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Making People Smile

IPS e.max® Zirconia

Limits redefined. 
Standards raised.

Discover the latest advancements, clinical insights, and 
practical applications of zirconia in modern dentistry.

Zirconia Reimagined 
An informative webinar 
featuring Dr. Ed McLaren
October 5, 2026 

REGISTER
TODAY!

–Dr. Ed McLaren

Of all the zirconias I’ve tested, 
the optical properties of 
e.max zirconia are the  
closest to natural teeth.
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PRESIDENT’S MESSAGEPRESIDENT’S MESSAGE

FDLA Mission
Advancing the individual and collective 
success of Florida's dental laboratory 
professionals to enhance oral health care.

Values Statement
INTEGRITY - being honest and open in all that we do

LEADERSHIP - being the guiding light in a changing 
environment 

RECOGNITION - honoring those committed to our industry 

SAFETY - promoting safe and quality driven 
manufacturing practices 

INNOVATION THROUGH COLLABORATION - fostering 
an environment where creative and inspiring 
ideas are encouraged to enhance patient care 

Collaboration, 
Engagement, and Growth

Alexander Wuensche, CDT

FDLA President

Success 
comes 
when 

we work 
collectively, 
share ideas, 
support one 

another, 
and move 

forward 
with a 

common 
purpose.

It is with great pride, gratitude, and excite-
ment that I begin my term as president of 

the Florida Dental Laboratory Association. I 
am truly honored by the confidence that our 
members have placed in me, and I look forward 
to serving this incredible community of dental 
laboratory professionals throughout the com-
ing year.

First and foremost, I would like to thank every-
one who attended this year’s Southern States 
Symposium. The energy, engagement, and 
commitment demonstrated by our attendees 
made this event a tremendous success. Bring-
ing together laboratory owners, technicians, 
educators, suppliers, and industry leaders re-
minds us of the strength of our profession and 
the value of staying connected.

I also want to extend my sincere appreciation to 
our sponsors, exhibitors, and supporters. Your 
continued investment in our association and 
our industry helps make events like the South-
ern States Symposium possible. Your partner-
ship plays a vital role in advancing education, 
innovation, and professional growth for dental 
laboratories throughout Florida and beyond.

As we look ahead, I am excited about the op-
portunities before us. Our association has a 
strong foundation, but there is still much we 
can accomplish together. This year, our focus 
will be on collaboration, engagement, and 
growth. We have ambitious plans to strengthen 
our membership, expand educational oppor-

tunities, advocate for our profession, and create 
greater value for every FDLA member.

Our guiding theme for the year is simple: Doing 
It Together—Building Something Bigger Togeth-
er. The challenges and opportunities facing our 
industry cannot be addressed by any one indi-
vidual, laboratory, or organization alone. Success 
comes when we work collectively, share ideas, 
support one another, and move forward with a 
common purpose.

I encourage every member to become involved, 
contribute your ideas, and help shape the future 
of our association. Together, we can build a stron-
ger FDLA, a stronger profession, and a brighter 
future for dental laboratory technology.

Thank you for the opportunity to serve as your 
president. I am excited for what lies ahead, and I 
look forward to working alongside all of you as we 
continue building something bigger—together.   
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Based on 20 years of specialized research and development 
in high-precision 3D vision technology, photogrammetry has 
already been proven capable of achieving high accuracy for 
large-scale objects like airplanes, ships, and other significant 
structures. 

SHINING 3D has taken a significant step further by innova-
tively applying its patented photogrammetry technology 
from high-end industrial applications to the dental field. This 
advancement delivers an extremely high-accuracy scanning 
experience, particularly beneficial for full-mouth edentulous 
dental implant applications.

It is called IPG – intraoral photogrammetry. So, what makes 
IPG technology different compared to regular intraoral scan-
ning? Regular scan body or scan flag scanning typically re-
quires 360-degree scanning to capture its positions based on 
surface geometry features. This method often encounters is-
sues due to insufficient features, particularly when scanning 
vibrating soft tissue between the scan bodies, or liquids such 
as blood or saliva, leading to a loss of scan body positioning 
accuracy. 

In contrast, IPG utilizes encoded patterns on scan bodies as 
accuracy control reference points for global optimization. This 
technology involves a comprehensive process of measuring 
and interpreting photographs to extract precise spatial infor-
mation and creates highly accurate 3D data. One of the key 
advantages of IPG is that it requires significantly fewer per-
spectives to capture the scan bodies’ positions during the 
scanning process. This makes the scan workflow more effi-
cient and avoids unnecessary accumulated errors.

Patient Presentation and Referral
The patient, a 73-year-old female, was referred for consultation 
regarding a full upper denture and a partial lower denture.

KEY FINDINGS:
• 	 Upper Arch: Periodontally compromised with a poor 

prognosis for all remaining teeth.

• 	 Lower Arch: Retention of teeth 44, 43, 33, 34, and 37 
was possible despite some pocketing.

• 	 Primary Concern: The patient experienced significant 
discomfort and mobility in the upper anterior teeth, 
making chewing difficult.

REFERRING CLINICIAN’S SUGGESTIONS:
•	 Address both arches simultaneously for better occlu-

sion.

•	 Consider interim and final prostheses.

•	 Coordinate surgical timing with denture readiness.

Denturist Examination and Treatment 
Plan Discussion
During my initial examination, the patient expressed strong 
opposition to a full upper denture with palatal coverage, cit-
ing concerns about taste alteration and discomfort. After 
reviewing all options, we decided on an implant-supported 
fixed solution (teeth-in-a-day) to address these concerns.

The patient was referred to Aspen Oral Surgery, where Dr. 
Martin Cloutier, a maxillofacial surgeon specializing in im-
plant therapy, conducted a comprehensive evaluation and 
planned the following procedures:

SURGICAL INTERVENTION

1.	 Extractions: All maxillary teeth were extracted.

2.	 Implant Placement: Seven implants were immediately 
placed in the maxilla.
a.	 Six implants achieved high primary stability, en-

abling immediate function.

DIGITAL 
Full-Arch Excellence

By Andriy Khomyn, DD, RDT, 

Mark Chan, DD, and Andreas Klie, RDT

Introduction

With the ever-changing technological advancements in the dental industry, clinicians 
are constantly trying to keep up with the rapid advancements made in the industry. 
This “Dental Jungle” is a huge challenge for many clinicians with so many questions 

and unknowns. Fortunately, there are now solutions for clinicians to help them navigate this 
daunting road of the future. 
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b.	 A seventh implant was placed for potential inclusion 
in the final prosthesis.

