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The inside scoop on dental lab innovation, told by the people driving it. F 7 i
Don't miss the 2013 Corporate Profiles! 6o I
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THE BUSINESS OF More o p3..
IMPLANT DENTISTRY

In Part IIl of this year’s implant coverage, we look at the dollars and cents
of integrating implants—what will it cost you to get started and what is a
reasonable return?

AN ALL-CERAMIC SOLUTION
TO ANTERIOR RESTORATIONS

Davide Bigerna demonstrates the power of VITA'S VM 9.

REAL-TIME ROI

Jennifer Crane of Pizzi Dental Studio shares how Kerr's Ultra-Waxer 2 has
helped her become better at her job.

DENTSPLY PROSTHETICS
CeltraDuo Blocks

only @ dlpmagazine.com

VIDEO TECHNIQUES

The best step-by-step pieces from DLP are now available
online. Check them out today!

More on p.3...




IVOCLAR VIVADENT

REMOVABLE

More than dentures.

Precision at the
press of a button.

Introducing

lvoBase®

Precision Press Processing.

The fully automated IvoBase precision press system compensates
for acrylic shrinkage as it cures. The result is a denture base with
outstanding accuracy, density and strength at the press of a button.

Visit Ivoclarvivadent.us/lvoBase to learn more!
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IVOCLAR VIVADENT GROUP

[" i Buy online at our new LabShop

= shopivoclarvivadent.com] g ivoclarvivadent.com v l va d e ni =
®

Call us toll free at 1-800-533-6825 in the U.S., 1-800-263-8182 in Canada.
© 2013 Ivoclar Vivadent, Inc. IvoBase is a registered trademark of Ivoclar Vivadent.
Interested? Circle Product Card No. 1
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Lab Smarter® m

GYPSUM

GC NEW FUJIROCK Bulk
Nowavailablein 50-pound bulk packaging, NEW GC FUJIROCK,
NEW GC FUJIROCK FAST SET, and NEW GC FUJIROCK IMP
offer myriad benefits, including: easy to mix and flows well; op-
timal handling; demonstrates increased compressive strength,
which results in no fractures during removal of impression; and
low setting expansion for accurate models with smooth surfaces.
GC America

800-323-7063 | gcamerica.com

CIRCLE RS NO. 2

MATERIAL BLOCKS

B CeltraDuo Blocks

Celtra™ Duo’s increased glass content is said to visibly increase
translucency and facilitate opalescence and fluorescence, while
10% dissolved zirconia strengthens the glass matrix without
clouding. The glass ceramic crystals’ ultrafine microstructure al-
lows for fast, simple processing of the zirconia-reinforced lithium
silicate.

DENTSPLY Prosthetics

800-243-1942 | prosthetics.dentsply.com

CIRCLE RS NO. 3

COLORING ANODIZER

Titanium Spectral-Coloring
Anodizer

With the Titanium Spectral-Colouring Anodizer, labs can col-

orize metal bases and screws, allowing technicians to avoid the

grayish shadowingthatregularly occurs inssilver implant screws,

zirconia bridges on titan bars and individual zirconia abutments.

Simple to handle, the resulting colorized oxide layer reportedly

increases the osseointegration and biocompatibility of titanium.

Zirkonzahn

678-441-9419 | zirkonzahn.com

CIRCLE RS NO. 4

STAIN AND GLAZE SYSTEM

Bl InSync FC

The InSync FC system offers an efficient and reliable method
for shading, staining and glazing all full-contour, layered and
pressed restorations. The system includes 15 fluorescent paste
stains that are said to be easy to apply in a smooth even layer, fire
true to application shade and deliver esthetically desirable results
simply and predictably, every time. The simple, one-coat applica-
tion eliminates puddling and streaking, so technicians can create
clear, high luster results after just one firing.

Jensen Dental

800-243-2000 | jensendental.com

CIRCLE RS NO. 5

COVER PRODUCTS are chosen because of their innovation or
perceived impact on productivity and bench artistry.
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Counton TCS

for Superior Flexible Partial
Material, Equipment , and
Education!

(et MOKE with 7TCS

* New Packaging for Cartridges
Now includes a tcs® Concentrated Dental
Appliance Cleaner sample packet (1
week supply) and a tcs® Coool Mint Wipe
(single use) along with the delivery bag
and patient care instructions.

* Training in NY and CA year- round!
Details and registration available online.

* JOIN our Network of TCS Labs
We are dedicated to helping you
grow your thermoplastic department.
Includes listing in our referral
program for dentists, promotions,
bi-monthly raffles, free training, etc.

Call or email pascui@tcsdentalinc.com
for detailed information.

B3 Like us on facebook

JOIN Ocser /V/ai;'/fng Lis?

Sign up on our website or facebook page.

866-426-2970
www.tcsdentalinc.com

Interested? Circle Product Card No. 6
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PRODUCTS IN APPLICATION
Bench Mastery

20 Anterior restoration? All-ceramic solution
Davide Bigerna tackles a challenging anterior restoration using
VITA's VM 9 all-ceramic.

The BUSINESS of

SIIPLENTE

Getting started, ROI and what you
need to KNnOW. by Robert Elsenpeter

24 Lateral implant custom shade matching
Luke Kahng, CDT, on how custom shade matching helped give
this patient the esthetic smile she desired.

206 when digital meets artistry
Jorg Miiller uses the Aesthetic Press Vanilla Wax in a multi-
quadrant case.

NEWS, MANAGEMENT, EDUCATION

Competitive Edge 41 client reviews are king!

Naomi Cooper on why it's important to maximize the potential
34 5 Ways to Take the Digital Leap of dentists and other customers as dental laboratory advocates.
Daniel Allemeier, MBA, shows us what you need to know about
adopting a digital workflow, no matter where your lab is.

30 Rreal Time ROI with Ivoclar Vivadent's Tech Corner

IvoBgs'e' ) ) 35 Big capability, small footprint
How this injection system has helped Master-Tech not only increase The Objet30 OrthoDesk from Stratasys makes its mark in the 3D
its bottom line, but deliver better work to its customers. .

printer market.

38 Real Time ROI with Kerr’s Ultra-Waxer 2 IN EVERY ISSUE

One lab technician describes her experience with the Ultra-Waxer

CUTTING-EDGE TECHNOLOGY

2—and how it’s helped her become better at her job. 06 From the Editor
40 Use your skills to care 07 The List

Carol J. Pilmer explains how a recent experience at the CDA

Cares event showed her how each dental laboratory can make a 18  Product watch
difference. 46 10 Questions

dl m a ﬂIZI ne Com MOST PRODUCTS. BEST SEARCH. Find thousands of products
C 0 and all of the following Web-exclusive content on our website.

Follow us on Twitter:

LIy o} N TR T twitter.com/dlplive
NObel BlO(Zalfe GlObal = And also on Facebook:

L] H
Symposium Recap Sontanabproaucts
PLUS: VIDEO INTERVIEW ON NOBELCONNECT 5
The DLP editors discuss what was unveiled at the Nobel Biocare
Global Symposium, held in mid-June in New York City. Check
out important information on a new digital workflow, the
NobelProcera 2G and the Foundation for Oral Rehabilitation.
Available ON-DEMAND at http://bit.ly/12DGuY7

3 most-read articles online

01 Nobel Biocare unveils new products, .........
workflow system [VIDEO]
CLICKS Looking at the new products and services unveiled in New York.

AND . 02 Top Denture Tooth Options
What lab owners and technicians A round-up of the industry’s best options.
‘ p <S were searching for and savoring in 03 Jensen Dental wants to improve your restorations

July @ dipmagazine.com Alook at the new InSync FC Stain and Glaze system.
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SAVE S0-80% (i MM%
Fixed Price Guarantee i
Per

150,000

Ounce 500
rough 2013 \QEre

Fabricat:

Over

25% Ruthenium

3 _ -- 24% Chromium
- & 11% Gallium
<1% Boron

THE MOST EXCITING LOW-COST.
NOBLE PFM ALLOY EVER PRODUCED!

\' .\"'

Excellent Noble Solutlon Over Implants

Learn the Benefits of Using NobleBond ™ Instead of Non Precious Over Implants

e ADA (lassification Noble — | ARGEN'
. Si!v;lerhfre: compo?]itfion MOI’ e Cmd mqr e Q Alloy Makers to the World
Y dental technicians it st e
it Callto place
0 ]E]?mpatible with most are Ch Cmg I ng o your order s
gz it _
e NobleBond. today: Lkl
3 (800) 255-5095
® More units per ounce due

to low density (9.0 g/cc) ® Argen Canad (366) 7227436
. Quebec Province (514) 984-1808
® The most economical
Noble solution over implants N c € - WWW-ArgetE

*When compared with High Palladium alloys containing 50-80% palladium on July 15, 2013. Actual savings will depend on precious metal prices on date of order.
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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.

HOW CAN WE

SCIVe

you?

What we
really mean by
“support”

One of the key parts of that
mission statement to the left
is the word “support.” As in, “we support
laboratory decision-makers.” That’s what
thisissue is all about.

We know a lot of you have begun
to integrate a digital workflow into
your labs, though at varying degrees
of investment. But we know that all of
you, regardless of your level of digital
expertise, are as eager as we are to figure
out how best to tap into these powerful
new tools. That’s why we’re debuting a
brand-new column curated by the fine
folks at core3dcentres. The column will
be featured every other issue, and will
focus on the best ways to integrate a digi-
tal workflow into your daily lab work—no
matter where you are on the spectrum
of technological engagement. We hope
these columns will become aresource
to you as we reveal best practices and
the innovations you need to know about

to make your lab as good as it can be.

A dedication to supporting youis also
behind our lead feature story this month,
“The Business of Implant Dentistry.”
Implants are becoming abigger and bigger
piece oflabwork, and we wanted to explore
what that means for labs of all sizes. How
canyou jump into this exploding market
therightway? What canyou expectin terms
of ROI? What are some ways you can avoid
some of the common pitfalls associated
with entering the implants market?

These are the kinds of questions that
drove our cover story, and sowe spoke toa
handful of experts across the countrywho
have real-world experience doingimplant
work. We want to provide a way forward
for any lab to feel comfortable taking on
the exciting work of implants.

So we hope you find these articles
useful—expect even more of them in the
comingmonths. As always, I'dlove to hear
fromyou. Tellme howI can better support
you, and how DLP cantruly come alongside

you and your laboratory. [ET

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

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

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

All others call
218-740-6477

New Products

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
e-mail mquirk@advanstar.com

Online

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

Log onto
www.dIlpmagazine.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 e-mail csimmerman@
advanstar.com

Custom Reprints
Need reprints of an article?

Call 877-652-5295 ext. 121
or e-mail
bkolb@wrightsmedia.com

Ccommunicate with us

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

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

dentallabproducts

641 Lexington Ave. 8 Floor, New York, NY 10022
Phone 212-951-6600 Fax773-847-6486 E-mail dlp@advanstar.com
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QUICK BITES FOR PERSONAL DEVELOPMENT AND
OVERALL LAB SUCCESS
NEXT MONTH: TOP 7 REASONS YOU SHOULD GET SOCIAL

Top 4

REASONS TO STORE IN THE CLOUD>>

Access from anywhere—even home!

Our (Evident) customers rave about the ease of access. A typical response is “you
mean | can work from home?” It's the access from anywhere that grabs the attention
of dental lab owners and their administration and sales staff.

Instant support

The best unnoticed feature for cloud storage is the ability for Evident support staff to look at
the same screen as the person in the lab. From support to training, cloud-based software
means that Evident staff members can provide the best customer support in the industry.
Problems are solved faster and lab staff trained more effectively. The days of the dental lab
software support staff sitting at a desk with a help manual are numbered.

Elimination of risk

Lab owners at trade shows are showing more and more enthusiasm for the safety of
running their laboratory in the cloud. Running your laboratory in the cloud means peace
of mind. Anything could happen to the lab: fire, theft and natural disasters. How can

a lab possibly account for this level of risk management? A dental laboratory can be
literally destroyed. If you have the equipment or even the connection with another lab,
you can continue to run your business if the lab uses cloud-based dental lab software.

Cost reduction

Storing data in the cloud means you don’t have physical storage—so you'll save money
by avoiding the need for servers, paid upgrades and expensive back-up systems. Plus,
you'll find your IT staffing and hardware costs are much lower. @

This list was compiled with help from Evident. Learn more at Evidentlabs.com.

dipmagazine.com
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* cloud-based

* easy case billing

» flexible scheduling

* web-based dentist access

e automated email reporting

* scanner & tablet compatible

» fixed/variable technician pay

* batch credit card processing

* HIPAA, DAMAS, ISO, FDA
compliance features

“ ..Evident makes our life easier,
and working with these folks
is great.”

Gary locco

Dimension Dental Design, CDL
Hastings, MN

Interested? Circle Product Card No. 8

Contact us for a free demo'

info@evidentlabs.com
www.evidentlabs.com

1877909 7770
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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.

Starting earlier this year we added the
reader service card with numbers that corre-
spond to advertisements. In this issue you'll
find numbers with each of the products that
appear as editorial in this issue of DLP.

You'llalso find opportunities to go directly You Can:
tolanding pages thatallowyou to fill in your ® Click
information toreceive newproductmaterials, ® Scan
QR tags that get you there directly from your e Call

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

New product information
sentdirectly toyou!

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.

- or
E i E Amann Girrbach AmericaInc. 10-11 9 E E Primotec USA 29 22
amanngirrbachamerica.com primogroup.net
Argen Corporation Sun Dental Lab 31 23
argen.com 5 7 sundentallabs.com
Evident Labs TCS 3 6
evidentlabs.com 7 8 tcsdentalinc.com
Glidewell Dental Laboratories ValplastInternational Corp. 33 24
glidewelldental.com Cv4 28 valplast.com
Ivoclar VivadentInc. Whip Mix Corp. 14-15 11
ivoclarvivadent.com Cv2 1 whipmix.com
=] sl
Kerr Corp./Div. of Sybron Dental 12-13 10 Zirkonzahn 19,21,23 & 16-17 29,12
E kerrlab.com zirkonzahn.com
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Over the past several years we've seen a contraction
in the total number of dental labs operating in the U.S.
A decline in the total number of dental lab profes-
sionals, however, in no way lessens the vital role
today’s technician plays in facilitating beautiful, reli-
able restorative options for the dentist and his or
her patients.

