, Inc. IPS e.max is a registered trademark of Ivoclar Vivadent. 

1 Documented improvement in clinical accuracy compared to 
conventional elastomeric impressions*

80% reduction in crown returns to lab for margin errors 

60% reduction in crown returns to lab for occlusion issues 

55% reduction in crown returns to lab for fit issues 

30% reduction in overall crown remakes

2 No inbound impression shipping cost and quicker case turnaround

Your cases are transmitted electronically via the Internet, so you save on the cost of overnight 
inbound shipping ($7). Plus, your monolithic BruxZir® Solid Zirconia, IPS e.max®, Obsidian™ 
lithium silicate ceramic, Inclusive® Custom Abutment or implant case can be fabricated and 
shipped back to your office in as little as two days.†

3 Save $20 per unit off the list price

When you transmit a digital impression and request a model-less restoration, we deduct 
the cost of the model and die work, saving you $20 off the list price. BruxZir, IPS e.max or 
Obsidian restorations made via digital impressions and without a model will cost you $79 per 
unit instead of $99. You’ll also save $40 per unit off the $299 per unit list price of Inclusive 
Custom Abutments or screw-retained implant crowns.

Send us your next digital impressions and  
put these benefits to work for your practice!

 ALIGN 
TECHNOLOGY

3M ESPE

GLIDEWELL
LABORATORIES

Premium Products - Outstanding Value
800-471-9758
www.glidewelldental.com

Interested?  Circle Product Card No. 32
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From left to right The No. 6 

round diamond (6801.FG.018), 

the AK10l19 pre-enlarger file 

and the F360 NITI files

F360™ NITI  FEATURES

 � S-curve design enables increased 
cutting effi ciency for reduced chairtime

 � Only two fi les are needed for most root canals 

 � Designed for single patient use

Komet USA
kometusa.com  888-566-3887  

CIRCLE: RS NO. 38

As modern-day dentists, we are faced 

with a complex set of treatment deci-

sions, compelling us to continually 

weigh the available therapeutic choices 

as we push toward optimal patient care 

combined with ef  cient and prof table 

clinical practices. Endodontic treat-

ment is one area of dentistry in which 

the options are plentiful and varied, 

often leading us to ponder how best to 

provide conservative, predictable root 

canal treatment that offers long-term 

solutions. 

To achieve this goal, we must begin 

with conf idence in our instrument 

system and technique. The right mix 

yields a therapy based on the ideal 

MaKE 
EnDODOnTiC 
TREaTMEnT 
MORE 
PREDiCTaBlE
Komet USa’s F360™ niTi endodontic f le system 
offers a two-f le technique that makes endo 
treatment eff cient and straightforward. 

by T H O M A S  B I L S K I ,  D D S

Information provided by Komet USA.

AT A GLANCE
1. Case one: The pre-

operative radiograph. 

2. The fi nal fi ll with the matching 

gutta-percha points to the verifi ed 

29 mm working length. 

3. Case two: The patient presented 

with temperature sensitivity and 

pain during mastication. 

4. The fi nal fi ll radiograph. 

5. Case three: The patient 

presented with an inability to 

tolerate hot or cold temperatures.

6. The fi nal fi ll radiograph. 

combination of safety, simplicity and 

sophistication. In selecting a treatment 

system, most clinicians aim to f nd reli-

able instruments that of er comfortable 

handling, perform appropriately, and, 

ideally, expedite treatment. The fol-

lowing three cases demonstrate the 

treatment of common endodontic 

problems using Komet USA’s new, 

two-file F360™ NiTi endodontic file 

system. The instruments in the system 

feature a thin-core, .04 taper, S-curve 

design that provides outstanding cut-

ting ef  ciency while respecting natural 

root canal morphology. Although most 

cases can be completed using the .04-

taper, sizes 25 and 35 f les, the system 

also accommodates larger canals by 

offering additional .04-taper f iles in 

sizes 45 and 55. 

1

2

3
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Case one: Right 
maxillary canine 
The patient presented with acute 

pain and reported a feeling of 

swelling in his face. Tooth No. 6 

was sensitive to percussion, but it 

did not demonstrate sensitivity to 

air, sweets or temperature stim-

uli. Following a discussion of the 

treatment options, the choice 

was made to perform endodontic 

therapy on the tooth to eliminate 

the pain. The prescription for 

definitive treatment was a post 

and core with a full-coverage 

IPS e.max® (Ivoclar Vivadent) 

CEREC® crown.

STEP

01

A pre-operative radio-

graph was taken (Fig. 1). 

STEP

02

Local anesthetic was 

administered, and digital 

working-length measure-

ments were taken and recorded for 

initial working length.

STEP

03

To ensure a straight-line 

v isua l access to the 

canal, a #6 round dia-

mond bur (6801.FG.018), oper-

ated at high speed, was used 

from the lingual aspect. 

STEP

04

The coronal portion of 

the canal was opened 

with the AK10L19 pre-

enlarger fle. Note: To reduce fracture 

risk, this fle should be employed only 

in the straight coronal portion of the 

root canal; it is used in place of multiple 

Gates-Glidden burs. 

STEP

05

 A smooth glide path was devel-

oped with a #15 K-file, and the 

working length was verifed with 

an apex locator to 29 mm. 

STEP

06

The canal was shaped with the 

F360™ .04-taper, size-25 rotary 

fle while a water-soluble gel was 

administered to the 29 mm working 

length. Note: The handpiece should be set 

for 1.8 Ncm torque value at 350 rpm. To 

eliminate the risk of separating the fle, do 

not attempt to expedite negotiation of the 

canal by increasing the rpm.

STEP

07

Using copious amounts of 

water-soluble gel, the canal was 

prepared with the F360™ size 

35 rotary fle (.04 taper) to the 29 mm 

working length.  

STEP

08

The canal was irrigated with 

sodium hypochlorite, and the 

irrigant was allowed to sit for 

60 seconds. 

STEP

09

The Denta 2™ CO2 Laser was 

applied to evaporate any residual 

bacteria or viruses, thus provid-

ing efective root canal sterilization.

Figure 2 demonstrates the fnal fll 

with the matching gutta-percha points 

to the verifed 29 mm working length. 

Case two: Maxillary 
left second bicuspid 
The patient presented with tempera-

ture sensitivity and pain during mas-

tication (Fig. 3). The treatment plan 

consisted of endodontic therapy on 

tooth No. 13 to be followed up with 

post and core treatment and an IPS 

e.max® CEREC® crown.

STEP

01

Local anesthetic was delivered.

STEP

02

Visual access was achieved with a 

#6 round diamond bur (6801.

FG.018), operated at high speed.

STEP

03

The coronal portion of the bicus-

pid was enlarged with the 

AK10L19 fle. 

STEP

04

A #15 K-fle was used to estab-

lish a glide path, and an apex 

locator verif ied the working 

length of 20 mm. 

STEP

05

The F360™ .04-taper, size-25 fle 

was used with a pecking motion 

to shape the canal to the full work-

ing length. Lubrication was applied 

throughout the process.

STEP

06

The F360™ .04-taper, size-35 fle 

was used, with lubrication, for 

fnal canal preparation.

STEP

07

The canal was irrigated with 

sodium hypochlorite for 60 

seconds, matching paper points 

were used to dry the canal, and the root 

canal was sterilized with the Denta2™ 

CO2 laser.

STEP

08

The final obturation was com-

pleted with the matching gutta- 

percha points and root canal 

sealer. Figure 4 shows the f inal-f ill 

radiograph.

Case three: Maxillary 
left frst molar 
Having received treatment two weeks earlier 

for caries control and replacement of defective 

amalgam restorations, the patient presented 

with an inability to tolerate hot or cold tem-

peratures (Fig. 5). In addition, he was unable 

to chew any type of food. Following consulta-

tion, the patient accepted the treatment plan 

of endodontic therapy to be followed up with 

post and core and IPS e.max® CEREC® full-

crown coverage.

STEP

01

As in the previously presented cases, 

radiographs were taken, local anesthetic 

was applied, and digital working-length 

measurements were taken. 

STEP

02

The access opening was completed, and 

the canal was enlarged with the 

AK10L19 fle.

STEP

03

The #15 K-file was used to develop a 

smooth glide path, and the working 

lengths were verifed with an apex loca-

tor. In this case, the working length was 21 mm 

for the mesio-buccal and distal-lingual canals. 