IMMEDIATE SAME-DAY CONVERSION
After surgery, I performed the chairside conversion of the All-
on-X provisional prosthesis.

Steps:

1. 	 Provisional Prosthesis: Adapted to the implant positions 
and secured with Multi-Unit Abutments (MUAs) for im-
mediate function.

2. 	 Fit and Function: Adjustments were made to ensure 
proper fit, function, and esthetics.

3. 	 Occlusal Verification: Undue stresses were minimized to 
protect the implants during healing.

4. 	 Night Guard: A transitional night guard was provided 
to reduce stress on the implants and promote optimal 
healing.

The immediate solution restored function and esthetics, 
greatly improving the patient’s confidence and comfort dur-
ing the healing phase.

SIX-MONTH FOLLOW-UP
Oral Surgeon Review and Final Torque Test: After six months, 
the patient returned to the oral surgeon for evaluation. Dr. 
Cloutier performed a final implant torque test to ensure im-
plant integration and stability. The Multi-Unit Abutments 
(MUAs) were retorqued to their recommended specifica-
tions to confirm the implant stability before the fabrication 
of the final prosthesis.

DIGITAL WORKFLOW: SCANNING FOR THE 
DEFINITIVE PROSTHESIS

On the same day, the patient returned to my office for the 
final prosthesis workflow.

PRE-SCAN PREPARATION:

Temporary Prosthesis Assessment: The temporary fixed pro-
visional was evaluated for fit and function.

Scanning Process Using the Shining  
Aoralscan Elite
A comprehensive scan was performed to record 
all anatomical landmarks, including the palate, re-
sidual ridge, implant positions and opposing arch.

1. Before removing the temporary prosthesis, I 
captured a detailed pre-op scan. This step is impor-
tant because the temporary acts as a guide for the 
final aesthetics and occlusion.

I start by scanning the prosthesis in the patient’s mouth, 
moving systematically from the anterior teeth to the poste-
rior region on one side, and then repeating the process on 
the other side. I ensure I capture all surfaces—the occlusal, 
buccal, and palatal. It is important to scan the soft tissue con-
tours around the prosthesis.

2. Soft Tissue and Opposing Arch Scans. I removed the tem-
porary prosthesis and completed a scan of the upper arch 
soft tissues, including the residual ridges and palate, to cap-
ture all anatomical details.

I use smooth, steady motions to capture the entire arch and 
ensure there are no gaps or stitching errors in the data. I fo-
cus on areas that will interact directly with the prosthesis, 
ensuring a clear, detailed scan of the soft tissue. Next is the 
opposing arch scan for occlusal alignment (Fig. 1).

3. Implant Scan. Proper seating of the scan bodies is very im-
portant; if even one scan body isn’t fully seated, it can throw 
off the entire digital workflow (Fig. 2).

First, I scan fiducial markers or reference markers; these 
markers serve as reference points that help the scanning 
software accurately identify and align the position and orien-
tation of each implant. Fiducial markers are crucial for ensur-
ing precise digital mapping of the implant locations, which 
is essential for designing and fabricating implant-supported 
prostheses (Fig. 3).

Following the fiducial markers scan, I start scanning the first 
few scan bodies and soft tissue areas around them. I then 

1

3
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move to the other side of the arch, scanning all scan bodies 
on that side.

4. Next, I perform the bite registration. We reinsert the tem-
porary prosthesis and make sure it’s seated properly before 
proceeding (Fig. 4).

I ask the patient to bite into their natural centric occlusion 
and keep their bite steady. Then, I use the scanner to capture 
the buccal surfaces of both arches, starting at the midline 
and working my way to the posterior regions on both sides. 

The bite scan needs to show clear contact points and align-
ment. If there’s any discrepancy, I adjust and rescan as need-
ed (Fig. 5).

STITCHING AND VERIFICATION: 
The scans of the implant positions and soft tissue were digi-
tally stitched to create a seamless model.

PRE-OP SCAN INTEGRATION: 
The pre-op scan of the temporary prosthesis was overlaid 
with the implant scan data to guide the design of the final 
prosthesis. I can manually inspect the alignment to confirm 
everything is accurate. If corrections are needed, I can eas-
ily address them at this point. Finally, I export all the scan 
data as STL files and upload them to Panthera Dental. I in-
clude specific notes about tissue compression preferences, 
aesthetic requirements, and the reference points from the 
pre-op scan.

TIPS:

• 	 Take your time with the implant scan bodies. This is the 
foundation of the entire case, so precision is key.

• 	 Use the scanner’s AI features to highlight gaps or missed 
areas during scanning.

• 	 Always verify the alignment of your scans before sending 
them to the lab. Small errors now can cause big prob-
lems later.

By following this workflow, I can ensure the prosthesis will 
fit precisely, function optimally, and meet the patient’s aes-
thetic expectations. 

Laboratory Phase
The digital scans were processed using exocad to design the 
patient’s final smile, with the temporary prosthesis serving 
as a guide. This allowed the design to closely reflect the aes-
thetics and functionality of the provisional while improving 
tissue adaptation and compression. Two different designs 
were produced to evaluate tissue compression as intaglio 
surface of the final will be finished in highly polished tita-
nium (Fig. 6).

IMPORTANCE OF INTAGLIO SURFACE DESIGN
The intaglio surface (tissue-facing surface) of the prosthesis 
was carefully designed to be either flat or slightly convex. 
This is essential because:

• 	 A flat or convex intaglio surface minimizes soft tissue ir-
ritation and ensures even pressure distribution.

• 	 Avoiding concave designs reduces the risk of food en-
trapment and tissue overgrowth.

• 	 This design promotes healthier tissue conditions and 
provides a better seal (Fig. 7).

4 5 6

7

8    focus    3rd Quarter 2026  



PROTOTYPING WITH 3D PRINTING
Two full-arch prototypes were printed using Rodin Titan resin, 
which offers high precision and durability for clinical evalua-
tions.

• 	 Evaluate Fit: Ensure accurate seating on the implants and 
proper tissue adaptation.

• 	 Verify Tissue Compression: Check the effectiveness of 
tissue support without causing discomfort.