To that end, the companies that support the den-
tal lab industry have continued to push forward with
innovation. Whether it is a dynamic new material or
another tool to use in the digital workflow, the manu-

COMPANY Index

facturing community is constantly looking to break
new ground and help you deliver better dentistry.
Our goal in this issue is to provide these compa-
nies with the opportunity to show you what they have
to offer and explain how their products and services
can make a difference in your lab. Of course, there is
only so much we can cover on the printed page, so
visit dlpmagazine.com for additional interview ques-
tions with many of the companies featured here.

Read on, log on and then tell us what you think.

00 SPECIAL ADVERTISING SECTION

Industry Matters

Amann Girrbach | pp. 10-11

Whip Mix | pp. 14-15

Kerr Lab | pp. 12-13

Felugation Corer)

salm Worldwide

Zirkonzahn | pp. 16-17

dipmagazine.com

July/August 2013

dentallabproducts




=ceramill P

The Beauty of Precision.
The Power of Partnership.
i 0L Laystem's Motion 2 five-axis mil Map 409 “egiiely See Ceramill in Action

and Mind software - with the Ceramill Artex® virtual articulator -
deliver unrivaled precision, aesthetics, and efficiency.

Attend a free Ceramill Live event in your
area, and see firsthand how the system'’s
remarkable accuracy and material/
indication range can dramatically increase
your lab’s capabilities and profits. Register
today at www.CeramillLiveEvents.com, or
call us toll free at 866.587.3498.

Upcoming Ceramill Live Events:

August Events September Events
August 1-4 - Biloxi, MS Sept. 11- Quincy, MA
August 1- Evansville, IN  Sept. 26 - St. Paul, MN
Auqust 14 - Williston, VT

August 21 - Naperville, IL

We've built the Amann Girrbach name on a combined 100-year legacy of commitment to
dental technicians pursuing accuracy and aesthetic excellence. Our Ceramill system is the
embodiment of this legacy, delivering unsurpassed precision and backing it up with a

CAD/CAM philosophy that responds to the unique challenges of today's dental laboratories. AMANNGIRRBACH
, , . AMERICA

Modular Design Direct Partnerships

Expand - don't replace - your CAD/ Deal with one company for all of your

CAM system to meet your customers’ needs, including sales, service, support,

growing needs. and training.

Open Architecture Exclusive Focus

Seamlessly share files and hardware Benefit from the knowledge and

between open systems to maximize commitment of a partner focused on

efficiency and flexibility. dental laboratories. Amann Girrbach America, Inc.

5265 Parkway Plaza Blvd.
Charlotte, NC 28217 800.851.3719
www.AmannGirrbachAmerica.com

Interested? Circle Product Card No. 9




A look at

00 SPECIAL ADVERTISING SECTION

Amann Girrbach America

Albert Garza, Vice President,
Amann Girrbach America

Q: What is driving the demand for
labs to bring CAD/CAM in-house?

AG: Simple economics. Labs need to stay
competitive. While outsourcing may
allow them to offer a variety of ser-
vices and materials, it comes at a
cost—Iloss of profits and control. The
lab can’t guarantee when products
will be returned to them or their cli-
ents. So owning a CAD/CAM system,
whether it's just scanning and design-
ing or a full system, will allow the lab
to take back control improving quality,
service and profitability.

Q: How does Amann Girrbach’s Cera-
mill system stand out among the
competitors?

AG: CAD/CAM is all about precision.
Amann Girrbach has been and always
will be dedicated to precision in labo-

ratory technology—exclusively lab
technology. But we take our commit-
ment to support the laboratory a step
further. Our customers are more than
customers, they are our partners.
And we are dedicated to helping our
laboratory partners achieve success.
Not only do we provide a CAD/CAM
system that functions seamlessly
with our Ceramill products, including
the model management products,
but we've created an open system
that functions with competitive sys-
tems and chairside intraoral scanning
systems. Ceramill is also modular
so labs can easily expand to meet
customers’ growing demands. Our
direct approach means we can pro-
vide education and training, available
atour new U.S. Headquarters training

facility or onsite at individual labs. We also
provide a variety of CE courses and the
materials that will help our lab partners
grow their business.

Q: What production and service benefits

can labs expect to see in return for
investing in the Ceramill system?

AG: Business Growth. Labs will find that even

less skilled technicians will be more pro-
ductive, so they can expand their duties.
Reducing turnaround times by eliminating
outsource shipping and extra finishing

work, improving quality, maintaining—or
even exceeding—customers’ expecta-
tions, translate to improved customer
service and growth. Expanded capabili-
ties also can provide significant growth.
I know laboratories that have seen a
change in caseload type from 20 percent
ceramic to 90 percent zirconia, providing
even greater profitability. Finally, by doing
everything in-house, labs will retain con-
trol of production processes to provide
a higher level of artistry. [ET1

FEATURED BRANDS

AMANNGIRRBACH
AMERICA

Amann Girrbach
America Inc.

5265 Parkway Plaza Blvd.
Charlotte, NC 28217
800-851-3719
info@amangirrbachamerica.com
AmannGirrbachAmerica.com

=1
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Model Management
Tools

Amann Girrbach’s model management
products are at the very core of their legacy
of innovation, precision and dedication to
the needs and challenges facing dental
technicians. Today, these model manage-
ment tools are used in conjunction with the
Ceramill CAD/CAM system, providing the
foundation for a precise and trouble-free
restoration. By accurately recording and
transferring patient data, and then carefully
controlling the fabrication process, Amann
Girrbach’s model management tools help
minimize or eliminate chairside grinding,
remakes, and other corrective actions. The
result is an increased efficiency and profit-
ability for the laboratory and an improved
patient experience. Amann Girrbach’s
model management products include the
Artex® System—Artex® Facebow, Artex®
Articulator and the Ceramill Artex® that
serves as a bridge between the manual
and digital workspaces—plus the Giroform®
System, Smartbox X2 and the Smartmix X2.

Ceramill Map400

The Map400 is a fully automatic, compact,
open architecture digital scanner with
highly sensitive, accurate (<20 pm) 3D
sensors; a wide angle measuring field
for the largest restorations; and just two
axes to reduce scan times of full arches
and articulated casts.

(BB

Ceramill Motion 2

The Ceramill Motion 2 is a compact,
upgradable, hybrid dental CNC machine
combining five-axis simultaneous milling
and grinding technology in wet or dry
modes for material appropriate process-
ing. The Motion 2 allows dental laborato-
ries of all sizes to fabricate exceptionally
precise esthetic restorations in-house.

Ceramill Mind Software

The Ceramill Mind CAD software is the
brain of the Ceramill System. The system
software provides time-saving, intuitive
processes, and features an open architec-
ture platform that allows labs to work with
other existing open hardware or software.

Ceramill Materials

The power of the Ceramill CAD/CAM sys-
tem is enhanced by its ability to process
advanced restorative materials includ-
ing Amann Girrbach'’s proprietary Zolid, a
stable, non-veneered translucent zirconia;
Sintron®, a soft chrome cobalt; PMMA,
wax; and glass ceramics plus VITABLOCS®
Mark Il and TriLuxe forte from VITA Zahn-
fabrik H. Rauter GmbH & Co and lithium
disilicate such as IPS e.max® from Ivoclar
Vivadent Inc.
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Lab for Life... Kerr
Kerrlab.com

Visit Kerr’s New Dental Lab Product Website.

Kerr’s New Dental Laboratory Product Website features detailed
product information, educational videos and product promotions.

Interested? Circle Product Card No. 10
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Kerr
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Construct
Construct reinforcing braid is the ideal “building block” for the
most demanding restorations. Construct has a patented weave
designed for more complete resin wetting, delivering superior
strength and toughness. Construct is made from a polyethylene
fiber that is cold gas treated and impregnated with silane and
resin, which allows for easier handling. Construct resin comes
in three shades: a neutral and two opaque shades designed to
eliminate “shine through” of the braid. Three braid widths provide
greater flexibility to fit each individual case. Construct indications:
e Single-tooth stress-bearing restorations
e Provisional composite and acrylic crowns and bridges
eReinforcement for composite crowns and bridges
ePeriodontal splints
eOrthodontic retainers
eDenture repair

Flexible Clearance Tabs

Kerr’'s Flex Tab system is designed to make direct intraoral
measurements of occlusal and interproximal tooth preparation
clearances. The dentist places individual Flex Tabs between the
prepared tooth and its opposing occlusal surface to ensure suf-
ficient clearance for the laboratory to develop a perfect restora-
tion. Flex Tabs are packed individually to be disposed of after use.

Ultra-Waxer 2
The ultimate electronic waxer just got better, with dual spatulas
for increased productivity, a tip holder for convenience and orga-
nization, and easy-to-use menu functions, such as programmable
presets and quick heat function. Features include:

eComfortable, color-coded cushion grip tips

10 optional application specific tips available

eFour programmable temperature presets

eQuick heating of tips

eDual pens for simultaneous use

¢ Adjustable auto-off feature

eDual voltage

esTemperature range: 97°F to 500°F (36'C to 260°C)

*Ships with two tips (Small PKT # 35167, Large PKT # 35168)

Die Spacers

Manufactured to exacting tolerances, Kerr’s line of die spac-
ers, sealers and hardeners combine advanced chemistry with
precision to provide a consistently uniform coating with every
application. Their uniform film thickness mirrors every detail, angle
and convolution of the preparation and controls relief and color,
further enhancing results. The products also resist pressurized
steam, scratching and chipping and are available in four micro
thicknesses (0-20 microns), two sizes (0.5 0z and 3.38 0z), and
two set times (Classic—40-50 seconds, Quick Set—30 seconds).

Premise Indirect

The result of science from the success of Her-
culite XRV, belleGlass NG and Premise. Premise
Indirect closely matches natural dentition in
wear characteristics, as well as an opalescent
appearance that virtually replicates natural
enamel like no other restorative material.
Premise Indirect demonstrates a proven his-
tory with 13 years of positive clinical studies
and field data, and tens of thousands of suc-
cessful restorations placed since 1996.

Premise Indirect uses a trimodal curing
system (light, heat and pressure) achieving a
material conversion of more than 98 percent,
as compared to 60-70 percent achieved with
light-cure-only materials.

The combination of large prepolymerized
filler (PPF) particles, 0.4 micron structural filler
and small silica nanoparticles allows for higher
filler loading, improved physical properties,
optimal handling, higher surface gloss and
reduced polymerization shrinkage.

Premise Indirect is available in two system
configurations (Intro System supporting seven
common shades, and the Master System sup-
porting the full range of 18 shades). Both sys-
tems include: composite cabinet, curing unit,
mixing palette, curing light, refills, instruments,
accessories and comprehensive instructions.

Kerr

Kerr
888-766-7650
Kerrlah.com

RS No. 10
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Let Whip Mix be your digital solutions partner.
You deserve it.

The Whip Mix Difference

We understand that moving into the digital age is a big step for any
3-Shape Scanner size laboratory and that's why you'll want Whip Mix with you every Step
of the way. A Whip Mix representative will help determine the needs of
your lab and will offer the best, most cost effective digital solution to
meet those needs.

But our partnership doesn'’t stop there.

Whip Mix offers customized training for both the 3-Shape Scanner and
the Roland Mill. With 4 certified 3-shape trainers, 2 certified Roland
Service representatives and 5 CDT’s on staff, Whip Mix provides
service and technical support that is truly unmatched in the industry.

Call 800.626.5651 to find out how you can partner with
Whip Mix as you move into the digital age.

VERICORE

FHMA IVORY

-

VERICORE

ZR HT
A2

Interested? Circle Product Card No. 11

DENTAL TECHNOLOGY SOLUTIONS Whip Mix « 800 626-565| « www.whipmix.com



A look at

Whip Mix Corp.

Kent Kohli, CDT, Manager of Dental
Technology Solutions

Q: Kent, what most excites you about
your new role at Whip Mix?

KK: As Manager of Dental Technology
Solutions, I oversee the daily milling
production and quality control and help
customers apply digital technologies to
enhance the outcome of their work. |
never cease to be amazed at the poten-
tial of 3Shape software and Roland
Mills—I have personally benefitted by
digital technology as a small laboratory
owner dating back as far as 1996. | oper-
ated a very small, boutique lab focusing
on “high-end” esthetic restoration and
my daily production was both limited
and restrained by the process of fabri-
cating substrates. CAD/CAM afforded
me the necessary time to focus on the
esthetics and increase my productivity,
while ultimately increasing both my
production and profitability. | learned
to work smarter and not harder and
suddenly, | took my “esthetic game”
to a much higher level as well! Helping
other technicians make this transition
excites me most.

Q: In addition to CAD/CAM equipment
and materials, what services does
Whip Mix provide?

KK: Our Dental Technology Solutions (DTS)
team provides milling services to assist
labs beginning the transition into the
digital realm of dentistry. Our team
includes CNC mill operators experi-
enced in CAM programming strategies
and CDTs qualified to assist labs with
more complex cases as they master
their skills. We accept .stl files from any

scanner and use the Roland DWX-50
mills for milling zirconia substructures,
full-contour zirconia crowns and wax
patterns. Soon we will offer zirconia
hybrid abutments and screw-retained
hybrid bridges.

Our objective is to help dental labs
be successful. For years, Whip Mix
has worked with labs to improve their
organization and workflow procedures
using “Lean Manufacturing” principles.
Some standardization must be in place
before digital dentistry can be success-
ful. Supporting labs with CAD/CAM
technology is the next step to increase
their productivity. Our milling services
provide a cost-effective way to start
the digital journey, requiring only the
purchase of a scanner.

