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The company that brought you all-ceramics now brings you Zenostar,

your laboratoy’s premium brand choice for full contour zirconia restorations.

The Zenostar pre-shaded, high translucency zirconia, provides your laboratory 

with a strong and versatile restorative solution that meets the high performance 

demands of the most challenging cases. 

shopivoclarvivadent.com
Buy online at our new LabShop

I V O C L A R  V I V A D E N T  G R O U P

FULL CONTOUR ZIRCONIA

®

Call us toll free at 1-800-533-6825 in the U.S., 1-800-263-8182 in Canada.
© 2013 Ivoclar Vivadent, Inc. Ivoclar Vivadent and LabShop are trademarks of Ivoclar Vivadent, Inc. 
Zenostar is a trademark of Wieland Dental + Technik GmbH & Co. KG

ivoclarvivadent.com

Your best option for high-strength.

all ceramic  all options™

Interested?  Circle Product Card No. 2
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CAD/CAM Milling MAChine

a  DWX-4
Te DWX-4 is designed to provide dental 

labs with precise milling capabilities, ex-

ceptional ease of use, bundled CAM soft-

ware and a compact, desktop footprint.

Measuring 13” by 14” and 16” high, the 

unit combines a small footprint with easy 

operation that allows even frst-time users 

of a digital milling machine to achieve 

optimal results. With a four-axis confgu-

ration that includes three axes (XYZ) and 

a rotary axis, it features an automatic tool 

changer (ATC) that changes milling tools 

as needed. An open-architecture system, 

it comes complete with its own CAM soft-

ware and also works with commercially 

available CAD/CAM software for a seam-

less integration into an existing workfow.  

Roland DGA Corp.

800-542-2307 | rolanddga.com/dwx4

CirCle rS nO. 3

CleAr DisCs 

b  Super Clear PMMA 
Super Clear PMMA discs are reportedly 

easy to mill and burn out clean, plus 

they polish to a glass-like fnish. Indica-

tions for use include clear nightguards 

and implant surgical guides, as well as 

long-span bridgework in which warping 

becomes an issue while using wax.

Talladium Inc.

800-221-6449 | talladium.com

CirCle rS nO. 4

furnACe

c  Programat P310
The Programat P310 unit is equipped 

with advanced furnace features and 

QTK2 muffle technology. The new fur-

nace reportedly distributes the tempera-

ture in the firing chamber more evenly 

than the preceding models because of 

technological enhancements and a SiC 

bottom refector. Its high-resolution, col-

or touchscreen makes the furnace even 

more user friendly than its predecessor. 

Te Programat P310 also has a straightfor-

ward, color-coded Optical Status Display 

(OSD), which informs the user about the 

operating status of the furnace. 

Ivoclar Vivadent Inc.

800-533-6825 | ivoclarvivadent.com

CirCle rS nO. 5

zirConiA shADes

d  CARES zerion LT 
Te CARES zirconia portfolio now fea-

tures nine new CARES zerion LT shades, 

ranging from pure white to dark yellow. 

Te shades can be used for fnal restora-

tions including crowns, bridges and the 

CARES® Variobase™ Abutment, a titani-

um-alloy bonding base with a ceramic 

coping. CARES laboratories beneft from 

expanded shade options to achieve the 

desired esthetic shade match for indi-

vidual patient situations. 

Straumann 

800-448-8168  | straumann.us 

CirCle rS nO. 6

shADe CoMMuniCAtion

Spectrafre
With Spectrafre Custom Digital Shade 

Communication, you can eliminate 

guessing and special appointments with 

24/7 Web access. 

Page 10  

Mini iMplAnts 

MaxiMini™ implant
This one-piece, immediate load im-

plant from Simpler Implant Solutions 

features an enhanced thread profle 

that’s available in 3.0 mm diameter 

and wider 4.0, 5.0 and 6.0 diameters.

Page 11 

DisC Colors

VITA In-Ceram YZ Disc HT
These new discs contain a highly 

translucent material that is distin-

guished by natural light refraction 

properties, which can be pro-

cessed on  many CAD/CAM systems.

Page 10  

sCAnner softwAre

True Defnition Scanner Software
Version 4 of this software is said to improve the scanning 

handpiece’s focal range for improved  

image capture.

Page 10 

Mini implants, light cure 

stains, software, digital shade 

communication, and more.

COver PrOduCtS are chosen because of their 
innovation or perceived impact on productivity and 

bench artistry.

b d
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Grow Your Implant Business 38%

Compatible with the following implant systems:

• Astra Tech# OsseoSpeed#

• Biomet 3i# Certain#

• Camlog# Screw-Line#

•  Inclusive® Tapered Implant System

•  Nobel Biocare# Brånemark System#, 

NobelActive# and NobelReplace#

•  Straumann# Bone Level# and Tissue Level#

• Zimmer Dental# Screw-Vent#

Q�  An implant component stock controls costs, minimizes 
time and helps you grow your implant business.

Q�  Get cases off the hold bench and eliminate component 
shipping costs and delays for parts.

Q�  Uniform component costs across all platforms allows for 
all-inclusive pricing.

Let us customize a cabinet for you at 

50% off the already low list price of 

the individual implant components.

“In 2006, we opened a new Implant department. Today, we average more than 400 

cases per day and are growing at 38%. My secret? Good service, high quality, all-

inclusive pricing and just-in-time inventory.” 

– Jim Glidewell, CDT  

President/CEO, Glidewell Laboratories

Titanium Screws

$10* each

$50* per 5-pack

Implant Analogs

$12* each

$60* per 5-pack

$75* per 5-pack

$15* each

Abutment Analogs

Titanium Abutments

$45* each

3 mm, 4.5 mm or 6 mm

Interested?  Circle Product Card No. 8
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from the Editor

Ryan Hamm

rhamm@advanstar.com

Mission Statement
Dental Lab Products provides 

dental laboratory owners and 

managers with unbiased, clear, 

and concise insights into optimal 

uses and best applications 

of new products. Integrating 

original research, continuing 

education, and international 

industry trends, we support 

laboratory decision-makers in 

their commitment to deliver 

optimum patient care through 

advancing their profciency, 

productivity, and proftability. 

Anticipating the  
future of  
CAD/CAM
I remember when I bought my frst 

laptop. It was fled with cutting edge tech-

nology—a DVD player, Windows ME and an 

incredible 16 GB hard drive. How, I wondered, 

could a computer get better than this?

Well, six months later, I realized exactly 

how. Windows XP was released. All of my 

friends had laptops with CD burners. My 

graphics card was soon outpaced by any game 

that was released. A new technology called 

“Wif” came along. In short, my computer 

was outdated soon after I bought it.

Chances are, you’ve had this experience 

with technology, too. You invest in a new 

technology, and then watch as new innova-

tions make it obsolete. Technology changes, 

faster than most of us can possibly anticipate. 

So what does that have to do with the 

dental lab industry? Well, you know that 

technology is rapidly changing the labora-

tory—and will continue to do so, particularly 

in the area of CAD/CAM. What’s next for this 

important growth area? What can labs do to 

make sure their investment today won’t be 

outdated tomorrow? How will CAD/CAM 

continue to shift and innovate, and what 

will that mean for the lab?

Tese important questions led to our 

feature story this month, “The Future of 

CAD/CAM.” Read it, and then tell us—via 

email, Facebook or old-fashioned letter—how 

you’re using this rapidly growing technology 

in your lab.  lab

Advanstar Dental Media offers many services that can help 

you build your business, fnd qualifed employees, or sell 

your services.

serve
you?

how can we

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
Ofer 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 
classifeds online?

Log onto  

www.dlpmagazine.com

List Services
Tinking about a direct 
mail campaign to target 

dentists or labs based on 
specifc 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

communicate 
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 Kevin Henry at  

918-613-1188 or e-mail 

khenry@advanstar.com

CERTIFIED ISO 9001: 2008

Discover the Roland DWX- , the most compact and user 

friendly dental milling machine available. Capable of milling 

a wide variety of materials with reliable precision, it’s the 

perfect solution for dental labs who want to go digital.

Join the future, today.

To learn more, visit www.rolanddga.com/dwx4.

Wax, PMMA and 

zirconia.

Crowns, copings 

and bridges.

Standard blocks and 

pin-type materials.

The new Roland DWX- .

Small footprint. Big opportunity.

DWX-  Dental Mill

$16,995 

Interested?  Circle Product Card No. 9
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Company Name Page No. Product Card 
URL  Circle No.

Amann Girrbach America Inc. 19 20 
AmannGirrbachAmerica.com

Astron Dental Corp. 4 7 
astrondental.com

Chicago Dental Society 23 23 
ON.CDS.ORG

DENTSPLY  Implants 21 22 
dentsplyimplants.com

Glidewell Dental Laboratories 5 8 
glidewelldental.com

Hoover And Strong 20 21 
hooverandstrong.com/refning

Ivoclar Vivadent Inc. CV2 2 
ivoclarvivadent.com

Kerr Corp./Div Of Sybron Dental 29 29 
kerrlab.com

Primotec 27 27 
primogroup.net 

Roland DGA Corp. 6 9 
rolanddga.com

Shofu Dental Corp. CV3 31 
shofu.com

Straumann 9 10 
straumann.com

Sun Dental Lab 11 17 
sundentallabs.com

TCS F1, F2 1 
tcsdentalinc.com

Valplast International Corp. 25 25 
valplast.com 

Zahn Dental Inc. CV4 32 
zahndental.com 

Zirkonzahn 13, 15, 17  18 
zirkonzahn.com 

Activate the Magazine

As the go-to product resource 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.

In each issue, you’ll fnd the reader ser-

vice card with numbers that correspond 

to advertisements. In this issue  you’ll fnd 

numbers with each of the products that 

appear as editorial in this  issue of DLP.

You’ll also find opportunities to go 

directly to landing pages that allow you 

to fll in your information to receive new 

product materials, QR tags that get you 

there directly from your phone, and in 

some cases, text (or SMS) codes that pro-

vide yet another way to get the informa-

tion you want.

We don’t expect you to use ever y 

method. We just want to make it easy for 

you to get what you’re looking for—on 

your terms.

You Can:

 Click

 Scan

 Call

Result:  

New product information  

sent directly  to you!
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twitter.com/dlplive

And also on Facebook:
facebook.com/
dentallabproducts
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CAD/CAM: 
The Next Generation

3 most-read articles online

01  Ivoclar Vivadent to explore the future of 
CAD/CAM

 by DLP Editorial Team

02  7 reasons you should revisit removables
 by DLP Editorial Team

03  Super clear PMMA from Talladium said to 
offer numerous advantages

 by DLP Editorial Team
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PRODUCTS IN APPLICATION

Bench Mastery
16 Successfully match a single central
Luke Kahng, CDT, on how to handle challenging shade matching 

cases involving teeth that are transparent in nature.

