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W
illiam Rayborn was like many dental 
laboratory technicians; he liked 
the work but was often frustrated 
because he knew he could do a 
better job for the person receiving 

the appliance if he could serve the person rather 
than having to work from an impression for someone 
he had never seen.  He had not heard of a denturist 
until Lee Barnes, a denturist from Idaho, showed up 
at his door.  Mr. Barnes was driving home to Idaho 
after having attended a National Denturist Association, 
USA, conference in Louisiana and coincidentally 
stopped in a town in Mississippi for lunch and saw 
Senator Rayborn’s ad in the newspaper and “looked 
him up.”  Senator Rayborn says his life was not the 
same after that meeting.  
   He knew the association Mr. Barnes was introducing 
to him represented something he had been looking 
for ; fur ther education and independence for his 
profession.   He immediately contacted other technicians in Mississippi, 
formed an association, sought out education and planned strategies for 
denturists to practice in Mississippi.  
   He was not Senator Rayborn at the time; believing he may have a better 
chance getting bills passed that would regulate denturists if he were in a 
position to sponsor and vote for bills, he challenged and won a Senate 
seat in the Mississippi legislature.  He served in that position for 20 years; 
however, his effor ts were always thwar ted by a powerful well-funded lobby.   
   An attempt for the issue to be placed on the ballot for a citizen vote 

failed when a call for rule changes halted the work which 
ultimately “ran out the clock.”   The Mississippi people 
had raised nearly $200,000 for this effor t. He admits he 
is disappointed his effor ts have not yet opened up the 
profession in Mississippi, but he is not discouraged.  He 
still lobbies and has strategies he believes will work.  
   He is delighted to see progress being made by the 
leaders of the National Denturist Association, USA and 
is encouraging everyone to join and be involved.  Even 
though retired, he was one of the first to “sign up” for 
the new 1-800-NewDenture descriptive telephone 
number initiated exclusively for denturists.   He believes 
education and national recognition are vital; and is 
contributing monthly to the association to suppor t these 
effor ts. 
   He was reluctant to be honored.  He emotionally 
said the person that needs honor is Lee Barnes, the 
gentleman that introduced him to the profession.   He 
is still grateful to Mr. Barnes and the Idaho denturists 

for their encouragement and suppor t.  He says Lee Barnes had the true 
hear t of a denturist; he traveled several times “on his own dime and time” 
to Mississippi to help them, and says Mr. Barnes considered it an honor 
to serve his patients and in so doing he was rewarded with a good living 
and the satisfaction that he helped others.  Senator Rayborn is a genuine 
pioneer having donated life’s energy, finances and time to the profession.  
He believes firmly that he will see the time when every citizen all over the 
U.S. will have the oppor tunity to choose a denturist for their prosthetic 
dental needs.

Honoring a Pioneer - Senator William rayborn
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Dear Colleagues,

   It is difficult to believe we are at the end of the first quarter 
of the year 2013.   I trust your year has started well.  I want 
to begin my first greeting of 2013 with a grateful “thank you” 
for your participation and the positive feedback you send us 
about the exciting accomplishments our profession is expe-
riencing.  
   We are enjoying renewed communication and unity, strength 
of fellowship and increased membership, consequently great-
er national recognition.   We are seeing a major increase in 
company sponsorships at our national conferences and inter-
est in our magazine, The National Denturist, USA.  
    We certainly appreciate our faithful sponsors, trade show 
exhibitors and advertisers and encourage everyone to show 
your appreciation to them by considering them first for all of 
your office and laboratory supplies.   Their contact informa-
tion can be found on your national website, www.national-
denturist.com, and, of course in your NDA, USA magazine.

   Your national website continues 
to attract attention; we receive calls 
and e-mail regularly from people who 
have “found” us via the website.   Our 
1-800-NewDenture telephone num-
ber developed exclusively for dentur-
ists is demanding a lot of attention.   
Even, in its’ infancy experiencing a few 
“growing pains” this number is gener-

ating an enormous amount of attention nationwide.   When 
people are introduced to denturists, they seek denturists 
rather than being subjected to a provider that does not have 
the education and practical skills as denturists – the denture 
experts.
   We are very excited about this number – it is introduc-
ing our profession nationally in a way that cannot be done 
individually.  Victoria and Randy (they are the busy people you 
see scurrying around working at our conferences) have de-
veloped a 1-800-NewDenture Facebook page which is creat-
ing enormous interest.   Participants are invited to link their 
Facebook accounts on the site.  Please visit their websites and 
Facebook pages.  You might renew a friendship.   We are get-
ting attention from all over the United States.  The feedback 
is tremendous.
   The Oregon State Denturist Association will be hosting the 
NDA, USA leadership team during their spring conference; 
we will take this opportunity to have our spring board meet-
ing and organizational committee meetings.   The NDA, USA 
will also be sponsoring an authentic Hawaiian luau.   Everyone 
is invited to participate in Oregon’s conference and festivities. 
For more information or to register to attend the conference 
call:  503-705-2466. 
   We certainly look forward to seeing everyone at our Na-
tional Denturist Association, USA annual conference, August 
15 – 18, 2013.   I have had a peek at the planning and it is shap-
ing up to be even more spectacular than the last.

Tad Burzynski, L.D., r.D.H.
President
national Denturist association, u.S.a.

President’s letter

Tad Burzynski, President

 nda@nationaldenturist.com  •  www.nationaldenturist.com
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as baby boomers continue to age, a larger population 
of seniors present as edentulous patients.  The conven-
tional dentures these patients wear often become ill-
fitting and painful over time as the patient’s jaw changes.  

When patients request new dentures, their old ones can provide 
crucial information about occlusal wear, vertical dimension, cen-

tric relation, and appropriate tooth selection, whether the initial 
denture was over or under extended, and whether the patient is 
over-closed.  These variables must be considered when fabricating 
new dentures, since they immediately indicate whether dentures 
should be improved or are acceptable and can simply be dupli-
cated.  

Certified Denture 
System for Seniors
The B io func t iona l  Pros t h e t i c  Sys t em (BPS)  and 
t h e  SR Phonare s  NHC t e e t h  work  toge t h e r  to 

f u l f i l l  t h e  n e eds  o f  eden tu lou s  s en ior s .

INTRODUCTION
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   Unfortunately, patients prefer the status quo and often don’t like the feel 
or fit of new dentures.  Although it is human nature to resist change, the fol-
lowing case revisits a familiar technique for duplicating an original denture 
prosthesis.  However, it has been modified to incorporate modern equip-
ment and consolidate several appointments into two to produce denture 
prosthesis with impeccable accuracy.  

   Significant to this technique are two complementary systems for denture 
fabrication:  Ivoclar Vivadent’s Biofunctional Prosthetic System (BPS) and 
the SR Phonares NHC teeth.  The BPS system coordinates several den-
ture products and materials, including Stratos articulators, Ivolcar teeth, and 
Ivoclar denture base materials.  The shape and size of Phonares denture 
teeth match individual patient characteristics – which change as people age 
– including anatomical and facial characteristics.  The form selector makes 
choosing from 18 upper and four lower tooth moulds easy based on spe-
cific reference points, such as canine position and central incisor intersec-
tion point.  

   Only PBS-certified denturists and laboratories fabricate BPS dentures 
to guarantee the highest quality, predictability, and uniquely individualized 
dentures for edentulous patients.  As a result, the technique demonstrated 
here can be used to provide patients with long-lasting, esthetic dentures 
according to their individual characteristics.  

CASE REPORT

   A 50-year-old man presented with ill-fitting dentures that needed replac-
ing.  Following an initial examination, he agreed to replacement dentures 
fabricated using the BPS system.  The BPS system requires denture teeth 
to be set up and the dentures completed according to consistent appli-
cation procedures.  This produces a high-quality and esthetic denture 
prosthesis.  The basic traditional denture fabrication steps include 
preliminaries, system trays, final impressions, bite blocks, centric 
record, articulation, set-up, try-in, and at times a second try-in, 
then finishing.  However, rather than needing several ap-
pointments, the technique is completed in two.

APPOINTMENT #1 

   During the first appointment, extensions of the 
complete upper denture (CUD) and complete lower 
denture (CLD) were examined and indicated that 
the existing dentures were slightly under-extended.  
Final impressions of the patient’s arches were taken 
using a polyvinyl siloxane impression material (Virtual 
Heavy Body, Ivoclar Vivadent) that is easy to handle, taste-
less, and odorless for ease of use and patient comfort (Figure 
1).  This was complemented by an extra light-body wash (Virtual 
Extra Light Body, Ivoclar Vivadent) to produce precision anatomical de-
tails that the heavy body alone could not capture.

  The contrast between the blue putty and the caramel wash sharply 
enhanced readability of the impression (Figure 2).

   After examining the patient, it was apparent he had a repeatable cen-
tric relation (CR).  A  CR record was taken using ISO Functional Com-
pound (GC) America, Alsip, IL), a colour-fast resin material that is non-
irritating to the mouth.  The CUD teeth were coated with Vaseline for 
easy removal and to verify the compound record (Figure 3).  The incisal 
edge was observed to determine if any adjustments were required.  A 
1 mm addition to the incisal was necessary for a more appropriate rest 

position tooth length.

