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President’s Message

Changes Ahead

I I \ he state of the dental laboratory industry continues to see

significant change. Here is what we know based on industry data
from the NADL and the American Dental Association.

e Offshore dental laboratory work is down slightly, which means more
work is being done domestically.

*  Corporate dentistry/dental service organizations continue to grow.
More and more graduating dental students are taking this job route
as they are graduating on average with $250,000 in debt and the
promise of a six figure starting salary with incentives is too much to
turn down.

e Dental laboratory gross sales are flat at best as average selling
prices, especially in crown and bridge, continue to decline.

To help you in light of all of these changes, your FDLA board of directors
continues to look at the big picture in terms of programs and services to
offer our membership. Starting this fall, we have launched instructional

half day clinics, on digital dental laboratory business models. In 2015, the plan is to offer a curriculum

P
|
|

of different clinics where technicians can attend specific courses that meet their daily work needs. These

will rotate depending on demand in the Palm Beach/Broward area, Orlando and Tampa.

Y The Symposium and Expo Committee has already
YOur FDLA bOClrd Of begun to finalize the schedule for next May’s

d . . l k meeting. We are pleased that with the support

trectors continues 1o L0o of companies like Nobel Biocare and DENTSPLY

Prosthetics, we will have two outstanding keynotes to

. . ,’
at the big picture... open our session.

A new feature at the 2015 Symposium is integrated
table clinics at four of the exhibitor’s booths. Four of the participating exhibitors will offer between
one and five table clinics during the exhibit hours on Friday and Saturday of the meeting. This allows
technicians additional formal course options for state of Florida CE credits and NBC credits.

As it relates to focus magazine, | am reaching out to you our readership on a specific request. In 2015,
we would like to feature an “up and comer” in each issue of focus magazine. Ideally, an up and comer is
someone who is under age 40 working in a dental laboratory in Florida, as an employee, a new manager,
or a second generation (or beyond) family member who is transitioning into the laboratory. If someone
you know fits this definition, e-mail us their name, contact phone number, e-mail and the name of the
dental laboratory. Send their information to membership@fdla.net with the
subject focus 2015. In addition, focus is always looking for strong case-based
technical articles to publish. If you have one you'd like to submit, please e-mail
our editor at cassie@thewritemessage.net.

Thanks for allowing me the honor to serve as your president.

By Kristen Brown
FDLA president

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

e Leadership

® Recognition
e Safety

® Acceptance
* Innovation
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Hidden Impact

Graphics: Mark Murphy, DDS, FAGD

The ACA's affect on dental laboratories and dentistry.

hile the headlines about the Affordable Care Act (ACA) have been swirling, dental
laboratories have seen little direct impact on their business items of sale.

The ACA's dental benefits plan is mostly
preventive and aimed at children.
According to the American Dental
Association, adults ages 19-64 have
experienced a significant decline in their
retention of private dental benefits, from
62 percent in 2001 to 56 percent in
2010. Adults at the upper end of this
age group, those 50 to 64, have seen
little decrease in their private benefits.

The Affordable Care Act will have
nearly zero impact on the number of
adults whose implants and restorations
are covered by insurance. In fact, the

American Dental Association predicts
that the number of adults with
comprehensive dental coverage may
actually decrease under the ACA. Most
adults receive their dental coverage
through their employers and most won’t
see much of a change. There is one
exception: with employers passing more
costs on to their employees, some may
opt out of dental coverage.

Mark Murphy, DDS, FAGD, lead faculty
for clinical education at MicroDental
Laboratories, CDL, DAMAS, noted that
the dental laboratory industry is so small

12% of Dentists Operate in a DSO

Offfice Supplies; 2%

ya

Equipment Lease/
Purchases; 3%

Rent or Lease Payment;

4%
Clinical Supplies; 6%
Lab Fees (all) ; 7%
¥ Office Supplies (includes postage,
eliectronie billing & fing eharges)
Equipment Lease Purchases
NRent or Lease Fayment
¥ (Hinical Supplies
Utilities, telephone, 0 coes oy
accounting, legal &
professional fees 108 o ciephone, ccounting,
legal E&ml}m
Staff Salaries
Iprofit

that there has been little thought or or
concern given to the services that dental
laboratories provide—and barely to
dental care at all—in drafting the services
covered in the ACA.

“Almost exclusively on the dental side the
ACA is going to drive children’s preventive
care. It will improve access to care for
kids,” Murphy said.

The ADA writes, in its Health Policy
Resources Center Research Brief: “There
are many simulation studies modeling how
employers might respond to the mandates
and tradeoffs in the ACA when it comes
to health insurance, but similar models
for dental benefits do not exist. However,
if employers make comparable decisions
for dental benefits as they do for health
insurance, it is likely that the greatest
declines will be among small employers
and employers with low-wage workers.
Given that these firms are less likely to
offer dental benefits in the first place, it

is unlikely that the ACA itself will have

a significant impact on overall levels of
employer-sponsored dental benefits.”

In the context of the health insurance
exchanges, dental benefits may be
packaged with some health care plans.
Again, restorations, implants and other
dental laboratory products may be
excluded. What is considered essential
health benefits can be determined by each
state, but implants and restorations are
rarely included in reimbursement tables.

Murphy noted that there is a
fundamental problem with how dentists
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Average Educational Debt Among Graduating Students with
Debt by Type of School, 1996-2012 (Current Dollars)
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and laboratories talk about dental
insurance—because coverage isn't
really insurance at all. He compared it to
vehicle maintenance.

“Dental insurance is not insurance—
dental insurance stops at $1,000 or
$1,200 or $1,500. You don’t have
insurance coverage for an oil change for
your vehicle, you have it for when you
total it,” he said.

Even the best dental insurance is really
a dental benefit, because it rarely covers
100 percent of even the most extensive
restorations.

