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Planmeca Romexis® 6 features a new 
modern look with a focus on e�  ciency, 
fewer clicks, and a customizable, intuitive 
user interface that guides users through 
tasks and work� ow.

Schedule a virtual demo today, 
visit info.planmecausa.com/romexis6
or call (800) 718 4598

All-in-one software featuring:  

 Single image browser

 Customizable user interface

 Work� ow wizards

 Floating windows

 Super connectivity

ROMEXIS 6—GIVING YOU THE 
FREEDOM TO NAVIGATE YOUR 
WORK IN A WHOLE NEW WAY
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Romexis 
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STAY INFORMED, 
STAY SAFE
As I write this letter, we’re still in the midst of the COVID-19 pandemic. Most dental 
offi ces are closed except for emergencies, and many of us are still staying home. Our 
“normal” lives are on hold as we work together to slow the spread of the virus, learn 
more about the disease and discover a vaccine. I hope you, your family and your dental 
team are well. If dental offi ces open back up in your area, please follow the guidance 
of national and local health offi cials to ensure you and your patients stay safe.

Distractions during stressful times are helpful and welcome. If you haven’t already 
reopened your offi ce, reading about other successful practices and new technologies 
will keep you informed and prepared to offer your patients the best possible care. 

The story of Jeffrey S. Butts, DDS, may be the distraction you’re looking for. Before 
becoming a dentist in 2009, Butts was the lead singer, songwriter and guitarist for 
two rock bands and toured with performers like the Black Eyed Peas, John Mayer, 
Aerosmith, Stone Temple Pilots and The Roots. A circuitous route brought him to 
dentistry, and he now practices in Atlanta, GA, in an offi ce that refl ects his personality. 
With the help of Patterson Dental, Butts’ vision for his practice came to life – he 
purchased equipment and technology that enables him to provide cutting-edge 
dentistry and designed a space that is “super cool and comfortable.” Learn more 
about Butts’ journey from rock star guitarist to rock star dentist on page 20.

If you’re focused on reopening, read about the plan Steven Freeman, DDS, created to 
reopen his doors back in May. With patient cars serving as personal waiting rooms, he was 
able to provide emergency dental services while taking protective measures in his offi ce 
– one patient per operatory per day, with all team members outfi tted with appropriate 
personal protective equipment. Freeman also shared how he became a dentist and 
details of the 11,000-square-foot, 24-operatory practice he recently renovated in St. 
Augustine, FL, with the help of Patterson Dental. You’ll fi nd Freeman’s story on page 30.

No matter what stage of reopening your dental practice is in, it helps to reach out to 
colleagues for both logistical and emotional support and tap into the expertise of 
those who’ve helped you in the past. The team at Patterson Dental stands ready to 
ensure as many dental practices as possible continue to serve their communities.

Eric Shirley
President, Patterson Dental
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Technology and Equipment
Kristin Scott

Director of Customer Marketing
Nicole Fox 

Marketing Managers
Jill Karl
Jen Stresnak
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SciCan STATCLAVE™G4
Chamber Autoclave

Fast and efficient turnover of 
wrapped instruments.

Closed-Door Drying and vacuum 
technology, results in perfectly dried 
instruments every time.

Capacity of up to 4 full-size cassettes and 
4 exam cassettes, or 20 pouches.

G4 Technology allows users to receive 
cycle data, maintenance information and 
automatic user interface software updates.

This changes everything.
Again.

Manufactured by: SciCan Ltd. | 1440 Don Mills Rd | Toronto, ON | M3B 3P9
STATCLAVE is a trademark of SciCan Ltd. 

Experience cutting edge sterilization.

www.scican.com/us/statclave

With the reliability you’ve come to expect from your trusted STATIM, 
the STATCLAVE G4 Chamber Autoclave is designed to deliver speed, 
capacity, safety, and efficiency to your practice. 

Its 11” chamber and vacuum assisted closed door drying efficiently 
delivers sterilized and dried wrapped instruments. 
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The best smart technology pairs modern convenience with timeless performance. From diagnosis to treatment, 
these intelligent solutions can help keep your practice connected, productive and successful. 

NEW TECHNOLOGIES & INNOVATIONS

NEW TECHNOLOGIES 
& INNOVATIONS

Best Practice
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Unveiled at the 2020 Chicago 
Midwinter Dental Meeting, 
DentalEZ’s Aeras Intelligent 
Platform brings two new smart 
devices to the dental space: the 
Aeras Dental Compressor by 
Ramvac and the Aeras 500 Elite 
Handpiece by Star. The platform’s 
capabilities include data collection, 
information sharing and standard-
of-care process streamlining, which 
collectively work to enhance patient 
care and practice effi ciency.

Ramvac’s Aeras Dental Compressor 
is equipped with cloud-based 
technology that supports 24/7 active 
monitoring via data streaming from 
embedded sensors. This technology 
automatically detects potential 
issues and the immediate relay of 

diagnostic information via text or 
email to prevent unwanted downtime. 
Easy access to all of this data, along 
with equipment monitoring and 
power-on/off scheduling, is readily 
available using a web browser. All 
Aeras compressors come with a 
monitoring service subscription and 
are protected by an optional 8-year 
extended warranty.

Made with Dual Desiccant Dryer 
Technology, the Aeras Dental 
Compressor inhibits harmful bacterial 
growth. Additionally, the unit’s rocking 
piston enables quiet operation while 
doubling compression ring lifespan 
and delivering peak 100% continuous 
airfl ow. For practices that require extra 
operating power, a high-pressure 
option also is included.

DentalEZ – Aeras Intelligent Platform

Videos
Aeras Compressor: 

https://tinyurl.com/
y9e6lxth

Aeras 500 Elite 
Handpiece: 

https://tinyurl.com/
y9syuk8x
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NEW TECHNOLOGIES 
& INNOVATIONS Continuing the legacy of the successful Gendex sensors, 

KaVo IXS is a next-generation imaging solution for 
patient-centric practices. Thanks to enhanced robust 
engineering and automation, KaVo IXS enables you to 
easily produce diagnostic-quality images with improved 
contrast, less noise and greater dose fl exibility.

Advances in KaVoTough engineering mean that 
KaVo IXS is three times more resistant to damage 
or functional failure than Gendex GXS-700, KaVo’s 
previous-generation sensor. The device’s sensor 
housing is strategically built to protect internal 
components, while the cable is so durable that it 
should never require replacing. KaVo IXS also was 
created with patient comfort in mind – the ergonomic 
construction eliminates sharp edges, allowing for closer 
placement to patient anatomy. In addition, two RiteSize 
sensor sizes are available to fi t any patient mouth.

Made with SimplySmart IoT technology, KaVo IXS’s plug-
and-play design allows for seamless, no-stress workfl ow 

integration with your existing software – just plug the 
sensor into any operatory USB port to instantly download 
calibration fi les and begin using. KaVo IXS’s smart 
capabilities also deliver automatic software updates and 
proactive sensor health monitoring, so you can ensure that 
your devices are always good to go.

KaVo Imaging – KaVo IXS Digital Intraoral Sensors

7
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Video
Take an inside look at 
KaVo Tough engineering 
and discover what else 
comes with your KaVo 
IXS purchase:

https://tinyurl.com/
yar8v2c6

Aeras 500 Elite 
Handpiece: 

https://tinyurl.com/
y9syuk8x

BPJUL20 New Technologies (6-9).indd   7BPJUL20 New Technologies (6-9).indd   7 6/17/20   1:58 PM6/17/20   1:58 PM



dentalez.com

INTELLIGENT UTILITY THAT 
MONITORS & COMMUNICATES

UTILITY

*Terms apply
1Applies only if subscribing to monitoring service

Feel confident knowing your utility equipment can be 
monitored & protected around the clock1

Schedule remotely
exactly when your equipment powers up & down1

Get automatic notification
when preventive maintenance is required1

8-Year optional extended warranty* 

8

Combining industrial production quality with high 
precision and modern design, Ivoclar Vivadent recently 
introduced the PrograMill One, the world’s smallest, 
smart 5-axis milling machine. The PrograMill One 
is designed specifi cally for the creation of esthetic 
IPS e.max CAD restorations and features innovative 
5-axis turn-milling technology (5XT). This technology 
enables the block to move around the tool, promoting 
outstanding surface quality and fi t alongside shorter 
processing times and minimal tool wear.

Unlike other mills, the PrograMill One is built for 
simple, plug-and-play operation and requires no 
separate fi ltration or suction units. The self-contained 
device features a 5-way material and 8-position tool 
changer as well as a convenient LED light ring indicator 
to provide the user with current processing status. 
Additionally, an integrated camera automatically 
records all information on materials and tool usage via 
Data Matrix Code, making material management easier 
than ever.

The PrograMill One’s wireless functionality and 
remote operation via the PrograMill One App allow 
for placement and use anywhere in the workplace. 
Available on tablet or smartphone, the PrograMill One 

App puts comprehensive machine control and status 
at your fi ngertips at any time. The PrograMill One also 
offers seamless integration with 3Shape TRIOS and 
other intraoral scanners.

Ivoclar Vivadent – PrograMill One

Best Practice

Material Management
•  Material order list overview
•  Current processing status
•  Block changer control

Tool Management
•  Tool status display
•  8-position tool changer control

Machine Management
•  Machine data overview
•  Machine status
•  Filter unit status

The PrograMill One App

BPJUL20 New Technologies (6-9).indd   8BPJUL20 New Technologies (6-9).indd   8 6/17/20   1:58 PM6/17/20   1:58 PM
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TIPS & TRICKS
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Today, most people looking to purchase a new product 
or service head straight for the internet. Findings reveal 
that at least 89% of consumers turn to search engines 
like Google – the market leader – before making a 
purchasing decision. Similarly, approximately 80% 
of consumers use search engines to seek out local 
businesses – including nearby dental care providers.

The above data highlights the ever-growing 
importance of establishing an online presence for 
your dental practice. Unfortunately, in an increasingly 
competitive, constantly shifting digital landscape, 
it isn’t enough to just build any website and call it 
a day. Steps must be taken to ensure that potential 
patients not only fi nd your site but, once they do, are 
compelled to choose your practice over another.

Building a great website requires an investment of 
both time and money, but it’s well worth it. In the age 
of the internet, your online presence is an extension 
of your practice – just as you would invest in creating 
an enticing and accommodating offi ce environment, 
you must do the same when putting together a 
website. The following fi ve tips are designed to help 
you build and optimize your website so that you 
can grow your patient base and business online.

MAKE THE MOST OF SEO
Since most consumers, including patients, begin 
their online experience with a search engine, it’s 

important to employ the principles of search engine 
optimization (SEO) to maximize your website’s visibility. 
SEO is an expansive, multifaceted and ongoing 
process, but at its core, it’s about creating great 
content and effectively implementing keywords. 

Five Ways to Enhance 
Your Website and Grow 
Your Patient Base

continued on page 12

It all starts the moment your patients walk through the door: perception. With heightened awareness of safety and 
sanitation, calming fears and protecting patients and staff is a paramount concern. A-dec’s line of infection control and 

sterilization solutions are specifically designed to help you do just that.

Boost patient confidence and 
show your commitment to 

maintaining a safe practice with 
hand sanitizer, tissues and face 
masks on one convenient stand.  

PROTECT AND 
SANITIZE STATION

Large capacity sterilizer allows 
combined loads and customized cycles. 

Attain sterilization best practices 
with bone-dry loads that help protect 

patients and mitigate risk.

LEXA STERILIZER

Functional workspaces with 
specified areas for each step of 

the process keep materials moving 
efficiently and ensure compliance. 

Sterilization simplified.

A-DEC INSPIRE 
STERILIZATION CENTER

a-dec.com/infection-control

View the latest additions to our infection control and sterilization solutions line.

PROTECT YOUR PRACTICE
from the reception to the operatory. 

©2020 A-dec, Inc. All rights reserved.
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Crafting well-written, engaging 
and valuable content might include 
comprehensive descriptions of 
services and treatments or the 
unique story behind your practice. 
After content, conducting keyword 
research will help you find frequently 
searched terms relevant to your 
content and organically insert 
them. Common keywords might 
describe your practice’s geographic 
location or your dental specialty. 
Site elements that benefit most 
from SEO include your homepage, 
page titles, URLs, and descriptions. 
In particular, it’s important to have 
a clear, concise and keyword-rich 
homepage title and meta description 
as these elements hold the most 
weight with search engines and are 
the first things patients will see.

Another major key to optimizing your 
website’s search engine performance 
is ensuring that it is “responsive.” 
This means that regardless of 
whether a user accesses your site on 
a laptop, mobile phone or tablet, 
the site will remain attractive, easy 
to navigate and quick to load, 
displaying content that is engaging 
and informative. According to 
Google, nearly 40% of people search 
using only a smartphone, and, as 
a result, more searches occur on 
smartphones than computers. Based 
on these trends, Google and other 
search engines are giving preference 
to mobile sites. So, now more than 
ever, your site must be responsive 
if you want to be competitive. 

