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We can offer a worldwide visibility to your company. Even only one contract signed with one distributor of our database can help you multiply your ROI.

All our advertisers are 
looking for distributors 
worldwide. Check here 
for more information.
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THE NEW orthodontics brackets

AEEDC Dubaiin
#NEW

Booth NO: 4B03

Tool-inserting slot
To ease spring clip opening
with a specially designed tool

Curving points
Provide a stable force
to minimize clip deformation

Slot blocker
For wire retention stabilization

Rounded sliding door
For added patient comfort
and easy to open and close

Rounded body
PATENTED design providing
superior patient comfort

Ceramic injection-mold
100% Translucent full ceramic
self-ligating bracket

Provides uniformity, consistent
strength,and precision

Bonding Base
PATENTED double-layered
cross-etched base maximized
bonding retention

Curving points
Provide a stable force to
minimize clip deformation

Strong hook
Engineered with a rounded edge
to provide comfort and secure
engagement of ligature ties
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We needed a vaccine. Plain and simple. Until most local officials allowed 
convention venues to fully re-open. We are finally seeing signs of life, 
and some international shows are starting to slowly come back. We are 
delighted to meet our dental community again, in Dubai, a renaissance 
really worth celebrating!

While things were on hold, many organizations tried virtual meetings, 
but attendee engagement was generally inferior compared to the old 
live events. Yet, reports are coming in that many companies’ sales were 
unaffected by their absence from trade shows. The companies saved the 
money that previously had been spent on sponsorships, booths, collateral 
material, travel, and hotels. Does this experience mean that trade shows 
are to die off? Not at all. When competitors start pedaling again, com-
panies that ignore trade shows will fall behind. Trade show participation 
drives sales in three ways: continued sales to existing customers, buyers 
attracted to a new offering, and sales to new buyers dissatisfied with their 
current providers. Over time, picking up new business is vital. Trade shows 
are a great way to show off new products, including new variants of old 
products. Potential buyers may not be aware that the new products ex-
ist, they may not understand them, or they may not have been motivated 
to learn how the new products would benefit them. Business-to-business 
sales can survive a year or two without trade show exposure, but the value 
of increased sales will eventually win out relative to costs savings. 
What about the attendees? Those who are spending a good bit of money 
will want to attend to ensure they are getting the best products for their 
companies. Educational sessions may be less important now that people 
are used to webinars, and meetings that are primarily educational, rather 
than trade shows, will be more often virtual. But consumers who attend 
trade shows want to see multiple products and services offered and will 
likely not bother with those businesses that are absent. Networking advan-
tages of in-person meetings are inevitably strong. 

Yes, because, since the pandemic’s outbreak, many have predicted 
the death of exhibitions as we know them, a bit like the doomsayers 
who foretell the end of cities. But why people move to big cities? to be 
with other people. The same happens with exhibitions: we mingle with 
like-minded peers who do something similar or related to what we do. 
They are colleagues, competitors, researchers, current or future clients. 
For three or four days a year we are all together, under the same roof. 
Wouldn’t it be the same to send all these people our product catalogue 
by e-mail, and ask them if they are interested in buying something from 
us? Of course not. Zoom meetings or a webpage cannot quite reproduce 
or replace what happens when we meet face to face, see eye to eye, shake 

hands to close a deal. Of course, I am not saying that digitization has no 
use or influence. New technologies, virtual or hybrid events, are here to 
stay for they are immensely helpful to reach more people and places. 
They are now an integrated part of an overall marketing strategy that will 
later be used as an effective tool to promote a presence at a trade show, 
and help build an audience and engagement prior to, during, and post 
event.  But most virtual show platforms have not addressed the most im-
portant critical factor required for a successful event, virtual or otherwise, 
audience engagement. A site with a few simple links, or limitations to 
what you, the exhibitor, can do with creating your own virtual micro-site, 
does not adequately build, attract, or engage an audience.  
Trade fairs are similar to conglomerates, like big cities or villages. Be-
cause energy, attitude, and personality cannot be ‘remoted’ through 
even the best fiber optic lines. That inspiring energy people have, 
springs forth solely when we get together, when we meet in places that 
enhance our creativity and make us feel that we are sharing something 
unique, something exceptional, with a lot of other people. 
In closing, I simply wanted you to know that Infodent International will  
keep doing events that no one wants to miss, they will be better and more 
tech-savvy than ever! 
Come visit our booth to meet international manufacturers that 
are looking for new partners: Hall 4, Stand 417. 
Stay safe!