18 Extreme situation, extreme solution
Alexander Wunsche, Zahntechnique Dental Lab, uses Amann Girrbach’s 

Ceramill system to solve multiple problems.

22 Helping unpack CAD/CAM
exocad’s goal is to help explain why a CAD/CAM system can help 

any lab, without being confusing.

NEWS, MANAGEMENT, EDUCATION

Competitive Edge
24 Real Time ROI with Anaxadent’s anaxFORM 
system and Acryline denture material
Dwain Turner, owner of Turner Dental Lab, explains how these 

Anaxadent products help save him time and money.

26 Real Time ROI with Custom Automated 
Prosthetics
Why Town & Country Dental Studios chose to work with Custom 

Automated Prosthetics as its digital collaborator.

CUTTING-EDGE TECHNOLOGY

Tech Corner
28 A smarter furnace
Find out about Ivoclar Vivadent’s new Programat® P510 furnace, 

which features a number of advancements that make it not only 

intelligent, but ef  cient.

30 Reliable, cost-effective, versatile
T e Straumann CARES Variobase Abutment of ers quality you 

can depend on.  

IN EVERY ISSUE
06 From the editor

09 The List

10  Product Watch
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Top 3
Ways you might offend 
your customers>>

you ignore their—or their patients’!—requests
Every lab tech knows how frustrating it can be to get specifc 

instructions that you know will be very diffcult or just plain won’t work. 

But that doesn’t mean you can just ignore requests because you know 

they won’t be the ideal solution. Take the time to work with a clinician to 

explain why a particular esthetic desire isn’t the best option. In the end, 

assuming they’re a good dentist, they’ll appreciate your advice—and so 

will the patient.

you either over- or under-communicate
It’s easy to miss the importance of email and phone communication. You’re 

in the middle of your day, and trying to respond seems like busy work. But 

it’s vital, so carve out some space each day to get back to clients about 

questions or concerns. The other side of the communication coin also can 

be annoying, though. If you’re constantly sending out marketing materials 

or bombarding clients with information, that can lead to frustration on their 

part. 

you don’t explain why your method is better
You’re a great technician who has honed your artistry to perfection. But 

that won’t matter to a customer who doesn’t understand why you won’t 

do what they asked or exactly why what you’re doing is so important. 

Help each client understand why you’re doing what you’re doing and 

why the way you do it is preferable to what they could get elsewhere. 

They’ll feel like you’re both on the same team, and it will keep a great 

relationship going. 

the LIST
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anaxblend Colors S
Packaged in 1g syringes, the anaxblend Colors S light-cure stains include 

eight colors: Clear, White, Yellow, Orange, Blue, Brown, Khaki and Choco. 

Colors are available individually or as a set and can be bonded to PMMA 

and/or composite using anaxdent’s light-cure bonder, Bond LC. 

anaxdent North America
877-897-6598 | anaxdentusa.com

CIRCLE RS No. 11

VITA In-Ceram YZ Disc HT
VITA In-Ceram YZ Disc HT is said to be well suited for the efcient fabri-

cation of fully anatomical restorations, thanks to the addition of a highly 

translucent material that is distinguished by natural light refraction 

properties. VITA YZ Disc HT ofers a relatively inexpensive, yet attractive 

alternative to non-veneered or partially-veneered metal restorations. Due 

to the high level of translucency, veneering is not required. Te material 

can be processed in all open CAD/CAM systems that can accept discs with 

a diameter of 98 mm and heights of 14 mm and 18 mm. 

Vident
800-828-3839 | Vident.com

CIRCLE RS No. 14

True Defnition Scanner Software
Version 4.1 software for the 3M True Defnition Scanner is said to improve 

the scanning handpiece’s focal range, allowing for easier full-arch scans 

and improved capture of challenging areas of the oral anatomy. Practitio-

ners who tested the new software in a clinical setting reportedly praise its 

enhanced scan speed and the ease with which it captures incisal edges 

and interproximal spaces, ultimately providing greater user control and 

less chair time for the patient. 

3M ESPE
800-634-2249 | 3M.com/TrueDef

CIRCLE RS No. 12

Custom Digital Shade Communication
Tis new shade-matching resource ofers custom shade prescriptions 

using a printout from a digital camera or smartphone. Testing of the web-

based program reportedly shows 97 percent accurate shade matching, 

and there is no software or equipment to purchase.  Setup includes 10 

shade analysis tokens. 

Spectrafre
877-989-2248 | spectrafre.com

CIRCLE RS No. 13
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The MAXiMini implant
Te MAXiMini™ implant is a one-piece, immediate load implant designed with an en-

hanced thread profle that’s available in 3.0 mm diameter and wider 4.0, 5.0 and 6.0 mm 

diameters. The added support is said to let users control the surface area of the bone 

implant interface.  

Simpler Implant Solutions
800-565-3559 | simplerimplants.com

CIRCLE RS No. 15

Identica Blue
Te Identica Blue scanner was designed 

to deliver optimal data quality with im-

proved measurements across the entire 

object being scanned. Blue light provides 

the optimal wavelength for scanning vari-

ous dental materials. Te scanner has an 

open platform, bringing maximum user 

convenience without infuence from sur-

rounding lighting, and provides for the 

use of articulators previously impossible 

with totally closed scanners. Te blue light 

scanning structured light is able to scan 

gypsum models, implants and impres-

sions. Te scanner also includes IMV (In-

telligent Multi View) scanning technology, 

which reportedly ensures the acquisition 

of high quality impression scan data.

Medit Dental
215-589-5128 | meditdental.com

CIRCLE RS No. 16

Visit Us Online

www.sundentallabs.com

866.561.9777

Featuring

VITALLIUM®

2000 PLUS

PREMIUM

METAL FRAMES
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Sitting on Matt robert’s workbench are two res-

torations: one’s a ten-unit upper anterior case 

containing a few zirconia units; the other consists 

of two arches opposing each other. while these 

two cases would have taken a few days to com-

plete by hand, because he used computer-aided 

design/computer-aided manufacturing (Cad/

CaM), roberts was able to complete them one 

Friday after lunch.

“As it was, I had to design the lower arch twice,” 

laughs Roberts, owner of CMR Dental Lab in Idaho 

Falls, Idaho. “I had a bug pop-up in the software and 

I lost the design once.”

But even with the computer snafu he wasn’t done 

for the day. Roberts continues, “When I f nished design-

ing that full-mouth case after starting at 1 p.m., I also 

f nished another 14-unit single arch.”

It’s no secret that CAD/CAM has changed the world 

of dental lab work.  What used to take days to accomplish 

by hand can now be done in a few hours with a computer 

and a milling machine. But while CAD/CAM has meant a 

huge improvement in labs’ workf ow, it’s not perfect yet. If 

everything that has been done in the past can be consid-

ered CAD/CAM 1.0, CAD/CAM 2.0 promises even more.

“Digital technologies, and CAD/CAM in particular, 

represent a wonderful advancement that has enabled 

dental technicians to do things they never imagined 

doing before,” says Dr. Michael Gaglio, Vice President 

of Marketing at Ivoclar Vivadent.

eVolution oF cAD/cAM

CAD/CAM is not unique to dentistry. In fact, its roots 

can be traced back to the 1950s ,when the U.S. Air Force 

started using computer-aided design for air defense. 

In the six decades since, it’s been used in such indus-

tries as automotive, jewelry, woodworking and musical 

instruments. About 30 years ago, dental labs started 

reaping the benef ts of CAD/CAM.

“I’ve been involved in CAD/CAM for almost 30 years 

now,” says Tim McKimson, Global Engineering Direc-

tor and General Manager at Core3dcentres in Las Vegas. 

“Before dentistry I was in aerospace, and that’s where CAD/

CAM really started. I’ve seen this happen several times. If 

someone didn’t get involved with it, usually they ended up 

getting out of business. I think you’re seeing the same thing 

now, where everybody’s at least getting a design system, 

and then sending to a milling center so that they have 

the f exibility to design, and then they can of er up a wide 

range of products, versus just what they have in-house.”

While dental CAD/CAM has been used in some 

form or another for the past three decades, only in recent 

years has it really hit its stride.

“CAD/CAM was initially introduced to laboratories 

with just the coping, and there was a pretty big gap 

between what comes out of the system and what you 

needed to get to the f nal product,” says Rob Nazzal, CEO 

of Custom Automated Prosthetics (CAP) in Stoneham, 

Mass. “What I’ve seen as the most rapid acceleration in 

the last three years has been moving from restorations 

that need some follow-up work to f nalize the restoration 

by hand, versus full-contact restorations.”

“In the last f ve years there’s been a dynamic switch 

with the improvement in software,” Roberts adds. “We’re 

now at a point where most of the cases sitting on my 

bench were designed on 3Shape, and if they were pressed 

ceramic, they were milled and waxed f rst, and then the 

ceramic was pressed, or they were milled in lithium dis-

ilicate or milled in zirconia. So not only are we metal-free, 

we are mostly digital in many aspects of what we’re doing.”

Labs are making changes to both their work pro-

cesses and the strategic positioning of their companies 

to ensure better of erings from their CAD/CAM systems.

“Ivoclar Vivadent recently advanced our position in 

the digital technology and CAD/CAM market by acquir-

ing Wieland Dental and Wieland Precision Technology,” 

Dr. Gaglio notes. “We are committed to working with 

dental laboratories to provide outstanding technical 

support, customer service, along with education and 

training to alleviate challenges and facilitate the leap 

of dental laboratories to embrace working with new 

materials and new technologies.”

Dental labs are able to benef t from the experiences of 

all the industries that have adopted CAD/CAM over the 

years. And, in many ways, the hurdles that dental labs are 

facing are the same sorts of obstacles that other industries 

have already negotiated.

“Dental is not the f rst [industry] going through this 

change,” says Mark Ferguson, Assistant Manager at 

Core3dcentres. “It’s kind of followed the same type of a 

line: It starts where the progressive people are doing it, and 
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cAD/cAM: 

as Cad/CaM technology moves into 
its third decade, what can labs expect 
from this fast-changing technology?

by Robert Elsenpeter, Contributing Writer 
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in the end, if you don’t have it, you are 

suf ering in your own business plan.” 

the olD AnD the neW

Adopting CAD/CAM technologies 

isn’t usually a complete move away 

from established techniques. While 

CAD/CAM of ers more ef  cient, pre-

cise ways to work, there are still some 

things that must be done by hand.

“It’s really hard to transfer all of 

dental to CAD/CAM,” Ferguson says. 

