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President’s MessagePresident’s Message

FDLA Mission
Serving Florida’s 
dental technology 
professionals as a 
valued part of the 
dental team enhancing 
oral health care.

FDLA Vision
Advancing the 
individual and collective 
success of Florida’s 
dental technology 
professionals in a 
changing environment.

Values 
Statement
FDLA’s board of 
directors and 
professional staff 
are guided by these 
principles:

•	 Integrity
•	 Leadership
•	 Recognition
•	 Safety
•	 Acceptance
•	 Innovation

Ready To Be Back
his message has and will have a very special place in my 
heart. Over the last two to three months, we went through 
what was most likely one of the most difficult times since 
World War II or the great recession.

The year started with an amazing historical success when Florida’s 
Legislature passed the bill authorizing us for chairside services. 
Unfortunately, our celebration came under a large shadow with the 
COVID-19 pandemic.

Laboratory business came to a hard stop when our clients had to hold 
off on elective treatments and just concentrate on emergencies. As 
much as I believe avoiding business as usual was the right thing to do, 
most of us are eager to get back to business.

I spent many weeks participating in online education meetings. That’s where I see the positive in a situation 
like this. We will be able to come out of the pandemic with an amazing pool of knowledge. In my experience, 
knowledge always wins. 

Another thing that is getting strong support is the demand for "Made in America" products. Many of us, 
and not just dental technicians realized that because of the limited resources available overseas due to the 
pandemic, certain products were running out of stock pretty quickly. This should wake us up and help us 
to understand how important it is to be self-sufficient. I would like to encourage everyone to remind your 
clients and especially your friends and family to spread the word and ask for more information about the 
place of origin of the restoration and the products. I also ask everyone for support to build an alliance for a 
movement that laboratories and dentists are mandated to disclose the place of origin of the restoration and 
the products involved. Our patients have a right to know.

In addition, now is an important time to support small family owned businesses. Most of us are small 
businesses; most of our clients are small businesses, too. 

So, what does the rest of 2020 bring? I think we are getting back to 
business pretty quickly. I think we will see a strong push over the next 
few weeks, but I also think we have to prepare for a dip in the fourth 
quarter this year. That will allow us to ramp up for 2021.

Stay focused, stay educated and stay in business. We will rise and shine 
better than ever before.

Alexander Wünsche, CDT, ZT

FDLA President

We are able to come out 
of the pandemic with an 
amazing pool of knowledge. 
In my experience, 
knowledge always wins. 
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Education
As the leader of dental laboratory 
technology continuing education within 
the state of Florida, we are committed to 
helping laboratories formulate a business 
that will grow, meet the requirements 
mandated by Florida law and help 
Certified Dental Technicians (CDT) 
and Certified Dental Laboratories (CDL) 
maintain their certification. FDLA members 
are eligible to receive discounted rates on all 
continuing education.

District Workshops – Rotating around the state of Florida, FDLA 
District Workshops offer laboratory owners and technicians/staff 
the opportunity to receive continuing education credits year round 
on a variety of topics including the required “Florida Laws and 
Rules for Dental Laboratories” course.

Online Education – FDLA offers online education, including the 
mandatory “Florida Laws and Rules for Dental Laboratories” course, 
on our Website www.fdla.net.

Southern States Symposium & Expo presented by FDLA – As 
the largest not for profit dental laboratory meeting in the country, 
attendees have an opportunity to meet with vendors of dental 
laboratory products/services to discuss equipment, supplies 
and techniques that can improve their business. A wide range 
of technical clinics are scheduled to provide members with the 
most current industry standards and continuing education.

Communication
focus Magazine – FDLA’s quarterly focus Magazine is the most widely 
read state dental laboratory association publication. 
It provides updates on crucial industry 
information, new technology, laboratory 
management and other issues of vital 
concern. FDLA members receive a 
complimentary subscription as part 
of their membership.

Website – FDLA’s Website, 
www.fdla.net, has comprehensive 
information on pertinent industry 
updates as well as conference 
registration forms, an online directory 
that enables dentists to look up FDLA 
member laboratories and other links.

Member Benefits
Your membership in the Florida Dental Laboratory Association (FDLA) will bring you 
a return many times greater than your investment. The association’s proven programs 
provide members with the tools they need to operate their businesses successfully.

Legislative/Government Relations
FDLA works with several agencies to modify and strengthen existing laws 
affecting dental laboratories and ensure that such regulations strike a 
balance between patient safety and ease of compliance. FDLA members are 
provided critical updates and reminders for important legislation, deadlines 
and regulatory alerts.

Florida State Laws Affecting Dental Laboratories Manual – FDLA has 
developed a manual defining the state laws affecting dental laboratories. 
This manual explains in detail: continuing education, data required on 
prescriptions, materials disclosure and point of origin requirements 
necessary with all communication and case work executed between the 
dentist and laboratory.

Continuing Education Requirement – 
The state of Florida mandates that each 
laboratory in Florida must receive 18 hours 
of Florida approved continuing education 
credit every two years. FDLA is an approved 

provider and offers a variety 
of courses – including the 

mandatory course on “Florida 
Laws and Rules for Dental 
Laboratories.”

*Effective January 31, 2018 – CDT’s in good standing 
can upload a copy of their CDT card to CE Broker 
and waive all other requirements (FL Laws & Rules, 
Prevention of Medical Errors and General Credits).

Business Services
(available to laboratory owners)

Human Resource Hotline –  
The average dental laboratory does 
not have the workforce or means 
to hire a human resources manager. 
Even larger laboratories that have a 
human resources manager may need 
some advice on tough situations 
from time to time. FDLA members 
receive human resources telephone 
consultation services FREE OF CHARGE!

Credit Card Payment Processing – 
FDLA member laboratories are eligible to receive 
discounted rates on credit and debit card processing. 
Our provider specializes in creating card acceptance 
programs specifically for the dental industry.
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Tech TipTech Tip

So how do we verify our work? First and most 
importantly, we have to verify our master cast that 
is fabricated from the implant impression. This is 
done by a so called verification jig.