With increased unit volume and
improved efficiency, labs are able to
justify buying their own mills and com-
pleting all the work in-house. Typically,
when labs reach about six units per
day outsourced for milling, they can

FEATURED BRANDS
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financially justify the purchase of an
in-house mill. We help labs make that
transition, milling difficult cases or test
designs as they master their skills.
Q: What support services do you have
for CAD/CAM equipment you sell?
KK: We have a complete staff of CDTs trained
to assist the lab in its transition. We also
have Information Technology support
technicians to assist with connectivity
and computer interface needs. We pro-
vide all the fundamental training as part
of a 3Shape scanner or Roland DWX-50
milling unit purchase; additionally, Whip
Mix offers advanced design and milling
training sessions on more complex case
design and workflow. We provide sup-
port online via TeamViewer or in-person,
if preferred. We also conduct lectures
and seminars several times a year at
trade meetings and in-house at our
facility in Louisville, Ky.
In October 2013, we will again offer
our Digital Lab Forum with industry
leaders and successful lab owners

to further educate those looking for
answers and a road map to making the
digital transition easy. More information
can be found at WhipMix.com.

Q: What are the future plans for DTS?

KK: Whip Mix's future plans include expand-
ing the Dental Technology Solutions
product offerings and services to more
than a milling center. We will continue
to offer the outsource services option
to laboratories so they may make a
purchase when it makes financial sense
to bring the new technologies in-house.
We're committed to using the products
we sell so that we can support them
from our practical experience. [E

Whip Mix Corp.
800-626-5651
Whipmix.com

Infinity ZR Sintering
FurnacCe

The Whip Mix Infinity ZR Sintering Furnace
features the latest furnace technology to
give many years of dependable service. With
30 programs and four stages, the Infinity ZR
has been designed to offer the user flex-
ibility and consistently accurate sintering
of zirconia materials. The unit features a
working temperature of 1550°C (2822°F)
and patented Thermal Web Technology for
even and consistent heating.

for S

Vericore® Mill Wax

A clean burnout wax that is suitable for
casting or pressing techniques, Vericore Mill
Wax is ideal for simple burn-out applications
such as singles and small bridges. This wax
is simple to trim and add wax when you
need to add a margin, cusp tip, contact
marginal ridge. The wax trims cleanly and
doesn’t soften when being milled. Whip
Mix also carries a complete line of zirconia
and PMMA discs.

Denar® Split Cast
Mounting Plates

Designed to use with the 3Shape scanner
and software system, the Denar Split Cast
Mounting Plates make it easy to move from
Bench Top to Virtual Articulation. The sys-
tem aids scanning by reducing the height of

each cast, and you can mount the case on
the bench top articulator as normal using
facebow records, arbitrary mounting stands
or CRrecords. Capture the position and cant
of the patient’s teeth, then replicate that
bench top positioning on the virtual articula-
tor in the software. Create the restoration
and equilibrate on the computer. Print and
confirm the restoration on your bench top.
Available in 10 mm, 15 mm or 20 mm sizes.
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Face Hunter

Scanner
S600 ARTI

Milling Unit M1

Titanium

spectral-colouring Anodizer

Interested? Circle Product rIi No. 12
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A look at

Zirkonzahn

Klaus Mair, Marketing and Sales
Manager for the U.S. and Canada

Q: Zzirkonzahn has many technologi-
cally innovative products. How
do they all fit together into one
cohesive system?

KM: Zirkonzahn is based on values like
trust, innovation and diligence.
Although it might sometimes be eas-
ier to outsource parts of our produc-
tion, the entire range of products—
from the highly translucent Prettau®
Zirconia to the various milling units—
is developed and manufactured in
the zirkonzahn headquarters in the
middle of the Alps. This results in a
solid knowledge about all our goods
and allows us to incessantly improve
them. We also have all necessary
skills and expertise in-house and
are able to find a quick solution in
case of any issues or uncertainties.
All components are high quality, per-
fectly harmonized with one another
and part of the Zirkonzahn workflow,
which is constantly being expanded.

Q: How have you seen your CAD/
CAM system benefit dental labo-
ratories?

KM: To guarantee there are ideal
machines for laboratories of all sizes,
we developed several milling units.
From the compactly constructed M1
for “soft” materials to the 5+1 axes
simultaneous milling unit M5, there
is a device for every lab.

This wide range of devices offers
endless combination possibilities—
customers can create their personal-
ized CAD/CAM systems according to
their needs and wishes.

KM:

KM:

What makes your suite of products
stand out from the competition?
The excellent price/performance ratio of
Zirkonzahn CAD/CAM systems is unpar-
alleled. Our worldwide presence and
our uncompromising quality approach
implicate that all Zirkonzahn products
meet international quality standards
and guidelines.

What can labs of all sizes and scope
expect to see in return for their
investment in Zirkonzahn products?
Every laboratory has different demands.

00 SPECIAL ADVERTISING SECTION

Especially for smaller laboratories, closed
systems don’t make economic sense
as they lock them into limited prod-
ucts, materials and applications. With
its modular devices, Zirkonzahn can
ensure clients always have a constant
companion at their disposal that can
adapt to one’s wishes and requirements.
The milling units are ideal to provide
laboratories with increased added value
and to reduce the cost of material. We
also cultivate direct customer relations
and offer many kinds of training oppor-

FEATURED BRANDS

tunities in educational facilities all
around the world—among them free
intro courses—as well as technical
customer support, even for profes-
sional questions. IETY

ZirkonEZ1

Zirkonzahn
+39 0474 066 660
zirkonzahn.com

Prettau Zirconia

Prettau® Zirconia is used in conjunction
with a specialized colouring technique
that eliminates the use of veneer ceramics
entirely. In this way, aesthetically pleasing
full-zirconia (F2) restorations such as the
"“Prettau Bridge” can be realized. Especially
in the field of implant dentistry, in cases of
limited available space or restorations with
tissue flanges, Prettau® Zirconia comes
into a world of its own. One of the many
advantages is the complete elimination of
posterior occlusal chipping because only
the labial or buccal surfaces are porcelain
veneered; all functional areas are main-
tained as solid Prettau® Zirconia.

Face Hunter Facial Scanner

This is a scanner for photo-realistic 3D digitalization of
faces as a working basis for the manufacture of individual-
ized dental prostheses. The Face Hunter provides planning
reliability for the dental technician, the dentist and the
patient through the manufacture of tooth restorations
on the basis of the patient’s physiognomy. It includes
intuitive controls, high scanning speed at less than 0.3
seconds per face, and integrates extremely well into the

Zirkonzahn workflow.

Colour Liquids Prettau
Aquarell

After much in-depth research and thor-
ough analysis, we are going to launch the
new Colour Liquids Prettau® Aquarell.
This series includes 16 colours covering
the entire chromatic spectrum. They are
water-based and acid-free. For visual
aid, these new liquids contain special
bio-pigments that assist in realistic shade
distribution and colour grading. Individual
custom colouring of finer details such
as mamelons, cervical or interproximal
areas is considerably easier and can
be performed with pinpoint precision.

Milling Unit M5

Developed by a dental technician, this
Milling Unit M5 features 5+1 axes and 2
milling handpieces. It connects easily
to your PC and uses the powerful CAM
software and the basic modeling software
“Zirkonzahn Modellier.” It also features an
LED screen so you're able to keep track
of the progress of your milling by simply
glancing at the unit.

Titanium Spectral-

Colouring Anodizer

For biocompatible, coloured coating of
titanium constructions aiming at grey
scale value reduction. Various colours
are possible!
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CAD/CAM abutment

Zimmer" Zfx” CAD/CAM Abutments are now available in titanium and are

fully compatible with the NobelReplace’, Replace Select™ and NobelSpeedy™
Replace™ implant systems from Nobel Biocare. Labs and clinicians can ac-
quire the new Zfx manufactured, Nobel compatible abutments by either fully

outsourcing the design to Zimmer Dental’s team of technicians, or design-
ing the abutments and final restorations themselves on the Zfx Dental CAD

System and transmitting the data electronically to the Zfx milling center for

final production.

Zimmer Dental
800-854-7019 | zimmerdental.com

CIRCLE RS NO. 13

Custom-configurable space solution

The ListaWorks™ service provides high-quality, custom-configurable solu-
tions to precisely fit individual dental laboratory customers’ unique space
requirements. Experts survey current and future storage and workspace
needs, then propose solutions that provide the highest density and greatest
productivity. The detailed, customized plan for individual workspace and
storage needs is guaranteed to maximize efficiency and flexibility while
optimizing space and profitability. The process includes 3D layouts of the
facility, so customers can visualize how the suggested products will work in
their specific space.

Lista International

800-722-3020 | listaintl.com

CIRCLE RS NO. 15

Hood with high-tech safety features

Designed to reduce air flow disturbances in laminar flow hoods, the Fuego
SCS features the Safety Control System SCS, an advanced safety technology
that constantly analyzes potential hazards and, if necessary, initiates safety
measures, such as an interruption of the gas supply. Exceptional passive
safety features include a residual heat display that will signal the burner
head is still hot to protect the user from burns. The adjustable automatic
cut-off system inhibits unintentional ignition when the flame has not been
ignited for a long time. The Fuego SCS can be operated with the touch-free
DoubleClick IR-Sensor, button or foot pedal.

WLD-TEC
310-589-3719 | wld-tec.com

CIRCLE RS NO. 14

Smile to the

HEVUE

with £e.max’

iful, healthy smile you
anted has never been easier,

Book demonstrates e.max results

This high-quality book is designed to exemplify the “natural beauty”of an
IPS e.max smile. The case book is well suited for a lab technician hoping to
convince a doctor, or a doctor hoping to convince a patient, of the esthetic
results of e.max restorations. Highlighting a series of before and after images
from a variety of e.max patients, the costis $6.

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

CIRCLE RS NO. 16
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New

Multiple surface topography implant

A contemporary hybrid implant, the 3i T3 implant offers three
surface topographies intended to deliver esthetic results through
tissue preservation. A coarse micron topography provides 10
micron features by way of a resorbable media blasting process
using calcium phosphate particles, allowing for blood clot reten-
tion along the implant’s threaded body. The sub-micron topogra-
phy option offers a more complex structure with discrete crystal-
line deposition of calcium phosphate nanoparticles, allowing for
greater integration throughout the early healing process.

Biomet 3i
800-342-5454 | biomet3i.com

CIRCLE RS NO. 17

App aids in case planning

Available in the Android Market, the Virtual Facebow app
reportedly provides a simple, effective and affordable method
ofaidingin the diagnosis and treatment planning of all dental
cases. Designed by Dr. Les Kalman, DDS, the app serves as an
esthetic tooth guide before treatment and allows users to posi-
tion the upper maxillary castin an accurate spatial relationship
to anatomical reference points, establishes the lower mandibu-
lar cast to the upper with an accurate occlusion, and reinforces
the anatomical bearing of tooth, arch and cast positions.

Virtual Facebow
facebook.com/VirtualFacebow

CIRCLE RS NO. 18
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VITAVM 9

By Davide Bigerna

The goal of restorative
dentistry always has been
to create restorations that
offer both functionality and
esthetics. However, over the
last 20 years, expectations in
this regard have changed, with
issues relating to esthetic and
cosmetic “optimization” and

the desire for a flawless appear-

ance and perfection increasingly
becoming the focus of treatment. As a result, dental
surgeons and dental technicians today are faced

Davide Bigerna

Anterior restoration?
All-ceramic solution.

A challenging anterior restoration is tackled using VITA's VM 9 all-ceramic.

with the considerable task of not just restoring the
functionality of the patient’s dentition, but of also
delivering highly esthetic everyday solutions that do
not impact on patient health.

The following real-life case study presents impor-
tant preparatory steps, which, in addition to expert
custom veneering, are critical to the success of quality
anterior restorations. The goal of dental restoration
is not just to replicate the intact natural dentition
and provide what we consider to be an attractive
restoration, but to take all the functional, mechani-
cal, anatomical and esthetic aspects of the natural
prototype into consideration (Fig. 1).

- =
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VITAVM 9

VITA VM 9 was specially designed as a high-fusing,
fine-structure feldspar ceramic for ZrO2 substructures
partially stabilized with yttrium in the CTE range of
approximately 10.5. The CTE is precisely adjusted

to zirconium dioxide materials, which guarantees
optimum bonding and absolutely reliable results. It
features optimal processing characteristics such as
optimal stability and minimized shrinkage behavior,

as well as optimal milling and polishing properties,
especially in situ.

Vident
800-828-3839
vident.com
RS No. 21

3150 East Birch Street
Brea, Calif. 92821

FIZ. 1 The goal of treatment is not just to

replicate the natural, intact dentition, but to take
all aspects of the natural prototype—functional,
mechanical and anatomical—into consideration.

FIZ. 4 The plaster replica of the wax-up of the upper
anterior area as agreed with the patient provided the
basis for precasting. The perpendicular grooves provide
the practitioner with information for preparation.

Fig. 2 nitial situation: shape and shade
defects of the central incisor and gaps in tooth
positioning, particularly in the incisal area.

Fig. 5 The precast silicone for direct
fabrication of the mock-up is filled with VITA
VM CC filler-free cold-curing polymer resin.

Flg. 3 Irregular incisal edge contour due in part
to enamel defects (tooth No. 22), vertical cracks
in the enamel (No. 21, distal), and extremely
opaque tooth substance in the middle and

upper thirds of the central upper incisor.

FIZ. 6 The wishes of the patient have been taken into
consideration in the design of the temporary and act as
a definitive guide for the fabrication of the final ceramic
restorations. The temporary already demonstrates

the balanced tooth shapes and incisal edge contour.
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VITAVM 9

FIZ. 7 The upper anterior teeth prepared
for attachment of veneers: the clean cervical
preparation ridges are exposed for the
impression using retraction cords.

FIg. 10 The final veneers on the plaster model:
here, we can already see that translucence and
the balance of the incisal edge contour are greatly
improved in comparison with the initial situation.

Fig. 13 A detailed look at the right side: youthful
and translucent incisal edges, with mamelons also
emphasized. Overall, a natural physical appearance.

