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FIND OUT ABOUT

Moreonp.4...

Check out this month’s cover story on how today’s software options can
help you and your customers.

IMPRESSIVE VILLING

An inside look at Zubler USA's Vario DC5 wet and dry mill. — LR - £5

ESTHETICS VIADE SIVIPLE

GC America’s GC Initial Porcelain helped one patient take back his youth.

WHAT'S YOUR SEO STRATEGY?

SEO and Social Media are complementary Internet marketing tools that can
help grow your business. Here's how to make them work for your lab. )

A SINTERING
WORKHORSE
The EOSINT M 270
direct metal laser-
sintering system
from EOS of North

America creates up

Only @ dlpmagazme com to 450 dental units

Hot How-Tos |

Can’t get enough of our Step-by-Step articles? Check out
our new e-newsletter to get your fix.

Shn Multilink” Automix

More on p.4...

More on p.4...




IVOCLAR VIVADENT GROUP
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Call us toll free at 1-800-533-6825 in the U.S., 1-800-263-8182 in Canada.
©2013 Ivoclar Vivadent, Inc. Ivoclar Vivadent and Programat are registered trademarks of Ivoclar Vivadent, Inc.




Programat S1

High performance furnaces

Reduce time,
not strength.

ptions for a wide variety of materials,
ding translucent full-contour Zr02

Contact your Ivoclar Vivadent Representative today to learn more.

ivoclar °.
vivadent:

passion vision innovation
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IMPLANT BLANKS

Fl Larger blank sizes
Zr0,abutmentblanks are now available
with increased height and diameter for
CARES 8.0 and CARES 6.2 for Windows
customers. The company has also low-
ered the emergence level for bone level
implant blanks to enhance design flex-
ibility. Software updates are available to
customers using CARES 8.0 and 6.2 for
Windows.

Straumann

800-448-8168 | straumann.us
CIRCLE RS NO. 2

CEMENTS

I Upgraded adhesive
cement
Designed for adhesive cementation tech-
niques, the next generation Multilink
Automix System offers an enhanced
adhesive formula that allows for simpler
clean-up of excess material using a quar-
ter light-curing technique. Building off
the system’s ability to deliver high bond
strength, Multilink Automix reportedly
offers a 99 percent adhesive survival rate
innine studies examining more than 291
restorations. Additional features include
anew shade, try-in pastes and room tem-
perature storage. The cement is recom-
mended for IPS e.max users.
Ivoclar Vivadent Inc.
800-533-6825 | ivoclarvivadent.com
CIRCLE RS NO. 3
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COVER PRODUCTS are chosen because of their
innovation or perceived impact on
productivity and bench artistry.

BONDING SYSTEMS

Porcelain and resin
bonding system
Specifically designed to repair ceramic,
porcelain, acrylic and C&B materials,
Ceraresin'Bond is said to reliably bond
various restorative materials, including
Ceramage’ light-cured laboratory com-
posite or Beautifil® Flow Plus light-cured
resin composite. The material is said to
be moisture and thermal strain resistant
for a long lasting, durable bond. Kits of
Ceraresin Bond also boast a three-year
shelflife.
Shofu Dental Corp.
800-827-4638 | shofu.com
CIRCLE RS NO. 4

SINTERING

Il Anew laser
sintering system

Unlike traditional casting processes,
which produce about 20 dental frames
per day, the EOSINT M 270 direct metal
laser-sintering (DMLS) system creates
up to 450 dental units per day using CAD
data. The EOSINT M 270 system also
makes removable partial dentures that
are stronger than a conventional model
cast and have a lower clamp-breakage
risk. Additionally, the increased level of
detail allows for the reproduction of pit-
ted structures, plus the finished products
meetrelevant EN 1641 and EN ISO 22674
standards.

EOS of North America Inc.
248-306-0143 | eos.info

CIRCLE RS NO. 5

eW
products

A new dental lab app, a
bridge solution, a controlled
price alloy and more.

BALANCES

Precise balancing

The Alliance/OHAUS" Pioneer Series
Analytical™ Balance from Alliance Scale
Inc. can be adjusted to compensate for
vibrations and features an easy-to-clean
draftshield.

Page 14

BRIDGES

A new bridge solution

The new AurumTek Multiple Implant
Solution (A.M.L.S.™) bridge from Aurum

Ceramic is getting a lot of attention.

Page 12

SOFTWARE

Page 12

NOBEL ALLOYS

add-ons and improvements to their
OEM-branded software.

Updated CAD Software

exocad GmbH recently unveiled

Controlled price nobel alloy

ramic alloy.

Page 14

trolled price nobel alloy
from Ivoclar Vivadent, is a

cobalt-chrome-based ce-

Callisto® CPG, a new con-
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Imagine the

esthetics of a layered restoration
from all-zirconia.

¢ The patented shading system enables highly esthetic all-zirconia or
traditionally layered restorations.

o Excellent color match to the VITA® Classical Shade Guide and
VITA SYSTEM 3D-MASTER® Shades.

¢ High strength allows tooth-preserving <0.5 mm minimum wall thickness—
requiring 3X less occlusal preparation than lithium disilicate glass ceramic
because of its 3X greater strength.?

Lava Plus zirconia is the beautifully durable material of choice.

Interested? Circle Product Card No. 6

Available from Jensen Dental

at 800-243-2000

Visit Jensen Dental at
www.jensendental.com

High Translucency Zirconia

3M ESPE
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PRODUCTS IN APPLICATION
Bench Mastery

24 One color porcelain with esthetics
Luke Kahng, CDT, on how to incorporate new strategies to create
the most esthetically pleasing restorations.

mpin
el

20 Low cost, high value
Benchtop Editor Tom Zaleske outlines how Wondergloss and
Wonderadmix can provide terrific value for your lab.

28 A simple choice for complicated esthetics
How GC America’s Initial Porcelain and a team effort from the
dentist and lab helped one patient achieve the youthful look he How to take adva ntage of the
desired. laboratory tech boom.

Robert Elsenpeter, Contributing Writer

NEWS, MANAGEMENT, EDUCATION

COmpetitive Edge CUTTING-EDGE TECHNOLOGY
Tech Corner

32 Sintering faster and cheaper
3 0 How to end well Ivoclar Vivadent's efficient a.nd cost effective Programat S1
furnace features new, versatile software.

16 Simple system with high profit reliability
AnInside Look at the VARIO DC5 wet and dry mill from Zubler USA.

In this month’s Survive and Thrive column, Carol Pilmer outlines

the importance of an exit strategy no matter where you are in

your career IN EVERY ISSUE
. - 08 The List

31 seoand social Media

Naomi Cooper on what these complementary online marketing 10 From the Editor

strategies can do for your lab. 12 Product Watch

38 10 Questions

dl m a ’“IZI ne Com MOST PRODUCTS. BEST SEARCH. Find thousands of products
C n and all of the following Web-exclusive content on our website.

Are you a technique geek? Follow us on Twittr:

twitter.com/diplive
If you can’t get enough of our Step-by-Step articles you won’t want to miss And also on Facebook:

our new e-newsetter dedicated to bringing you tips and tricks for the best lab facebook.com/
techniques we can find. dentallabproducts

What we loved at Lab Day West

Miss this month'’s big meeting? No worries. DLP Managing Editor Ryan Hamm
was there, and has put together all the latest updates and product news from
the show.

3 most-read articles online

01 carestream Dental debuts CS
Solutions for CAD/CAM

restorations at IDS .
by DLP Editorial Team E 3 mOSt'Vlewed pr OdllCtS

CLICKS 02 vLarry Bodony explains the ease of 01 ceramill Motion 2 milling unit

AND N exocad® CAD systems [VIDEO] Amann Girrbach
What lab owners and technicians by DLP Editorial Team 02 exocad CAD Systems
{S were searching for and savoring in (3 Amann Girrbach looks to continue exocad y

March @ dipmagazine.com meeting, surpassing lab demands
in2013 03 callisto® CPG
by DLP Editorial Team Ivoclar Vivadent
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3shapel

3Shape Dental System™
The professional CAD/CAM system for dental labs

Dental System™ offers solutions for labs of any size and business model. The included 3Shape
LABcare™ package gives users unlimited upgrades, plus access to online support, and expert

4 x50 MP Cameras

RealColor

D900 Scanner with RealColor™ technology

Four high-res 5BMP cameras provide extraordinary
speed and highly accurate color scanning. Capture
all textures and colors such as color markings on
the model. The perfect scanner for high volume
productive-orientated labs.

Implant Bar & Bridges and more

Get a precise and productive tool for designing
sophisticated implant bars and bridges for both
removable and fixed prosthesis.Enjoy also Den-
tures, New Abutment Designer™, Post & Core,
Orthodontic appliances and much more.

TRIOS® Inbox & 3Shape Communicate™

Dental System™ includes free connectivity to TRI-
0S® systems in dental clinics so labs can receive
impression scans directly. Smart communication
tools enhance cooperation with the dentist.

Stay up to date with the latest news,
product announcements, special offers,

articles, and more
Sign up for our newsletter — Digital Trends

Scan the QR code to register.

Interested? Circle Product Card No. 7
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QUICK BITES FOR PERSONAL DEVELOPMENT

Denture Prescriptions are
Tru ly a S n APP ::“):I'L‘I\;IAOBI\EZ TOP 5 REASONS TO REVISIT

Top 5
TRENDS IN THE
METALS MARKET>>

Lower precious metal prices mean
greater flexibility

When gold continued to climb in value, it priced many
labs out of precious metal. But now that precious
metal prices are stabilizing (and, in some cases, falling),
precious metal alloys might be increasingly a more
accessible option for patients and for labs of all sizes.

Outsourcing
“A major positive trend for the metals industry is the

availability for laboratories to digitally outsource all metal
substructures to a centralized manufacturing center,” said
Anton Woolf, CEO of Argen Corporation, a major producer
of metal alloys. “We feel there will be a trend back

toward precious metals because they can get them more
economically and efficiently.”

a digital workflow

Like most current lab work, digital workflow is changing
the landscape of the metals market. There is a major
trend developing metal substructures through a digital

. Introducing DENTSPLY TruRx® Mobile APP worfow, meann e etortonscnpen e

Flat-priced noble solutions
"

m Developing metal substructures through

Did you know that the number of Americans age 65+ is
expected to more than double by year 2050?, fueling a

Considering the volatile nature of the precious metals
market, many labs are looking for a more stable

steady U.S. denture business for years to come! Use the i : ] recourse. Some laboratories have begun to use flat-

new, FREE, DENTSPLY TruRx mobile app for iPad® and P priced noble solutions, like Argen’s NobleBond.

iPhones® or Android™" devices to gain greater denture . x

prescription detail from clinicians, more precisely manage e, m Digital Captek

your IPN® and TruExpression™ tooth inventories, and grow = If technology has changed the general lab landscape,

your denture business! - # Captek technology is no different. Many laboratories
are using digital Captek solutions, which allow them

b Smarter® . get Captek restorations through the digital workflow. @
Call 1.800.786.0085 or visit Trends 2-5 contain information provided by Argen Corporation.

prosthetics.dentsply.com
to learn how to receive & E ®
. . TruRx denture prescriptions. NSPL U
http://goo.gl/roVSW DIGITAL DENTURE PRESCRIPTION

*iPhone and iPad are trademarks of Apple Inc.
**Android is a trademark of Google Inc.
1 United States. Census Bureau. Population Estimates and Projections, 2010. Web.

PHOTO: JO UNRUH /GETTY IMAGES

Interested? Circle Product Card No. 8
prosthetics.dentsply.com | 1-800-786-0085 | Askyour dealer for details ©2013 DENTSPLY International, Inc. Al rights reserved. 8 dentallabproducts May 2013 dipmagazine.com
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Activate the Magazine

As the go-to productresource for the dental
lab industry, the team at Dental Lab Products
wants to make it as easy as possible for you
to get the information you need about new
products.