I have used multiple different designs (Figure 
1) over the years and still use different styles 
of the verification jig depending on the type 
of restoration I am going to do. In this article, I 
would like to show one style specifically: the stone 
verification jig (Figure 2).

The stone verification jig is my gold standard 
for a successful verification. The main reason is 
because it is going to break if there is the slightest 
inaccuracy from the model to the mouth or vice 
versa. It basically has the same personality as 
zirconia in regards to passive forgiveness.

I brought this knowledge from way back. My 
grandfather, who was a dental technician and a 

dentist back in Germany, used to take plaster 
impressions with a so-called impression plaster. 
My uncle, who is a oral surgeon in Germany, used 
to take implant impressions with this impression 
plaster as well. This was at the beginning of 
my career. These impressions are extremely 
accurate, due to the very low expansion rate of 
these plasters. Over the years, I experimented 
with different materials and when zirconia hit 
the market, I started doing verification jigs out 
of stone. Since I implemented this technique in 
my protocol for working with zirconia, I have zero 
failures in regards to breaking or miss fits.

How do we fabricate a stone 
verification jig?

After receiving the implant impression in the 
laboratory, we disinfect the impression with the 
in house disinfection protocol. We then assemble 
the analogs to the impression copings. I usually do 
this step again just in case the impression comes 
assembled. Trust is good. Control is better. After 
assembling, we put a gingiva mask separator on the 

The Stone Verification Jig
by Alexander Wünsche, CDT, ZT

With more new materials streaming in daily to our dental laboratories, we have to be more sensitive 

in regards to proper workflows in order to manage risks and successful finalizing of the treatment. 

Especially when treating implants, it is crucial to verify the passiveness of the framework between 

fabrication steps. For example, recently we fabricated a zirconia framework for a screw retained implant bridge. 

The stakes were high. If the bridge did not fit passively, even just a little bit, the bridge would break—maybe 

even on the day of seating. This breakage is caused by the non-flexibility of that material. 

Since I 
implemented 
this technique 
in my protocol 
for working with 
zirconia, I have 
zero failures 
in regards to 
breaking or 
miss fits.

1 2
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intaglio surface of the impression. This is done by 
brushing or spraying, depending on the gingiva mask 
brand used.

We now can fill in the gingiva mask. I usually fill to 
the coronal third of the analog, so the analog is 
stable in the stone model, but the gingiva mask is 
thick enough to stay consistent the whole time. 
I don’t like when it peels off the ends, due to the 
thickness and stress working on it over several weeks 
and back and forth to the dental office. After letting 
the gingiva mask set, we can pour a class four die 
stone into the impression to finish the model. This is 
all done per the manufacturer’s instructions.

When the model is finished, it is time 
for the verification jig fabrication.

1.	 Screw non-engaging temporary abutments, 
cylinders or impression copings to the analogs. 
It is very important that the parts are non-
engaged, so different angles of the implants/
analogs are not affecting the internal fit of the 
parts into the implant/analogs. Keep in mind, 
even the slightest inaccuracy in rotation, would 
not allow the jig to fit if the parts are engaging 
(Figure 3).

2.	 I used pink denture wax, or boxing wax to box 
around the parts. This allows me to define the 
size and shape of the future jig (Figure 4).

3.	 Pour stone in the boxed area. I use a very low 
expansion die stone. For more accuracy, plaster 
can be used as well, but it has to be mixed very 
carefully by the manufacturer’s instructions and 
the working time will be shortened. Overall, 
which stone you use should be discussed 
with your client. Because he or she has to be 
comfortable with the brittleness of each stone. 
My experience is, it takes a short time for the 
treatment team to get used to the workflow 
(Figure 5).

4.	 I let my stone jig dry over night so it is com-
pletely dried out with no expansion or contrac-
tion. Then, I unscrew the jig of the model.

5.	 I take a sandpaper mandrel with a rough grid 
sand paper and smooth out the edges, since 
it is going to be in the mouth and could hurt 
the patient if sharp. It is important to work 
within a small space (1mm) underneath the jig. 
So in case a new impression has to get taken, 
impression material can be injected in between 
the jig and the ridge (Figure 6).

3

4

5

6
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Tech TipTech Tip

6.	 Last, I fabricate a custom tray over the 
jig with screw access holes just in case a 
new impression has to be taken (Figure 
7).

7.	 It is now ready for delivery to the 
client’s office.

I want to explain the clinical 
steps quickly.

The jig is going to be placed on the 
implants and torqued to 9Ncm. The same 
torque value is important, so we are getting 
an accurate reading (Figure 8). If the jig 
fits perfectly passive, it will not break and 
should be confirmed by taking an X-Ray. 
The case can be processed with the next 
step.

In case of a non-passivity, the jig will break. 
In order to make sure the break is clean and 
the pieces are not touching each other (so 

they can be screwed back in passively), they 
should be connected with a dual cure resin 
(pattern resin or dura-lay). I would not suggest 
composite, because it is too brittle and would 
not connect properly to the stone.

Take a confirmation X-Ray and utilize the 
custom tray to take a new master impression 
with a heavy body impression material. It 
is important to squirt impression material 
underneath the jig. Next, unscrew the tray and 
take it completely out of the mouth (Figure 9).

Back at the laboratory, we fabricate a new 
master cast. In my experience, this new master 
cast is going to be extremely accurate. I usually 
fabricate the final restoration on this one 
(Figures 10a - 10c).  

Author’s Note: I want to say thank you to Dr. 
Harold Baumgarten in Philadelphia, Dr. Garry 
Morris in Chicago and Dr. Maribel Lopez in Miami 
for the intra-oral photographs.

Figure 9.

Figures 10a - 10c.