“For what we would call bread-and-

butter dentistry, that could be moved 

to CAD/CAM, and for some labs it 

has, but when you look into more 

comprehensive dentistry—full-arch 

to full-mouth type dentistry, the CAD 

systems are still evolving. T e really 

cutting edge labs can do it, but it’s not 

really available to the masses now.”

“We’re still waxing and pressing 

some cases,” Roberts notes, “but there 

are some specif c shapes and thick-

nesses that are easier to hand wax and 

to mill, and there’s specif c applica-

tions in the software that are still awk-

ward, but we’re seeing that, as a tool, 

the digital design world has caught up 

with the analog design world, and it is 

now becoming more ef  cient.”

Dr. Gaglio says it isn’t just the 

equipment and computer software 

that matter when it comes to CAD/

CAM—it’s also important for the 

materials to be optimized.

“There is a strong link between 

materials and the processing of those 

materials,” Dr. Gaglio says. “In product 

development for all of our portfolios, 

we balance materials with the pro-

cesses, and create advanced technolo-

gies for both. Whether you press, mill 

in-house, or outsource production, all 

options provide a full complement of 

production choices that can meet 

the needs of any size laboratory. It 

is critical to support our laboratory 

partners by giving them a choice of 

multiple material options and multiple 

production options so they can f nd 

the best solution for their business.”

And in some cases, just by virtue 

of what the lab does, they are at dif-

ferent places on the work spectrum. 

Nazzal relies mainly on CAD/CAM 

to deliver his restorations.

“CAP is a provider for laborato-

ries,” Nazzal notes. “We don’t take 

any of the fabrication work to the 

f nal stage. So there is some manual 

work that is done on the CAD resto-

rations, but there’s nothing that we 

fabricate fully by hand within CAP. 

Everything is done, every product we 

of er, is based on a digital process.”

oPening closeD systeMs

As CAD/CAM has developed, one of 

the biggest evolutionary steps was 

moving from closed systems in which 

you had to buy everything—equip-

ment, software and even materi-

als—from one supplier, to systems 

in which labs could pick and choose 

the best components from dif erent 

vendors. In the past, pieces from dif-

ferent systems didn’t work and play 

well with each other. Now, thanks 

to industry-wide standards, that’s 

become the norm.

“You wouldn’t have been able to 

design on one system and send it to 

someone else’s machine,” McKim-

son says. “T at was in the past. Four 

or f ve years ago the systems became 

open systems, which means that I 

can buy software from one vendor, 

buy a machine from a separate ven-

dor, buy the material from a third 

vendor, and still make it all work.”

Open systems have meant better 

ef  ciency and productivity, along 

with a better return on investment, 

following equipment purchases.

“We’d see a lot of family-run 

labs that all had the same graveyard 

of worthless machines that they had 

paid a lot of money for based on prom-

ises from the vendors,” Ferguson says. 

“T e vendors didn’t come through. 

T at’s what we do at Core3d. We do 

our own templates to manufacture. 

We use certain design software for 

certain applications. So we’re a little 

bit f exible, but that’s because Core3d 

was based on that f exibility.”

For Nazzal, quick access to 

equipment for smaller shops is key.

“I think the big surprise that’s 

occurred in the last couple of years 

has been around the adoption of tech-

nologies into the laboratory directly,” 

he says. “Whereas milling centers 

really bridged that gap between what 

a small laboratory needed to do and 

what they could af ord to buy, in terms 

of equipment. T e idea of having to 

buy a quarter-million dollar machine 

to mill zirconia, which was the case 

f ve or six years ago, was impossible 

for most laboratories. With the tech-

nology that’s brought about, it’s really 

about making in-house CAD/CAM 

fabrication accessible to most dental 

laboratories.”

And while equipment—like com-

puters and mills—have changed to 

accommodate easier, less expensive 

CAD/CAM work, so too have the mate-

rials used on those machines. T e end 

result is a faster, more ef  cient process.

“Developments in computer 

design technolog y and implant 

prosthodontics have led to the creation 

of new materials and techniques,” Dr. 

Gaglio says. “Perhaps no area of den-

tistry has undergone as many changes 

in recent years as the restorative and 

prosthetic disciplines in relation to the 

restorative team. As the dental techni-

cal industry aggressively converts to 

CAD/CAM technology, the present is 

evolving in front of our very own eyes. 

T is is very exciting and promising, 

since restorations that used to take 

many visits take fewer; those that 

seemed problematic are easier; and 

those where quality was inconsistent 

and accuracy dif  cult to achieve are 

now predictable. Even what was 

expensive is now more af ordable.”

neXt iterAtion

If we look at the world of consumer 

electronics, there have been noth-
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”

Integration of 

different layers of 

data will improve 

treatment and 

really expand 

the quality of 

dentistry. 
— Matt roberts, lab owner
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ing but amazing oferings for the past few 

decades. But 30 years ago, no one would 

have predicted the rise of smartphones 

and tablet computers. Te world of CAD/

CAM seems poised to make the same sorts 

of advances, and many companies and lab 

leaders have their own visions of what is 

in store for CAD/CAM 2.0.

“Te future of the digital workfow 

is exciting,” Dr. Gaglio says. “With more 

than 100 years of commitment and pas-

sion to the dental profession, Ivoclar 

Vivadent is excited to work toward a fully 

integrated digital CAD/CAM solution. By 

merging our expertise in material sci-

ence with CAD/CAM experts, the future 

of CAD/CAM for the laboratory will rep-

resent a new revolution.”

Moving even further away from 

analog operations is something Roberts 

anticipates.

“I expect digital impressions as an 

input device for not taking an analog 

impression, and then pouring it out of stone 

and then copying it into a digital machine,” 

Roberts says. “Integration of diferent layers 

of data will improve treatment and really 

expand the quality of dentistry.”

Nazzal expects to see work being 

totally machine-fnished so that it is ready 

for the patient, with very little handling 

by technicians.

“In the past, you either had a lot of 

work to do to get the restoration fnished, 

or you accepted that it was going to be 

ugly,” Nazzal notes. “Tat gap is really 

what I’m seeing a lot of focus on. Tere 

are materials that bridge the gap a little 

bit. Right now, we’re dealing with solid-

colored materials, for the most part. 

I think what we’ll be seeing more of is 

higher strength ceramics with multiple 

colors in them, more representative of 

natural teeth. Tat would reduce the labor 

costs of fnalizing those restorations, and 

increasing the consistency and quality 

for the restorations coming of the mills.”

2.0 Wishlist

While there are some predictive advances 

to CAD/CAM, there are other advances that 

the professionals hope will materialize.

“Digital impressions are very under-

utilized in the feld right now,” Roberts says. 

“Tat’s an area that we’ll probably see the 

most growth and business from. With that 

comes the need to print models and all the 

other accessory needs, but it completely 

compresses the delivery cycle and the pre-

dictability, so it makes it easier for the dentist 

to take a full-arch impression. If he misses 

the margin on one tooth, he doesn’t have to 

take another complete impression. He can 

simply rescan that area and pick the data up, 

so I think it’s going to improve the quality 

of dentistry once the bugs are ironed out.”

And while open systems are helping 

make workfows less expensive and more 

efcient, they aren’t perfect.

“Right now probably the one area that 

needs more development is streamlining 

the diferent systems to where they work 

and play together,” Roberts adds. “It’s still 

not a well-integrated area of dentistry 

where each brand or system or software 

can provide output that goes to someone 

else’s milling machine or printing machine. 

It’s getting better and better, but there’s still 

some roadblocks that need to be lifted.”

Adopting a CAD/CAM solution is a 

machine with many moving parts. Labs 

will be more or less involved in a CAD/

CAM solution depending on their needs.

“Laboratories can integrate a digital 

strategy into their workfow at a pace and 

level that meets their needs,” Dr. Gaglio 

says. “Tis digital landscape encompasses a 

continuum of digital technology. Over time, 

a laboratory can move back and forth across 

this digital landscape. Our commitment is 

to enable laboratories to move across that 

landscape with full confidence and reli-

ability, choosing from the most innovative 

materials and processing options available.

Nazzal sees intraoral scanning tech-

nology as a component that would be a 

major enhancement for labs.

“The intraoral scanning side is the 

piece that needs to plug in on the front 

end to really make it truly an end-to-end 

digital workfow,” Nazzal says. “One of the 

places I’d like to see it is on the clinical 

side, getting to the point where they evolve 

to become better, cheaper and faster for 

the dentists to be able to adopt those and 

plug into the laboratory infrastructure.”

To get to that point, there are some 

major technical issues that must be 

resolved.

“Some of the things it’s going to take 

to get there are things like being able to 

see through blood and tissue,” Nazzal 

adds. “Tat is a little bit of a pipe dream, 

but there is some science that’s going on 

right now that is pointing in that direc-

tion, and that’s going to take care of a lot 

of clinical challenges.”

And some things might not even be 

realistic for CAD/CAM 2.0—but be patient.

“I’d love to see printing technologies 

evolve to the point where they’re accessi-

ble for laboratories to be able to fabricate 

restorations. We’re talking about CAD/

CAM 2.0 right now, but I think printing 

will be in the third generation, but we’ll 

get there,” Nazzal says.

the Future

W hile recent years have seen great 

growth and development of CAD/CAM, 

there is even more on the horizon.

“Integrating new materials and new 

fabrication processes into a laboratory 

is always difficult and intimidating,” 

Dr. Gaglio notes. “Tis is amplifed with 

digital dentistry, since there are so many 

options, and new options are presented 

daily. With the large capital investment 

required and the necessary change in a 

laboratory’s workfow, this makes choos-

ing the right digital solution a daunting 

task. At Ivoclar Vivadent, we believe that 

the digital workflow is the laboratory 

workflow of the future. An integrated 

CAD/CAM solution with multiple materi-

als and multiple processing options from 

a company you can trust is essential for 

the future success of any laboratory.”

But Ferguson warns that CAD/CAM 

is not a turnkey solution—a certain level 

of knowledge, experience and expertise 

is still required.

“As people are looking into it, they 

should make sure that they know what 

they’re getting into,” Ferguson says. 

“I’ve spoken with a few labs that bought 

machines and didn’t understand the true 

cost per unit—they look at the disc and 

the number of units they could poten-

tially get from a disc. They think that 

that’s their cost per unit, but generally 

materials are just a part of it, not the 

whole thing.”

And once a lab knows what it’s getting 

into—and has the requisite skills set—it 

opens new doors to efciency and quality.

“The productivity potential within 

the digital world takes people that have 

good dental knowledge of shape, form 

and function and what a tooth should look 

like, and gives them the tools to be more 

productive—with a lot of training and a 

lot of experience,” Roberts says. “It’s not 

easy to get faster at it. It’s not immediately 

something that someone can run out and 

buy a system and be faster at tomorrow. 

Once they do get it integrated, I think that 

we’ll see it being the way that most den-

tistry is done in the future. I don’t think 

there’s any question about that.”