• 	 Assess Aesthetics: Confirm the appearance and align-
ment of the final smile in relation to the patient’s facial 
features.

• 	 Implant Fit: Leveraging accurate implant scan data en-
sured that the bar would align perfectly with the im-
plants, reducing stress and enhancing longevity.

• 	 Aesthetics: The pre-op scan of the provisional prosthe-
sis provided a roadmap for replicating the desired smile, 
ensuring the patient’s expectations for appearance were 
met.

The Panthera Fusion Bar Restoration 
A major challenge faced by clinicians when doing full-arch zir-
conia restorations is the limitation of being able to extend the 
cantilevers due to small AP spreads. Another major concern is 
breakage, especially around the Ti base areas. 

The PFB is zirconia supported by a titanium bar allowing the 
design to extend further in the cantilever and the even thick-
ness of the zirconia cemented onto the titanium bar allows 
the elimination of Ti bases thereby eliminating the weak 
points created around the Ti bases. Using a unique splitting 
protocol, Panthera can provide the customer with the overlay 
STL to manufacture their own restoration overlay in zirconia, 
PMMA, Rodin or any other material of their choice (Fig. 8). 

FULL DIGITAL WORKFLOW FOR THE 
MANUFACTURING OF THE PFB
Thanks to the Shining Elite scanner and its software, we were 
able to fully integrate the photogrammetry scans from An-
driy into our workflow, designing and manufacturing the PFB 
for his patient. The following scans were sent to Panthera as 
per the required scans to proceed with the design and manu-
facture of the PFB (Figs. 9-12).

From the files received from Andriy, Panthera can design the 
implant bar and overlay using the splitting protocol ensur-
ing a straight milling line without any undercuts facilitating 
the production and fusion of the overlay to the bar. The PFB 
workflow offers various workflow choices to the customer. 
One of the options, and in most cases the option of choice, 
the STL of the overlay is sent to the customer for them to 
then mill the overlay in-house in the material of their choice. 
For those who do not have their own milling machines or 
who would prefer to have Panthera mill the overlay for them, 
this is another popular option. This is also the option Andriy 
went with for this case (Figs. 13-14).

Figure 9
Tissue Scan   

Figure 12
Post-Op Temp off the Model

Figure 10
Post-Op Temp on the Model

Figure 11
DESS Scanbody	

9 10

11
12

8
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MILLING AND FINISHING
Andriy opted to have Panthera mill the zirconia. Panthera 
also sent the stl overlay to Andriy to mill or print any ad-
ditional overlays if he needed to. The zirconia overlay was 
milled with Vita YZ® ST (Fig. 20). Andriy chose preparation 
A2 for the tooth base shade and Gingiva Light Pink (Figs. 21-
22). The bar was trimmed, polished, and fitted on the model, 
which was printed by Mark Chan for this case (Fig. 23).

Panthera offers various combinations of bar finishes. Andriy 
chose the sandblast and anodizing option. This provides the 
surface texture recommended for cementation and the an-
odizing minimizes the dark grey titanium showing through 
the zirconia overlay (Figs. 24a-c). The bar and the milled zir-

Once the design was done, the case was available for Andriy 
to view in the 3D Viewer. The 3D Viewer shows the design 
of the bar in relation to the overlay (Figs. 15-17). The cross-
sectional shows the space and shape of the bar in relation to 
the overlay (Figs. 18-19). Each square represents 1mm, so as 
can be seen in this case, the bar at the highest point is 6mm 
and at the lowest point it’s 3mm. Once Andriy had approved 
the design, the case was sent to production.

15 16 17

18 19

20

21

22

23
24a 24b

24c
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conia overlay were shipped to Andriy for his technician to com-
plete the case (Figs. 25-26).

FINAL PROSTHESIS INSERTION
• 	 Upon receiving the Panthera Fusion Bar, the bar and pros-

thesis were evaluated and confirmed for optimal fit and 
function.

• 	 The final insertion went very smoothly, without any adjust-
ments required.

• 	 The lower cast par-
tial denture was modified to 
achieve ideal bite manage-
ment, ensuring proper oc-
clusion with the new upper 
prosthesis.

• 	 To protect the implants and maintain the occlusion, the 
patient was provided with a hard night guard.

This workflow maximizes accuracy and efficiency, ensuring 
seamless digital capture, design, and final prosthesis deliv-
ery for full-arch implant cases. The smooth insertion of the 
Panthera Fusion Bar demonstrates the importance of precise 
scanning and careful planning in achieving predictable out-
comes (Figs. 27-31).  

About the Authors
Mark Samuel Chan, DD, SwissNF, received his di-
ploma for Denturism in Toronto at George Brown 
College with honors. Currently Mark is practicing 
in Ontario, Canada, with a main focus on high-end 
removable and implant prosthetics. With a passion 
for both technical and clinical techniques, he is certi-
fied in Bio-logic, BPS, and SDC denture concepts and 
is an “Art of Denture” award winning Denturist. He 
is a sought-after international lecturer and opinion 
leader for many companies and the youngest recipi-
ent of the “George Connolly Memorial Award”.

Andreas Klie, RDT, Panthera Dental, is a Registered 
Dental Technologist with over 40+ years of experi-
ence in the dental field.  Founder of La Lucia Dental 
Laboratory (1991) and an Ontario RDT since 2005, 
he is the Senior Technical Expert at Panthera Dental, 
where he leads the Panthera Dental Academy’s edu-
cational strategy. His experience as a dental technol-
ogist, combined with his field experience, allows him 
to offer customers precise and detailed solutions on 
a more technical level.

Andriy Khomyn, RDT, DD, founder of Smile Care 
Denture Centre, is a recognized expert in modern 
denture implant solutions. After becoming an On-
tario Registered Dental Technician (RDT) in 2007, 
he graduated with honors to earn his Denturist 
(DD) license. A certified BPS Denture provider and 
skilled Suction Effective Mandibular Complete Den-
ture (SEMCD) clinician, Andriy continually integrates 
cutting-edge technologies into his practice. Beyond 
patient care, Andriy is deeply involved in denturist 
education. As a member of AIC Education Canada, 
he teaches lectures on locator dentures, immediate 
locators, and implant conversions.