“Once you get past the crown, there
really is no dental coverage. There’s

the cash patient who just pays the bill,
patients who have indemnity, which is fee
for service. With indemnity, if | charge
$1,000 bucks, it doesn’t mean the
insurance company will pay $1,000. The
Usual-Customary-Reasonable (UCR)
cost has been determined to be $900,
so that’s what your indemnity provider
will pay. And nowadays, 75 percent of

all insurance are PPOs, which reduce
reimbursements another 15 percent,”
Murphy said.

Large dental benefit providers are
squeezing the profits out of dentistry.

Delta Dental, for example, has reduced
payment rates to dentists in seven
states. The reimbursement reductions
ranged from 4 percent to 15 percent.

In the summer of 2013, the California
Dental Association filed suit against

the insurer, to “ensure that Delta will
honor its current contracts with dentists
and continue to be required to justify
reducing fees in the future.”

In Arizona, Delta has given dental
providers a choice that isn't much of a
choice at all—they can either accept
only Delta Dental patients in order

to receive higher reimbursement rates
(which isn’t feasible for most dentists)
or they can accept PPO reimbursement
rates, which are generally 15 percent
lower, according to Murphy.

Medicaid reimbursements are highly
variable, and are state-specific. The

rate changes are largely dependent on
state economic pressures. When the
budget is tight, most states reduce the
benefits covered by Medicaid, and the
ACA, with its limited dental coverage, will
have very little impact on the availability
of coverage for adult implants and
restorations.

If employers stop offering dental
coverage, most people who participated
in a recent ADA survey noted that they
would still purchase private dental
insurance. However, most noted that
they would opt for less expensive,
preventive care plans rather than more
robust coverage.

Perhaps the biggest impact of ACA
on dental laboratories, however, is the

Commercial Dental Benefits by Plan Type

Source: 2011 NADP/DODPA Enrcliment Report
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medical device excise tax. There is some
discussion in the dental laboratory
industry that the excise tax will actually
benefit domestic dental laboratories,
because it will impose additional costs
and quality controls on those importing
medical devices and materials.

In spring of 2013, it appeared there
would be a momentum to repeal the 2.3
percent excise tax, but that appears to
have withered.

“In a nutshell, there is some
congressional receptivity to repealing the
medical device tax but it will not likely
happen unless proponents of the repeal
or our congressional allies find a way to
replace the $20 billion to $30 billion
the tax is expected to raise over the

next decade, ” said Eric Thorn, in-house
counsel for the National Association of
Dental Laboratories.

With the repeal of the excise tax unlikely,
laboratories have seen material and
equipment costs go up as suppliers pass
these excise tax costs on to the dental
laboratories.

The biggest impact the ACA has

had on dental laboratories and their
dentist clientele may be less tangible
than reduced reimbursement rates
or changing dental plans. Chester
Garcia, CEO of daVinci Dental Studio

With the repeal of the excise tax unlikely,

laboratories have seen material and

equipment costs go up...

in California, noted that the business
was slow right before the ACA was
implemented.

“When Obamacare was going to become
effective, a lot of patients held back. We
attributed a decrease in volume at the
end last year and the beginning of the
new year,” he said. “We saw a dip that we
usually don’t see. We also own labs in
Ohio and New York, we saw a dip there,
too, which was unusual.”

Garcia attributed the unexpected
slowdown in business to uncertainty
among patients and in the market in
general. He has also seen some dentists
start accepting insurance again, even
though it has little impact on his current
business, because most of his clients are
fee-for-service.

Murphy noted that the ACA’'s demand
that more children have access to
preventive care may force dentists to
provide those services at the expense of
dropping other, more time consuming
and complex cases—exactly the types of
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cases on which many dental laboratories
thrive.

“Dentists will have to get busier treating
kids, and have less time to pick up more
complex cases. On the laboratory side,
we are our own worst enemies. We are
not applying strategic planning and
operating like businesses. The dentists
are down 14.5 percent and they have to
change mix of services to accommodate
ACA requirements. | predict they will
continue to slip and make less money.”

Also, reductions in reimbursement rates
and the changes in dental benefits will
put further pressure on dentists to
request less expensive materials, like
zirconia. They'll also be more likely to
work with laboratories offshore that can
provide cheaper products.

“For most dentists, HMOs plans are
going away, or adding surcharges. PPOs
are thriving,” said Murphy. “Dental
services companies, which consolidate
600 or 700 dental practices and
function as large corporations, have
performance expectations and are run
like businesses.”

Those large group practices, Murphy
explained, are not looking for long-
term trusting relationships with their
dental laboratories. They are sending
out request for proposals and choosing
the lowest bidder to provide their
restorations.

“It's further commoditizing the dental
restoration and we have allowed it to
become that,” he said.

So, while reimbursement rates are
dictated by dental plan and state rules,
even dental laboratories with steady
business have to prepare for a more
difficult future. ®
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Encouraging your dentist clients
to use DIGITAL PHOTOGRAPHY
can help your bottom line.

Photo Credit: Jack Fountain
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picture is worth 1000 words,
as the saying goes, and that’s even
more true in the dental laboratory.

A well-shot picture on the
appropriate camera can translate the vague,
subjective phrase into a shade adjustment that

satisfies even the pickiest client.

Dental laboratory technicians have plenty of
reasons to utilize digital photography. Some of
the key uses of a camera in the modern dental
practice include medico-legal documentation,
patient communication, inter-disciplinary
treatment planning, and dental laboratory
communication, according to Leon Hermanides,
CDT, of Protea Dental Studio, DAMAS, in
Redmond, Wash. In addition, dental laboratory
technicians can use digital photography for
marketing, for communicating with dentists on
tricky cases, and for documenting processes
for patient communication. Taking a visual diary
of the process of making a bridge, for example,

Photo Credit: Brandon Dickerman

can help the dentist better explain the time and
cost involved in the process. Dental laboratory
technicians can become experts in taking great
chairside shots, serving as a consultant to

their dentist clients when it comes to choosing
equipment, setting up lighting, picking camera
aperture, determining f-stops, and deciding what
shots are necessary for a dental laboratory to
produce the best possible restoration.