The palatal canal had a working length of 23 mm.

STEP

04

The canal was shaped with the .04-taper, 

size-25 fle, again using lubrication and a 

pecking motion. Note: Remember to 

limit your handpiece to 350 rpm or less and use 

1.8 torque value.

STEP

05

The final preparation was completed 

with the .04-taper, size-35 fle, the prepa-

ration was irrigated and sterilized as 

previously described, and the fnal obturation 

was completed.

Figure 6 shows the fnal fll radiograph.

Closing thought
Typical of the types of endodontic cases seen in 

most dental ofces, these cases each presented 

differently, yet they successfully responded to 

standard F360™ endodontic therapy. The two-

file technique that follows access opening and 

coronal enlargement can be used for up to 80 

percent of the root canal therapies most dentists 

prescribe, thus making standard endodontic 

treatment predictable, efcient and straightfor-

ward. This translates into signifcant time sav-

ings, which in turn leads to increased proftability 

in the dental practice. ●

4

6

5

ES368002_dpr0114_037.pgs  12.20.2013  04:49    ADV  blackyellowmagentacyan



DENTALPRODUCTSREPORT.COM | January 201438

CliniCal 360°

HOW TO

TECHNIQUE

AQUASIL ULTRA CORDLESS FEATURES

 � Tissue retraction not required in most cases

 � Delivers accurate marginal detail

 � Cordless one-step system saves time

DENTSPLY Caulk
aquasilultracordless.com   800-LD-CAULK

CIRCLE: RS NO.  39

Despite advancements in almost every 

facet of impression-making, from mate-

rials to hemostatic agents to cords and 

retraction paste, achieving accurate 

impressions of crown and bridge prepa-

rations can be frustrating for practicing 

dentists. A recent study found that 89% 

of impressions taken had one or more 

observable errors; the most common 

error was voids or tears at the f nish line 

(likely because of diff iculty obtaining 

intimate contact of material around the 

tooth and gingiva, faulty manipulation 

of the materials while placing it around 

the tooth, or premature removal from the 

mouth).1

Three major challenges facing dentists 

when recording conventional crown and 

bridge impressions are: correctly man-

aging the soft tissue, placing material 

precisely around the properly prepared 

tooth, and dispensing both injection 

and tray materials into the mouth within 

allowable intraoral working times.  

Prior to capturing a f nal impression, 

practitioners have historically used 

mechanical retraction through the place-

ment of cord, alone or in combination 

with a chemical agent to promote hemo-

stasis, drying, and retraction of tissue 

(e.g., aluminum chloride, ferric sulfate, 

racemic epinephrine). In one study of 

North American dentists, it was found 

that 95% of respondents routinely used 

gingival retraction cord during crown 

and bridge impressions.2

PRODUCE 
aCCURaTE C&B 
iMPRESSiOnS
introducing an easier process for achieving 
outstanding crown and bridge impressions 
with DEnTSPlY Caulk’s aquasil Ultra Cordless 
Tissue Managing impression System.

by J A S O N  H .  G O O D C H I L D ,  D M D 

Information provided by DENTSPLY Caulk.

AT A 
GLANCE
1. Aquasil Ultra Cordless 

digit power™ Dispenser, 

with installed intraoral 

tip, is shown in the blue 

plastic adaptor. To its right 

is the regulator attached 

to the dental air line. Note 

at the top of the regulator 

is a silver knob with 

settings for fl ow rate of 

the impression material.   

2. The digit power™ 

adaptor sits in the tool 

holder and permits the 

air switch on the dental 

unit to be activated.  

3. Comparison of 

conventional plastic 

intraoral mixing tip 

(back, right), and digit 

power™ Aquasil Ultra 

Cordless plastic intraoral 

mixing tip, (front, left) 

with depth markers of 

3 mm and 5 mm.

4.  digit power™ 

Dispenser and Aquasil 

Ultra Cordless single-

To allow enough material to create 

an undistorted impression, a 0.2 mm 

space must be created between tooth 

and gingiva. This minimum space 

requirement is intended to allow the 

impression material to f ow into the 

sulcus and not exceed its tear-strength 

capability, preventing the chance for 

remnants to be left behind that could 

cause gingival irritation and inf am-

mation.3-6 Recently, product manu-

facturers have introduced retraction 

paste as a less traumatic means 

of achieving hemostasis and local 

retraction (e.g., Epasyl© from Kerr 

and Traxodent© from Premier). 

Even though retraction paste 

has been shown to create tempo-

rary gingival inf lammation, it is 

considered less traumatic when 

compared to placing retraction 

cord and is as eff ective in promot-

ing hemostasis.8,9

1

2

3

4
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A new delivery method

DENTSPLY Caulk has developed 

Aquasil Ultra Cordless Tissue Man-

aging Impression Material and digit 

power™ Dispenser as a means for 

dentists to precisely place material for 

improved crown and bridge impres-

sions without the need for retraction 

cord or retraction paste in most cases. 

The digit power™ Dispenser is a pneu-

matic impression device that is com-

patible with most dental units (Figs. 

1 and 2). 

It connects to an air line at the dental 

chair via commonly available connec-

tors and uses digit power™ unit-dose 

impression cartridges. Instead of load-

ing a backfll syringe or squeezing the 

50 mL impression gun, dentists are 

now able to simply step on the rheo-

stat to express material while holding 

the impression device in a pen-grip.  

The small diameter intraoral tip 

on the impression cartridge allows 

placement directly into the sulcus 

or around a dental implant (Fig. 

3). Dif ferent sized impression 

cartridges are available for either 

single- or multiple-unit cases.

Aquasil Ultra Cordless Tissue 

Managing Impression Material is 

designed for use with a single-step 

dual-viscosity impression tech-

nique. Both the tray material and 

the wash material for this system 

have been formulated to provide several 

advantages compared to Aquasil Ultra.  

First, because the wash material is 

intended to be placed around the pre-

pared tooth without the use of cord or 

retraction paste, it is designed for fow 

into sulcus widths of less than 0.2 mm 

without distortion or tearing. Com-

pared to Aquasil Ultra the tear strength 

of Aquasil Ultra Cordless impression 

material has been improved to prevent 

rips or tears at the impression margin. 

Additionally, to meet the needs of den-

tists adopting newer technologies, the 

materials have been optimized for digi-

tal scanners. Figures 4 and 5 show the 

digit power™ Dispenser device being 

used to capture a fnal impression for 

tooth No. 19.  

An important feature of the Aqua-

sil Ultra Cordless impression mate-

rial is the minimizing of errors due to 

working time/setting time violations. 

Exceeding the working time and/or set-

ting time of an impression material can 

result in many different errors. Some 

examples include: incomplete or inac-

unit wash material being 

used to capture a Ànal 

impression for tooth No. 

19. Buccal retracted view.

5. Final impression 

captured with the Aquasil 

Ultra Cordless system. 

6. Pre-op view of patient.  

Buccal retracted view.

7.  Finished preparations 

on patient for full-

coverage lithium 

disilicate restorations 

on tooth Nos. 8 and 9. 

Buccal retracted view.

8. Final impression of 

tooth Nos. 8 and 9 on 

25-year-old male patient.  

Note the extension of the 

material on the mesial 

aspect of tooth No. 8.  

No cord was used.

9. After Ànal cementation 

of lithium disilicate crowns 

on tooth Nos. 8 and 9. 

curate marginal reproduction, tearing, 

pulls/drags, lack of coadaptation, and 

others.10 The digit power™ cartridges 

are designed so the entire impression 

cartridge can be expressed within the 

material’s intraoral working time and 

practitioners still have enough time to 

seat the tray properly. The intraoral 

working time of the single-unit car-

tridge is 35 seconds while the intraoral 

working time for the multi-unit car-

tridge is one minute; the working time 

of the tray material is approximately 

one minute and 15 seconds. Mouth 

removal times for the single- and multi-

unit cartridges are three minutes and 

four minutes and 30 seconds from the 

start of mixing, respectively.11

Clinical case

STEP

01

A 25-year-old patient presented 

complaining that he disliked the 

appearance of his maxillary cen-

tral incisors (Fig. 6). Intraoral exam 

revealed multiple resin restorations 

placed after the area was traumatized 

during childhood. The treatment plan 

was formulated to include lithium disili-

cate restorations of tooth Nos. 8 and 9.  