7 8

10

In my experience, this 
new master cast is 
going to be extremely 
accurate. 
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By Joseph M. Saburn

in the 
Dental Laboratory Industry

Dental laboratories are a highly skilled and specialized business. Most successful labs have 
spent years developing and honing the skills, capacity and expertise that has allowed them to 
provide high-quality products that are produced efficiently using state-of-the-art fabrication 
technologies and cutting-edge machines. They use highly efficient proprietary workflows and 

specialized production techniques that have been created after many years of difficult trial and error. They 
continually update and refine these processes to ensure high quality and cost- competitive products are 
delivered to their customers in the most efficient manner possible. These labs invest a huge amount of 
money and time; and spend years of effort maintaining and enhancing their competitive advantages. They 
have highly trained and very skilled employees who produce the products that differentiate them in the 
marketplace. They have developed and perfected trade secrets, cultivated customers, invented valuable 
proprietary marketplace differentiators and related intellectual property in order to maintain and enhance 
the continued successful operation of their businesses.

Non-Compete Agreements
The Role of 
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 In addition, dental labs are facing increased 
consolidation of the industry and there have 
been a slew of mergers, acquisitions, affiliations 
and other combinations. Buyers are often 
paying premium prices to be able to purchase 
and integrate successful labs into their business 
models and to incorporate customer lists, 
proprietary intellectual property, workflows and 
production methods to enhance the buyer’s 
competitive position. A very common provision in 
purchase and sale agreements is a restriction on 
a seller’s ability to compete against the business 
she or he just sold for a hefty premium for some 
time. After the closing of a transaction, a buyer 
of a company or business will not want to find 
itself competing with the seller of such business 
immediately after a sale. A non-compete covenant 
deals with this issue by prohibiting a seller from 
working in a business that is in competition with 
the acquisition for a certain period of time, and 
generally within a certain specific geographic 
region.

“In the business world, everything changes 
quickly and owners of dental laboratories need to 
make sure their employees understand why they 
are asking for  non-compete agreements,” said 
Rocky Farahmand, MDT, dental implantologist and 
owner of Finesse Dental Laboratory in Cherry Hill, 
N.J. 

Farahmand advises his employees to take the 
agreement home, review it and study it, so that 
we can reach a fair agreement. A non-compete 
agreement protects both the employee and the 
lab owner. Everyone needs to be on the same 
page. Regarding acquisitions and the importance 
of non-competes, Farahmand explains that he has 
purchased several labs over the years and only 
one time did he have an issue with an owner not 
wanting to sign a non-compete. 

“Being a technician for over 25 years working in 
various positions at the bench and in production 
management, there have been situations where 
employees leave a job and products are copied 
and renamed,” said Pam Hanneman, associate 
manager—education, Zahn Dental in New York. 
“Non-competes are an important way to protect 
both lab and employee.  They are completely 
reasonable and absolutely necessary to protect 
the lab's assets.”

What are Non-compete 
Agreements?

A covenant not to compete (or a non-compete 
agreement) is a contractual restrictive covenant 
that seeks to provide ongoing competitive 
protections to an employer. A covenant not to 
compete is a contract between an employer and an 
owner (or former owner), employee or contractor 
in which the related person agrees not to work for 
competitors of the employer for a specific amount 
of time and/or geographical area after the related 
person completes their service to the employer. 

Whether you are an owner, employee, contractor, 
or an employer, there are three basic issues to 
think about when analyzing a non-compete: 

1.	 Purpose

2.	 Restrictions

3.	 Enforceability

The non-compete restricts a related person’s 
ability to directly, or indirectly, start or work for a 
similar business that is in competition with her/his 
former employer. It can restrict a related person’s 
ability to disclose and use secret information, 
proprietary workflows or other protected trade 
secrets. It can restrict a related person’s ability 
to compete within a defined geographical area or 
for some specific period of time after the related 
person stops working for the employer. 

Because non-compete agreements place significant 
restrictions on an employee’s ability to earn 
a living, they are viewed cautiously in most 
states and are narrowly construed and narrowly 
enforced. That said, courts will generally enforce 
non-compete covenants to the extent they are 
necessary to protect an employer’s legitimate 
interest in its goodwill, confidential information 
and customer relationships. Most courts try to 
strike a balance between an employer’s legitimate 
interest in protecting its confidential information 
and an employee’s ability to earn a living. To be 
enforceable, non-compete covenants must be 
narrowly drawn and precisely tailored as to time, 
geographic scope and prohibited activity necessary 
to protect the employer from unreasonable 
competition. This enforceability, however, varies 
greatly by state.

Typically, a related person is a business’s key 
employees and highly trained technicians. It may 

Because non-

compete 

agreements 

place significant 

restrictions on an 

employee’s ability 

to earn a living, 

they are viewed 

cautiously in most 

states and are 

narrowly construed 

and narrowly 

enforced. 
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What is Confidential 
Information?

Covenants not to compete are frequently 
enforced where the former employer's confidential 
information may be used or disclosed unless the 
former employee is restrained from competing 
or disclosing the information. In those cases, the 
employer must generally demonstrate that it kept 
the information relatively secret from the public 
and from competitors and that the information 
gives the employer some competitive advantage 
or that it would be commercially useful to 
competitors.

The information must not be readily ascertainable 
from public sources. It can concern such things 
as products, proprietary manufacturing methods, 
marketing and strategic plans, sales data and 
forecasts, and customer relationships. Also, 
confidential information must be distinguished 
from the former employee's own general skills, 
knowledge and experience gained on the job, 
which the employee is free to use in competing 
against the former employer. Otherwise, employees 
would not be able to earn a living and advance in 
their careers.

What are Customer 
Relationships?

Customer relationships that were fostered, 
maintained and developed by an employee during 
the scope of her or his employment is an asset that 
belongs to the employer. Thus, an employer may 
use a covenant not to compete to prevent a former 
employee from using such customer relationships 
to compete with the former employer. Covenants 
not to compete are frequently enforced to prevent 
a former employee from soliciting his or her former 
customers to do business with, or buy competing 
products or services from the new employer.

What is Reasonableness?