Nazzal says this is one of the most excit-

ing times in the dental laboratory industry.

“I’ve been in the industry for about 

seven years now, but even talking to people 

who have been in this industry for 30 or 

40 years have said they’ve never seen it 

change as much as it has in the last three or 

four years,” Nazzal says. “As a technology 

person, I love exactly the point that we’re 

at in this industry. I think it’s one of the 

most exciting times in this business, and 

I’m really looking forward.” lab

 Milling at Wieland Precision Technology. Photo courtesy of Ivoclar Vivadent.
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How to successfully 
match a single central
How to handle challenging shade matching cases involving teeth that are transparent in nature. 

By Luke S. Kahng, CDT, LSK121 Oral Prosthetics

Our patient, a woman in her mid-30s, was 

unhappy with an old restoration her dentist had 

placed on her No. 9 central many years ago. She 

was interested in a more esthetic appearance 

and a color match with her adjacent teeth. 

The patient came into the laboratory for a 

custom shading appointment, and was matched 

with ceramic shade tabs, taking into consideration 

her incisal and body color. It was not an easy 

color to match. The technician discovered the 

gingival to the mid-line was A1, with an overlay 

of light enamel. In addition, 10% of her body and 

incisal 1/3 were transparent, with a gray line in 

between her teeth. Her teeth also had noticeable 

mamelon and an orange line throughout, but 

were translucent in nature. There were obvi-

ously many characteristics to consider with her 

teeth coloration. 

A zirconia coping in A1 shading was a good 

beginning, using the in-house Amann Girrbach 

Milling Machine to produce the coping. After that 

was accomplished, further steps were taken to 

complete the restoration using a behind-the-

scenes porcelain formula I created for her case.

CASE STUDY 

01
Fig. 1 illustrates use of porcelain shade 

tabs, already fabricated using 1/3 inci-

sal mamelon for comparison. The colors involved 

are from GC: IN 44 (light brown or sand) and for 

the incisal 1/3 I used an orange translucency 

color. Upon checking, I noted I needed to add 

CT 25 to match with her complicated coloration. 

02 
Next, I used TM05, gray in color, with 

CF on the incisal tip but TM01, blue, 

for the incisal edge. I arrived at this particular 

 SHADE MATCHING TRANSPARENT TEETH

Fig. 1 Porcelain shade tabs for 

custom shading appointment

Fig. 2 Amann Girrbach Milling coping, pre-stained Fig. 3 A1 shade and then cut back

Fig. 4 Enamel color variations Fig. 5 Before color application Fig. 6 Silver painting

Fig. 7 Body area, horizontal lines Fig. 8 E04 Incisal area Fig. 9 TN and TO for blue line effect 

 KAHNG ON SHADE MATCHING

Luke S. Kahng, CDT
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and 2 mm thickness, which changes 

everything. 5/10 mm thickness will tell 

us the correct color application to use. 

04 
Before the mamelon applica-

tion, green, orange and pink 

colors were layered in between the 

teeth. The CT 25 color was used for 

the mamelon, with TM05 orange color 

as well (Fig. 5). Silver paint TM01, a 

bluish color, was next applied (Fig. 6). 

05 
For the body area, I placed a 

horizontal line (Fig 7). A black 

line added a dimension for the EOP4 ap-

plication. E04 was applied to the incisal 

area (Fig. 8). TN and TO were next lay-

ered together for a blue line effect (Figs. 

9, 10). To create a halo effect, B1 and EN 

59 were mixed together (Fig. 11). For 

high effectiveness, I painted a red line, 

E114, in the areas shown (Fig. 12). 

06 
I next applied TN (Fig. 13) 

then a white color to create 

a crack line (Fig. 14). 

07 
After grinding, I applied glaze 

(Fig. 15). Note the internal 

color in the image shown here. 

08 
After glazing, I placed the 

restoration in the porcelain 

oven to bake (Fig. 16). 

This view is directly after inser-

tion in the mouth (Fig. 17). Another 

shot of her smile (Fig. 18) to check 

the color match.

CONCLUSION 

As technicians, we have to be honest 

with ourselves about a patient who 

presents for a shade match but has 

a color that is transparent in nature. It 

must be carefully written down, and 

we must also note what tools we will 

use, what kind of colors we will mix, 

and how. We need this when we begin 

working on it, or we won’t be able to 

match it when we head to the labora-

tory to create it. We have to f gure out 

the adjacent tooth color and the inci-

sal, body, gingival and depth of layering 

between the teeth. If we can narrow 

down all of these components during 

our custom shade appointment, we 

will have a very happy patient when 

she receives her f nal restoration. lab

Fig. 10 TN and TO 

for blue line effect 

Fig. 11 Create halo effect

Fig. 13 Apply TN Figs. 14 White color, crack line Fig. 15 After grinding, 

see internal color

Fig. 16 Before glazing Fig. 17 Immediate insertion Fig. 18 Smile view

 KAHNG ON SHADE MATCHING

Fig. 12 Red line application

combination after comparing and using 

the colors to try and match with the adja-

cent tooth No. 8. This was when I noticed 

I wanted more CL porcelain added to the 

formula to perfect the harmony between 

the two teeth. These three components 

were applied for a good result with the 

restoration color. In Fig. 2, the Amann Gir-

rbach A1 coping was pre-stained with LA 

(light orange) stain, and then f red. 

03 
Before adding the 3 or 4 compo-

nents, I cut back on the dentin 

(Fig. 3), then applied TM01, TM05, CT25 

and TN. This is an extremely important 

stage. I built up the dentin with A1 entirely, 

then cut it back—with carvings into the 

porcelain (Fig. 2), then used a multi-layer-

ing technique to apply the enamel, cervi-

cal translucency and translucency neutral. 

A1 has high value but no translucency so 

the incisal area had to be cut heavily to 

produce the correct results. However, I 

knew if we cut back too much, we would 

have too much translucency. If we cut 

back too little we would not have enough. 

In Fig. 4, we see the GC Color Wheel 

58, 59 and 60 enamel color variations. 

Inside the dentin, there is less opacity 

www.zirkonzahn.com

Education Center AtlantaZirkonzahn Norcross

Zirkonzahn USA Zirkonzahn Kalifornien

Zirkonzahn Worldwide Zirkonzahn Germany

Zirkonzahn Mexico Zirkonzahn Iberica

Zirkonzahn Molaris Ecudation Center Brunico

Education Center HungaryZirkonzahn Heldencampus
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ceramill caD/caM system

extreme situation, 
extreme solution
Using Amann Girrbach’s Ceramill system to solve multiple problems. 

by Alexander Wunsche, Zahntechnique Dental Lab, Miami, Florida

Amann Girrbach’s Ceramill system is a fully integrated, 
modular, open platform CAD/CAM solution that 
includes the Map400 scanner, the Mind CAD software, 
the Artex® virtual articulator, the 5-axis and 4-axis 
Motion 2 mills, a wide range of restorative materials 
and two sintering mill options.

Features:

• Modular approach allows labs to expand their existing 
system to meet the evolving needs of their customers

• Open architecture gives owners the f exibility to work 
with a choice of open hardware and design f les

• Can also process a broad array of advanced materials 

amann Girrbach america
AmannGirrbachAmerica.com | 800-851-3719 | 

info@AmannGirrbachAmerica.com

rs no. 19

Fig. 1 Patient’s missing teeth in maxilla Fig. 2 Implant try-in and 
bite verif cation 

Fig. 3 Viewing with the 
virtual articulator

Fig. 4 The Ceramill Mind 
software at work

Fig. 5 Connectors placed. Final 
framework design (facial view) shown.

Fig. 6 Ceramill CAM Match software 
nests virtual framework in blanks 

Fig. 7 The results after milling 
in the 5-axis Ceramill Motion 2

Fig. 8 The milled restoration, 
post-sintering

Fig. 9 The f nished 
restoration, maxillary view

Fig. 10 Mandiubular 
view of restoration

Fig. 11 Finished impressions 
and solutions

Fig. 12 Patient try-in: 
Excellent f t, esthetic result

In dental technology, we often face extreme clinical 

situations for which we need to f nd the best possible 

functional and esthetic solutions. In the following case, 

the patient presented with numerous failing crowns and 

missing teeth in the maxilla (Fig. 1). Both patient and 

clinician expressed the desire for an all-ceramic solution.

01 
To begin, two implants were placed in the 

upper left quadrant. Following the implant 

healing phase, preparations were completed and the 

impressions were delivered to our dental laboratory, 

Zahntechnique. We selected Ceramill Zolid as our re-

storative material, a non-veneered translucent zirconia 

from Amann Girrbach America. Zolid has exceptional 

esthetics with a high translucency and life-like coloring.

02 
Using the Ceramill Map400 scanner, we 

scanned the working model and opposing, 

including a vestibular scan of both models mounted 

in a transfer jig. The transfer jig replaces the articula-

tor during scanning and provides the most accurate 

articulation scan with the best occlusal relation. After 

scanning the models the implant analogs were scanned 

with scan bodies from NT-Trading GmbH & Co. 

03 
Next we started the design process. We 

aligned the scan body scan with the library 

of different implant platforms to give the software the 

right direction for the implant location. Because it was 

diff cult to get a reliable bite because of the fragile pre-

treatment situation, a bite splint for bite verif cation was 

necessary. The scanned opposing was used for creating 

an occlusal table on top of the designed splint.  

 step-by-step aMann Girrbach
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The Beauty of Precision.
      The Power of Partnership.

Today you can see this commitment in our 

CAD/CAM philosophy, which is based on a 

set of core principles that directly address 

the fi nancial and operations challenges 

facing today’s dental laboratories.

Modular Design

Expand – don’t replace – your CAD/CAM system 

to meet your customers’ growing needs.

Open Architecture

Seamlessly share fi les and hardware between 

open systems to maximize effi ciency and fl exibility.

Direct Partnerships

Deal with one company for all of your needs, 

including sales, service, support, and training.

Exclusive Focus

Benefi t from the knowledge and commitment of 

a partner focused on dental laboratories.

With a combined 100-year history of service to dental laboratories worldwide, 

we’ve built the Amann Girrbach name on a legacy of commitment to 

unsurpassed precision and support for dental technicians pursuing accurate, 

aesthetically pleasing restorations.

Ready to Take Your Lab to the Next Level?

Find out how Amann Girrbach’s Ceramill CAD/CAM system can increase 

your lab’s precision and profi tability at a free Ceramill Live Event in your 

area. Register today at www.CeramillLiveEvents.com, or call us toll free at 

866.587.3498.

Upcoming Ceramill Live Events:

Amann Girrbach America, Inc.