   The Candulor Fox plane was used to examine the Campers Plane and 
the ala tragus readings, which were acceptable.  When asked, the patient 
indicated he was unhappy with the length of his existing denture teeth, felt 
they appeared too short when smiling, and 
requested a longer clinical crown.  The 
Form Selector was used to gauge 
his proper tooth size, which 
was Medium.  Phonares 
nano-hybrid composite 
(NHC) B82 denture 
teeth were chosen 
for the patient (Fig-
ure 4).  Particularly 
designed for eden-
tulous patients, 
Phonares teeth 
match the age and 
personality traits of 
individual patients by 
providing denture 
choices including 
youthful, universal 
and mature.
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   The master casts were poured and the 
CUD mounted on the Magnetic Flat Setup 
Table (Ivoclar Vivadent) to transfer the hori-
zontal plane, midline, and occlusal plane in-
formation from the patient’s existing denture 
to the Stratos Articulator (Figure 5).  The 
lower cast was then mounted to the regis-
tration (Figure 6).  A tissue conditioner was 
then applied to the CUD and CLD so the pa-
tient could comfortably adjust to the exten-
sions and fit of the anticipated dentures.  The 
upper six anterior and first bicuspids teeth 
were up (Figure 7), followed by the lower 
first bicuspids.  Once the lower first bicus-
pids were waxed into place, the 2.5 D tem-
plate was chosen to set the lower posteriors 
to the plate to establish the pre-determined 
curve of Spee and the curve of Wilson that 
are incorporated into the denture  teeth 
(Figure 8).  Next, the remaining upper pos-
teriors were set, followed by the lower an-
teriors.   It is crucial to ensure that both the 
overbite and overjet are at 1 to 2 mm (Figure 
9) to obtain proper function, especially when 
using the SR Phonares tooth line.  The author 
personally does 1.5 mm.

APPOINTMENT #2

   The second appointment was reserved 
for try-in, at which time photographs were 
taken to determine if the six anterior teeth 
required modification.  After making minor 
modifications, a Fiber Force® mesh rein-
forcement (Synca Direct, Inc.) was placed 
to decrease the risk of breakage that could 
result from fatigue caused by mastication and 
occlusal force trauma (Figure 10).  The mesh 
layer was bonded as a middle layer in both 
the upper and lower arches.

   The upper and lower dentures were fin-
ished or processed using the Ivocap system 
(Ivoclar Vivadent).  Color Set Easy (Candulor, 
Los Angeles, CA) (Figure 11) was incorpo-
rated in this case for gingival tinting, and the 
base material was then pressure injected.  
Using injection procedure, the exact amount 
of material continuously flowed into the 
flask, decreasing acrylic shrinkage and pro-
viding an accurate and comfortable fitting 
denture for the patient.

   The upper and lower dentures were re-
mounted.  The occlusion and all excursive 
movements, including centric, protrusive, 
working and balancing, were equilibrated (Fig-
ure 12).  After the dentures were trimmed 
and polished to a high shine using Universal 
Polishing Paste (Ivoclar Vivadent) (Figure 13), 
the finished dentures (Figure 14) were seat-
ed in the patient’s mouth.  The patient was 
pleased with the final result (Figures 15-16).



Spring  |  The National Denturist, USA  |  2013 8. 

Click  HERE  to return to the Table of Contents

CONCLUSION

Eric D. Kukucka, DD

 

erickukucka@gmail.com
www.bardgettdentureclinic.com

Figure 11. �e upper and lower dentures were 
created using the Ivocap material 
mixed with Color Set Easy.

Figure 12. Both the upper and lower dentures 
were remounted; the occlusion and all 
excursive movements were equilibrated.

Figure 13. �e dentures were trimmed  
and polished.

Figure 14. View of the �nished dentures.  

Figures 15. Postoperative anterior views of the 
patient’s smile.

Figure 16. Left lateral postoperative view of 
patient’s smile.

T
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CONCLUSION

   The growing population of edentulous se-
niors has contributed to the need for inno-
vative products and procedures to provide 
better options for restoring their smiles.  
Loose and painful dentures no longer need 
to be tolerated.  Because seniors are living 
longer, more active lives, they are willing to 
invest in long-lasting, functional and esthetic 
dentures.  Ivoclar Vivadent’s BPS system and 
Phonares teeth specifically address the needs 
of edentulous patients, providing much need-
ed high quality denture material alternatives.  

Reprinted by permission as printed in Denturism 
Canada, Summer/2012

Sundru Moodley, the "Denture Guru" has a knack for getting his business in the news - an excellent personalized product served with caring professional attention 
that generates rave reviews from the patients that visit his clinic, All Denture/Dental Clinic.  This article is a product of his  professional "fame."  Reporter Peter Jones, 
from THE VILLAGER, a community newspaper in the Denver, CO, area interviewed Sundru and wrote an excellent special interest article about the unique talent he 
offers at his clinic.  Very often as a public service, local newspapers and TV and radio stations will feature businesses that give back to the community.   Denturists are 
unique and offer a service no other professional can offer, and for a need which is like no other.  As a denturist becoming involved in your community is a mandatory 
marketing avenue.
 
Spotlight on business
tHe VillaGer  - September 27, 2012    

COMMUNITY SERVICE AND QUALITY SERVICE – THE BEST MARKETING 
TOOL AVAILABLE
Photos by Stephen Hume
By Peter Jones
excerpts from the article: Sundru Moodley remembers when he decided to make dentures his business.  “At the age of 10, I 
saw my grandfather in South Africa eating with some dentures, and his teeth were constantly falling out,” the 69-year-old 
recalled. “I thought, I’d really like to make something that won’t fall out – and that’s what I did.” Within a matter of a few 
decades, Mr. Moodley had created his own way of keeping false teeth where they are supposed to be through a cutting-
edge technique so specific and innovative that it is now aptly called The Moodley Method.
   Moodley is used to a good challenge. A descendent of indentured servants, he was born in Durban, South Africa, to 
Indian parents. As a young man, he fled the racism of apartheid . “I didn’t want to succumb to that system, so we went to 
a free country to be educated.”  Moodley completed his Master of Science degree in the United States in the mid-1970s 
and opened his Denver practice about a year later, the All Denture/Dental Clinic.”
 
   The central Denver office offers not just Moodley’s unique dentures, but  full dental services by Dr. Eric Walker.  Mood-
ley says, “ Once patients come in here, it’s finished. They’re not going anyplace else.”

   A “Denture Guru,” indeed – as proclaimed on the clinic’s website.  “That name wasn’t my idea. It was a patient’s,” 
Moodley said with a laugh.

Sundru Moodley is a perfect example how quality service is one of the best marketing tools available
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Lab Day Chicago was an incredible success for the American Denturist 
College (ADC). They had an amazing experience and had an over-
whelming response to the new Denturist Diploma Program that kicked 
off in January 2013. Lab Management Today (LMT) had over 3,100 

patrons attend their Lab Day Chicago conference this year. With so many people 
attending, it was no wonder that the ADC was buzzing with inquiries. Todd Young, 
Director of Education, and Krissie McBride, Director of Admissions, were both on 
hand to field numerous questions regarding the Denturist Diploma Program and 
the Denturist profession.  Among the topics of discussion were how the ADC is 
partnering with the National Denturist Association (NDA) and the International 
Federation of Denturist to open up new states and how prospective students and 
certified dental technicians (CDT’s) could become a vital part of this plan while en-
hancing their current careers and taking the next step in becoming a licensed Den-
turist. The excitement kept building as they were able to meet and speak with the 
amazing technicians, lab owners, CDT’s and many others that were interested in 
becoming a licensed denturist. The ADC generated over 100 leads after two days 
of explaining the Denturist Diploma Program and letting people know the benefits 
to the convenient online program. We could not be happier with the results and are 
excited to see that so many people want to help build this profession.  If you didn’t 

get a chance to go to Chicago, we welcome you to come meet the ADC in person 
and find out how you could become a part of this revolution that is about to take 
over. They will be attending Lab Day West in Garden Grove, California on May 
6, 2013 as well as the Oregon, Washington & NDA conferences coming up. They 
will be on hand 
to answer any 
and all of your 
questions re-
garding the 
Denturist Di-
ploma Program 
and to discuss 
how you can 
enroll and begin 
taking classes 
starting June 
24, 2013. 

The American Denturist College 
at Lab Day Chicago!      
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o n a recent episode of Under-
cover Boss, Joe DePinto, the 
CEO of 7-Eleven, went under-
cover at a 7-Eleven store in 