STEP

02

Buccal and palatal anesthesia 

was initiated with 2% Xylo-

caine© DENTAL with epi-

nephrine 1:100,000 (DENTSPLY 

Pharmaceutical). The preparations 

were completed using Two-Striper©

(Premier) diamond burs to achieve 2 

mm of incisal clearance, 1.0-1.5 mm 

circumferential clearance, and a slightly 

sub-gingival butt joint fnish line (Fig. 

7). Care was taken to not traumatize the 

marginal gingiva, however to arrest any 

bleeding Hemoban (Sultan Healthcare) 

was applied on a cotton pledget. 

STEP

03

Using a full-arch stock tray the 

final impression with Aquasil 

Ultra Cordless Tissue Manag-

ing Impression Material was taken 

without the use of cord or retraction 

paste (Fig. 8). A multi-unit impression 

cartridge was used and the impression 

was removed from the mouth after four 

minutes and 30 seconds from the start 

of mixing. After inspection to verify 

unequivocal capture of the prepared 

tooth details, provisionals were fabri-

cated with Integrity MultiCure© Tem-

porary Crown and Bridge Material and 

cemented with Integrity Temp Grip©

Cement (DENTSPLY Caulk).

There are several ways that conventional crown 

and bridge impressions are taken: the single-step 

technique using only one material (e.g., mono-

phase technique), the single-step technique involv-

ing impression materials of two viscosities (e.g., 

light body and heavy body), and the double-step 

technique which also includes two materials with 

different viscosities, however, one is allowed to 

set followed by placement of the second material 

as a second step. All of the options for placement 

of  impression material around the prepared tooth 

require the dentist to perform two tasks simultane-

ously:  expressing the material by pushing down on 

the plunger or squeezing the impression gun and, 

placing the material around the tooth.  

5

6

7

8
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STEP

04

 Three weeks later the fnal restorations on tooth 

Nos. 8 and 9 were cemented with MultiLink Auto-

mix© Universal Adhesive Cement (Ivoclar Viva-

dent) translucent shade.  Figure 9 shows the completed 

restorations after cementation.  

Closing thought
The Aquasil Ultra Cordless Tissue Managing Impres-

sion System is intended to make conventional crown and 

bridge impression-making easier and more predictable.  

The factors that make the Aquasil Ultra Cordless system 

unique are:

1)  Precision placement through a fne cannula allows 

for delivery of impression material directly into the 

sulcus.

2)  Aquasil Ultra Cordless impression material has been 

optimized for placement without cord or retraction 

paste to capture a thin, readable sulcus and prep mar-

gins. Increased tear strength minimizes the chance of 

tearing. 

3)  The working time of Aquasil Ultra Cordless Tissue 

Managing Impression Material is designed to coor-

dinate with the amount of material in the unit-dose 

cartridge for single or multiple preps to eliminate 

impression errors because of violation of working 

time and setting time. Dentists can now concentrate 

on one thing—precisely placing the material—rather 

than squeezing the gun or depressing the impression 

syringe during the placement step.

4)  The ergonomically designed digit power™ Dispenser 

uses the pen-grip (the same grip dentists use when 

using handpiece).  ●
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RELYX VENEER CEMENT FEATURES

 � The resin-based cement is light cure only

 � Provides exceptional color stability over time

 � Excellent adhesion to dentin and enamel reduces 
the potential for microleakage and marginal staining

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

CIRCLE: RS NO. 53

Esthetics and function are the key con-

cerns for any veneering case. Dentists are 

charged with creating veneers that look 

outstanding and that give the patient long-

term service. 

While we devote signif cant attention 

to our choice of material for the veneer 

itself, it is vital to choose cement wisely as 

well to achieve the ideal outcome. Prac-

titioners should consider the following 

when evaluating their cement choices: 

1. Shades/opacities: Most veneering 

cements are of ered with a choice of shades 

and opacities, which can signif icantly 

inf uence the restoration’s f nal shade. 

These options can be particularly 

helpful in smile makeover cases, which 

often have preparations that are dif erent 

in color because of varied intrinsic stain-

ing, endodontically treated teeth (dark 

preps) or deeper prepping for ectopically 

positioned teeth. Ideally, the ceramics 

themselves will be created with color 

adjustments to mask these issues, but 

perfect shade communication with the lab 

can be dif  cult and adjustments must be 

made chairside by varying cement shade 

and opacity. 

2. Accurately matching try-in pastes: 

Beyond a cement’s shade and opacity 

choices, dentists should look for a veneer 

cement system that has try-in pastes 

that match the cured shade of the resin 

cement. Accurately matching try-in 

pastes is essential and permits visualiza-

tion of planned alterations of color and 

opacity prior to f nal cementation. Some 

practitioners use glycerin or water when 

trying-in veneers for patient approval 

prior to cementation, then use a shaded 

cement to deliver the veneers. This can 

easily lead to unpredictable results as 

SiMPliFY 
CERaMiC VEnEER 
CEMEnTaTiOn
3M ESPE’s RelyX Veneer Cement is easy to use, 
offers predictable results and improves eff ciency. 

by D R .  J E F F  B L A N K 

Information provided by 3M ESPE. 

AT A 
GLANCE
1. Pre-op view of patient.

2. Preparations remained 

dominantly in enamel.

3. The lithium disilicate 

veneers before seating.

4. RelyX Try-In Paste 

Shade A1 is placed 

in the restorations.

5. The restorations are 

seated with RelyX Try-In 

Paste and evaluated for 

fi t, form and shade.

6. Scotchbond Universal 

adhesive is used in 

total-etch mode.

7. Scotchbond 

Universal adhesive is 

applied to all aspects 

of the preparations 

for 20 seconds.

8. The clinical assistant 

coats the intaglio 

surface of the veneer 

with Scotchbond 

Universal adhesive.

9. RelyX Veneer Cement 

Shade A1 is placed in 

each restoration.

10. The restorations 

are fully seated with 

RelyX Veneer Cement.

11. Polymerization 

is initiated with brief 

exposure to curing light.

12. Residual cement 

is easily removed with 

a sickle scaler.

13. Six-month post-

op view of patient.

the shade approved at 

try-in will not be the 

same as the definitive 

shade of  cemented 

restorations. 

3. Color stability: The 

cement’s color stability 

over the long term is 

also extremely impor-

tant. Some cements 

c a n  t a k e  on  a n  or a ng e 

appearance after severa l 

years, which can seriously 

impact the patient’s satis-

faction. For optimum color 

stability, light cure cements 

provide the greatest benef t. 

4. Streng th:  Veneer ing 

ceramics in common use 

today include feldspathic 

porcelain, pressed leucite 

ceramics and lithium dis-

ilicate. With the exception of 

lithium disilicate, these materials are 

comparatively weak and rely heavily 

on their bond to the tooth substrate for 

support. Therefore, a strong veneering 

cement is absolutely essential to suc-

cess in these cases. 

1
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Veneer Cement to accurately 

preview shading during try-

in and efciently deliver low-

prep anterior veneers. 

Clinical technique
A 35-year-old female patient 

presented seeking cosmetic 

improvement of her smile (Fig. 1). 

After discussion of her specifc goals, 

the patient accepted a treatment plan 

consisting of minor re-contouring of 

the gingival margins and eight maxil-

lary lithium disilicate (IPS e.max, Ivo-

clar Vivadent) laminates on tooth Nos. 

5–12 using conservative preparations. 

STEP

01

 Maxillary and mandibular 

impressions and a bite registra-

tion were made and the orienta-

tion of the maxillary arch related to the 

cranium and face was recorded (Kois 

Dentofacial Analyzer, Panadent) and 

sent to the lab for a diagnostic wax-up 

and provisional index fabrication.

STEP

02

 The patient was anesthetized 

and the gingival margin dis-

crepancies were corrected with 

radiosurgery and an ultra-f ine tip 

(Whaledent Perfect TCS, Whaledent). 

To correct the rotations in tooth Nos. 8 

and 9, more aggressive preparations 

were required, but all preparations 

remained dominantly in enamel (Fig. 

2). A full-arch f inal impression, bite 

registration, photographs of the prepa-

rations, and a second Kois Dentofacial 

analysis were taken. Provisional resto-

rations were made using the provisional 

index created f rom t he pat ient-

approved wax-up. 