Baldo Pipitone
	 CEO Infodent S.r.l.

baldo.pipitone@infodent.com

Back
At Last! 

We needed a vaccine. Plain and simple. Until most local 
officials allowed convention venues to fully re-open. 
We are finally seeing signs of life, and some international 
shows are starting to slowly come back. We are delighted 
to meet our dental community again, in Dubai, a 
renaissance really worth celebrating!
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UAE Dental Market in Figures
Dental products and devices are supplied to 
the market essentially through imports, since 
local production covers only a small part of the 
demand and mainly low value-added products.

Among main Sources:
- Abu-Gharbieh, Eman & Saddik, Basema & Faramawi, Mo-
hammed & Hamidi, Samer & Basheti, Mohammad. (2019). 
Oral Health Knowledge and Behavior among Adults in 
the United Arab Emirates. BioMed Research Interna-
tional. 2019. 1-7. 10.1155/2019/7568679. https://www.
researchgate.net/publication/330917698_Oral_Health_
Knowledge_and_Behavior_among_Adults_in_the_Unit-
ed_Arab_Emirates

-Italian Trade Commission ITA, Italian Dental Industry Asso-
ciation -UNIDI
-WITS-World Integrated Trade Solution - https://wits.world-
bank.org/trade/country-byhs6product.aspx?lang=en
-United Arab Emirates Ministry of Health & Prevention https://
www.mohap.gov.ae/en/OpenData/Pages/default.aspx 
- https://capp.mau.se/bank-of-ideas/united-arab-emirates-
dental-public-health-programs-implemented-by-dental-
services-department-dubai/
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2013 2015 2017
2017
(Jan-Oct.)

2018
(Jan-Oct.)

Market Share 
(%) 2017    

Market Share 
(%) 2018
(Jan-Oct.)

TOTAL 349 493 525 422 425 100         100

United States 59 95 107 93 88 20.4        20.7

Germany 54 86 77 60 64 14.7 15.1

China 29 45 41 29 35 7.8 8.2

UK 35 39 42 31 32 8.0 7.5

Netherlands 17 32 33 28 29 6.3 6.8

Belgium 11 23 36 27 28 6.9 6.6

Italy 13 25 22 16 17 4.2 4.0

Switzerland 13 22 24 20 16 4.6 3.8

South Korea 10 14 26 21 14 5.0 3.3

Saudi Arabia 11 18 18 15 11 3.4 2.6

EXPORTS (MILL. EUROS) OF DENTAL PRODUCTS TO THE UAE 

Source: Data processed by the ITA-Italian Trade Agency from Trade Data Monitor source
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(Products: 901849)

2017 2018 (Jan.-Oct.)

Germany 37.8                30.5

Japan 8.1               10.9

China 7.8                  8.6

Switzerland 8.9                  8.6

United States 6.4                  8.2

France 3.9                  5.2

Netherlands 0.3                 5.1

Italy 4.7                  4.3

Poland 4.0                  3.5

South Korea 4.3                  2.9

(Products: 902213)

2017 2018 (Jan.-Oct.)

Finland 29.4                 40.1

Germany 31.5                 16.0

Japan 8.7                   15.6

Italy 14.0                 12.5

South Korea 4.9                   6.4

France 3.3                  4.5

Slovakia 4.7                   2.2

United States 0.7                   0.8

India 0.8                   0.8

China 1.1                   0.6

EXPORTS TO UAE OF DENTAL INSTRUMENTS AND APPLIANCES, 
MARKET SHARE (%)

EXPORTS TO UAE OF DENTAL X-RAYS, MARKET SHARE (%) 

Source: Data processed by the ITA-Italian Trade Agency from Trade Data Monitor source Source: Data processed by the ITA-Italian Trade Agency from Trade Data Monitor source

(Products: 901841)

2017 2018 (Jan.-Oct.)