Shirley, NY, to find out why they sell more 
cups of coffee than any other franchise. 
Shortly after arriving at work at 5:30 a.m., 
Joe discovered the secret of their success: 
an energetic , outgoing 7-Eleven employee 
named Delores.
     Because she has worked at 7-Eleven 
for over 18 years, Delores knows many of 
her customers by name. Her official job is 
to run the coffee station, keeping the area 
tidy and the coffee pots full , but her value 
to the company far exceeds the worth 
that her job title alone would imply.
     Every day, hundreds of customers 
pour through their location’s doors, f i l l-
ing up their coffee cups, and exchanging 
a few words with Delores. She might ask 
a customer how his job is going, how her 
family is, or what he thinks the weather 
might do, but with each interaction, the 
math proves that Delores is moving cof-
fee. A lot of it.
     It seems that people just l ike coming 
to a place where they feel welcome and 
appreciated. Go figure, huh?
     It’s amazing the difference just one 
person can make. It’s also amazing how 
many businesses aren’t aware of the im-
pact their frontline people can have on 
their bottom line. In some cases, such 
as Delores’, customer contact results in 
spectacular success. But, in other cases, 
maybe not so much.
     I f irst met Andrea at the Buford loca-
tion of Mega Bank where I have my busi-
ness checking account. (That’s not their 

real name, but you already knew that, 
didn‘t you?) Andrea was always friendly 
and helpful when she worked as an assis-
tant branch manager. I enjoyed seeing her 
and got to know her by name.
     When she got her own branch to man-
age, though, all of that changed. There was 
a new sheriff in town and by golly, things 
were going to be run right. I found that 
anytime I went to the new location, which, 
by the way, was much closer to my home 
than the Buford branch, a teller would 
find some minute problem with my de-
posit, handing it back with a smug look 
on her face as if to say, “Get it right, and 
then we’ll think about taking your money” 
Mind you, I had been doing business with 
their bank for well over ten years. It just 
didn’t seem to matter.
     Here’s the really interesting thing 
about this story, though. Instead of sweat-
ing it out, trying to please the powers that 
be at that one location, I would just drive 
to one of their other locations further 
away and make the deposit there. And get 
this, EVERY deposit rejected by Andrea’s 
branch as being incorrect was always ac-
cepted by another one of their branches 
without a problem!
     Now, the people who don’t know how 
money is made or where they get their 
paycheck will read this story and think 
that all the rest of the bank locations 
needed to get their acts together like An-
drea’s bank. But customer-service-savvy 
people will instantly recognize the tre-
mendous blunders Andrea made.
    1] She made doing business diff icult. 
For some customers, it might well have 
made more sense to do business with the 

competition right across the street.
     2] She made doing business unpleasant. 
You can’t always say “yes” to customers, 
but you don’t have to make them feel l ike 
you enjoy saying “no,” do you?
     In my opinion, Andrea couldn’t have 
done more damage to her bank if she had 
been a corporate saboteur. For all I know, 
she might have been. By the way, Andrea 
is gone now, and guess what? Wonder of 
wonders, we no longer have a problem 
making deposits at that branch. What a 
huge difference one person can make!    
     The question you have to ask yourself 
is, on which side of the customer service 
line do you fall? Are you insuring that peo-
ple enjoy their time with you, or are you 
silently sabotaging your team?
     It only takes one person to make or 
break a business. Which kind of person 
are you?
 

© 2012 Charles Marshall. Charles 
Marshall is a nationally known 

humorous motivational speaker 
and author. Visit his Web site at 
http://www.charlesmarshall.net  

or contact him via e-mail at 
info@MPowerResources.net .

Customer serviCe You  
Can take to the



Spring  |  The National Denturist, USA  |  2013 11.

s
ince passing the initiative licensing the profession the Washington 
Denturist Association has taken a low-key approach in the legislative 
process.  For nearly 20 years, WDA has simply monitored legislation 
and participated when needed on issues such as dental Medicaid 
programs and dental auxiliary positions.  

This year they decided to 
do something different!
   The 2013 Legislative Agenda for WDA includes two proactive bills brought 
forward to advance the Denturist profession in Washington State.  HB 1270 
which restores disciplinary authority to the State Board of Denturists and 
HB 1271 which allows Denturists to provide bite guards, certain snoring de-
vices, athletic mouth guards and teeth whitening trays to the general public.
   HB 1270, sponsored by Representative Dawn Morrell (D – Puyallup) and 
Representative Joe Schmick (R – Colfax), is being brought forward because 
of concerns over the costs of the current disciplinary process at the state 
Department of Health.  Unnecessary disciplinary costs are driving Washing-
ton Denturist licensing fees higher than any other profession.  By bringing the 
disciplinary actions back under the jurisdiction of the Board of Denturists 
(lost originally after a post licensing court case), the profession itself will have 
more control over how disciplinary problems are addressed and be able to 
bring them to quicker, more efficient resolution.  The Department of Health 
supports this bill and agrees that costs will likely be reduced for the program 
as a result.

   HB 1271, sponsored by Representative Laurie Jinkins (D  - Tacoma) and 
Representative Norm Johnson (R – Yakima) will help Washington law be 
more like Oregon law in allowing Denturists, under the scope of their li-
cense, to make the devices listed above.   The Washington Dental Association, 
originally opposed to the bill, has now withdrawn their opposition after pas-
sage of an amendment increasing the specificity of the devices Denturists can 
provide and exempting from the scope devices designed to treat obstructive 
sleep apnea.
   As of this writing, both bills are poised to pass out of the House of Repre-
sentatives and move easily to the Senate.  If passed, the success of the bills 
will be due to the hard work of Denturists getting the bill language ready and 
the willingness of Washington Denturists to come down and testify, call their 
legislators and work with stakeholders to come to agreements.  Legislators 
are learning more about denturism and are willing to respond positively.

WASHINGTON DENTURISTS ASSOCIATION 

STEPS OUT IN LEGISLATIVE ARENA

by Carolyn Logue, Lobbyist for the
     Washington Denturist Association

 CA Logue Public Affairs
              6514  78th Avenue, NE
      Olympia, WA  98516
       Carolyn.logue@comcast.net
 360-789-3491



Missing Out On
Metal-Sensitive Patients?

Capture Them with Titanium Frameworks from
Aurum Ceramic®!

Outstanding Patient Acceptance!

• Lightweight (over 35% lighter than chrome castings).

• Totally biocompatible (no allergic reactions). Excellent corrosion
resistance.

• Low thermal conductivity (no hot or cold temperature shock).
No metallic taste.

• Precision fit. Clasps can be placed in deeper undercuts (more
esthetic restoration).

Complete Access to our Innovative Solutions

• Insightful case planning and consulting.

• Full color plots for you and your doctors using our exclusive
Computerized Cast Partial Design System (Call us for a FREE
TRIAL!)

• Every framework x-rayed for imperfections as part of our extensive
quality control systems (actual x-ray sent back along with case).

Platinum-level Service On Every Case

• Fast 72-hour turnaround in laboratory (guaranteed!)

• FREE prepaid courier pick-up and delivery.

• All metal frameworks guaranteed for a full five years against defects
in materials or craftsmanship.

Let our Cast Partial Teams help you expand your cast partial business
with Titanium Frameworks. Call your Aurum Ceramic® laboratory location
today for full details.

®

DENTAL LABORATORIES LLP

Call TOLL FREE 1-800-661-1169

*Designed and Manufactured in North America.

1320 North Howard, Spokane, WA 99201
www.aurumgroup.com

G539-TitaniumFrmwks ad:G539 2/21/13 8:47 AM Page 1
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NEWS AND NOTES

AROUND THE U.S.

oregon State Denturist association
2013 Spring Conference – April 19 – 20, 2013
To Register:
T: 503.705.2466
oregondenturist@hotmail.com or www.oregondenturist.org
Venue: Eagle Crest Resort
1522 Cline Falls Road
Redmond, Oregon 97756
For Reservations:
T: 662.621.1110
T: 866-356-6852
www.eagle-crest.com

national Denturist association, USa,
Spring Board Members and Leadership Teams Meeting, April 19 – 20, 2013
Venue: Eagle Crest Resort
1522 Cline Falls Road
Redmond, Oregon 97756
For Reservations:
T: 662.621.1110
T: 866-356-6852
www.eagle-crest.com
The spring meeting for the NDA, USA board members and leadership 
teams will be in conjunction with the Oregon State Denturist Associa-
tions’ annual spring conference. All NDA, USA board members and leader-
ship team members are encouraged to attend.
To Confirm Attendance:
T: 360-232-4353
F: 360-360-6879
Continuing education classes will be offered by the Oregon Denturist As-
sociation. Everyone interested must register with the Oregon association.
To Register for Continue Education:
T: 503-705-2466
oregondenturist@hotmail.com or www.oregondenturist.og

national Denturist association, USa
2013 National Conference - August 15 – 18, 2013
To Register:
T: 360.232-4353 
F: 360-779-6879
www.nationaldenturist.com or nda@nationaldenturist.com
Venue:
The Orleans Hotel & Casino
4500 Tropicana Avenue
Las Vegas, NV 89103
T: 800-675-3267
www.orleanscasino.com/groups

need a Website?
Need a new website or an upgrade to your tired, outdated website?
Contact Jan and Andrew Taylor at
andrewjan@enticemedia.com.

Membership renewal Time
Membership renewal follows the calendar year.  If you have yet to renew 
your membership, please do so now.  Your membership dues and contribu-
tions are propelling your profession and continue to be vital to maintain 
our upward progress.  The denturist profession is moving forward with 
momentum and 2013 plans are already underway to continue this excit-
ing progress.  As a member of the association you are part of this historic 
activity.

Membership Gift Certificates Available
What better gift could a denturist or student denturist receive than a 
gift certificate for their professional association’s annual membership 
or special conference registration fees?  Gift certificate will be sent  
to you or to your lucky recipients presented as a nice gift card with a 
greeting from you.

Gift certificates available:
Standard Annual Membership  = $150.00
Associate Annual Membership = $  75.00
Conference Fees Vary = call for current fee

For more information or to order your gift certificate, call, fax or e-mail to:
The National Denturist Association, USA, Executive Office
PO Box 2344, Poulsbo, WA  98370
T:  360-232-4353;  F:  360-779-6879
nda@nationaldenturist.com

1-800-neW DenTUre
Take advantage of this excellent PR avenue developed exclusively for den-
turists nationwide. Descriptive numbers are proven to increase the effec-
tiveness of existing advertising by 30%; it is catchy and clever, easy to use, 
and easy to remember. Most importantly it drives the patient to a denturist. 
When people learn that denturists are the qualified educated experienced 
provider for their denture needs they will seek a denturist rather than the 
traditional office. Please visit the website, www.1-800-NewDenture.com.  
Also visit the 1-800-NewDenture Facebook page.  Participating denturists 
are invited to advertise on this page.

geT LinKeD! 
NDA, USA members are invited to link their of-
fice website address on the affiliates map on the 
NDA, USA website.   We continue to get positive 
reports from members who have taken advantage 
of this opportunity.

