This year we
celebrate our

25th

Anniversary

1982 - 2007
o o207 [

Dentist Spotlight

Nikki Chauhan, DDS

Sacramento, CA

Graduate Of: Govt. Dental
College, Patiala, India (1999)

Family: husband — Amar,
son — Arjun (4)

Favorite.. ..
Author: John Grisham
Movie: The Illusionist

Hobbies: Reading, traveling &
stamping (scrap-booking)

Vacation Spot: St. Lucia

Restaurant:
Cheesecake Factory

Hero: Dalai Lama

Recent C.E. Class/Speaker:
AACD, Frank Spear, DDS

Like Most about Dentistry:
Sense of satisfaction from getting
some patients out of pain & helping
others improve their quality of life
by providing them with a healthy,
beautiful smile

Like Most about Creative
Arts: Great customer service,
flexibility, frank communication &
predictably great fitting restorations
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opflmdl Shade Tdklng by Dave Wisner

Richly characterized teeth are best matched with some
sort of visual communication process. Therefore to help
meet the expectations of you and your patients, we have
included some suggestions for shade taking.

1) Control lighting (illumination, quantity, quality)

a. Use a color corrected light source of the proper inten-
sity - 5500°K, Color rendering index (CRI) of at least
93 (Incandescent lights will pick up more of the red
spectrum. Fluorescent lights typically have too much
green and yellow. Natural light will vary the appear-
ance depending on the time of day. You need an arti-
ficial light source that has ALL the colors)

b. Dental unit lights should NOT be used for color ren-
dering (they are too bright and cause glare)

2) Create a neutral colored environment
(Prepare the patient & the environment)

a. When looking at red gums, the cones in our eyes will
saturate and fatigue quickly giving an afterimage of
the complimentary color blue-green. Your color
assessment of the teeth will be too blue. Therefore,
before taking the shade look at a gray background for
5 seconds (a gray towel or bib is a good achromatic
background). Neutral gray has no complimentary
color and is restful to the cones.

3) Assess Value in low light

a. Low light levels are the best for accessing value. The
cones (sensitive to color) only become activated with
higher light levels. When the cones are functioning,
then hue and chroma can confuse value discrimina-
tion.

b. Vita 3D Master Shade Guide is a good guide for es-
tablishing value

4) Evaluate the Surface Morphology

a. If the teeth have prominent surface anatomy, this
must be replicated because the surface determines the
amount and direction of light reflected to you from
that angle. The pre-op models will help us in dupli-
cating these contours. Surface texture effects various
light reflections. A tooth can be made to look longer
or wider by just changing its contour lines and
texture.

b. Describe vertical and horizontal surface texture as
heavy, moderate, and light. Luster can also be de-
scribed as high or low. These surface features deter-
mine the character of light reflection and affect the
amount of light that enters the tooth (opacity). The
surface texture of a crown must be designed to
simulate the light transmission and reflectance
pattern of adjacent teeth.
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Evaluate Translucency with a black background.

When drawing proximal translucence, ask the patient to
turn from right to left, which allows a better analysis.
Employing a black background will allow you to see the
blue of the opalescence in the translucent enamel.

6) View shade guide in bright and balanced light for

7)

a.

selecting hue and chroma, preferable with a gray
background.

. Hold the shade tab incisal edge to the incisal edges of

the teeth. Shade tabs need to be same distance and angle
as tooth

. Dehydration of teeth causes same appearance as bleach-

ing (the value increases and the chroma and translu-
cency decrease). Should do shade selection before treat-
ment to avoid dehydration.

. Most humans have eye dominance and one eye will

preferentially perceive a shade. Therefore, it is wise to
hold the shade tab on both sides of the tooth.

Assess Hue

When choosing the hue with a shade tab, look to the
mid-buccal of the tooth. Differences between the shade
tabs and the natural color of the teeth increase near the
root. Compared to the Vita shade guide, natural teeth
exhibit increased redness and lower translucency at the
cervical.

.If in doubt as to the hue family, choose the A family

(Vita Classic guide). Most natural teeth have more red
than B. Perhaps as much as 80% of natural teeth belong
to the A hue family.

. First impressions are the best due to eye fatigue. Don’t

stare at the teeth more than 5 seconds to prevent hue
accommodation.

8) Draw, describe, and photograph

a.

Ideally the doctor would shade-map all that he/she sees
in a three dimensional drawing (8 %2 x 11in).

b. If you see more than one hue family in a tooth/arch, then

C.

photo all the tabs that seem to match. Try to keep the
tabs at the same distance as the teeth from the camera, if
brought closer, they will appear brighter.

If an all-ceramic restoration is to be used, photograph
the prepared teeth with a corresponding shade tab. Keep
the teeth wet for these pictures.