THE DANGER OF IDEALIZING OUR WORK
As dental technicians, we often run the risk of fashioning
veneers for crown and bridge restorations based on our
own expectations. During the course of our work, we
develop a kind of ideal as to how the shape and shade,
for example, of an upper central incisor or a lower canine
tooth should look, and let ourselves be guided by this
vision without realizing it.

This makes our often stressful work easier; however,
the final results with their distinct “signature” are so similar
that it is often very easy to tell who fabricated a particular
veneer. This can be compared with a hairdresser, whose
customers all have the same fashionable hairstyle when
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Figs. 8 and 9 the veneer diagrams demonstrate the complexity of the
layering that is aimed at achieving a natural appearance in this case.

Figs. 11 and 12 Lateral views of the restorations used: not only the impression
of the shade but also the tooth shape of each veneer is convincing. The tooth surfaces
with their silk-matt texture also provide a life-like and natural effect.

Fig. 14 Rrealistic overall impression
with a balanced incisal edge contour and
equally harmonious tooth proportions.

they leave the salon. The daily routine during which the
technician and patient generally never meet is almost an
open invitation to working in this manner. However, the
patient’s own expectations suffer as a result.

NO ANALYSIS, NO RESTORATION

Every restoration should begin with a detailed analysis of
the case. This is the only way to ensure the requirements
for a successful outcome can be met. During this analy-
sis, we should proceed systematically and step-by-step,
and record our findings in writing. The result should be
a detailed diagram that provides all of the information
necessary for the veneer.

FIZ. 15 Even with the mouth half closed,
the incisal edges, which are balanced in
comparison with the initial situation, are

in perfect proportion with the lip line.

In addition to the tooth shade and shape, other details
also play an important role in creating a realistic restoration.
These include characteristic tooth features, the level of
translucency and opacity in all areas of the tooth, specific
anomalies in the enamel such as calcium deposits, and so
on. However, even the tooth shade itself can only rarely
be determined as a unique value for the entire tooth, as
it varies depending on the tooth area.

Nevertheless, it makes little sense to collect all of this
information if we cannot put it into practice later with the
veneering material. Detailed knowledge of the ceramic is
therefore a prerequisite for subsequent targeted imple-
mentation during veneering.

22
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THE WAX-UP - THE BASIS FOR
SUBSEQUENT TREATMENT

Before beginning treatment, we need to fabricate a
diagnostic wax-up. The wax-up is not only used for
planning the size and shape of the teeth—it also allows
us to show patients exactly what the options are in their
situation. Particulars that already have been discussed
with the patient in this regard during the first session
now become more concrete.

The importance of the wax-up cannot be empha-
sized enough, as it provides the definitive basis for all
subsequent restoration steps—for the mock-up as a
kind of “demonstration model” of the wax-up, for the
temporary as a preemptive restoration that is already
very similar to the final restoration, and for the final
reconstruction of the tooth. It also provides the prac-
titioner with information as to how preparation should
be approached.

INITIAL SITUATION

In the case shown here, a 35-year-old woman who
was unhappy with her central incisor because of shape
and shade defects and gaps in the positioning of the
tooth presented in the dental practice (Fig. 2). She also
wanted the contour of the incisal edge in the upper
anterior area to be more balanced (Fig. 3). With veneers
on tooth Nos. 13 to 23, a restoration option was selected
that was as gentle as possible on the tooth substance.

In the first planning session, the patient and
/l « the technician discussed the desired esthetic
changes. Using a model of the situation, the technician
created a wax-up, which he used to show the patient
the changes he felt were possible in terms of the tooth
shape and the contour of the incisal edge (Fig. 4). As
a result of being included in this creative step, the pa-
tient’s attitude to the subsequent restoration was posi-
tive right from the beginning.

The temporary has come to play a role that
2. has long been undervalued, particularly in the
case of anterior restorations. The main original func-
tion, which was to protect the prepared tooth surface,
continues to be met. However, thanks to the contin-
ued progress of adhesion technology, the spot-etch
technigue now enables single-tooth temporaries to be
fabricated that offer greatly superior esthetics and can
perform additional tasks because of reliable bonding at
the relevant location.

Taking the wax-up as a basis, we used cold-curing
polymer resin (VM CC / VITA Zahnfabrik) to fabricate the
temporary (Fig. 5). In addition to the protective func-
tion described above, this temporary also enabled the
patient to already become used to the final restoration

VITAVM 9

atavery early stage by “preempting” it, to consult family
and friends on their opinion, and to request changes
before the final ceramic veneers were fabricated (Fig. 6).

During preparation, the healthy tooth substance
« was protected and maintained as far as possible
(Fig. 7).

The individual tooth features that were already
4 = recorded during the detailed analysis as veneer
diagrams now provided the basis for designing the ce-
ramic veneers (Figs. 8 and 9). Following fabrication of
the fireproof dies (Cosmotech/GC), the quite complex
process of layering was carried out using VM 9 (VITA
Zahnfabrik). At this stage, in-depth knowledge of the
ceramic used as well as of its esthetic possibilities, to-
gether with experience in shape and surface design, are
essential to ensure above-average results. The result al-
ready makes a good impression on the model (Fig. 10).

Following adhesive bonding, the six veneers
= were truly convincing (Figs. 11 to 15). The tooth
shade, shape, surface and texture, as well as the indi-
vidual features, combined to create a captivating and
natural-looking restoration. The treatment goals—a bal-
anced incisal edge contour in the upper anterior area, as
well as correction of the shape and shade defects of the
central incisor and of the gaps in tooth positioning in the
incisal area—were successfully achieved.

CONCLUSION

We have used the real-life patient case shown here to
demonstrate important steps that are critical in the
success of demanding anterior restorations of this
kind. The detailed analysis of the initial situation as
well as clarification of the patient’s individual wishes
and expectations led, via a wax-up, to an esthetically
pleasing temporary solution. This solution formed a
crucial part of the treatment by effectively preempt-
ing the final esthetic result and acting as a definitive
template for the final restoration. Only as a result of
the spot-etch technique has this approach to minimally
invasive restorations, such as the veneers shown here,
become possible. [T
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Luke S. Kahng, CDT

ON CUSTOM SHADE MATCHING

Lateral implant custom
shade matching

How custom shade matching helped give this patient the esthetic smile she desired.

by Luke S. Kahng, CDT

This case study presentation describes how |
selected material and matched adjacent teeth,
surface texture and contouring when fabricating
restorations for the laterals.

The 30-year-old female patient sought to
replace her lateral implants, which, at 3.0 narrow,
had a tight neck area in the gingival area. The
dentist and | both sought to increase the gingival
width and make it broader. However, we noted

the gingival line for the laterals was cosmetic
compared to the centrals and the canines.
During custom shading, | took a look at the
patient’s opacity and translucency with saliva
in the mouth, and again without saliva in the
mouth. There was a definite color differentia-
tion between tooth Nos. 8 and 9 even though
they were natural dentition. Central No. 8 had
a white horizontal line in the gingival and No. 9

did not. The incisal 1/3 on tooth No. 9 had deep
translucency compared with No. 8, which also
had a slighter stain to it than No. 9.

Because of this, | chose gold abutments for
this case. Gold is much stronger than zirconia
and the hue is a natural color that | knew would
blend well with the gingival area of the patient’s
new restorations.

Fig. 7 Natural, extracted teeth for study and training

AMANNGIRRBACH
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Fig. 5 pre-sintering stage

GC INITIAL a-L
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Fig. 8 Gc1q Lustre Paste

nngirrbach.com

Fig. 9 Apply L1 stain

Fig. 6 mirror image
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Fig. 13 Tooth No. 7 immediate insertion,
opacity and translucency check

CASE STUDY
With the provisional teeth in place for tooth Nos. 7 and 10,
it is obvious that the color is too white (Fig. 1). Tooth No. 8
has a yellow orange tone and the temporary does not; it
has a grayish tone to it. Fig. 2 shows a pre-operative view
of tooth Nos. 7 and 10 without the abutments in place.
After insertion of the gold abutments from GC
01 Milling Center, | checked on the incisal 1/3 trans-
lucency (Fig. 3). In the impression stage, retraction was
held for 15 seconds (Fig. 4) to get an accurate assessment
of opacity for the natural dentition. | noted there was a dull
color because of dehydration.
Fig. 5 shows the zirconia copings before | fabricated
the zirconia crowns on top of the gold abutments. Fig. 6
is a mirrored image of the restorations. The natural teeth
color aspects are all different with layering on top of the
stain. How color and staining appear on the teeth depends
on the patient’s habits. Crack lines and other character-
istics all play a role in the dentition’s appearance (Fig. 7).
| followed the natural, extracted teeth for guidance
02 as | stained the color onto the restoration. A subtle
application to the mesial distal area in this case gave me
the color | was seeking. With GC IQ Lustre Paste, | could use

more color for overlay staining and could easily increase or
decrease the colors (Fig. 8).

Fig. 14 Tooth No. 10 immediate insertion,
opacity and translucency check

After finishing the restorations, they were placed
in the patient’s mouth (Fig. 9) for a color and fit

03

check.

O 4 There was a lack of translucency noted so | applied
L3 (a light gray color) to match the distal area of

the crown. Next, | applied L1—Ilight blue, tan and white

mixed together, pre-baking (Fig. 10).

I mimicked the adjacent teeth from the gingival to
05 the incisal to create a natural looking color (Figs.
11 and 12). Upon immediate insertion, opacity and trans-
lucency were checked (Figs. 13 and 14). Note the incisal
edges of the teeth are not even. | was able to duplicate
this natural incisal edge and make the restorations slightly
brighter than the other teeth, creating a more natural ap-
pearance (Fig. 15).

CONCLUSION

The patient was happy with the end result. When we really
look at the images provided, we can understand the natural,
existing dentition and the segmented gingival, mesial and
distal 1/3 colorations. By communicating all these aspects
with the patient beforehand, it made it easier to fabricate
the restorations because everyone involved was on the
same page.

ON CUSTOM SHADE MATCHING

Fig. 15 immediate insertion, uneven
incisal edge position check

The images demonstrate the difference between tooth
Nos. 8 and 9 and also the size differences between Nos. 7
and 10. Tooth No. 10 has a gap while the space for No. 7 is
not as large, meaning there was no symmetry between the
teeth. Also, No. 7's axis was heading in a different direction.
So, not only did color have to be taken into consideration
when formulating and fabricating this case, shape, incisal
edge position and space between the teeth had to be cor-
rected as well. The patient was happy and gratified with
the time involved and the end result. [E3

ABOUT THE AUTHOR

An accomplished dental technician with more
than 20 years of experience, Luke S. Kahng,
CDT, is the founder and owner of LSK121 Oral
Prosthetics, a dental laboratory in Naperville,
Ill. He has published more than 85 articles in
dental journals, and his lectures have taken him
across the United States and the world. He is the
creator of the Chair Side Shade Guide Seasons
of Life, 3.0, 4.0, 5.0, 6.0 and 7.0 ceramic shade
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communication regarding color between doc-
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ON WAX UPS

When digital
meets artistry

Using the Aesthetic Press Vanilla Wax in a multi-quadrant case.

by Jorg Miiller

For dental technicians, the move to all digital
has not always been very easy. The skill to work
with a model, with wax or porcelain, or any
number of manual skills that were earned over
a long period of time are certainly more than
planning and designing at a computer screen.
Trying to see and work in three dimensions
even though there are only two dimensions on
a screen can be a challenge.

PLANNING DEPARTMENT

A thoroughly planned case always starts with a
wax up. Comprehensive cases such as multiple
quadrants or a full-mouth reconstruction need

A MULTI-QUADRANT CASE

Fig. 1 Aesthetic Press Vanilla wax blank with the milled units. The blank
is available in different sizes: 14, 16, 18, 20, 25 and 30 mm

precise planning. But we don't even have to go
that far. Any anterior restoration with more than
two units at least should be waxed up to find
the right length and position of the teeth. This
wax up should be translated into a temporary for
the patient to review and get comfortable with
the new esthetic smile designed by the team
effort of the technician and dentist.

We can achieve this workflow either manu-
ally or digitally. However, not every software
library produces teeth in a “nature”-like design.
Oftentimes, the milled units coming out of the
milling machine need some touch-ups. Either it
is the marginal area that might need some atten-

tion, using a coping for casting metal, or using
a full contoured crown for pressing a porcelain
crown. Next to the marginal areas details like
occlusal anatomy or functional element, might
need some reshaping.

A MULTI-PURPOSE WAX
Most wax blanks have a higher content of resin
filled particles, which means the “wax puck” will
be very rigid and harder to make any adjust-
ments, not to mention a sealed margin. A crown,
which is milled out of a material that handles
like conventional carving, is ideal to modify.
Aesthetic Press Vanilla Wax is specially

Figs. 2 and 3 The milled units can be transferred very
easily onto the coping of the model. With the use of the
hairdryer, the flexibility can be increased. A carving wax made
out of the same material is available to make adjustments.

dentallabproducts
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Figs. 6 and 7 The finished crowns show a perfect surface and homogenous texture. One stain cycle will
provide the desired result saving precious time because of the Feldspathic porcelain.

designed to serve multiple purposes. One can use it as wax
flakes for a wax injector, as regular carving wax and also
as a wax blank for most CAD/CAM systems on the market.
This level of multitasking in a wax is unique in the industry.

Another aspect that is pleasant for every technician—
besides the vanilla scent, of coursel—is the color of the wax
is easy on the eyes and as a technician | can finally “see the
anatomy.” This wax even can be used for an esthetic try in,
or for functional control movement for posterior restorations.

PRACTICAL CASE
/l After scanning and designing the multi-quadrant
« case digitally, the case is milled out of the 98 mm AP

Vanilla wax blank

2 The anatomy is fine; however, certain details are
= Mmissing. These details are not always easy to design

at a computer screen with the tools available with some of

the current software. With the help of an appropriate carving

instrument—e.g. the PTC Wax Carver No. 1—the anatomy

can be refined to its desired functional design.

3 Certain functional elements are more easily checked
= and designed in a physical articulator. The split file

technique is today'’s frequently used workflow to effectively
and precisely plan and fabricate a porcelain restoration.
4 The right framework design is essential for the du-
= rability of any restoration. Designing the full-contour
crown and being able to reduce the design by approximately

0.8 mm serves enough space for a nice esthetic result but
also for a stable occlusion, minimizing the risk of chipping.