Earn continuing education credits for this article and quiz! 
Receive .5 hours CDT/RG Scientific credit and .5 hours of General credit towards your state of Florida dental laboratory renewal by 
reading this article and passing the quiz. To get your credit, complete the quiz located on the FDLA website at www.fdla.net using 
the focus Magazine link. Once you have completed the quiz, fax it to FDLA at 850-222-3019. This quiz is provided to test the 
technician’s comprehension of the article’s content and does not necessarily serve as an endorsement of the content by FDLA.  
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This past June, dental laboratory owners, managers, technicians, dentists, and industry partners took the field for two 
action-packed days at the Symposium & Expo. Attendees advanced their professional game through championship-caliber 
CE sessions, a high-energy Expo Hall, a spirited Kickoff Reception and countless opportunities to connect with teammates 

from across the industry. The FDLA board and staff extend a standing ovation to all attendees, sponsors, and exhibitors whose 
support helped make this year's event a winning performance. Thanks to proceeds from the Wine & Liquor Toss and generous 
member donations, FDLA will contribute nearly $1,000 to the Foundation for Dental Laboratory Technology—a victory for the 
future of the dental laboratory profession.

2026 Symposium 
& Expo Wrap-Up

Above: FDLA Board Installation

Above: Celebrating CDT & Dental 
Technician Appreciation Month
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Above: Alexander Wuensche, CDT; Ricki Braswell and 
Rick Sonntag, RDT

Above: NADL Past President Joe Young Above from l to r: Outstanding Students 
Keagan Tuitt and Stephanie Andrade with FDLA 
President Alexander Wuensche, CDT

Above: Celebrating Morris Fucarino, CDT 
after his 50-year CDT milestone recognition

Above from l to r: Past NADL President Joe 
Young, NBC Chair Barbara Warner, CDT, AAACD, 
35-Year CDT milestone winner Barry Singer, CDT 
and FDLA President Alexander Wuensche, CDT

Above: Expo ribbon cutting

Above: Argen Sponsor Donnie Bridges, CDT Above: FDLA Past President 
Rick Sonntag, RDT

Above: FDLA President Alexander Wuensche, CDT
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Above: Rachel Luoma, NBC 
Chief Staff Executive and 
Morris Fucarino, CDT

Above: Fernando de Leon receives 
board plaque from Rick Sonntag, RDT, 
immediate past president

Above: Celebrating 50-year milestone recipients, Morris Fucarino, 
CDT (center) and Mark Devery, CDT (second from right)

Above: Keynote Dr. Wael Garine Above: Keynote Ricki Braswell Above: NADL Past President Joe 
Young (right) presents Rick Sonntag, 
RDT with the President's Gavel plaque

Above: Best of Show
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THE HIDDEN PROFIT 
LEAK IN YOUR 

MILLING OPERATION
How Zirconia Disc Selection Quietly Erodes 
Lab Profitability — and What to Do About It

By Donnie Bridges, CDT

M
ost dental lab owners know exactly where their money goes—staffing, consum-
ables, equipment, insurance pressure, etc. What far fewer realize is that one of the 
most consistent drains on profitability isn’t tracked at all. It sits inside the mill itself, 
embedded in a routine decision many labs never question: zirconia disc thickness.

This is not a marginal issue. For labs mill-
ing zirconia restorations at meaningful 
volume, the compounding financial im-
pact of suboptimal disc selection can 
represent tens of thousands of dollars 
in lost revenue over the life of a single 
piece of equipment. The good news: it 
requires no capital investment to fix, no 
new staff, and no disruption to existing 
workflows. It requires only a willingness 
to reexamine a decision that most labs 
have never formally analyzed.

The Inventory Simplification 
Trap
The logic behind stocking a narrow range 
of disc thicknesses is understandable. A 
14mm or 16mm disc can mill virtually 
any case a thinner disc could handle, 
which makes it appealing as a universal 
solution. It reduces purchasing complex-
ity, simplifies storage, and removes one 
decision from the production floor. For 
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labs already stretched thin operationally, that 
convenience has real value.

The trade-off is steep, however, and most labs 
have never fully priced it out.

Consider the data from Argen's milling opera-
tions, where thousands of crowns, bridges, and 
full arches are produced daily across facilities in 
the U.S. and Canada. Approximately 92 percent 
of U.S. cases and 86 percent of Canadian cas-
es can be accommodated within a 12mm disc. 
When a lab routinely mills those cases from a 
14mm or 16mm disc, it is spending a meaning-
ful portion of every milling cycle cutting through 
zirconia that serves no clinical purpose. That 
excess material does not disappear — it is con-
verted into tool wear, extended cycle time, and 
lost production capacity.

This is the textbook definition of false econo-
my. The convenience of a simplified inventory 
is real. The cost of that convenience is simply 
being absorbed silently somewhere else in the 
operation.

What the Numbers Actually Show
There are two distinct categories of cost created 
by oversized disc selection: direct costs and op-
portunity costs. Both are significant, though the 
opportunity cost is typically far larger.

Direct Costs
Zirconia is one of the hardest and most abrasive 
materials in restorative dentistry — which is 
precisely what makes it clinically excellent and 
expensive to process unnecessarily. When a mill 
removes excess material from an oversized disc, 
the consequences are immediate: longer mill-
ing cycles per unit and accelerated wear on burs 
and tooling.

Milling burs are a recurring consumable ex-
pense in any digital lab. By consistently milling 
more zirconia than a case requires, labs are 
compressing the effective lifespan of their burs 
and driving up cost per unit. In higher-volume 
operations, this accelerated wear also extends 
to spindles and other mechanical components, 
increasing both maintenance frequency and un-
planned downtime. 

Generally speaking, a 14 mm disc is about nine 
percent more expensive than a 12mm disc. A 
16mm disc is about 25 percent more expensive. 
Labs can save between 9-25 percent on the cost 
of zirconia simply by using the minimum size disc.

Opportunity Costs: The Real Money
The more consequential loss is what the mill can-
not do while it is cutting unnecessary material. 
Every extra minute spent on oversized stock is a 
minute unavailable for billable production.

Using real milling performance data, the num-
bers are instructive. A single crown milled from a 
12mm disc takes approximately 23 minutes. The 
same restoration milled from a 14mm disc takes 
roughly 24.5 minutes — a difference of about 90 
seconds, or 6.4 percent. That sounds negligible 
in isolation.