In deciding whether to enforce the covenant, 
courts will consider whether, based on the 
specific circumstances, the covenant is reasonably 
necessary to protect the employer's legitimate 
business interests, and whether the covenant is too 
broad and unduly burdensome on the employee. 
Courts making this determination will evaluate 
both the duration and scope of the restraint (and 
perhaps narrow those restrictions if the Court 
finds them to be over-broad).

be someone who has been privy to development 
of long and short-term strategies or boosting 
workflow efficiencies. It may be the finance 
person, corporate accountant or sales or key 
accounts manager. It may be the person in charge 
of technology integration and application. It may 
be a critical contractor. It may be the owner and 
her family who are key parts of the successful 
enterprise. It’s all the people who are the crucial 
components of a successful, well-run business. 

Non-compete agreements need to be supported 
by substantial consideration. To that end, 
employers frequently require their employees 
to enter into non-compete agreements as part 
of their employment agreements. Other times, 
it is an as-needed agreement for additional 
protections. Current employees may also be 
asked to sign non-compete agreements. Often 
though, employees might be unwilling to sign a 
non-compete agreement once they are already 
employed. In such cases, an employer may 
condition eligibility to receive a special bonus 
or other compensation upon the signing of 
the non-compete. If the employer has serious 
concerns and require conformity, employees may 
face other actions to induce compliance. Care 
must be taken to ensure that any such actions do 
not violate other employment statutes.

Covenants not 

to compete 

are frequently 

enforced to 

prevent a former 

employee from 

soliciting his 

or her former 

customers to do 

business with, or 

buy competing 

products or 

services from the 

new employer.
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What is the Duration?

A non-compete agreement can't last forever. To be enforceable 
in most states, the agreement must be reasonable in duration. 
What is a reasonable length of time depends on the particular 
facts and circumstances presented. If the covenant is designed 
to protect confidential information, then its duration should 
not extend beyond the time at which the information would 
be expected to become commercially stale. If the covenant is 
designed to protect customer relationships, it should not last 
longer than the length of time reasonably needed to eliminate 
any connection between the former employee and employer 
in the customer's mind. The amount of time considered to 
be reasonable depends on the state. Courts routinely find 
covenants that last one or two years to be reasonable in 
duration.

What is the Scope?

Courts look at whether the geographical area covered is 
reasonable in light of the employer interests to be protected. 
Much depends on the specific services that were performed by 
the employee, and the employer's protectable interests that 
are at risk. As to sales representatives, for example, covenants 
that apply to geographical areas in which the employees did 
not work for their former employers are frequently considered 
overly broad.

Courts will generally not restrain a former employee from 
working in a geographical area in which the former employer 
does not do business. In the case of sales representatives, the 
territorial scope of the restraint may also properly be defined 
by the customers with whom the employee had contact, rather 
than by geography.

As to managerial and technical employees, courts may enforce 
covenants that apply in any area in which the former employer 
competes, if the new position threatens the use or disclosure 
of the former employer's confidential information.

What is Enforceability?

Non-competes are generally enforceable only to the extent 
necessary to protect the legitimate business concerns of 
employers. Since non-competes are a significant restriction 
an individual’s ability to make a living, the prevailing trend 
is to limit or bar the enforceability of non-competes unless 
substantial commercial harm will occur to the employer.

What is Drafting?

So, what does it take to develop an enforceable non-compete 
agreement that protects the employer’s business advantages? 
First, it is critical that the employer develop a clear definition 
of exactly what competitive activity needs restriction and what 

information needs protection. To that end, it may be important 
to conduct a trade secret audit to identify and clarify what 
information will need to be subject to confidentiality. This 
audit process would provide important evidence in any 
subsequent litigation as to just what does an employer 
consider legitimate protectable interests. Also, it is important 
to quantify the steps taken to protect this information from 
dissemination to competitors. So, customer lists need to be 
constantly updated and protected, proprietary workflows 
need to be properly designated as proprietary in employer 
documentation and workplace policies need to specify that all 
such information is confidential and held as such.

What are Non-Competes in 
Florida Like?

Florida is a pro-employer state regarding the enforceability of 
non-compete agreements. The Florida non-compete statute 
provides that a person seeking to enforce a non-compete 
agreement must prove the existence of one or more legitimate 
business interests justifying the restrictive covenant. The 
statute sets forth that legitimate business interests include, 
but are not limited to, five items: 

1.	 Trade Secrets

2.	 Valuable Confidential Information

3.	 Substantial Relationships With Customers, Patients and 
Clients

4.	 Goodwill

5.	 Extraordinary or Specialized Training 

Importantly, the statute also provides that the contractual 
restrictions must be connected to the protection of legitimate 
business interests. A person seeking enforcement must prove 
“the contractually specified restraint is reasonably necessary 
to protect the legitimate interest,” according to Florida 
statutes.

What Does This Mean for my Lab?

Non-compete agreements that are carefully drafted and 
narrow in scope serve a clear business purpose and are 
certainly enforceable in most states. The challenge for 
employers and employees is to reach a balance of interests 
that provide needed protections to employers and also allow 
employees to pursue and advance their careers in a beneficial 
way. For both sides, ultimate care must be taken to find 
consensus in narrow, clear agreements that are not overly 
broad or unduly restrictive.  

© Joseph M. Saburn, All Rights Reserved 2020
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Removable Prosthetics 
Embrace Digital Opportunities

By David Avery, CDT

The explosive removable prosthetics growth opportunity in dentistry has been well documented. 
The Baby Boomer generation represents the largest segment of our population. Historically, 
this group has been engaged with routine dental care and acceptance of indirect restorative 

treatment. Unfortunately, a significant number of these patients are losing the battle with periodontal 
disease. This leaves a huge pool of patients requiring prosthetics. A high percentage of them present as 
fully edentulous in the maxilla with a partially edentulous mandible.
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Compounding the opportunity for the laboratory is the lack of 
qualified talent to fabricate these appliances. As the average 
age of a removable technician continues to rise due to a lack of 
young technicians coming in, we find a major hole in the labor 
pool. It takes significant time to develop the hand skills for 
setting teeth correctly. 