PRESS TO ZIRCONIA
After pressing the units with the AP Zzircon for Stain-
5 = ingingots, very little refinements are necessary.
The feldspathic porcelain allows easy repair or adjust-
é . ment if necessary. The main advantage here is that
the glaze cycle is done without the use of a glaze paste. The

self-glazing properties save most technicians a lot of time to
stain the right shades to the porcelain crowns.

CONCLUSION

In my experience, combining the best of both worlds is
a perfect connection of the dots. Being able to manually
modify a CAD/CAM supported restoration with a material
that enables the properties a technician is used to maintains

ON WAX UPS

the joy and fun factor at work. A seamless integration of
material and workflow is the most important guarantee and
success for each case, but also maintains the happiness
of each technician! [ETY

Vanilla Wax Blanks

Wax blanks with no resin components. These
blanks are available in the following sizes: 14,
16, 18, 20, 25, 30 mm.

Aesthetic Press
415-692-5372
aesthetic-press.com
RS No. 30
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What you need to know to jump into this

quickly growing industry segment—
and what you should expect
along the way.

by Robert Elsenpeter, Contributing Writer
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anis
Dentistry

In 1931, archeologists in Honduras came across
a mandible they traced back to a woman in
her 20s living about 600 A.D. Three pieces of
shell were embedded in the mandible. Later
research concluded what any modern CDT
might assume: the Mayans were early users
of dental implants. But instead of titanium, her
“implants” were three tooth-shaped pieces of
shell placed into the sockets of missing teeth.

Thankfully, the Mayan method isnotstandard prac-
tice today, butwhile implants were experimented with
more than 1,400years ago, ithas become more common
practicein modern times. In the 1950s Swedish ortho-
pedic surgeon Per Bradnemark placed the first modern
dental implants, but it has taken another 60 years for
implants to fully mature. Now dental implants are an
explodingsegmentin the dentallabmarket—and maybe
somethingyoushould consideraddingtoyourbusiness.

POPULAR AND PREVALENT

There'’s agood reason implant dentistry—and by exten-
sion, implantwork at dental labs—is so popular these
days. According to the American Association of Oral
and Maxillofacial Surgeons, 69 percent of adults ages
35 to 44 have lost at least one permanent tooth to an
accident, gum disease, a failed root canal or tooth decay.
Furthermore, by age 74, 26 percent of adults have lost
all of their permanent teeth.

“Twenty years ago, these patients would have had
no alternative but to employ a fixed bridge or remov-
able denture to restore their ability to eat, speak
clearly and smile,” according to the association’s
website. “Fixed bridges and removable dentures,
however, are not the perfect solution and often bring
with them a number of other problems. Removable
dentures may slip or cause embarrassing clicking
sounds while eating or speaking. Of even greater
concern, fixed bridges often affect adjacent healthy

teeth, and removable dentures maylead to bone loss
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in the area where the tooth or teeth are missing. Recur-
rent decay, periodontal disease and other factors often
doom fixed bridgework to early failure. For these reasons,
fixed bridges and removable dentures usually need to
be replaced every seven to 15 years.”

While implants have alonghistory, theyhave evolved
greatly, especiallyin the past20-30years. Theyhave become
farmore popular and prevalenttoday, and itis an area that
many dental labs are moving into. “Implant dentistry is
one of the few segments of our industry that is showing
positive growth year afteryear,” says Bob Brandon, General
Manager at Keating Dental Arts in Irvine, Calif.

There is agood reason so many dentallabs are add-
ing this work—it’s a profitable arena. “It’s a good way
to expand services and improve sales,” says Dave Hod-
son, General Manager at Harmony Dental Laboratory
inJacksonville, Fla. “Implants show the highest growth
percentages of all laboratory offerings.”

But that growth percentage doesn’t come automati-
cally. Creating implants is not something that just any
lab can do. Adding implants to your offerings requires
training, knowledge, skill and specialized equipment. “It
requires education and experience that evolves naturally
through exposure to this type of work,” Hodson says.

That doesn’t mean the door is closed to labs inter-
ested in implant work. The fact that implant dentistry
is so popular makes it easier for labs to include it. They
justneed to decide to make the leap.

“It’s easier to do now. You don't need a $40,000-a-year
kit,” says Uwe Mohr, MDT, owner of Smart Ceramics

Dental Art Studio in Toronto.

IMPLANTS
When a patient decides to get a dental implant, an oral
surgeon performs the work with the patient, but dental
labs are responsible for creating the dental implants.
Implants are comprised of three parts:
o Crown—The restoration replacing the lost tooth or
teeth
o Abutment—An anchor linking the prosthetic tooth
to the implant
o Implant—A titanium screw thatis inserted into the
macxilla or mandible
Implants are treatment options for patients who
have lost one or more teeth. For instance, if a patient

loses three molars, the oral surgeon inserts the tita-

Figure 1: Matrices are formed of existing
temporary bridge

Figures 2 & 3: Incisal Index of Mounted Temp
Bridge Model is made on the Kois Analyzer
Mounting Platform

Figure 4: Denture Teeth are set up to match
the Temp bridge

Figure 5: Denture Teeth Setup in Labial View
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QUICK CASE STUDY:
PREDICTABLE SUCCESS
WITH SCREW RETAINED
HYBRIDS

by Uwe Mohr, MDT
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Figure 6: Occlusal view of setup on screw
retained Lightcure base

Figures 7 & 8: Heraeus Mondial 6i/8i
Denture teeth

Figure 9: Denture Teeth setup in
lateral /buccal view

Figure 10: Frontal view of upper & lower setup
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nium screws into the bone at the locations of the first
and third teeth. After healing time—and the bone and
tissue having grown around the anchors—those screws
are attached to the abutment for three artificial teeth,
which are connected as a single unit.

The crown is attached with either cement or a
screw—the main difference in the connection method is
how easy it needs to be to remove the crown; screws tend
to be easier to remove. The abutment can be a standard,
stock item, but more often it is custom-made to fit the
patient’s mouth by technicians using CAD/CAM com-
puter software. Abutments can be made from ceramic,
zirconia, or noble alloys like gold.

The implant procedure requires thorough prepara-
tion on the partof both the oral surgeon and the dental
laboratory. Before surgery, planning must be conducted
to identify sensitive areas in the patient’s jaw and skull.
CAD/CAM computer applications are commonly used
to help plan the implant.

With this planin hand, the dentallab can determine
and construct the proper implant for the job—bearing
in mind such factors as patient need, size and materi-
als to be used.

The procedure can be costly, but the restorations

perform like natural teeth and can last a lifetime.

THE COST OF DOING BUSINESS

There is, naturally, an investment for labs deciding to
take onimplant work. Itis an investment, however, that
can reap sizable returns. The amount spent depends
largely on what types of implants your lab offers, and
what equipment and material you initially invest in.

“Idon’t thinkit’s too costly, but it depends on what
you offer,” Hodson says.

Labs can expect to spend an initial $10,000 to train
staff; $10,000 in parts; and between $25,000 and $40,000
in equipment, Brandon says.

Butmakingthatinvestment can be done in smaller,
easier to afford pieces.

“I'would start with proper training, then invest in
some parts (lab analogs, prosthetickits, etch), and then
finally in a lab scanner,” Brandon recommends.

There is not, however, a one-size-fits-all approach
to dental implant work. As such, labs can expect to
spend more money getting started with different types
of implants and analogs.

“Each type ofimplant has different components and
costs can vary by manufacturer,” Hodson says. Luck-
ily for patients and labs, equipment and materials are
notasrudimentary as the Mayan woman from 600 AD.
Advances in materials and equipment have made the
process more effective and easier to craft.

Butlabs must ensure they have the necessary equip-
mentto create implants. Unfortunately, noteverylab can
create implants with the equipment they already use for
other applications. “Most labs are set up for assembly
line work of run-of-the-mill projects like crowns,” Mohr

says. Implants, on the other hand, need different equip-

ment than labs might currently own. Figuring out the
initial investment you would need to make to get into
implant dentistry will involve discovering how much

new equipment you'll need to purchase.

TEAMING UP

When adding implantwork, labs are advised to partner
with an implant manufacturer. Manufacturers provide
labs with necessary training and bring the most up-
to-date and advanced equipment and materials to the
practice. From there, the process can be phased in via
logical, methodical steps.

“Simple cases can be relatively inexpensive by gen-
erating an analog model with a soft tissue moulage and
providing a custom abutment that can be outsourced
ifneeded,” Hodson says.

While it’s useful to partner with a reputable manu-
facturer, it’s advisable not to limit your lab’s relationship
with just one. Rather, it’s a good idea to expose your lab
to the offerings of different manufacturers to deliver the
best solutions to your customers. “You need to have a
good relationship with your local implant representa-
tives,” Hodson says. “They can help with client relations,
education, and recommend your lab if they have con-
fidence in your skills.”

Having a solid relationship with your manufacturer
partnersis also very helpful when new implant technolo-
gies are developed and released. With a good rapport,
you can ensure your lab has access to the latest, most
reliable restorations available. And by maintaining those

relationships, new techniques are easily learned.

TRAINING

Creating implants is, of course, a different animal than

building crowns and bridges. It takes a different set of skills,

andlaboratory staff mustbe properly trained on those skills.
“In order to be successful and make moneyinimplant

dentistry, advanced trainingisrequired,” Brandon says.

Labs can expect
= to spend an initial

$10,000 to train
staff; $10,000 in parts;
and between $25,000
and $40,000 in equip-
ment, says Bob Bran-
don, of Keating Dental
Arts in Invine, Calif.

dipmagazine.com




Figure 11: Denture Teeth in Matrix, Primotec Primobase is used to generate the frame

Figure 12: Upper cast base, teeth retrofitted with matrix

Trainingis usually gathered through seminars con-
ducted by manufacturers to educate lab technicians. But
Hodson also advises usinglocal study clubs as resources
for additional education.

Study clubs are a resource to consider, especially
with new concepts emerging in dental laboratories. That
new information can make it challenging for labs to stay
up-to-date. Study clubs give you the chance to evalu-
ate new products and techniques—this is especially
true ifyoursis a small dental laboratory with minimal
professional interaction with other labs. Study clubs
also provide the opportunity to learn about products
through your colleagues’ experimentation and analysis,
or even from industry leaders directly.

For those interested in showing theirlevel of training
and skill, the National Association of Dental Laboratories
offers a specialty certification forimplants—the Certified
Dental Technician (CDT) with an emphasis on implants.

“Itis not a requirement for technicians to be certi-
fied, however it is a good way to obtain training and
credibility,” Hodson says.

Somein the industry pursue amore complete training.

“I'maone-manlab,” Mohr explains. “I did my train-
ingin Germany—itwas more comprehensive. Welearned
aboutimplants and it was always part of what we did.”

In addition to his own work in his dental labora-
tory, Mohr offers to train others, typically small groups
of technicians. While individual manufacturers often
conduct training, it doesn’t necessarily have to be
manufacturer-specific. Most implants follow a com-
mon design and use.

“Alotofthe training I do is three or four technicians
atatime,” Mohr says. “Once you've mastered the basics,

it’s all pretty much standard.”

FINDING SUCCESS
There’s a reason not every lab offers implant work—it’s
only gained prevalence inrecent years, the workis chal-
lenging, and it requires plenty of skill. There are some
good rules of thumb to follow. Brandon offers the fol-
lowing advice:

“Start off with education and training,” he says.
“Attend some implant-specific meetings to see what is

outthere. Partner with alocalimplant sales rep [because]

they work on commission.

Avoid overpromising and under delivering. Be real-
istic with your workload and know your lab’s limitations.
Know what you can and cannot do.

“Don’t bite off more than you can chew, “ Brandon
warns. “Only take on the cases you feel qualified to
handle.”

While it’s a great idea to try to prepare for every-
thing and make as few errors as possible, mistakes are
still inevitable. Look at them as opportunities to grow
and improve your lab’s work. But that doesn’t mean you
should keep making the same mistakes over and over.
“Learn from your mistakes,” Brandon advises. “They

will happen, just try not to repeat them.”

THE TEAM

Implant work isn’t performed by just one person in a
vacuum. While the patient will likely only interact with
his or her oral surgeon, there is an entire team working
on the project. And itis important for that team to work
closely—not only for the success of the restoration on
which they are currently working, but also to learn from
each other, improving for future implant jobs.

“A successful implant requires that all parties
involved—the patient; the restorative dentist, who makes
the crown for the implant; and the oral and maxillofa-
cial surgeon, who surgically places the implant, follow
a careful plan of treatment,” according to the Ameri-
can Association of Oral and Maxillofacial Surgeons’
website. “All members of the implant team stay in close
contact with each other to make sure everyone clearly
understands what needs to be done to meet the patient’s
expectations.”

Though the oral surgeon is the face of the implant
procedure, itis up to the lab to educate the doctors on the
implantprocedure, helping deliver accurate, qualitywork.

“As arelationship builds with a client and they
gain confidence in our abilities, we are able to make
recommendations in their treatment planning, case
sequencing, and so forth,” Hodson says. “Many of our
clients look to us for answers.”

Mohr echoes these sentiments, suggesting that
learning how the implants are used will help in the

overall quality of your work. “With implants, you need
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to know which abutments are ideal for which type of
work,” Mohr says.

Taking a very hands-on approach when working
with clients gives you more information and can help
you learn more aboutimplant work and how to improve
your work. Go a little further than just asking simple
questions or following-up on a case.

“Getyour clients to provide photos of every step,
and/or sit chairside so you can evaluate your work live,”
Brandon says.

Asking your client doctors for some extra help also
aidsin the overall quality of the restoration. For instance,
Hodson notes the value of asking doctors to do alittle extra
workwhen they’re taking an impression coping, the result
of which is a better fit and a more successful implant.

“They’ve learned that when doctors take an x-ray
of the impression coping in place, verifying accuracy,
the results are more predictable,” Hodson says. “Con-
firmation of proper positioning of the impression cop-
ing is important as it establishes a foundation for the

entire case.”