INTERNATIONAL 
HAPPENINGS
8th World Symposium on Denturism
October 9 – 13, 2013
L’Association des denturologistes du Quebec
To Register:
T: 514-252-0270 -
T: 800-563-6273
denture@adq-qc.com
www.adq-qc.com
Venue: Hilton Montreal Bonaventure
www.hiltonmontreal.com
Montreal, Quebec, Canada
T: 800-267-2575
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Dentures for Living!
 DENTURES

8801 Gaylord
Houston, Texas 77024
(832) 227-2400
sales @ cqrdental.com

CQR DENTAL

CQR

Learn more about the CQR Denture system at 
www.cqrdentures.com or join us on

  Jan 10, 2013, 6PM ET for a webinar on the:

 Antropological Model of Occulsion:
     from the researcher’s bench to the clinic 

 For an invitation send an email to sales@cqrdental.com

 

®®

®

2013 WDa SPring ConFerenCe         
LiTTLe CreeK CaSino reSorT MaY 31-JUne 1
Little Creek Casino Resort
91 West State Route 108   
Shelton, WA  98584
800-667-7711

To register to attend the Conference Call:   
                             
Washington Denturist Association  
1-800-680-9255

*Discounted room rates of $119 for conference attendees if re-
served by April 15th *
Call the number above to make your reservation under block code 
Washington Denturist Association.
Entertainment opportunities include the championship 18-hole 
Salish Cliffs Golf Course, Seven Inlets Spa, multiple restaurants and 
bars, and casino. RV parking available. 

MeeTing SCHeDULe
Friday may 31, 2013
9:00AM CE: Ivoclar Vivadent- Dentures on Implants
12:00PM Working Lunch Buffet, Membership Meeting and Board 
Meeting

Saturday June 1, 2013
8:30AM Breakfast Buffet
9:00AM CE: Dr. Ken Kais- Oral Pathology
12:00PM Break for lunch
1:00PM Dr. Ken Kais- Partial Construction Techniques
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    External marketing to attract new patients is 
an essential part of building a successful practice.  
Delivering top-notch quality and service to your 
existing patients will produce a certain amount of 
new business through patient referrals, but casting 
the net further abroad through external market-
ing will increase profitability.
   There are literally hundreds of avenues to make 
the population in your area more aware of you 
and your services. Designing internal and exter-
nal marketing plans for our clients that are spe-
cific for their practices and their budgets is one 
of our services, but more importantly, we get 
these marketing plans actually DONE. Any pro-
motion or advertising is better than none. Ideas 
are just ideas and don’t produce any results until 
you actually bring them about in the real world.  

Identify Your Public:
   The first step in marketing is to identify your 
public. For a denture practice, the age group you 
are most likely to attract patients from is 35 years 
old and up. Within that group, you want to tar-
get those who have disposable income -- 
for example, retired home owners. Then 
work out what ways you can reach 
that target market. An example of 
this would be through publications 
specifically aimed at seniors and 
their interests. One denturist I 
know bought a list of retired 
homeowners in his area on a 
computer disk and then sent 
mailings specifically to them 
and obtained an excellent 
return on his marketing 
dollar.

What’s your message?
You have your public chosen, now you have to de-
cide what they should know about your practice 
that will cause them to come in. The easiest way 
to accomplish this is to talk to your patients and 
find out why they came to your practice and what 
they found most notable about it, i.e. quality of 
service, caring attitude, accessibility, or whatever. 
This becomes your message because it is likely 
to attract others in the same way. A point of cau-
tion: Ask only “good” patients for their opinions 
so you don’t attract more of the “wrong” kind of 
people into your practice. For example, patients 
who came to you because they heard you were 
“the cheapest” would be most likely to 
give you ideas that will attract 
more of the same.

Key Rules for Marketing
   1.The inflow of new business into your prac-
tice will be directly proportional to the amount of 
outflow. If you do no marketing other than great 
service, you will only attract new patients through 
patient referrals. Flip side: lots of external market-
ing will bring in lots of additional new patients. 
   I often get asked, how much marketing should 
I do? The answer is to keep marketing until you 
have enough business coming in to make you 
happy.
  
   

Make your 
practice 
known and 
well thought of
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2. Marketing on a continual and consistent ba-
sis will keep your practice on an even keel with 
continual growth and expansion. I frequently see 
practices that only promote in tough times: this 
is called Crisis Management and is a great source 
of stress to many practitioners. Another aspect of 
consistent marketing is the rule: If I tell you three 
times, it’s true. When a prospective patient has 
seen your message or heard about you in three 
different ways, then they KNOW you are there and 
are more likely to choose your practice over one 
they haven’t heard of.
   3. Market with the idea and intention that it is 
going to produce a result. If the marketing method 
you’re contemplating turns you off or you don’t 
believe it will work, don’t do it. Some of our cli-
ents simply have to send birthday cards to all their 
patients -- it’s just natural for them. Others don’t 
even send one to their mother, and if they were to 
send them to their patients, it would come across 
as phony and a marketing “ploy”. Keep in mind 
why you are doing marketing and make yourself 
do steps on your marketing plan every day, every 
week in order to reach your goals.

How can I afford to  
market?
The question we frequently get asked is: how much 
money should I spend on marketing? There is no 
fast and easy answer. As we work along with a den-
turist’s practice to expand it, the budget can grow 
in proportion to the increase in income. In fact, 

the less money you have, the more you NEED to 
market. The key in this case is to be creative and 
find inexpensive (or free) methods of getting word 
out until you have increased your profits enough to 
spend a little more on marketing, which will then 
give you even more profits and therefore even 
more marketing dollars, and so on.
   Some examples of inexpensive marketing: Visit 
nursing homes or seniors residences and do den-
ture inspections and oral health checks for free 
and leave your business cards or book appoint-
ments then and there. Weekly newspapers tend to 
have a much lower advertising rate.  Get yourself 
published in the seniors newsletters in your com-
munity with a column on dentures and help them 
defray their costs of publishing the newsletter by 
taking a small, inexpensive ad.
   Ask every new patient who comes in, “How 
did you find out about our practice?” Keep a log 
of these answers. Maybe they heard about you 
through additional avenues, so survey them as to 
whether they have heard, or read, or seen any of 
your other advertising or marketing. Use the re-
sults of your survey to determine where to best 
spend your marketing dollars.
If it’s not broken, don’t fix it If a marketing method 
is working,
 Do not CHanGe it or DroP it Until it no 
lonGer iS ProDUCinG reSUltS. 
This is one of the biggest errors we have observed 
in marketing -- changing something that is already 
working. This includes colour in the ad, location in 
newspaper (for example), content, frequency, etc.

Promotional  
opportunities
   Some of the methods of advertising used by our 
clients are as follows: newspaper ads, advertorials 
(you write an article and pay for the space in the 
newspaper), Val Paks (keep the promo piece high 
quality, professional looking), TV ads, radio spots, 
get interviewed on the radio or TV, weekly “Dear 
Denturist” column in a newspaper (especially ones 
that cater to the public you want to reach), door-
to-door fliers (high quality, classy promo piece will 
be inviting to high quality, classy people -- and vice 
versa), an 8-1/2 X 11 inch flier insert in a news-
paper (photo of denturist and staff, philosophy of 
practice, etc. - get a professional to design it), yel-
low pages ads, networking with other healthcare 
professionals (i.e. chiropractors re: patients with 
TMJ problems), and so on. The sky’s the limit.
           
Reprinted by permission as published in Denturism Canada, Fall/1999

Janice Wheeler 
is the president and 
co-owner of the The Art of 
Management Inc., a practice 
management company 
dedicated to helping denturists 
and other healthcare 
practitioners reach their full 
potential. For more information 
call 416-466-6217 or 800-563-
3994, e-mail info@amican.com, 
www.amican.com





www.1-800newdenture.com
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MARKETING & PROMOTION

CLiniC For SaLe:
   This busy well-established clinic is located in 
Bellevue, Washington, one of the loveliest areas 
in the Seattle metropolitan area. The clinic is 
well known and has been in this location since 
1995. Referrals come from satisfied patients, lo-
cal dentist and chiropractors.
   This 1200 sq. ft. clinic has two large opera-
tories, a large laboratory, large reception/wait-
ing room, office storage, a staff ’s lounge with a 
kitchenette, a private office and two restrooms. 
It is well equipped with office, clinical and tech-
nical supplies. The tooth stock is “supplier size” 
with first-class quality teeth.           
    The clinic is equipped to serve both a den-
turist’s or dentist’s needs and is large enough 
so that simple remodeling could yield two ad-
ditional operatories. The owner is retiring but 
is willing to offer transitional help if requested.

If interested, e-mail Laslo Bako at  
bakodent@dentureusa.com

Your
Denturist

smile!smile!smile!perfectperfect
Creating the

“Dedicated to your Denture needs.”

   Your denture was designed and fabricated to fit 

your mouth at a particular time in your life.

   With the passing years, your mouth changes 

considerably and your denture will become worn.

   This is why your denturist recommends a yearly 

oral examination and evaluation of your denture 

to ensure its continued effectiveness and aesthetic 

appearance, as well as quality oral health and 

greater well-being.

T H E

U S A

Copyright© 2011

dentures
advice
dentures
on maintaining 

your

“Dedicated to your Denture needs.”

Your denture was designed and 

fabricated to fit your mouth at a 

particular time in your life.