However, digital denture software shortens the learning curve for 
the set-up process when compared to the analogue approach. 
Learning to set teeth is an important part of the training pro-
cess, as the tactile relationship of actually positioning teeth cre-
ates a stronger understanding of esthetics, occlusion and func-
tion. This leads to better decision making in the digital space.

The digital dental revolution has hit full stride with the 
introduction of complete and partial denture applications. The 
denture set up software options are numerous with 3Shape 
leading the way based on market share alone. The continuing 
development of software by Exocad among others is expanding 
and improving the options available for this step in the process. 

Digital Dentures
The anticipation associated with this digital segment has been 
met with an unprecedented ramp up/adaptation speed.

The initial clinical armamentarium offered by Avadent and 
then later by Dentca was engineered with a focus on capturing 

excellent clinical records. All digital denture systems prefer 
the capture of proper border molded impressions and centric 
relation capture by tracing methods. All systems now teach the 
use of conventional analogue methods to the same end, proper 
clinical records. The lack thereof is of course where all of the 
laboratory’s problems begin. The lack of these basic details 
severely limits the technician’s ability to produce successful 
results, whether analogue or digitally produced.

The Avadent system provided the first milled system with 
exceptionally good results. To date, this system remains the only 
option when digital incorporation of implant substructures is 
required. 

Accuracy is the benchmark for this system. Milling fully cured 
PMMA obviously has no curing distortion of the prosthesis and 
therefore illustrates excellent fit, limited only by the accuracy of 
the analogue clinical impression.

Ivoclar has introduced their offering in this segment. It also 
includes the milling of a pre-cured Ivobase puck. The clinical 
armamentarium is quite involved requiring one additional 
appointment for the capture of records.

The author’s anecdotal experience found the clinical techniques 
for both the Avadent and Ivoclar systems to be excellent when 
accomplished correctly, but too time consuming for easy 
adaptation by the average clinician.
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improve laboratory capacity, while delivering a 
restoration that increases in strength when placed 
in the oral cavity.

Digital Removable Partial Dentures
The clinician may successfully scan partially 
edentulous arches for the fabrication of all types 
of removable partial dentures, surgical guides and 
occlusal splints. We now have the ability to digitally 
produce cast alloy and acetal resin through Milling 
and printing and flexible partial dentures extrusion 
printed methods.  

Evolution of Materials and Processes 
Used in RPDs
a.	 NiCr based – First commercially-available 

metal RPD (brands: Ticonium)

	 Advantage – Less Technique Sensitive

b.	 CoCr based – Better due to nickel-free and 
beryllium-free (brands: Nobilium, Vitallium, 
Bego)

	 Advantage – Retains Clasp Position and 
Surface Polish

c.	 Titanium cast – More flexible, but nearly 
impossible to make defect-free due to low 
specific gravity and casting difficulty (brands: 
GC)

	 Advantage – Bio-Compatibilty

d.	 Polyamide based – More esthetic, but not 
clinically ideal due to lack of occlusal rests 
(brands: Valplast)

	 Advantages – Patient Comfort, Flexibility 
Leads To More Predictable Clinical Delivery

e.	 Acetal resin based – Stronger than 
polyamide, not strong enough for occlusal 
rests (brands: Duraflex)

	 Advantages – Esthetics, Comes In Vita Classic 
Shades, Tooth Saddles Are Meshed With 
Conventional Processing

f.	 3D Printed Metal – More accurate than 
conventional CoCr (brands: EOS)

	 Disadvantage – Cost-Prohibitive For Routine 
Use

g.  	 Titanium-milled – More accurate than 
3D Printed CoCr, more biocompatible, 
more flexible to engage undercuts, more 
comfortable for patient (brands: Nobil-Ti)

Material waste is a common concern typically 
found with subtractive technologies. Production 
time also is a concern with large capacity milling 
as it limits daily capacity when compared to 3D 
printing with Carbon Technologies. 

The combined efforts of Carbon and Dentsply 
Sirona brought us the best opportunity for 
increased capacity and improved clinical 
performance with the world leader in denture base 
resins, Lucitone 199. This universally accepted 
material has paved the way for skeptical clinicians 
to embrace this digital application and dramatically 
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Case Study

Our patient presented with an edentulous 
maxillae and partially edentulous mandible. Teeth 
No’s. 21 and 22 were retained and an implant 
was placed in the No. 27 site.

After consultation between the prosthodontist, 
Dr. Scott Miller, DDS, Billy Goddard, CDT and 
myself, we elected to produce a maxillary digital 
denture with the base fabrication accomplished 
with Dentsply Lucitone 199 Resin and the 
Carbon 3D printer. We decided to produce a 
mandibular titanium framework with Nobil-Ti 
alloy milled with the Nobel-Ti High Speed Milling 
System from Nobilium.

Appointment One

Dr. Miller captured an excellent border molded 
impression for the maxillary arch and an alginate 
impression of the mandibular arch.

The laboratory scanned the mandibular cast and 
sent the STL file to Biogenix Dental Laboratory 
for the design and milling of a titanium 
framework. 

Milling represents the most cost-effective way to 
digitally produce a titanium framework. The other 
option, selective laser melted alloy, produces an 
excellent restoration at a significantly higher cost 
due to the advanced technology and relatively 
slow production time.

Upon completion of the framework, we 
fabricated a maxillary occlusal rim and 
mandibular bite blocks on the framework. This 
was sent to the doctor for occlusal and esthetic 
records.

Appointment Two

Dr. Miller captured the midline, cuspid line and 
high lip line on the maxillary rim, a facebow 
registration, a centric relation record and the 
desired shade and mould of teeth.

The laboratory articulated the case. The 
mandibular teeth were set on the framework in 
ideal occlusal plane against the maxillary occlusal 
rim. We scanned the maxillary arch, opposing set 
up and the occlusal relationship. The maxillary 
set-up was designed and a white resin prototype 
was printed for clinical evaluation.