STEP

03

 The restorations were fabri-

cated and returned from the 

laboratory (Fig. 3). Local anes-

thetic was administered, the provi-

sional restorations were removed, and 

the preparations were thoroughly 

cleaned with non-fuoridated pumice. 

STEP

04

 RelyX Try-In Paste Shade A1 

was dispensed into each resto-

ration (Fig. 4) and the veneers 

were seated on the prepared teeth (Fig. 

5). After confrmation of proper ft and 

contacts, the patient was then asked to 

approve the form and color. The try-in 

paste was then rinsed away and each 

restoration was thoroughly dried and 

readied for fnal cementation. 

STEP

05

 All aspects of the eight prepara-

tions were etched with phos-

phoric acid for 15 seconds (Fig. 

6) and thoroughly rinsed and dried. 

Scotchbond Universal adhesive was 

applied to the preparations by scrubbing 

for 20 seconds to release the solvents 

(Fig. 7). The adhesive was thinned to 

avoid pooling and the solvents were 

evaporated with a steady stream of oil/

moisture free air for 5 seconds per tooth. 

Concurrently, the chairside assistant 

applied a thin coat of Scotchbond Uni-

versal adhesive to the intaglio surface of 

each veneer (Fig. 8), air thinned thor-

oughly to remove solvents, but did not 

light cure for 5 seconds per the manufac-

turer’s recommended use. 

STEP

06

 RelyX Veneer Cement in shade 

A1 was dispensed into each 

veneer (Fig. 9) and seated onto 

the preparations all at once (Fig. 10), 

which allows their placement to be 

adjusted with infnite working time for 

an ideal fit prior to finalizing. Partial 

polymerization was initiated by briefy 

“waving” a curing light across the res-

torations for 1-3 seconds (Fig. 11). 

Excess residual cement was then easily 

removed with a sickle scaler (Fig. 12) 

and standard f loss. Once all residual 

cement had been thoroughly removed, 

each restoration was light cured for 1 

minute using dual-curing lights facially 

and lingually. Figure 13 shows the 

6-week post-operative result.

Closing thought
The patient’s desired results were 

achieved with the closing of all spaces, 

development of more feminine tooth 

forms, correction of rotations and 

harmonious blending of the improved 

color of the restorations with the 

patient’s overall dentition. The accu-

rate match between the try-in paste and 

the fnal cured cement enabled a pre-

dictable result in this case with which 

the patient was extremely satisfed. 

The product’s ease of use and easy 

cleanup, both for the try-in paste and 

the cement, helped the process move 

eff iciently. As seen here, the combi-

nation of RelyX Veneer Cement and 

Scotchbond Universal adhesive helps 

dentists eliminate unnecessary compo-

nents and streamline processes while 

delivering outstanding results. ●

3M™ ESPE™ RelyX™ Veneer Cement 

satisf ies each of these requirements and 

more. This system is available in six com-

monly used shades, giving dentists the 

most practical options and avoiding wasted 

inventory on unused shades. The system 

ofers try-in pastes that have an excel-

lent color match to the f inal cured 

cement, and that are also water-solu-

ble and residue-free for easy rinsing. 

The resin-based cement is light cure 

only, and provides exceptional color 

stability over time. Its excellent adhe-

sion to dentin and enamel reduces the 

potential for microleakage and mar-

ginal staining, helping give dentists 

extra assurance that veneers will look 

great over the long term.

Plac ing veneers w it h R elyX 

Veneer Cement is even simpler when 

3M™ ESPE™ Scotchbond™ Universal 

Adhesive is used. Because veneer preps 

have no retention and resistance form, 

high bond strengths to both the ceramic 

and tooth are mandatory. Scotchbond Uni-

versal adhesive is ideal in these 

cases because it provides high 

bond strengths to nearly every 

ceramic, dentin and enamel. It 

also functions as a silane primer 

for glass ceramic and compos-

ite veneers. The adhesive is 

extremely tolerant of various 

moisture levels. With this fea-

ture, practitioners can dry all 

preps, regardless of whether 

they are in enamel or dentin, 

without risking sensitivity or a 

decrease in bond strength. 

The case i l lustrated here 

demonstrates the use of RelyX 
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Comfort H/S Bite Splint

Hard exterior & soft interior provides protection 

and comfort at an economical price.

Protects teeth, muscles, and joints by reducing 

muscle contraction intensity nearly 70%.

Reduces chairtime and increases patients comfort.
• Indicated for patients with veneers or crowded teeth

• Extends to bicuspids for retention

The world’s most durable biteguard. Injection 

molded for precise fit and exceptional strength. 

Won’t absorb stains or odors.

Zero internal adjustments. An adaptive, flexible 

bite guard that reduces chairtime.

$59

$119

$129

$119

$119

sof t

THE CLEAR LEADER IN
BITE GUARD SOLUTIONS!

FREE SHIPPING!
when you bundle 2 or more

crowns or 2 or more cases in 1 box 
*Ofer only valid in the contiguous United States.

Additional charges will apply for overnight services.

160 Larkin Williams Industrial Ct. • Fenton, MO 63026
800.325.3056 • kellerlab.com

Call 800.325.3056 
for a Case Pick-Up

Interested?  Circle Product Card No. 42
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We are at risk of 
systematically poisoning 
our environment as we 

pour these chemicals down 

the drains. And I fear for the 

lungs of the junior team 

members, who are the 
ones most often tasked 
with end of day cleaning.

YOU DON’T HAVE TO USE CHEMICALS 
TO KEEP YOUR PATIENTS SAFE. 
In fact, using microbiology to kill unwanted bacteria in your practice may 

be a better alternative. In this new column, “The team approach to infec-

tion control,” Alexander Bischoff explores the benefi ts of microbial cleaning 

and how the chemicals you use may be causing more harm than good. 

HOW DOES YOUR 
TEAM APPROACH 
INFECTION CONTROL?

I Use That

KERR CORP.ÕS 
SONICFILL 

A dentist and his 
assistant on the 
benefi ts of this single-
step bulk fi ll
composite system

46

MORE PRODUCTS THAT WILL GET THE TEAM TALKING…

48
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I Use That

PATTERSON 
DENTALÕS 
REVENUEWELL

How this patient 
communication suite 
saves one practice 
time and money. 

50

Patient Perspective

PATIENT 
EDUCATION 
WITH A MORE 
PERSONAL 
TOUCH

One patient tells us 
what she loves about 
DEXIS go. 

62
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ARE YOU USING TOO 
MANY CHEMICALS 
IN YOUR PRACTICE?

Change is one of life’s few certainties. As 

I pen this article, ref lecting on my recent 

Thanksgiving excesses, I am intensely 

aware that Christmas, New Year’s Eve and 

most of our New Year’s resolutions will be 

history by the time you read this. I do hope 

that its relevance will not also have f lown 

away?

There are 46,000 dental products 

(excluding any special order items) accord-

ing to the Henry Schein product catalog, 

and they seem to change even faster than 

our “vaporous” ef orts each January. So it 

is easy to understand why a dental practice 

might give serious attention to the purchase 

of a new imaging system, yet have little time 

to evaluate the plethora of sundry products 

of ered for “cleaning” each day. 

Science can be a catalyst for change. I 

hope this new column, centered around a 

team approach to infection control in the 

dental practice, will introduce and stimu-

late a healthy discussion on the opportu-

nity microbiology (good bugs) introduces 

as an alternative to chemicals for killing 

unwanted bacteria.

Cleaning choices 
affect patients
In our own bathrooms, where any “lesser 

cleaning” approach (slow drains or dirty 

surfaces) is more likely to be annoying than 

harmful, we get to decide on our level of 

cleaning slippage. But, this is not acceptable 

in a dental of  ce where cleaning and hygiene 

are the only antidote to patient infection. 

It may be OK for us to avoid a particular 

chemical, or save time and cost by “skip-

ping” a particular cleaning protocol, but we 

are responsible for how this decision might 

af ect our patients’ well-being. The choice 

of an apparently trivial product or protocol 

could have life determining implications for 

everyone concerned.

My reps who introduce Bio-Pure to prac-

tices often hear worrying comments like, 

“We do not clean the evacuation system 

daily,” or “We clean the lines with warm 

water each week,” or “We know we have 

poor suction.” I certainly like to be 100% 

certain of strong suction, clean lines and that 

nothing might f ow “at” me should I close 

my mouth on the saliva ejector. Compared to 

Europe, we have remarkably little legislation 

regarding back f ow protection. 