TEAM LEADER
Once the project gets to the lab, staff must not only have
knowledge of different types of work, they also need
someone to coordinate the project. There should be
someone who sees the big picture and knows what the
end result must be.

“The technicians need to know their part of the job,
butthere also needs to be someone who sees the larger
projectand how to delegate the work,” Mohr says. “With
large labs, the work passes from department to depart-
ment, but they never really know what it’s supposed to
look like. Someone needs to coordinate.”

Mohr sees a value in smaller labs being better able
to have a comprehensive understanding of the project.
Because they can be more tightly integrated thanlarge
labs, they can have a better handle on the project. Larger
labs have departments that do different parts of the job,
but they don’t necessarily see the whole plan.

Aregularly trained ceramist, for example, is capable
of crown work, but is not trained for implant work. As
such, he or she maynotunderstand the unique ins-and-
outs of the implant job.

“Ceramists and removal specialists need to work
together, but someone needs to coordinate the work,”
Mohr says. “They think that since they can do crown

work, they can also do implant work, and they end up

Figure 13: Lower cast base, teeth retrofitted with matrix
Figure 14: Cast Precious Metal bases are conditioned with GC Metal Primer.

Figure 15: Cast Precious Metal bases are opaqued with GC Tooth Shade and Pink Opaque.

Figure 16: A clear putty matrix has been generated for processing, the denture teeth are
conditioned with GC Composite Primer, and GC Tooth Shade composite is flowed into the matrix.

Figure 17: Lingual view of finished Lower Hybrid

Ultimately, success-
= ful labs will focus
¥ on ensuring their
staff is well trained and
prepared to handle the
WOrK, learning as they
£0. Solid relationships
With manufacturer part-
ners are also critical.

with custom abutments that aren’t very good.”

And it is the bigger projects that require advanced
training and planning.

“Single crown and three- to four-unit bridge restora-
tions are basic,” Mohr adds. “More advanced projects
like full arches need to be planned out. You have to know
what the final piece will be, and then work backwards
from there.”

Though implantwork can be challenging, often labs
will turn to each other when problems arise.

“That’s when the phone rings!” Mohr says, laugh-
ing. “When someone else messes up or when they're

in dire straits.”

ROI

Labs are in the business of making money. And while
there is a feeling of satisfaction from helping your fellow
human, labs do need to worry about their bottom line.
Adding implant work does involve up front costs for
training, equipment and materials. So, how long does
it take to see a return on your investment? It depends
on a number of factors.

Hodson says it varies based on the lab, the work they
offer, and numerous other variables. On the other hand,
Brandon estimates that a profit can be turned within a few
months. “[A profit is possible] pretty quickly,” Brandon
says. “Within six months would be a fair guess.”

But labs seem to be on both sides of the income
spectrum. While some arerealizing aboomingbusiness,
others are struggling to get by. “Labs tend to either be
earning $2 million a year or going broke,” Mohr says.

Ultimately, successful labs will focus on ensuring
their staff is well trained and prepared to handle the
work, learning as they go. Also, solid relationships with

manufacturer partners are critical.

TRENDS
Getting into implant work itself is just the start. Once

you get your footin the door, there are trends you should
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Figure 18: Labial view of finished lower hybrid

Figure 19: Occlusal view of finished upper hybrid

Figure 20: Frontal view of finished upper & lower hybrids

keep on top of to remain competitive and viable.

Developmentsin CAD/CAM technologies have been
aboon to dentallab work in general, butin recent years
it has been especially beneficial to labs’ implant work.

Another trend to stay current on is digital impres-
sion systems, which can be integrated into abutment
design. Digital impressions make it possible to build
custom abutments without having to take physical
impressions, Hodson says.

The term “implant” doesn’t just refer to a single
replacement. It also can be used to refer to multiple unit
restorations. Those larger, more complexrestorations are
another area in which labs should focus their energies.

For centuries, dentures were the standard replace-
ment for missing teeth. But now, as dental implants are
becoming more popular, there’s been a conversion from
dentures to implants. As such, labs should be cognizant
of the specific needs that come when patients move from

dentures to implants.

Thankfully, the 21st century offers more to the world
of dental implants than pieces of seashell inserted into
one’s jaw. The field is popular and growing, and itis a
good way for dental labs to prove their mettle and remain
on top of current trends. With proper planning, a com-
mitment to education, and dependable partners, alab
can confidently make that initial investment and see

an ROI by entering into implant dentistry. [ETY
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THE DIGITAL HORIZON 3}

O Ways to
Take the

-

AN

Digital Leap

Here’s what you need to know about adopting a digital workflow, no matter where your lab is.

by Daniel Allemeier, MBA

When I talk to labs around the country
about making the leap to a digital work-
flow, I see a divide; many have no idea
where to start, while others jump in head-
first. Athird groupis slowand steady—at
first they bounce back and forth between
loving the digital workflow and cursingit,
eventuallyrealizing that finding the right
digital partner makes sense.

But for anyone thinking about mak-
ing the jump to the digital realm, it’s
importantto knowthe road ahead. What
do you need to know, no matter what
level of digital expertise or investment
you have? What are the pitfalls you can
avoid? And whatis the standard progres-
sion ofintegrating a digital workflow into
your dental laboratory? Here are the five
things you need to know as you think

about crossing the digital divide.

1. Understand the systems on the
market. Notall systems are made equal
and doing some research goes along way.
Get referrals from the distributors you
trustand take the time to call and discuss
their experiences before you invest. A
little bit of time and effort up front can
go a long way toward identifying the
systems that will best work for you and

your needs.

2. Think about your current ser-
vices and what you would like to
add going forward. Here’s an example:
Right now, you are only looking to mill
zirconiarestorations, but you would like
to build your implant and All-on-Four
business. Not all laboratory scanners
will be able to scan for bars, so it might
behoove you to spend a bit more at first
so you don’t have to start from scratch

with a new scanner down the road.

3. understand your business. Are
you a one- or two-man lab with clients
that only do XYZ implants? If so, then
maybe going with a closed XYZ System
from beginning to end will serve you
best. If you are not solely a one-system
laboratory, or if you want to go after
new clients by offering additional ser-
vices, you may want to look at “open”
systems. Know up front that once you
bringin the machine, there is more to it
then you might think. Each system has
CAM software with differentamounts of
“openness” that creates more responsi-
bility on the user. Working with an out-
sourcing partner who can provide you
with a validated workflow can give you
the freedom you want, without the added

responsibilities you don’t need.

4. Find a distributor who has an
interest in not just selling you a
system but, more importantly, mak-
ing sure you know how to use the
system. Like any advance in technol-
ogy, there is a learning curve when you
investin a digital workflow. Whoever you
choose to purchase your equipment from,
you will need hands-on training along
with quick and reliable access to profes-
sionals who can help youwhen problems
arise. Don’tgetwrapped up in geography
or perceived convenience. Just because
you go with a company that is local or
with acompanywhere you see asalesrep
everyweek, thatrep won't be the person
you talk to when you have a technical
problem. For the most part, when you
call to gethelp, someone in some part of
the world is going to login to your system
and remotely walk though steps to see
what is going wrong and work to resolve
the issue remotely. The most important
thingisto find someone thatunderstands
your business and how you will use the

system from beginning to end.

5. Decide what business you want
to bein. Intalking to some of the largest
labs around the world, I have had the
opportunity to understand issues that

plagued many of the early adopters of the

digitallaboratory workflow. The common
thread among all of them was they got to
apointwhere they asked, “whatbusiness
do I'want to be in?” They saw that labo-
ratory scanning and CAD-restorative
design was emerging as a necessary
new skill that every dental laboratory
was going to need to adopt to stay com-
petitive. However, the revelation they
all had was that as soon as you take the
nextstep—which is milling—you are in
an absolutely new business and a very
expensive business.

I'm notsaying don'tgo buya C/BMill
and hire someone torunit, because there
might be a ROI that justifies doing so;
butunderstand thisis now an engineer-
ing process. So: decide what business
you want to be in. Do you want to focus
on the esthetics, artistry and anatomy,
while working to cultivate clients? Or do
youwant to take itall on, from design to
manufacturing followed up by finishing?
You make the call. [EA

Daniel Allemeier is Territory Sales
and Marketing Manager for the
United States for Core3dcentres,
an offsite solution for dental labo-
ratories. He lives in Pennsylvania
with his family.
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The Objet30 OrthoDesk from Stratasys makes

its mark in the 3D printer market.

Compiled by Ryan Hamm. Information provided by Stratasys.

The manufacturing world is increasingly turning to 3D
printing in an effort to meet the fast pace of today’s
competitive marketplace. By answering industry pro-
duction challenges, lab owners can save costs and
move more quickly to digital production.

To meet this demand, Stratasys has released the
new generation of Objet30 OrthoDesk, part of the Objet
Eden™ line of systems. Objet30 OrthoDesk is specially
designed for small- to medium-sized labs and clinics. It
is reportedly compact, affordable and easy-to-use. With
patented PolyJet 3D Printing technology, it offers all of
the advantages of a 3D printer in a package created to
work with labs of any size.

Within the Objet30 OrthoDesk, the PolyJet jetting
head slides back and forth along the X-axis, similar to
a line printer, depositing a single, super-thin layer of
polymer onto the build tray. After building each layer,
UV bulbs alongside the jetting bridge emit UV light,
immediately curing and hardening each layer. This
step eliminates the additional post curing required by
other technologies.

Avi Cohen, Director of Global Dental at Stratasys,
elaborates: “The internal jetting tray moves down with
extreme precision and the jet heads continue building,
layer by layer, until the model is complete. Sophisticated
software tools enable all heads to work in perfect
harmony and superb accuracy, to synchronously jet
identical amounts of materials on the tray. This results
in a perfectly even and smooth surface. Two different
materials are used for building: one for the actual
model—the VeroDent material, and another gel-like
material for support. The geometry of the support
structure is pre-programmed to cope with complicated
geometries, such as cavities, overhangs, undercuts,
delicate features and thin-walled sections.”

Stratasys’ goal with the Objet30 OrthoDesk is that
any lab can fabricate stone models, appliances, delivery
and positioning trays, models for clear aligners, retainers
and surgical guides—right on the benchtop. Stratasys
says the advancements in their Objet30 OrthoDesk
sets a new standard in 3D Printing. [E

o Specially designed for small- to medium-sized labs

¢ Small benchtop footprint allows you to have
access to 3D printing technology without taking
up too much space

o Store all cases digitally instead of storing bulky
models

¢ Includes Polylet 3D printing technology

¢ Digitizes your model workflow for better efficiency
and cost effectiveness

stratasys.com
877-489-9449
RS NO. 25

3D Printed model using VeroDentPlus material
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REAL TIME ROI 1}

Ivoclar Vivadent’s
IvoBase Imjector

How this injection system has helped Master-Tech not only increase

its bottom line, but deliver better work to its customers.

Compiled by Stan Goff

IVOCLAR VIVADENT
800-533-6825 | ivoclarvivadent.com | RS No. 26

z
Bl -

Debbie Arceneaux

Bob Carpenter, CDT

THE LAB

Master-Tech Dental Lab, Inc. is a
full- service lab located in Slidell,
La. The lab offers fixed and remov-
able prosthetics, and specializesin
implants, especially fixed hybrid
prosthetics. Master-Tech has 18
employees and 110 active accounts.
The company is co-owned by Bob
Carpenter, CDT, and his partner,

Debbie Arceneaux.

THE PRODUCT

IvoBase Injector permits a fully
automated, controlled injection
and polymerization procedure of
special PMMA resins, which are
coordinated with the system. The
chemical shrinkage of the resin
is entirely compensated during
polymerization—thanks to the
patented temperature control
in the flask and the heater. This

enables the fabrication of denture
bases featuring high accuracy of
fit and precision. The injector has
been especially developed for the
IvoBase material and is said to per-
mit exceptional restorations. The
IvoBase Injector also can be used
for the tried-and-tested SR Ivocap
material.

The product’s advantages

include:
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« “All-in-one” injector, quick and easy
setting into operation possible

« Controlled polymerization shrinkage
for optimal accuracy of fit

« No water and compressed air connec-
tion necessary (plug and play)

o Compact, modern and ergonomic
design; requires only a small space

» OSDindicator: current operating status
visible from a great distance

« RMR key for a clear reduction of the
residual monomer content

« USB port for software updates via PC/
Internet

« Directflask heating without water bath
permits polymerization without annoy-
ing steam

» High maintenance friendliness and
easyreplacement of the heating elements
due to the removable cover

« Versatile injector with various Ivoclar

Vivadent and reserve programs

THE RESULTS
Carpenter, who is president at Master-
Tech, says they switched to the IvoBase
system about a year ago and is happy to
report they now get much better results.

“We were drawn to the IvoBase
system because we were using another
injection system for our fixed hybrids
and were not happy with the results we
were getting,” he notes. “I'was looking for
a system that would produce esthetic-
dense acrylic.”

Thelab now uses the IvoBase system
for a variety of cases.

“We have been using the system
for about a year. We process all of our

acrylic cases using the IvoBase—den-

i

Inside Master-Tech Dental Lab, where the laboratory uses the Ivoclar Vivadent IvoBase Injector for great results.

tures, acrylic and cast partials and fixed
hybrid cases,” Carpenter says.

Master-Tech is thrilled by an
improvement in its efficiency as well as
with the quality of its work now.

“The IvoBase system has a two-
fold benefit to our lab. It immediately
improved the efficiency of our remov-
able department,” the lab’s president
explains. “Traditional mixing and pack-
ing of acrylics is fraught with inefficien-

cies in mixing of material and packing

technique. The IvoBase eliminates these
variables; the material is pre-measured
and impossible to mix incorrectly and
the injection technique is foolproof. The
resulting improvement in the quality of
the work cut down on in-lab repairs and
remakes saving time and money.”

This efficiency helps the lab’s ROI, but
justasimportant, Master-Tech is deliver-
ing even better cases to its customers.