“I'm out in the field using the photography and
helping bridge the gap between customers and
laboratory,” said Ken Rockwell, MFA, of Rockwell
Laboratories in Tallahassee, Fla.

Dental laboratory technicians
can BECOME EXPERTS
... serving as a consultant to

their dentist clients.

Photo Credit: Glen Pacholski
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Photo Credit:
Jeffrey J. Brabbs, CDT, TE

Photo Credit: Glen Pacholski

Photo Credit: Jan Babel

Rockwell has been helping dentists take better
pictures for 25 years. He's an artist and dental
technician who has a masters in fine arts and has
been a photographer for most of his adult life—
and not always taking photos of teeth.

“I have a close friend who'’s a dentist and we've
worked together for a number of years,” he said.
“We both do photography outside of dentistry. As
far as a tool it’s incredible. In the laboratory it’s
used as a time saver. You don'’t have to run around
and take a shade. The camera is consistent.”

Rockwell recommended studying the work

of nature photographers who use specialized
equipment to get crystal clear macro shots—
artists such as John Gerlach, who shoot tight, very
close up photos.

“Dental photography is no different from nature
photography. | shoot with a high-end macro,
Nikon lens. You can use digital photography for
confirmation of information from the dental office,
such as shade and texture. Good photos from the

dentist puts the patient right at your desk while
you are processing the work,” Rockwell said.

Nuances such as smile lines and facial shape have
an impact on restorations, Rockwell said, so having
a nice portrait as one of your required shots from
the dentist is key.

“Often times a restoration will fail because is it not
compatible for the person. Digital photography
will take it from a model to a person. Dental
technicians can be myopic—your job is a model
on the desk, but that’s not true. It's a person,”
Rockwell said.

One of the biggest issues laboratories find with
dental photographs is, of course, poor image color
that makes it nearly impossible to match shades.
Derrick Luksch, CDT, of O’Brien Dental Laboratory
in Oregon, created a system many years ago to
ensure better color matching. It even trademarked
the name Digicolor.

“This goes back to about 1998 or 99, and prior
to that we have always been into photography
communication. We had been doing slide
photography, and prior to that time, we even rolled
our own film and delivered it to dental offices.

The rolls of film had only six photos on the roll,
because that’s all we needed per patient,” Luksch
said.

Luksch and his team developed a color-correction
software early on, back when digital cameras were
much more primitive. The color correction took
care of some of the inadequacies of those early
cameras.

“Cameras began to get better and better, and more
professional cameras were getting good results
when it came to color balance if you knew what
you were doing,” he said.

Even though cameras have improved and the
color correction software is no longer always
necessary if you have your settings and flash
correct, Luksch still does training for dentists and
dental laboratories. He recommends the correct
equipment, teaches dentists how to set their
cameras and which shots to take.

“We help our clients get really good at taking
pictures with their pro-sumer camera setups.”

Here are five things dental laboratories should
know about digital photography:
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1. Get The Right
EQUIPMENT

Higher-end pro-sumer DSLR cameras are perfectly
adequate for taking good dental photographs.
However, cell phone cameras, as evolved as they
have become, will not give you the accuracy
needed for color and shade matching, and do not
have the macro-lens capability of a more expensive
pro-sumer set up. Even though they may seem
complex at first, a high-quality DSLR, once set

for dental photography, is just as easy to use as a
point-and-shoot.

Rockwell noted that really, it’s all about the lens.
He recommends spending a little more to get a
high-quality macro lens—something in the 60mm-
105mm range works well because it gives you the
close up detail, but can be pulled out for portraits.

Luksch recommends sticking with what others have
already tried.

“We have a bone yard of camera equipment,” he
said. “We're trying to give our recommendations
and we can help [dentists] put the equipment

together the way it's meant to be put together.”

Of course, lighting and flash are critical to good
photos. Hermanides recommends a lens mounted-
flash. Such a setup is preferable as getting

sufficient light to expose the image can be difficult.

“A ring flash does not provide as clinically detailed
an image as the side bar flashes,” he said. “A lens
and flash system that allows TTL (through the
lens light metering) is the simplest to work with as
it provides relative predictability from picture to
picture.”

\\73

Photo Credit: Ben Ogden, CDT

2. Don’t TWEAK the
Image

One of the great things about digital cameras is
the ability to see the image immediately after you
take it. However, the small monitor on the back of
a camera tells you very little about the quality—
exposure, light balance, true color—of the finished
image. If you have used recommended settings,
don’t look at that image and start tweaking your
f-stop or aperture.

“All too often people in the office will look at that
image and make up their own minds that it’s not
right and start tweaking,” Luksch said. “When we
get the image we find overexposed photos. Trust
the fact that settings we recommend are proper.”

3. Learn and
PRACTICE

Learn about your camera and what it can do.
Practice zooming in and out and focusing. And
focus is, Luksch said, one thing you can tell from
the back of the camera.

“You can't just assume that you can begin using
[your setup] without any training or practice,”
Luksch said. “Practices and laboratories that take it
to heart have a great tool at their disposal.”

It’s all about
the LENS.

Photo Credit: Turks Clayton
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4. Get the RIGHT
SHOTS

Learning digital

photography :
techniques can
have a positive
impact on your

BOTTOM LINE.

Hermanides recommends the following:

facial/smile line

maxillary/mandibular anteriors (canine to
canine in maximum intercuspation)

maxillary/mandibular right and left posterior
teeth (in maximum intercuspation)

lingual and palatal views — all appropriate
areas

occlusal views — maxillary and mandibular full
arches

Photo Credit: Tom Zaleske, AS

5. Don’t OVERSELL It

Digital photography is the very best tool available
to provide the laboratory with information on
shades, patient appearance, lip contour and smile
lines. Even with that information, laboratories still
have to make a product that has a handcrafted
and individual taste related to it. Not every case is
going to be a slam-dunk. The digital photographs
provide better information, but they do not
provide a 100% guarantee of patient satisfaction.