Chemicals create new issues
For the past 30 years, chemicals, and more 

chemicals, and then more and stronger/

enzymatically boosted chemicals have been 

the de-facto solution for surface, water line, 

and evacuation system cleaning. 

Speaking to two of the thought leaders 

in dental hygiene, Noel Kelsch and Nancy 

Andrews, at a recent meeting of dental 

hygienists, I was most impressed by their 

new thinking on “good” bacteria. Healthy 

biofilm requires bacteria, while trying to 

kill all bacteria is proving responsible for 

the mutation of the new “super bugs” we 

hear about. All of  this is of importance to 

the dental industry, particularly as we learn 

more about the mouth and its role as the 

“architect” of the body’s immune system.

About microbiology
As long as humans can’t live without car-

bon, nitrogen, protection from disease 

and the ability to fully digest their food, 

they can’t live without bacteria, said Anne 

Maczulak, a microbiologist and author of the 

book “Allies and Enemies: How the World 

Depends on Bacteria” (FT Press, 2010). 

On our skin surface, a forest of bacteria 

(almost 200 separate species on a normal 

person, according to researchers at New 

York University) dominate the skin and its 

resources, keeping other bacteria from being 

able to establish a foothold, according to 

Maczulak’s book.

Many areas of health have recognized 

that “bad” bacteria can be controlled by the 

targeted use of  “good” bacteria. This is an 

area known as probiotics when applied to 

digestion, and developing “healthy” bio-

f lms when used by dental hygienists.

This is not the forum for a detailed sci-

entif c explanation of microbiology. What 

we can know for certain is that “bug wars,” 

the science of using healthy bacteria to 

combat disease, is emerging as an attractive 

alternative to chemicals or sterilization, the 

science of killing all bacteria, for ef ective 

infection control.

Microbial cleaning discussion
Over the next 12 months, we will examine 

three areas of microbial cleaning in this 

column.

in this new column focused on the team approach to infection control, we’ll 
look at the benef ts of microbiology, and why it may offer a better alternative 
than using chemicals to kill unwanted bacteria in your practice. 

by A L E X A N D E R  B I S C H O F F

ABOUT THIS 
NEW COLUMN 

This column will appear 

every other month and will 

focus on the team approach 

to infection control and the 

critical issues and products 

affecting infection control in 

the modern dental practice. 

Check back for new articles  

designed to get you and 

your team thinking about 

infection control best prac-

tices, and why microbiology 

may be a better approach 

to IC than chemicals.  
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Bio-Pure Evacuation System Cleaner is a microbial 
product designed to restore vacuum suction to full 
pump capacity. Unlike traditional cleaners that 
use chemicals and enzymes to “flush” the lines, 
microbial cleaners use hungry microbes to “soak” 
the system. Comparing products requires a new 
vocabulary. Chemicals, enzymes and daily use is 
replaced with bacteria life cycles, multiplication 
rates and best times to use. Who ever thought 
of the plumbing needing a healthy biofilm?

First, the microbial cleaning of systems that lead 

away from the patient (e.g. evacuation); Second, the 

microbial cleaning of systems that indirectly con-

tact the patient (e.g. surfaces); Third, the microbial 

cleaning of things (e.g. instruments) that directly 

contact the patient.

New products based on microbial science are 

going to require signifcantly more stringent testing 

and legislative approval. Particularly, should they 

address cleaning equipment that comes into direct 

contact with a patient? It is one thing to have “good 

bugs” reduce the probability of e-coli or some other 

nasty in the drain. It is quite another to depend on 

microbiology to ensure bacteria-free water is deliv-

ered from a water line into a patient’s mouth.

Why it matters
The ever-increasing use of progressively more 

toxic chemicals for efective infection control is 

not sustainable. Even if we ignore the cost savings 

microbial solutions typically ofer, and we ignore 

the potential of creating chemically induced 

super bugs, and we ignore the increased efcacy 

these new products bring to patient infection 

control, maybe we will start by paying attention 

to ourselves.

We are at risk of systematically poisoning our 

environment as we pour these chemicals down the 

drains. And I fear for the lungs of the junior team 

members, who are the ones most often tasked with 

end of day cleaning. Please do not be deceived! If it 

smells nice, it does not mean that it is nice! 

The MSDS sheets for all cleaning products are 

easily accessible online. I know they are hardly 

the most exciting reading, but protecting yourself 

from the chemicals they disclose makes them a “hot 

read” in my book! 

Alexander (Alex) Bischoff is Executive VP of 

Sales and Marketing at Bio-Pure. Bischoff’s 

responsibilities as EVP of Sales 

and Marketing include product 

sales, training the dealer network, 

and educating the dental industry 

about the potential of microbial 

cleaning. President adTumbler, 

Inc and Principal Contributor 

for the online publications 

Open4Energy and Open4BioClean, Bischoff writes 

on social responsibilities, managing change and 

the opportunities enabled by the effective use of 

new technologies.

Interested?  Circle Product Card No. 43
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Kerr Corp.’s SonicFill
a dentist and his assistant talk about the benefts of this single-step bulk fll 
composite system and what it’s done for their practice. 

Compiled by k e v i n  h e n r y

In this installment of  “I Use That,” we asked Dr. Eric Hurtte 

and his lead dental assistant, Tija Hunter, CDA, EFDA, 

FADAA, about their use of SonicFill from Kerr. With a 

thriving practice in suburban St. Louis (O’Fallon, Mo.), Dr. 

Hurtte and Tija believe SonicFill has changed the way they 

approach dentistry.

What the dentist (Dr. Hurtte) says about 
SonicFill
When my Kerr rep stopped by to introduce SonicFill, I 

had no intention of purchasing it, but he talked me into 

trying it out on a few patients. After the frst restoration, I 

was sold. The material fows from the handpiece and into 

prep similar to a fowable composite, but is frm enough to 

condense. While condensing the material, it did not stick 

to the instrument and pull out of the prep as my other com-

posite often would. 

SonicFill eliminated my problems with Class II res-

torations. I no longer need a base of a weaker f lowable 

composite to fll voids, the pull back of the material out 

of the prep is gone, and the polymerization shrinkage is 

minimal, which allows me to bulk fll and maintain a nice 

interproximal contact. 

What the dental assistant (Tija) says 
about SonicFill
When I was asked which products make my life as an assis-

tant easier, three came to mind … and the very frst one that 

jumped out at me is SonicFill. In our practice, we do more 

fllings than anything so this product is something we use 

several times a day.

I’m an expanded functions dental assistant (EFDA) in 

Missouri. I am qualifed to place Class I, V and VI restora-

tions. Many times, I work by myself when my team members 

are needed elsewhere. SonicFill gives me greater control 

without the help of an assistant. 

Kerr Corp. 
SonicFill is reportedly the only easy-to-use, sonic-

activated, Single-Fill™ composite system for posterior 

restorations that requires no additional capping layer. 

Proprietary sonic activation enables a rapid Áow of 

composite into the cavity for effortless placement 

and optimal adaptation. It’s fast, easy and effective—

greatly reducing procedure time and enabling clini-

cians to go from placement to a polished restoration in 

less than three minutes.

CALL: 800-537-7123

CLICK: kerrdental.com

CIRCLE: RS NO. 44

DR. ERiC hURTTE (RighT) AND  
DENTAL ASSiSTANT TijA hUNTER
O’FallOn, MO. 

It has a special handpiece that delivers “molecular sonic 

energy.” It’s like the composite is almost liquefed, which 

allows it to fow into the prep and ensure void-free restora-

tions. The composite itself is a highly flled nanocomposite 

that ofers unrivaled shrinkage, esthetics and strength. It’s a 

bulk fll that can be cured up to 5 mm in depth in 20 seconds. 

That means no time wasted in layering composites. It is fast!

The sonic energy from this handpiece allows the filler 

particles to be distributed more evenly, which makes for 

a smooth, pre-polished surface. After flling the prep, the 

viscosity begins to change and its consistency is between a 

fow and regular composite. As the material frms up, it’s easy 

to work with. You’ll fnd there is no sticking and no pullback. 

You can sculpt and manipulate this material to create beauti-

ful anatomy.

We started with one. We now have three. I couldn’t imag-

ine going back to regular composites!