5265 Parkway Plaza Blvd.

Charlotte, NC 28217 800.851.3719

www.AmannGirrbachAmerica.com

The Ceramill system’s Motion 2 fi ve-axis mill, Map400 scanner, 

and Mind software – with the Ceramill Artex® virtual articulator – 

deliver unrivaled precision, aesthetics, and effi ciency.

October 8 – Charlotte, NC

October 8 – Chicago, IL

October 8 – Santa Monica, CA

October 9 – Charleston, SC

October 10 – Barrie, ON

October 10 – Irvine, CA

October 15 – Riverside, CA

October 16 – Buffalo, NY

October 16 – Orlando, FL

October 17 – Charlotte, NC

October 17 – Indianapolis, IN

October 17 – San Diego, CA

October 23 – Boston, MA

October 23 – Philadelphia, PA 

October 24 – Melville, NY
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04 
Next we designed a perfect occlusal relief giving 

the clinician a tool to verify the bite during the 

try-in appointment. Using the Ceramill tooth library, we 

selected the appropriate tooth morphology and inserted 

the teeth in the right order on our virtual model to build 

the two implant crowns. Using the virtual tools, we made 

adjustments to the tooth shapes until we had exactly what 

we wanted. The Ceramill Mind software, with its fexible 

and free structure, works as a digital wax knife. 

05 
Finally we shrank the design by a factor. Normally 

1 mm gives us enough room for the porcelain in 

the thickness we select. The implant crowns were then 

nested in the match software in preparation for milling. We 

put both of our Ceramill Motion mills to work. The Motion 1 

milled the implant crowns while the 5-axis Motion 2 milled 

the PMMA bite splint. 

06 
After milling, the crowns were colored and placed 

into the Ceramill Therm sintering furnace over-

night. The next morning, the crowns were removed and ft 

to the NT-Trading titanium bases. 

07 
After try-in of the implant crowns and bite verif-

cation, the rest of the restoration was completed 

(Fig. 2). The design fle was easily retrieved in the Ceramill 

Mind software without complicated browsing.

08 
After setting path of insertion and the fnal shape 

of the restoration, the function was viewed with 

the virtual articulator, which is built into the design software 

(Fig. 3). Using the Mind software, we eliminated high occlu-

sal spots with an occlusal cut, as well as the interproximal 

contact areas. It is also possible to set up a specifed dis-

tance to the opposing and the framework to have the same 

space on the occlusal area to the opposite arch. Finally, the 

connectors were placed in proper size and adjusted for the 

proper shape (Figs. 4,5). 

09 
When everything was designed to satisfaction, 

the virtual frameworks were transferred to the 

Ceramill CAM Match software and nested in the Ceramill 

Zolid blank (Fig. 6). The blanks are available in different 

sizes, from 12 mm to 26 mm. We selected the 16 mm blank, 

which, after correcting the tilting of the bridge, was the 

perfect size to help save both material and milling time.

10 
We used the 5-axis Motion 2 to mill the Zolid blank.  

Once the milling was completed, the restorations 

were colored using Ceramill liquids for an A2.  

11 
The restorations were then placed in the sintering 

furnace (Figs. 7,8). The following day the restora-

tions were seated and only very minor adjustments were 

needed. The Map400 scanner with its precision, camera ac-

tion and wide angle, captures the greatest detail so adjust-

ments at the end are minimal or completely unnecessary. 

12 
Next, porcelain was applied and the restorations 

and implant crowns were fnished with a stain 

and glaze bake. Typically, we stain and glaze in one bake 

to minimize stressing the porcelain. The restorations were 

checked for function and esthetics.  

13 
We cemented the screw-retained crowns with 

Multilink (Ivoclar Vivadent) onto the NT-Trading 

titanium bases. The surfaces were sandblasted, then Mono-

bond® Plus (Ivoclar Vivadent) was applied to the titanium 

bases and to the inside of the implant crowns. After drying 

for 60 seconds, a layer of Multilink Implant cement was ap-

plied on the titanium bases and to the inside of the crowns. 

After setting for two minutes, excess cement was removed. 

Using a white rubber wheel and diamond paste, we pol-

ished the transition between the zirconia and the titanium 

to a high glaze without affecting the implant (Figs. 9,10,11). 

14 
The restorations were cleaned and returned to the 

dental offce for patient delivery. No adjustments 

were necessary at the patient visit and the patient was 

extremely happy with his new smile (Fig. 12). lab

y 48-Hour Settlements

y Free Shipping

y  SCS Certified

Eco-Friendly Refining 

y Precise Analysis

y Highest Payouts

y Unsurpassed Customer Service

y Honest & Fair Returns

y Cash, Bullion or coin payment

Call 1-800-759-9997
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Precious Metal Refining 
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Your First Refi ning Lot is FREE!

See Us In New Orleans!

Drop by Hoover & Strong Booth #810 
to meet our expert refi ning 

representatives and learn why you 
should refi ne your precious metal 

dental scrap with Hoover & Strong, 
the industry leader in eco-friendly, 

SCS certifi ed refi ning!
Join thousands of your colleagues 
at the 2013 ADA Annual Session, 

Oct. 31-Nov. 3 at the 
New Orleans Ernest N. Morial 

Convention Center. 

HooverAndStrongRefining.com

Booth 810
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Discover 
ATLANTIS™ ISUS
The benchmark for CAD/CAM suprastructures
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In addition to ATLANTIS™ patient-
specifi c abutments, the ATLANTIS™ 
ISUS solution includes a full range of 
implant suprastructures for partial- and full-arch 
restorations. The range of standard and custom bars, bridges 
and hybrids are available in titanium or cobalt-chrome and allows for 
fl exibility in supporting fi xed and removable dental prostheses. 

ATLANTIS ISUS also helps to eliminate the additional labor often associated 
with providing traditional implant suprastructures, and can be conveniently 
and effi ciently ordered online.

For more information, including a complete implant compatibility list, 
visit www.dentsplyimplants.com.

• Available for all major 
implant systems

• Precise, tension-free fi t

• Comprehensive 10-year warranty

Now 

available!
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InsIde Look

Anybody who’s 

ever researched 

i nv e s t i n g i n a 

digital workfow 

solution for their 

dental lab knows 

all of the differ-

ent terms. They 

also k now how 

confusing these 

terms can be—how does one even begin 

to navigate the myriad of options on the 

market for scanners, mills, software and 

everything in between? What if you get 

something that doesn’t play nicely with 

tools you already own?  Is there a way to 

make sense of all the diferent features 

and system diferences?

exocad is hoping it can provide some 

answers—or at least some guidance—

through these thorny questions. “exocad 

is the only Dental CAD software company 

which offers true freedom of choice,” 

exocad America president Larry Bodony 

says. “exocad doesn’t make scanners or 

production equipment, so 100 percent of 

our company’s focus is to develop dental 

software to enable open scan, fabrica-

tion and material manufacturers to create 

systems that advance digital dentistry.

“[We] sell to resellers, who have com-

plete freedom of choice to package, sell 

and support dental systems for labs and 

dentists,” Bodony continues. “End users 

have the freedom of choice to select any 

exocad reseller that best meets their 

technical, business and ongoing support 

requirements.”

OptiOns

Of course, the reason so many choices 

exist is because there are so many dif-

ferent needs from dental labs. Some labs 

might have a full digital workfow already 

up and running and are simply looking 

for a new software solution, while other 

labs might be exploring an initial entry 

into digital work—not to mention all of 

the labs somewhere in-between. 

Bodony says exocad’s focus is to pro-

vide a way forward for labs, no matter 

what their needs are, which is why they 

work with a large number of resellers.

“There are three ways that labs can 

adapt [our software],” Bodony explains. 

“Te frst and most important is select-

ing the right reseller. Some labs want a 

complete turnkey solution, and many 

excellent exocad systems are available 

at incredibly low prices. Other labs want 

open, fexible solutions, and are willing to 

do some process engineering themselves, 

or utilize an existing scanner, CAM or 

mill. We have resellers that support one or 

both models. Second, all exocad systems 

can support scan-only, scan/design and 

scan/design/CAM software confgura-

tions, which allow labs to grow incremen-

tally as business picks up. Te third way is 

by purchasing add-on modules from your 

reseller, providing features as-needed by 

the lab. Tese reasonably priced modules 

include implants, bars, virtual articula-

tion, bite splints, provisionals and next 

year, dentures. End users should shop 

for the right reseller, with the right level 

of support, for the options that they will 

need now and in the future.”

Open Or clOsed?

Bodony also sees the need to help explain 

to lab decision makers what exactly 

everyone means when they talk about 

“open” and “closed” systems. Te terms 

are regularly used to describe CAD/CAM 

systems, but they can be very confusing. 

Bodony says exocad makes its software 

to fll the needs of labs who want “open” 

systems and labs who want “closed” 

systems. And he says knowing the dif-

ference will be the key in working with 

an exocad reseller to identify just what 

your lab needs. “‘Open’ means that your 

system accepts and operates on, and gen-

erates publicly defned non-encrypted 

data fles,” Bodony says. “Tere is also 

the distinction of ‘input,’ which refers to 

scan data, and ‘output,’ which refers to 

the restorations produced by the CAD 

system.

“The answer for exocad is that we 

develop our system to be 100 percent 

open on input and output. However, this 

doesn’t mean fully open is the right solu-

tion for everyone. Labs that want a veri-

fed process or trust a particular brand 

or reseller may be happier with a turnkey 

system. Since there are so many business 

options available, it again comes down to 

making sure your reseller has the same 

business philosophy you do.”

Users are king

It’s all well and good to talk about the ins 

and outs and interoperability of software 

and CAD/CAM systems. But how does 

exocad actually work from a practical, 

ground-level, user’s perspective?

“In exocad, you don’t have to worry 

where the case comes from,” Bodony says. 

“You simply fll out the ‘database’ form, 

which describes the case. No matter what 

the situation, the database system works 

for all indications, even on both arches, 

and in many cases even for modules you 

don’t own.” 

This means exocad prides itself on 

being a system that is user-friendly for all 

lab workers, no matter what their digital 

experience level might be.

“exocad’s ‘secret’ is software that cre-

ates a custom step-by-step wizard tool 

for any case you can describe,” Bodony 

notes. “Te result is, we believe, the most 

intuitive program out there for beginner 

and intermediate lab technicians. For 

advanced users, they can bypass the 

wizard, to do daily tasks like fxing bro-

ken mesh, overriding specifc parameters 

or even re-sculpting previously designed 

restorations after the fact.”

exocad also is committed to ensur-

ing its software doesn’t quickly become 

out-of-date, a real concern in a time when 

technology advances so quickly that 

something can be cutting edge one day 

and obsolete the next. “exocad is com-

mitted to advancing digital dentistry,” 

Bodony says. “First of all, our licenses 

are perpetual, meaning that you actu-

ally own your exocad-based system and 

it will continue to function for as long as 

you own the system without additional 

cost. However, we do need to be proft-

able as we continue to develop features, 

so, after the one-year warranty period 

expires, exocad users can choose to pay 

an update fee to their reseller to receive 

the latest release.”