Startingwith the February2013 issue, you'll
find thereaderservice card withnumbers that
correspond to advertisements. In this issue
you'llfind numbers with each of the products
thatappear as editorial in this issue of DLP.

You'll also find opportunities to go directly
tolanding pages thatallow you to fill in your
information toreceive newproductmaterials,
QR tags that get you there directly from your
phone, and in some cases, text (or SMS) codes
that provide yet another way to get the infor-
mation youwant.

We don’t expectyou to use every method.
Wejustwanttomakeiteasyforyouto getwhat
you're looking for—on your terms.

You Can:
® Click
® Scan
e Call

Result:

New product information
sentdirectly toyou!

3MESPE 5 6 E E Kerr Corp./Div. of Sybron Dental Cv4 30
3mespe.com kerrlab.com
. JShapeA/S Mc Dental Articulators 25 26
- 3shape.com 7 7 mcdentalarticulators.com
E E Astron Dental Corp. Primotec 23 25
. astrondental.com Cv3 29 primotecusa.com
[=]5=3
DENTSPLY Prosthetics 8 8 Reliable Corporation 17 22
prosthetics.dentsply.com reliablecorporation.com
GC AmericaInc. 11 10 [w] Roland DGA Corp. 10 9
gcamerica.com o rolanddga.com
Hoover And Strong 17 23 Stratasys 13 15
hooverandstrong.com/refining stratasys.com
Ivoclar Vivadent Inc. E Whip Mix Corp. 21 24
ivoclarvivadent.com CV2-03,15 1,20 whipmix.com

dipmagazine.com
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RYAN HAMM
rhamm@advanstar.com

Mission Statement
Dental Lab Products provides
dental laboratory owners and
managers with unbiased, clear
and concise insights into optimal
uses and best applications

of new products. Integrating
original research, continuing
education, and international
industry trends, we support
laboratory decision-makers in
their commitment to deliver
optimum patient care through
advancing their proficiency,
productivity and profitability.

A new

beginning

You're notimaginingthings.
Thereis, indeed, anewface to the left. My
name is Ryan Hamm, and I'm excited to
be the new managing editor of Dental Lab
Products! Under the terrific editorial lead-
ership of Thais Carter, it’s an honor to join
a team of so many creative and forward-
thinking people.

AsI'vestarted tolearn more and more
aboutthe dentallab industry, I've discov-
ered twoimportant things. First: Dentallab
workers arereallynice! Everyone hasbeen
verywelcoming and understandingwhen
Iexplain mybackgroundisinjournalism,
not lab work, and that I'm there to learn.
Second: I am amazed atwhat each of you

does.Irecently got the opportunityto tour

Keating Dental Arts, and was floored at the
amountofknowledge and artistry thatgoes
into lab work, no matter the size of the lab
or thenumber of employees. Whatyou do,
and the tools you use to do it, are remark-
able, even to someone who's stilllearning.

As part of that education, I'd love to
hearyour thoughts. Whatare the products
thatyouwantto read aboutin DLP? What
products have you the most excited? What
products doyou feellike youwanttolearn
how to use, but you just haven’t had the
time or the money? Email me any time at
rhamm@advanstar.comandI'lldomybest
tosee howwe canbest serve you and your
lab in the future. [ET]

HOW CAN WE

SErve
you?

Advanstar Dental Media offers many services that can help
you build your business, find qualified employees, or sell

your services.

Subscriptions

Are youmoving? Do you
have a question about your
subscription?

U.S. and Canadian
subscribers call
888-527-7008

All others call
218-740-6477

New Products

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

Call Mike Quirk at
440-891-2725 or email
mquirk@advanstar.com

Online

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

Log onto
dipmagazine.com

List Services
Thinking about a direct
mail campaign to target

dentists or labs based on
specific demographics?

Call Carissa Simmerman
at 800-225-4569 ext. 2655
or email csimmerman@
advanstar.com

Custom Reprints
Need reprints of an article?
877-652-5295 ext. 121

or email
bkolb@wrightsmedia.
com

communicate

with us

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

Call Thais Carter at
773-847-6459 or e-mail
tcarter@advanstar.com

“Our DWX-50 not

only saves money,

it makes money.”

“By eliminating outsourcing costs, we've been able to
save thousands of dollars each month. Having the
DWX-50 puts us on a whole new playing fie ;
compete with the big labs, offering fas

production at reasonable prices.”

Bob luli
Adi

To learn more, and see a video of the
DWX-50 in action, visit www.rolanddga.com/dwx50

Imagine. L]

Roland’

CERTIFIED ISO 9001: 2008

Interested? Circle Product Card No. 9
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“As the laboratory industry continues to change,
- GC America keeps up with innovative new materials, especially with

the GC Initial ceramic line. GC Initial is easier to use and ensures

our restorations have the highest aesthetics in the industry. | highly

recommend that all of my colleagues use GC Initial.”
- Luke S. Kahng, CDT

TOUCHofGENILS

A true integrated system, the GC Initial Family is perfect for
everyone from boutique labs to production labs. GC Initial
offers you the highest in quality and aesthetics, no matter

the substructure.

* Simplifies the build-up procedure

e Easy to handle and extremely stable

* Contributes to durable, life-like aesthetic restorations

) * Six ceramics in one system; works for all substructures

Restorations fabricated by Luke S. Kahng, CODT - www.lsk121.com

REACHING NEW HEIGHTS IN DENTAL AESTHETICS

y 4 rCl y 4
y 4 y 4 Y 4
Interested? Circle Product Card No. 10




A bridge solution

The AurumTek Multiple Implant Solution (A.M.L.S.”) Bridge offers

a custom, precision-milled zirconia, chrome cobalt or full metal un-
derstructure. Itis described as the optimal answer for screw-retained
solutions up to 12 units. Said to be compatible with a wide range of
implant platforms, A.M.1.S. bridges also come with the required abut-

ments, plus the related components and screws.

800-661-1169
aurumgroup.com

CIRCLE RS NO. 11
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Zirconium abutments

Composed of pure zirconium on a titanium adaptor that engages the
implant, HI-TEC Implants Hybrid Zirconium Abutments are used
for creating direct crowns by bonding porcelain or as an abutment
for cemented restorations. They are said to be fracture free and the
implant does not experience wear near the zirconium. Additionally,
the economical adaptors fit most well-known implant systems, in-

cluding internal hex, tri-lobe, and morse taper and hexagon.

800-452-0582 | hitec-implants.com
CIRCLE RS NO. 12

New shade options

The improved zerion® shades are said to be slightly brighter and more
translucent than those previously available. Requiring no additional
action, the new shades simply replace the existing zerion shades and
are available to customers using the CARES® Visual platforms from
5.10 to the new System 8.0. Additionally, the new zerion crowns and
bridges do notrequire a change in processing procedures or additional

software updates.

800-448-8168 | straumann.us
CIRCLE RS NO. 13

Updated CAD software

exocad GmbH recently unveiled add-ons and improvements to the
OEM-branded software. The new add-on modules offer several benefits,
including fully integrated 3D implant planning, rapid temporary crown
and bridge creation capabilities, as well as the ability to create physical
models from digital scans and full digital design of dentures. A new
user-friendly interface provides secure communication with exocad
GmbH’s dentalshare’ service, plus tablet PC and multi-touch support.
The enhanced software offers a 3D PDF generator that allows users to

send interactive 3D previews at any time during the design process.

855-EXO-ACAD | exocad.com
CIRCLE RS NO. 14
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The Secret to Dental Lab Survival
in the Next Decade?

Go Digital.

"' Stratasys

HHHH

L)
A =

S v Stratasys

FOR A 3D WORLD™

EDSN260V

For a dental lab to survive in today’s market
you need to expand your reach. Win new
customers. Open fresh markets.

In short - you need to go digital!

3D printing helps you better plan and
execute your digital dental workflow so your
clients will immediately notice the difference
in quality and turnaround.

Objet 3D Printers from Stratasys are leading
the digital dental revolution and can be found
in many of the world’s leading dental labs,
including Glidewell, Albensi, ClearCorrect
and ClearStep. So why let it wait?

Contact Stratasys to find out why now is
the right time to move to digital dental
production with Objet 3D Printers.

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

dental business today.

www.stratasysdental.com - dental@stratasys.com

Interested? Circle Product Card No. 15
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Versatile balance
Alliance/OHAUS’ Pioneer Series
Analytical™ Balance can be ad-
justed to compensate for vibrations
and other disturbances that occur
in everyday settings and features
an easy-to-clean draftshield. An
up-front level indicator lets users
quickly ensure the balance is level
before each use. The analytical bal-
ance also has user-selectable span
calibration points, communica-
tions settings and printing options.
Alliance Scale Inc.

800-343-6802
alliancescale.com

CIRCLE RS NO. 16

Dental lab app

The D&S Dental Lab app is now avail-
able for free download on both the
iTunes App Store and Google Play for
Android. The application makes D&S
information and services readily avail-
able. The home page offers eight op-
tions to begin exploring. Clients may at-
tach photographs, choose a convenient
date for the case to be returned and
receive ready-to-use shipping labels.
The Crown Selector functions by pos-
ing a series of questions to immediately
prescribe the appropriate all-ceramic
restorative indication.

D&S Dental Laboratory Inc.
800-236-3859 | dnsdental.com

CIRCLE RS NO. 17

| A safe, effective
S disinfectant
) Described as a new, germ-killing
- solution that’s also cost-effective
O R AN e i‘\_ d and environmentally responsible,

Steriplex” SD is the first non-toxic

STERIPLEX
=7

and non-corrosive C. diff sporicide,
tuberculocide, bactericide, viru-
cide and fungicide. Additionally,
the disinfectant’s real-time prod-
uct activation ensures high efficacy,
while greatly reduced HAIs lower

2 B Cmarar st Dt

patient and practitioner chemical

s STERIPLEX N .. ?:ﬁ_.';.‘iﬂi

exposure. Reportedly, workers can
apply the solution without the use
of a mask, plus it eliminates equip-

ment and surface damage.
Southland Distribution &

Sales
800-880-0240
sdssouthland.com

CIRCLE RS NO. 18

Controlled price nobel alloy

Callisto’ CPG controlled price nobel alloy is a cobalt-chrome-based ceramic
alloy containing palladium and gold that demonstrates excellent physical
properties. With high strength values, it is well suited for layering and press
techniques. It can be used for onlays, crowns, 3/4 crowns, ceramic crowns,
short- and long-span bridges, telescope and conus crowns, root canal posts,
implantsuperstructures, partial dentures and model casting. Callisto’ CPG
is also compatible with the most popular veneering ceramics and is free of
silver, copper, nickel and beryllium.

Ivoclar Vivadent Inc.
800-533-6825 | ivoclarvivadent.com

CIRCLE RS NO. 19
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So compact, you'll just love it!

ZENOTEC mini

www.wieland-dental.com

ZENOTEC mini measures only 15.7“x16.5"x14.9"1

High-Tech does not have to be supersized. The ultra-compact ZENOTEC
mini milling system simply radiates efficiency and quality. In conjunction
with a scanner and a PC, we can condense your lab to desktop dimensions.
WIELAND makes going digital so simple, you'll just love it!

m Low-cost professional start-up

m 4-axis geometry

® Automatic tool change and measurements

m All indications — including fully contoured restorations
® Includes CAM software

Ask your Wieland Dental representative
about the Zenotec Mini today!