Milling 
represents 
the most 
cost-
effective 
way to 
digitally 
produce a 
titanium 
framework. 

Appointment Three

Dr. Miller tried the case in checking esthetics, 
phonetics and occlusion. He determined that the 
maxillary right buccal corridor was deficient and 
requested correction and another try-in. The 
laboratory redesigned the denture and sent it back 
for a second try-in. 

Appointment Four

Dr. Miller tried the case in and the patient 
realized that she was unhappy with level of 
gingiva displayed. Dr. Miller returned the case for 
correction and completion of the case.

This is an all too familiar story for all of us working 
to provide care for patients. Delayed care will 
lead to many cases needing to be completed 
and patients are asking for expedited treatment. 
This is putting added pressure on the laboratory 
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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.  

community, especially in the removable space. 
All of my current laboratory clients report 
excessive numbers of repairs arriving in the first 
days back in operation. The digital applications 
discussed here will make us more productive at 
higher  levels of accuracy. We are ready to adapt 
to the new normal, whatever that looks like.  

About the Author:

David Avery, CDT, is director of professional 
services at Drake Precision Dental Laboratory 
in Charlotte, N.C. He received his AS degree 
in dental laboratory technology from Durham 
Technical College in Durham, N.C. in 1976. 
He achieved his Certified Dental Technician 
status in 1986. During his career, he has served 
as a private technician, full service laboratory 
owner and since 1986, a member of the Drake 
executive management team. 

He has an ongoing academic relationship 
with undergraduate and postgraduate 
dental students at the University of North 
Carolina, Medical College of Georgia, Virginia 
Commonwealth University, University of 
Tennessee, University of Mississippi, Tufts 
University and West Virginia dental schools. He 
is also a visiting lecturer at the GPR and Oral 
Medicine programs at Carolina’s Medical Center, 
Wake Forest University, University of Virginia 
Medical Center, as well as numerous residency 

programs within the US Veteran’s Administration 
and Armed Forces. 

He has published in numerous laboratory and 
clinical journals and has presented more than 700 
scientific programs for local, regional and national 
professional clinical and laboratory organizations 
covering every aspect of Dental Laboratory 
Technology and Communication. 

He is a board member of the Dental 
Technician Alliance of The American College of 
Prosthodontists. He serves on the editorial boards 
of Compendium of Dental Education, The Journal 
of Dental Technology, Inside Dental Technology and 
Inside Dental Assisting. He also serves as dental 
laboratory technology editor for the Journal of 
Esthetic and Restorative Dentistry and as continuing 
education director for Inside Dental Technology 
magazine. He is a faculty member at the Pankey 
Institute for Continuing Dental Education.  
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 Seamlessly receive, review, and manage cases

 Optional scan enhancements and milled model services

 ‘Real-time’ doctor communication for accuracy and efficiency

© 2020 Align Technology, Inc. All rights reserved. Invisalign, iTero, iTero Element, the iTero logo, among others, are trademarks and/or service marks of Align Technology, Inc. or one of its 
subsidiaries or affiliated companies and may be registered in the U.S. and/or other countries. MKT-0004044 Rev A

Versatility, process control, and productivity with MyiTero.
Every case is unique. The MyiTero portal offers multiple file management  
options, empowering labs to optimize communications and workflows.

Direct your workflow,  
your way

Discover how to grow your business at iTero.com
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Visit our website www.zahndental.com/education or subscribe to our YouTube channel today!

EDUCATION ON DEMAND
Keep learning from the safety of your home.
Zahn Academy is proud to bring you educational content that is available online
for you to access anytime, anywhere.

Learn from Zahn Dental leadership and industry experts on important information for labs 
navigating the COVID-19 pandemic.

Our #TechTalk series brings together industry experts and laboratory practitioners to cover 
a variety of topics ranging from best practices and technique, software how-to’s, adopting 
digital technology and more.

WEBINARS  
ON DEMAND

Our webinars are available on-demand on our website and YouTube channel. 

Zahn Academy brings world-class education, events, and technical support 
to dental laboratory technicians and owners that empower our customers to master 
their craft, expand their knowledge, and help their business thrive. 

We are proud to offer on-demand webinars, in-person education, and  
a variety of content that informs our customers of the latest innovations  
and industry trends.
 

We host events throughout the year to create a space for industry  
professionals to network, learn from their peers, and experience Zahn  
Dental’s offering of digital materials and equipment, as well as understand 
how to integrate various workflows for your laboratory. 
 

Our Technical Support team is ready to help you online, on the phone, and  
in your laboratory. With expanded phone coverage and a growing team of 
repair technicians, our team offers installation and training, online tutorials, 
phone support, and live chats. We are committed to ensuring that your  
laboratory is up and running — and remains productive.

www.zahndental.com/education
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third generation of Nowaks, Owners Brandi and Shawn, 
have entered the business with a vision for the future. At 
Nowak Dental Supplies, we pride ourselves in customer 
service and satisfaction. No runaround like some of the 
larger corporations. We are small enough to care about 
every order, but large enough to give you the service 
that you deserve. All in stock orders are shipped the 
same day as the order is received. We handle all Dental 
Laboratory and Dental Office products. We also do not 
charge shipping on orders over fifty dollars. *exceptions 
for heavy items. 

Panthera Dental 
Phone: +1 855-233-0388
www.pantheradental.com 
Headquartered in Quebec City, Canada, Panthera 
Dental is a world leader in CAD/CAM prosthetic implant 
solutions and dental sleep appliances. The rapid growth 
of the company is based on the values that are very 
dear to us, namely highly attentive customer care, 
quality products, as well as innovation, and on its col-
laboration with many key opinion leaders in the dentistry 
field. Both a pioneer and a leader, Panthera Dental has 
successfully combined creativity, science and know-how 
to develop its proprietary innovative technology and is 
now able to offer next-generation products to the dental 
industry worldwide.