PIQUE PATIENT INTEREST 
WITH VISUAL CONTENT
As the adage goes, “A picture is 
worth a thousand words” – and 

this is certainly true when it comes 
to marketing your business. Your 
website offers a great opportunity 
to show patients how exceptional 
your practice is rather than just tell 
them. Professional photography and 
video can enhance the appearance 
of your website and accentuate your 
practice’s most special and alluring 
aspects. Some ideas for visual 
content include patient testimonial 
videos, office walkthroughs, scenes 
of staff at work and procedure or 
tech demonstrations – anything 
that gives site visitors a virtual 
preview of the experience they’ll 
have as patients of your practice. 
Aim for high-quality content that 
provides helpful, accurate and 
relevant information, and you’ll 
be sure to attract more visitors to 
your website and your office.

GIVE YOUR PRACTICE 
CREDIBILITY WITH CUSTOMER 
TESTIMONIALS
Before the internet, dental practices 
relied heavily on person-to-person 
referrals to spread the word about 
their services and bring in new 
patients. Today, online customer 
testimonials fill this role – 88% of 
customers reportedly trust online 
reviews as much as personal 
recommendations and positive 
reviews can significantly boost your 
business’s search engine ranking. 
Because of this, it’s important to 
follow up with satisfied patients and 
encourage them to leave reviews 
after appointments. For many 
patients, a simple post-appointment 
email, text or in-person reminder 
should be enough to get them 
to share their feedback online. 
Patient engagement software 
can streamline this process by 
automating patient outreach and 

satisfaction surveys. Some tools 
even support cross-posting of 
reviews to and from Google and 
social media, making it easier than 
ever to display your credibility 
online and draw in new patients.

CREATE A CONVENIENT 
AND COMPELLING 
CALL-TO-ACTION
Once someone has found your 
website, the next step is establishing 
contact. For potential patients, 
the contact process should be as 
painless as possible, and a well-
designed website that provides 
a user-friendly experience can 
facilitate this. All relevant contact 
information – such as your practice’s 
address, phone number and 
email – should be easy to find at 
the top and/or bottom of each 
page. For added convenience, 
consider a portal that doesn’t rely 
on contacting your office during 
work hours and, instead, allows 
patients to input information and 
schedule appointments at their 
leisure. This should be located 
on a separate, clearly labeled 
“Contact Us” or “Schedule an 
Appointment” page and feature 
a concise, easy-to-understand 
form with information on what 
they can expect when they come 
to your practice for the first time.

BOLSTER YOUR 
ONLINE PRESENCE WITH 
SOCIAL MEDIA
As of 2019, 72% of American adults 
use some type of social media. 
While your website may be the 
center of your online presence, 
social media presents many 
additional opportunities for reaching 
new patients and shaping their 
perception of your practice. Content 
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continued from page 10
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that might not “fit” your website – 
such as videos and infographics – are 
all highly suited for social media. 
You also can provide educational 
resources and even show off the 
lighter side of your practice by 
posting about team gatherings, 
office celebrations and dental 
humor. If your content is popular 
enough, it can generate likes, shares 
and backlinks, translating to more 
visibility on search engine results and 
increased success for your practice. 
Social media also provides you a 
rare chance to engage with patients 
directly, so be sure to respond 
to comments and messages in a 
helpful, timely manner to win their 
respect and their business. BP
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“Steps must be taken to ensure that 
potential patients not only find your site 
but, once they do, are compelled to choose 

your practice over another.”

Selecting endodontic products takes 
a careful eye. Patterson® brand hand 
files, rotary files, carbide burs, and 
advanced tools like our Apex Locator 
can help you deliver precise results. 
Ready. Aim. Bullseye.

SO PRECISE, 
WE PUT
OUR NAME 
ON IT.
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You’re a dentist and a business owner – a fairly unique 
combination. In this way, you are required to have a 
foot in two camps: clinician and CEO. The clinician in 
you is focused on performing evidence-based dental 
care, honing your clinical skills and staying up to 
date on the latest technology and materials. At the 
same time, the CEO side is concerned about practice 
growth, budgets and employee morale.

How do you ensure you’re properly attending to the 
clinician side of the equation while meeting your 
responsibilities as a business owner? The answer is 
simple: Focus on the anticipated outcomes. In order to 
balance your roles in the dental practice, it’s crucial to 
look ahead at and identify what you want to achieve. 
From there, you can more easily evaluate the tools and 
technologies that will move you in the right direction.

For example, when it comes to restorative care, 
ask yourself what a good patient experience looks 
like. Primarily, it’s about achieving accurate, esthetic 
outcomes. Patients will walk out of your offi ce feeling 
good about how they look – and with their oral function 
intact or, better yet, improved – because of the care 
you and your team provided.

Dental technology can make it easier for you to stay 
in control of those outcomes and streamline your 

PRACTICE BUILDERS

continued on page 16

Primescan™ AC
Your perfect starting point into digital dentistry.
Primescan enables safe, fast, and efficient digital
workflows that extend beyond the digital impression.

Enjoy the scan.™
Learn more at: dentsplysirona.com/primescan

Take Control, Increase 
Patient Satisfaction and 
Achieve Practice Goals ...
WITH TECHNOLOGY
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KaVo IXS is the new GendexTM. Built upon years of success with 

Gendex GXS-700 sensors, KaVo IXS emerges with even more robust 

engineering and automated technology.

Welcome to the era of KaVo IXS.

888-ASK-KAVO    –    kavo.com

KV00999/RevA*Study data on file.

daily workflow. And the right 
combination of technologies can 
help you expand the care you 
provide, exactly how you want to 
provide it. 

 Do you want to provide more 
accurate impressions to your dental 
lab? Maybe it’s time to invest in a 
digital intraoral scanner. 

Are you considering offering 
patients same-day crowns? Start 
investigating chairside milling units 
and design software.

Can you envision adding implants 
to your treatment options? Take 
a look at cone beam technology, 
treatment planning software, 
guided surgery and 3D printing.

Each piece of technology will give 
you the control you want and need 
for accurate, esthetic outcomes in 
addition to helping you build your 
business, keep team members 
engaged and achieve your 
practice goals.

IMPROVING IMPRESSIONS
Without a doubt, capturing 
traditional impressions can be a 
messy, time-consuming process that 
may or may not yield an accurate 
impression, and will in many cases 
leave patients less than satisfied. 
Digital impressions, on the other 
hand, give you the power to:
•  improve impression quality for 

better-fitting restorations
•   save time – digital impressions can 

be completed in just a few minutes
•  eliminate impression materials 

that make some patients gag
•  improve patient comfort

•  reduce patient and dental 
team anxiety

• reduce errors and inaccuracies 
•  impress, engage and 

educate patients 
•  store impressions digitally 

for as long as you need them 
– you’ll save space, improve 
recordkeeping and reduce paper 
in the office

CHAIRSIDE CONTROL
Adding chairside restorations to 
your practice offerings requires an 
investment of time and money in 
education and equipment – but 
you can be sure of tangible and 
intangible returns on that investment. 
From increased efficiencies that 

allow you to complete more cases 
to team excitement about the 
technology and patient satisfaction 
with treatment outcomes, the 
digital restorative process puts 
you in the driver’s seat. With 
CAD/CAM technology:
•  you have product and artistic 

control of the restorations you 
choose to fabricate and seat

•  you can spend more of your time 
on tooth preparation and final 
restoration seating 

•  depending on your software, 
you may only need to do final 
characterization, staining 
or glazing

continued from page 14

continued on page 18

Soft-Tissue Lasers: The Cool Tool
Everyone talks about handpieces being the workhorses of dentistry, 
but soft-tissue lasers may be a close second. They can help you 
provide accurate, efficient treatment that reduces patient discomfort.

INDICATIONS
Periodontal treatment – Laser energy penetrates into periodontal 
pockets and targets unhealthy tissue. Used in conjunction with scaling 
and root planing, lasers can enhance treatment efficacy. 

Gingival contouring – Using a laser for gingival contouring can reduce 
patient discomfort. You can quickly remove excess tissue, and the 
laser energy cauterizes capillaries to enhance hemostasis and prevent 
swelling. 

Frenum removal – With soft-tissue laser therapy, you can perform a 
frenectomy without stitches and patient discomfort. Instead, the laser 
ablates the frenal attachment and then coagulates and cauterizes the site.

WOW FACTOR
Don’t underestimate the power of the “wow.” Lasers are an impressive 
tool, and patients will appreciate that – in addition to being “cool” – they 
make treatment more comfortable. The result? Satisfied patients who 
think you’re the bomb and can’t wait to tell their friends and family.
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VISIT PATTERSONDENTAL.COM/RETURNS, 
OR CONTACT YOUR SALES REPRESENTATIVE
TO LEARN MORE.

EASIER, 
FASTER
ONLINE 
RETURNS

GET YOUR CREDIT BACK FASTER.

Experience upgraded product returns at 
PattersonDental.com. We listened to your feedback, 
and built in functionality that allows you to:

• Quickly select items to return
• Create and print shipping labels
• Receive credit within 24 hours

It’s easy to get started – access My Account on 
PattersonDental.com and click Returns on the drop-down 
menu. With simple actions and intuitive, step-by-step 
workfl ow, it’s easier than ever to do business with Patterson.
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From a business perspective, using CAD/CAM 
technology can reduce:
• lab fees 
• instrument sterilization
• time spent setting up and breaking down operatories
•  disposable product use, such as impression 

materials, wax, stone and temporary materials

IMPLANT INTEGRATION
More and more general dentists are offering implants 
to their patients. One of the biggest reasons for this 
growth is the technology that makes diagnosis and 
treatment planning easier and more efficient. Implant, 
restorative design, and material options – with an 
assist from guided surgery – put you in charge of the 
treatment process from beginning to end.

Here are just a few of the technologies that will put you 
in control of your implant treatment outcomes.

Imaging – Both cone beam computed tomography 
(CBCT) and digital impressions are critical to implant 
treatment. CBCT imaging takes the guesswork out 
of what lies beneath, including the amount of bone 
available to support the implant, alveolar bone 
angulation, presence of undercuts and the position of 
the maxillary sinus and neurovascular structures. Digital 
intraoral scanners give you accurate impressions quickly 
and help you create lasting, esthetic restorations.

Implant Planning Software – With implant planning 
technology, you can merge your CBCT and digital 
impression files to plan the case, design the final 
restoration using a digital wax-up and determine 
restoration retention (screw or cement).

Computer Guided Surgery – What you’ve mapped 
out with the planning software – the virtual world – can 
be precisely transferred to the real world with guided 
surgery. You design the guide in the planning software, 
print it using a 3D printer and seat it in the oral cavity 
for accurate surgery and implant placement.

3D Printers – 3D printer technology continues to 
evolve, but many dentists are beginning to invest in 
these units and make them part of their daily practice. 
If implant dentistry is on the table for you, a 3D printer 
can be vital to a streamlined workflow because it 
will allow you to print surgical guides, models and 
provisionals right in your office.

YOU’RE THE BOSS
As a clinician and business owner, you can create the 
practice you want. Whether it’s integrating a single 
technology such as lasers or digital impressions or 
an end-to-end solution like chairside CAD/CAM 
restorations, you’re the boss. Take advantage of the 
tools and technologies that will enhance your control 
of the goals you want to achieve as well as the 
patient outcomes and satisfaction that will ensure 
practice success. BP

continued from page 16

“Each piece of technology will give you the control 
you want and need for accurate, esthetic outcomes in 
addition to helping you build your business, keep team 
members engaged and achieve your practice goals.”
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“Each piece of technology will give you the control 
you want and need for accurate, esthetic outcomes in 
addition to helping you build your business, keep team 
members engaged and achieve your practice goals.”
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IN AND OUT OF THE PRACTICE
When You’re a Rock Star 
Changing careers midlife and rocking out with technology
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How often can a patient say, “My dentist is a rock star,” and mean it literally? 
Many dentists wouldn’t mind that kind of accolade – and many truly are rock stars in the 
world of dentistry. But Dr. Jeffrey S. Butts actually held the roles of lead singer, songwriter and 
guitarist in two rock bands before he became a dentist. His bands, Shock Lobo and Modern 
Hero, toured with and opened for the Black Eyed Peas, John Mayer, Aerosmith, Stone Temple 
Pilots and The Roots, to name a few. Shock Lobo released two albums, was mentioned several 
times in Billboard magazine and won the VH1 Indy Band of the Year award in 1999. 

So, how did Butts end up practicing dentistry? It was a long and winding road…

THE MAKING OF A MUSICIAN
Butts wasn’t born a rock star. In fact, he originally considered going into real estate. “My 
dad was a real estate broker, so when I was growing up, I wanted to own real estate up on 
the horizon,” he said. “I didn’t know that I was going to go into music or become a dentist. I 
just wanted to be happy.” 

Butts started playing guitar at 16 “really just to get a girl,” he laughed. When he began 
writing songs and playing gigs, people were responsive. “It was great. I also toured with De 

Best Practice

PHOTO ON LEFT:  Dr. Jeffrey S. Butts 
PHOTO ABOVE:  Spacious lobby with high ceiling

When You’re a Rock Star 
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La Soul and my best friend, singer 
Cody Chesnutt,” he recalled. But 
what he began to feel wasn’t so 
great was the erratic lifestyle – 
the pressure of success, the late 
nights, constant traveling and 
sometimes run-ins with shady 
characters. When he became 
friends with a woman who was 
a dentist and learned more 
about how she helped people, 
he realized he admired her for 
her dedication, success and job 
satisfaction, and began to think 
that dentistry would be a good 
second career for him. 