With the passing years, your mouth 

changes considerably and your denture 

will become worn.

This is why your denturist recommends 

a yearly oral examination and 

evaluation of your denture to ensure its 

continued effectiveness and aesthetic 

appearance, as well as quality oral 

health and greater well-being.

Polishing is a professional technique 

employed by your denturist to freshen your 

denture. Using specialized buffing tools, your 

denturist restores the glossy surface finish of 

your denture, while eliminating the tough 

stains that elude regular maintenance.

Polishing is recommended once or twice a 

year and should be a regular part of your 

denture maintenance regimen. This is an 

economical step that takes just a few minutes.

polishing

T H E

U S A

 Order your professional brochures, 
designed especially for your denturist 
office. Show your patients you care by 
providing them with helpful information. 
Packages of 100 for $25 available at the 
National Denturist Association, USA’s 
conferences or order from the NDA 
Executive Office, PO Box 2344, Poulsbo, 
WA  98370

DenTUriST  

PraCTiCe For SaLe: 

Everett, WA, USA.  $100,000; 
Seller is willing to negotiate!  

Production for  
2009/$276,000;  
2010/$342,000; 
2011/$289,000; 
2012(January-July)$123,000. 

Office complex will serve denturist and/or 
dentist. Efficient full acrylic lab.

Inquire at 206-271-7257;  
Aaron Pershall;  
aaron@practicesales.com.

ON THE MARKET
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National Denturist AssociationTHE

USA

nDA registration form

registration Information:

Payment Information:

Mail Completed Form to: National Denturist Association, USA, Executive Office, P.O. Box 2344, Poulsbo, WA 98370
Fax Completed Form to: (360) 779-6879
E-Mail Completed Form to: nda@nationaldenturist.com
Or online at www.nationaldenturist.com
Questions? Call (360) 232-4353

Mr. - Ms.
First Name

Company

Address

City

Amount Authorized:

Card Number

Card Holder’s Name

Signature

The Orleans Hotel & Casino
4500 W. Tropicana Avenue
Las Vegas, NV 89103
(800) 675-3267
www.orleanscasino.com/groups

ACCoMMoDATIonS:
The Orleans proudly offers 1,886 beautifully appointed rooms 
and suites featuring the ultimate in luxury comfort. This offers 
something for everyone, family entertainment, casino fun and 
gala nightlife

AMenITIeS:
The flair and flavor of the famed “Big Easy” meet the fun and dazzle of Las Vegas at this property. Visitors 
at the Orleans Hotel & Casino can celebrate Mardi Gras 365 days a year. To relax, guests can visit Spa 
Orleans or lounge poolside with a frozen cocktail. Spectacular views from the hotel face the glittering 
Las Vegas Strip or the sweeping mountain panoramas surrounding the Las Vegas Valley. Hotel amenities 
including bowling alley, provided child care with a great playroom, a children’s arcade room, and multi-
screen movie theatre.

Security Code

Exp Date

Phone (mandatory) 

Are you a National Denturist Association, USA Member?

Join NOW and save $175.00 on the NDA Conference. Call (360) 232-4353 for more information.

State

Yes

VISA MASTERCARDCheck  (Payable to The National Denturist Association, USA)

No

Zip Code

Last Name

LAS VEGAS

InSTAnT $25
SAVInGS!

Register by June 15, 
2013 and receive

$25 off the regular 
registration fee.

Registration fee  
includes: 

Educational sessions, 
program materials,
lunches, breakfast 

refreshments,
reception and social 

events.

IT PAyS To brInG 
 A frIenD

Receive $10 or $20 
off your registration 
fee when you bring a 

friend.*

*Friend must not have 
attended a NDA, USA 
conference within the 

last 5 years and must be 
registered as

an Associate attendee; $10 
credit or Standard attendee; 

$20 credit

WIn A free
ADMISSIon
The first 50 

registrations received
are automatically 

entered into a
drawing to win one 

FREE admission 
for the 2014 NDA, 
USA Conference.

CAnCeLLATIonS
In the event something

unforeseen prevents 
you from attending the 
conference credit will 

be given in the
amount paid toward 
future conferences 

or association 
membership.

If the cancellation is 
received after July 15, 
2013, a $50 fee will be 

charged.

MAIL, fAX or 
eMAIL:

PO Box 2344
Poulsbo, WA 98370
Fax: 360.779.6879

nda@nationaldenturist.com
QUESTION?

Call us: 360.232.4353

E-Mail (mandatory)



Mail Completed Form to: National Denturist Association, USA, Executive Office, P.O. Box 2344, Poulsbo, WA 98370
Fax Completed Form to: (360) 779-6879
E-Mail Completed Form to: nda@nationaldenturist.com
Or online at www.nationaldenturist.com
Questions? Call (360) 232-4353

SUMMER 
ConfEREnCE
2013

AUGUST 15th -  18th,  2013

The Orleans Hotel & Casino Las Vegas

SUMMER VEGAS FUN AWAITS!

Don’t Miss the Fantastic Benefits 

Gained from Joining Fellow 

Denturists at this Conference

bRING YOUR OFFICE STAFF AND SAVE*
*Staff registration fee: $125 – fee includes all activities. Denturist – receive $25 credit toward your registration fee for 
every registered staff member. Staff member designation excludes denturists and laboratory technicians..

• Building Your Power Team

• Been There – Done That  (Tips From the Laboratory)

• Let’s Win It – Tips From the Lobbyist

• The Implant Denture

• Living In A Digital World

• Ethics – Standards that Stand Tall

•Mini-Implants that Fly



Condyloform® II NFC+

VOUCHER
3 tooth lines that will take 
your breath away. NFC+ by Candulor. 

Bonartic® II NFC+ 

PhysioStar® NFC+

1 NFC+ posterior FREE of charge with the purchase of 1 NFC+ anterior.
Offer limited to 2 FREE posteriors per customer. 

16 A-D shades: A1, A2, A3, A3.5, A4, B1, B2, B3, B4, C1, C2, C3, C4, D2, D3, D4
2 Bleach shades: BL2, BL4

Please write your choice of mold and shade below. To aid in your selec-
tion, use the NFC+ tooth mold guide and the NFC+ A-D Shades shade 
guide. Or call Candulor customer service for assistance at 800.436.3827.

Tooth mold Shade

1 card upper anterior teeth 
1 card lower anterior teeth
1 card upper posterior teeth
1 card lower posterior teeth

Fax your request to: (323) 254-5146 
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City / State / Zip
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Candulor USA Inc.
7462 N. Figueroa St., Suite 104, Los Angeles CA 90041
Phone +1 (323) 254-1430, +1 800 436-3827, Fax + 1 (323) 254-5146
www.candulor.us, info@candulor.us

The Swiss Art of Prosthetics

VOUCHER 
 Buy 1 NFC+ anterior and get 1 NFC+ posterior for FREE Buy 1 NFC+ anterior and get 1 NFC

+ OR
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as a young woman just beginning my career as a den-
turist I was concerned about building my practice 
and had requested the advice from financial advisors 

and management consultants.  These were helpful and have 
benefitted me greatly; however, the best advice I received 
was from a friend who was well-fixed financially and had 
retired early and was engaged in mostly benevolent work.   
He gave me a little card with this advice written on it.

“No wealth or position can long endure, unless built upon 
truth and justice; therefore, I will engage in no transaction 
which does not benefit all whom it affects.   I will succeed 
by attracting to myself the forces I wish to use, and the co-
operation of other people.  I will induce others to serve me, 
because of my willingness to serve others.  I will eliminate 
hatred, envy, jealousy, selfishness, and cynicism by developing 
love for all humanity, because I know that a negative attitude 
toward others can never bring me success.  I will cause oth-
ers to believe in me, because I will believe in them, and in 

myself.  I will sign my name to this formula, commit it 
to full faith that it will gradually influence my thoughts 
and actions so that I will become a self-reliant, and 
successful person.   This formula is a law of nature 
which no man has yet been able to explain.  The name 
by which one calls this law is of little importance.  The 
important fact about it is – it works for the glory and 
success of mankind. “ 

This has not always been an easy formula to follow, but has 
been a goal for me in all areas of my life.  I have kept this 
little card in a visible spot on my bulletin board and have 
been encouraged by it many times.  I can say my efforts to 
follow this advice have positively affected not only my busi-
ness success but all areas of my life.  I love my work as a 
denturist;  I am happy!

anonymous
Seattle, Wa

CHairSiDe 
CHaTS

Want to share your  
interesting story?   
Send a legible copy of up to
five hundred words to: 
The National Denturist, USA
PO Box 2344 Poulsbo, WA  
98370 0r
nda@nationaldenturist.com
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   When Fred Giovanini was in 
high school he started working in 
his brother’s dental laboratory. He 
would do chores, clean trays, sweep 
the floors and regular utility jobs. 
He would also run errands deliv-
ering crowns and dentures to the 
various offices around town. He 
liked being in the laboratory from 
the very beginning and would watch 
carefully the technical part of his 
brothers work. He would practice 
setting teeth for fun; this is not 
work he thought, “I really like do-
ing this.”
    He was eager to learn every-

thing he could about the skills needed to be a dental technician. 
His brother noticed his eagerness to learn and realized he had a 
genuine artistic flair and encouraged him. Fred was eager to receive 
his brother’s instructions and tutelage and soon became a talented 
valuable employee. He loved the work and took pride in fabricating 
a beautiful dental appliance. He knew this was what he wanted to 
do for a career.
    To enhance this career Fred entered college and studied ac-
counting and business management but his love was the hands-on 
technical skills. He enjoyed his work as a dental technician but al-
ways believed he could do more if he could see the patient himself 
instead of having to fabricate a denture for someone sight unseen. 
That opportunity opened for him when a laboratory technician 
friend said he had heard about denturists and learned they were 
seeing patients for prosthetic dental care. Fred reports that he got 
very excited and said, “That’s for me!” That very day he researched; 
searching for everything he could find and learn about the den-
turist profession, this led him to discover the Oregon Denturist 
College and Fred says, “I called immediately.” That was in June. He 
enrolled; started classes in September and in 1992 he was gradu-
ated. The college required a 2 year internship and he was fortunate 
to find an internship position in Idaho. He was thrilled; as an intern 
with supervision he could finally see the patients for whom he was 
making an appliance.
   This adventure and new direction was very scary for Fred be-
cause he had a family to support; his family included six children. 
But he knew what he wanted to do; he knew he was good, his edu-
cation was excellent and he knew 
he could serve patients very well.
And he was right.