If we use a conservative productive lifespan of 
approximately 2,000 milling hours, the picture 
changes completely. At those milling times, a mill 
running 12mm discs can produce approximately 
315 more crowns over its operational life than 
the same mill running 14mm discs — a difference 
of roughly $31,500 in revenue at $100 per unit. 
That is a conservative estimate, using a modest 
per-unit price and a single restoration type. For 

Zirconia is 
one of the 

hardest 
and most 
abrasive 

materials in 
restorative 

dentistry.
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labs with higher pricing, greater volume, or a mix of more 
complex cases, the gap widens further.

The critical insight here is that this revenue does not require 
new equipment to capture. The capacity already exists inside 
the mill currently sitting on your production floor. It is simply 
being consumed by material removal that delivers no clinical 
value and generates no billable output.

A Strategic Approach to Disc Inventory
The solution is not to stock every available thickness in every 
shade and formulation. That approach would recreate the 
very complexity labs are trying to avoid, while introducing 
new inventory management burdens. The goal is a strategic 
inventory — one designed around a clear understanding of 
your lab's actual case mix.

The starting point is three diagnostic questions:

•	 What percentage of your zirconia production breaks 
down by restoration type — single crowns, multi-unit 
bridges, full arches?

•	 What are the most common minimum disc thicknesses 
required for your typical cases?

•	 Which shades appear most frequently across your case 
volume?

The answers to these questions allow you to identify two or 
three disc thicknesses that will cover the majority of your 
daily production, supplemented by one or two larger sizes 
for less frequent cases such as long-span bridges or high-
clearance anterior restorations.

Industry experience suggests that a combination of 12mm, 
14mm, and 20mm discs can cover the full spectrum of most 
labs’ output with minimal waste. The specific combination 
will vary by lab, but the principle holds universally: the disc 
inventory should reflect the actual distribution of your case 
volume, not the path of least resistance at the point of pur-
chase.

For labs already invested in high-performance zirconia — 
such as ArgenZ GT, which is formulated for optimal milling 
performance and translucency across a full range of disc 
sizes — the efficiency gains from right-sizing are compound-
ed. A material engineered to perform consistently at the 
appropriate thickness amplifies the throughput benefits of 
disciplined disc selection. The material and the workflow re-
inforce each other.

Quantifying the Opportunity in Your Lab
The financial case for optimizing disc selection is not abstract 
— it is calculable. Every lab's situation is different, and the 

magnitude of the opportunity will vary based on case vol-
ume, current disc practices, equipment, and pricing. The 
direction of the impact is the same, however, for every lab 
milling on oversized stock: money is being left on the table.

To put real numbers to this analysis, Argen offers a Milling Ef-
ficiency Calculator (https://gtmillingefficiency.manus.space/) 
that allows lab owners to input their specific parameters — 
milling times, case volume, pricing — and see the potential 
revenue gain from rightsizing their disc inventory. For a more 
personalized review, Argen's sales consultants can conduct a 
comprehensive milling efficiency analysis tailored to a lab's 
unique production profile.

The Bottom Line
The dental lab industry operates on margins that leave little 
room for silent inefficiencies. The practice of defaulting to 
oversized zirconia discs — however convenient — is a choice 
that consistently trades long-term profitability for short-term 
simplicity. When the true cost of that trade-off is calculated 
across milling time, tool wear, and foregone revenue, the 
case for change becomes overwhelming.

There are few operational improvements available to lab 
owners that require no capital expenditure, no new staff, 
and no disruption to existing workflows — and still deliver 
meaningful bottom-line impact. Rightsizing disc selection is 
one of them.

The mill time you are losing today to excess material removal 
is revenue that could be on your books tomorrow. The first 
step is finding out exactly how much and deciding whether 
simplicity is really worth that price.  

About the Author
Donnie Bridges, CDT is the Di-
rector of Sales for the Eastern 
United States at Argen Corpo-
ration, a leading provider of 
digital milling solutions and 
zirconia materials to dental 
laboratories across the U.S. 
and Canada. To calculate your 
lab's milling efficiency oppor-
tunity, visit argen.com or call 
800.255.5524 to speak with an 
Argen Sales Consultant.

Minimum disc thickness requirements vary by material, shrink 
factor, and mill specifications. Revenue projections are hypo-
thetical illustrations based on Argen's milling performance data. 
Individual results will vary based on lab-specific equipment, ma-
terials, case mix, and pricing.
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TECH TIPTECH TIP

Because of its obscure nature and victim’s 
aversion to speak up, knowledge about the 
business of scamming has been scarce. In 
equal measure, countries and law enforce-
ment, as well as surrounding industries, have 
been slow to react or willing enablers.   

Scamming is not a new thing, but in today’s 
brave times, mass penetration of smart-
phones, internet access, social media, and 
online marketplaces allowed scammers to 
rapidly scale up to the size and level of impact 
no one expected. At the same time, favorable 
conditions allowed these practitioners to op-
erate freely and with impunity, for the most 
part. Technology penetration also made the 
crime pervasive; no other criminal activity 
comes even close. Imagine that thieves try to 
break into your home or steal your wallet 20 
or 30 times a day, every day.  

By Rene A. Silva, MBA

I GOT SCAMMED 
and You Could Be Next

While at the breakroom having lunch, I was abruptly interrupted, “Rene you 
have an urgent call from Bank of America’s fraud department…” I replied, 
“let’s hope it is not bad or that it’s just a scammer.” 

“Hello Mr. Silva, this is Jeffrey from Bank of 
America calling you from California on a re-
corded line. I am calling because we detected 
fraud activity in your account, but do not worry, 
I am here to help you.” It sounds legit, right? The 
scammer’s accent makes him sound a bit unpro-
fessional, but I have an accent too, so I decided 
not to judge. He sends a code to my cell to “con-
firm my identity,” which I provide to him (this 
was a mistake because this particular bank does 
not work this away even though others do). 

At this moment I had not seen any unrecog-
nized transactions, but, in short order, Jeffrey 
advised me, “you are going to see a transaction 
for $12,000, do not worry, we will stop it on the 
back end” – he had told me earlier the transac-
tions had breached. At the same time, he asked 
me to enter a code on my phone, which in turn, 
enabled call forwarding on my phone. At that 

Privacy is a 
fantasy; it no 
longer exists. 

People's 
personal 

information 
is available 

for purchase 
by the 

highest 
bidder.
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Sources and additional information:

moment I knew something was up. I reversed the call for-
warding and that very moment he says, “you are going to see 
another transaction for $7,000, do not worry, we will stop it 
on the back end.” I immediately jumped out of my desk and 
got ready to drive to my local branch. I did not hang up with 
scammer, however, instead, I calmly asked him to please wait 
on hold while I took an important call.  