Italy 58.0                46.4

China 8.0                   17.6

South Korea 5.9                   11.4

Germany 9.5                   8.1

Switzerland 2.9                   7.2

Slovakia 0.8                   2.3

United States 3.3                   2.2

UK 0.3                   1.7

Netherlands 0.2                   1.1

South Africa 0.0                   0.9

(Products: 902129)

2017 2018 (Jan.-Oct.)

Switzerland 24.1                 28.0

United States 13.5                 27.6

South Korea 43.5                 26.8

Germany 5.4                   5.3

Netherlands 5.6                   5.2

Italy 2.8                   2.3

UK 0.1                   1.4

France 0.8                   1.3

South Africa 0.0                   0.8

Jordan 1.4                   0.7

EXPORTS TO UAE OF DENTAL DRILLS, AND OTHER DENTAL EQUIPMENT, 
MARKET SHARE (%)

EXPORTS TO UAE OF DENTAL PROSTHESIS (NOT ARTIFICIAL TEETH), 
MARKET SHARE (%)

Source: Data processed by the ITA-Italian Trade Agency from Trade Data Monitor source Source: Data processed by the ITA-Italian Trade Agency from Trade Data Monitor source
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(Products: 902121)

2017 2018 (Jan.-Oct.)

United States 38.4                 66.8

India 1.0                   12.1

UK 4.8                   6.9

Japan 0.5                  3.4

Italy 1.1                   2.5

Germany 2.4                   2.4

Switzerland 49.9                 2.1

Hungary 0.7                   1.4

South Korea 0.3                   0.9

Netherlands 0.0                   0.6

(Products: 330610) 

2017 2018 (Jan.-Oct.)

UK 25.8                   22.6

Thailand 9.6                     13.3

Saudi Arabia 15.6                   11.8

China 6.0                     10.5

Egypt 6.5                     5.0

Belgium 7.7                     4.6

India 3.4                     3.9

Italy 3.6                     3.3

Indonesia 2.5                     2.4

Poland 2.8                     1.6

(Products: 841920)

2017 2018 (Jan.-Oct.)

Italy 19.9                  44.5

Belgium 3.2                     15.4

Sweden 9.3                     11.6

China 16.6                   6.0

Germany 9.7                     3.5

UK 2.7                     3.1

India 3.6                     2.9

Turkey 4.3                     2.0

Slovenia 3.6                     1.9

South Korea 2.3                     1.9

(Products: 252020)

2017 2018 (Jan.-Oct.)

Iran 30.9                     37.8

Thailand 15.6                     15.7

UK 17.7                     15.1

Turkey 4.4                       8.3

Saudi Arabia 9.8                       7.9

Germany 1.8                       5.0

United States 2.1                       3.5

France 11.9                     3.4

Italy 0.8                       1.0

Spain 0.9                       0.8

EXPORTS TO UAE OF ARTIFICIAL TEETH, MARKET SHARE (%)

EXPORTS TO UAE OF ORAL HYGIENE PRODUCTS, MARKET SHARE (%)

EXPORTS TO UAE OF MEDICAL-SURGICAL-LABORATORY STERILIZERS, 
INCLUDING AUTOCLAVES, MARKET SHARE (%)

EXPORTS TO UAE OF GYPSUM, MARKET SHARE (%)

Source: Data processed by the ITA-Italian Trade Agency from Trade Data Monitor source

Source: Data processed by the ITA-Italian Trade Agency from Trade Data Monitor source

Source: Data processed by the ITA-Italian Trade Agency from Trade Data Monitor source