From rock star to dentist seems 
to be an unlikely transition until 
you consider the commonalities 
between the two professions: 
dexterity, finger strength, attention 
to detail, concentration, dedication, 
creativity and a desire to make 
people feel better. He realized 
dentistry would fit into his evolving 
philosophy on work-life balance 
and provide him with greater 
stability and a less frenetic lifestyle 
for his daughter. 

Over the years, Butts had moved 
from New York to Georgia and 

back a few times for college, 
eventually graduating from 
Georgia State in 1998. “Because 
of the band, it took 10 years,” 
he said. Butts graduated with a 
degree in music management, 
which he referred to as “the 
equivalent to basket weaving.”

Charting a new path, Butts went 
back to college to take the science 
classes he needed to get into 
dental school. He attended Meharry 
Medical College School of Dentistry 
in 2004 and completed the five-
year, post-baccalaureate program 
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in 2009. After graduation, Butts 
became an associate for three years, 
practicing and honing his skills in a 
variety of dental offices. When one 
of the practices, located on Camp 
Creek Parkway, came up for sale in 
2012, Butts decided it was time to 
be his own boss and purchased it. 
Little did he know that he would 
build out his dream practice a half-
mile away just three years later.

OWNING A PRACTICE
“When I bought the practice, I 
knew that I wanted to expand 
my services so I could offer oral 

surgery, implants, IV sedation 
and same-day dentistry,” Butts 
recalled. He wanted to have better 
control over the final outcomes of 
more advanced treatments as well 
as keep whatever services he could 
in-house from a business-model 
perspective. The idea of providing 
more comprehensive care for his 
patients under one roof became 
the focus for his practice growth. 
Unable to expand in his first 
location due to lease restrictions, 
he started discussing his ideas with 
Eric Romano, his Patterson Dental 
territory representative. They 

PHOTO – OPPOSITE PAGE 
While not in the bands anymore, Dr. Butts still 
plays guitar every day. 

PHOTOS – ABOVE – CLOCKWISE FROM LEFT 
CEREC MC X

Orthophos imaging unit

Supply and sterilization area of operatory
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began hunting for a new space 
and thinking about the types of 
training and equipment he would 
need to provide implants and 
same-day dentistry. 

Butts purchased a CEREC system 
so he could start milling his 
own crowns. He also acquired 
an Orthophos 3D unit for cone 
beam imaging and surgical 
planning. Later on, he was invited 
to the Spear Education Center 
in Scottsdale, AZ, where he 
was introduced to the CEREC 
Omnicam. He continued investing 
in Dentsply Sirona technology with 
the recent purchase of a CEREC 
Primescan, which has increased 
the speed of his digital workflow, 
and he has since upgraded 

the computer and software for 
his Omnicam. 

A PRACTICE REFLECTING 
HIS PERSONALITY
Camp Creek Dental now occupies 
the second floor of a two-story 
medical office building. Sparing 
no expense on the design, décor, 
technology and equipment, Butts 
felt that he had achieved his 
vision for the space. “My office is 
beautiful,” he said. “It’s super cool 
and comfortable.”

He wanted the office to represent 
a functional piece of art, with a 
design that could help people who 
usually fear dental appointments 
and are reluctant to come in feel 
more at ease in his office. “There’s 

a very high ceiling in the lobby 
and a really cool artwork entitled 
‘Victory’ by José Awo mounted on 
the wall,” he explained. “As you 
walk to the operatories, the ceiling 
drops back down so it feels like 
you’re going through a kind 
of tube. It’s supposed to represent 
a transition. 

“Glass barn doors enclose the 
sterilization area and the 3D printer 
so patients can see where the 
instruments and their aligners are 
processed. Patients also walk right 
past the Orthophos imaging unit, 
which is illuminated by a glowing 
purple light. It’s very pretty.”

There are seven operatories, 
including three for the hygiene team 
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and two surgical suites. The design 
includes two exit doors so patients 
who have been sedated do not have 
to leave through the main entrance. 
“As you walk into the clinical area, 
the ceiling opens up again, exposing 
pipes and other mechanical things 
above so the operatories don’t feel 
small,” Butts continued. “I hope the 
design helps make patients 
feel comfortable and creates a 
‘wow’ effect.” 

The practice provided a comfortable 
working environment for dental 
team members. Similarly, existing 
patients were blown away by the 
unique vibe and feel of the new 
space and impressed by all of the 
new technologies Butts was using 
during their treatments. Some 

were especially surprised when he 
designed and milled crowns right in 
front of them. 

“Patients should know what’s going 
on in the office and in their mouths, 
as well as what options and choices 
they have,” he explained. “I know 
patients have other options for 
dental care, so when they choose our 
practice, I love to wow them.”

WORKING WITH THE 
PATTERSON GROUP
Butts expressed how much he loves 
working with Patterson, particularly 
praising his representative, Romano. 
“He always points me in the right 
direction,” Butts explained. “I’d like 
to be the best dentist I can be, and he 
helps me make that dream come true.”

PHOTO – OPPOSITE PAGE 
The Camp Creek Dental team

PHOTOS – TOP, 
CLOCKWISE FROM LEFT  
Infection control area 

Hallway that connects the lobby and 
operatories

CEREC Primescan

Dr. Butts chatting with patient in 
an operatory
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Romano described Butts as always 
interested in gaining knowledge 
and bettering himself. “He is 
always striving to learn more to 
improve his dentistry and offer 
more services to his patients.” 
When they met, Butts had just 
completed his implant and IV 
sedation advanced training, 

making him one of only a handful 
of general dentists who can 
provide IV sedation in Georgia. “I 
don’t know if he knew that or not, 
but it demonstrates his ambition 
to learn and do more for his 
patients,” Romano said. “And the 
new office allowed him to better 
accomplish his goals.”  

Romano attributed Butts’ practice 
growth to the new location and 
technologies. “When he purchased 
the CEREC and started offering 
same-day crowns, it totally changed 
his practice,” he said. The two soon 
realized that there was a bottleneck 
in the workflow caused by his 
inability to mill multiple restorations 

PHOTO – ABOVE 
One of seven operatories in the practice

PHOTO – OPPOSITE PAGE 
View of operatory and sterilization areas 

and get them into the oven quickly 
to meet the increasing needs of 
the practice. To solve this problem, 
Butts bought a second CEREC 
system and made sure he had 
everything he needed for a totally 
equipped, one-stop practice. 

“He jumped in headfirst,” Romano 
said with a chuckle. “I’ve never 
seen a dentist like this! Most 
people take baby steps to learn 
each process. But the result is 
that Butts’ practice has grown 
tremendously since he moved.”  

Butts and Romano also have talked 
about him hiring an associate, 
another indication of successful 
practice growth. “Because I’m there 
every week or two, I get a good feel 
about the traffic in the practice,” 
Romano said. “I suggested 
bringing in another dentist so he 

Products:
CEREC Primescan

CEREC MC X and MC XL mills

Programat CS2 furnace

SciCan HYDRIM instrument washer

Eaglesoft

Schick sensors

Orthophos 3D imaging unit

CEREC Omnicam

CEREC SpeedFire 

Pelton & Crane cabinets

MoonRay 3D printer

Drufomat scan pressure machine

M11 UltraClave and M3 UltraFast
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and get them into the oven quickly 
to meet the increasing needs of 
the practice. To solve this problem, 
Butts bought a second CEREC 
system and made sure he had 
everything he needed for a totally 
equipped, one-stop practice. 

“He jumped in headfirst,” Romano 
said with a chuckle. “I’ve never 
seen a dentist like this! Most 
people take baby steps to learn 
each process. But the result is 
that Butts’ practice has grown 
tremendously since he moved.”  

Butts and Romano also have talked 
about him hiring an associate, 
another indication of successful 
practice growth. “Because I’m there 
every week or two, I get a good feel 
about the traffic in the practice,” 
Romano said. “I suggested 
bringing in another dentist so he 

wouldn’t have to refer patients 
elsewhere or schedule them really 
far out. He also has talked about 
bringing specialists in one day a 
month to do difficult cases.”

TECHNOLOGY HEAVEN
Butts likes the control of 
manufacturing appliances himself. 
“Manufacturing surgical guides is 
important to me because I know 
what I want the implant to do and 
where it should go,” he explained. 
“I think having the confidence to 
execute that type of solution makes 
me a better clinician.” Determined 
to add to his capabilities, Butts is 
learning how to fabricate dentures 
and partials. “I believe that dentists 
who use software to design what 
they want to make will join an era 
of new ‘super docs.’ We should 
always strive to be the very best 
we can be.” 

Butts believes his equipment 
covers all the bases in terms 
of patient needs. He uses 
the MoonRay 3D printer from 
SprintRay to fabricate models 
and print clear aligners, and a 
Drufomat scan pressure machine 
to create night guards and other 
orthodontic appliances. He also 
has Blue Sky Bio software for 
melding CBCT and CEREC images 
to create surgical guides. After 
digitally designed prosthetic 
solutions kept crashing his 
computers, he purchased three 
gaming computers to run all the 
different software. 

FOLLOWING IN HIS FOOTSTEPS
Butts is thrilled that his dental 
career has inspired his daughter, 
who is in the medical program 
at Kennesaw State University, to 
pursue a similar path. He explained 
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that when he was in dental school, 
he sometimes had to take her to 
class with him when he could not 
get child care. “But my teachers 
were open minded, and she was a 
good kid,” he recalled.

In addition to mentoring his 
daughter, Butts pays it forward with 
other dental students who want 
to follow in his footsteps. “I have 
prospective dental students come 
through every now and then to 
shadow me,” he said. “I explain my 
philosophy on serving the public 
and show them the technologies 
I use. And I write them a letter of 

recommendation for dental school 
if they want to be a dentist.”

Although Butts still plays guitar 
every day, he doesn’t jam with the 
bands anymore. “I did get some of 
the Shock Lobo band back together 
for a ‘grand closing’ party at the 
old dental office. I had security, a 
velvet rope, a smoke machine and 
a lot of liquor. We rocked it out 
in the lobby for old friends, some 
patients, my team and my builder. 
I am planning to do a performance 
somewhere again someday. I just 
haven’t figured out the time and 
place yet.”  BP

According to Eric Romano, the Patterson Dental 
territory representative involved in this project, Dr. 
Butts’ first dental office was an outdated orthodontics 
practice with an odd setup. All of the rooms were 
makeshift with no cabinetry and three-quarter walls 
separating the operatories. Romano also considered 
the location of the practice, between a popcorn store 
and a restaurant, and how relocating could improve 
Butts’ business. “After being a rock star – how often 
can you say that about someone? – who spent years 
touring with and opening for big-name bands, he went 
to dental school later in life,” Romano stated. “So, 
when he bought that practice, he just didn’t know what 
to look for.” 

Butts wasn’t doing business with Patterson before 
Romano arrived at his office. “Like any Patterson rep, 
we like to bring our customers value-added service,” 
Romano said. When Butts started talking about 
finding a new location, Romano asked him what his 
vision was. “He didn’t really have that all figured out 
yet,” he explained. “He just wanted to get out of that 
space and update his equipment.” Romano’s role 
in the process began in earnest when he connected 
Butts with a real estate broker, a lease negotiator, a 
contractor, a Patterson Dental equipment specialist and 
a Patterson Dental designer. 

They finally found the right space: a 2,700-square-foot 
former dermatology office on the second floor above a 
medical practice and pharmacy. The biggest challenge 
was dealing with the first-floor tenants – they had to 
ask for permission to access their space and try not 
to disrupt their daily operations. “When the whole 
building except your space is well established, that’s 
hard to work around,” Romano said. 

Everyone involved had to work odd hours – after the 
medical office closed and on weekends. The new 
equipment included dental chairs, cabinetry, a CBCT 
system, milling machines and surgical suite equipment. 
Hauling it all up a flight of stairs and hooking it up 
wasn’t easy for the Patterson techs. Yet while it was 
difficult to handle hiccups when the medical office was 
open, the Patterson team kept the overall setup of the 

Developing a New Practice with a Unique Vibe

PHOTOS – ABOVE – CLOCKWISE 

In-house equipment – MoonRay 3D printer, 
CEREC SpeedFire and CEREC MC X

Programat CS2 furnace

Dr. Butts and his dental assistant referring to 
Primescan screen while scanning a patient

Patient getting scanned by an Orthophos 
imaging unit while a dental assistant supervises

PHOTO – OPPOSITE PAGE 
Dr. Butts and the Patterson Dental team
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recommendation for dental school 
if they want to be a dentist.”

Although Butts still plays guitar 
every day, he doesn’t jam with the 
bands anymore. “I did get some of 
the Shock Lobo band back together 
for a ‘grand closing’ party at the 
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velvet rope, a smoke machine and 
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I am planning to do a performance 
somewhere again someday. I just 
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place yet.”  BP
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According to Eric Romano, the Patterson Dental 
territory representative involved in this project, Dr. 
Butts’ first dental office was an outdated orthodontics 
practice with an odd setup. All of the rooms were 
makeshift with no cabinetry and three-quarter walls 
separating the operatories. Romano also considered 
the location of the practice, between a popcorn store 
and a restaurant, and how relocating could improve 
Butts’ business. “After being a rock star – how often 
can you say that about someone? – who spent years 
touring with and opening for big-name bands, he went 
to dental school later in life,” Romano stated. “So, 
when he bought that practice, he just didn’t know what 
to look for.” 