   Fred has been seeing patients for almost 20 years now. He has 
a successful office in Idaho Falls, Idaho and a satellite office in Po-
catello, Idaho. His son, Geno, is following in his footsteps. He will 
soon graduate college and sit for the Idaho State Boards; they an-
ticipate he will receive his denturist license in January, 2014, at 
which time he will serve patients at the Pocatello office. The pride 
in his voice is apparent when he says his work is definitely a family 
affair, his wife Cindy, serves as the office manager and receptionist. 
He is also appreciative of the three dental technicians that work at 
his offices; one especially has been with them for nine years. They, 
like Fred, demand the best from themselves and Fred is quick to 
say that their excellent skills contribute to the quality service his 
patients receive.
   Fred continues to learn seeking as much continuing education 
as possible. His philosophy has always been, “Without learning a 
person tends to stay in one place intellectually and professionally.” 
His will is to continue to learn throughout his life.
  Fred has been faithful to the profession that he loves. He is an 
active member of his professional associations and serves as the 
President of the Idaho Denturist Association. He is an active mem-
ber of the National Denturist Association, USA and is eager to 
spread the word about the exceptional service denturists offer 
anyone in need of a dental appliance.

WE ARE PROUD TO SPOTLIGHT FRED. HIS RE-
SPECT AND DEDICATION TO THE DENTURIST 
PROFESSION IS AN ExAMPLE TO US ALL.

S P OT L I G H T

Fred Giovanini

Fred giovanini, LD 
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r
esearchers in the study of the Change Process uniformly em-
phasize the fact that “Change is an ongoing process, not a single 
event”. Many organizations consider a variation of change to stay 
ahead of their competition or to meet profitability goals. Still 
others seek change to evolve with new emerging technological 

advances or changes to their consumer demographics. There are many 
elements of organizational change to be aware of.  Each of which requires 
careful evaluation as well as caution to initiate.
  Foremost, it must be clearly understood that “Effective Change” is not a 
determination by a single executive or management group, nor is it the re-
sults of an isolated experiment, survey, or professional workshop. Change 
is a dynamic process, which is often characterized as complex, challenging, 
and multi-faceted. Successful change efforts are strategic in nature and 
require many years to implement.  Aspects of change will illicit both excite-
ment and fear from within the organization. 
   When change is considered appropriate for an organization, it is im-
portant to understand the advantages and disadvantages of the proposed 
change. While various changes are often inevitable, taking measures to re-
duce the possible consequences of change efforts can leave the organiza-
tion healthier in the long run. Change in an organization can be created 
either Internally or Externally. Depending on the source of the desired 
change, there are several advantages and disadvantages associated with 
each type of change. When change originates from within an organiza-
tion, it is often received in a more positive manner. Internal Change has 
many advantages for an organization. These advantages include: increased 
employee morale, a sense of distributed empowerment, and a higher prob-
ability that the innovation will be ingrained in a more permanent nature 
throughout the entire organization. Because the change begins from within 
the group, it is often more easily accepted and typically becomes the norm 
without an abnormal degree of resistance.
   However, not all internal change is a good thing. Periodically, internally 
generated change may result in less than desirable results. This often occurs 
if the organization has a very dominant member or subgroup. The internal 
change may therefore be a by-product of that single entity and will often be 
too single-minded for the greater good of the entire organization.  

  Secondly, if individuals have been working together for long periods of 
time, a group mentality can take over and stagnate productive change ef-
forts within the organization. When this type of internal negativity is the 
result, bringing in external resources to help manage the process may be 
necessary. While External Change may be harder to accept than internal 
change, there are often many advantages that stem from influences outside 
of the organization. External change can help motivate a declining organiza-
tion that is not yet ready for change. Elements of external change can also 
help save an organization by looking objectively at the situation. In addition, 
these outside forces have the potential to create change when it needs to 
happen quickly. People become comfortable in the Status Quo and stop 
seeking innovative ways to accomplish things. External change is a viable 
option for improving an organization when prior internal efforts fail.  
   As with internal change, external efforts are not without disadvantages. 
Their rebellious efforts may be direct or covert. A distinct disadvantage 
of externally imposed change is that it is often unsuccessful in the long 
term. External resources may impose the change for a while, but with-
out substantial internal buy-in, the organization will return to its previ-

ous behaviors. In addition, the change process itself can cause temporary 
chaos within the organization and actually reduce productivity for a given 
period of time. However, an elevated level of Disequilibria is expected in 
any change. 

4 Types of organization Change 

Experts suggest four distinct types of organizational change for consider-
ation.

When an organization is forced to 
change, often individuals within 
the organization will rebel. 
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1. STrUCTUraL CHange. Researchers regard Structural change 
as the most desired type of organizational change.  These types of changes 
often affect elements of efficiency, such as the implementation of new hier-
archy, or administrative policy.  It may be related to upgrades in technology 
or changes in standard operating procedures.  These types of changes are 
considered to be transitional in nature.

2. STraTegiC CHange. When an organization must adapt to ex-
ternal factors beyond their control, some may consider a form of Strategic 
change.  Strategic organizational changes are a major step and are usually 
quite Transformative.  These major adjustments seek to modify the current 
way the company operates.  In some cases, strategic change efforts may 
completely change the fundamental approach of doing business.  In modern 
times, many organizations have needed to adapt to an ever-increasing inter-
net environment to keep up with the competition.  Other notable strategic 
changes include corporate merges new partnerships, relocation efforts, and 
changing the target market.

3. PerSonneL CHange. Personnel change may be planned or un-
planned, and they can have a dramatic impact on overall employee attitudes, 
behaviors, performances, and morale.  Changes in personnel may be Incre-
mental or Large-Scale.  Small-Scale or Incremental people changes may 
include:  promotion from within the organization, the creation of internal 
committees or continuing education efforts such as sending various in-
dividuals to team-building workshops and classes.  Larger-Scale people 
changes may be more dramatic in nature and may include replacing 
top-level executives with new leaders in order to change the entire 
company culture.  Personnel changes have the potential to be the 
most intimate form of organizational change due to its close proxim-
ity to human resources.

4. ProCeSS CHange. Process changes are usually an attempt 
to improve the overall workflow efficiency and productivity within 
an organization. They may include implementing a new production 
assembly line, curriculum in education, or robotics in manufactur-
ing. Implementation of this type of change is most successful when 
the innovations are carefully researched, proposed to employee 
focus groups, tested under actual conditions, and implemented in 
stages or phases. As with all change efforts, individual buy-in is an 
essential ingredient for success. 

8 Common errors to organizational Change efforts. 

There are eight common errors to Organizational Change Efforts including:

1. allowing for Too Much Complacency –This occurs as organiza-
tions move ahead without establishing a “High Sense of Urgency” in manag-
ers and other staff members.

2. Failing to Create a Sufficiently Powerful Coalition – This 
occurs if the key figures within the organization are not supportive of the 
change or if the progress is attempted without a team effort. It must be 
understood that, “Individuals alone never have the assets to overcome the 
Status Quo.”
3. Underestimating the Power of Vision - Vision is essential to 
“Inspire” people to implement any new initiative. Without vision, people 

become confused and lose their sense of direction as well as the energy 
needed to continue the change effort. They begin to question organiza-
tional leadership and quickly lose interest

4. Under-Communicating the Vision – Without credible communi-
cation, people’s hearts and minds are never captured. There are three rea-
sons that this occurs including: (a) Lack of Understanding of the New Ap-
proach, (b). Management or Key Individuals Remain Silent, and/or (c) Highly 
Visible People Behave Anti- Ethical Toward the Vision, Creating Cynicism.

5. Permitting obstacles to Block the new Vision – Change re-
quires people to act with solidarity. Barriers, real or imagined, are disheart-
ening to people’s efforts. Two common obstacles include, supervisors who 
refuse to act, and demands that are inconsistent with the change efforts.

6. Failing to Create Short-Term Wins – Change takes time and 
has risks of losing momentum. People need short-term goals to meet and 
celebrate. Without these goals, people often give up or join the resistance.

7. Declaring Victory Too Soon – Until change sinks deep into the 
culture (3-10 yrs), new approaches are fragile and are subject to “Regres-
sion”. Time frames for change are often developed too short or are cut off 
pre-maturely.