WIELAND

D ENTAL"

For more information call us at 203-791-8620 in the U.S., 855-670-8252 in Canada.
© 2013 Ivoclar Vivadent, Inc. Zenotec is a registered trademark of Wieland Dental. A MEMBER OF THE IVOCLAR VIVADENT GROUP
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ple system with

high process reliability

Here's an inside look at the VARIO DC5 wet and dry mill from Zubler USA.

Compiled by Ryan Hamm

Asdentallabs of all sizes are beginning to
investin their own mills—and the CAM
software that goes with it—it’s become
a crowded field of often confusing and
compelling offerings. The options have
become so extensive, with so manytypes
of mills designed for specific needs, that
it can be difficult for the average lab
owner to make a decision. Should she
buy a mill that does one thing well and
dependably? Should he buy several lower
cost machines to offer the widest range
of materials to dental customers? Should
the lab just wait for the market to settle
down and continue outsourcing milling
work to larger options? Is there any way
for an average lab owner to make such a
complicated decision?

Zubler USA hopes it has the answer
to all of those questions in the new DC5
milling machine. Zubler has designed
the DC5 specifically for dental applica-
tions, and it will aid the lab in the mill-
ing, grinding, drilling and cutting of all
current materials.

Because the milling unit and the
CAM software were developed in con-
junction with one another by the same
team, Zubler touts that the DC5 milling
machine features “perfectly defined
interfaces between the components,
high process reliability and a simple
and intuitive system.”

The DC5 features two separate cool-
ant and filtration systems specifically
designed for wet machining of metals,
or composites and lithium disilicate. The
unit also benefits from Zubler’s built in
V7000 suction unit for dry milling of
Zr02, ALo2, Wax, PMMA, Composite,

Splint Resins and any standard model
materials.

The drives of the DC5'’s five axes
are run with servo motors and ensure
simultaneous operation; the fourth axis
uses a precision gear with up to +/- 32°
swivel. To avoid vibration when mill-
ing, a high-resolution feedback encoder
sends 160,000 pulses per revolution to
exclude step losses and the high quality
ball screws allow a repeat accuracy of
up to 0.01 mm.

Additionally, although only 40-50
types of tools are needed to manufacture
all current available materials, the DC5
is equipped with a tool changer system
for up to 100 tools and a digital tool mea-

suring system.

A MACHINE BUILT TO PROVIDE
OPTIONS

Matt Barrett, owner of AXIS Dental
Milling in La Grange, Ga., said the
DC5 milling machine has become a
key part of his lab, precisely because it
offers so many options. “Iknew the DC5
was going to be an impressive mill, but
when I started using it in production it
far surpassed my expectations,” Barrett
said. “In a rapidly changing industry,
the ability to offer a variety of materials
on an open architecture platform is key.
The DC5 can mill wax, zirconia, PMMA,
titanium, CrCo and countless options
in block materials. It covers the whole
spectrum. [Additionally,] what Zubler
has been able to achieve with the size
is amazing. Basically, the DC5 has the
capabilities of alarge industrial machine

with a significantly smaller footprint.”

Kurt Zubler, owner of Zubler
Gerdtebau GmbH (Zubler USA’s parent
company), said there were three main
requests from customers thatled to the
creation of the DC5Milling Machine: fast
and precise machining; the need for a
wet and dry combination machine; and
dust control. “Customers wanted faster
results with the precision of a high end
industrial machine, and amachine that
will cut all materials available without
compromising the mechanical integrity
of the machine,” Zubler said. “With the
DC5 you can easily switch from wet to
dryin five minutes or less. [And] I think
everyone can identify with the chal-
lenge of dust control. With the custom
designed internal suction system, the
DC5is the epitome of dust control. Not to
mention the health benefits to the users
of the machine—this is accomplished by
designing the suction to be right at the
milling area, resulting in amuch cleaner

internal surface of the machine.”

A NEW OPTION FOR LAB
OWNERS

Ryan McEachern, Zubler USA’s director
of CAD/CAM services, said the feedback
from labs has been overwhelmingly posi-
tive. “There is one milling center that is
milling up to 120 units per day on their
DC5, ranging from Chrome Cobalt, to
full-contour zirconia,” he said. “The
labs have also liked the fact that our DS
CAM software will operate most of their
existing machines. The benefit of this is
that this does not require labs to have
to run multiple CAM stations for each

different machine. Each license of CAM

DEE™

_‘_‘_\\_\_\—-\

Zubler USA's VARIO DC5
wet and dry mill.

software has the ability to run four differ-
entmachines of the customer’s choice.”

One frequent concern lab owners
express about entering into the milling
and CAM market is the often high ini-
tial cost for technology that may become
obsolete after only a few years. So howis
Zubler USA working to allay those fears?
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The 5-axis mill can complete custom abutments, bars
and full arch bridge work in all materials.

“The engineers at Zubler are constantly
providing significant updates for the CAM
software and the machining efficiency of
the DC5,” Barrettsaid. “The DC5's five-axis
milling capability and industrial-grade
hardware are going to allow you to take
on any new material that comes to market,
whether it requires wet or dry milling.”
It’s clear the DC5 represents an
exciting option for lab owners looking to
explore in-house milling options. And
for Zubler, it’s gratifying to know their
machine can help lab technicians at all
levels. “A complex machine with such
ease of use makes the DC5 very impor-
tant to the dental lab industry,” Zubler
and McEachern said. “You do not need
to be an industrial machinist to operate
the DC5. With this goal in mind, Zubler

has presented a very robust and practical
machine and has given the user abilities
that most lab techs have never experi-
enced.”

Barrett echoes this sentiment. “Labo-
ratories want consistent results with fast
turnaround times,” he said. “Zubler devel-
oped the DC5 to have the hardware, speed
and ingenuity that allows me to meet my

laboratory clients’ needs.” IETJ

CALL:972-600-9187
CIRCLE: RSNO. 22
CLICK: zublerusa.com
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Pearlier
pearly whites!

THE i500B, i600B & i700B %

Smart. Professional. Reliable. Since 1955.

Choose Reliable steam!

Reliable steam cleaners use only the highest
quality stainless steel pressure vessels and electrical
components. Made in Italy, ETL approved.

1800 268 1649

N
. . [ o
www.reliablecorporation.com
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RELIABLE
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PRECIOUS METAL REFINING
FOR OVER A CENTURY

Serving the Dental and Jewelry Industries since 1912

¢+ 48-HOUR SETTLEMENTS

« FREE SHIPPING s
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ECO-FRIENDLY REFINING ")
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« UNSURPASSED CUSTOMER SERVICE
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Crowns Platinum Grindings
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Clasps Palladium Sterling Silver

CALL 1-800-759-9997

(Dial 4 for Refining)

Your First Refining Lot is FREE!
Mention code DLP4-13
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SOFTWARE SOLUTION
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It's no secret that computers are
integral to nearly every industry,
and dental labs are certainly no
exception. But computers aren’t just
used by office staff to keep track of
patient charts or payroll—they are
critical to lab functions and opera-
tions. Laboratories use specialized
computer software for everything
from case management to implant
treatment planning to CAD/CAM.
Depending onyour lab’s needs, the soft-
ware solution you select may be a one-size-
fits-all affair or it might be very specific— it
really depends on your lab, and what com-
pany you select for your software solution.
“Our software solutions are comprised
of several components including scanning,
designing, manufacturing and inspection,”
said Sheila Cullers, Dental Business Manager
atDelcam, maker of DentCAD and DentMILL.

THE

CAD/CAM

CAD/CAM software, itself, continues to grow
and evolve—and software makers only see
further advancement of the tools.

“Digital technology has evolved quite
rapidly since its early beginnings,” said Steve
Sheehan, Vice President of North American
Lab Business at Straumann, maker of the
Straumann CARES® system. “The evolution
hasresultedin better efficiencyin developing,
importing and exporting CAD/CAM designs.”

The best first step toward selecting the
right software solution is to speak with your
software system’s representative. “Whether
alab is new to CAD/CAM and looking for a
complete package, or justlooking to replace
old or obsolete software or is looking to
increase the performance of their existing
system we can help,” Cullers said.

Interoperability is a feature that may
appeal to many labs. While some labs use
heterogeneous systems from a single sup-
plier, others might find it best to use individual
pieces culled from several different vendors.

“The open CAD/CAM systems today allow

the lab owner to use tooling and material of

their choosing,” Cullers said. “In addition to
the CAD and CAM products, we also have a
library of translators, which allows our cus-
tomers toimportfiles from other systems. Our
products are modular in nature, and most
of our customers will use our products in

conjunction with those of our competitors.”

CASE MANAGEMENT

Case management is a key function from
which effective software can streamline
and remove bureaucratic headaches. “At
SafeLink, we see how software reduces
paperwork,” said Mary A. Borg, President
and Senior Compliance Advisor at SafeLink
Consulting, maker of UQ System. Solutions
like the UQ System are used to track compli-
ance, correspondence with doctors, follow-
ups and remakes.

“Ithelps [dentallabs] ensure that they're
not duplicating information and for FDA
compliance,” Borg said.

The software is animportant part ofinter-
naland external operations—which equates to
more money for thelab’sbottomline. “It canbe

used forinternal and external remakes,” Borg

| | ‘
D | g | ta by Robert Elsenpeter, Contributing Writer
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said. “Itis useful if the work doesn’t pass
internal [quality checks],or if the work
gets to the dentist and it gets sent back

because it has been made improperly.”

KEEPING IT IN THE CLOUD
Like many other software solutions,
UQ System is cloud-based. That means
the software is physically maintained
at SafeLink, and SafeLink maintains all
lab documents and files generated for the
system. Thisreduces overhead and dupli-
cation of efforts over traditional systems.

“There’s unlimited space by stor-
ing documents in the cloud,” Borgsaid.
“You don’t have binders and books lying
around everywhere.”

Cloud computing also helps labs
keep current on regulatoryissues. Safe-
Linkhas about 30 clientlabs, and when
the government makes a regulatory
change, SafeLink can send that change
to all of its subscribers and ensure each
office is aware of the changes.

“If OSHA makes a change, we make
that change and send it out to all our
labs right away,” Borg said. “With the
old system, we may see a lab once or so
ayear and talk to them about the change
then. Now, that change goes outinstantly
and we can see which labs have seen the
change and which ones need areminder
that the change has been made.”

Auditing is another area in which
cloud computing helpslabs stay produc-
tive and efficient.

“When the FDA conducts an audit,
the lab can send read-only access to the
files,” Borg said. “The FDA can read the
files before they even come to the facility,

and that’s really beneficial.”

PLENTY OF CHOICES OUT THERE

There are a variety of software solutions available to laboratory owners and
managers today.

Do your homework to determine what is the best fit for your lab and your
workflow. Lab technicians in attendance at the 2013 Chicago Midwinter Meet-
ing as well as Lab Day had plenty of opportunities to see, try out and learn a
lot about some of today’s top systems.

Zahn Dental, for instance, had a ballroom filled with a variety of its soft-
ware and technology offerings. Lecture topics included Dental Wings scanners,
the Custom Milling Center and a course titled “The Total Lab Solution” that
addressed decisions to make about positioning technology, scanners, milling
and outsourcing options.

The company’s DDX is a solution designed for the new age of digital den-
tistry. Designed to provide more effective communication, efficient digital file
management, and doctor/lab case design collaboration, it can all be integrated
into the practice management and lab-management software that you rely
on every day, or run through a standard Internet browser.

According to the Henry Schein website, you can turn your lab management
software into a Web-enabled application that will empower your accounts
and answer routine questions from the dental practice and free your staff for
more important tasks.