Bodony says, in the end, exocad is all 

about user experience, and he’s confi-

dent current users will help you know if 

an exocad system will be the right ft for 

your lab. “If you’re curious if exocad is for 

you,” Bodony suggests, “users can review 

our website, exocad.com, browse the vari-

ous boards like Dental Lab Network, view 

Youtube videos (search for ‘exocad’) or 

read the actual user documentation at 

wiki.exocad.com.” lab

Helping unpack CAD/CAM
exocad’s goal is to help explain why a CAd/CAM system can help any lab, without being confusing.

by Ryan Hamm

Larry Bodony
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Dwain Turner (left) and Kyle Harrison (right)

ReAL time Roi }}}} 

THE LAB

Turner Dental Lab is a small, two-man lab located in 

Kerrville, Texas. T e lab is family owned and operated 

by the two employees, Dwain Turner, the owner, along 

with his grandson, Kyle Harrison, a recent dental lab 

school graduate. Turner Dental Lab (TDL) primarily 

focuses on removables, making dentures and doing 

acryrlic work on partials. T ey serve 27 dentists in the 

Kerrville and Fredericksburg area.

THE PRODUCTS

Acryline denture base material is a cold-cure PMMA 

available in various colors and translucencies. Light 

pink, pink and dark pink shades are for implant over-

dentures with more opacity (60-80 percent) to better 

mask frameworks. Anaxdent’s  “regular” shade of Acry-

line has 30 percent opacity and the company suggests 

it is best suited for regular overdentures

Anaxdent’s anaxFORM system consists of a simple, 

adjustable metal f ask and silicone putties (anaxdent’s 

Matrix Form silicones). T e system is said to be faster 

and cleaner than using traditional stone, and the matrix 

can be used multiple times, in contrast to stone or 

hydrocolloid. T e f ask is processed in a pressure pot, 

and the system can be used to create removables, pro-

A system that lets you 
work a normal day
the anaxFoRm system and Acryline denture material work together to save this lab owner time and money.

by Ryan Hamm

ANAXDENT

877-897-6598  |  anaxdentusa.com

CIRCLE RS NO. 24

Acryline denture material

SCAN: 

visional crowns and bridges, surgical guides, scanning 

appliances, or to duplicate any work into any injectable 

material. 

THE RESULTS

“I put in a lot of hours,” says Dwain Turner, owner of 

Turner Dental Lab.  By his own estimate, Turner works 

about 15-18 hours per day, and frequently comes into 

the lab on the weekend. So when he’s considering a new 

system that will maintain his commitment to quality 

while boosting effi  ciency, he’s most interested in one 

thing: time.

“When I was investigating [anaxdent] and the mate-

rials, my biggest thing was trying to save time, [while] 

putting out a quality product like we usually do,” Turner 

says. “T e biggest issue in the dental laboratory seems 

to be trying to put in a normal work day, which seems 

impossible if you want to produce what you need to or 

want to. [So time savings] was the biggest factor that I 

looked at—and the quality of the materials.” 

Turner has been using the anaxFORM system with 

the Acryline denture base material since mid-summer. 

He started working with the system soon after taking 

a training course with anaxdent. “The courses we 

attended were full of information you can take back 

to the lab and it’s been a real easy transition,” Turner 

says. “T ere’s a little bit of a learning curve with it; one 

of the biggest paradigm shifts we had to do was going 

from a heat-cured material to a self-cured material. 

[But] once we started using the system and we started 

f nishing and polishing the material, you can’t even 

tell it’s self-curing. It’s just a high-quality material.”

“It’s beginning to help a tremendous amount,” 

Turner says. “We’re just now experiencing the results 

of using this system; it’s now paying off .” And, of course, 

it’s paying off  in the ways that matter most to Turner: 

time and quality.

“We’ve actually have been able to save anywhere 
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from an hour and a half to three hours 

of working time using this system, per 

case,” Turner says. “So it’s been a great 

asset to the business. When I say a normal 

business day, that typically means I only 

have to work 12 hours a day instead of 

15-18! I’m also going to start retrieving 

my weekends. [And] the dentures come 

out really clean. I don’t have to pick stone 

out from between the teeth like I’ve typi-

cally had to do for 30 some odd years.”

Turner says the quality of the anax-

FORM system and the Acryline material 

has been such that he’s been able to keep 

up the excellent results his clients have 

come to depend on. “My clients really 

have no idea I’ve made the switch,” 

Turner notes. “I’ve only had comments 

from a couple of doctors and they’ve had 

real favorable things to say. Tey really 

have no idea I’ve gone from a heat-cured 

to a self-cured acrylic because the acrylic 

is such high quality and it acts real similar 

to my injection system I was using prior to 

this. In fact, one of my clients called me 

after I delivered a F/F and told me how 

well they ft and how he was able to get 

suction on both the upper and the lower!”

The time savings and continuing 

quality has enabled Turner to see a real 

return on his initial investment in the 

anaxdent products. “Aside from the 

courses we attended, I’ve had to spend 

a little over $2,000 for the materials and 

the acrylics and the fasks involved,” he 

says. “As far as return on investment, I’ve 

gotten my money back in about 45 days. 

Which is a big surprises, because I have 

close to $10,000 on equipment and most 

guys know it takes you a while to recoup 

that money in the lab.”

Overall, Turner is so happy with his 

decision to invest and what the return 

has been for him that he’s giving it the 

highest praise a lab can give: repeat 

business. “We’re going to the direction 

of exclusively using this system for all of 

our processing,” Turner says. “It’s really 

a fun system to work with because of the 

amazing results that we’re getting. I really 

have nothing but good things to say.” lab

The anaxFORM system

Interested?  Circle Product Card No. 25
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Joseph Apap CDT/

MDT

ReAL time Roi }}}} 

The lAB

Town & Country Dental Studios is a 52-year-

old dental laboratory started by Barry Lam-

pert, CDT. Based in Long Island, N.Y., Town & 

Country  began  as a two-man lab, and having 

grown signif cantly, they now employ 100 peo-

ple, including three generations of Lamperts. 

Serving  hundreds of dentists in the region, 

Town & Country is the area’s  leading provider 

of custom dental restorations. For decades, 

this laboratory has embraced change and 

routinely invests in many new and innovative 

technologies. Town & Country is also a found-

ing member of TEREC (Technical Research 

Consortium), a strategic alliance of leading 

regional dental laboratories across North 

America. T ey meet every few months to dis-

cuss industry trends and share information on 

technical, marketing and management top-

ics. Town & Country strongly believes, when 

considering a decision to purchase any new 

technologies, the more information you have, 

the better choices you make.

The PARTNeR

Custom Automated Prosthetics (CAP) is a den-

tal laboratory solutions company located just 

outside Boston. CAP’s goal is to help dental 

labs make the transition to a digital workf ow. 

To do so, they of er multiple solution options, 

depending on the needs of the individual lab. 

CAP offers outsourcing services, including 

scanning, designing and fabrication; offers 

scan and design software for labs that are ready 

to invest in such technology; and sells fabri-

cation equipment. With each solution, CAP 

More than a seller—
CAP is a partner
Why town & Country Dental Studios chose to work with Custom Automated prosthetics as its digital collaborator.

by Ryan Hamm

CUSTOM AUTOMATED PROSTHETICS

877-977-7889  |  cap-us.com

CIRCle Rs NO. 26

SCAN: The milling room at Custom Automated Prosthetics
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ofers extensive training and education assistance, 

emphasizing customer service along the way.

The ResulTs

In keeping with its commitment to technological 

progression, Town & Country recently invested in 

several Roland DWX-50 fve-axis milling machines 

to expand their oferings and capabilities. In making 

such an important decision, it was critical for Town & 

Country to fnd a vendor who was prepared and able 

to ofer more than just a good price—T&C wanted a 

real partner. Getting more involved in digital dental 

technology required resources beyond their current 

levels. Tey needed a partner willing to go the extra 

mile and they decided that Custom Automated Pros-

thetics was the right choice.

“Of all the companies we interviewed, we felt that 

CAP was a right ft for our laboratory and our culture,” 

says Joe Apap, CDT/MDT and General Manager of 

Town & Country Dental Studios. “With any technology, 

the support before—and more importantly, after—the 

sale is a critical component. As you know, in a dental 

lab, we are bound by due dates. There is a patient, 

dentist and staf waiting for the case to arrive. CAP 

understood this clearly. CAP provided resources both 

by phone and in person, allowing us to quickly get 

production going and our knowledge growing. Even 

their website has many good resources and video clips.  

In addition, we intend to participate in the upcoming 

training course at their facility to learn about the Izir 

Bridge ofering.”

When a laboratory is considering making an 

expensive purchase of any kind, they need to deter-

mine what will be the “real” ROI. It would be easy to 

just focus on the price of the purchase, but that is not 

the proper perspective. Tere are considerations like 

support, training, response time, problem solving, 

product knowledge and pleasant people that also add 

to the overall ROI calculation. Apap points out that’s 

what Town & Country looks for and this is what CAP 

delivered: real value, tangible and intangible.

“Dental lab technicians [are always] looking for 

diferent ways to use the tools we have at hand,” Apap 

says. “Our lab is no diferent. From milling wax, to 

zirconia, to PMMA, to nano composites; we want the 

maximum output and best quality. So far, the results 

are better than expected and we are very excited about 

the future. We feel now that we have a partner in CAP 

who’s going to help us through trying to reinvent our 

process digitally.”

Tat cooperative approach also suggests an even 

more vital component of T&C’s partnership with CAP. 

“[We get an] immediate response from support,” Apap 

continues. “Something’s down, they’re here. Not that 

we’ve had many problems with the machinery, but 

when we’ve called, we’ve gotten immediate responses. 

Tere’s great value in that. “

CAP’s approach to customer service and part-

nership has certainly left an impression with Town 

& Country. But, of course, T&C is a large lab. Would 

CAP’s approach be diferent to a one- or two-man lab? 

How would they partner with a much smaller lab?

“Tere are the obvious diferences between a 100-

man lab and a one-man lab, but we’re still confronted 

with one main hurdle that we have to jump over every 

day: cases have to get out by a certain date,” Apap 

says. “For all dental laboratories and technicians, 

this is what they do, whether you’re a small lab or a 

large lab. Tat immediate response is so important. 

We see CAP giving an immediate response. We see 

CAP really caring about the laboratories.