Butts wasn’t doing business with Patterson before 
Romano arrived at his office. “Like any Patterson rep, 
we like to bring our customers value-added service,” 
Romano said. When Butts started talking about 
finding a new location, Romano asked him what his 
vision was. “He didn’t really have that all figured out 
yet,” he explained. “He just wanted to get out of that 
space and update his equipment.” Romano’s role 
in the process began in earnest when he connected 
Butts with a real estate broker, a lease negotiator, a 
contractor, a Patterson Dental equipment specialist and 
a Patterson Dental designer. 

They finally found the right space: a 2,700-square-foot 
former dermatology office on the second floor above a 
medical practice and pharmacy. The biggest challenge 
was dealing with the first-floor tenants – they had to 
ask for permission to access their space and try not 
to disrupt their daily operations. “When the whole 
building except your space is well established, that’s 
hard to work around,” Romano said. 

Everyone involved had to work odd hours – after the 
medical office closed and on weekends. The new 
equipment included dental chairs, cabinetry, a CBCT 
system, milling machines and surgical suite equipment. 
Hauling it all up a flight of stairs and hooking it up 
wasn’t easy for the Patterson techs. Yet while it was 
difficult to handle hiccups when the medical office was 
open, the Patterson team kept the overall setup of the 

space running smoothly and kept Butts from worrying 
about it. “It’s not a huge building,” Romano noted, 
“but it’s a much more ideal location with better access 
and more medical people around him.” 

Romano believes that the energy of Camp Creek 
Dental is what makes it original. It is located in an 
artsy part of the city, not far from the airport. “It has a 
downtown loft feeling with high, vaulted ceilings and 
exposed pipes,” Romano said. “Music is blasting from 
JBL speakers that hang from the ceilings. Dr. Butts’ 
custom-made desk looks like it was carved out of the 
trunk of a huge tree. He has a guitar hanging in his 
private office and some unique art pieces on the walls. 
I don’t have any other offices like this one. It’s a high-
quality, high-tech, unpretentious, comfortable space. 
And the whole staff is always smiling, laughing and 
having fun with the patients.” 

As he described the top-of-the-line equipment Butts 
has invested in, Romano said, “Patients may not realize 
the amount of technology they just passed on the way 
to the treatment chair, but they can feel it!” 

Developing a New Practice with a Unique Vibe
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Steven Freeman, DDS, is the owner of 
Elite Smiles, a full-service dental office 
located in St. Augustine, FL, that provides 
pediatric dentistry, orthodontics for all ages, 
Invisalign, implants, general dentistry, sleep 
apnea treatment and more. With nearly all 
dental specialties covered, patients rarely 
get referred to another dental office. But 
Freeman did not always have the space for 
all-inclusive dental services. 

The first practice he purchased had just five 
treatment rooms within its 1,800 square feet. 
A unique feature was that the operatories 
were completely enclosed, which his 
patients appreciated. When designing 
his new 11,000-square-foot, 24-operatory 
office, he took his patients’ suggestions into 
consideration. “We always got tremendous 
feedback from our patients,” he said. Some 
patients expressed that privacy was a top 

A FLORIDA PRACTICE WITH A 

Different Approach 
and a Less 
Traditional Design

PHOTO – ABOVE: Exterior shot of Elite Smiles

PHOTO – OPPOSITE PAGE: Steven Freeman, DDS
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A FLORIDA PRACTICE WITH A 

Different Approach 
and a Less 
Traditional Design
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priority for them. “Many told me 
that, in previous dental offices 
they went to, they felt that what 
happened in their treatment room 
was everyone’s business up and 
down the hallway. So, we wanted to 
create a more intimate atmosphere 
in the new building.”

An intimate design also helped to 
reduce the sound of dental drills 
and the smells associated with 
dentistry. “Patients hear the music 
we’re playing more than anything 
else, even though we have a huge 
number of people going in and 

out of the building every day under 
normal circumstances,” he noted.

DECIDING TO BECOME 
A DENTIST
Freeman’s father, who worked as 
an oral surgeon, inspired him to go 
into dentistry himself. “Growing 
up in Chicago, I was too much of 
a momma’s boy to go away for 
college, so I did my undergraduate 
studies at the University of Illinois. 
Then I went to The Ohio State 
University College of Dentistry. My 
dad played football there, which was 
factored into my decision.”

Two other experiences influenced 
his decision to become a dentist. 
When he was young, his father 
built model railroads with him. 
“I remember chipping my front 
tooth pretty badly while trying to 
pull two train tracks apart,” he 
recalled. “I asked my dad if he 
could fix it, but he said no because 
he wasn’t a dentist. That always 
made me curious. 

“Then, when I was older and started 
working with my dad, I saw how he 
was able to get people out of pain. 
I knew I wanted to help people 
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in a similar way. Seeing my dad 
providing care without having to go 
to medical school is what really led 
me to dentistry.”

Freeman moved to Florida, 
worked for a large practice chain 
for about three years and then 
set out on his own in 2008. “We 
originally intended the practice to 
be purely cosmetic,” he said. “I 
just wanted to do veneers all day 
long. But I chose a horrible year, 
with the housing crash in 2008, to 
focus on large elective surgeries 
and cosmetic procedures. No 

one wanted to do any of that.” 
So, he switched gears and began 
practicing general dentistry. 

About seven years into it, he realized 
that corporate dentistry chains 
were buying up solo practices in 
his area. “These equity groups saw 
an enormous amount of money 
could be made through dentistry 
because of its potentially high profit 
margins,” Freeman said. “I knew I 
needed to grow in a capacity that 
made my practice different or I 
would either be bought or, worse, 
driven out of business.”

CHARTING A PLAN FOR 
PRACTICE GROWTH
Knowing he would need to increase 
cash flow in order to start paying for 
the new building, Freeman rented the 
space another dentist had vacated 
across the parking lot from his office 
and converted it into a surgery center. 

PHOTO – OPPOSITE PAGE 
Reception area

PHOTOS – ABOVE, CLOCKWISE

CEREC MC X

Sterilization area with autoclaves

A spacious lunchroom for staff
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Luckily, Weidenaar had been a part 
of the design team for the other 
dental office and obtained a copy 
of the original plans. “If it wasn’t 
for that, it would have been a real 
struggle to find all the plumbing and 
specs and get the new equipment 
installed,” Freeman admitted, 
noting that Weidenaar had to 
“MacGyver” a few things to get 
them to fit in the space. “I ended 
up not wasting any time, resources 
or money in that temporary space. 
Honestly, it would not have worked 
out at all had I not been able to work 
with Patterson.”

IT’S ALL ABOUT 
PATIENT CONVENIENCE
Freeman wanted to occupy and 
work in a large building for the 

“The temporary space I rented was about 
2,000 square feet,” he explained. “I brought 
in a periodontist and some new technology, 
including the Orthophos XG 3D, so we 
could offer more services while we were still 
confined in our tiny spaces. I was able to keep 
my implants, extractions and all of the other 
periodontal work that needed to be done in-
house.” The practice took off from there and 
started growing at a steady pace. 

Patterson Dental was crucial to building out the 
surgery center because, although it had been 
a dental office previously, they encountered 
some challenges. Freeman and technology and 
equipment specialist John Weidenaar had an 
issue trying to locate the plumbing, upgrade 
the electrical and install all the new equipment. 
Freeman also expressed concern about not 
being able to transfer all his equipment to the 
new building. 
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Products:
A-dec chairs, delivery systems, and assistant’s instrumentation

Belmont X-rays 

KaVo NOMAD Pro 2 handheld X-ray system

Orthophos XG 3D

Midmark M11 steam sterilizer

SciCan STATIM autoclave

SciCan HYDRIM instrument washer

CEREC Primescan

iTero Element intraoral scanner
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Luckily, Weidenaar had been a part 
of the design team for the other 
dental office and obtained a copy 
of the original plans. “If it wasn’t 
for that, it would have been a real 
struggle to find all the plumbing and 
specs and get the new equipment 
installed,” Freeman admitted, 
noting that Weidenaar had to 
“MacGyver” a few things to get 
them to fit in the space. “I ended 
up not wasting any time, resources 
or money in that temporary space. 
Honestly, it would not have worked 
out at all had I not been able to work 
with Patterson.”

IT’S ALL ABOUT 
PATIENT CONVENIENCE
Freeman wanted to occupy and 
work in a large building for the 

sake of patient comfort. “We want 
our services to be as convenient 
for patients as possible,” he 
stated. “Think of Amazon. It 
became so successful because it 
dropped so many barriers to the 
buying process. With two clicks, 
you can buy an item while sitting 
on your couch, and it will show up 
on your doorstep tomorrow.”

With Amazon’s efficiency in mind, 
Freeman considered how he could 
drop barriers to patient care in his 
new practice. “One of the things 
patients really hate is being referred 
out. So, we made sure that we had 
all the specialists under one roof, 
we accepted their insurance, and 
we had convenient hours to make 
things as easy as possible. The 

easier you make it for patients, the 
more likely it is that they are going 
to pay, stay and refer.”

NEW OFFICE DESIGN 
CONSIDERATIONS 
Knowing that childhood visits to the 
dentist were traumatic for a lot of 
people, Freeman wanted to create 
a space that didn’t resemble a 

“The temporary space I rented was about 
2,000 square feet,” he explained. “I brought 
in a periodontist and some new technology, 
including the Orthophos XG 3D, so we 
could offer more services while we were still 
confined in our tiny spaces. I was able to keep 
my implants, extractions and all of the other 
periodontal work that needed to be done in-
house.” The practice took off from there and 
started growing at a steady pace. 

Patterson Dental was crucial to building out the 
surgery center because, although it had been 
a dental office previously, they encountered 
some challenges. Freeman and technology and 
equipment specialist John Weidenaar had an 
issue trying to locate the plumbing, upgrade 
the electrical and install all the new equipment. 
Freeman also expressed concern about not 
being able to transfer all his equipment to the 
new building. 
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conventional dental office at all. 
“We started by removing the 
front desk and adding a concierge 
greeting station, much like what you 
would find at a restaurant,” he said. 
There is also now a coffee bar that 
offers pastries and other treats. “I 
wanted to make it so when people 

walked in, they smelled coffee first 
and understood that they were 
somewhere different.” 

The design of the roughly 
2,500-square-foot waiting room 
and the rest of the 11,000-square-
foot office was inspired by home 
designer, décor expert and co-host 
of HGTV’s Fixer Upper Joanna 
Gaines, who Freeman is a fan 
of. “She goes for the updated 
farmhouse look,” he said. While 
working with the engineer and 
interior designer recommended by 
Patterson Dental, Freeman based 
a lot of his design decisions by 
asking, “What would Joanna do?” 

The lobby has a living-room 
atmosphere with vaulted ceilings, 
lots of windows that flood in natural 

light, clutter-free operatories and 
hallways, natural wood furniture 
and accent pieces, muted fabrics 
with pops of color and a separate 
waiting room and operatories for 
kids complete with murals of familiar 
comic characters. “We focused 
on those kinds of design touches 
throughout. Joanna’s big thing is 
shiplap. She loves it. So, we have 
shiplap on the walls and wooden 
beams and ceiling features.”

THE TECHNOLOGY TIE-IN
Freeman believes having the 
latest 3D technology and patient 
education tools in his office sends 
a reassuring message to patients. 
“They see these technologies as 
a statement that, ‘Hey, this office 
knows what they’re talking about,’” 
he said. “We don’t charge for 

PHOTO – THIS PAGE

Dr. Freeman taking an X-ray using KaVo 
NOMAD Pro-2

PHOTOS – OPPOSITE PAGE – 
CLOCKWISE

Operatory for pediatric patients

Elite Smiles is equipped with new, state-of-
the-art technologies.

Dr. Freeman talking with a patient

Natural wood furniture and accent pieces 
in the lobby
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our cone beam scans because the real profit 
for me is using this technology to do cases I 
otherwise wouldn’t be able to do. Also, the 
scans boost patient confidence because then 
we can take them through that kind of co-
diagnosis. If they can see what you’re talking 
about, they’re much more likely to proceed 
with treatment.”

Implementing same-day crowns ran parallel 
to Freeman’s prioritization of patient 
convenience; he didn’t want patients to have 
to make a second appointment to have crowns 
seated. “With CEREC and 3D milling, we’re 
able to increase the convenience factor for the 
patient, making it much easier for them to say 
yes to the treatment that they need,” 
he stated.

He uses his iTero Element intraoral scanner 
to digitally scan Invisalign patients and show 
them the results within minutes. “Invisalign is 

Bio:
Dr. Steven Freeman has authored multiple bestselling 
books, including Why Your Teeth Might Be Killing You, 
which he gives to patients for free. He has appeared on 
ABC, CBS, NBC, and Fox TV, and has been featured in 
Parent, Family, and Shape magazines. 

Freeman is the founder and president of Warrior Smiles, 
a not-for-profit charity that provides free dental care to 
veterans, and he is a coach and teacher for dentists across 
the U.S. and around the world. Freeman is a marathon 
runner and enjoys CrossFit but claims his most exhausting 
activity is raising his kids. He and his wife, Jenny, have been 
married for 17 years and have two children – 7-year-old son 
Charlie and 5-year-old daughter Katie. 

For more information about Freeman, visit 
DrStevenFreeman.com.
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a powerful selling tool,” he said. 
“And patients don’t have to gag on 
all that impression material or go 
through a retake.”