“Secondly, it greatly improved the
quality of ourwork,” Carpenter says. “The

The IvoBase stands apart from the other systems
simply because it is a better acrylic and the injection
system consistently outperforms any other system

we have used.

—Bob Carpenter, CDT

injection system and technique is vastly
superior to anything else available. Itis so
superior that we have rebased cases that
were done with our previous system at
no charge. Theimprovementin our qual-
itywas possible because of the increased
efficiencyin the department and the fact
thatitis hands down a superior acrylic
and process.

“The IvoBase stands apart from the
other systems simply because itis a bet-
ter acrylic and the injection system con-
sistently outperforms any other system
we have used. For us, seeingis believing;
itis head and shoulders over any other
way of processing acrylic. Our customers
love the fits (they have improved) and the
density of the acrylic (it does not stain or
collect calculus like the other acrylics).

“In summary, our choice of the
Ivobase system is one of the best deci-
sions we have made in our business. It
has provided an excellentreturn on the
investment.” [E1

dipmagazine.com

July/August 2013

dentallabproducts 37



i

REAL TIME ROI 1}

A more precise, efficient

and flexible waxer

One lab technician describes her experience with the Ultra-Waxer 2

—and how it's helped her become better at her job.

Compiled by Ryan Hamm

KERR

888-766-7650 | KerrLab.com

Jennifer Crane

THE LAB

Pizzi Dental Studio is a small dental laboratory
in Staten Island, N.Y. Jennifer Crane, a dental
technician and administrative assistant at Pizzi,
says they work with between 10-15 clients and
they “specialize in esthetics and communica-
tion.” Crane handles multiple cases needing
wax-ups and is a committed dental technician
who takes time out during her day and even

on weekends to practice her techniques—par-
ticularly honing her very fine diagnostic work.
She also snhaps pictures of each practice wax-
up she does, looking for ways her technique
has improved and where she can find areas
to practice further in.

THE PRODUCT
The Ultra-Waxer 2 from Kerr is an electronic

waxer with dual spatulas. It comes with two
waxing tips (sizes large and small), with up to
10, color-coded spatula types available, ranging
from a needle shape to a denture spoon shape.
The Ultra-Waxer 2 features a temperature range
of 97°F to 500°F. To give lab technicians full
control over any specific temperature need,
the four programmable temperature presets
provide the precision heeded for excellent and
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| fabricate a lot of diagnostic wax-ups
and provisionals, [so the Ultra-Waxer
2] IS my most used piece of equip-
ment in the laboratory.

—Jennifer Crane, Pizzi Dental Studio

detailed work. The unit also features a
quick heat function, which quickly raises
the temperature of a cold spatula and
reduces waiting time. The Ultra-Waxer
2 is also dual voltage, meaning labs all
over the world can take advantage of the
flexibility offered by the waxer.

THE RESULTS
Crane has used the Ultra-Waxer 2 for
about a year and is thrilled with her
results. “The waxer is an everyday instru-
ment of mine,” Crane says. “| fabricate a
lot of diagnostic wax-ups and provisionals,
[so the Ultra-Waxer 2] is my most used
piece of equipment in the laboratory.”
For Crane, the features available on
the Ultra-Waxer 2 make it a perfect fit for
her and her work at Pizzi Dental Studio. “I
have been using the Ultra-Waxer 2 since
it came out,” she says, adding that she
previously used the Ultra-Waxer 1. “It's
great to use because it has both the wax-
ing spatulas and | have temperature con-
trol on both of them. Depending on what
I'm trying to do, | can set the different

spatulas for different temperatures—it
makes it easier.”

Crane also appreciates the flexibility
offered by the Ultra-Waxer 2's variety of
tip options. “The interchangeable tips
feature is good too because | need to
use multiple tips,” she says. “If I'm doing
a very fine diagnostic wax-up, I'll use the
very small tip and then they have the
thicker tips for a more bulk wax-up.”

The results are dependably excellent
in Crane’s experience. On cases she uses
the Ultra-Waxer 2, she says feedback is
uniformly positive. “When we send doc-
tors the diagnostic wax-up, they give us
their input on the wax-up and most of
the time it's all good things they have to
say about it,” she says. “The doctors are
happy with the work we're making from
the Ultra-Waxer 2."” For any lab, the ability
to routinely make clients happy is a key
component in an equipment purchase.

Crane also says the Ultra-Waxer 2
makes it easy to hone and improve her
skills. “I'll practice waxing a molar just to
improve myself with esthetics,” she says.

A diagnostic wax-up done by Jennifer Crane of Pizzi Dental Studio.

.""'—I : ..‘
B
Jennifer Crane works on a wax-up using the Ultra-Waxer 2.

"With this waxer, it's easy and convenient
because it's right there for me to be able
to do that. I take a lot of photos of my
work, and every time | do a diagnostic
wax-up or some kind of waxing, | like to
photograph and look at it a month or three
months down the line and look at ways
I've improved and things | still need to
improve on.

“I'm not only using it five days a week
for work; I allow time for myself to get
better with it. “

Overall, Crane says the Ultra-Waxer
2 will save any dental technician time
versus other heating methods that take

longer to heat or lack some of the ver-
satile options of the Ultra-Waxer 2. And
that's why she recommends it to anyone
who regularly works with wax. “I would
definitely encourage other lab technicians
to get it,” she says. “I can't do my work
without it. If there are technicians out
there that do a lot of wax-ups, instead
of using a Bunsen burner or no-flame, |
definitely think this is the way to go. It
saves time—you're not constantly heating
up the instrument and you're not hav-
ing to constantly heat up the wax. The
Ultra-Waxer 2 is esthetically pleasing and
a great instrument to work with.” [E3
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ADVICE ON HOW TO SURVIVE AND THRIVE 1}

Use Your - -

Skills to Care

A recent experience at the CDA Cares event showed me how each dental laboratory can make a difference.

by Carol]. Pilmer

Justimagine that
you, the dental
lab technician,
have the ability to
change someone’s
life by sharing
your time and tal-
ent. Opportunities

like this present

Carol]. Pilmer

themselves on a
regular basis via our work schedules, as
we improve the lives of patients through
our profession, but there are occasions
when the results of our efforts are more
than we can ever imagine. This was the
volunteer experience I recently shared
with about 20 dental lab technicians dur-
ing a two-day event known as 2013 CDA
Cares San Jose (Cali.).

It was the third in a series of volun-
teer service days created by the Cali-
fornia Dental Association Foundation
in response to the 2009 elimination of
all adult Denti-Cal benefits, due to state
budget cuts. More than 3 million poor,

disabled and elderly Californians were

left scrambling to find a way to receive
oral health services. Figures relating to
the number of patients seen (2,202) and
value of dental services provided ($1.6
million) are important, but pale when
compared to the changes the 1,600 vol-
unteers made in thelives of those served
during the weekend.

Unlike the normal work environ-
ment, technicians and the dental lab
were not hidden from the clinicians
or patients and their dedication to the
work athand was admirable; technicians
were the first to arrive each morning and
among the last to leave in the evening.

Forvolunteer dentallab technicians
and clinicians alike, it was an opportu-
nity to provide new dentures, repair
and reline existing dentures, and fab-
ricate stayplates that replaced missing
anterior teeth. Patients’ grateful com-
ments regarding these appliances and
the ways in which their lives would be
changed resonated from the treatment
chairs all weekend long. “Thank you for

giving me back my smile,” was closely

followed by, “Now, I'll be able to look for
ajob; employers don’t wantto interview
or hire people with missing front teeth.”
Volunteers conducting the patient exit
interviews reported, “The lab depart-
ment has provided the most incredible
feedback of the weekend; patients are
blown away with their new smiles.”

While volunteers were hard at work
providing services and education, the
CDA Foundation Leadership discussed
the project with members of the media
and government in hopes of bringing
awareness to and improving the access
to careissue. The scale of this event made
itaunique volunteer opportunity. Build-
ingupon this experience, Ilook forward
to serving on the steering committee for
the upcoming CDA CARES San Diego
event, which will take place on Decem-
ber 7 and 8.

But changing lives doesn’t have to
be limited to these focused weekends.
It takes a very special mindset to share
time, talent and sometimes materials

with those less fortunate; if you are one

of those special people, consider con-
tacting the local dental society or free
dental clinicin your area. When you ask
about the opportunity to give back, you
will identify yourself as someone who
truly cares. Know and set your limits
regarding the amount of work you are
willing to accept and materials you are
willing to donate.

Your efforts will be accepted with
gratitude and you will understand a
quote by Edwin Markham that I love:
“There is a destiny which makes us broth-
ers; none goes his way alone. All thatwe
send into the lives of others comes back

into our own.” [E

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 has been co-owner of
R Dental Ceramics, Solana Beach,
Calif., for 37 years and can be
reached at rdental@sbcglobal.net.
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MARKETING MATTERS 3}

Client reviews

arc

Maximizing the potential of dentists and other customers
as dental laboratory advocates.

by Naomi Cooper, President, Minoa Marketing & Chief Marketing Consultant,

Pride Institute

Experts abound
across the Internet
in the modern digi-
tal culture. It seems
as though anyone

and everyone can set

up awebsite and pro-

Naomi Cooper

claim to be the latest

and greatest authority
around. Whatis often missing from these
so-called expertsis thatinvaluable com-
modity that cannot be bought—trust.

For dental technicians and lab own-
ers, building trust in the community
and the industry as an expert, whether
online or outside the lab’s front door, is
a hard-won battle, and never has this
been truer than in today’s world, where
online marketing—and online reputa-
tion management—dominate.

If anyone can purchase a domain
name and create a blog or website,
how do consumers filter through the
“experts” to find what they are actually
looking for? As customers—and prospec-
tive customers—increasingly turn to the
Internet when searching for laboratory
information, how can you enhance your
online presence and come across astrue,
genuine, knowledgeable oral health care
experts? The answer is putting maximum
efforts into building trust online, and
garnering positive online reviews to
provide a solid foundation.

PROVIDING SOCIAL PROOF
Consumer review websites, such as Yelp!,
Google+ Local, and Healthgrades.com,
among countless others, playadominant
role in the research that dentists might
conduct online when searching for alab.
According to a 2012 survey by Search-
EngineLand, almost three-quarters of
consumers trust online reviews as much
as they do personal recommendations.
Asaresult, these online review sites
presentan essential opportunity for labs
today to reach clients before they ever
pickup the phoneto contactalab, and to
reinforce word of mouth referrals as well.
Sites such as Yelp! and Google+ Local
automatically create a profile for most
businesses based on information gath-
ered from online directories, and the
data listed may or may not be accurate,
so lab owners/technicians must claim
their existing profiles and update them
with the current contact information,
your logo, as well as hours, awebsite link
and photos and videos of the staffand its
services. Typically, thereis alinklabeled
“Is this your business?” or “Claim this
profile” that can be used to log into the
site and verify ownership of the business
to make these key edits and upgrades.
When potential customers are able
to find accurate information about
your lab and read a history of reviews,
(whether those reviews are truly repre-

sentative of the lab or not) they feel as if
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they are getting areal sense of the overall
experience.

With these positive online reviews in
place, you don'thave to figure outhowto
communicate to prospective customers
why your lab is their best option—your
existing customers are doing it for you

via social media.

AUTHENTICITY IMPORTANT
It’s important to note that authenticity
is paramount when it comes to online
reviews. Internet users are savvy, and
while they may rely on the opinion of
complete strangers in researching a
dentallaboratory on websites like Yelp!,
they are also on thelookout for anything
disingenuous.

The websites that host these reviews
also work hard to maintain their own
credibility by using algorithms that
analyze user data, studying unique
identifiers like IP addresses and flag-
ging accounts created for the purpose
ofwriting a single review to ensure “fake”
reviews get filtered out. In fact, nothing
destroys trust online faster than the lab-
oratory creating multiple accounts to
try to postreviews, even if they contain

legitimate testimonials from real clients.

CLIENT REVIEWS & ONLINE
MARKETING STRATEGY
There is truly no higher seal of approval

than a public testimonial from a satis-
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fied client. As online reviews become
more and more pervasive—and more
trusted—building a reputation through
this medium will become a make or
break proposition for many dental labs
when it comes to attracting new clients.

Building trust online is not an easy
process, and it certainly doesn’thappen
overnight, but the optimal time for den-
tallab owners to start cultivating a posi-
tive online reputation—and positioning
themselves as experts—is now. Those of
youwho make the commitment today to
foster a strong history of online reviews
will create unstoppable momentum for
your lab’s online marketing efforts for

years to come. [E1

Naomi Cooper is President &
Founder of Minoa Marketing and
serves as Chief Marketing Con-
sultant for Pride Institute. She
is a respected dental marketing
consultant, author, speaker and
industry opinion leader who co-
teaches Pride’s groundbreaking
marketing course, “The New
Rules of Dental Marketing.”
Naomi can be reached via email
at naomi@minoamarketing.com,
and she blogs regularly at mino-
amarketing.com.
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PRODUCTS & SERVICE

CAD/CAM SUPPLIES

DELCAM

Dental Solutions

CADCAM Suite

Delcam’s Dental Solution - The only open
Scan / CAD / CAM / Workflow Management system

Our open Dental solution is designed to allow you to upgrade the products to
match the growth of your business. Whether you are a Laboratory or Mill Center
looking to increase productivity and quality, or a material or machine tool
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 SUPPLIES

AESTHETIC_PRESS

AESTHETIC-PRESS

AP

EFFICIENCY THROUGH SIMPLICITY

No Hesin
No Waste
—asy to Carve

To Cast or Press

by Aesthetic-Press

AP VANILLA WAX BLANK

(eloN (o)X dlpmagazine.com/Products

IBEX_DENTAL
BEX

o 877-370-4242
Technologies

Summit Porcelain &
Pressing Furnaces

Consistent Results
No Hot or Cold Spobo

MADE IN THE U.S.A.

Tlu.s is an fncreclfl)]y
] . Iovef ft!!

accurate oven.

I_.ulw [\':llmg. cChl
[.SK121 Oral Prostheties. 1.