DDX features include:
Receive digital photos and other files attached directly to the case
Provide your doctors instant case return dates that are actually
based off your product schedule
Access account balance and payments
Access month-to-date invoices and the most recent statement
Immediately secure payment authorization
Receive pick-up requests electronically
Allow dentists to track their own courier shipments online
Customize login text to advertise new products and services

STAY CURRENT

Software is a moving target and always
changing. Consider the operating sys-
tem installed on your lab’s computers.
Ifyou still used Windows 3.0 from 1990,

s

sure, you would have saved thousands

of dollars in computer upgrades, but you y.

wouldn’t be performing nearly as effec- i

tive of ajob. The same holds true for your

fn o - ‘

mission critical software.

There's unlimited space by
storing documents in the
cloud. You don't have binders
and books lying around
everywhere.

Mary Borg, President and Senior Compliance Advisor

“We continuously develop new prod-
ucts that are designed to automate many
of the processes that you are involved
with, reducing time and improving prod- .
CAD/CAM software is
integral in developing the
precision devices needed
for such appliances as
implants with bridges.
(Photo courtesy Delcam)

uct quality, so we offer a maintenance
program,” Cullers said.

Maintenance agreements—usually
partofyour licensing agreements—are

critical to keeping your software current.

at SafeLink Consulting “With maintenance, you are enter-
ing a partnership designed to provide
increasing benefit to you with regular
20 dentallabproducts May 2013 dipmagazine.com



DENAR® SLIDEMATIC FACEBOW
& COMBI Il ARTICULATOR

Are You Taking
FACEBOW Records
For Your Anterior
Restorations?

Facebow Records Have “The Shidematic

Facebow has

N eve r B e e n s o E a sy. improved our case

success and it is so
easy to use. 2

When restoring anterior teeth, the facebow
record provides critical information for your
laboratory and can help you obtain
predictable results . . . every time!

The Slidematic Facebow is so easy to
use that most dental assistants feel
comfortable taking this vital record.

By using the Combi Il Articulator and
Slidematic Facebow, you will achieve the
desired chewing efficiencies and enhanced
esthetic results. Communication between

Shannon Pace Brinker

the dentist and laboratory is critical; the CDA, CDD
facebow record is a fundamental element of Editor in Chief,
the necessary documentation required for Contemporary Product

[ i Soluti
long-lasting, predictable results. olutions

Choose the instrumentation trusted by leading clinicians and laboratories worldwide.

Call us today at 1-800-626-5651 to find @

RESTORATIVE ORAL HEALTH

out how easy these instruments are to use. www.whipmix.com
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Delcam'’s Dental CAD/CAM Suite provides a cohesive work environment, contain-
ing everything from scanning through to modeling and machining into a single
suite. This means you can create without having to pass files between different
software packages. (Photo courtesy of Delcam)

updates and support on the software,”
Cullers said. “Users on maintenance
always have the latestrelease and so are
able to keep on top of the latest function-
ality rather than having to take time out
when large product upgrades occur.”
For instance, Straumann’s system

salesinclude annual software licensing

agreements that allow for access to the
latest updates.

“It gives customers the ability to
upgrade their software for new product
capabilities right from the PC,” Sheehan
said. “Our field sales reps also help to
ensure the latestupdates have been down-

loaded while conductingtheir routine sales

calls.Ifalabdoesn’thave alicensing agree-
ment, they can still access Straumann’s
external workflowin creating CAD/CAM
designs for third party milling.”

CONTINUING EDUCATION
But even the most up-to-date, modern
softwareis useless unless your staffknows
how to use it, and software manufactur-
ers offer different means of keeping your
staffeducated. It might be through simple
online videos, or the topic might be more
complex, requiring in-depth training.
“When we have more significant
upgrades, we often provide videos and
webinars to help the users transition to
the new version,” Cullers said.
“Training is worked into the system,
rather than having to rely on hard copies
of manuals,” Borg said. “When it’s in the
binder, theyre outin the office somewhere
and they might be hard to find. Being in
the system, they are right at hand.”
Sheehan said Straumann provides
customer education through online
resources, in addition to having three
field trainers that visit customer sites to

provide updated training. “We’ll either

WHAT MAKES A SYSTEM STAND OUT

Editor’s Note: Some of this information was fea-
tured in an earlier DLP Technology Cover Story
but applies to this software solutions article and
can help you determine what may be best for
you as you consider adding software solutions
and technology to your business.

At Ziemek Aesthetic Dental Lab, technology
has become a big part of the workflow and an
integral aspect of the business’ operations.
Lab manager Jamie Stover, CDT, said evaluat-
ing new systems to see what fits with the lab
is critical to the lab’s success.

At its core, the lab is simply looking for
ways to do what it does faster, with fewer
costs and with improved outcomes. A lot goes
into evaluating a system before it is adopted by
Ziemek, and Stover said the company behind
the product is a big factor in their decision,
because you are entering into a partnership
that needs to be a lasting one.

New companies may have breakthrough
technologies, but Stover said the customer
support and training is often better when
working with companies with a proven track
record in the dental industry, and he’s seen

the advantages of investing in the 3rd or 4th
generation of a technology rather than jump-
ing into something that’s brand new. A com-
pany that has been working with dental labs
for a long time is often Ziemek's first choice,
but he also takes into account experience in
other industries. Stover cites 3Shape’s scan-
ner, and how the company moved into the
dental lab industry after revolutionizing the
manufacture of hearing aids.

Often, established companies are prepared
to allow a dental lab a trial period with a new
technology prior to completing a purchase.
But when that isn't possible, Stover likes to be
in touch with other labs using those systems
to get a sense of how they work in real world
situations. Those evaluations can be difficult
because all labs are different, so a system that
works great in one business might not be the
perfect fit for his lab. Still, talking with other
labs can be helpful when trying to assess the
value of the customer support a company pro-
vides to labs using its systems.

Another key factor to the evaluation process
Stover uses is whether a system is a closed or
open technology platform. Open systems are

more attractive to him because they allow a lab
more freedom in how the system will be used.
The trend of companies even partially opening
their systems has been good for the industry.

As an example, Stover cited the Straumann
CARES Scan CS2 scanner that works with the
open Dental Wings software. This means the
scanner can be used for Straumann cases as
well as everything Dental Wings can do, mak-
ing it more valuable than a scanner that could
only be used for cases involving Straumann
implants. Another example is the way Sirona
selectively opened the CEREC system. Ziemek
was then able to accept digital impressions
from CEREC AC users and design the cases
in the lab’s existing 3Shape software. The lab
didn’t need a new scanner at the time, but
wound up purchasing a MCXL Mill to produce
the restorations.

“Sirona sold a mill to a lab that may not
have purchased one prior, because their (for-
merly) closed architecture business model
was not attractive to us,” he said. “Labs need
to invest wisely to get the best ROI while being
able to provide a myriad of restorative options
to their dentists.”
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Straumann CARES is part of a complete CAD/CAM system. Additionally, Straumann also recently released
larger blank sizes for its CARES 8.0 system, which they suggest will allow for more versatile restoration op-
tions. See page 4 for more details. (Photo courtesy of Straumann USA)

Digital technology has
evolved quite rapidly
since starting. The evolu-
tion has resulted in better
efficiency in developing,
Importing and exporting
CAD/CAM designs.

Steve Sheehan, Vice President of North American

Lab Business at Straumann

conducta course or provide one-on-one training to help
keep thelab staff current,” he said. “We also have webi-
nars solab personnel can access the training materials
at their convenience.”

According to the 2011 DLP Tech Census, most labs
already own CAD/CAM and lab management software
(43 and 49 percent, respectively). Only 19 percent of labs
hadnointerestin purchasing CAD/CAM software and 15
percent had no interestin purchasing lab management
software. It seems that most labs see the importance
in software solutions.

“Digital workflow is here to stay,” Sheehan said.

Individual labs need to learn what will work best
for theirlab in terms of training, software upgrades and
learningwhat products are out on the market. And from
that initial step, they’ll have joined the technological
revolution. [EI]
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Top photo: As dental solutions become more com-
plex, dental software evolves to make the workflow
easier, more efficient and of better quality.

Bottom photo: Delcam’s DentCAD software enables
the lab to accurately capture tooth position and orien-
tation. (Photos courtesy of Delcam)
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Luke S. Kahng, CDT

Fig. 1 custom shade taking.

—

ONE COLOR PORCELAIN

One color porcelain
with esthetics

Incorporating new strategies to create the most esthetically pleasing restorations.

By Luke Kahng, CDT, LSK121 Oral Prosthetics

All dental technicians know technology is
developing at a faster speed than most of us
can keep up with. But most of the advances
allow us to cut down on the time we need to
accomplish our work.

In this case study, | will review the two
centrals that were restored, with a dark under-
lying stump shade that was a sensitive issue
when it came to choosing the correct color.
The concern was matching the adjacent teeth

WITH AN ESTHETIC RESULT

AMANNGIRRBACH
A3, A% .83, BY

Fig. 7 create lobe design.

Fig. 8 Gc Lustre Paste application.

while masking the dark color underneath, with
special attention paid to the necessary lifelike
color and esthetics.

Often technicians are not sure how to begin
aprocess like this because they think they must
approach any esthetic work with a time-consum-
ing and specialized multi-layering technique, but
we can try different approaches. We simply have
to realize and incorporate new strategies in our
method of creating the restorations.

i

Fig. 6 start to build up one color makes
for simple esthetic application.

CASE STUDY

In Figs. 1 and 2 we see the custom
O/| shade-taking process as | check the
opacity of the patient’s dentition. The body area
is 50 percent opacity with enamel and the base is
A1 mixed together. The incisal 1/3 is a little more
difficult to determine, as it is lighter in color with a
translucency and halo effect. There is also subtle
white calcification between the teeth, creating
three different components to check while using

y |

Fig. 9 mirrored image with applied L3 lustre paste.
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Fig. 10 Final restoration with
Renfert gold die spacer.

Fig. 13 Final smile image.

custom made shade tabs during the
patient’s appointed time.

2 The stump shade is noted
O (Fig. 3) as being severely
dark, which will cause difficulty with
masking if we are not careful with the

technique. The shade tabs helped to
determine his charting path.

An Amann Girrbach Milling
03 Machine mills and cuts the
zirconia copings with rubber before
the pre-shading and pre-sintering

stage. The work has not yet been
done in this image (Fig. 4).

O 4 To create deep dentin color,
| used opaque liner by GC,

then fired completely at 810°C (Fig. 5).

After baking, the liner was
05 applied in a simple manner,
in A color (Fig. 6). The 50 percent
dentin and 50 percent enamel were
already pre-mixed so one color could
be applied as a group. With one color
application, esthetics is simple. One
powder porcelain application is all
that is required and after application
the restoration can be baked (Fig. 7).

O é | then concentrated on line
angulations and three di-

mensional contouring.

07 Artistry was called into ac-
tion as | worked with GC

Fig. 14 similar dehydration
and opacity.

Lustre Paste applications in brown-
orange coloring to fabricate the gingi-
val area in a slightly darker color and
the incisal 1/3 with more depth and
translucency (Fig. 8).

In the mirrored image, after
08 firstand second bakes, Lus-
tre Paste was applied for the second
time (Fig. 9).

9 After baking, the restorations
O were placed on the model
with Renfert Gold Die Spacer painted
on to the model for a more textured
surface (Fig. 10). Back on the cast

model, | examined the restorations in
an upside down position (Fig. 11).

No. 8 was tried in the mouth
1 O and checked for contact,
how the teeth lined up and their in-
cisal edge position (Fig. 12). In the fi-
nal smile images, as the restorations
were tried in the mouth (Figs. 13, 14,
15) we can see the results are similar
with or without hydration. Opacity,
translucency and texture were all cre-
ated and esthetically correct when
I examined the effect in the mouth.