Similarly, the interactive patient 
experience with the 3D cone beam 
images makes all the difference. “I 
use 42-inch monitors to show the 
patients what I’m seeing on the 
X-rays while I’m talking to them 
about proposed treatment,” he 
said. “They always ooh and aah 

when you show them their mouth 
in three dimensions. They’re just 
blown away by it.”

Thanks to the successful integration 
of 3D technologies and enhanced 
marketing, Elite Smiles grew 100% 
in collections in the first 12 months, 
and at a roughly 80% plus rate for 
the last couple of years. Dr. Freeman 
was seeing around 100 new patients 
a month in the old practice after 
opening the surgical center. In the 
new location, before the coronavirus 
pandemic started, he saw about 200 
new patients a month. His staff has 
grown by almost 50%. 

“It’s our controlled chaos,” he 
laughed. “For the longest time, 
I had only three employees and 
I used to refer to them as ‘the 
couch’ because when we had an 

office meeting, they would all fit 
on the couch. Now, we have a 
2,000-square-foot lunchroom to 
use for office meetings. It’s almost 
surreal to look back and think 
about where I started compared to 
where I am now.”

Although the process has been 
fun, Freeman acknowledges the 
challenge of ramping up to a team 
of 35 employees. Fortunately for 
him, they consistently manage 
to work any issues out. “Business 
owners always say, ‘Good help is 
so hard to find.’ But I have the best 
team I’ve ever had,” he said. “It is 
truly amazing watching them get 
along as well as they do.”

Freeman attributes cooperation 
among his team as well as his 
practice growth to The Scheduling 

PHOTO – THIS PAGE

Dr. Freeman’s lobby has a living-room 
atmosphere and features a complimentary 
coffee bar.
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At the time of this interview, when 
asked how his practice is handling 
the coronavirus pandemic crisis, Dr. 
Freeman replied, “Patients use their 
cars as the waiting room and call 
to let us know they have arrived. 
We take their temperature, and if 
it is normal, they are immediately 
brought to one of the treatment 
rooms. All of our 24 treatment 
rooms are enclosed. We aren’t 
seeing as many patients as we 
normally do, so we are able to put 
patients in their own private room 
for the day.

“Our patients interact with no one 
aside from team members, who 
are all using personal protective 
equipment,” Freeman continued. 
“Because the patient is the only 
one who uses the room that 
day, there is no real need to fear 
contaminants. Each person is sitting 
in a room in which there is almost 
no way of contracting the virus 
because of the safety measures 
we’re taking.”

Freeman and his team members 
also have upped their safety 
standards to ensure everyone is 
as safe as possible when treating 
emergencies, such as infections, 
pain and broken teeth. 

With regard to protecting team 
members’ incomes, Freeman 
made sure that most of them were 
eligible for financial assistance and 
could keep their medical benefits. 
“We decided to furlough the 
entire team,” he said. “We chose 
furlough over firing because we 
wanted them to keep their benefits 
in place at a time when they may 

need medical insurance the most.” 
Subsequently, the practice was 
approved to receive funds from the 
Paycheck Protection Program. 

Freeman planned to train his team 
on some of the technologies and 
systems in the office before the 
reopening. “Practice owners are 
always talking about the things that 
we ‘need’ to do, like training, but we 
never seem to have the time to do 
it,” he explained. He acknowledged 
the serious and tragic impacts of 
the pandemic while noting the 
opportunity his practice was faced 
with: “Now we have this chance to 
catch our breath and get some things 
implemented that we have been 
meaning to for years, even decades.”

He uses a lot of advanced 
technology in his practice but only 
a certain number of team members 
were trained to use the CEREC 
and iTero systems. “Because of the 
downtime we have, we can make 
sure that all assistants know how to 
properly use these systems, which 
will make everything go so much 
smoother,” he said. Focused on 
optimization, Freeman also was 
meeting with various team leaders 

to weed out any inefficiencies 
in their systems and attempt to 
improve them. “We’re hoping 
to be in a better position when 
we reopen than where we were a 
couple months ago.”

Another goal was to rebuild 
patient trust. “I think one of the 
important things any business will 
need to do in the coming months 
is reestablish trust. It’s vital that 
we let each patient know that 
their health is paramount to us,” 
Freeman said. “It will be important 
for patients to see enhanced use 
of PPE measures and equipment. 
The less organic matter that gets 
on me or the patient, the healthier 
everyone ends up being.”

Freeman pointed out that dentists 
are routinely reminded about 
universal precautions. “These 
protocols, along with masks and 
face shields, have worked in the 
past. We’re taking extra measures 
to provide a greater external sign 
of how we intend to keep patients 
and the dental team safe. I’ve 
got little kids and so does almost 
everyone who works here. We want 
to protect all of our loved ones.”

COVID-19 and a Practice Prepared by Design
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Institute, a company that teaches 
practice growth strategies for 
dentists and practice owners in 
other medical fields. 

“I’m a general idea person, but 
I have surrounded myself with 
people who are more detail 
oriented,” he explained. “I 
attribute much of the success to 
the ladies I work with. They help 
me filter through my ideas and 
implement the ones that are a 
success. It’s been a trial by fire.”

PATIENT MARKETING 
Freeman has a very dynamic, 
easy-to-navigate and informative 
website. He has also written two 

books that he hands out 
to current and potential patients 
for free – his first book focuses 
on oral health practices that 
impact holistic health, while 
his second book centers on 
orthodontics and Invisalign. 

Freeman noted that two things 
inspired his writing. “I wanted 
to promote the mouth-body 
connection as well as differentiate 
our practice from other practices,” 
he said. “If you just get a flyer in 
the mail, you may wonder what’s 
the difference between this dentist 
and the one down the road? We 
wanted the books to demonstrate 
the ways that we’re different. 
I think it also shows a little bit 
more authority, providing the 
information they need to make 
treatment decisions that they can 
refer back to during that process.” 

WORKING WITH 
PATTERSON DENTAL
Freeman has appreciated 
Patterson’s attentiveness to building 
his practice. “There’s no way you 
can take on a project of this size 
without having a real, true partner,” 
he said. “Patterson has been there 
every step of the way. Weidenaar 
is always available to me – he’s a 
friend and someone I am in touch 
with regularly. Ginger Harris, my 
sales rep, is always passing on 
information that helps grow my 
practice, and she is very responsive 
to every need that arises. You 
can’t really tackle something of 
this magnitude without a group 
of people who know what they’re 
doing. Without those Patterson 
Dental connections, it would have 
been impossible to get this building 
up and all put together. So, for that, 
I’m truly thankful.” BP

PHOTO – ABOVE

Elites Smiles features a separate waiting room 
and operatories for kids.
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As he watched his patient base grow and identified what 
needs the community had, Dr. Freeman began investing 
in 3D technology, including CAD/CAM, a CBCT and a 
digital intraoral scanner based on the advice of Ginger 
Harris, the Jacksonville, FL, area Patterson Dental 
territory representative and Equipment Specialist John 
Weidenaar. As a result, Freeman’s collections increased 
100% in one year. 

Yet accommodating the additional patients soon 
became an issue. “We worked every angle there was 
in his existing place – I mean, we milked every inch,” 
recalled Harris, who has been working with Freeman for 
15 years. 

When Freeman finally asked if Harris could pull a 
team together to build a new office, she contacted 
a colleague, Craig Meeks, who does a lot of dental 
office construction in the Jacksonville area. “He’s really 
good for a ground-up project,” Harris said. “He started 
the process of looking for land in the Jacksonville/St. 
Augustine area, which was and still is a booming area, so 
the price per square foot was high. As a result, it took us 
almost a year to find the right property.”

It was clear to the team that Freeman had outgrown his 
space. “We all wanted to see his cash flow while the new 
building was under construction and he was purchasing 
additional equipment,” Weidenaar explained. 
Fortunately, another one of Weidenaar’s clients had 
recently moved out of a nearby office, so the team was 
able to set up four treatment rooms there as a dedicated 
surgical center to complement his existing office that 
would continue to serve as a family dental practice. 

Weidenaar described the vacant office as serendipitous. 
“It just fell into his lap. That he was able to utilize that 
space to continue his growth was perfect.”
 
Patterson Dental compiled the usual team of experts to 
build the new office, including Tim King, Mark Kalicak, 
David DuBois, Mark Wallace, Ralph Nuno, Warren Ivy 
and Salwa Thomas. 

Valerie A. Barnes, out of Washington, D.C., covered 
the interior design of the office. “Barnes is an 
incredible interior designer,” Harris said. “In addition 
to the beautiful lobby, all the rooms in the back have 

decorative-glass barn doors. It’s a really high-end look 
with a ‘wow’ factor.” 

With the new building, Freeman expanded from 12 
operatories to almost double that. He added another 
digital scanner, Primescan and another CEREC unit. “We 
didn’t ramp everything up right at the beginning,” Harris 
said. “We were gradually adding to the team, taking a 
breather to get a new system underway, and then doing 
a little bit more.” 

Managing the growth was the only real hurdle Freeman 
and the Patterson team had to stay on top of. Harris 
and Weidenaar helped Freeman find the general 
practitioner to assist with the increased workload, as 
well as other staff members. Both agreed that Freeman 
was very concerned about the office environment, what 
patients would experience when they arrived and how 
they were treated. 

“From expanding his first office, to adding an associate 
and more equipment, to starting on the new building 
that would take a couple of years to finish – not many 
people will take on that big of a project,” Harris noted. 
“But it was so business savvy and smart, and we could 
handle it. It paid for itself and more.”

Weidenaar agreed, adding, “Freeman’s relentless 
focus is on marketing, the patient experience, using 
technology to fuel growth, and having everything 
patients need under one roof. The building is gorgeous, 
right on a very busy street and in the fastest growing 
area in the state. The location, the building and his 
marketing are what have driven new patient growth.”

The Patterson Perspective
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From infectious and psychological hazards to allergic 
reactions and musculoskeletal injuries, dentists, hygienists 
and assistants put themselves in harm’s way every day. 
In fact, according to a 2012 Dental Research Journal 
article, most dental professionals and the general public 
believe dentistry is extremely hazardous. Fortunately, 
preventive steps can eliminate or reduce the chances 
of injury related to all of the hazards present in dental 
practices. However, musculoskeletal injury is one area 
particularly diffi cult to overcome. Many clinicians believe 
that the eye strain, headaches and neck, shoulder, 
elbow, wrist, hand and back pain are just part of the job. 
But would you say that about a sharps injury or latex 
allergies? Probably not. You’d take preventive action 
by using safer sharps and switching to nitrile gloves.

What preventive steps can you take to protect yourself 
from repetitive and large movement injuries? Start with 
some education and self-awareness, then integrate 
tools that will support your musculoskeletal health.

LEARN ABOUT YOUR BODY AND YOURSELF
Have you ever noticed your body position when 
preparing a tooth or scaling and root planing? 
Where are your arms and legs? Are you severely 
leaning over with your neck bent? Do you frequently 
reposition the overhead light to get a better view?

When you’re completely focused on clinical work, 
sitting is best. A seated position helps to keep your 
body relaxed and your spine properly aligned while 
providing support. In addition to spine alignment, 
this neutral position allows you to fl ex your head 
at a 20-degree angle (or less) and direct your eyes 
down. The result is reduced eye and neck strain.

Of course, too much sitting also can be hard on your 
health. This means you have to fi nd opportunities 
to take regular breaks and move around. And when 
you’re not at work, make physical activity part of 
your regular routine. Whether it’s walking, yoga, 
working out at the gym or gardening, make sure 
you’re moving your body on a regular basis.

SUPPORTIVE TOOLS
Emily Boge, CDA, RDH, MPA, dental administrative 
chair at Hawkeye Community College in Waterloo, IA, 
describes a heads-down approach to ergonomics that 
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includes loupes, headlamps, stools, 
chairs and gloves. All of these 
elements are incorporated into the 
curriculum at Hawkeye for dental 
students. “I believe if you don’t 
create bad habits, you don’t have 
to break them,” Boge says. “For 
instance, if I never start smoking, 
then I’ll never have to stop.”

LOUPES AND HEADLAMPS
Ergonomic posture isn’t natural for 
most people. When you want to 
get a closer look at your work, you’ll 
probably tilt your head and twist your 
body. Loupes, when properly fi tted, 
can help you maintain an ergonomic 
posture where you sit upright and 
rotate your eyes downward. To 
achieve a proper fi t, you need to 
determine your individual declination 
angle and working distance so you 
don’t feel the need to lean forward 
and out of neutral alignment. 

Headlamps help you visualize the 
oral cavity while putting an end to 
repetitive large muscle movement 
that occurs when you reach up to 
reposition the overhead light. This 
habitual maneuver can result in 
shoulder and neck injury. Boge said 

that when she fi rst started using a 
headlamp, she would reach up to 
reposition the light simply out of 
muscle memory. But once that habit is 
broken – that is, when you have all the 
light you need attached to your loupes 
– you’ll eliminate that repeated strain.

CHAIRS AND STOOLS
The neutral seated position 
you want to maintain requires a 

supportive chair or stool. Dynamic 
seating options, such as saddle 
stools, encourage good posture 
and position your pelvis down 
and forward, with your hips above 
the knees. These seats make it 
easier for you to sit close to the 
patient. Look for saddle chairs with 
adjustment options, so you can 

Taking Care of Yourself
Most health care providers spend so much time caring for patients, 
family and friends that they forget to take care of themselves. To 
ensure your own health and career longevity, take the time to give 
yourself a little love.