Rockwell said that two of the biggest problems he
sees with digital photos are overexposed images
and photographs taken out of parallel to the face.
Also, shade selection has to be a relative term.

He recommends having the dentist put a range of
shade guides in position so a technician can make
a relative decision given the photograph.

“You can take another photo and send it in to
see what the problems are,” he said. “All of our
technicians have computers they work with, or
big format iPads, so they can see what it is the
dentist saw—all the nuances, such as a crown on
this second tooth, or a massive amalgam that’s
distorting the shades on this other quadrant. The
more information you can give to the technician,
the better.”

The bottom line: Learning digital photography
techniques can have a positive impact on your
bottom line. It will improve the accuracy of

most of your finished products, although it is

a tool that has limitations. However, those who
have encouraged their dentist clients to use
photography and laboratory technicians who have
been using it themselves have found that remake
rates have decreased, and positive word of mouth
has increased.

“Having happy customers means better business
for everyone,” Rockwell said. ®

Photo Credit: Jeff Benson, DDS
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©2014 Ivoclar Vivadent, Inc. Ivoclar Vivadent, Programat LabShop and AIM are trademarks of Ivoclar Vivadent, Inc.
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Digital Implants:
More Than Just the Click of a Mouse

By Tero Rakkolainen

he manufacture of dental implants with CAD/CAM technology raises

many questions among laboratory technicians. Unfortunately, if a

technician is not familiar with CAD/CAM technology, he or she might

have many misconceptions about it. The design and manufacture of fixed

prosthetics still requires the professional skills of an experienced dental laboratory

technician. Without input, clicking a button on a computer does nothing.

Figure 1 (above)

A clinical picture of the patient with the implants and healing abutments

in place. Since the position and direction of the implants were optimal,
screw-retained zirconia structures were chosen. The fact that screw-retained
bridges and crowns can be detached when necessary brings significant
benefits for both the patient and the entire dental team.

Figure 2 (right)

The work models before the actual work was started in the laboratory. It is
not necessary to divide the work model into sections when using the 3Shape
scanner for implants. A normal gingival mask and high-quality plaster
models are sufficient.

The patient is a middle-aged man who had an old fibre-
reinforced anterior bridge. The abutment teeth of the old
bridge had severe caries and the structures of the bridge

had also reached the end of their lifespan. The bridge was
removed. Specialist Juha-Pekka Lyytikka from the dental clinic
Hammas-Pulssi extracted the hopeless teeth and placed three
Xive 3.8mm implants for the patient (areas of Nos. 14,12, 22).
When the healing period was over, the construction of the final
prosthesis was started.

18 « focus ¢ 4th Quarter 2014



= ., e R T e =]

I!I]

[
:E |
@
[BleleiRiC [fi]

&
& ]
& -
E m [ ]
% S b =
q‘”ﬁao’
= .
[ e | = —— —_ 1 :__. - ] _.. 1

Figure 3 (above)

The starting point for CAD/CAM work is a carefully filled out order form.
The order form specifies the work in question and the material to use

for manufacturing. The form also specifies the milling centre to use for
manufacture as well as the abutment library to use. Moreover, the order
form links the milling centre specific design parameters to the work in
question.
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Figure 5 (above)

The scanning abutments installed on the model define the position of the
implants in 3D space. The software compares the scanning results to the
files in the abutment library.

- sshape
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Figure 7 (above)

Opposing arch scan.

Figure 4 (above)

The scanning abutments manufactured by Turun Teknohammas Oy were
fixed on the model by screws. This ensures that the position of the implants
remains precise during the entire process.
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Figure 6 (above)
The complete CAD work model with scanning abutments and a separate
gingival mask scan.
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Figure 8 (above)

The work model and opposing arch scan are combined at the end of the
scanning phase. At this stage, it is possible to trim away unnecessary data
from the scans, such as the base of the plaster model.
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Figure 9 (above)

The software closes the scan and opens the DentalDesigner program. The
3Shape software installs the basic units on their proper places very well.
The software also contains many tools for editing the results.
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Figure 11 (above)

The 3Shape DentalDesigner 2010 contains a virtual
articulator. The virtual articulator mimics movements the
same way as a real articulator does. In addition, you can
use the color-marking feature to detect contact areas.
Movements can be simulated automatically or by moving
the mouse.

Figure 12 (above)

The software contains pre-set values for e.g.
configuring the strength of pontics and alerts
the user if these pre-sets are changed. The
picture shows a completed bridge ready to be
sent for milling.
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Figure 10 (above)

The preparation limit of the abutments can be configured by dragging the
dots to the desired location. This is where you can also change the shape of
the sub-gingival parts of the abutment to offer support or make more room,
depending on the type and volume of the gingiva.
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Figure 13 (above)

The complete abutment, combining
the anatomy from library files and the
created plan.

Figure 14 (above)

The fact that we can mill custom made abutments and screw-retained
bridges from zirconia is the result of a cross-disciplinary effort between
dental technology and engineering. After years of hard work, we are now
able to mill parts to tolerances of less than five micrometres. The milling of
implant bridges requires a 5-axis milling machine. The STL file generated by
the CAD system is only one of the pieces required on the way towards the
final product.

Figure 15 (above)

The complete zirconia abutment sits completely passively after a correctly
executed CAD design, milling and sintering. As part of quality control, the
completed abutment is test-tightened to the correct torque in the model.
The flexural strength of carefully modified custom made abutments can be
up to twice as high as that of commercial zirconia abutments. Stress tests
conducted at the University of Turku strained the abutments at a 45 degree
angle using up to 1,500N of force.
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Figure 16 (above) Figure 17 (above)

The completed abutments accurately match the design, including opposing The veneering work was performed at the laboratory of Turun Teknohammas

arch and the gingival margin. In this particular case, the abutments were Oy, using traditional methods. The ceramic used was e.max by Ivoclar

colored using regular color. Vivadent, and the work was performed by Jaakko Siira, the technician in
charge.