CONCLUSION

AS you can see, various components
were used within this custom shade
matching session and restoration
fabrication. Opacity and translucency
were a heavy consideration and can
sometimes cause a technician dif-

Fig. 15 Texture similar
to adjacent teeth.

ficulty as he or she works to match
the adjacent dentition. But with the
pre-mixed powder | have demon-
strated, it can be easy to duplicate
the adjacent teeth’s appearance and
bake appropriately to create a life-like
appearance within the restoration.
This method will save you time and
money—two things we can all use
more of!

Custom shading will provide the
best esthetic results for the patient.
But there is an immense amount of
time involved when we work with the
patient, and later when we actually
fabricate the restoration. It can be
difficult to train a technician about the
many nuances involved with custom
shade matching and how to achieve
the best possible results. With multi-
layering, the process can involve as
many as 10 steps to fabricate a life-
like restoration. The process outlined
in this article will cut five steps from
this process and help the technician
concentrate his or her efforts on the
final esthetics. All the steps that take
focus and concentration away from
the final results are eliminated, lead-
ing to a pleasing, natural looking res-
toration that the dentist, patient and
technician can all be proud of. IETd
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Tom Zaleske

Low cost, high value

Two cost-effective solutions from Dental Creations can provide terrific value for your lab.

The theme of many of my articles involves pro-
jecting quality and value in the dental restora-
tions we fabricate. In many instances, obvi-
ous ways to enhance the value in our work
can come from very low-labor and low-cost
enhancements. Dental Creations out of Texas
offers low cost products that allow for obvious
but neglected ways to enhance the value of
our restorations.

In many dental laboratories, model work is
one of the most neglected procedures in regard

FASTER AND MORE COST EFFECTIVELY

to value projection. What many owners don't
realize is the value of our work—even at the
most rudimentary level—begins to establish the
way in which our businesses are perceived in
comparison to our competitors by our dental
clients. Simple things like model polish; neat-
ness of the mounting; and condition of the
models in regard to abrasions, bubbles and
strength set a bar that others must conform
to if they want to remain equal in comparison.

Dental Creations offers several products

e

e g

5 Sl i 2

FIZ. 1 use wondergloss straight from the
bottle and do not shake before using. Ideally,
proportionate a smaller amount into a container
and add when needed from main bottle. This
will limit air exposure of the larger amount. Thin
coats work better than sloppy dripping ones.

Fig. 4 once wondergloss is dry, the
coating provides a water resistant sealing of
information penciled on the model surface.

FIZ. 2 used in conjunction with Wonderadmix,
Wondergloss provides a smooth, abrasion and
chip resistant surface ideal for repeated fit
adjustments over abutments on master models.
Using Wonderadmix alone for reinforcing models
used in processing flexible resin partials provides
a stronger, smoother, working model.

FIZ. 53 A drying box constructed from a dollar store
box and a hair dryer shortens the drying time of models
and the coatings of Wondergloss to 10-15 minutes.
Holes cut on sides allow for air flow through and also
prevents the dryer’s thermal sensor from overheating.

FIZ. 3 A quick wipe of Wondergloss over
names, tooth mold numbers, and landmarks
such as ridge tracings, provides an economic,
neat and smudge-free way to preserve reference
information needed at your fingertips.

Fig. 5D A food dehydrator also is an easy,
economic way to speed up model and
wondergloss drying. It also comes in handy for
drying separator coated denture flask molds.

that not only provide better model accuracy,
but also provide a higher level of presentation
quality without costing an arm and a leg.

Wondergloss and Wonderadmix are two
products that | have found help project a
higher quality in my work, and also enhance
the workability of the models used in the case
fabrication.

In my laboratory, Wondergloss (Fig. 1) is a
model glossing agent that | paint onto opposing
models, or master models that are used to fit

26  dental products
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FIg. 6 wonderadmix is supplied in the syringe.
The bottle is empty but holds the correct amount

of water when filled for the correct ratio for the
syringe amount. It also means the shipping charges
do not reflect a gallon of liquid in weight but rather
a syringe and an empty bottle. Shake well each time
before measuring out liquid to make a model.

FIZ. 8 Bolted injection flask necessitating a capping
pour made through a hole in the top. Because you
cannot see inside the flask, it is critical that the pour
is smooth, flowing and bubble-free to provide a
complete and accurate fill.

Value P rojection,

3
P ]
dentalcreations

Fig. 9 The value projection for every case starts with
boxed, smooth, clean and accurate models. It doesn’t
take a fortune in products, just the correct products.

finish provisional and flexible partials on. The application
of the product provides not only a glossy surface, but
also fortifies and provides a smooth surface on models
that | will repeatedly fit and remove frames from (Fig.
2). Additionally, brushing Wondergloss over identifica-
tion numbers, names or model base markings—such as
alveolar ridge tracings (Fig. 3)—provides a smudge-free,
water-resistant, low-cost way to preserve them during the
repeated handling of the models (Fig. 4). To get around
the necessity to dry models before application of Won-
dergloss, I have found that, by constructing a low cost
drying box made from a dollar store storage container
and an inexpensive hand held hair dryer, | have shortened
the process of model drying, and the drying of multiple
coats to a 10-15 minute chore. Similarly, | have also used
an inexpensive food dehydrator for the accelerated drying
processes as well (Figs. 5a and 5b).

Wonderadmix is another product | use to enhance and
fortify my model work. This product replaces plain water
with a formulated additive that is mixed with water to
enhance existing properties of the stone. The large bottle
supplied with Wonderadmix comes empty, as the product
is actually contained in the syringe and is added to the
bottle along with regular tap water. This saves greatly
on the cost of shipping premixed gallons of the product
(Fig. 6). There are noticeable improvements in the flow-
ing property of the stone without the use of debubblizer,
the smoothness of surface texture and the reflection of
detail when compared with models made with plain water
(Figs. 7a and 7b). | also use this product when capping
or performing a secondary pour of stone into a closed,
bolted flask, such as the ones used in injection and some
microwave systems. | fabricate my partial denture models
with stone fortified with Wonderadmix because | want

Figs. 7 and 7b measurements for an average model are 150gr of stone to 50 mL
of Wonderadmix. Consistency of stone when mixed for models or capping is smooth,
creamy, and easy flowing. Slight vibration immediately causes it to flow.

to protect models against chipping and breakage during
the numerous handling steps involved in the fabrication
of alloy and flexible resin frames.

With two simple and inexpensive products, | cannot
only improve the presentation quality of the work my lab
produces, but also—and more importantly—enhance
the overall quality of the work by eliminating factors
that cause remakes and lower quality, by fabricating on
smooth, strength-fortified, master models for just pennies
a case (Fig. 9). [F1
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GC INITIAL PORCELAIN

A simple choice
for complicated

esthetics

How GC America’s porcelain, GC Initial™, helped one

patient achieve the youthful look he desired.

Shannon Pace Brinker, CDA, CDD and Matt Shafer, CDT

The most challenging question
ceramists face today is which mate-
rial, what ingot, or what layering
porcelain is best for specific patients
with unique expectations and pre-
scriptions. They must consider how
the color of the preparation will influ-

ence the final shade on the veneer,
or how the crown will hold up to the
forces that destroyed the dentition.

These questions and many more
are part of the impossible equation
of selecting a restorative material.
Have you made your decision?

Was it based on the call from that
doctor who said “my patient was so
happy she couldn't stop crying, it's
one of the most beautiful cases I've
ever delivered” or does the discus-
sion revolve around the “it's perfect
except that black prep in the middle.”

GC Initial Porcelain

Predictable restorative material
Easy to process

Optimal esthetic properties
High strength

Flexible and consistent

GC America
800-323-7063
gcamerica.com
Circle RS No. 27

3737 W. 127th Street
Alsip, IL
60803

Fig. 4 run

Fig. 7 First bake seated on solid model.

-contour lingual build-up establishing
proper function and incisal edge position.

Xd I’s

Fig. 8 Fired and contoured first bake.

Fig. 9 second bake evaluation.
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Fig. 10 photo from the day of delivery.
Dentistry by Dr. Trey White.

To make the decision even more challenging, all the
products we use can produce beautiful results, and they all
have countless studies proving their durability and superiority.
So what do we do? With the available technology | honestly
think you cannot make a bad decision, but | strongly believe
you can increase your odds and decrease your stress by
choosing a system with strengths that are aligned with the
product you're trying to produce.

I need the flexibility and consistency to cross all plat-
forms. I need a powder that has enough power and richness
to block the darkest prep yet delicate enough to create
the depth and vitality that today’s patient demands. GC
America’s porcelain, GC Initial™ gives me that.

CASE PRESENTATION

A 55-year-old male patient has the desire to enhance his
smile’s appearance with in-office whitening. He wanted a
more youthful smile, as he was about to embark on a new
employment venture. After the whitening consult, a com-
prehensive records examination—including a TMJ/occlusal
evaluation, restorative charting, full periodontal probing and
oral cancer screening—was performed. The patient had old
crowns, bonding and broken fillings with decay present,
S0 the dentist developed a restorative component to the
patient’s treatment plan to fully realize the desired resullt.

INITIAL TREATMENT

The patient’s discolored dentition made him a good candidate
for whitening. His dental assistant decided on an in-office
whitening procedure (Ultradent Opalescence® Boost 40%)
in combination with a nightguard vital bleaching procedure
(Ultradent Opalescence®) that consists of viscous 10% carb-
amide peroxide material in a syringe delivery system.

FOLLOW-UP AND TREATMENT PLANNING

During the follow-up visit, the patient was highly satis-
fied with the whitening results, but agreed restorative
procedures were necessary to accomplish his esthetic
goals. Diagnostic models were taken and mounted with
the Slidematic facebow (Whipmix Corp.) in centric relation

on a Denar® combination articulator (Whip Mix Corp.). The
esthetic goals were waxed into position by the laboratory
ceramist (Walt Richardson of Bayview Dental Laboratory).
This model was used to fabricate provisional matrices.

TREATMENT PLAN

Discussion led to agreement on a treatment plan consist-
ing of restoring tooth Nos. 4-12 using GC Initial Porcelain.
The patient did not want any tissue adjustments. The goal
was to add 1.25 mm vertical length, while positioning the
restorations slightly more lingually to allow for a more
harmonious lip closure path.

PROVISIONAL RESTORATIONS

Tooth Nos. 4-12 were prepared for GC Initial Porcelain
bonded restorations. The dentition was equilibrated to
centric relation. After final impressions and jaw relation
records, the teeth were provisionally restored with Struc-
ture 3 Provisional Material (VOCO America) and cemented
with GC Fuji Temp LT (GC America). The restorations were
then systematically contoured to provide all the require-
ments of stable occlusion and to satisfy the patient’s
esthetic needs.

The patient was seen for a 48-hour follow-up appoint-
ment to evaluate esthetics and envelope of function. When
all parameters were met to satisfy doctor and patient, an
impression was made of the provisional restorations, digital
photographs were taken of the patient’s face, and a bite
record was made to aid in the cross mounting with the
die model in the laboratory. The photographs, impression
and bite record served as blueprints, communicating to
the laboratory what the final restorations should look like.

LABORATORY FABRICATION
The dentist wanted to use a universal all-ceramic system
containing zirconia for this case. He and Matt Shafer, CDT,
decided on Initial Porcelain because of its high strength,
incredible esthetic properties and easy processing. The
following are the steps to fabricate the restorations:
Using the impressions of the patient’s teeth be-
01 fore the provisional restorations were placed and
a provisional model, zirconia copings for the restorations

were designed and milled.

02 A porcelain layering technique was used to cre-
ate an optimal esthetic appearance with a pro-

cess that is easily learned, efficient, cost-effective and not

technique-sensitive.

03 GC Initial™ Lustre Paste was applied to the resto-
rations before beginning the build-up to shade the

copings. A combination of Opacious Dentin Modifier, Inside

and Fluorescent Dentin powders were applied to establish

proper color saturation and reflective zones.