Preat Corporation
Phone: 1-800-232-7732
www.preat.com
Preat Corporation provides the dental technician the 
widest selection of restorative solutions coupled with 
industry-leading technical support. The diverse product 
line from Preat includes implant attachments for fixed, 
partial and removable restorations, abutments, and 
components for all major implant systems. New product 
innovations include the Implant Buddy driver set, the 
Omega Torque Wrench, and the Dynamic Abutment 
Solution. Visit Preat at the FDLA meeting or visit preat.
com to learn why Preat is your partner at the bench! 

Wagner Precision Rotary Instruments
Phone: 508-896-6600
www.wagnerrotary.com
Wagner Precision Rotary Instruments offers a wide 
selection of the highest quality European rotary instru-
ments for the dental, industrial and jewelry markets.  
Their rotary instruments are offered with their Personal 
Preference Guarantee. If for any reason you are not 
satisfied with the performance of one of their HP or FG 
instruments, simply return it for a full refund, including 
shipping, within 3 months of invoice date.

Business Partners

Become an FDLA Business Partner Today! Call FDLA at (850) 224-0711 or e-mail membership@fdla.net. 

These companies support the Florida Dental Laboratory 
Association in our vision to advance the individual 
and collective success of Florida’s dental technology 
professionals in a changing environment. They are 
FDLA’s Business Partners, and have pledged their 
support to Florida’s dental laboratory profession.  

Affordable Dentures & Implants
Phone: 888.837.3033
Website: www.careers.affordabledentures.com
It’s time to join the nation’s largest network of dental lab techni-
cians. We are hiring nationwide! Benefits include working at 
one on-site lab, job security, 401k match + benefits, top safety 
standards, more opportunities for promotions, training, and 
technology. Apply today!

Aidite (Qinhuangdao) Technology Co., Ltd
Phone: 86-335-8587898
en.aidite.com 
AIDITE has over 20 years’ experience with zirconia. 300+ stuff, 
10000 m2 workshop and innovative R&D center, 4000+ clients 
in 100+ countries,  ISO, CE & FDA certificated, NADL member 
supplier, supplier of Cal-lab, CNC,TEREC. Full range of zirco-
nia and CADCAM products,satisify customers' different needs.    

Amann Girrbach North America, LP
Phone: 704-837-1404   Fax: 704-837-0763
www.amanngirrbach.us/home
As a pioneer in dental CAD/CAM technology, Amann Girrbach 
is one of the leading innovators and preferred providers in 
digital dental prosthetics. With its high degree of expertise in 
development and commitment to customer orientation, the 
ambitious company creates sophisticated system solutions for 
tomorrow’s practice routine. Maximum customer satisfaction 
and a constantly increasing number of partners in over 90 
countries worldwide speaks for itself. Amann Girrbach has long 
since proven itself in the global dental sector as a guarantee 
for the highest quality products, innovative materials, as well as 
sophisticated system solutions.

Argen Corporation
Phone: 858-455-7900   Fax: 858-626-8658
www.argen.com
Argen Corporation provides a wide range of alloys to meet any 
need, as well as refining services.

Aspen Dental
Phone: 315-396-5507	 Fax: 866-262-0840
www.aspendentaljobs.com
Aspen Dental supports over 480 general dentistry locations in 
27 states across the US. We are on a mission to give America 
a healthy mouth.

Atlanta Dental Supply
Phone: 800-218-5447   Fax: 877-614-0597
www.atlantadental.com/lab
Atlanta Dental Supply Lab Division is an employee-owned 
company servicing the dental lab market for over 145 
years. Specializing in denture teeth by Dentsply TruByte, 
Kulzer, Ivoclar, as well as lab supplies by Modern Materials, 
Garreco, Whip Mix, S S White, Keystone, GC, Dedeco and 
Shofu. Atlanta Dental also offers lab scanning solutions.

DDS Lab, Inc. 
Phone: 813-249-8800
www.ddslab.com
DDS Lab is a full-service, NBC-certified, national dental 
lab that employs innovative, digital dental technologies and 
Best in Class customer service. While producing top quality, 
custom dental prosthetics for our dentists, our focus remains 
on Service and Customer Communications. Providing large 
DSO and independent dental offices with a local lab ap-
proach allows them to stay committed to what they do best, 
caring for their patients.

Ivoclar Vivadent, Inc.
Phone: 800-533-6825    Fax: 770-935-4794
www.ivoclarvivadent.com
Leading international manufacturer of high quality dental 
materials for preventative, restorative and prosthetic 
dentistry.

Kulzer
Phone: 574-299-5502    Fax: 574-291-2907
www.kulzerus.com
Scrap refining.

Nowak Dental Supplies, Inc.
Phone: 800-654-7623
www.nowakdental.com
Nowak Dental Supplies is a family owned and operated 
corporation, which was started in 1944 by Benny and Helen 
Nowak. Benny began selling to the dentist and labs, while 
Helen did the office work. Through their hard work and 
dedication, they made this company what it is today. Now a 
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The Foundation for Dental Laboratory 
Technology, a 501(c)(3), not-for-

profit educational foundation, dedicated 
to furthering dental laboratory technology 
education, is announcing that it is making 
all of its Foundation Learning Library 
courses available to the dental laboratory 
community at no charge through 
December 31, 2020. Use coupon code 
DLT Foundation at checkout to access all 
online courses for free. 

The Foundation Learning Library at 
www.dentallabfoundation.org/courses, 
offers almost 100 on-demand courses, 

FREE COVID-19 Recorded Webinars 
Now Available on NADL Learner Community

NADL is offering regular webinars throughout the COVID-19 pandemic and making 
them available for free to the dental laboratory community. Topics are intended 

to help navigate through this difficult time, with speakers from the dental laboratory 
community. Recordings of past webinars are made available at no charge within 2-3 
business days of the recording.  

Webinars can be found at: http://nadl.learnercommunity.com/ and include topics 
such as COVID-19 Safety and Infection Protection Guidance for Dental Laboratories, 
3D Printing of PPE and more.  