Figure 18 (above) Figure 19 (above)

The completed screw-retained bridge and the abutment on the model. The screw-retained Zirconium crown.

Figure 20 (above) Figure 21 (above)

The completed work ready to be shipped to the clinic. The final clinical picture of the completed product, tightened to the desired
torque. Zirconium-abutment bridges and crowns can be cleaned very well,
which is a critical factor in the retention of bone and gingival volume.

This case is a good example of the multiple phases and challenges present in dental technology work even when CAD/CAM is used in
the design and manufacture from start to finish. It takes not only excellent equipment, but excellent technique as well to manufacture
the best dental restorations. @

\}‘s 8 Earn continuing education credits for this article and quiz! —
‘? ®,  Receive .5 hours CDT/RG scientific credit and .5 hours general credit towards your state of }‘%‘g‘
.c;e Florida dental laboratory renewal by reading this article and passing the quiz. To get your e
% C E é,' 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
o 1‘70"- da MQ‘@ comprehension of the article’s content and does not necessarily serve as an endorsement of the content by FDLA.
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Six Surefire Steps To Getting
A Rush Of Referral Business

By lleana Kane

eferral business used to be considered an automatic. Before print advertising,

before radio or television advertising, entrepreneurs relied on word-of-mouth

marketing. A positive word passed from one customer to another was as

valuable as gold. As your reputation grew, so your dental laboratory grew.

The introduction of mass marketing changed the business landscape. Now

customers could learn of your business on the internet, in the newspaper

or on the radio, and many entrepreneurs began to feel that word-of-mouth

marketing no longer had any place in their marketing strategy.

Embrace a generous
attitude and be a
resource for your
dentist clients...

I

Most entrepreneurs too often overlook the value
of referral business. It is a fact that dentist clients
referred by friends are generally more loyal and
hold a more positive opinion of your business than
dentist clients who come to you from other types
of advertising. This is because dentist clients are
more likely to trust information that comes from a
friend or personal acquaintance than information
which comes from an impersonal source, like a
radio advertisement. Building trust in your dentists
clients is one of the most important steps to
creating repeat customers—that solid customer
base that will help your business thrive no matter
what the economic climate. So, how do you start
getting more referrals?

Here are the six surefire steps to getting more
referrals.

1. Make Attracting Referrals a
Priority

Look at your day and how you are making time
for your referral marketing. To make room in
your schedule for attracting more referrals, start
pressing the pause button on all of the leaks in
your day.
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Who is your ideal client?

2. Create a Referral Mindset

Start looking at yourself as providing an amazing
service and value to prospects and dentist clients.
You are able to solve your dentist clients’ big
problems that they can’t. Embrace a generous
attitude and be a resource for your dentist clients,
and others you know, by giving them referrals.
Basically, give referrals to others as you would like
to have others give to you.

3. Know What Type of Referral
You Want

Know your unique position by looking at what
your special gifts and talents are. What makes your
dental laboratory’s services and products unique
and what makes the transformation you deliver

to others stand out? Who is your ideal client? It’s
from this place you know what type of referral to
ask for.

4. To Receive You Need to Ask

Most dental laboratory owners forget this one
and it’s such an easy way of asking. You want to
create a warm, informal but simple letter educating
your friends, dentist clients, associates and even
vendors, so they know what you are up to. Give
them information by announcing your dental
laboratory or something new happening in your
dental laboratory, what you offer, who you work
with and the invitation to have them refer you.
Remember people love seeing you succeed and
wanting to help by giving referrals.

5. Systematize Your Action

No matter if you are at networking meetings,
engaging with a dentist client or on the phone
with an associate, you'll want to put what you do
into a system. By sending out a letter or a thank
you, you'll want to create a follow- up letter system
when something new happens in your dental

laboratory. | have a regular system that | send out
to people | know (even my vendors) to keep them
in the loop of new services or products I've added
to my business. Every time a letter goes out, at
least one referral comes in. I've found this system
simple and easy to implement and to free up time
my assistant takes care of all the mailing.

6. Be a Go-Giver

Be willing to give generously. The day my referral
business turned around was the day | started
giving referrals.

Start your referral marketing strategy today

by putting time aside for growing your referral
business. Make lists of what you want to ask for
and a list of who you can refer. Allow consistent
referral marketing to give you more referral
business and have it become a cornerstone of your
dental laboratory’s success. ©

About the Author

lleana Kane teaches ambitious entrepreneurs
world-wide how to grow and expand a profitable
business and life they love that makes a positive
impact. Get her free Report “3+ Clients In 30
Days[or LESS] at www.ThoughtLeaderBiz.com .
© 2009 lleana Kane

Put what
you do

into a
system.
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IFive Ways Dentists can Ensure
Safe Dental Restorations for Patients

na 2009 American Dental Association member survey, nearly 65 percent of dentists

responded that they believe dental technicians and laboratories are regulated in their

state. This is not the case. In fact, only four states in the U.S. require either certification

or continuing education for creating devices that are in some cases permanently placed in

patents’ mouths. In addition, dental laboratories in more than 40 states in the U.S. remain

unregulated, and foreign imports may not be held to the same level of scrutiny.

Poorly-made dental restorations—whether
made in America or abroad—can lead to a
range of health consequences for patients

and, in turn, legal consequences for dentists.
Growing demand for dental work in America has
created a market that features both high-end
and economy-priced work.

The National Association of Dental Laboratories
is hoping to create patient and dentist
awareness through its “What'’s in Your Mouth?”
campaign, designed to give patients, dentists

It is crucial for dentists
to be informed of where
exactly they are getting
their restorations from.

and the dental laboratory community the
information necessary to make informed
decisions about their dental needs.

Here are five ways dentists can ensure their
patients are getting the quality restorations they
deserve.