O 4 Standard dentin mixes and a proper lingual/incisal
edge matrix were used to layer functional lingual

GC INITIAL PORCELAIN

contours. With the working side established, we could
focus all our attention on a true-to-nature build-up process.

The incisal was contoured with enamel or trans-
05 parent mixtures, and by means of a “cut-back”
technique, the area was reduced to internal dentin lev-
els. The reduced area was reconstructed with reflective
dentins and transparent enamels in the desired anatomic
structure. This was a very important point for color syn-
chronization. One does not wish to wash out, or allow
excessive show-through of the internal structures of the
crowns. The final contouring was built from a mixture of
Enamel Opalescence (EOP) standard Enamel (E) and CL-F.

The restorations were checked on trimmed and
Oé untrimmed models to ensure proper proximal con-

tacts, margin accuracy, function and occlusion. The final GC
Initial restorations were sent to the dentist for placement.

DELIVERY APPOINTMENT
The final restorations were evaluated and inspect-

07 ed for marginal fit on the master dies. The patient
was anesthetized, and the provisionals were carefully cut
away in sections so the underlying tooth structure would
not be damaged. The exposed preparations were cleaned
with chlorhexadine scrub (Consepsis, Ultradent), and each
individual restoration was tried in with water to check
the marginal fit, occlusion, esthetics, and final color. The
patient approved delivery of the restorations.

After patient approval, the restorations were rinsed
08 and dried, etched with 37 percent phosphoric acid,
and silanated with Ultradent’s Porcelain Etch and Silane.

The definitive restorations were bonded into
O place using GC FUjiCEM™ 2 Automix (GC Amer-
ica) glass-ionomer luting cement dispensed directly into
the restorations with its syringe delivery system. Excess
cement was removed from interproximal areas by careful
flossing. Final cement cleanup and occlusal adjustments
under water were completed. When viewing the finished
restoration, the optimum incisal placement was noted
from a vertical and horizontal perspective, and precise

placement toward the inner vermillion border of the lip
established the desired lip closure.

CLOSING THOUGHT

This patient presented with a discolored, aged smile and
wanted to look more youthful for his new employment
venture. Through careful treatment planning, excellent
hygienist work, outstanding laboratory communication,
and talented restorative dentistry, the entire dental team
helped him achieve his esthetic goal. As demonstrated
by this case, it is imperative to have appropriate and
predictable restorative materials like GC Initial Porcelain
for esthetic dental treatments, as well as a talented, well-
communicating restorative team to perform them. IET11
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SURVIVE AND THRIVE 3

How to
end well

Someday, it will be time to close up shop.
Here's how you can take control of that decision.

by Carol]. Pilmer

ABOUT THIS

COLUMN

Carol J. Pilmer, who has 22 years
leadership experience dedi-
cated to the dental laboratory
profession, including contrib-
uting writer and photographer
for the quarterly publication of
the Dental Lab Owners Associa-
tion of California, THE DENTAL
LAB ENTREPRENEUR, offers her
insights and advice on a vari-
ety of topics designed to help
you and your lab to survive and
thrive. This month, she covers
the importance of an exit strat-
egy. Check back regularly for
additional columns in DLP and
online at dlpmagazine.com.

No matter the
reason, the day
will come (and
notany time soon,
Ihope) thatyou as
a lab owner will
be ready to leave
your dental lab
and the dental

Carol]. Pilmer

lab profession.

Unfortunately, the past few years’
economy has played an important part
in this decision for many technicians. We
often hear about dental lab technicians
and business owners who can no longer
makeitand are forced to consider closing
the lab’s doors with just a few months
notice. Some, faced with soliciting for
new accounts, choose not to and instead
go towork as an employee in another lab.
Some lab owners close to retirement age
who have begun to draw social security
have chosen the same path as manybaby
boomers: sell the equipment, their exist-
ing accounts and close the door on their
business for good. In the case of many
one-person labs, they have only their
used equipment to sell.

Labs also can be affected by the sale
of dental practices. A dental office is
“acquired” by alarge conglomerate, and
the conglomerate dictates the contracted
lab to which the office sends its lab work.
That can change the entire workflow of
alab, disrupting arelationship that may

have existed for decades.

—
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A technician of retirement age who
continues to work, says, “Thank good-
nessIlove what 'm doing because there
isnowayIwill be able toretire.” He goes
onto share that the bad economy is only
one of the factors affecting his decision
to continue working well past “retire-
ment.” He purchased several “systems”
duringhis career and has found that only
one produces the ROI promised by the
manufacturer’s rep. He continues to
make payments on equipment loans
for outdated equipment while waiting
on the delivery of ROI promises made
at the time of purchase.

Those wishing to eliminate the
stresses and challenges of being self-
employed may choose to merge with
anotherlab—hopefully one of the same
caliber—and continue to serve their cli-
ents from a new location while sharing
those same stresses and challenges with
anew partner.

The ideal sale/purchase of a dental
lab is several years in the planning and
making. Given this ideal situation, the
owner/technician will have time to care-
fully consider to whom he would like to
sell hislab equipment and accounts. The
seller ideally will begin looking at each
new hire with a “prospective buyer”
consideration. As the interviews and
decisions are made regarding which
candidate to hire, which candidate
has the best potential to own the busi-

ness and serve the clients is taken into

account. The luxury of a two- or three-
year phase-in period means the owner
will be able to comfortably and gradually
introduce the new owner to the clients
and allow them to form a great working
relationship before exiting. Successful
transitions are those in which the seller
remains an active presence in the lab
until all facets of the business are run-
ning smoothly and successfully.

With thatin mind, it's a good idea to
develop an exit strategy now, whether
your last day is next week or 20 years
from now. How will you make sure you
getareturn onyour years of work? How
canyoumake sure you're taking care of
your family, yourself and, if applicable,
your employees? Whatever your plan,
strategize so when you close up shop,
you can do so with the dignity and pride
that come with a job well done.

Best wishes on your exit strategy—
may it be onyour own terms and in your

own time frame. IF171

Carol J. Pilmer graduated as a
dental assistant from Elkhart Uni-
versity, Elkhart Ind., and spent the
first 10 years in the clinical environ-
ment. She was recently appointed
to the Pasadena City College Den-
tal Lab Tech Advisory Board, and
has been co-owner of R Dental
Ceramics, Solana Beach, Calif., for
37 years. She can be reached at
rdental@sbcglobal.net.
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MARKETING MATTERS

SEO and

Social Media

How these complementary online marketing strategies can work for your lab.

Naomi Cooper, President, Minoa Marketing & Chief Marketing Consultant, Pride Institute

Online Marketing.
Search Engine Opti-
mization. Social
Media. These buzz-
words have taken

over the dental mar-

ketinglandscape over

Naomi Cooper

the course of the past
few years. The Internet
has forever changed the game for lab own-
ers, presenting an entirely new realm of
opportunities to connect with clients.
Many dentists likely turn to the Inter-
netwhen looking for alab, and you want
them to find yours. This is where Search

Engine Optimization, or SEO, comesin.

WHAT IS SEO?
SEO is the process of improving a web-
site’s visibility in search engine results.
The higher your website ranks (or
appears) in the list of search results for
specific keywords, the more people will
theoretically click through to learn more.
Online marketing experts across the
globe continue to debate the best meth-
odstoimprove website rankings. And the
search engines themselves work to stay
one step ahead of the marketers; Google
changes their algorithm on a regular
basis, making it difficult for a SEO expert,
let alone a lab owner, to stay on top of
the latest strategies. However there are
some tried-and-true, low-costyethighly
effective methods that you can employ
to dial up your online engagement and

organic search engine visibility.

The name of the game in SEO is
engagement. Google prefers fresh, rel-
evant content produced in an authen-
tic, ongoing and consistent matter. You
can accomplish thisin a host of creative
ways, starting with social media.

Social media should no longer be
regarded as a passing trend; because
the most popular sites, such as Facebook
and YouTube, are now incorporated into
the Google algorithm, theyhave become
essential in helpinglab ownersincrease

their online reach.

SOCIAL MEDIA PROFILES
Social media plays a dominant role in
online engagement, most notably in two
specific ways. First, it provides you with
the possibility to interact with clients
on a frequent, even daily, basis. Build-
ing and maintaining an active Google+
and/or Twitter profile and a Facebook
business page for the dental lab gives
you countless opportunities to regularly
engage with clients.

Secondly, alab needs an SEO strategy
forits social media as well as its website.
Activity on social networks like Face-
book or Google+, can help improve your
SEO and online visibility, but there is a
catch—notall social media activity car-
ries the same weight.

Simply “liking” posts and pictures and
making comments are good for staying
connected, but it is the more engaging
activities, such as posting fresh, origi-

nal content on a regular basis, sharing

industry-related articles, posting alink
to a blog and having influential clients
“like” and “check-in” at the lab that will
truly work to help improve your social
media presence and will also serve to

promote your SEO agenda.

BLOGS, YOUTUBE AND VIDEO
Blogs and online video also play an inte-
gralroleinincreasingyour online pres-
ence and digital footprint. Not only are
videosincreasingly appealing to Internet
users, but YouTube is now the world’s sec-
ond largest search engine. Plus, blogs and
video play perfectly into Google’s prefer-
ence forrich media and timely, relevant
content; remember, Google also owns
both Blogger.com and YouTube.

This makes it no coincidence that in
arecentrefresh, Google announced the
increasingimportance of “fresh content”
and video in its SEO algorithm. As a
result, having an onsite blog and posting
interesting, relevantvideos on your web-
site, YouTube channel or social media
profiles are tried and true tactics that
can help to improve your website’s SEO.

Blogging and video also lend a more
personal approach to dental lab market-
ingbeyond its advantages from an SEO
perspective. You can blog on a variety of
topics and film one-to-two minute vid-
eos. Smartphones and newer handheld
video cameras like the FlipCam make it
simple to shoot short video messages and
upload them to your website, Facebook

page and YouTube channel in minutes.

ONLINE DIRECTORIES

Your lab mostlikely has an existing pro-

fileinlocal online directories. All busi-
nesses do, as the information is often
culled from the online Yellow Pages.
So most businesses have a profile, even
if they didn’t create it. It's important to
keep in mind thatitis up to the business
owner to log on and take control of each
of the lab’s profiles and the information
they contain. Completing your profiles
entails claiming them and establishing
apassword, enteringin current contact
information and hours, correcting the
business name ifit’s misspelled, upload-
ingthelab’slogo, photos and videos and
including a brief bio or lab philosophy.

Inthe currentdigital culture, there are
countless ways to interact with active cli-
ents—and to reach potential clients in a
meaningful way and on an ongoingbasis.
And while SEO, social media, video and
online directories certainly don’t com-
prise the universe of marketing options,
theyaresome ofthemostimportantingre-
dients in a dental lab’s successful online

marketing strategy.[El]

Naomi Cooper is President
& Founder of Minoa Market-
ing and Chief Marketing Con-
sultant for Pride Institute.
Naomi can be reached at
naomi@minoamarketing.com and
blogs at minoamarketing.com.
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TECH BRIEF

Programat S1

Features
¢ Sinters single-unit restorations in 75 minutes

e Uses 64 percent less energy during its sintering
process

Accessible and easy-to-use user interface

Features 20 programming options to sinter a
variety of zirconia options

New software update means shorter sintering
time frames

Much faster sintering of materials with enhanced
translucency, including zirlux*, Cercon ht*, Diazir
Full Contour Zirconia and ZENOSTAR Zr Translucent

Software can be downloaded free at
IvoclarVivadent.com/downloadcenter

*Not a registered trademark of Ivoclar Vivadent

Ivoclar Vivadent Inc.
ivoclarvivadent.com
800-533-6825

Sinterin

faster and

more efficiently

The new Programat S1 is a quick, cost-effective furnace

featuring new and versatile software.