WWW.IBEXDENTAL.COM

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

Smart _{) acet

Internal Dentin Die Spacer Stump Shade

Attention: E.max®, Cerpress®, Zirconia and all
other pressable ceramic technicians.

High Performance Statistics:
Speed:
- Dries in 15 seconds flat!
- Cuts at least 15 minutes off your pressable ceramic preparation.
Fuel Economy:
- A 10 shade kit will save up to $4,000.00 in alternative stump material and
hundreds of man hours.
Precision:
- 12 microns per coat.
- Eliminates the necessity for making a second die for color determination.
Accuracy:
- Cross References to IPS Empress® and E.max® (ND) Stump Shade materials;
Vita®, Chromascop® Shade Guides.

E.max®, IPS EMPRESS IPS NATURALD\EMATERIAL nd CHROMASCOP® are registered trademarks of Ivoclar

NonhA mmmmmm , Inc. VI registered tr: dmakat Zahnfabrik, G registere

trademark of Leac h&DII SMARTSPACER registered trademark of George Taub Products.
PRODUCTS Www.TAUBDENTAL.COM

Wonder what
these are?

COMPANY

Search

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

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

dentallabproducts

THE FASTEST TURNAROUND IN THE INDUSTRY...

PERIOD.

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

And, your satisfaction is guaranteed!

GARFIELD

e 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

FOR MORE INFORMATION AND
FREE TRANSACTION MATERIALS

www.garfieldrefining.com

ALMANON

¥ Specialist in Platinum,
Palladium, Gold,
and Silver.

Excellence in Precious Metal Refining...
It's worth its weight in Gold.

1325 East Saint Gertrude Place
Santa Ana, CA 92705
Call 800-626-6630
for your free scrap pick-up.

Search for the company name you see in each of the ads in this section for FREE INFORMATION!
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Advertising Information: Linda Barrier | 800-228-4569, ext. 2701 | Fax:440-756-5271 | E-mail: Ibarrier@advanstar.com

PRODUCTS & SERVICES

COMPUTER SOFTWARE DENTAL SUPPLIES LAB FOR SALE LAB SERVICES

[E1Managero seio

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 = =~ g

(800) 6771120 |

winVoice
FREE DEMO

Billing - Case Management
Scheduling « PC or Mac

Multi-User « Multi-Location
QuickBooks Integration

Starts at just $50.00
800-665-0091

VIAID B

DentaLab for QuickBooks

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

www.mainstreet-systems.com

1-800-257-4535

ORTHO LAB DVDs

* HOW TO MAKE ORTHODONTIC APPLIANCES «
Choose one or more of our 28 easy-to-follow award

winning DVDs. Exiremely detailed. For beginners and
advanced technicians. Anyone can learn. Thousands

sold worldwide to doctors, labs, technicians,
libraries, schools and universities.
Tyler Orthodontics Qp 615/797-6040

www.tylerorthodontics.com

MARKETPLACE

Can Work For You!

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

FLEXITE

A LEADER FOR 49 YEARS

5 MEDICAL 5
FDA GRADE
PLASTICS

NO BPA’S
1SO-9001
AVAILABLE IN'ALL SIZES TO
Elilr MOST INJECTION SYSTEMS
VISIT OUR WEBSITE FOR MORE
INFORMATIONI & TECHNICAL ARTICLES
ELEXITE WILLL MEET OR BEAT
ANY.CONMPENITORS PRICE!

WWW.ELEXITECOMPANY.COM

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

EQUIPMENT FOR SALE
— FOR SALE -

Crown & Bridge D 1 Lab Equi and Suppli
2-man and 4-man Coe Benches with built-in Dust Collectors
Casting Machine ® Burnout Furnaces ® Porcelain Furnaces

Full line of Ceramco Porcelain ® Electric Handpieces
Mi Partial F k Supplies and Equipment
EVERYTHING YOU NEEDTO START A LAB & MORE!
(308) 382-0194
Email for Pictures: gmajackie3@gmail.com
Grand Island, NE

Lab~Pro

PROFESSIONAL GRADE CURING UNIT

¢ Digital Waterbath
e Safety: Auto Shutoff

e Stainless Steel Inside
& out

e 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

INFECTION CONTROL

Asepto Systems

Products for Infection Control

Asepto-Sol

Impression/Gypsum Disinfectant

Safe-Seal
Lab Transport Bags

Odo-Gard

Deodorizer/Cleaner

CONTACT DEALER
57 Ozone Avenue, Venice, CA 90291
Tel (310) 396-8271 * Fax (310) 396-7702
E-mail: asepto@verizon.net
Internet URL Address:
http://www.aseptosystems-dc.com

LAB FOR SALE

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

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

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 & OPERATORY PRODUCTS

DiamoDent’

PRECISION PROSTHETIC PRODUCTS

o
QUALNTY & PRICE GUARARNTTEEEN

N

High prec;sion 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
Al 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

DicanciDen iy
Toll Free (888)281-8850

LAB SERVICES

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

—_d
™

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

ADVERTISE TODAY!

MARKETING

“6 new accounts
in 3 months!”

hat’s what 3,750 of our

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

Warren J. Rosaluk
800.795.2150
BrochureGuy.com

MARKETPLACE

ADVERTISING

To Advertise in
Dental Lab Products
Marketplace

Contact:

Linda Barrier
at

1-800-228-4569
ext. 2701

Ibarrier@advanstar.com
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For more products & services information, go to http://marketplace.dentalproductsreport.com

PRODUCTS & SERVICES

| MISCELLANEOUS ________________________ || OUTSOURCING LABS REPAIR SERVICES

WISE Dental Repair, LLC
roae—n

2 USA [t P
‘_.&. 7 ser Safety LED Readers
P LED/LOUPE Fit Over Loupe +1,+1.5,+2,+2.5,

L k +3,43.5,44,
(800) 257-5782 wiw |2.5x, 3x, 3.5x, 4x|25% 35X -$299 | L1 ool ax

(856) 795-6199 WWW.Visionusasupplies.com

Your Local Handpiece Repair

We specialize in rebuilding
Easy, profitable, Star, Kavo, Midwest, NSK,
beautiful outsourcing Champion, Bien Air, & more...
"Best value in the industry!” - = We can rebuild turbines for only $79.95,
- Lab owner, New York including shipping (both ways).

=
m Y COMPLETE HANDPIECE REPAIR!

“We Sharpen and Retip Instruments”

v ‘ Call 479.876.8666 1
. ~ . 888.411.6933
F U I l Sef' vice LCI b 5 . Yvwimegadevtiabs.com \ \ www.wisedentalrepair.com
Outsourcin - )
g SUNSET REPAIR SERVICES
* Grow your business DENTAL LAB T

* Expand your product offerings  + Competitive Prices Dental Technology . .
* Help with overflow cases + Call for more information Unbeatable Prices on Porcelain Furnace Muffles

* All ADA approved materials Check or Credit Card with Case Advanced Dental Products, Inc. manufactures state-of-the-art
2230 S.E. Baya Drive * Suite 103 « Lake City, FL 32025 Even Temp™ quartz and non quartz porcelain muffles. We have

2 972 d llab proudly served dental laboratories for over 30 years.
855-236-797 | www.sunsetdentallab.com 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
DDS Electric Lab Handpieces
Handpiece Repair & Sales
o Ney, Jelenko, NSK, Osada, Brasseler, Kavo, Ram, efc. New England
o Repair electric micromotors, high speed air-drive, HANDPIECE REPAIR Inc.
most low speed air-drive & other small equipment. T
] d © 55 years experience ® 2 day turnaround on most repairs
Content LlCGTISlng fOT e Buy and sell new and used handpieces and equipment X
EveTy Marketing Strategy DDS Handpiece Repair & Sales Service
1000 Waverly St. or PO Box 2158
Oldsmar, FL 34677 » (813) 855-2347 Call 8 00-934-2626
(800) 722-8691 then CODE 01 www.handpiecerepair.com

Marketing solutions fit for:
Outdoor | Direct Mail | Print Advertising

Know who is reading your catalog.

Tradeshow/POP Displays e
Social Media | Radio & TV Introducing Advanstar’s :
Custom Digital Solutions.
Leverage branded content from Dental Lab Products to Stop spending time and money sending out
create a more powerful and sophisticated statement about expensiue print catalogs and company brochures
. . ! that may never be read.
your product, service, or company in your next marketing
campaign. Contact Wright's Media to find out more about Open up new markets.
how we can customize your acknowledgements and Place your digital catalog on one of our trusted industry
recognitions to enhance your marketing strategies. publication’s websites and receive monthly impression exposure.
_ : Al _ Maximize your results. Go Digital Today!
For information, call erght s Media Send your digital catalog using an industry-leading, targeted Contact Your Sales Representative
& : Advanstar e-mail list. 1 (800) 225-4569
at 877.652.5295 or visit our website v emat e
at WWW.Wrightsmedia.Com 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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Give us a brief overview of
Valplast.

Valplast brand flexible partials and flexible
denture base resin is the world’s first flexible
partial denture solution. The product was
introduced in 1953 to provide an affordable and
durable esthetic removable denture.

What do you see as Valplast's
greatest strength?

Valplast provides a resin ideally suited to take
advantage of all of the benefits of the flexible
partial denture concept. The resin itself has
exceptional strength, and the ideal degree of
flexibility to provide patients with a comfortable,
durable and beautiful restoration.

Can any dental lab use
Valplast? Is Valplast for every
type of case?

While Valplast is well-suited to nearly every
patient needing partial replacement of missing
teeth, and any dentist can work with Valplast

without extensive special training, laboratories
do require special training and special
equipment to work with Valplast. The learning
curve is very manageable, and with the new
innovations we offer in digital dental technology,
Valplast can provide services that accelerate
the laboratory output and reduce the amount
of steps required while also reducing some of
the training time for technicians.

What have you heard
from patients who have
experienced Valplast partial dentures?

Patients comment on the comfort and the
appearance of Valplast. They also are typically
very happy to experience normal function of the
Valplast denture without compromising their
eating habits.

What differentiates Valplast
from other offerings?

Valplast brand flexible denture base resin was
developed specifically to realize all the benefits
of the flexible partial denture. The product and
the company behind it are completely dedicated
to this concept. Valplast has never been
modified since it was first introduced because
it remains the standard against which all other
offerings are measured. And it is backed by a
company that considers flexible partials the gold
standard of removable restorations.

How can dental labs
increase the quality of their
communication with dental clients?

Valplast offers published guides for the dental
office that are also available for labs to use as
guidelines in communicating with their dentist-
clients to prepare for a successful restoration
with Valplast. We also offer the expertise of our
customer service staff to engage in case planning
in collaboration with the lab and the dentist.

“Valplast is backed by a
company that considers tlexible
partials the gold standard of
removable restorations.”

— Peter Nagy

When it comes to innovation,
what is Valplast doing?

Valplast is pioneering new ways to engage digital
dentistry in the laboratory process. We have
already introduced Precise-Fit Functional Trial
Bases to make better use of rapid prototyping
in creating the actual try-in, and we have
developed new systems that will streamline the
entire lab process in the fabrication of flexible
full and partial dentures.

What challenges do today’s
technicians face in terms of
education?

We all recognize that dental technology
education in our country is grossly under-
provided. | proudly sit on the Advisory
Committee for Citytech’s Dept. of Restorative
Dentistry, one of the few accredited dental
technology programs available in the U.S. We
all recognize that our profession would benefit
greatly for the benefit of patients’ health
and dentists’ satisfaction if formal education
in dental technology became the norm for
laboratory technicians here, as it is in almost
every other country. This commitment would
help our industry remain innovative, productive
and successful.

What can we expect from
Vvalplast in 2013?

You may know that Valplast suffered huge
interruptions in 2012, most remarkably from the
devastation caused by Superstorm Sandy in late
October. We saw the challenges as opportunities
to find new ways to be more efficient, to
produce record amounts of our product, and to
expand our operation internationally. In 2013
Valplast is already becoming bigger and better
than ever, and you can expect to see Valplast in
more places here and around the world.

Where can readers go to learn
more about Valplast and its
injection system?

You can visit Valplast.com to learn more about
our injection system and overall flexible partial
solutions. You also can find a distributor and find
out more about the educational opportunities
we offer along with details about becoming a
Certified Valplast Lab or Technician. Alternately,
feel free to call us at 800-843-2861. Finally,
you can also find us on Facebook, Twitter and
YouTube.

PHOTO COURTESY OF VALPLAST INTL. CORP.
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The Social Media Series @

1
AcChieve
VvV
Jamie Wetherbe, DLP’s resident

S QiQLMﬁ_ig
expert on all things digital, takes
dental professionals through
u C C @ S S basics and best practices for

social media in 10 quick videos.

dentallabproducts

dentalproductsreport.com/socialmedia



Why become a Certified iINCLUSIVE® Laboratory?

Validated precision machining with robotic handling and inspection

All Inclusive Custom Abutments, Bars and Frameworks are designed and manufactured using CAD/CAM technology, under strict quality control
processes created by a team of dental technicians, engineers, machinists and dentists with decades of combined industry experience.

¥

INCLUSIVE' Titanium INCLUSIVE' Zirconia INCLUSIVE® CAD/CAM
Custom Abutments Custom Abutments Bars & Frameworks
E 99" $129" $129" | $139" 5799
= per titanium | per titanium per zirconia abutment | per zirconia abutment per bar from your model or digital design
abutment from your | abutment from from your digital | from your model file, no limit on number of implants
digital design file | your model design file

Nationwide marketing of your laboratory

} INCLUSIVE custom Implant Abutments &
—— Bars - outstanding precision and valuel

Quarterly Direct Mail Campaigns Monthly Trade Quarterly E-Mail Certified Laboratory
Journal Ads Blasts Website

*Price does not include shipping or applicable taxes. With a design file, there is only a $7 return shipping fee.
Tincludes a FREE implant analog with every abutment. Inclusive is a registered trademark of Prismatik Dentalcraft, Inc.

(@il GLIDEWELL
L LABORATORIES

Call us for more information on becoming
a Certified Inclusive Laboratory

877-708-7902

www.glidewelldental.com

Interested? Circle Product Card No. 28