What is SonicFill?
According to the manufacturer, SonicFill is a sonic-activated, 

single-step bulk fll composite system like no other. The sys-

tem is comprised of a specially designed handpiece and a 

new composite material in unidose delivery. The resin is 

a highly flled proprietary resin with special modifers that 

react to sonic energy. As sonic energy is applied through the 

handpiece, the modifers cause the composite viscosity to 

drop up to 87%, increasing the fowability. This allows easy 

placement and precise adaptation to the cavity walls. Once 

the sonic energy is stopped the composite returns to a more 

frm non-slumping state that will allow the clinician to easily 

carve, contour and fnish the restoration.

Because of SonicFill’s ultra-efcient curing characteris-

tics, clinicians can place up to a 5 mm increment without 

the need for a fnal capping layer. This single step bulk fll 

material takes only a 20-second cure for the 5 mm placement.

What makes it different
SonicFill’s uniqueness resides in the composite material that 

is dispensed using a sonic handpiece. The proprietary rheo-

logical modifers in the composite react to the sonic energy 

from the handpiece reducing the viscosity almost 90%. This 

allows the composite to adapt in the most difcult to reach 

areas of the prepared tooth when it is in its lowest viscos-

ity. Once the preparation is flled up to 5 mm and the sonic 

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

state that allows the clinician to easily carve and contour the 

composite. Once the appropriate contours are obtained, a 

20-second cure is all that is needed to properly cure up to a 

depth of 5 mm. Because SonicFill is so highly flled (83.5%), 

there is very little shrinkage with good polishability.

The advantage
With increasing time constraints on the clinician, SonicFill 

ofers a consistent, predictable solution for quality posterior 

restorations. When a patient has a deep Class I or Class II 

posterior restoration, the dentist can place a rapid fow of 

composite into the cavity preparation quickly and effort-

lessly knowing SonicFill will have superior adaptation. With 

SonicFill, the dentist can restore a tooth from start to fnish 

in less than 3 minutes in most cases. Saving chair time for 

the clinician and the patient with a strong adaptable esthetic 

restoration is a win-win for both the dentist and patient.

I uSe THaT:  
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Quality in quantity.
Only SonicFill™ delivers both

in a quick SingleFill™.

Over 12,000 dentists have 

already performed more 

than 4,000,000 posterior 

restorations with SonicFill™. 

And no wonder. In 3 minutes, SonicFill lets you place, 

sculpt, cure and polish a posterior restoration that will 

look great and last. Which makes for happy patients. 

And even happier dentists.

Try the award-winning SonicFill™ 

System in your own practice for FREE.

Visit SonicFill.KerrDental.com

 

Interested?  Circle Product Card No. 45
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“I USE THAT”

PRODUCTS IN PRACTICE

RevenueWell Practice Marketing 
and Patient Communications Suite
A dentist and business staff member talk about the benef ts of this patient communications suite from 
Patterson Dental and how it helps grow revenues and reduce costs at their Utah-based practice. 

Compiled by R E N E E  K N I G H T

The team at Rock Run Dental knows how important it is 

to ef ectively communicate with their patients. They 

also understand that not every patient communicates 

the same way. 

RevenueWell gives the Rock Run Dental team the f ex-

ibility to not only conf rm appointments with patients via 

text message and email, but to also easily f ll holes in the 

schedule when patients cancel. It syncs with their prac-

tice management system, Eaglesoft by Patterson Dental, 

streamlining many routine tasks that can take up so much 

of the front desk’s time. With RevenueWell, the practice 

can send birthday cards, collect online patient reviews, 

request referrals and even set up automatic practice mar-

keting campaigns.  

Here, Dr. Rand Mattson and business staff member 

Amee Lillegard tell us how RevenueWell f ts into Rock Run 

Dental’s patient-f rst philosophy of care and how it benef ts 

both their patients and their practice.

What Dr. Mattson says about 
RevenueWell
RevenueWell has made so many of the little things that 

always have bothered my front desk disappear. My front 

desk works with RevenueWell on a daily basis and they love 

it. They use it to contact our patients and keep the business 

of the front desk streamlined. RevenueWell has been one 

of the great things we have done as a team. I have to say, I 

wasn’t the one who found RevenueWell. It was my staf  that 

came to me and said, “You need to look at this product.” 

They are very happy with it. 

What Amee Lillegard, business staff, 
says about RevenueWell
There is so much RevenueWell of ers; I don’t even think we 

use it to its fullest ability yet. One of the things we love about 

it is the customizable appointment reminders. We can send 

patients an email or a text a week before their appointment 

as a general reminder, and we have it set up so they can con-

I USE THAT: 

Patterson Dental

Using information from a dental practice’s existing 

practice management software — such as Eaglesoft 

— the RevenueWell online practice marketing 

and patient communications software suite com-

municates with patients to provide them with 24-7 

access to their accounts. Practices can collect online 

patient reviews, request referrals and establish and 

maintain their profi les across more than 100 online 

destinations.

CALL: 800-294-8504 

CLICK: pattersondental.com/appstore

CIRCLE: RS NO. 46

DR. RAND MATTSON 

AND AMEE LILLEGARD

ROY, UTAH 

f rm or reschedule by responding to the message. They also 

get a reminder a few days in advance.

We also appreciate the patient reviews. When patients 

tell us what a great job we did, it’s really heartwarming. It 

also can help with patient education. If a patient gets a crown, 

RevenueWell sends them information on how to take care of 

it post-procedure. We also send out birthday cards and have 

conducted marketing campaigns. It’s awesome. 

We have so many patients who love that we’re able to 

communicate with them via text and email—and not just 

our younger patients. Just this morning, I got an email from 

a patient who needs an antibiotic. She sent the email before 

we were even open and I was able to respond right away. It 

just opens up a new line of communication for us to get in 

touch with each other. They can send an email or a text 

at their convenience. We have a great relationship with 

our patients so they already know we are there for them 

at any time. Dr. Mattson makes that 100 percent clear to 

our patients, but I think this is another great way to show 

them that.

RevenueWell frees up so much time for us. We see 70-80 

patients a day, and half of those are conf rmed by text or 

email. If you f gure every phone call takes two to three min-

utes, that’s time I can spend talking to my patients and f lling 

the schedule if I get a cancellation. I can do other things that 

are just as important, things that might have been pushed 

back because I was busy making phone calls. 

Patients can manage their accounts 
with RevenueWell
Patients call us every day asking about their appointment 

times. If patients sign up for their account through Rev-

enueWell, they can log in and see their appointments at any 

time. They can also access their statement and make a pay-

ment. We process the payment and send them a receipt right 

away. They don’t have to call and it’s all secure. They can 

see what charges have been posted, what their insurance 

has paid and what they have paid. If they have any questions, 

they are free to call us.

Lillegard explains how RevenueWell 
integrates with Eaglesoft Practice 
Management Software 
If you put a patient’s cell phone number or email address 

into Eaglesoft, it syncs it to RevenueWell and vice-versa. 

This way, when a patient conf rms an appointment via text 

or email, it automatically shows up in the schedule. It’s easy 

that way, very manageable. You don’t have to duplicate 

work, so it saves time.

The way that RevenueWell and Eaglesoft work together 

helps make the f ow from the back of  ce to the front of  ce 

seamless. It just streamlines communication and makes our 

practice run ef  ciently and smooth. It’s easy for the patients 

and it’s easy for us. 

To watch a video about how the team at 

Rock Run Dental incorporates products 

from Patterson Dental, including 

RevenueWell, Eaglesoft and CAESY, into 

their practice visit http://bit.ly/GLfmTs

I USE THAT: 
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Call 800.294.8504 or visit eaglesoft.net today.
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eaglesofT 17
eaglesofT 17

With more services, better support and the guidance of the 

industry’s technology leader, Eaglesoft makes an instant impact on 

your practice. Now, Eaglesoft 17 makes you even more powerful.

IF “GOOD ENOUGH” SIMPLY ISN’T GOOD ENOUGH, 

LOOK NO FURTHER THAN EAGLESOFT.

   •  Customizable medical history

   •  3D imaging

   •  CareCredit integration

   •  Patterson Auto Update (PAU)

   •  Eaglesoft news feed

Interested?  Circle Product Card No. 37
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Activate the Magazine

Company Name Page No. Product Card 
URL  Circle No.