Dave works for Creative Arts Dental Lab
as their CAD/CAM Design Specialist. If
you have questions, please email him at
dave@cadl.net

800.696.4464 or 916.929.4464
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Valerie's

inspirational

QUOTES:

"Most people produce
only when they feel
like it. Leaders pro-
duce even when they
DON'T feel like it."
by Melvin Maxwell in

"Real Leadership:
The 101 Collection"

"Nobody can prevent
you from choosing to
be exceptional. At
the end of the day,
the only question that
matters is, What kind
of difference did you
make?”

by Mark Sanborn in
"The Fred Factor”
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We have a new college in town
offering a dental assistant pro-
gram, San Joaquin Valley Col-
lege (SJVC), located in Rancho
Cordova. It is an accredited pri-
vate junior college committed to
the professional success of its
students. With general education
courses alongside specialized
career training, SJVC enables
graduates to receive their Associ-
ate of Science degree in addition
to any career specific certifica-
tions and licensure preparedness.
Creative Arts was honored to host
a tour for SJVC’s first class of
dental assistant students.

Mrs. Randolph, an instructor
from SJVC, feels it is very impor-
tant for the students to tour a den-
tal lab and see the various types
of restorations being processed.

Valerie Penrod, co-owner of
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InVizion™ (Zirconia YZ with VM9 pocelain),
or Full-contour milled crown (ProCAD block)
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Various restoration options

Creative Arts, starts the tour with a
presentation on the background of
dental laboratories, the various
types of restorations, the impor-
tance of building a close relation-
ship with their lab, an explanation
of Direct Reimbursement dental
plans, and how dental insurance
reimbursement affects the patient’s
decision making process.

Valerie feels her role in their
visit to Creative Arts is to educate
them on things they do not learn in
the classroom. She describes her-

Visit www.sjve.edu for more information.

Creative Arts Hosts Tour for the Newest Dental Assistant Program

self as a female version of “Dr. Phil”
with her straight talk for aspiring dental
assisting students!

She then talks to the students about
the importance of always working to
improve their skills. In our fast-paced
changing environment, they should be
willing to read and continually attend
courses. Destiny is NOT a matter of
chance, it’s a matter of CHOICE!

The students were given packets
with various laboratory information
and motivational statements to encour-
age the students to “be the best they
can be”. They took a tour through all
the departments, so they could under-
stand the many processes it takes to
produce one restoration. Valerie en-
couraged them to get to know their lab,
since they are an excellent resource.
At Creative Arts our #1 concern is to
please our customers and work closely
with them to make their jobs easier.

Mark your calendars - Friday & Saturday, September 14 and 15, 2007, Dr. Greg Kinzer and Dr. Vince Kokich Jr.

“State of the Arr Esthetics, the Ortho-Restorative Connection.”
Designed for both orthodontists and restorative dentists to develop better communication and treatment planning skills for complex esthetic

problems. For more information contact the Napa~Solano District Dental Society at (707) 428-3894

The Most Important Call of All

By Melinda Heryford, Practice Management Consultant

What are new patients looking for when they call your
office? A warm, welcoming, enthusiastic HELLO? The
telephone greeting is the first point of contact and the place
to create an overwhelming WOW for any new patients
calling your office. Unfortunately, what I hear most often
is, Are you new to the practice? When would you like to
come in? With a matter of fact, vanilla approach, we are
missing opportunities to:

1) Welcome the new patient

Make a significant and overwhelming positive

Identify true desires (unique to each patient)
Really listen and offer them appropriate solutions

2)

first impression
3)
4)

at the first visit
5)

patients

Have very satisfying interactions meeting new

Often the front office is so busy greeting, meeting, and

checking out patients,

when the phone rings it is often
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viewed as a disruption verses an opportunity to meet
someone new and make a life long connection. You
have 30 seconds to make a lasting impression on the
phone. Make sure the person answering the phone
has the right personality; warm, personable and an
extravert. Polish your verbal skills and prioritize the

call; new patients calling in get priority. Never ask,

are you a new patient? Instead let the patient tell
you they are new, when was the last time you saw

Melinda Heryford, MBA
(916) 488-1929

Dr. Tom? Take a moment to welcome them, assure the patient they have
called the right office; let me be the first to welcome you to our practice-
our patients love Dr. Tom. They say he is nice as well as gentle. Find out
what they are looking for, actively listen and make an appropriate appoint-

ment.

Evaluate your current system for the new patient call. Are you inviting
patients into the practice or chasing them away? Evaluate your practice by
having a Mystery Caller check your system. For more information on the
Mystery Call email Melinda at: melindah@inreach.com.
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800.696.4464 or 916.929.4464