Compiled by Ryan Hamm. Information provided by Ivoclar Vivadent Inc.

The Programat® S1 is described as a cost effective,
energy efficient sintering furnace that sinters single-unit
restorations in 75 minutes. The time-saving sintering
process consumes approximately 64 percent less energy,
producing precision sintering results rapidly and easily.
The S1 features a user-friendly control panel and optical
operating status display that uses different colors to inform
the user of operating status, even at a distance. The S1is
compact, lightweight and designed for intensive everyday
use. The furnace has 20 programming options that can

Program 1 IPS e.max® ZirCAD single-tooth

sinter an array of ZrO, materials. The latest software
update, V2.0, extensively shortened the sintering time
of several of the programs. Program 1, for example, now
sinters single-unit copings in just 75 minutes, including
cooling, compared to 90 minutes. Program 2 also was
optimized and shortened in the latest software upgrade
to sinter bridge frameworks up to four units in just 90
minutes. Additionally, the update enhanced Programs
5 and 6 to allow for faster sintering of full-contour ZrO,
restorations with enhanced translucency. IEH

Program 2 IPS e.max® ZirCAD bridge frameworks (up
to 4 units)
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IBEX_DENTAL
BEX 877-370-4242

Dental
Technologies

CAD/CAM SUPPLIES

DELCAN Summit Porcelain &

Dental Solutions Pressing Furnaces
Delcam’s Dental Solution - The only open Consistent Resalia
Scan / CAD / CAM / Workflow Management system No Hot or Cold S
Our open Dental solution is designed to allow you to upgrade the products to Hi !]1 ﬁ'ieie Co EIJ‘ E F
match the growth of your business. Whether you are a Laboratory or Mill Center E = ? Z e
looking to increase productivity and quality, or a material or machine tool Superloer e.Max prenmga

provider looking for a branded CAD or CAM software to compliment your
offerings, we have the products, customization and local support teams to
ensure a perfect fit to your business.

Contact us today to see how easily our complimentary technologies
can help you to grow your business.

contact | Sheila Cullers 1-877-335-2261 x155
email | sheila.cullers@delcam.com
learn | http://lz.dental-cadcam.com

Lab Day West | May 11, 2013 | Table K-6
Hyatt Regency Orange County

— S MADE IN THE U.S.A.

LAB PRODUCTS

Fast, Accurate and Simple

4

| “Methods Evolve”

Monotrac V2 Super Model

Monotrac
Full System
Package

TIII.S iS an iI]CI'ﬂCIib])"

3350 accurate oven. I love it!!

OFF

[_.ulu'- [\’.‘lllllﬁl_. cChl

MONOTRAC .SK121 Oral Prostheties. 1L

www.monotrac.com

8496 Harrison St., Suite #110
Midvale, UT 84047 WWW.IBEXDENTAL.COM

Office: 888 -942-9494

Monolrac

A R T I C U L A T I O N

Model Performance

Search for the company name you see in each of the ads in this section for FREE INFORMATION!
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LAB SUPPLIES / MODELS / DIE

A SHINE SO BRIGHT,  IT’S BUBBLE
YOU GOTTA  BUSTING TIME!

WEAR SHADES! ;
woénderadmix
w6\1derg|6"5$ Bubble Buster

MO del Shin e _*- @ No more spray on debubblizers!

@ Creates a smoother stone

DENTAL_ CREATIONS_LTD

% Professional high shine luster 9 Increases strength, hardness, & density

# Prevents staining & chipping of models @ Prevents chipping & fractures

# Works on all dental stones & plasters

# Adds less than (1) micron of | ;
thickness to the stone or plaster e ’,Sj $39.95

# Wondergloss is not a dip or a I! 1.5 gl kit (200 uses)
model soap!

= 5-25cc syringes
® gl - ltem #600
\’f:? i“ ——
- _"
$27.95 \@f;‘ P
32 fl oz, 946 ml .
Item #150

from the makers of Wonderfill®

dentalcreations.

For FREE samples visit wonderfill.com or call 1.254.772.4661.

LAB SUPPLIES

LAB SUPPLIES

AESTHETIC-PRESS
EFFICIENCY THROUGH SIMPLICITY

HI-TECH_WAX AESTHETIC_PRESS

No Resin
No VWaste
—asy to Carve

To Cast or Press

HI-TECH WAX COMPANY |
The World of Dental Arts N \ A\ AP VANILLA WAK BLan

The products you can trust
Accurate, consistent, and smooth
carve-ability, guaranteed

Toll free: 800-929-6362  Tel: 1-626-969-8300

Fax: 1-626-797-7149 ¢ Website: www.hi-techwax.com
E-mail: Anthony@hi-techwax.com

Search for the company name you see in each of the ads in this section for FREE INFORMATION!
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PRECIOUS METALS REFINING [ REFININGSERVICES |

Maguire Refining, Inc.
Minneapolis, MN

THE FASTEST TURNAROUND IN THE INDUSTRY...
PERIOD. " cagrierp

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

And, your satisfaction is guaranteed!

We assay & refine solids and sweeps
Market Report ($/troy oz)*

04/19/13 Year Ago
Gold 1405.50  1650.00
Silver 23.66 31.47
Platinum 1425.00  1574.00
Palladium 677.00 666.00

HIGHEST POSSIBLE PAYMENTS

24 HOUR SERVICE

NO ASSAY FEES OR LOT FEES

FREE INSURED UPS SHIPPING
ADVANCED ONLINE SERVICES
AWARD WINNING SERVICE

CASH OR BULLION PAYMENT
OPTIONAL WIRE TRANSFER PAYMENT

* Gold drove through the $1,000 barrier to close at
$1,003.50 on March 14, 2008. Platinum broke $2,000
on February 15, 2008 to close at $2,060. Palladium
peaked on January 26, 2001 at $1,090/ounce.

FOR MORE INFORMATION AND John Maguire Phillip Maguire

FREE TRANSACTION MATERIALS .
www.maguireref.com

admin@maguireref.com

800-486-2858 « 763-786-2858
1290 81* Avenue NE, Minneapolis, MN 55432

www.garfieldrefining.com

Wonder what
these are?

B Specialist in Plafinum,

Palladium, Gold,
COMPANY and Silver.
Go to ' ' .
sontatprodustsroport.comnabproaucts  EACEHIENCE I Precious Mefal Refining...
and enter names of companies with It's worth its weighi in Gold.

products and services you need.

1325 East Saint Gertrude Place
Santa Ana, CA 92705

dentallabproducts Call 800-626-6630

for your free scrap pick-up.

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

Search for the company name you see in each of the ads in this section for FREE INFORMATION!
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Software for Dental Labs Since 1983

Case Management » Billing
Marketing = Multi-User
Product & Material Production
Inventory Control * Scheduling

Sold in Modules, Purchase What You Need
Join thousands of Lab Manager Users

Starts at $299

www.labsysgrp.com

(800) 677-1120

{

- )

winVoice
FREE DEMO

Billing - Case Management
Scheduling « PC or Mac
Multi-User « Multi-Location
QuickBooks Integration

Starts at just $50.00
800-665-0091

VAL i

DentaLab for QuickBooks

Case management for those who
love the simplicity, richness
and reliability of Quick Books

www.mainstreet-systems.com

1-800-257-4535

DENTAL EDUCATION

ORTHO LAB DVDs

» HOW TO MAKE ORTHODONTIC APPLIANCES »
Choose one or more of our 28 easy-to-follow award
winning DVDs. Extremely detailed. For beginners and
advanced technicians. Anyone can learn. Thousands
sold worldwide to doctors, labs, technicians,

libraries, schools and universities.

Tyler Orthodontics Qy 615/797-6040

www.tylerorthodontics.com

To Advertise in
Dental Lab Products
Marketplace Contact:

Bill Smith at
1-800-225-4569 ° ext. 2608
bsmith@advanstar.com

;

Advertising Information: Bill Smith | 800-225-4569, ext. 2608 | Fax:440-756-5271 | E-mail: bsmith@advanstar.com

PRODUCTS & SERVICES

FLEXITE

A LEADER FOR 49 YEARS

5 MEDICAL
FDA GRADE
PLASTICS

NO BPA’S SN
1S0-9001 g .
AVAILABLE IN ALL SIZES TO
FIT MOST INJECTION SYSTEMS
VISIT OUR WEBSITE FOR MORE
INFORMATION & TECHNICAL ARTICLES

ELEXITE WILLL MEET GR BEAT,
ANY.CONMPENITORS PRICE!

WWW.ELEXITECOMPANY.COM

TOLL FREE 1-866-FLEXITE
Tel: 516-746-2622 Fax: 516-741-8147

EQUIPMENT FOR SALE

PROFESSIONAL GRADE CURING UNIT

¢ Digital Waterbath
e Safety: Auto Shutoff

¢ Stainless Steel Inside
& out

¢ Dual Stage Curing

¢ Extra-large Capacity
Holds 16-18 Flasks

¢ Longer Life & More
Efficient

1-800-323-4144
astron

It couldn’t be
made any better,
see for yourself!

MasterCard/Visa/Amex
accepted

DENTAL LAB EQUIPMENT FOR SALE

Full Crown & Bridge dept. equipment
Full Denture dept., all stock teeth
Please contact:

Terry Cherry LT_CHERRY5@hotmail.com
(334) 794-5189

SAM 3 ARTICULATOR
Axiosplit super matrix holders (2), Ax transfer
stand, carrying case, like new. Purchase new
for $2500.00+. Yours for $1600.

Call 937-332-0610

for information and pictures.

LAB FOR SALE

Well established removable
dental lab for sale. Great location in
the Midwest. Loyal accounts, grossed
$460,000+ in 2012

Email at rus24techo5@hotmail.com

& LAB FOR SALE =4

Well-established Removable
Prosthetic Laboratory for sale
28 years in one location
in Downtown San Francisco
Three well-trained employees
and loyal customers!
Gross annual income $450,000

Please call (415) 515-3892

LAB & OPERATORY PRODUCTS

DiamoDent’

PRECISION PROSTHETIC PRODUCTS

o
QAT & PRICE GUARARNTTEEEE

LA

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

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

Branemark
All are manufactured with the tightest folerances, tested by
Instron test machines and come with a full Lifetime Warranty.
FREE SHIPPING FOR ORDERS OF $150 & UP

DiamoDenty

Toll Free (888)281-8850

CAST & FLEXITE PARTIALS

Quality oriented lab. Simple
chrome castings $65.00. Flexite partials with
your set-up processing $87.00.
Send check with case to:
John Faraone Dental Lab
7054 Marshall Rd., Upper Darby, PA 19082
(610) 623-9009  Jfar1017@aol.com

RATE METALS &
R ING LLC
For info/FREE Shipping Supplies
Call Toll Free: 866-973-3463
Assay results with your payment for
Gold, Silver, Platinum & Palladium
60 Industrial Park Rd. E., Tolland, CT 06084

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

Chrome Partials - $55 / Vitallium - $65
Made in U.S.A. means:
* Superb Quality Work
¢ Personalized Customer Service
e Lightning Fast Turnaround Time (4 days in lab)
Alvarado Dental Lab, 4222, B Cesar Chavez Ave.,
Los Angeles, CA 90063. Call Today 323-269-9207
Please include check with case

Repeating an ad
ENSURES it will be seen

and remembered!