From so called boiler rooms in India to vast compounds along 
the border between Bangladesh and Myanmar (Burma), 
these organizations recruit talent by targeting vulnerable 
populations and promising generous salaries and a lavish 
lifestyle. Upon arrival, the workers have their passports tak-
en away and are forced to work (scam) and meet strict quo-
tas or risk corporal punishment, starvation and even death.

A low and high estimate puts the scamming industry be-
tween $19 and $130 billion dollars. According to the U.S. 
Federal Trade Commission (FTC), it is estimated that at least 
$12.2 billion dollars was lost to scams in the U.S. in 2024, for 
contrast, in 2025, the size of the dental laboratory industry in 
the United States was $7.2 billion (Fig. 1).  With this level of 
revenue, scamming has become a highly sophisticated multi-
national multidisciplinary industry with power and influence 
at many levels of government in many countries around the 
world.  

The lab does constant training to screen out scams coming 
from emails and calls and I would say I am pretty good at 
spotting a scam when I see it, so what happened? Scams de-
pend a lot on timing, context, circumstance, etc. Also, scam-
mers learn and adapt quickly (at FDLA’s 2026 Southern States 
Symposium, Ricki Braswell, CAE said it best, businesses need 
to adapt or die, and scammers are very good at adapting) so 
today’s anti-scam techniques may be stale tomorrow. Also, 
scamming organizations are very sophisticated and should 
not be underestimated; for instance, some bitcoin scams 
have their own apps, which look, feel, and work the same as 
the real thing, except that your money is never invested. The 
victim never knows until they decide to withdraw the money. 
The typical bitcoin investor is an older, white male, so that 
is the target audience. On the other hand, the lottery scam 
targets retirees who live on their own. 

How is it possible these thieves can target people at such a 
granular level? The answer is simple. Privacy is a fantasy; it no 
longer exists. People's personal information is available for 
purchase by the highest bidder, and the “Dark Web” provides 
the perfect marketplace for these databases to be bought 
and sold. The State of California, through the office of the 

Attorney General, maintains a database that tracks all data 
security breaches for companies that operate in the state. As 
of May 8th, 2026, the database listed 191 breaches year to 
date. Banks and healthcare seem to be preferred targets.   

Find out what happened next in the fourth quarter issue of 
focus magazine. 

About the Author
Rene Silva is managing partner for Or-
thoDenco Labs, a dental laboratory spe-
cialized in orthodontics and functional 
orthopedic appliances. OrthoDenco is 
the second iteration of a venture that 
started almost 50 years ago, steeped 
in the tradition of a family of dental 
laboratory owners and operators. He 
oversees a team of almost 30 techni-
cians and staff with service across the 
continental U.S., Caribbean, and Latin 
America. Rene holds an MBA as well as a dual bachelor's de-
gree in business administration and marketing from Florida 
Atlantic University, go owls! Additionally, he has multiple cer-
tifications in human resource management and marketing.

https://fdla.memberclicks.net/3rd-q-26-tech-tip-sources

Figure 1
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HEADLINESHEADLINES

25 YEARS:
Mark Rosenberg, CDT

30 YEARS: 
Tony Awad, CDT
Maria Baxter, CDT
Fausto Catena, CDT
Deborah Garber, CDT
Paul Robert, CDT

35 YEARS: 
Barry Singer, CDT

40 YEARS:
Adrian Hall, CDT
Antonio Ochoa, CDT

The following CDTs have maintained their status for 25 or more years and were 
presented with a certificate during the 2026 Southern States Symposium & Expo.

45 YEARS: 
Gregory Curtis, CDT, TE
Terry Dudley, CDT, TE
Henry Howard, CDT
Melissa Jayne, CDT

50 YEARS: 
Mark Devery, CDT, TE
Morris Fucarino, CDT
Gary Gann, CDT
Leonard Herrera, CDT

55 YEARS: 
Patrick Pellett, CDT
Wilma Peterson-Frazier, CDT
John Stipek, CDT

Congratulations to the 
2026 CDT Milestones!   

From l to r: NADL Past President Joe Young, NBC Chair 
Barbara Warner, CDT, AAACD, 45-Year CDT Milestone 
recipient Gregory Curtis, CDT, TE and FDLA President, 
Alexander Wuensche, CDT

From l to r: NADL Past President Joe Young, NBC Chair Barbara Warner, 
CDT, AAACD, 30-Year CDT Milestone recipients Maria Baxter, CDT and Paul 
Robert, CDT with FDLA President, Alexander Wuensche, CDT

From l to r: NADL Past President Joe Young, NBC Chair Barbara 
Warner, CDT, AAACD, 25-Year CDT Milestone recipient Mark 
Rosenberg, CDT and FDLA President, Alexander Wuensche, CDT
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SOUTHERN STATES SYMPOSIUM & EXPO OFFICE
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Symposium Meeting Manager: Lauren Asbell, CMP, lauren@executiveoffice.org
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FLORIDA DENTAL LABORATORY ASSOCIATION
325 John Knox Rd, Building L, Suite 103, Tallahassee, FL 32303
Phone: (850) 224-0711  |  Fax: (850) 222-3019
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PRESIDENT
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PRESIDENT-ELECT
Richard Wodzinski, CDT, RG, DTG
Clearwater Dental Prosthetics
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clearwaterdentalprosthetics@
gmail.com
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Sakr Dental Arts, Inc.
Winter Park
enja.dorj@sakrdental.com

PAST PRESIDENT  
Rick Sonntag, RDT
4Points Dental Design
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ricksonntag@4pointsdental.com

DIRECTORS AT LARGE
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Leixir Dental Group / Knight Dental 
Group
Oldsmar
nicole.follert@leixir.com

Kevin Krumm, CDT, TE 
Touchstone Dental Laboratory, LLC
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Rene Silva
OrthoDenco Labs
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Nancy Franceschi
Amann Girrbach 
nancy.franceschi@amanngirrbach.com

Hallie Wyrick 
Vulcan Custom Dental
hwyrick@vulcandental.com

EXECUTIVE DIRECTOR
Christina Welty 
Tallahassee
christina@fdla.net
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April 2-3, 2027 
2027 Florida Mission of Mercy
Tallahassee, Fla.