Larger-scale people changes 
may be more dramatic in nature 
and may include replacing top-
level executives with new leaders in 
order to change the entire company 
culture.
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8. neglecting to anchor Change Firmly in the 
Corporate Culture – Until new behaviors are deeply 
rooted into the organization’s “Shared Values”, they are al-
ways subject to “Degradation”. It is important to show the 
value of the change and how it has improved performance.  
   Making any of these 8 Common Mistakes can have serious 
consequences for the desired change as well as the overall 
culture of the organization. Unsuccessful change efforts usu-
ally result in the new strategies being poorly implemented 
or not implemented at all.  Another consequence of failed 
efforts is the possibility that the innovation does not deliver 
the desired results. With all that said, what is the formula for 

organizational success? I will refer to work of leadership 
expert John Kotter for guidance in this matter. Kot-

ter is an Award-winning author from the Harvard 
Business School. As a Harvard professor, he is 

among the most highly acclaimed experts 
in the study of Organization Change. A 

summary of his 8 Steps to Successful 
Change is described below. 

John Kotter’s 8 
Steps to Successful 
Change

1] establish a Sense of 
Urgency - Change typi-
cally erupts as individuals 
notice vulnerability, or ex-
perience dissatisfaction 
within an organization. The 
threat of losing ground, 
diminished production, 
employee turnover, or fi-
nancial distress often mo-
tivates people into action. 
However, the greater task 
is to communicate that 
sense of urgency to others. 

Experts agree that, “Without 
motivation, people won’t help 

and the effort goes nowhere…. 
Executives often underestimate 

how hard it can be to drive peo-
ple out of their comfort zones”. 

Change efforts have a far greater 
probability for success when 75% of 

constituents are honestly convinced 
that business as usual is no longer an ac-

ceptable plan.

2] Form a Powerful guiding Coalition  - 
Change efforts often start with just one or two people, 

but should grow continually to include a greater major-
ity who believe the changes are necessary. The single most 
important element is a “Core of True Believers.” This core 
group of individuals should have solid reputations, neces-
sary skills for the change effort, and the ability to build small 
groups of people dedicated to the cause.  The “guiding coali-
tions” for change need to help bring others on board with 
similar desires as well as new ideas.

3] Create a Vision - Successful Change rests on solidly 
on Vision. This vision should be “A picture of the future that 
is relatively easy to communicate and appeals to custom-
ers, stockholders, and employees. A vision helps clarify the 
direction in which an organization needs to move.” The vi-
sion helps spark motivation, keeps efforts aligned, provides a 
form of evaluation for growth, as well as a rationale for the 
changes.

4] Communicate that Vision -The guiding principle 
of communication is simple, “Use every existing com-
munication channel and opportunity available” to insure 
people are going to perceive the effort as important. The 
bottom line is that change efforts will fail unless most 
of the people understand, appreciate, commit and try to 
make the effort happen. Leaders must also be seen “Walk-
ing the Talk” – another form of communication. Actions 
along with words are powerful tools for communication. 
Words alone will not make change happen.

5] empower others to act on the Vision  - Nothing 
is more frustrating than desiring change but lacking the 
resources needed to initiate the innovation. Key aspects 
of empowerment are the proper allocation of funds, align-
ing people with actions, establishing obtainable goals, and 
removing barriers for success. Freeing up individuals from 
existing responsibilities so they can concentrate on the 
change effort, as well as allowing ample time for research, 
planning, modifications, and evaluation of progress is es-
sential.

6] Plan For and Create Short-Term Wins - Since 
most change take significant amounts of time, the loss 
of momentum and the onset of disappointment are real 
concerns. Most people need to see compelling evidence 
that their efforts are bearing fruit. In examples of success-
ful change, leaders orchestrate short-term gains which 
people will be able to see and celebrate. This provides 
proof that their contributions are valuable, which stimu-
lates motivation to keep the effort going.

7] Consolidate improvement and Keep the 
Momentum for Change Moving - Leaders of 
change must go into the process knowing that their ef-
forts will take a while.  As Kotter warns, “Do not declare 
victory too soon.”  New approaches are fragile and sub-
ject to regression until the desired changes sink deeply 
into an organization’s culture.  A premature declaration 
of success often kills organizational momentum.  This has 
the possibility to allow the powerful forces of tradition 
to regain ground.

8] institutionalize the new approaches 
Change truly becomes ingrained when it becomes “The 
way we do things around here.”As a final note, “Until new 
behaviors are rooted in social norms and shared values, 
they are subject to degradations as soon as the pressure 
for change is removed.” There are two actions, which are 
particularly valuable for accomplishing this. First, leaders 
must make a conscious attempt to show people how the 
new approaches, behaviors, and attitudes have helped im-
prove the life of the organization. Secondly, efforts must 
ensure that any changes in leadership support and em-
body the new ways.

implications for Denturism
The great Denturist Debate

   The Great Denturist Debate, as currently featured at 
1-800dentist.com and as outlined by Raymond A. Flander’s 
“The Denturism Initiative,” questions the safety of den-
tal treatments performed by non-dentists. Excerpts from 
that web site are presented here for your review. 
   [Many dental professionals debate whether denturism 
should be practiced at all. While legal in Canada, Australia 
and some European countries, denturism is only legal in 
a few states -- according to DenturistInsight.com, den-
turists are currently allowed to practice only in Arizona, 
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California, Florida, Idaho, Oregon, Maine, Michigan, Montana, Washington and 
Wyoming.
   [Some feel that the elimination of overhead from a dental office and off-
site dental lab could save patients money -- which could be beneficial for 
patients on a fixed income. Regardless,” The practice of denturism is not 
supported by the American Dental Association”.]
   [ The ADA’s Current Policies, resolves that the ADA “Vigorously opposes 
denturism” and notes that the use of the terms “Denturist” and “Dentur-
ism” in all ADA publications be accompanied by the following footnote: “A 
‘denturist’ is a person who is educationally unqualified to practice dentistry  
in any form on the public, and be it further resolved, that constituent and 
component societies act in concert with the American Dental Association.”]
   [ Denturists however, feel that their training is adequate to produce a 
quality product]

Sections from the american Dental association (ada.org) for 
your consideration.
   • Dental Society Activities against Illegal Dentistry (1977:934; 2001:435)
Resolved, that the American Dental Association urge constituent and com-
ponent dental societies to inform the Council on Dental Practice of society 
activities which relate to combating illegal dentistry, and be it further Re-
solved, that the Council on Dental Practice provide this information to all 
constituent and component societies on a timely and periodic basis, and be 
it further Resolved, that the American Dental Association Board of Trustees 
be authorized to provide financial aid to any constituent dental society that 
is faced with the imminent prospect of a substantial effort to legalize or 
promote denturism or any illegal practice of dentistry in its state through 
legislative action or use of the initiative process.
   • Opposition to “Denturist Movement” (2001:436) Resolved, that the 
Association vigorously opposes denturism, the denturism movement, and 
all other similar activities, regardless of how they are designated, in this 
country.
   • “Denturist” and “Denturism” (1976:868; 2001:436) Resolved, that when 
the words “denturist” or “denturism” and all synonymous terms are used 
in American Dental Association publications, the terms should be accom-
panied by a brief but prominent footnote indicating that a “denturist” is a 

person who is educationally unqualified to practice dentistry in any form 
on the public, and be it further Resolved, that constituent and component 
societies act in concert with the American Dental Association.

Drawing a Conclusion

   The Key to overcoming substantial resistance such as viewpoints noted 
above, stems from the solidarity that will bring us together as a guided force 
with a clear unified vision. Each and every dental health care professional 
needs to work together to put forth their best possible effort for the great-
est good of not only the individual, but for the profession as a whole. How-
ever, the true change that we need to establish is not to change the minds 
of a few, but to instill the value of Denturism in the eyes of the public. This 
will occur with the demonstration of truth, honesty, and integrity toward all 
those we come in contact with.

Lingering Questions
1. Are we moving ahead as Individuals or as a United Dental Health Profession?
2. Are we achieving any “Notable Goals” worth celebrating? If so, what are they?
3. Are we supporting our local organizations and the Unified Efforts of the NDA?

JOSEPH KINGSTON, LD, Ed.D 
Dr, Kingston is a denturist, a veteran ed-
ucator and published author. He earned 
his Master ’s Degree in Education and a 
Doctorate degree in Educational Leader-
ship. He received his diploma in dentur-
ism from George Brown College where 
he was graduated with honors. He has 
a private denturist practice in Bangor, 
Maine.
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Information
Association des denturologistes du Québec

T : 514 252-0270        800 563-6273        www.adq-qc.com

Below is the preliminary program that is subject to change. A final program will be available soon.

Details in Registration Brochure (Summer 2013)

Hotel Room Reservation

Hilton Montréal Bonaventure 
900, rue de La Gauchetière Ouest

Montréal, Québec, Canada  H5A 1E4
T: 514 878-2904     F: 514 878-3881

Reservations, cancellations or changes must be made directly with the hotel. 
It is important that you mention the event: 8th World Symposium 2013, in order to benefit from special rates.

Reservations: 1 800 267-2575
www.hiltonmontreal.com

Single/Double (CDN Funds): $189
Deadline Date: September 14th 2013

Preliminary Program

October 9 to 12, 2013 Hilton Montreal Bonaventure Quebec, Canada

It is with great pride that we invite you to the 8th World Symposium on Denturism that will be held
October 9-12, 2013, at the Hilton Montreal Bonaventure Hotel.

This event is organized by the Association des denturologistes du Québec, in partnership with the
International Federation of Denturists, and in cooperation with the Denturist Association of Canada and
the Centre québécois de formation en denturologie. 

This world-class congress will be attended by participants from Canada, the United-States, Australia, the
United Kingdom, and Europe. It will be the first Denturism Symposium to which not only Denturists will
be invited, but also Dentists and Dental Technicians. This “3D” themed congress will focus on the
importance of adopting an interdisciplinary approach. In a spirit of cooperation and innovation, members
of these three professions will respectively share their know-how and showcase the recognized
excellence of their disciplines. 