1. Find out if your state requires
minimum dental laboratory standards
here (www.dentallabs.org/state-
regulation/).

Most state dental practice acts do not

regulate or set standards for operation for
dental laboratories or dental technicians. It

is important that dentists seek to work with
individuals and companies that have voluntarily
achieved “third party verification” of their skills,
knowledge and operating standards.

2. Find a Certified Dental Technician
to work with here (www.nbccert.org/

directories/nbc-whos-who/index.cfm).

The ability of dentists to deliver a high standard
of care in restorative and cosmetic dentistry is
enhanced by working with a formally educated,
trained and/or Certified Dental Technician.
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Dental technicians bring considerable
experience and subject matter expertise in the
areas of dental materials, technology utilization,
shade verification and implant dentistry. Dental
technicians are true partners in helping dentists
grow their practice. Dental technicians, although
generally operating behind the scenes in the
oral health team, are a crucial part of ensuring
the delivery of quality dental care.

3. Find a Certified Dental Laboratory
to work with here (www.nbccert.org/
directories/nbc-whos-who-cdl/). Find a

Dental Appliance Manufacturers Audit
System (DAMAS) accredited laboratory
here (www.nadl.org/DAMAS/index.cfm).

Dental restorations increasingly are being
imported from countries like China, India and
Vietnam. Depending on the country, those
dental laboratories may not be subject to the
same scrutiny that domestic laboratories receive
from the U.S. Food and Drug Administration. It
is crucial for dentists to be informed of where
exactly they are getting their restorations from.

The DAMAS specifications provide a clear-cut
process for improving documentation in every
facet of laboratory operations including: dental
prescriptions/work authorizations; patient
contact materials; subcontractor/supplier
agreements; material and equipment purchases;
employee training; maintenance and calibration

of equipment; labeling; customer complaints; and
material traceability. To ensure product quality
and foster a professional industry relative to
quality assurance, NADL offers this system as a
resource to dental laboratories.

4. Stay up-to-date on legislative updates
here (www.dentallabs.org/legislative-
updates/).

Staying informed will help dentists and their staff
become a go-to source for patients’ restoration
questions.

5. If you are working with a CDT and
CDL, inform your patients that they are
receiving quality dental restorations.

Patients have a right to know. Patients should
have access to their personal dental records
that outline the patient contact materials

that are used in their restorations and also in
what country such finished restorations are
manufactured. Patients should be aware that
approximately 25 percent of domestic dental
laboratory sales and 34 percent of actual
restorations are manufactured overseas. There are
42 countries that currently have foreign dental
laboratories registered with the U.S. Food and
Drug Administration.

For more information, please visit the
NADL website Public Awareness link at
www.whatsinyourmouth.us. @

Visit the NADL website
Public Awareness link at

wwwwhatsinyourmouth.us.
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Accurate Metals & Refining, LLC
Phone: 866-973-3463 )
Fax: 860-871-2925 ETALS &
www.accuraterefining.com EFINING
Refiner of precious metal scrap.

CCURATE

Argen Corporation

Phone: 858-455-7900

Fax: 858-626-8658

www.argen.com

The Argen Corporation provides a wide range
of alloys to meet any need, as well as refining
services.

I
i —
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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, Hereaus 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.

BASYS

FPROCESSING

Atlanta Dental

BASYS Processing

Phone: 913-214-5028
Fax: 913-307-2727
http://www.basyspro.com
BASYS is a direct credit card processing company working to lower
costs and provide better service to the dental laboratory industry.

BEGO USA Inc.

Phone: 800-342-2346
Fax: 401-334-9265
www.begousa.com

Cardinal Rotary Instruments
Phone: 800-342-0599

Fax: 877-811-9250 M
www.cardinalrotary.com

Specialty rotary instruments and unique

niche products.

DENTSPLY Prosthetics

Phone: 352-293-1471

Fax: 813-436-5196
www.dentsply.com

Denture Teeth, Denture Materials,
CAD/CAM, Porcelain, Lab Equipment

Dexseyy

Prosthetics

FDVTLA Business Partners

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.

Handler Red Wing Int’l

Phone: 908-233-7796
Fax: 908-233-7340
www.handlermfg.com I

American made lab equipment and furniture
manufacturer since 1920. Handler builds Red Wing
lathes and model trimmers, Dyna Vac dust collectors,
hand pieces, vibrators, flasks, presses, denture curing
systems, lab bench and case work.

Heraeus Scrap Refining R
‘ SCRAP REFINING

Phone: 574-299-5502
Fax: 574-291-2907
www.heraeus-scrap.com
Scrap refining.

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.

ivoclar .
vivadent:

passion vision innovation

Marathon Solutions "
Phone: 913-953-5308 S 2N

MARATHON

SOLUTIONS, INC

Fax: 913-953-5353

www.marathonsi.com

Credit card processing specialist for dental
laboratory industry that provides preferred
wholesale rates with complimentary gateway.

Nowak Dental Supplies, Inc.

Phone: 800-654-7623

Fax: 601-749-3534

www.nowakdental.com

Nowak Dental Supplies is a family owned supply
company servicing the dental industry for over
65 years. Specializing in all ceramic systems and a full line of removable
products, including the Heraeus line of teeth. Nowak distributes dental lab
furniture, equipment, and supplies.

Straumann USA, LLC

Phone: 978-747-2500 / -
Fax: 978-747-0023 / sh-u umunn
www.straumann.us/CARES8

Straumann is a global leader in implant, restorative and regenerative dentistry.
Straumann® CARES® Digital Solutions provide dental professionals with

a holistic, reliable and precise restoration outcome. From scanning to
sophisticated prosthetics, the digitalization of dental workflows is bringing
about innovative and exciting possibilities for lab technicians, dentists and

VIDENT

Vident, a VITA Company

Phone: 714-961-6226
www.vident.com/courses

Vident, a VITA Company provides tooth shade
measurement devices, VM porcelains, denture
teeth and CAD/CAM materials.