Exercise – Daily movement is key to a healthy body and mind. You 
don’t have to take up jogging or weightlifting, but be sure to fi nd time 
for a walk, stretch or yard work or time to play with your kids so your 
body stays limber.

Nutrition – Make whole foods such as fruits, vegetables, lean proteins 
and whole grains the foundation of your diet. For work, it helps to pack 
something quick and healthy to eat during your breaks, so you won’t 
be tempted by those donuts someone left in the break room. Food 
equals energy, so make choices that will fuel you throughout the day. 
And don’t forget to stay hydrated. 

Breaks – When you have time between patients, take the opportunity to 
stretch. Get up, remove your PPE and take a walk down the hall and back. 

Self-care – Tending to the body, mind and spirit will help you stay 
healthy overall. Get suffi cient sleep, avoid drugs and excessive alcohol, 
spend time with friends and family, learn a new skill and develop a 
spiritual practice.
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customize the height and seat tilt 
to best conform to your body type.

GLOVES
The personal protective equipment 
you wear has an ergonomic 
component, too. Gloves, 
when worn over a prolonged 
period of time, can contribute 
to musculoskeletal disorders. 
They can constrict the hands, 
damage nerves and blood vessels 
– especially during repetitive 
motions – and result in hand 
fatigue, tendonitis and carpal 
tunnel syndrome. To prevent 
these issues, manufacturers have 
developed gloves with materials 
that minimize muscle effort. 

EVIDENCE-BASED STRATEGIES
Boge described how, when she 
graduated from hygiene school 
nearly 20 years ago, the pain dental 
professionals experienced during 
clinical work was normalized. “If 
my neck hurt, it was seen as just 
part of the job," she explained. 
"Now, there’s a shift – schools 
are fi nally catching up with the 
technology manufacturers have 
made for us and our health.”

The industry is beginning to 
recognize which positions and 
equipment best support dental 
professionals’ health during clinical 
work, yet it is an ongoing effort. 
A 2018 Cochrane review revealed 
the need for more randomized 
clinical trials with long-term 
follow-ups to assess strategies 

for preventing work-related 
musculoskeletal disorders. Dental 
professionals deserve evidence-
based approaches to injury 
prevention so they can enjoy long, 
healthy, productive careers. BP
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Special Delivery 
Where the patient sits and where you access supplies and instruments 
are just as important to your musculoskeletal health as loupes, stools 
and chairs. Many delivery systems are designed for specifi c types of 
operatories – such as four-handed or hygiene – and some are best 
suited for taller clinicians.

Rear delivery. These systems work well in four-handed dentistry 
because the assistant is able to make all instrument transfers to the 
dentist without having to twist and turn.

Side delivery. When it is just the dentist at the chair, side delivery might 
be the best option – it does not require extensive movement to reach 
instruments. But don’t lock yourself into one position for too long.

Over-the-chair systems. The unit arm of these systems is over the 
patient’s chest and easily in reach for either you or the assistant. You 
can move around the patient’s head from the 8 o’clock to the 12 
o’clock position. 

Over-the-head systems. These systems combine the rear and over-the-
chair deliveries, so you can move from the 7 o’clock to the 1 o’clock 
position. Supplies are easily in reach for your assistant or for when 
you’re working alone.
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PRACTICE PERSPECTIVES

The Proof Is in the Printer
While still an evolving technology, 3D printing offers clinicians 
more efficient workflows, speeds up patient care and expands the 
realm of treatment opportunities. 

While more and more dentists are beginning to 
see the value of in-office 3D printing, it remains an 
evolving technology. Today, 3D printers designed for 
dentistry can be used to print everything from crown-
and-bridge models and surgical guides to digital 
dentures, clear aligners and night guards. But as a 
fairly new and constantly developing technology, the 
3D printer is bound to create new opportunities for 
the dental practice to help control costs, improve 
workflows and expand the scope of patient care.

SprintRay entered the dental market in 2016 with 
a goal of making 3D printing more affordable for 
dentists. Its latest-generation desktop 3D printer, 
SprintRay Pro, offers fast printing speeds, increased 
tank capacity and the ability to send, queue and 
monitor print jobs from anywhere. To encourage 
easy operation, a 7-inch touchscreen manages 
prints, resin levels and calibration, and provides 
contextual help and instructional videos.

Because of its large build platform and high-
definition DLP projector, SprintRay Pro can quickly 
and efficiently print clear aligners, night guards, 
surgical guides and denture bases – all of which 
require a large print volume. For example, SprintRay 
Pro can produce nearly a dozen night guards per 
hour, or 30 full-arch dental models in a single batch.

A 3D printer is only as accurate as its materials, 
which is why SprintRay’s robust line of biocompatible 
3D-printing resins are easy to work with and offer 
ideal combinations of strength, color and texture 
to meet each clinical indication. Validated third-
party resins also can be used with SprintRay 
Pro and are extensively tested by the SprintRay 
engineering team to ensure compatibility.

Support services are an essential component of 
any technology investment. SprintRay offers users 
a free one-hour live training session to review the 
software and print procedure, as well as answer any 
questions the practice has about 3D printing. The 
Patterson Technology Center is also available to assist 
practices with equipment installation, training and 
troubleshooting, and can dispatch local technicians 
for repairs, preventive maintenance and more. BP
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The Proof Is in the Printer
Scott Strommer, DDS

A San Diego native, Dr. Strommer 
graduated from the UCLA 
School of Dentistry and is a 
Kois Center Clinical Instructor 
and CEREC Advanced Trainer. 

He has been passionate about bringing top-
quality certifi cations, tools and equipment 
to his practice for the past 25 years. 

Why Invest in SprintRay?
For any clinician working in a digital environment, 
3D printing is really the last digital piece of the 
workfl ow needed to come online in-house. Most 
digital dentists have an intraoral scanner, a milling 
machine and a CBCT unit. But now we have a 
tool that can print models, surgical guides and 
even orthodontic appliances. There will always be 
someone who can make models for you, but 3D 
printing is all about the immediacy of your ability 
to have something in hand, such as a model.  

Learning Curve
Once the dental team got some training and 
learned how to manipulate the printer on the 
computer, we were off and running. SprintRay 
comes with its own built-in software, so there’s 
no need to open up third-party software to 
manipulate the fi le before it goes to print. 

Speed and Simplicity
Jumping into any new technology can be 
intimidating, but we knew we just needed to 
become more familiar with 3D printing. Fortunately, 
with SprintRay, I didn’t have to spend too much time 
trying to fi gure it out. We quickly found that most 
surgical guides can be printed in an hour, while 
some models can take only about 30 minutes. 

Biggest Takeaway
Virtually designing a patient’s smile right before 
their eyes and then printing a physical model to 
illustrate treatment makes a world of difference. 
By using an intraoral scanner, some photography 
and visualization within the software, we’re making 
the case for them – whether their treatment 
involves a simple restoration or a night guard.

Gregory Grady, DDS

A graduate of The Ohio State 
University College of Dentistry, Dr. 
Grady has completed coursework 
in advanced cosmetic dentistry, 
orthodontics and the art of the 

human smile. He maintains a practice focused 
on cosmetic dentistry in Okemos, MI.

Why Invest in SprintRay?
Once you have 3D printing technology in your practice, 
it’s easy to see why the investment is worth it. I’ve only 
had my SprintRay Pro for a little over a year, but the 
impact that it has had on treatment workfl ows and 
patient care has been tremendous. I probably waited a 
bit longer than I should have to pull the trigger, but by 
partnering with SprintRay, I gained a convenient and 
easy-to-use 3D-printing solution at a reasonable cost.

Learning Curve
3D printing provides the opportunity for expanded 
patient care, and that defi nitely outweighs any fear 
about learning a new and foreign technology. Now, 
I not only use SprintRay Pro to do model work and 
print retainers and implant guides for surgeons, 
but since I do orthodontics in my practice, we will 
soon be making our own in-house aligners as well.

Speed and Simplicity
I love the speed of the printer because it allows me to 
have something in hand immediately to deliver to my 
patients. For example, my sister recently broke a tooth, 
which caused her retainer not to fi t properly. To treat 
her, I simply took a scan, 3D-printed a model for a new 
retainer and then mailed it to her in a matter of days.

Biggest Takeaway
From a health standpoint, 3D printing is a massive 
improvement over taking a traditional “goopy” 
impression, which not only makes the patient 
uneasy but also runs the risk of holding on to 
bacteria and viruses from the oral cavity. Rather than 
have my dental team handle potentially infectious 
physical impressions, I can take a digital scan of 
the patient, do some quick manipulations in the 
SprintRay Pro software, hit print and then have a 
model, retainer or aligner printed that same day.

SprintRay Pro from SprintRay
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Megan Beuckens, DDS, is a dental 
practitioner at Ethos Dental and has been 
practicing for over 12 years. She is 
passionate about staying on the cutting 
edge of dental technology with a focus on 

esthetic dentistry. Her keen eye for detail allows Ethos 
Dental to provide world-class cosmetic dental services 
in a comfortable setting for patients.

For Dr. Megan Beuckens and her colleagues at Ethos 
Dental, patient experience is at the core of their practice 
identity. In fact, the practice’s name, Ethos, means “a 
way of being.” When COVID-19 limited dental care in 
Minnesota to emergencies only, Beuckens knew she had 
to find new ways to extend her skills beyond the reach of 
her operatory.

“It’s a shock because it’s what you do every day. How 
do you keep your patients healthy when you can’t 
really see them? We wanted to be safe and follow all of 
the guidelines from the American Dental Association, 
the Board of Dentistry and the Centers for Disease 
Control,” said Beuckens. “Teledentistry, for me, was 
one of the only options. Dental pain is usually acute. 
It’s a problem that needs to be addressed soon so it 
doesn’t turn into an infection and need further 
medical care.”

April Kalman is an office manager at Ethos 
Dental. She has been helping Ethos Dental 
care for their patients and their smiles 
for over 20 years, fostering numerous 
patient relationships.

COMFORT THROUGH CONNECTION
Upon receiving the news, Ethos Dental Office Manager 
April Kalman canceled her vacation to Hawaii and 
began operating in essential-services mode. She said 
the team had already started using RevenueWell while 
researching remote care delivery. Then, they discovered 
the company’s latest teledentistry product, Virtual Visits.

Having worked in the practice since 1998, Kalman was able 
to pinpoint the comfort longtime patients were looking 
for amid the uncertainty surrounding the COVID-19 
pandemic, and how teledentistry allowed the practice to 
provide that comfort. “It gives them a sense of security 
that we’re there for them even though we can’t physically 
be there,” she explained. “It also shows them that their 
health and well-being are still a top priority for us. People 
want a sense of normalcy. They may be afraid to go out 
and do normal things, and they want to know they’re still 

THE PATIENT EXPERIENCE

Exploring a Whole 
New Virtual World
How a Minnesota practice is using teledentistry 
to advance patient-centered care

Best Practice
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Exploring a Whole 
New Virtual World
How a Minnesota practice is using teledentistry 
to advance patient-centered care

being taken care of and we haven’t 
just closed the doors.”

Beuckens agreed with Kalman, 
adding the immediate adoption 
of teledentistry was a must. “The 
pandemic absolutely fast-tracked this 
technology for me. I wish I would have 
implemented it prior, but I’ve now 
taken this time as an opportunity to 
grow this portion of our practice.”

GOING THE DIGITAL DISTANCE
Kalman noted that patient security 
has always been a priority for the 
Richfield, Minnesota-based group 
practice, and the Virtual Visit model 
is second to none in terms of 
triaging and advising. “It’s HIPAA-
compliant, safe and provides that 
elevated standard of care.”

Kalman added that the remote 
encounters suit a variety of patient 
needs. “I was a little bit skeptical 
at first and wasn’t sure if patients 
would be receptive, but they greatly 
appreciate it. It has also been really 
helpful for Invisalign patients with 
orthodontic questions. We’ve had 
older patients use it easily, as well.”

Beuckens was impressed by the 
software’s ability to handle face-to-

face sessions from start to finish. 
“It’s amazing what I’ve been able to 
get done in a virtual visit that I’ve 
never been able to do before.” She 
said the visit process seamlessly 
integrates into her workflow. Her 
routine is to collect a patient’s 
consent, medical and dental history, 
pain level and chief concern. 
Afterward, she provides the patient 
with a consultation and offers next 
steps for pain treatment or pain 
management, completing her exam 
notes in Eaglesoft. So far, she’s 
pleased with the results.

“Offering teledentistry makes for 
a more well-rounded practice,” 
she said. “I’ve even gained a new 
patient during this time, which 
I don’t think would have been 
possible before. They found us and 
wanted to have a virtual visit.”

Beuckens affirmed that the best part 
is that patients can easily engage, as 
well. She sends them a text message 
with a link to join the virtual visit, 
alleviating the time and headache of 
having to log into their email system 
and conduct a search. Kalman 
also suggested that accessing the 
visits is as intuitive as it gets. “It’s a 
touch of a button to connect with 
their dentist to answer a patient’s 
questions. The convenience is 
definitely going to be key and a 
great feature for the future.”