“We kicked the tires and did a thorough review,” 

Apap says. “We know who’s out there. CAP is a rela-

tively newer company, and they had a fresh approach—

they were very enthusiastic and willing to go that extra 

mile. It’s not just with us they’re doing this. We’ve seen 

them do this with other labs as well. Any lab, whether 

it’s small or large, would beneft from doing business 

with CAP.” lab

“With any technology, [no matter how] good the 
tech is, support is a premium consideration [...] 
We were looking for someone a cut above that 
because we know what our needs are. CAP 
proved that and they continue to prove that.” 
—Joe Apap, CDt/mDt, General manager of town & Country Dental Studios

Primotec USA

866-643-3129
www.primotecusa.com 

info@primotecusa.com 

efficient modeling made easy 

light cured universal modeling resin

 

· ready to use – easy to apply
· dimensionally stable – perfect fit
· burns out cleanly – for great casting results

Easily removed from the model, distortion and 
stress free. Ideal for investing and casting, 
scanning, copy milling or pressing.

primopattern LC

available as gel and paste

indispensable light cured material 

for all cases – for every lab

NEW
also in

CLEAR

Interested?  Circle Product Card No. 27
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The new Programat P510 presents innovations to save time and money.  

Compiled by Ryan Hamm. Information provided by Ivoclar Vivadent.

The powerful AIM™ technology at work in the P510.

The new Programat® P510 furnace features a number of 

innovations that make it not only intelligent, but eff cient. 

It is equipped with a high-resolution color touchscreen 

and color-coded Optical Status Display (OSD), which 

provides information regarding the operating status, 

even at a distance. 

The furnace features an Automatic Infrared Monitor-

ing (AIM™) system, which detects infrared rays and 

measures the temperature directly at the surface of 

the f red restoration. The infrared camera, coupled 

with the furnace software, establishes the optimum 

pre-drying and closing parameters for each f ring cycle. 

As a result, the furnace recognizes at which point the 

objects have been properly pre-dried, thus, the f ring 

process is shortened by up to 25 percent. Further 

enhancements include improved QTK muff e technol-

ogy, remote diagnostics and much more. lab

Features

• Operated by means of a 7-inch color touchscreen 

and membrane-sealed keypad 

• Software updates can be downloaded via a 

wireless network (WLAN), if available, or with the 

help of a USB f ash drive. 

• Screen uses different colors to communicate 

about the actual status of the f ring process 

• The automatic double-range temperature 

calibration (ATK2) feature allows the temperature 

to be checked in two different ranges to ensure 

high f ring precision 

• Reportedly works 25 percent more eff ciently than 

conventional furnaces 

• The infrared camera automatically controls the 

pre-drying and closing parameters 

Ivoclar Vivadent
Ivoclarvivadent.com

800-533-6825 

RS NO. 28

TECH BRIEF

Ivoclar Vivadent Programat P510

SCAN: 
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Visit Kerrlab.com or call 800.KERR.123 for more information
The required purchase must be reflected on one invoice dated between October 1 - December 31, 2013. Invoices recieved after January 

15, 2014 will not be honored. Offer cannot be combined with any other  Kerr or dealer promotion. Allow 6 to 8 weeks for delivery of free 

goods. Kerr reserves the right to discontinue or chage this offer at any time. Please print PROMO CODE DLPOCT2013 on invoice and fax 

your proof of purchase directly to 888.727.2614 or email a PDF of your proof of purchase to kerrpromo@kerrdental.com. See Kerrlab.

com for additional promotions.

Lab for Life.
™

Fall Lab Promos
Dental Laboratory Product Promos October 1 - December 31, 2013

Buy any 2 Kerr Stones,
Get one FREE

See Kerrlab.com for the complete line 

of Kerr Stone and Plaster products.

Suprastone Die Stone 
A high expansion crown and bridge die stone, formulated to 
produce a hard, glass-like surface. Has a high compressive 
strength that is non-brittle. Produces accurate models. Flows well 
into preparations, but won’t slump during stacking. 

•	 19 ml water to 100 g powder
•	 8 to 10 minute set time
•	 0.15 - 0.30% setting expansion
•	 7,500 psi compressive strength (1 hr)
•	 15,000 psi compressive strength (dry)
•	 Packaged in 33 lb easy handling carton
•	 Type V

31004 Green

31005 Blue

Interested?  Circle Product Card No. 29
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by Ryan Hamm. Information provided by Straumann USA

Proprietary engaging mechanism between CARES 

Variobase Abutment and Coping.

Proprietary engaging mechanism between CARES 

Variobase Abutment and Coping. (Alternate view)

The Straumann® CARES® Variobase™ Abutment is a hybrid 

abutment with a titanium-alloy bonding base and custom-

ized zirconium dioxide coping, delivering the reliability 

of a titanium connection with the pleasing esthetics of a 

ceramic coping. The CARES Variobase Abutment can be 

used as a screw-retained, full-contour solution for your 

referring clinicians. The patented* engaging mechanism 

between the CARES Variobase coping and the CARES 

Variobase abutment offers reliability and eff ciency when 

bonding the two components into a f nished, one-piece 

CARES Variobase Abutment.  

Two restorative materials are available for a CARES 

Variobase Coping: zirconium dioxide zerion®, and polycon®

AE, a temporary material. The CARES Variobase Abutment 

can be used for single-tooth screw-retained or cement-

retained restorations, or cement-retained bridges via a 

mesostructure. *patent pending in U.S. lab

Features

• Titanium-alloy bonding base with customized 

zirconium dioxide coping for individual patient 

situations 

• Precisely engineered engaging mechanism 

between the CARES Variobase Abutment and 

Coping is designed for a precise connection and 

optimal force distribution 

• Laser-etched Straumann logo indicating that it’s 

an original Straumann Abutment 

• Labs can create a CARES Variobase Abutment in 

three ways: Straumann’s in-lab CAD/CAM system; 

the CARES Prosthetic App for Dental Wings; or via 

the Scan & Shape online service from Straumann.

Straumann

straumann.us 

800-448-8168

RS NO. 30

TECH BRIEF

Straumann CARES Variobase Abutment

SCAN: 
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CAD/CAM SUPPLIES FURNACES

SearchDELCAM

SearchIBEX_DENTAL

LAB PRODUCTS

Fast, Accurate and Simple

“Methods Evolve”

www.monotrac.com 
8496 Harrison St., Suite #110

Midvale, UT 84047
OfÀce: 888 - 942 - 9494

Monotrac V2 Super Model

$350 
OFF 

Monotrac 

Full System 

Package

SearchMONOTRAC

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

LAB SERVICES

For Advertising Rates or Information  

Call - Linda Barrier 800.225.4569 ext. 2701

LAB SUPPLIES

SearchAESTHETIC_PRESS

LAB SUPPLIES

HI-TECH WAX COMPANY
The World of Dental Arts

The products you can trust
Accurate, consistent, and smooth  

carve-ability, guaranteed

Toll free! ���- � -���� 
 Tel! �-���- � -���� 
-a_! �-���-� �-���  
 Website! ^^ �̂hi-tech^a_�com 

E-mail! Anthony'hi-tech^a_�com

SearchHI-TECH_WAX
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SHOWCASE PRODUCTS & SERVICE
Go to:   dlpmagazine.com/Products
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REFINING SERVICES

Searchalmanon

Wonder what these are?

marketers, fnd out more at: 

advanstar.info/searchbar

Go to dentalproductsreport.com/labproducts and enter 

names of companies with products and services you need.

SearchC O M P A N Y  N A M E 

PRECIOUS METALS REFINING

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!

• 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

800.523.0968

810 EAST CAYUGA STREET •  PHILADELPHIA •  PA •  19124 

www.gar f ie ldre f in ing .com

PRECIOUS METALS SINCE 1892

THE FASTEST TURNAROUND IN THE INDUSTRY... 

PERIOD.

FOR MORE INFORMATION AND 
FREE TRANSACTION MATERIALS

Searchgarfield

SHOWCASE PRODUCTS & SERVICE
Go to:   dlpmagazine.com/Products
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MARKETPLACE Advertising Information: Linda Barrier |  800-228-4569, ext. 2701 |  Fax: 440-756-5271 |  E-mail: lbarrier@advanstar.com

PRODUCTS & SERVICES

LAB FOR SALE

MARKETING

LAB PRODUCTS

LAB SERVICES

DENTAL EDUCATION

COMPUTER SOFTWARE EQUIPMENT FOR SALE

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

Miscellaneous Partial Framework Supplies and Equipment

EVERYTHING YOU NEED TO START A LAB & MORE!

(308) 382-0194

Email for Pictures: gmajackie3@gmail.com

Grand Island, NE

Crown & Bridge Dental Lab

DENTAL LAB FOR SALE 

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

ACCURATE METALS &

REFINING LLC

For info/FREE Shipping Supplies

Call Toll Free: 866-973-3463
Assay results with your payment for
Gold, Silver, Platinum & Palladium

60 Industrial Park Rd. E., Tolland, CT 06084

ACCURATE METALS &

REFINING LLC

Chrome Partials - $55 / Vitallium - $65
Made in U.S.A. means:

• Superb Quality Work
• Personalized Customer Service
• 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

It couldnÕt be

made any better,

see for yourself!

MasterCard/Visa/Amex  

accepted

1-800-323-4144

• Digital Waterbath

• Safety: Auto Shutoff

• Stainless Steel Inside 
 & out

• Dual Stage Curing

• Extra-large Capacity
 Holds 16-18 Flasks

• Longer Life & More 
 Efficient

PROFESSIONAL GRADE CURING UNIT

Lab~ProM
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Well established removable  

dental lab for sale. Great location in 

the Midwest. Loyal accounts, grossed 

$460,000+ in 2012

Email at rus24tech05@hotmail.com

LAB & OPERATORY PRODUCTS

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

•• Screw-Vent Zimmer
•• ITI Straumann
•• 3i
•• Branemark

All are manufactured with the tightest tolerances, tested by 
Instron test machines and come with a full Lifetime Warranty.

FREE SHIPPING FOR ORDERS OF $150 & UP

•• Lifecore
•• Frialit-2 & Xive
•• Replace Steri-Oss

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

CAST & FLEXITE PARTIALS

DENTAL LAB FOR SALE:  

$900K+ in sales. Located in the upper 
Midwest. Please call (701) 240-8835.

DentaLab for QuickBooks

Case management for those who

love the simplicity, richness

and reliability of QuickBooks

www.mainstreet-systems.com

1-800-257-4535

Featuring
Jay Tyler,
CDT, FNBC.

Featuring
Jay Tyler,
CDT, FNBC.

WinVoice 
      

 

 

 

Bi l l ing  •  Case Managemen t  

Schedul ing  •  PC  or  Mac  

Mult i -User  •  Mult i -Locat ion  

QuickBooks  Integrat ion  

880000--666655--00009911

FFRREEEE  DDEEMMOO

Starts at just $$5500..0000

T
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?