Bien-Air USA 14 12 
bienair.com 

Bio-Pure Products Inc. 47 43 
biopureproducts.com

Bisco Inc. 26 29 
bisco.com

Carestream Dental LLC 9 9 
carestreamdental.com

Dentca 53 47 
dentca.com

Dentimax 55 49 
dentimax.com

DENTSPLY Caulk 23 27 
tphspectra.com 

DENTSPLY Caulk 43 41 
aquasilultracordless.com

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

try, the team at Dental Products Report wants to 

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

mation you need about new products.

Here, you’ll fnd the reader service card with 

numbers that correspond to advertisements. 

Throughout the issue, you’ll also fnd numers 

with each of the products that appear as editorial 

in this issue of DPR.

You’ll also fnd opportunities to go directly to 

landing pages that allow you to fll in your informa-

tion in order to receive new product materials, QR 

tags that get you there directly from your phone, 

and in some cases, text (or SMS) codes that provide 

yet another way to get the information you want.

We don’t expect you to use every method. We 

just want to make it easy for you to get what you’re 

looking for — on your terms.

You Can:

 Fill out the Product Card

 Go Online or Scan

 Text

Result: New product 
information sent directly  
to you!

LeadGen Circle No. 74

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

LeadGen Circle RS No. 70

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

LeadGen Circle RS No. 72

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

LeadGen Circle RS No. 73

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

LeadGen Circle RS No. 37

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

LeadGen Circle RS No. 75

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

LeadGen Circle RS No. 71

Text “3MESPE” to 90947  •  www.3MESPE.com
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Company Name Page No. Product Card
URL  Circle No.

Company Name Page No. Product Card
URL  Circle No.

DENTSPLY Midwest 30 30 
professional.dentsply.com

DENTSPLY Professional 5 6 
professional.dentsply.com

DMG America 17 18 
dmg-america.com

Exacta Dental Products 33 35 
exactadental.com

Fairfax Dental Inc. 25 31 
stabident.com

Glidewell Dental Laboratories 35 32 
glidewelldental.com

Great Lakes Orthodontics  6 7 
greatlakesortho.com

Henry Schein Inc. CV2 1 
henryscheindental.com

KaVo America  61  
kavousa.com

Keller Laboratories 44 42 
kellerlab.com

Kerr Corp./Div. of Sybron Dental 32 34 
kerrdental.com

Kerr Corp./Div. of Sybron Dental 49 45 
kerrdental.com

KOMET USA CV4 50 
kometusa.com

KOMET USA 28A-D  
kometusa.com

Patterson Dental 21 25 
pattersondental.com

Patterson Dental 71 37 
pattersondental.com

Patterson Dental 20A-Z  
pattersondental.com

Pentron  CV3 54 
pentron.com

Premier Dental Products 31 33 
premusa.com

Progressive Orthodontics 19 23 
posortho.com

Ritter Dental USA 18 22 
ritterdentalusa.com

Safari Dental 40 40 
safaridental.com

SDI Inc. 7 8 
sdi.com

Sultan Healthcare 11 11 
durashieldcv.com

Sunstar Americas Inc. 10 10 
gumbrand.com

ZEST Anchors Inc. 13 28 
zestanchors.com
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F I N A N C I A L  S E R V I C E SE Q U I P M E N T  F O R  S A L E

D E N T A L  S U P P L I E S

Our award winning team
looks forward to helping you 

reach your ¿nancial goals.Our Team (left to right):

Walter K. Herlihy, CLU®, ChFC®, CFP®

Beacon Financial Planning, Inc. 
Of¿ces in Easton, Hyannis, Wellesley and Boston, Massachusetts

Phone: 888-230-3588 E-mail: Walter@Beacon¿nancialplanning.com

www.Beacon¿nancialplanning.com

Our Team (left to right):

Walter K. Herlihy, CLU®, ChFC®, CFP®

Medical Economics, Best Advisors 2010 - 2012

Dental Practice Report, Best Advisors 2011- 2013

Sabina T. Herlihy, Esq., Massachusetts
Super Lawyers 2007, 2010 - 2012

Robin Urciuoli, CPA, CFP®

Linda B. Gadkowski, CFP®

Medical Economics, Best Advisors 2004 - 2012

Dental Practice Report, Best Advisors 2011-2013

Michaela G. Herlihy, CFP®

Peter Deschenes, Offce Manager

Family Owned for 3 Generations

Majestic Introduces

Your patients are constantly 

looking for new ways to keep 

their teeth and gums healthy 

and clean throughout the day 

without having to resort to 

carrying a toothbrush with 

them everywhere they go. 

Proxi-Plus® is the newest 

innovation in this category. 

Proxi-Plus® is a single use, 

hygienic interdental brush 

with a bonus f osser on the 

end. Each pack has a month’s 

supply (30 brushes) and a very 

competitive price. Proxi-Plus® 

is available now. Please let 

your patients know!

The Best Solution Is The Best Advice

®

For more information, call 1-800-238-0220 

or visit our website at www.majesticdrug.comFamily Owned for 3 Generations

 

When a patient loses a f lling or 

has a cap come of  and can’t get 

in to see you immediately, there 

is Dentemp® OS. The #1 selling 

o-t-c Temporary Dental Cement, 

Dentemp® OS will help your 

patients until you can treat them.

For over 30 years Dentemp® 

has been helping dentists help 

their patients. Dentemp® OS 

is available at drug counters 

everywhere. Please let 

your patients know!

The Best Solution Is The Best Advice

For more information, call 1-800-238-0220 

or visit our website at www.majesticdrug.com

for Loose Caps or Lost Fillings!

®

 

www.superiordds.com

407-347-5992

Quality New and Refurbished  

Dental Equipment

IN STOCK 

In Our Showroom

Adec - Beaverstate - Buffalo - DCI

Dental-Ez - Royal - Tuttnauer

Flight - MyRay - Air Techniques

Handler - Pelton & Crane - Belmont

Forest - Custom Cabinets - Marus

Complete Operatory Packages

   New EZ10

SearchSUPERIOR_DDS

PRODUCTS + SERVICES SHOWCASE Go to:   dentalproductsreport.com/Products
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Search for the company name you see in each of the ads in this section for FREE INFORMATION!

F I N A N C I A L  S E R V I C E S

F I N A N C I A L  S E R V I C E S

WHOLESALE RATES
INTERCHANGE % RATES 

AS LOW AS

866-481-4604
ENROLL NOW - CALL A SPECIALIST TODAY!

www.nynab.com

.05%
*

• FREE Placement, Credit Card Terminal

 Wireless/Land Line / High Speed / Dial-Up

• Easy Setup - Quick Approval

• Integrate with your current POS

• Free Paper**

• No set-up fee

• Check Services Available

• Early Termination Fee 

 with your current processor?  

 NAB will reimburse your business up to $295**

FREE
WIRELESS 

TERMINAL

®

©2014 North American Bancard - All Rights Reserved. North American Bancard, LLC is a registered ISO of Wells Fargo Bank, N.A., Walnut Creek, CA. American Express 

may require separate approval. * Durbin regulated Check Card percentage rate.  A per transaction fee will also apply.  **Some restrictions apply. 

IMPORTANT NEWS!
New regulatory requirements are coming soon...the best FREE EMV-ready device is already here.  

FREE
EMV-READY

TERMINAL

PROCESS CREDIT CARDS

WITH YOUR SMARTPHONE 

Unlike traditional lenders, BHG provides quick and efŵcient ŵnancing exclusively 

to healthcare professionals. Our loan programs and funding process are designed 

around your needs and challenges, allowing you to get the capital you need and back 

to what matters most. Experience the difference of a lender focused exclusively 
on the financing needs of healthcare professionals.

Hassle-free financing in as few as 5 days from BHG.

Call 877.688.1819 or visit www.bhg-inc.com/DPR13  

for a no-cost, no-obligation loan proposal in 24 hours.

Loan amounts up to $200,000  •  Will not appear on personal credit  •  No hard collateral required  •  Flexible use of funds

You don’t have to wait 
for your capital.

PRODUCTS + SERVICES SHOWCASEGo to:   dentalproductsreport.com/Products
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L A B O R A T O R Y  S E R V I C E S T U R B I N E  R E P L A C E M E N T S

P R O F E S S I O N A L  S E R V I C E S

24

 95

Pro
mo Code # A

SO12

SearchDENTEX

Searchidentalloy

Wonder what 

these are?