THE VIRTUAL WAVE OF 
THE FUTURE
Looking ahead, Beuckens said 
dentists may need to change the 
way they see patients for a period 
of time. “I think we have to be very 
adaptive. For example, how we 
structure appointment scheduling. 
Our patients may have to call ahead 

and let us know when they’re here 
until it’s safe to resume practice. So, 
I do see adding the technology into 
our normal routine.” She added that 
teledentistry may also be carving out 
its own niche by design. “Evaluating 
a tooth and having the patient show 
me aspects of it is going to become 
extremely valuable. I see seniors and 
others who may not be very mobile, 
and I think we can use Virtual Visits 
in these types of cases.” She said 
she will utilize the remote platform 
periodically for patient check-ins 
rather than a phone call and possibly 
even meeting with specialists since 
it’s a fast and confidential way to 
carry on conversations.

Despite the unknown twists and 
turns dentistry may take, Beuckens 
said it has been incredibly 
heartwarming to feel supported as 
a dentist and small business owner 
by the dental community as well 
as other businesses. “It’s a really 
scary time for everyone in the whole 
world. But people have wanted to 
help us get back to safely working 
with our team, treating our patients, 
keeping the lines of communication 
open and adapting to this ever-
changing environment. We’re all 
in this together, and I think we all 
come out stronger once we return to 
practice.” For Beuckens, that’s also 
true Ethos. BP
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Most practices grow slowly – over 
time, you reap the rewards of hard 
work, good marketing and loyal 
patients. Practices also build their 
technology solutions slowly, but 
that timeline doesn’t necessarily 
run parallel to the overall growth 
track. Hardware and software 
investments are often made 
piecemeal, driven by changing 
needs and the availability of 
products. As a result, your practice 
infrastructure – from your imaging 
technology to your billing system 
and patient record storage – may 
be a jumble of tools that don’t 
always play well together. 

Consider how many of the following 
common issues apply to your 
practice now:
•  You have hardware or software 

that is no longer supported by 
the manufacturer, such as 
Windows 7, Windows Server 2008 
and Windows Server 2008 R2, all 
of which Microsoft stopped 
supporting at the beginning of 
the year.

•  You have different pieces of 
software that have overlapping 
capabilities, but you don’t have 
any software that handles tasks 
that would make a big 
improvement in productivity. 

•  You have software or hardware 
from different manufacturers, and 
those pieces require additional 
solutions to work together. 

•  You would like to upgrade one or 
more tools, but don’t want to 
disrupt your current office 
administration house of cards.

Ask yourself: If you could rebuild 
your office technology today from 
the ground up, which products 
would you switch out?  

TIME FOR AN UPGRADE
Technology mismatch isn’t a new 

problem – despite ongoing 
advancements in software, imaging 
and other key pieces of equipment, 
barriers to technology integration in 
the dental practice prolong your 
current setup’s pain points. From 
financial difficulties to installation time 
to making the necessary ergonomic 
adjustments in your operatory, it might 
not seem feasible to upgrade without 
the proper resources. 

However, new technologies that 
have the potential to benefit your 
workflow and produce a significant 
ROI are worth investigating. 

PRACTICE MANAGEMENT TECHNOLOGY & SOFTWARE

Technology That Makes 
the Workflow Work

BPJUL20 PM Technology & Software (52-55).indd   52BPJUL20 PM Technology & Software (52-55).indd   52 6/17/20   2:05 PM6/17/20   2:05 PM



Technology That Makes 
the Workflow Work

Components that work well 
together – and, just as importantly, 
grow together – can improve 
patient care and save you and your 
staff time and effort by reducing 
paperwork, phone calls, chair time 
and more. In fact, an intuitive 
workflow can pay dividends for 
years to come as these benefits 
compound annually. 

MAKING THE 
DIGITAL CONNECTION
An example of a smooth 
workflow that benefits both 
practice and patient is the 
integration of digital imaging into 
practice management software, 
which allows for image acquisition 
and storage in one patient record. 
This technology lets you view 
X-rays and develop treatment plans 
on a single screen, work seamlessly 
with imaging software and easily 
select and send X-ray images with 
electronic claims.

In addition to benefiting the 
clinician, consider the impact on the 
patient experience when these kinds 
of technology work together. 
Incorporating the use of smart 
devices such as iPads, for example, 
can both streamline processes in the 
reception area as well as create 
opportunities for patient education 
through the use of digital X-rays and 
videos. Patients who have a positive 
experience at every clinical and 
administrative touchpoint will often 
share their feedback with friends, 

family and, thanks to review sites, 
strangers – giving your practice even 
more potential to grow.

LEAVE IT TO THE EXPERTS
Running a dental practice requires 
you to possess a range of 
nonclinical skills, but thankfully, you 
don’t need to be a technology 
expert to streamline your workflows 
with a digital makeover. Patterson 
can evaluate your current 
technology setup and see where 
the gaps and opportunities are, 

How to Conduct Virtual Visits in Your Practice
Now more than ever due to COVID-19, teledentistry empowers dental care professionals to provide advice, 
consultation, triage and next-step actions. According to the American Dental Association, teledentistry 
modalities can include but are not limited to: 

•  Live, two-way interaction between a patient and a provider using audiovisual telecommunication 
technology, such as RevenueWell Virtual Office, a synchronous solution that helps practices deliver a 
reliable, safe and secure connection to patients

•  Transmission of recorded health information through a secure electronic communications system, 
such as OperaDDS Teledentistry, to a practitioner, who uses the information to evaluate a 
patient’s condition or render a service outside of a real-time or live interaction

•  Collection of personal health and medical data from an individual in one location via electronic 
communication technologies, which is transmitted to a provider in a different location for use in 
care and related support of care

•  Health care and public health practice and education supported by mobile communication devices 
such as cell phones, tablet computers and personal digital assistants

“Ask yourself: If you could rebuild 
your office technology today from the 
ground up, how many of your current 

products would you keep?”
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Optimize Your Parallel Technique
Positioning sensors is essential to ensuring the specifi c area of the oral 
environment is captured. Paralleling, a technique that uses holders to 
align the sensors, can help with capturing the most accurate images 
the fi rst time because the holder aligns the sensor parallel with the 
tooth at a right angle to the central beam.

You may think that adding bulk to the imaging process would 
compromise patient comfort and complicate positioning. However, 
Dentsply Sirona offers a thin self-adhesive disposable holder, which 
is smaller than the sensor, to supplement its Schick line. This smaller 
holder helps keep the patient comfortable without diminishing the 
technique’s benefi ts. With these tools, you'll have a comfortable 
patient and the confi dence to secure the quality images you need.

showing you the path to 
optimization and helping you 
achieve your long-term goals with 
all our software solutions. 

Patterson technology advisors provide 
counsel across five categories:
•  Practice management software, 

including scheduling and charting
• Patient engagement
• Practice analytics
• Revenue cycle management
• Security and compliance

Based on the findings, your 
technology advisor will identify 
software solutions from Patterson 
Revolve Software Suite of Solutions.

Think about having someone from 
an outside service evaluate your 
setup as comparable to your own 
diagnostic and patient engagement 
processes. You can’t figure out 
what’s wrong until you take a 
holistic view of the situation. Only 
then are you able to identify trouble 
spots and prescribe a specific 
treatment based on that patient’s 
individual needs. When it comes to 
personalized treatment, think of it 
this way: You wouldn’t give every 
patient two fillings and a root canal. 
Likewise, what might be right for 
one patient may not be the answer 
for another.

GET THE ANSWERS YOU NEED
When you optimize your office 
technology, address the following 
key questions:
•  How will your patient data be 

protected and transferred?
•  How much downtime will your 

office experience?

•  What new functionality will
be available?

•  How will you and your staff be 
trained on new hardware
and software?

•  How will you get technical 
support in the future?

•  If you choose a single manufacturer 
for all of your needs, is it a 
manufacturer poised to grow and 
evolve along with your practice?

It’s important to remember that 
purchasing office technology is rarely 
ever a one-and-done process. But 
noting how your answers to the 
previous questions evolve will help 
you readily adapt as time goes on. By 
laying a stronger, more cohesive 
foundation across your practice, you 
should be able to build on it with 
future updates that continue 
propelling your practice forward. BP
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“Patients who have a positive experience 
at every clinical and administrative 

touchpoint will o en share their 
feedback … giving your practice even 

more potential to grow.”

“Eaglesoft meets your office 
where it’s at and solves the 
pain points of attracting and 
retaining more patients, 
gaining treatment plan 
acceptance and collecting 
insurance and patient 
payments with ease.”
—Daniel Easty, Patterson Dental National 
Technology Advisor

Eaglesoft technology empowers you to 
practice with confidence.

Trusted by tens of thousands of dental offices, Eaglesoft 
is the award-winning practice management software 
solution that simplifies your day and delivers expert 
results.

Plus, enjoy a streamlined workflow through intelligent 
digital imaging integration. Eaglesoft           pairs with 
most technology brands, offering unmatched flexibility 
to customize your software suite. Featuring enhanced 
technology, you can instantly view and store multiple 
image formats, from X-rays to video — all in one 
patient record. Now that’s smart.

EAGLESOFT

To request a free demo, call 800.294.8504 or visit pattersondental.com/Eaglesoft

Smart.
Streamlined.
Simple.
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“Eaglesoft meets your office 
where it’s at and solves the 
pain points of attracting and 
retaining more patients, 
gaining treatment plan 
acceptance and collecting 
insurance and patient 
payments with ease.”
—Daniel Easty, Patterson Dental National 
Technology Advisor

Eaglesoft technology empowers you to 
practice with confidence.

Trusted by tens of thousands of dental offices, Eaglesoft 
is the award-winning practice management software 
solution that simplifies your day and delivers expert 
results.

Plus, enjoy a streamlined workflow through intelligent 
digital imaging integration. Eaglesoft           pairs with 
most technology brands, offering unmatched flexibility 
to customize your software suite. Featuring enhanced 
technology, you can instantly view and store multiple 
image formats, from X-rays to video — all in one 
patient record. Now that’s smart.

EAGLESOFT

To request a free demo, call 800.294.8504 or visit pattersondental.com/Eaglesoft

Smart.
Streamlined.
Simple.
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Problem...
While one dental practice may be unable to fix a broken 
piece of equipment on a given day, another may be 
struggling to navigate through a persistent system 
error. Fortunately, these dental professionals can focus 
on patient care while experts work to swiftly solve their 
problems. The question for customer service reps 
and traveling techs is how to resolve challenges and 
avoid hiccups in practice operations, so there are no 
compromises when it comes to providing patient care. 

Solution...
Thanks to a multipronged approach to customer 
service, which includes tech support from the Patterson 
Technology Center (PTC), as well as in-person service 
calls from Patterson Dental service technicians, Patterson 
Dental is able to reach more clients and achieve solutions 
in less time. Here, two company leaders share why 
having customizable approaches to service helps support 
customers and keep them connected. 

WHERE TRAINING MEETS 
CUSTOMER SERVICE 
“Our approach to service and support is what sets us 
apart,” said John Graham, Vice President of Technology 

Service and Contact Centers for Patterson. Graham, who 
splits his time between Minnesota and Illinois, has been 
employed by the company for seven years and has three 
decades of experience at call centers, including working 
as a service representative. 

These days, Graham trains tomorrow’s support team to 
assist customers by:
• having a thorough understanding of products so they  
 can provide tips and troubleshoot when necessary 
• offering expert recommendations and solutions based  
 on customer needs
•  providing a personalized approach per customer
•  making each service call as effortless as possible for the 

customer, whether via phone, chat, email or on site 

Service + Support
FINDING NEW WAYS TO 
CONNECT WITH CUSTOMERS 
IN THE DIGITAL AGE

PROBLEM SOLVED

The sound of an expert’s voice on the other end of a panicked phone call can be reassuring to a customer who 
needs assistance. But as more dental practices adapt to digital communications, companies like Patterson 
Dental are finding even more customizable ways to build bridges between traditional forms of assistance and 
customer service tools that will enhance the user experience online and off. 
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Service + Support
FINDING NEW WAYS TO
CONNECT WITH CUSTOMERS
IN THE DIGITAL AGE

Another important part of the 
total service experience is how 
relationships can be developed and 
nurtured between company and 
customers. “Because our customers 
pay for the support they get, we don’t 
have a handle-time goal,” explained 
Graham. “They are on the phone for 
as long as they need to be.” 

Because Patterson has two sides 
of service – the software side and 
equipment side – being able to 
cross-train and hand off calls from 
one side to the other within a single 
interaction also has become mission 
critical. For example, a customer 
recently converted to Eaglesoft 
practice management software, but 
the offi ce’s computer system had an 
outdated operating system. “They 
needed to upgrade their hardware 
to install the software,” said Graham. 
“The support team guided them 
through the hardware requirements 
and assisted them by phone to install 
all of the machines.” 

Patterson’s digital specialists also 
helped with the actual integration 
of the software without ever being 
on site. “Each sensor was tested to 
make sure the doctor was ready to go 
by the next business day,” Graham 
said. “We could take control of their 
system to upload whatever data or 
drives they needed and test them 
before we got off the phone.”

A NEW APPROACH TO
ON-SITE SERVICE CALLS
The TechEdge and National Repair 
Center also play important roles 
in how customers access tech 
assistance. The National Repair 
Center has factory-trained technicians 
on call for small equipment repairs 
and assistance with scalers, curing 
lights and ultrasonic cleaners, as well 
as lubrication systems and sterilizers. 
TechEdge service technicians fi eld 
inquiries about equipment repair and 
preventive maintenance. On average, 
service techs answer as many as 5,000 
calls each day. 