Want information on supporting Florida’s dental laboratories by becoming an FDLA Business Partner?

Call the FDLA office at (850) 224-0711 or e-mail membership @fdla.net.
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DENTAL SCRAP.

fees typical of most other dental scrap refiners. So your

Smile. There’s much more gold for you in all

that dental scrap than you realized. That’s because

Precious Metal Refining Services, an
EPA-licensed, Inc. 500 company, pays a
higher return than anyone else. Period.

We can recover gold, platinum, silver
and palladium from carpets, vaccum
filters, filings and, of course, scrap metal.

Best of all, we don’t heap a load of

-

returns are higher per lot: 98% for gold and 95% for

9

PMRS

ACCOUNTABILITY FEE
PER-0Z CHARGES
REFINING FEE
ASSAY FEE
OTHER FEES

Others

fine-print charges, middle-man expenses and hidden

other precious metals. All at the most
current published market rates.

Plus you get your payments faster,
usually within 3-5 days, compared to
7-10 days from the other processors.

That’s a lot to grin about.

So why wait any longer to get paid

the absolute most for your dental scrap? Call us today.

—=J)

PRECIOUS METAL REFINING SERVICES

Recycling Responsibly

Call: 800-323-9785 ext. 8847 « www.pmrs-refining.com « 1531 South Grove Avenue, Suite 104, Barrington, Illinois 60010

OR
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FDLA Workshop - Sarasota
2014-2015 FDLA

Board of Directors Simple Esthetics featuring IPS e.max®

PRESIDENT

E:f;ﬁf;;‘;‘t”a’} Group, COL, Presented by Jeffrey Smith, CDT

DraAs, 150 Ivoclar Vivadent — Implant Esthetics yd

kbrown@knightdentalgroup.com Center of Excellence, Sarasota " presen g Tl
PRESIDENT ELECT

www.fdla.net

73 a5 e 850-224-0711 May 7-9, 201

gperricone@gpsdental.com

TREASURER
Douglas Jackson, CDT

Touchstone Dental -

e e Orlando Resort at
Altamonte Springs

touchstonelab@cfl.rr.com S E- a WO r I d
SECRETARY

Lenny Herrera, CDT

The Surveyor Dental Arts

West Park
survdentsupp@aol.com

DIRECTORS AT LARGE

Al Fillastre, lll, CDT a S
Ceram-O-Arts, Inc.

Lakeland

ceramoarts@gmail.com

—( /=INSURANCE d
i:::i::gzNDe“ac'ir“ //(r\s ERVICES y Ou Cove re

arts@tampabay.r.com

Fernando de Leon
Precision Esthetics

Apopka ou knew your association cared about your success. Well,
deleons90@aol.com FDLA wanted to prove it to you again by adding FDLA

Tryron Lloyd Insurance Services allowing you to get competitive rates on
Knight Dental Group, CDL, . . . .
DAMAS health, life, disability, long-term care, homeowners, auto, business,
Oldsmar

Hloyd@knightdentalgroup.com workers’ compensation and employment practices liability insurance.

James Wells, CDT
Inman Orthodontic What ever you need, FDLA has you covered.
Laboratories, Inc., CDL
Coral Springs . .
james@inmanortho.com Call FDLA Insurance Services direct at 866-544-3655 to take

PAST PRESIDENT advantage of this member benefit.
Morris Fucarino, CDT
Majestic Dental Arts, CDL
Bushnell
majdent@yahoo.com

SUPPLIER ) . . .
REPRESENTATIVE Classified Line Advertising
ari ies
DENTSPLY Prosthetics (print and online opportunities)
Tarpon Springs
mark.ries@dentsply.com Classified Line Ads are $125 (members) and $175 (non-members) for the first 50 words, and $.25 for each

) additional word. Ads will run in one issue of the publication and on FDLA's website for one quarter.
Michael Scully, CDT

Heraeus Kulzer

Ft. Lauderdale 325 John Knox Rd, Ste. L103, Tallahassee, FL 32303

mike.scully@kulzer-dental.com
CONTACT: John Galligan, Advertising Sales/Publications Coordinator

bomett Napin At Phone: (850) 224-0711 advertising@fdla.net
Tallahassee

bennett@fdla.net
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Denture Teeth & Lab Supplies

\ Atlanta Dental

Lab Division

Call 800.218.5447

+ Guaranteed Lowest Prices Anywhere
+ Same-Day Shipping for Next-Day Arrival Anywhere in the USA

+ We carry Trubyte, Heraeus, Ivoclar, Starlight

Atlanta Dental

+ Professional Lab Customer Service Agents oz

800-218-5447 + www.atlantadental.com

Ask for JoAnn, Maggie, Indira or Edina
1650 Satellite Bivd + Duluth, GA 30097




The State of
Dental Laboratory Technology

We Want You

Here at focus, we are
constantly on the hunt
for Florida Dental
Laboratory members
to feature in our Focal
Point interview. If
you, or someone you
know, would like to
be featured, please
e-mail us at cassie@
lh(:wril(:rn(:ssag(:.n(‘,t

with Focal Point in the

subject line. We want
to see you in focus.

ecently, focus, sat down with FDLA
board member James Wells, CDT,
manager at Inman Orthodontic Lab in
Coral Springs, Fla., to talk about the
state of the industry and FDLA.

What do you wish people from outside of
the industry knew about dental laboratory
technology?

| wish people from outside the industry knew it
existed. When | am asked what | do for a living |
rarely find anyone that says, “Oh yes, | know what
that is.” Most often they say, “Hmmm | didn’t even
know that was a career.”

What three things are having the most
impact on dental laboratory technology
today?

The thing that is having the biggest impact in

the dental lab today is the technology. First, we
are quickly moving from impressions and stone
casts to intraoral scanners and printed 3D plastic
models. Lab technicians are used to working

on stone casts and most of our equipment and
supplies are made for building appliances on stone
casts. We now need to get used to new tools and
materials to work on the plastic casts. In addition,
there is constant training and education that has
to be done and this does affect the day to day
production.