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

Go to 

dentalproductsreport.com/products 

and enter names of companies with 

products and services you need.

SearchC O M P A N Y 

PRODUCTS + SERVICES SHOWCASE Go to:   dentalproductsreport.com/Products

ES369654_dpr0114_058_CL.pgs  12.21.2013  03:42    ADV  blackyellowmagentacyan



January 2014 |  DENTALPRODUCTSREPORT.COM 59

MARKETPLACE
For more products & services information go to marketplace.dentalproductsreport.com

PRODUCTS & SERVICES

CROWNS

EQUIPMENT FOR SALE

DIGITAL IMAGING

EQUIPMENT FOR SALE

FINANCIAL SERVICES

HANDPIECES

LAB/OPERATORY PRODUCTS

INFECTION CONTROL

HANDPIECES

Asepto Systems
Products for Infection Control

Asepto-Sol
Impression/Gypsum Disinfectant

Safe-Seal 
Lab Transport Bags

Odo-Gard
Deodorizer/Cleaner

57 Ozone Avenue, Venice, CA 90291

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

E-mail: asepto@verizon.net

Internet URL Address: 

http://www.aseptosystems-dc.com

CONTACT DEALER

FREE SHIPPING FOR ORDERS OF $150 & UP

www.diamodent.com

1. Request FREE Postpaid
Shipping Box & Send Items
1. Request FREE Postpaid
Shipping Box & Send Items

3. You Get CA$H!3. You Get CA$H!

2. Approve Our Offer2. Approve Our Offer

Click or Call Today!

• More Approvals (A, B & C Credit)

• Quick Decisions

• Low Monthly Payments

• Fast Funding To Your Practice

Patient Financing Made Easy

www.helpcard.com • 877-834-0550

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

Manufacturer of Professional Dental cabinetry since 1958Manufacturer of Professional Dental cabinetry since 1958

Manufacturing 
coMpany, inc.

Assistant’s Support
Console

Assistant’s Treatment Console Island Technology Console

SaVE!

order 

factory Direct &

SaVE!

Operator’s Technology
Console

ADVERTISE TODAY!
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PRODUCTS & SERVICES

INFECTION CONTROL

TECHNOLOGY

LAB SERVICES

MISCELLANEOUS

PROFESSIONAL SERVICES

Is America’s Best Full-Service

Lab in Macon, Georgia?

“Awesome work at the best prices I’ve found.”
Ñ R.A. Lane, DDS

All restorations are proudly made in the USA

For more info, call David Wheeless, owner

Perry Dental Services

1-800-216-6065

Logo Licensing | Reprints | Eprints | Plaques

Content Licensing for Every Marketing Strategy

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

Leverage branded content from Dental Products Report to create a more powerful and sophisticated statement about your 

product, service, or company in your next marketing campaign. Contact Wright’s Media to find out more about how we 

can customize your acknowledgements and recognitions to enhance your marketing strategies.

Marketing solutions fit for:
Outdoor • Direct Mail • Print Advertising • Tradeshow/POP Displays • Social Media • Radio & Television

Repeating an ad  

ENSURES 

it will be seen  

and remembered!

Call Linda Barrier for

advertising information at

800.225.4569 x2701
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Candy Ross, Director of Industry and Professional Relations for KaVo Kerr Group, NA Equipment, is honored for exemplary 

service with both the American Dental Association’s Steven W. Kess Give Kids a Smile Corporate Volunteer Award and the 

American Board of Forensic Odontology’s Haskell Pitluck Award. 

CONGRATULATIONS, CANDY, ON BEHALF OF THE KAVO KERR GROUP AND ITS PORTFOLIO OF AWARD WINNING BRANDS!

Inspiring best practices

Congratulations Candy
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patient

perspective 1 An opportunity for patients to share ThEiR ThOUghTS 
on the latest technology and materials. 

SUE wALLiTNER
San Jose, Calif.

patient of dr. gerald 

bittner, Jr.

Sue Wallitner describes herself 

as a nervous patient. 

She doesn’t want to be in the 

chair any longer than she has 

to, and she certainly doesn’t 

want to think about any pain 

associated with treatment 

she might need. That’s why 

she loves going to Dr. Gerald 

Bittner, Jr.’s  practice in San 

Jose, Calif. From digital x-rays 

to lasers, his ofce is equipped 

with the latest technology, 

something Sue has appreciated 

over the last 10 years she’s been 

a patient. 

About 9 months ago, Dr. 

Bittner introduced Sue to 

a not her new technolog y, 

DEXIS go. DEXIS go is a 

companion app to the DEXIS®

Imaging Suite software and was 

designed to provide a visual 

experience that takes patient 

education to a new level—all 

on an iPad.

“I l ike to be able to see 

things. I like to have all the 

information,” Sue said. “If I 

need something done I want to 

know exactly what’s going on. 

I like looking at the x-rays and 

photos and the details. I like to 

How deXiS go 

helps this patient 

better understand 

what’s happening 

in her mouth, 

making her more 

comfortable while 

at the dentist. 

by r e n e e  k n i g h t

know so I can prepare myself 

for what needs to be done.” 

Sue bought an iPad for per-

sonal use about a year ago, so 

when Dr. Bittner f irst intro-

duced her to DEXIS go she 

was comfortable right away. 

She was also impressed with 

the technology and loved the 

fact she was able to hold the 

iPad and really see the images 

and radiographs up close. She’s 

easily able to look at the images 

and ask her doctor any ques-

tions she has. Having every-

thing right there really does 

make it easier for Dr. Bittner 

to explain what he sees in the 

photos and radiographs, and 

for her to understand her treat-

ment options. 

“He used to have a TV in 

the operatory, but I think it’s 

easier to have an iPad right in 

your hand,” Sue said. “I think 

having something people can 

hold onto makes a huge dif-

ference. I know I can see my 

x-rays and photos. It’s nice to 

have it right there as the doc-

tor explains what’s going on.”

Sue hasn’t needed much 

dental work, but she does 

have an area of recession that 

her dentist wants to monitor, 

she said. She isn’t ready to go 

forward with treatment just 

yet, but said she is consider-

ing doing something to cover 

it up at some point down the 

road. With DEXIS go, she’ll be 

able to look at photos that show 

the recession’s progression at 

each visit, and that will help her 

decide if and when she wants 

to go forward with treatment. 

DEXiS

DEXiS go®

deXiS go is described as a sleek, engaging 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 Àndings and treatment 

recommendations. it functions as an imaging hub and displays all 

images within a patient record: intra- and extraoral radiographs as 

well as intra- and extraoral photographs. 

888-883-3947  • dexis.com, dexisgo.com

CIRCLE: RS NO. 48

patient education 
with a more 

personal touch

To Sue, it’s important that 

her dentist has the most up-

to-date technology. She wants 

to know exactly what’s going 

on in her mouth and what her 

options are to fx any issues that 

might come up. She may not 

like going to the dentist, but 

she’s a lot more comfortable 

when she knows exactly what 

to expect and can understand 

the importance of any recom-

mended treatment. DEXIS go 

ofers that, and is just another 

reason for her to stay with Dr. 

Bittner.   
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™

We’re not big fans of redos.

Redos are not really our thing.

We don’t believe in redos.

Let’s face it. When you find yourself having to retake impressions, it’s time to make a change. Because 

consistently taking accurate impressions on the first try saves both time and money. Not to mention, 

it goes over well with patients. Correct Plus™ Impression Material is designed to provide highly 

accurate and detailed impressions every time you use it. Finally, an all-in-one, ideal combination of 

accuracy, proven performance, and affordability.

Check out our complete line of restorative products at Pentron.com or call 855-687-0950 to speak with 

a Sales Representative and help us make your next procedure the best one yet.
Correct Plus

®

Impression Material 

Interested?  Circle Product Card No. 54
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F360™  
Undeniably Simple.

The innovative Komet F360 system is revolutionizing modern 

endodontics with a simple two-file approach to root-canal prepa-

ration. F360 pre-sterilized, single-patient files feature a unique 

Double-S™ design to ensure outstanding cutting efficiency and 

debris removal. 

The thin-core, highly flexible files perfectly adapt to root-canal 

morphology and operate in rotary mode to full working length. 

F360: Bringing renowned Komet innovation and expertise to 

everyday endodontics. Simply exceptional.

www.kometusa.com
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Interested?  Circle Product Card No. 50
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