Clip Ons
+1,4+1.5,+2,+2.5,
+3,44,+5

OUTSOURCING LABS

Portable color
3x-15x

$239

2.5X Focusable

10"-17"
$149.95

Full Service Lab
Outsourcing

» Grow your business

* Help with overflow cases
» All ADA approved materials

» Expand your product offerings  * Competitive Prices
* Call for more information

2230 S.E. Baya Drive * Suite 103 + Lake City, FL 32025
855-236-7972 | www.sunsetdentallab.com

X )
~ <
~ "
_——

SUNSET
DENTAL LAB

30* Years in
Dental Technology

Check or Credit Card with Case
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For more products & services information, go to http://marketplace.dentalproductsreport.com

PRODUCTS & SERVICES

OUTSOURCING LABS OUTSOURCING LABS REPAIR SERVICES

DEPENDABLE QUALITY. SENSIBLE PRICE. »

WISE Dental Repair, LLC
o—n

VAL-U-DENT DENTAL LABORATORY
OUTSOURCING SERVICES:

From Model InLab

STLWeDesign Inlab  YouDesignFile InLab

Your Local Handpiece Repair

We specialize in rebuilding
Star, Kavo, Midwest, NSK,
Champion, Bien Air, & more...

"Best value in the industry!” & = We can rebuild turbines for only $79.95,
Ll ousien New York including shipping (both ways).

=
m Y COMPLETE HANDPIECE REPAIR!

“We Sharpen and Retip Instruments”
Call 479.876.8666 \ 888.411.6933
www.megadentlabs.com

Easy, profitable,
beautiful outsourcing

www.wisedentalrepair.com

REPAIR SERVICES

Zirconia Coping Single $50.00 2days $37.00 2days  $30.00 2 days

Zirconia Coping 2-6 Unit $54.00 2days  $42.00 2days  $35.00 2 days

Full Zirconia Shaded Single  $59.00 3days $45.00 3days $38.00 2 days

Full Zirconia Shaded Bridge

for 2-5 Units $63.00 3days  $49.00 3days $42.00 2days

Emax You Stain $75.00 3days $70.00 3days $65.00 3 days

Wax Patterns: Full Contour,

Single or Bridge $20.00 2days $15.00 2days $6.00 1day

PMMA Temporaries $35.00 $30.00 $25.00

PFM- From Impression $39.00 plus metal 10 days

Captek-From Impression $120.00 10days ° Casesreceived
after 11:00 AM are

Valplast -Finish 0n|y $79.00 10 days considered next day

Valplast Set and Finish $129.00 10days o Check with cases

(ast Partial ¢ Return ground

Frame Only:  Chrome Cobalt $65.00 Vitallium $85.00 10 days shipping FREE

Set & Finish:  Chrome Cobalt $129.00 Vitallium $159.00 10 days

DDS

Handpiece Repair & Sales
e Ney, Jelenko, NSK, Osada, Brasseler, Kavo, Ram, etc.
e Repair electric micromotors, high speed air-drive,
most low speed air-drive & other small equipment.
® 55 years experience @ 2 day turnaround on most repairs
e Buy and sell new and used handpieces and equipment

DDS Handpiece Repair & Sales
1000 Waverly St. or PO Box 2158
Oldsmar, FL 34677 e (813) 855-2347
(800) 722-8691 then CODE 01

Electric Lab Handpieces

New England
HANDPIECE REPAIR Inc.

Service

Call 800-934-2626

www.handpiecerepair.com

Upload files to www.val-u-dent.com
15 Lincoln Street, Suite #255, Wakefield, MA 01880
Telephone 781-245-4242 | Fax 781-245-4227
Toll Free 877-825-8001
tanya@val-u-dent.com | anthony@val-u-dent.com

\\)VALUDENT

NTAL LABORATORY

dentallabproducts

Content Licensing for Every Marketing Strategy

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

Leverage branded content from Dental Lab Products to create a more
powerful and sophisticated statement about your product, service, or
company in your next marketing campaign. Contact Wright's Media to

find out more about how we can customize your acknowledgements and
recognitions to enhance your marketing strategies.

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

Unbeatable Prices on Porcelain Furnace Muffles

Advanced Dental Products, Inc. manufactures state-of-the-art
Even Temp™ quartz and non quartz porcelain muffles. We have
proudly served dental laboratories for over 30 years.

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

Jelenko IntraTech Ivoclar

Jelrus Dentsply Degussa

Ney Ceramco Jeneric Pentron
Whip Mix Unitek CmP

We guarantee that you will not be able to beat our price, service or quality.

Call us at 1 (800) 645-7237 * dentaladp@gmail.com « www.dentaladp.com

KKnow who is reading your catalog.

Introducing Advanstar’s
Custom Digital Solutions.
Stop spending time and money sending out

expensive print catalogs and company brochures
that may never be read.

Open up new markets.

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

Maximize your results.

Send your digital catalog using an industry-leading, targeted
Advanstar e-mail list.

Go Digital Today!
Contact Your Sales Representative

1 (800) 225-4569

Receive a full deployment report — including how many e-mails
were sent, how many were received and how many were opened.
Your digital catalog will record all reader activity.
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Ibert Garza (left)
OF AMANN GIRRBACH
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NEXT MONTH: ZAHN DENTAL

Where do you see the U.S.
dental laboratory market
going?

Oliver Amann, Vice President of Research &
Development: | believe it will continue to move
toward in-house digital production. We see this
not only with scanning and designing, but now
with milling in the laboratory.

Why?

OA: It is a natural progression.
Dental technology has always been an art form
and very personal to the technician. When
all-ceramics improved patient satisfaction in
both function and esthetics, laboratories were
forced to outsource ceramic fabrication to
provide the service to their customers and meet
their expectations. With outsourcing, the lab
relinquished some of the control. As technology
improved, mills were able to be made smaller
and also became more affordable for the dental
laboratory setting. So the lab could now bring
the work back in-house for complete control.

What is the biggest hurdle for
laboratories trying to make
the leap to CAD/CAM technology?

Albert Garza, Vice President, North America
Marketing & Sales: Justifying the investment.
We provide a calculator to show the cost of
outsourcing versus the cost to own equipment.
We then explain the value-added benefits of
shorter turnaround, in lab control and precise
results.

With so many CAD/CAM
players in the market, what
makes Amann Girrbach different?

AG: We took a modular and open architecture
approach when designing the Motion 2 mill.
It was important to design a system that was
flexible enough to grow with laboratories
and meet their changing needs as newer
materials were developed. On the support
side, we pride ourselves on being a supportive
partner to our laboratories. We provide expert
attention throughout every facet of their CAD/
CAM experience, from sales to installation,
maintenance, technical support and training.

What can we expect to see
from Amann Girrbach in the
near future?

OA: At the 2013 IDS meeting, we introduced a
variety of materials, developed both internally
and through partnerships. One such new
product is Sintron®, a soft wax-like, millable
CrCo. Sintron CrCo can be milled on the same
mill laboratories use for zirconia. With the
rising costs of noble metal and now Sintron’s
widespread availability, Sintron is becoming
a more attractive material option for the U.S.
market. Other materials introduced at IDS
include more glass ceramics, lithium silicate and
disilicate, pre-colored zirconia and a provisional
material, to name just a few.

What role do indications/
applications play in the
purchase of your Ceramill system?

OA: Because the Motion 2 is both a wet and dry
mill with grinding capabilities, the fabrication
possibilities seem endless. Currently, the Motion
2 mill can handle full arch zirconia restorations
and frameworks, implant abutments and
screw-retained restorations, inlays, onlays,
and veneers. We are working on a denture
application where the denture is milled from
a wax blank and processed conventionally.
This alleviates the issues previously known for
tissue/bone accommodation.

Where do you see the greatest
growth for CAD/CAM?

OA: Ceramill is currently the leading full CAD/
CAM system sold in Europe. We believe the next
opportunities for explosive growth lie in the Asia
Pacific and certainly the U.S. markets. We have
significantly increased our focus on the U.S.
market, establishing a U.S. headquarters, help
desk and training center in Charlotte, N.C. This
allows us to quickly and efficiently respond to
the needs of our customers, whether it's for
sales, service, support or training, adding direct
value to U.S. customers.

What changes do your
customers see after
purchasing the Ceramill System?

AG: The biggest change is the type of cases
the lab accepts. Most often their cases migrate
from metal castings to all-ceramic, becoming
in effect an all-ceramic laboratory. Many lab
owners found their customers were outsourcing
to other laboratories because they did not offer
these all-ceramic services directly. Many labs
recoup these lost cases now that they have the
equipment to address patient demands for the
more esthetic options. Another change is the
significant reduction in overall costs and labor.

What are two things labs
should remember about
Amann Girrbach?

AG: Esthetics and Precision. The Amann
Girrbach name has long been synonymous
with precision, because of the attributes
of our Artex® articulator series, our model
management products from the Smartbox/
Smartmix collection, as well as the Giroform
system. The Ceramill Map, Mind and Motion
allow laboratories to integrate a new level of
esthetics to all restorations. With all products
combined, laboratories can now achieve
exceptionally precise and esthetic results.

What advice do you have for

those laboratory owners just
beginning to look at investing in CAD/
CAM technology or upgrading existing
technology?

AG: Laboratory owners need to do their
homework and incorporate their team into
the research process. It is vital to understand
the company selling, manufacturing and
servicing the equipment. Learn about the
training offered with the system—the levels
and modes of training available. Attend system
demonstrations hosted by other laboratory
owners or at a company event. Understand all
associated costs, determine if the system is
upgradable and compatible with other systems,
and identify maintenance requirements. Review
the current product mix you offer and the
associated revenues and costs. Speak with
your current customers and prospects regarding
patient requests for new and current materials.
Finally: Don't be afraid of change. Embrace it.
Get excited about making the change.

PHOTO COURTESY OF AMANN GIRRBACH
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- GLEARsplint® -

THE NIGHTGUARD WITH FLEX!

CEAR & COMPORTABLE SMILES
WLLE Jou Sy

e Composite formulation, a mixture of powder & liquid, can be press-packed or poured

e Self-adjusting when placed in warm water before inserting in the mouth
* Material is stronger with greater stability, ideal for bruxism patients

* Optical clarity is nearly invisible while wearing

e MMA-free*

* Wearability and patient comfort are rated excellent

*MMA - Methyl Methacrylate

astron’ - 800.323.4144 . astrondental.com

Interested? Circle Product Card No. 29



Lab for Life... Kerr

Spring Lab Promos
Dental Laboratory Product Promos / April 1 - June 30, 2013

Stone & Plaster Physical Properties

Kerr Die Stones, Model Stones and Plasters are a complete line of application specific formulas for use by
the laboratory and dentist. This line is designed to deliver durability as well as accuracy, with a creamy,
consistent mix, with optimal flow. With a proven history of over 50 years of quality. Packaged in convenient,
easy to handle 33 Ib cartons.

Buy any 3 Stones, Buy any 40 Stones, Buy any 80 Stones,
Get 1 FREE Get a Galetti Articulator, Get a Centrifico Caster, or
or an Ultra-Waxer 2 FREE Touchsteam Steamer FREE

LS ]

*>
e

Visit Kerrlab.com or call 800.KERR.1234 for more information

The required purchase must be reflected on one invoice dated between April 1- June 30, 2013. Invoices recieved after July 15, 2013 will not be
honored. Offer cannot be combined with any other Kerr or dealer promotion. Allow 6 to 8 weeks for delivery of free goods. Kerr Ultra-Waxer
- 2 includes 2 tips (Small PKT #35167, Large PKT#35168). Kerr reserves the right to discontinue or chage this offer at any time. Please print
PROMO CODE DLPMAY2013 on invoice and fax your proof of purchase directly to 888.727.2614 or email a PDF of your proof of purchase to
kerrpromo@kerrdental.com. See Kerrlab.com for additional promotions.

Interested? Circle Product Card No. 30