Another thing that is affecting the dental lab
today is the consolidation of smaller labs that are
being purchased by larger labs. The larger lab has
a bigger footprint and a longer reach. This can be
great for some and not so great for others.

We also see a similar situation going on with the
dentists who are selling their private practices
to large groups. These large group practices can
and do set restrictions on what kind of services
that practice offers and who the doctors in that
practice can send lab work to. This has caused
some small labs to lose a few customers.

What does being an FDLA member do for
you and why should others join or become

more involved in the association?

| feel that being a member of the FDLA is very
important for both the lab and the individual
technician. It is important for technicians to stay
actively involved in their field, not only to stay up
to date on what'’s going on with technology, but
the industry in general.

The laboratory members get real quantifiable
benefits that they may not otherwise have access
to, especially smaller labs. For instance, if you do
not have human resources department, or you do
but need some help on a specific topic, you can
get a phone consultation through the FDLA at no
charge. There are also discounts on insurance, UPS
shipping and several other vital services. ©

“The thing that is having the
biggest impact in the dental lab

today is the technology.”
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&NSPLY Prosthetics
Q4 Promotional Opportunities

Removable Specials

DEALER
Promo 7
Buy: One (1) Triad® 2000 VLC Light Curing Unit
#70210

Get: One (1) Triad Sample Kit #90130 and one
(1) Triad Accessory Kit #89244 (A $321

Value) FREE!
Source Code: VLC
Promo 2 i
BUY: Three (3) Packs of Triad TruTray : DEALER - - !
Promo 8 oar > N

DEALER
Promo 1
BUY: One (1) Triad® DuaLine® Kit # 905530

GET: One (1) Faskut® Carbide Cutter 214F

Taper #9893103 — (A $31 Value) FREE!
Source Code: TDK

#89904 (30Sheet)
GET: One (1) Triad Accessory Kit #89244*

(A $70 Value) FREE! Buy: One Enterra® Curing Unit #9495100 i
Source Code:TRU Get: The Following FREE ($205 Value) =
DEALER Ec!ipse® Upper Baseplate Resin (1 2/PK) (Specify One 1] item numben
Promo 3 : Qr|g|nal o PN 905001 Light R|nk PN 905002
Light Reddish Pink PN 905003 Dark Pink PN 905005
Buy: One (1) 120 gram kit of PermaSoft® Pink - Clear PN 905006 Variety Pack PN 905261
#N812000 or Clear #N812100 and

Get: One (1) Faskut LuciSof® Bur #904764 Eclipse Lower Baseplate Resin (12/PK) (Specify One [1] item number)

(A $40 Value) FREE! B Original PN 905007  LightPink PN 905008
Source Code: BUR Light Reddish Pink PN 905009  Dark Pink PN 905011

DEALER Clear PN 905012
Promo 4 [sn and Eclipse Air Barrier Coating 5 fl. oz. PN 905047

Buy: Two (2) Boxes of of Sonox™ Ultrasonic | =, Sovox- = and Eclipse Model Release Agent PN 905048
Cleaner #98941 e = ! and Al-Cote® Separating Agent 65mL PN 652500
Get: One (1) FREE! (A $80 Value) Rty . Source Code: PROMO 2
Source Code: SUC s B
S 2098008000,
- {fitse,,
DEALER [,
Promo 5 e g

g Buy: Any three (3) promos
= Get: One (1) Free Portrait® IPN® Shade Guide
#902740 and one set of Lucitone 199°

Buy:Three (3) boxes of Neowax® Flexible ——
Baseplate Wax #774140101 or #774140102 ’H""'_’li —

' |

Get: One (1) one 7.25 oz. can of DENTSPLY® ‘
Sticky Wax #7709302 (A $20 Value) Shade Denture Tabs #89729 an )
OR One pound of DENTSPLY® Boxing Wax #77307 $86.60 Value!
(A $27 Value) Terms and Conditions: 4

1) Each promotion is limited to one redemption per customer.
2) To redeem your free goods, mail or (toll free) fax your dealer invoice noting free
product(s) to: DENTSPLY Prosthetics Customer Service, P.O Box 2558, York, PA

Source Code: NEO

DEALER 17405-2558, or toll free fax to DENTSPLY Prosthetics Customer Service, to
Promo 6 1-800-735-1101.
3) All free goods fulfilled through DENTSPLY Prosthetics. Allow 4-6 weeks for

delivery.

Buy: Two (2) DENTSPLY® Silicone Spray #98929 4) Offer valid in the 50 United States only.
Get:One (1) FREE! (A $1 8 Value) 5) These offers cannot be combined with any other DENTSPLY offers or contract

Source Code: SSS agreeme| nts.
6) Offer valid October 1 - December 31 2014. Redeem by January 31, 2015.

prosthetics.dentsply.com | 1-800-243-1942 ©2014 DENTSPLY International, Inc. All rights reserved. R{"IY




AN EXCLUSI VE OFFER FROM DELTA MILLING
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mill Deii‘a ﬁnm copings from your .stl files for just

PER
COPING

FOR FRAMEWORKS
UP TO 14 UNITS

Similar savings available for full-contour
crowns milled from Delta Zirconia or
BruxZir™. Free shipping by FedEx Saver

) SPECIAL PRICE
for orders of 3 or more units.

GUARANTEED THROUGH
DECEMBER 31, 2016

------------------------------------------------------------------------------------
--------------------------------------------------------
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] The Next-Generation Dental Scanner. Now.

optimet-DS G0

ADVANCED DENTAL SCANNER
and exocad software

This Delta Milling offer is exclusive for purchasers of the Optimet-DS 6000

Advanced Dental Scanner and exocad software from Aurident.

.................................................................................................................................
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DELTA Start Saving Now! Call 800-422-7373
mﬂgﬂﬁﬁwa or visit our website at Www.aurident.com