Interested in volunteering to work with patients at the 2027 
Florida Mission of Mercy? Go to:

www.floridadental.org/foundation/programs/mission-of-mercy
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These companies support the Florida Dental Laboratory Association in our mission to advance the individual and collective success of Florida's 
dental laboratory professionals to enhance oral health care. They are FDLA’s Business Partners, and have pledged their support to Florida’s 
dental laboratory profession.  Become an FDLA Business Partner Today! Call FDLA at (850) 224-0711 or e-mail membership@fdla.net. 

FDLA BUSINESS PARTNERSFDLA BUSINESS PARTNERS

3D Systems
Phone: (407) 473-4942
http://3dsystems.com
3D Systems is a pioneer in additive manufactur-
ing, delivering advanced 3D printing hardware, 
materials, and software solutions across health-
care, dental, aerospace, and industrial markets. 
The company helps organizations accelerate 
innovation and production by enabling precise, 
scalable, and cost-efficient digital manufacturing 
workflows.

Amann Girrbach North  
America, LP
Phone: (704) 837-1404   
www.amanngirrbach.us/home 
With its high degree of expertise in develop-
ment and commitment to customer orientation, 
Amann Girrbach creates sophisticated system 
solutions for tomorrow’s practice routine. Amann 
Girrbach has long proven itself in the global 
dental sector for the highest quality digital dental 
prosthetic products and innovative materials. 

Argen Corporation
Phone: (858) 455-7900   
www.argen.com
The Argen Corporation provides a wide range 
of alloys to meet any need, as well as Refining 
Services.

B&D Dental Technologies
Phone: (800) 255-2839  
www.bnddental.com
B&D Dental Technologies holds multiple patents 
and is a leading developer and manufacturer 
of high-performance zirconia. Origin BEYOND 
Plus is available in both the pre-shaded MULTI 
and the White discs and B&D also offers the 
robust AccuSinter oven and the versatile Artimax 
articulators.

BEGO USA Inc.
Phone: (774) 571-0395  
www.begousa.com
BEGO USA emphasizes progress, efficiency and 
develop conventional state-of-the-art dental 
technology: alloys, equipment, materials, digital 
material and services for the production of high-
quality prostheses.

Bhi Implants Ltd.
Phone: (917) 695-2881
www.bhi-implants.com
Bhi Implants is a leading manufacturer of dental 
implants, abutments, prosthetic parts, CAD/CAM com-
ponents and dental screws. Our mission is straightfor-
ward: to provide affordable products, streamline the 
purchasing process, and ensure quick delivery. We're 
here to rewrite the rules of the industry. Choose Bhi 
Implants, and you choose excellence. With us, you're 
backed by a Lifetime Warranty on every product.

Fricke Dental Mfg
Phone: (630) 540-1900  
www.frickedental.com
High-impact, custom-blended denture base resins 
available in HI-I® heat-cure, HI-I® self-cure, and HI-I® 
pour. Idodentine PMMA discs for CAD/CAM systems. 
Eledent® and Replica® teeth.

IPD USA Corp.
Phone: (305) 798-3869  
https://ipd2004.com/en-us
We manufacture implant abutments or implant parts 
such as Tibases, analogs, digital analogs, scanbodies, 
screws, multiunits. All made with the highest quality 
Titanium grade 5 material.

Ivoclar
Phone: (770) 335-2090   
www.ivoclar.com
Leading international manufacturer of high-quality 
dental materials for preventative, restorative and 
prosthetic dentistry.

Kulzer
Phone: (574) 299-5502   
www.kulzerus.com
Scrap Refining

Kuraray America, Inc.
Phone: (317) 764-1312   
www.kuraraynoritake.com
Katana Zirconia Discs, Esthetic colorant, Cerabien ZR 
FC Paste Stain & Glazes, Panavia SA Cement Universal, 
CZR Porcelain and EX-3 Porcelain.

New Stetic USA
Phone: (954) 400-0500
www.newsteticusa.com
Dental laboratory consumable products.

Nowak Dental Supplies, Inc.
(800) 654-7623
www.nowakdental.com
Family-owned dental lab supplier delivering trusted 
products, real support, and competitive pricing. Built 
for labs, not shareholders. Advocating for the lab com-
munity since 1944.
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Panthera Dental
Phone: (855) 233-0388    
www.pantheradental.com
Headquartered in Quebec, Canada, Panthera Dental is a 
world leader in CAD/CAM implant solutions and dental 
sleep appliances. Designing, developing, manufacturing 
and marketing high-level dental restoration solutions, 
mandibular advancement devices, and related products 
using superior quality materials and an advanced CAD/
CAM process. 

Preat Corporation
Phone: (800) 232-7732   
www.preat.com
Preat Corporation provides the widest selection of 
restorative solutions coupled with industry-leading tech-
nical support. The diverse product line includes implant 
attachments for fixed, partial and removable restora-
tions, abutments, and components for all major implant 
systems, along with the new Implant Buddy driver set, 
Omega Torque Wrench, and Dynamic Abutment Solution. 

Sterngold
Phone: (508) 226-5660   
www.sterngold.com
Sterngold provides quality and affordable dental 
implants, attachments, and consumables. Leading with 
STS: Sterngold Total Smile we help dental labs grow 
their customer base and enjoy a thriving business.

VITA North America
Phone: (714) 221-6726    
www.vitanorthamerica.com 
VITA provides top products for analog and digital shade 
determination, communication and checking (e.g. VITA 
Easyshade V) to ensure perfect shade matching and 
collaborative communication. With robust offerings 
spanning out prosthetic solutions with traditional or 
digital denture teeth, veneering materials, CAD/CAM 
blocks and furnaces, VITA has you covered.

Zimbis
Phone: (480) 268-7955   
www.zimbis.com
Smart inventory cabinets that improve lab profit and 
regulatory compliance through automated ordering, 
billing, and FDA lot number tracking.