Larry Fox, Patterson’s Director of 
Technical Services in Minnesota, 
leads the teams that provide in-
offi ce calls for equipment repair, 
install and ongoing support. To more 
effi ciently solve problems in the fi eld, 
Patterson created a new application 
called Fiori. “This app is designed 
for techs, by techs,” Fox explained. 
Not only were the technicians 
involved in shaping how Fiori 
would work – they also provided 
insight into what it would be able to 
achieve, such as scanning products 
and automating workfl ow. 

“The delivery is much faster, and now 
doctors can track how much money 
they are spending on a piece of 
equipment,” Fox said.

Since the app’s launch in November 
2019, the response has been 
positive, with a 90% adoption rate 
by technicians. “The front end is still 
very analog,” Fox concluded, “but 
the near future is about this.” BP
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The Patterson Technology Center consists of highly 
skilled support specialists who are ready to help 
practice owners via online chat, email and phone. 
PTC teams use resource rooms with the exact 
equipment and technology that is being supported 
so they can see the customer’s point of view and 
address issues without complications.

Each day, the PTC teams answer questions on a 
vast range of products, such as AutoSDS, Eaglesoft, 
the Patterson Dental website and more. Specialists 
also offer technical assistance to product-specifi c 
practice optimization tools, such as case acceptance, 
automated recalls, data backup and patient 
eligibility and reimbursement information. 

Dentistry's Most Responsive Service

Best Practice
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Infection control and adherence 
to strict regulations are critical 
components in the success of 
a dental practice. It is up to 
dental offi ce leaders to create 
and sustain a culture of safety 
involving the entire dental team.

CULTURE OF SAFETY
The spread of the COVID-19 virus 
has caused us to consider infection 
control in every domain of life. 
Every person has a responsibility to 
adopt best practices to keep our 
homes, schools and workplaces free 
of disease. However, in the fi eld of 
dentistry, this has always been the 
goal. A truly safe and healthy offi ce 
begins with a culture of workplace 
safety, which, in turn, emerges 
from a core set of principles about 
your practice’s values – in this case, 
keeping people safe from harm 
and infection. Leadership should 
establish foundational principles 
that represent the intersection 

WORKPLACE CULTURE

Building and
Supporting a Robust 
Culture of Safety 
IN THE DENTAL WORKPLACE

FOUNDATION OF A CULTURE OF SAFETY
PRINCIPLES – statements about values and priorities

POLICIES – rules/regulations concerning 
compliance, HR and patient engagement

PRACTICES – the way things are actually done

continued on page 60 LEARN MORE AT
WWW.PATTERSONDENTAL.COM/CIT

YOUR TRUE 
EQUIPMENT & 
TECHNOLOGY 
PARTNER.
Patterson Dental helps you make the most of your technology investment, 
connecting you with industry-leading innovation to deliver the care your patients 
deserve. From integration and installation to comprehensive support, Patterson has 
the expertise to guide your practice, every step of the way.

BLEED LINE

BLEED LINE
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Building and
Supporting a Robust 
Culture of Safety 
IN THE DENTAL WORKPLACE

LEARN MORE AT
WWW.PATTERSONDENTAL.COM/CIT

YOUR TRUE 
EQUIPMENT & 
TECHNOLOGY 
PARTNER.
Patterson Dental helps you make the most of your technology investment, 
connecting you with industry-leading innovation to deliver the care your patients 
deserve. From integration and installation to comprehensive support, Patterson has 
the expertise to guide your practice, every step of the way.

BLEED LINE

BLEED LINE
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Selected References
Culture of safety article: https://
dimensionsofdentalhygiene.com/
article/create-a-culture-of-safety/

OSAP: https://www.osap.
org/page/AboutOSAP

OSHA: https://www.osha.gov/

Roles of the ICC: https://
www.aegisdentalnetwork.
com/id/2017/06/roles-of-the-
infection-control-coordinator

Practice culture article: https://
www.dmdtoday.com/news/
the-keys-to-establishing-a-
winning-practice-culture

Q&A on the ICC role: https://
www.dentistrytoday.com/news/
todays-dental-news/item/1444-
every-practice-needs-an-
infection-control-coordinator

of professional standards and 
personal ideals and values. Once 
in place, the practice team should 
work together in support of these 
ideals and develop the right 
policies and practices to make 
them operational. 

DIVISION OF LABOR 
Although infection control is 
a team effort, one individual – 
doctor or team member – should 
be the designated Infection 
Control Coordinator (ICC). This 
individual accepts responsibility 
for critical aspects of office safety, 
including developing a protocol 
that abides by evidence-based 
public health guidelines, keeping 
up on regulations, overseeing HR 
tasks like current immunizations 
for staff and maintaining records. 
The individual also must have 
special training in line with the 
specifications outlined by the 
Organization for Safety, Asepsis 
and Prevention (OSAP), as well 
as the Department of Labor’s 
Occupational Safety and Health 
Administration (OSHA).

The ICC should be a member 
of OSAP and attend its annual 
conference. OSAP provides 
webinars and CE opportunities, 
access to the Journal of Dental 
Infection Control and Safety and 
links to OSHA guidelines as well 
as the CDC summary, checklist 
and mobile app for dentistry. 
OSAP also is a resource for finding 
consultants and educators who 
will come and work with the ICC to 
develop a culture of safety. 

Both the OSAP and OSHA 
websites now feature detailed and 
comprehensive guides (in English 
and Spanish) to managing workplace 
safety during the COVID-19 
pandemic. These should be 
consulted daily by all team members 
as offices begin to reopen in line with 
state government mandates. 

A good safety officer doesn’t just 
go through the motions but instead 
goes above and beyond to ensure 
regulations and policies are clearly 
communicated and that staff have 
the tools they need to adhere to 
them. To be effective, the ICC 
needs adequate opportunities for 
continuing education, full trust and 
support of management, access to 
current and relevant publications 
and opportunities to network.

In a culture of safety, the role of the 
ICC is less about policing staff and 
more about serving as a resource 
for everyone in the practice, from 
doctors to team members. While the 
ICC is the team leader in infection 
prevention, and the dentist is 
ultimately the one liable, a genuine 
culture of safety means that all 
team members take pride in and 
responsibility for upholding best 
practices. General accountability 
means that each and every person is 
responsible to all others for upholding 
infection prevention protocols, 
reporting breaches and concerns to 
the ICC and staying up to date on 
regulations and best practices.

GOOD INTENTIONS ARE 
NOT ENOUGH 
Even with the best intentions, 
maintaining a robust and safe 

environment does not come without 
challenges. The two enemies of a 
culture of safety are 1) complacency 
and 2) mixed messages. Does the 
team have a false sense of security, 
or does a high team member 
turnover leave inadequate time for 
site-specific OSHA training? Does 
the team prefer to leave “all that 
safety stuff” to the ICC? 

It also is important to consider 
the general office atmosphere 
between managers and team. 
Does management talk about 
“commitment” and emphasize 
“safety,” yet they do not empower 
team members to raise safety 
questions or concerns? Do punitive 
sick leave policies and discouraging 
comments from managers keep 
team members from staying home 
when they are sick? Certain behaviors 
can undermine your commitment to 
a culture of safety. As we are currently 
in the midst of a public health crisis, 
now is the time to review relevant 
policies and attitudes to boost team 
satisfaction and morale. 

BEST PRACTICES ARE BUILT ON 
TRUST AND COMMITMENT  
The bottom line is when the 
doctor and team members share 
a commitment to ensuring the 
safety of the workplace for all 
who enter – including the doctor, 
team and patients – they are 
better able to nurture a culture of 
safety. If this culture is supported 
by an atmosphere of open 
communication, mutual respect and 
accountability, the dental office is 
sure to be a safe space where trust 
and commitment are the only things 
that are truly “infectious.” BP

18
-P

-0
0

0
3/

18
P0

0
14

b 
(9

/1
7)

18
-P

-0
0

0
3/

18
P0

0
14

b 
(9

/1
7)

SPEEDY 72-HOUR 
TURNAROUND.*

At Patterson National Repair Center, we’re serious about speed. 
That’s why we only hire the best service technicians – they get the 
job done right, and they get it done fast. Breathe easy. We’ve got this.

Visit pattersondental.com/services/repair-and-support to learn more.

*On most small equipment and handpieces.
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Selected References
Culture of safety article: https://
dimensionsofdentalhygiene.com/
article/create-a-culture-of-safety/

OSAP: https://www.osap.
org/page/AboutOSAP

OSHA: https://www.osha.gov/

Roles of the ICC: https://
www.aegisdentalnetwork.
com/id/2017/06/roles-of-the-
infection-control-coordinator

Practice culture article: https://
www.dmdtoday.com/news/
the-keys-to-establishing-a-
winning-practice-culture

Q&A on the ICC role: https://
www.dentistrytoday.com/news/
todays-dental-news/item/1444-
every-practice-needs-an-
infection-control-coordinator

ASSESSING YOUR 
CULTURE OF SAFETY  
Do office behavioral norms support…   

• a ccountability without shame?

•  confidence in safe practices? 

•  simple, specific and detailed instructions (including 
maps) for infection control procedures?

•  maintenance of current permits and certifications? 

•  sick leave that is flexible, nonpunitive and 
consistent with public health standards?

•  adequate inventory of sizes in PPE (scrubs, gowns, 
gloves, masks, face shields) to fit all personnel?

•  the ICC by making sure he/she has the necessary time 
and resources to perform all aspects of the role?

Best Practice
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At Patterson National Repair Center, we’re serious about speed. 
That’s why we only hire the best service technicians – they get the 
job done right, and they get it done fast. Breathe easy. We’ve got this.

Visit pattersondental.com/services/repair-and-support to learn more.

*On most small equipment and handpieces.
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With so many shared interests – 
enjoying a good meal, taking an 
afternoon nap or going on a walk 
in the sun – it’s no wonder dogs are 
our best friends. But the similarities 
don’t stop there – a dog’s dentition 
has much in common with humans’ 
teeth. Like us, dogs go through two 
sets of teeth in a lifetime. A puppy’s 
deciduous teeth are lost and rapidly 
replaced in a matter of weeks. In 
young children, this process takes 
place over several years. Dogs also 
are highly susceptible to periodontal 
disease, with 80% developing some 
form by the age of 2. Luckily, our 
canine companions usually don’t 
have to worry about cavities. While 
dental caries remains the most 
prevalent chronic disease in both 
human children and adults, cavities 
in dogs are exceedingly rare due 
to their low-sugar diet and oral 
bacteria composition.

Wisdom teeth, the third and last set 
of molars to develop, are a bit of a 
wild card. About half the population 
has perfectly formed and functioning 
wisdom teeth while the rest either 
have missing or impacted back 
molars. In the latter scenario, the jaw 
isn’t large enough to accommodate 
tooth size so the molars cannot erupt, 
resulting in potential problems and 
millions of extraction surgeries each 
year. But what exactly causes this 
discrepancy in tooth formation? While 
it was once thought that evolution 
was the answer, science points to 
a new narrative today. Thanks to a 
modern diet of softer, agriculturally 
sourced and processed foods, jaw 
growth is stilted and wisdom teeth 
aren’t given the space they need 
to erupt. Though more research 
is needed to con� rm or deny this 
hypothesis, some experts suggest 
that eating harder, crunchier foods 
during childhood could keep wisdom 
tooth woes at bay later in life.

From bottled water and burger buns 
to facial cleansers and shampoos, 
charcoal is a trendy ingredient that 
has recently (and unexpectedly) 
turned up in all sorts of products. 
Perhaps most surprising is the 
massive moment charcoal dental 
products are having. The attempted 
use of charcoal for oral hygiene is 
actually nothing new – ancient Greeks 
and Romans made mouthwashes 
and tooth powders from charred and 
ground animal remains and, in the 
1930s and ‘40s, a charcoal gum and 
dental cream were both deemed 
unsafe by the American Dental 
Association. Today, the jury is still 
out on charcoal’s effectiveness and 
safety, with many dental professionals 
suggesting to err on the side of 
caution. While charcoal may do 
a decent job at whitening teeth, 
its abrasiveness could potentially 
damage tooth structure, negating 
any esthetic bene� ts.

TONGUE  
IN CHEEK

A Collection of 
Toothy Tidbits

Canine Cavities? Wild Card Wisdom Teeth Charcoal Through the Ages
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Discover Patterson Revolve software solutions. When you build your software portfolio with us, you have access to 
an expert team of advisors, training, our unrivaled technical support and the most responsive customer service 
team in the industry.

SOLVE. EVOLVE. REVOLVE.   

Remote care delivery extends beyond triaging emergencies. 
Teledentistry empowers you to instantly connect with your patients
when they need your expertise and informed advice most.

That’s why we’re introducing you to RevenueWell, OperaDDS and 
Solutionreach digital dentistry platforms. Enjoy the secure way to 
offer virtual visits and consultations, so you can guide, assure and 
educate your patients with ease.

Go the virtual distance and build better patient relationships the 
flexible way, with teledentistry.

Call 800.294.8504 to talk with a software specialist today or 
visit pattersondental.com

Do more with 
teledentistry.
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