A trade show will be at the heart of this event. Participants will be attending continuing professional
education sessions on the use of new technologies in Denturism and various aspects of the profession.

We are looking forward to seeing you next October!

Major Sponsor

In partnership with: In collaboration with:Organized by:

Monday, October 7 DAC CAC Meeting 8:00 am - 12:00 noon
Lunch 12:00 noon - 1:00 pm
DAC Annual General Meeting 1:00 pm - 4:30 pm

Tuesday, October 8 DAC Annual General Meeting 8:00 am - 12:00 noon
Lunch 12:00 noon - 1:00 pm
DAC Annual General Meeting 1:00 pm - 4:30 pm

Wednesday, October 9 Exhibits, Set Up 12:00 noon - 8:00 pm
Opening of the Congress 7:00 pm - 8:30 pm

Thursday, October 10 Exhibits, Set Up 7:30 am - 8:30 am
Registration 8:00 am - 5:00 pm
Exhibits Open 8:30 am - 5:00 pm
IFD Meeting 9:00 am - 12:00 noon
Sessions 9:00 am - 4:30 pm
Lunch 12:00 noon - 1:30 pm
IFD Meeting 1:30 pm - 4:30 pm

Friday, October 11 Registration 8:00 am - 5:00 pm
Exhibit Open 8:30 am - 5:00 pm
IFD Meeting 9:00 am - 12:00 noon
Sessions 9:30 am 4:30 pm
Lunch 12:00 noon - 1:30 pm
IFD Meeting 1:30 pm - 4:30 pm
Cocktail 5:00 pm - 7:00 pm 
Exhibit, Dismantling 5:00 pm - 8:00 pm

Saturday, October 12 Session 8:30 am - 10:00 am
Senate Annual General Meeting 9:00 am - 10:00 am
ADQ Annual General Meeting 10:00 am - 12:00 noon
ODQ Annual General Meeting 1:30 pm - 4:30 pm
Closing Dinner 7:00 pm - 11:00 pm
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Compensating 
CURVES NOT AS WE 
KNOW THEM. 
ParT 2. CQr DenTUreS.

t
he first article in this series described a new, research- based model 
of occlusion, which takes account of the human body’s asymmetry. 
This is in contrast with previous models of denture occlusion that 
are based on the asymmetric, ‘one-shape-fits-all’ Curves of Spee and 
Wilson. This article describes how the CQR system can record the 

patient’s individual functional movements, by creating a dynamic bite block that 
incorporates the patient’s individual, asymmetric occlusal planes. It goes on to 
describe a newly designed articulator, ‘The Condor’, which enables the Clinician 
to convert the dynamic bite record to a customised denture occlusion.

   I became interested in denture occlusion several years ago when I became 
frustrated that I could never get the patient’s dentures to replicate the function 
that I had created on any articulator. Whenever I asked the patient to move from 
their centric bite to a lateral excursion, the dentures would always dislodge 
themselves. Then as I was starting to think about it more, I started to notice 
wear patterns on five year old dentures of patients that were coming back for 
replacements. I knew these dentures had originally had the curves of Spee and 
Wilson in them – I had constructed them that way! However, these symmetrical 
curves were no longer in the dentures; they had changed. This lead me to wonder 
if the traditional, symmetrical curves we work with were not ‘true’, meaning they 
didn’t exist in nature. But how could I find out the shape
of the ‘true’ curves? I started to think about the old method of pumice and 
plaster bite registration rims. I liked the thought process behind them because it 
recorded the patient’s individual functional movements. 

   However, I did not like the thought of:
1. Having a patient with a mouth full of pumice and plaster.
2. Its instability when I would attempt to transfer the information gathered onto 
an articulator and setting the teeth up against it. So I devised a new form of bite 
block. I made an acrylic base plate with wax body, in the usual way, and then add-
ed an acrylic occlusal plate. The acrylic occlusal surface would be easier to adjust 
during the patient’s functional movements than wax and less messy than plaster.
   We started off in the traditional way by recording the patient’s centric (or 
‘static’) bite with wax registration rims. The symmetrical curves of Spee and 
Wilson are useful to help with the arc of closure as the mandible closes towards 
the maxilla. This first set of rims was used to determine the patient’s centric 
occlusion and vertical dimension, and the occlusal plates were set up to line up 
with the patient’s occlusal plane line. – see Fig 1.

Fig 1
The acrylic occlusal plates were made by using a setting up plate with the tradi-
tional curves built into them. The required shape of the rim was marked out by 
adding spruing wax to the plate and into this, cold cured acrylic was added and 
allowed to set. The occlusal plate was then trimmed, smoothed and added to the 
occlusal surfaces of the registration rims.

Fig 2
The next stage was to start adjusting the acrylic occlusal rims with the patient 
going through their functional movements – left, right and protrusive excursions. 
The aim was to observe that both rims were stable while the patient was making 
their dynamic movements – as in the old plaster rim technique.

Fig 1

Fig 2
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Fig 3
One-sided articulating paper 
was put in between the rims 
and the patient encouraged 
to grind from side to side – 
see Fig 3. In the picture we 
are doing one side and one 
occlusal surface at a time, but 
you can do both sides at once 
with the help of Miller’s for-
ceps. Where a thin ink streak 
appears on the occlusal sur-
face this indicates an interfer-
ence and is ground away. You 
then reverse the procedure and do the opposing rim in the same manner. You 
keep doing it until there is a lot of ink being laid down in the posterior regions, 
indicating a wide area of occlusal contact in excursions. This coincides with the 
rims being perfectly stable during function and is the sign to stop. You will find 
that the curves are asymmetrical.

Fig 4
The interesting part of all of this process is the amount of effort taken to get 
to this point. My first sets of acrylic occlusal rims were based on the symmet-

ric curves of Spee and Wilson, so at the beginning of the visit, they were very 
unstable during function. In some cases we were working with the patients for 
an hour and a half of surgery time to make the adjustments. Both Clinician
and patient would often get very tired, and these appointments were often 
spread over several visits. 

The process demonstrated two things to me:
1. There is a huge difference between the accepted wisdom on how the TMJ 
works and the reality.
2. The original process is not commericially viable or acceptable as a clinical 
procedure, because of the time and discomfort it entails. However, by study-
ing the initial series of adjusted occlusal plates it was possible for one of our 
research group to calculate an average set of asymmetric compensating curves. 
This is one of the benefits of having an ex NASA engineer, Ron Presswood Jnr, 
on your research team! The acrylic occlusal plates are made oversized, so they 
can be trimmed back to any sized ridge. What we have now are patent pending, 
fully functional parabolic compensating curves – see fig 5.

Fig 5
We still go through the same procedure of recording the dynamic movements 
as described above, but now it only takes between five and ten minutes! This is 
considerably more comfortable and financially viable for all concerned.
Our next chal-
lenge was to 
translate the in-
formation ob-
tained in the dy-
namic bite record 
into a set of func-
tioning dentures, 
using an articula-
tor. At that time, 
all articulators 
were built around 
the original Victo-
rian-era concepts 
of occlusion and 
could not recre-
ate the parabolic, 

asymmetrical condylar movements. Early attempts were made to adjust pres-
ent day articulators by using specially designed condylar boxes to replace the 
condylar mechanism. This modification allowed us to move forward and create 
the early dentures that are still today proving successful for the patients.
However, this method was proving to be cumbersome, time comsuming and 
extremely techniquesensitive. The combined efforts of Ron Presswood Jnr and 
Ron Presswood Snr DDS &CDT led to the development of a new articulator 
that can be programmed with the patient’s individual condylar meovements. 
The articlulator is patent pending and is called ‘The Condor’. It has been
designed to be low cost and simple to use, with inter-changeable condyle and 
centric record elements. Its light weight design and it’s ability to record all the 

information from 
the occlusal rims 
has simplified the 
whole procedure 
– see 

Fig 6
We now have a predi-
cable, accurate and 
commercial viable way 
of making fully func-
tional dentures. Den-
tures have now been 
made this technique 
for the last seven 
years in the US and 
the UK, and in the UK 
alone over 400 sets 
have been successfully 
made. By using denture 
teeth with a suitably modified contour, the patient’s set-up is created in tune 
with the dynamics of the individual dynamic bite records. The result is quite 
dramatic in its effectiveness. The full dentures are generally very quickly ac-
commodated and the patient is able to extend the range of foods they can eat, 
making the patient feel very ‘normal’ again. Interestingly, patients frequently 
comment on how their ability to taste has improved, too. It has been a very 
rewarding last few years as we have seen confidence and comfort greatly in-
creased and denture wear and maintenance
dramatically reduced.

Fig 3

Fig 4

Fig 5

Fig 6

After being a successful Dental laboratory owner for 36 
years and a registered UK Dental Technician, I have now 
embarked on the next chapter of my career as a Clinical 
Dental technician (Denturist) . This means that I now can 
take my extensive experience into patient care and provide 
technically superior dentures. External interests within 
dentistry include being part of the Loughborough University 
research team, investigating muscle function and the former 
Chairman of the UK Dental Laboratories Association. My 
own personal research has been dedicated to finding and 
providing improved ways of achieving patient comfort and 
satisfaction. This ranges from more pleasant ways of taking 
impressions, to making lower dentures more stable. I am also 
a proud husband with three lovely daughters.

Jonathan Bill, CDT
CQR Dental
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American Dental Supply    20 1-800-558-5925  www.americandentalsupply.net
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