PAST PRESIDENT
Rick Sonntag, RDT

WELCOME 2026 – 2027 FDLA WELCOME 2026 – 2027 FDLA 
EXECUTIVE COMMITTEE MEMBERSEXECUTIVE COMMITTEE MEMBERS

PRESIDENT
Alexander Wuensche, CDT

PRESIDENT-ELECT
Richard Wodzinski, CDT, 

RG, DTG

SECRETARY / TREASURER
Enja Dorjchuluun

Congratulations and Thank You for Your Commitment to FDLA!
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Why did you decide to join FDLA? 
I decided to join FDLA because it is important to be involved 
in the dental laboratory community, especially here in Flori-
da. Running a dental lab is not easy. The industry is changing 
quickly, technology is advancing, customer expectations are 
increasing, and labs are constantly trying to improve qual-
ity, efficiency, and profitability. I wanted GPS Digital Dental 
Lab and GPS Digital RPD to be part of an organization that 
supports the future of our profession and gives lab owners, 
technicians, vendors, and industry leaders a place to connect 
and grow together.

How does FDLA provide value to you? 
FDLA provides value to me in several ways. One of the big-
gest benefits is the relationships. Being able to meet other 
lab owners, technicians, manufacturers, and vendors has 
been extremely helpful. You realize very quickly that a lot of 
us are facing similar challenges, whether it is staffing, new 
technology, pricing pressure, digital workflows, or keeping 
up with the demands of modern dentistry. FDLA creates an 
environment where those conversations can happen openly, 
and where we can learn from each other. The education is 
also very valuable. The speakers, courses, and vendor con-
nections help us stay current with new materials, equip-
ment, workflows, and business strategies.

In what ways does the Symposium stand out and 
provide value to your team? 
This meeting stands out because it gives my team a chance 
to step outside the daily production environment and see the 
bigger picture. In the lab, we focus every day on cases, dead-
lines, remakes, quality control, and customer service. Those 
things are important, but it is also important to pause, learn, 
and expose the team to new ideas. The Symposium gives our 
technicians and managers the opportunity to see new technol-
ogy, meet vendors, ask questions, and understand where the 
industry is heading. That kind of exposure is valuable because 
it helps motivate the team and gives them a better apprecia-
tion for their role in the future of the lab.

Why should others get involved in the association 
and attend the Symposium? 
I believe others should get involved in the association and at-
tend the Symposium because the dental lab industry is stron-
ger when we are connected. There is so much value in being 
around people who care about the same profession and are 
trying to move it forward. Whether you are a lab owner, man-
ager, technician, or vendor, there is something to gain. You can 
learn, network, discover new products, and build relationships 
that may help your business or career for years to come.

The Symposium is not just about attending classes. It is about 
being part of a community. If we want the dental laboratory 
industry to continue growing, we need to support the organi-
zations that support us. FDLA gives us a voice, brings people 
together, and helps keep our industry moving in the right di-
rection. That is why I believe it is worth getting involved and 
encourage others to do the same.  

Open Conversation
Andrew Perricone is president/CEO of GPS Digital Dental 
Lab based in Orlando, Florida. He and his team are actively 
involved with FDLA and regular attendees of the Southern 
States Symposium & Expo. He shares his reasons why.

It is about 
being 

part of a 
community.

CERABIEN is a trademark of NORITAKE CO., LIMITED

BUY NOW!
Connect with an Authorized Dealer
katanazirconia.com/cerabien-milai/

“The Future of Micro-Layering”
Natural Esthetics with Kuraray Noritake CERABIEN™ MiLai

Discover how the Noritake CERABIEN™ MiLai system streamlines 
ceramic layering while producing lifelike, natural-looking restorations. 
This engaging 2-hour course combines expert instruction with live 
hands-on exercises, covering:

• Efficient micro-layering techniques
• Shade selection and color management
• Surface texture development
• Finishing protocols for zirconia and lithium disilicate restorations

Perfect for technicians of all experience levels. Earn 2 CDT Credits.

Sung Bin Im, MDC, CDT, BS

Sung Bin Im, MDC, CDT, BS, is CEO and Master Dental 
Ceramist at SUNG BIN IM Dental Studio in Fort 
Lauderdale, Florida. He specializes in esthetic and 
implant prosthodontics, integrating advanced digital 
and analog workflows to achieve highly natural 
restorations.

An internationally recognized lecturer and Key Opinion 
Leader (KOL) for Kuraray Noritake, HASS, Renfert, and 
Medit, Mr. Im has presented lectures and hands-on 
courses around the world on esthetic dentistry, implant 
prosthodontics, and digital dentistry. He is also the 
author and co-author of numerous articles and 
publications in leading dental journals.
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CERABIEN is a trademark of NORITAKE CO., LIMITED

BUY NOW!
Connect with an Authorized Dealer
katanazirconia.com/cerabien-milai/

“The Future of Micro-Layering”
Natural Esthetics with Kuraray Noritake CERABIEN™ MiLai

Discover how the Noritake CERABIEN™ MiLai system streamlines 
ceramic layering while producing lifelike, natural-looking restorations. 
This engaging 2-hour course combines expert instruction with live 
hands-on exercises, covering:

• Efficient micro-layering techniques
• Shade selection and color management
• Surface texture development
• Finishing protocols for zirconia and lithium disilicate restorations

Perfect for technicians of all experience levels. Earn 2 CDT Credits.

Sung Bin Im, MDC, CDT, BS

Sung Bin Im, MDC, CDT, BS, is CEO and Master Dental 
Ceramist at SUNG BIN IM Dental Studio in Fort 
Lauderdale, Florida. He specializes in esthetic and 
implant prosthodontics, integrating advanced digital 
and analog workflows to achieve highly natural 
restorations.

An internationally recognized lecturer and Key Opinion 
Leader (KOL) for Kuraray Noritake, HASS, Renfert, and 
Medit, Mr. Im has presented lectures and hands-on 
courses around the world on esthetic dentistry, implant 
prosthodontics, and digital dentistry. He is also the 
author and co-author of numerous articles and 
publications in leading dental journals.
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Backed by 45 years of Preat overdenture expertise and exceptional support, PreatLoc™ helps  
you deliver reliable performance and long-lasting smiles for your patients.

EXPLORE
PreatLoc™ Solutions P R E A T . C O M   •   8 0 0 . 2 3 2 . 7 7 3 2

THE NEXT- GENERATION 
in Overdenture Attachment Solutions

 Compatibility
Works with the leading overdenture system  
and all major implant connections.

Tissue-Friendly Surface
ZrN coating helps reduce plaque, biofilm,  
and inflammation for cleaner, healthier tissue.

Proven Retention
Engineered for consistent retention with 
performance validated for 5,000 cycles.

Treatment Flexibility 
18° angled abutments correct up to 76° divergence 
for improved load distribution and reduced wear.