Ò6 new accounts

in 3 months!Ó

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

lbarrier@advanstar.com

Asepto Systems
Products for Infection Control

57 Ozone Avenue, Venice, CA 90291

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

E-mail: asepto@verizon.net

Internet URL Address: 

http://www.aseptosystems-dc.com

CONTACT DEALER

Asepto-Sol
Impression/Gypsum Disinfectant

Safe-Seal 
Lab Transport Bags

Odo-Gard
Deodorizer/Cleaner

INFECTION CONTROL

ADVERTISE TODAY!

Let Marketplace Advertising

Work For

YOU!
MARKETPLACE OFFER  

YOU AN EXCELLENT RETURN  

ON INVESTMENT!
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PRODUCTS & SERVICES

REPAIR SERVICES

REPAIR SERVICESOUTSOURCING LABSMISCELLANEOUS

OUTSOURCING LABS

Unbeatable Prices on Porcelain Furnace Muffl es

Advanced Dental Products, Inc. manufactures state-of-the-art 
Even Temp™ quartz and non quartz porcelain muffl es. We have 

proudly served dental laboratories for over 30 years.

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

Jelenko
Jelrus
Ney
Whip Mix

IntraTech
Dentsply
Ceramco
Unitek

Ivoclar
Degussa
Jeneric Pentron
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
Handpiece Repair & Sales

• Ney, Jelenko, NSK, Osada, Brasseler, Kavo, Ram, etc.

• Repair electric micromotors, high speed air-drive, 
most low speed air-drive & other small equipment.

• 55 years experience • 2 day turnaround on most repairs 
• Buy and sell new and used handpieces and equipment

DDS Handpiece Repair & Sales 
1000 Waverly St. or PO Box 2158

Oldsmar, FL 34677 • (813) 855-2347 

(800) 722-8691 then CODE 01

Electric Lab Handpieces

Service

Call 800-934-2626
www.handpiecerepair.com

Full Service Lab 
Outsourcing

855-236-7972 | www.sunsetdentallab.com

2230 S.E. Baya Drive • Suite 103 • Lake City, FL 32025

• Grow your business
• Expand your product offerings
•  Help with overfl ow cases
• All ADA approved materials

• Competitive Prices
• Call for more information
 Check or Credit Card with Case

Paul DiCicco, CDT 

30+ Years in 
Dental Technology

Leverage branded content from Dental Lab Products to 

create a more powerful and sophisticated statement about 

your product, service, or company in your next marketing 

campaign. Contact Wright’s Media to fnd out more about 

how we can customize your acknowledgements and 

recognitions to enhance your marketing strategies.

Content Licensing for 

Every Marketing Strategy

For information, call Wright’s Media  

at 877.652.5295 or visit our website  

at www.wrightsmedia.com

Marketing solutions fit for:

Outdoor | Direct Mail | Print Advertising 

Tradeshow/POP Displays 

Social Media | Radio & TV

ES337381_dlp1013_035_CL.pgs  10.10.2013  02:35    ADV  blackyellowmagentacyan



TENQuestions

36 dentallabproducts   October 2013 dlpmagazine.com

01. You were one of the people 

who helped Shofu with their 

decision to bring Veracia denture 

mater ia l  and OneShot Uni - layer 

porcelain to the U.S. What was it about 

Veracia SA that made you say “yes, this 

is great for the U.S. lab market”? 

The Veracia SA has a simplif ed mould  chart. I 

have yet to f nd a case where I couldn’t f nd a 

mould to f t. They’re glass reinforced, but it’s 

a homogenous mixture with shade layers. It’s 

a very esthetic tooth; very hard-wearing. The 

key factor that I really like about the posteriors 

is they have pre-milled/pre-worn wear facets. 

It allows patients to move into excursions a 

little easier. There’s less wear of the tooth 

during mastication because they’re pre-worn. 

Another thing I like is the space that is built 

into the occlusal surface. When the teeth are in 

complete occlusion there’s still room for food to 

come off the occlusal table. In most brands, the 

occlusion f ts together so tightly that the food 

can actually become a dislodging force.

02. 
What makes Ver ac ia  SA 

different from other denture 

systems?  

The Q3 Pack is the thing that stands out—Q3 

stands for “quick quality quadrant.” It’s not just 

a tooth holder—it’s a built-in occlusal template 

with individual teeth set into it. If you analyze 

your model correctly, and you align the occlusal 

templates evenly, you have a perfect curve of 

Spee and curve of Wilson. The opposing arch 

just drops right into place. You have a perfect 

set-up in less than half the time. There have 

been other companies that have teeth that are 

connected. The problem is they’re connected—

you have to slice the teeth if you ever want to 

adjust them. The Q3 Pack is a time-saver. Even 

if the doctor is off on the bite, (which happens 

quite a bit), remount the case, reset the Q3 

Pack and you’re done. It’s such a time saver. 

But more than time, it’s a quality enhancer. That 

sets them apart from almost every other tooth 

on the market. It’s so simple; it’s genius.

03. 
With both the Veracia SA and 

the OneShot, who is Shofu’s 

target customer? Why should someone 

switch to the Veracia SA from the 

system they’re currently using?

We’re in tough economic times. Veracia SA 

teeth are premium products but because Shofu 

is dealing direct, they’re able to offer these at 

an extremely fair price. You’ve got production 

in mind for a bigger laboratory with quality 

and consistency. It’s a learning tool, too, for 

technicians who don’t know much about setting 

teeth. You can make a beginning technician into 

an expert. 

04. 
How has Shofu made strides 

in the U.S. denture market 

specif cally with Veracia SA?

We’re trying to be on the podium a little more, to 

show people how easy it is. I’ve been at shows 

and I’ll be at the booth and I’ll do hands-on 

demonstrations. The sales team is willing to go 

into the laboratory and do a demonstration. I 

think by going out and educating people and 

showing it and explaining it, we’re getting 

more and more people to appreciate it. Dental 

technicians are smart—they get it right away. 

Denturists understand this as well—they see it 

one or two times and they’ve got it.

05. 
What about Veracia SA makes 

sense for a big lab? For a 

small lab?

For a big or small lab, it saves a great amount 

of time. You’re always in a hurry, you’re always 

working late. Maybe with a tooth like this you 

won’t have to work as late! It’s great for quality 

and production and it’s a time-saver. If this saves 

the average technician half the time, you’re going 

to set up three extra cases—in a small or a big 

lab, that’s a lot of extra cases. You’re not rushing 

the technique—you’re applying the technique.

06. 
What is it about the OneShot 

that you feel fills a need in 

the U.S. lab landscape?

For me, I’ve done ceramic work before, but I’m 

not a 9-layer build up guy; OneShot made it 

easier for me. In crown and bridge, I‘m not that 

experienced. Just one bottle, that’s it. The bigger 

the build up, the more transparent you get. It’s 

very simple to use. The f rst time I picked it up I 

did a 3-unit bridge and it looked beautiful.

07. 
What have you seen as the 

primary benef t with OneShot?

I think the primary benef t is ease of use and its 

consistency. Whenever you do an A2, it looks 

like A2. When you do an A3, it looks like an A3. 

It’s just the one bottle—you’re not having to 

mix-up shades. You can stain with Shofu’s Basic 

or Vintage Art Effects Set paste stains. It’s just 

such a simple production technique.

08. 
How have you seen OneShot 

change workf ows for labs?

It’s such a simple method. You apply a masking 

paste; then apply a shade opaque; and you use 

one bottle of porcelain, that’s it. The workf ow 

is just so much easier. 

09. 
What is it about Shofu the 

company that you think helps 

them serve the dental lab community?

Shofu is a very close-knit company—everyone 

keeps in touch with each other. They’re up 

on everything. They all communicate. They’re 

steady and methodical—when they come out 

with something, you know they haven’t done 

anything halfway. I know everyone at the 

company, and I know they stand for quality. 

They have a lot of great products and it’s got a 

very good name.

10. 
What can we expect from 

Shofu in 2013 and beyond? 

Shofu is a progressive company. They’re always 

looking to do things better. They’re looking at 

carrying more products, but Shofu will not 

just bring out more products for the sake of it. 

They’re going to bring out new products in the 

next year, and they are going to be quality. The 

company is careful and methodical and they 

plan things very well. 

PHOTO  CREDIT: SHOFU 

Jim Collis
OWNER
OF COLLIS PROSTHODONTIC 
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• one universal powder

•  one single powder build-up for ALL 

indications

•  one single powder matched to Vita 

shade guides

• one ultra-low shrinkage powder

• one powder builds to full contour 

•  Excellent curing characteristics due to newly developed 

multifunctional monomer and photo initiator

• Pastes are low viscosity – easy brush technique

• Fluorescence of natural teeth

 • Natural gum and tooth color reproduction

• Bonds to porcelain

• Outstanding strength and elasticity

Restorations compliments of Saad Elhallak DT, MDC, Jim Collis, CDT and Youmei Suyama, MDT
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Shofu Dental Corporation • San Marcos, CA

Ceramage®

Zirconium Silicate 
Indirect Restorative

Lite Art
®

Light-Curing Coloring Paste&

Innovative Solutions for Natural Aesthetics

Visit www.shofu.com or call 800.827.4638

Semi-Anatomical Denture Teeth

One bottle.
One powder build-up.

Unique Delivery Systemstem

 •  MF-H (microfi lled hybrid) composite for outstanding consistency

• Easy set-up and function with considerable time savings

• Balanced or lingualized occlusion for all common occlusal concepts

• Minimal occlusal adjustments

•  Q3 PACK: place four individual posterior teeth at once, for functional 

set-up in 3 quick steps

 • Natural-looking fl uorescence and opalescence

• Light optical properties of natural teeth

• Extraordinary handling and ease of use

• Superb biocompatibility

• Superior wear characteristicsC
e
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Scan here 

for more 

information

Interested?  Circle Product Card No. 31
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Dentists choose it for aesthetics,
                             you will choose it for versatility 

 The only, complete all-ceramic

system in the industry.

  Zirconia

  Porcelain

  Pressable Pellets

Mill Zirlux in-house

or partner with

Custom Milling Center, 

the choice is yours

is coming!

Are YOU?Are YOU?

Booth 425Booth 425

 1-800-496-9500
 www.zahndental.com

 © 2013 Henry Schein, Inc. No copying without permission. Not responsible for typographical errors.

 1-877-933-MILL(6455)
 www.custom-milling.com

“
”

For over 10 years we have been working with Zirconium based materials.

Zirlux is the best material we have seen to date. 

T e results have been excellent. 

-Barry Lampert, CDT, Owner Town & Country Dental Studios

Interested?  Circle Product Card No. 32
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