è  100+ courses on www.
dentallabfoundation.org/
courses, use coupon code 
DLTFoundation

è 	Live Webinars, NBC approved 
for Scientific Credit

è  Spear Education Grant 
– apply by 7/15/2020

è  Dawson Academy Education 
Grant – apply by 8/15/2020

è  CDT and RG Pillar 
Scholarship – apply by 
9/15/2020

è  Kois Center Education Grant 
– apply by 9/15/2020

GRANT & SCHOLARSHIP 
OPPORTUNITIES!

è  Grant opportunity: up to 
$500 for dental labs to 
assist with implementing 
corrective action as 
indicated by a voluntary 
OSHA safety consultation.

JUST LAUNCHED!

Many of us are experiencing 
feelings of uncertainty, 
stress, and anxiety as it 

relates to COVID-19. 
We are here for you and want 
you to take advantage of what 

the Foundation has to offer. 

We Have  
Your Back

325 John Knox Rd Ste L103 
Tallahassee, FL 32303 

(866) 627-3990  
www.dentallabfoundation.org

FREE!

The HubThe Hub
FDLT Extends Free Online Courses 
Through December 31, 2020

available 24/7/365, covering topics 
such as occlusion, esthetics, implants, 
sleep apnea, digital dentures, CAD/
CAM, 3D printing and much more. 
Most courses are approved through 
the National Board for Certification in 
Dental Laboratory Technology for CDT/
RG credits and courses are available to 
stream for 90 days once purchased. 

Questions? Visit the Foundation for 
Dental Laboratory website at www.
dentallabfoundation.org or contact The 
Foundation at (866) 627- 3990 or email 
foundation@dentallabfoundation.org.  
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FDLA Recognizes Outstanding Students
Each year, FDLA recognizes outstanding students from McFatter Technical College for their hard 
work and dedication to their program. Congratulations!

September 25 - 26, 2020

Two Virtual Days of
Professional Management Education

 Register online at https://nadl.org/?6auo8a

NADL University is going VIRTUAL for 2020
The same great education with the convenience of being able to attend from your home or office.

Eligible professionals earn a Certificate in Dental Laboratory Management during this 2-day, 
intensive virtual course. Graduates gain an understanding of the laboratory as a whole, as well as 
the ways in which all parts of the business fit together.

•	Human Resources Management and Employment Regulations, by Kylie Luff

•	Profitability, Operating Ratios and Benchmarking, by Travis Zick

•	Getting the Maximum Business Performance out of Your Lab, by Travis Zick

•	New Business Models and Changing Demographics for Today’s Dentist,  
by Ricki Braswell, CAE

•	Multichannel Marketing in the Digital Age, by Terry Fine

•	Quality Assurance Systems and Good Manufacturing Practices,  
by Gary Morgan, CDT

Cristian Alonso Aharon Saribekyan Simone Tate

3rd Quarter 2020   •  focus  •  29  



Focal PointFocal Point

Roughly 75 percent of FDLA members applied 
for the PPP program. Of those, 56 percent were 
approved for a loan. There were various reasons 
for the denials, however, most respondents said 
they didn’t know why they were denied.

“Even though this virus situation is unique, 
the government was not ready when it came 
to apply for the financial aid,” said one survey 
respondent. “I guess we are one of the few 
lucky small businesses to get approved, but it 
took almost two weeks of applying paperwork 
after paperwork until finally our bank said it was 
good to submit.”

Nearly 80 percent of respondents have applied 
for a U.S. Small Business Administration 

Financial Loans During Hard Times
Recently, the FDLA reached out to members to find out how they were faring when it came to the 

Paycheck Protection Program loans, U.S. Small Business Administration loans and Florida bridge loans.

Nearly 80 
percent of 

respondents 
have applied 

for a U.S. SBA 
economic injury 

disaster loan.

economic injury disaster loan. Of those 
respondents, nearly 47 percent had their 
application approved. For those who received a no, 
there was not much feedback about why or they 
are still waiting to hear back.

“We applied for the EIDL at the earliest possible 
opportunity expecting something within three 
days,” said one respondent. “We did not receive 
the funds or any kind of correspondence for 
several weeks.”

“I again was early to apply for the $10,000 they 
offered,” said another respondent. “Then, they 
changed some rules and said to apply again. I then 
applied a third time and no news. After missing first 
PPP, then $1,000 showed up in my bank directly 
from the Small Business Administration. They 
changed the rules again and paid $1,000 per 
employee. So I’m a business of one.”

Only nine percent of respondents had applied 
for a Florida emergency bridge loan. Of those 
respondents, ten percent (one respondent) were 
approved.  
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Lab Supplies and Teeth
GREAT Prices!

The Atlanta Dental Lab Division
is growing to meet your needs!

• Guaranteed Low Prices
• Same-Day Shipping
• Next-Day Arrival Anywhere in the USA
• Professional Lab Customer Service Agents

• We carry all major brands: 
Trubyte, Kulzer, Whip Mix, 
Keystone, Garreco, Snow Rock,
Renfert, NSK, and many more! 

You will now see our Lab Division called...

Call 800.218.5447

Denture Teeth, Lab Supplies & Equipment

• Guaranteed Competitive Pricing

• Same-Day Shipping for Next-Day Arrival anywhere in the USA. 

• We carry Trubyte, Heraeus, Ivoclar, & Starlight

• Experienced Lab Customer Service Agents

Atlanta Dental Lab Division

Call 1.800.218.5447
1650 Satellite Blvd. • Duluth, GA 30097

www.atlantadental.com

Ask for Maggie, Indira, Edina or JoAnn
800.218.5447 • www.atlantadental.com
1650 Satellite Blvd • Duluth, GA  30097

Ask for Maggie, Indira, Edina or Zenaida



Se habla Español

A Zirconia 
Ideal for ALL
Restorations!

POSTERIOR, ANTERIOR 
& LONG SPAN 

BRIDGES

Call Now to Order 800-422-7373
EMAIL: sales@aurid  ent.com OR VISIT: aurid  ent.com

• 1,100 MPa 
• 47% Translucent

• Made in the USA
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