Source: Data processed by the ITA-Italian Trade Agency from Trade Data Monitor source
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Every year, more than five million people are af-
fected by domestic violence in the United States 
and Canada. While great efforts have been made 
to raise awareness of this issue, little has been 
publicized concerning the dental problems 
victims may face. Victims may experience trau-
ma to the jaw, including broken, chipped and 
knocked-out teeth. There is a significant need for 
programs like Give Back a Smile, whose member 
dentists are giving back by restoring the smiles 
of domestic abuse survivors. Give Back a Smile 
is dedicated to helping victims of domestic vio-
lence reclaim their smiles, their self-esteem and 
their lives. The Give Back a Smile program is a 
charitable foundation of the American Academy 
of Cosmetic Dentistry, a prominent national den-
tal association committed to the art and science 
of cosmetic dentistry. Through the American Aca-
demy of Cosmetic Dentistry Charitable Founda-
tion (AACDCF), the Give Back a Smile program is 
dedicated to providing cosmetic dental care at 
no cost to survivors of domestic violence by:
- Raising awareness
- Providing volunteer members of the AACD
- Giving survivors hope for a better tomorrow
Since its inception in 1999, over 900 dental tre-
atment cases have been completed, resulting in 
over $9 million dollars’ worth of donated dental 
work. Today, over 350 patients are being treated 
through the program. The American Academy of 

Cosmetic Dentistry’s efforts to give back to the 
community has earned it worldwide recogni-
tion, including the 2001 Award of Excellence 
from the prestigious Associations Advance Ame-
rica Summit Awards, which recognizes excellen-
ce in charitable organizations.

The Whitening Fundraiser
You don’t have to be a cosmetic dentist to parti-
cipate in Give Back a Smile. The recent establi-
shment of the Give Back a Smile Whitening Pro-
gram allows everyone to give back and help heal 
the effects of domestic violence while whitening 
their smiles. Discus Dental, Inc., the makers of the 
Zoom!® teeth whitening system, have agreed to 
donate whitening kits to volunteer dentists. Pro-
fits from the purchase of these dental products 
will be donated to the AACD Charitable Founda-
tion. For a list of participating providers, contact 
the American Academy of Cosmetic Dentistry.

Eligibility
Both men and women who have received inju-
ries from a former partner or spouse are eligible 
for the Give Back a Smile program. Give Back a 
Smile is only responsible for correcting injuries 
to teeth in the smile-zone as a result of dome-
stic violence. A volunteer dentist will perform an 
exam to finalize entry into the program and rule 
out other causes, such as previous neglect.

To meet the Give Back a Smile program’s requi-
rements, individuals must have been out of an 
abusive relationship for at least a year. Survivors 
are required to provide proof of domestic abu-
se, such as a signature from a counselor, social 
worker or case manager. Potential patients must 
fill out an application and undergo an interview 
process prior to being matched with a participa-
ting dentist who will make the final decision on 
the applicant’s acceptance into the program.

Contact Information
If you or someone you know is a domestic abu-
se survivor in need of dental care, you can con-
tact Give Back a Smile for help. You may apply 
online at www.givebackasmile.com or call their 
hotline at (800) 773 4227 or send an e-mail to 
givebackasmile@aacd.com. 
Donations can be made to the AACD Charitable 
Foundation at the address listed below. There is 
a waiting list of applicants in some areas and vo-
lunteers are needed to help. The AACDCF needs 
dentists, laboratory technicians and other den-
tal professionals to donate time and services to 
survivors of domestic abuse. If you’re interested 
in giving back to your community, consider par-
ticipating in the Give Back a Smile program. 

For further information on the Give Back 
a Smile program, please contact the 
American Academy of Cosmetic Dentistry.

American Academy of Cosmetic Dentistry
402 West Wilson St.
Madison, WI 53703
(800) 773 4227
www.givebackasmile.com

Article taken from: 
www.1800dentist.com/dental-charities/give-back-a-smile
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The Give Back a Smile program is a charitable 
foundation of the American Academy of 

Cosmetic Dentistry, a prominent national
dental association committed to the art and 

science of cosmetic dentistry. 



*	 Typical		whitening	tones
	 21.700	cases	documented	by
	 the	BlancOne	PRO	App
	 (Classic	VITA	colour	guide	reviewed	
	 for	tooth	whitening)

**		Patient	rating	4,63	on	5,00
	 average	rating
	 from	1.473	patients

3 to 5 shades	of	white*	

in	only	10 minutes	

with	no gingival protection	

and	zero sensitivity	

Patient	satisfaction	Rating**

“Absolutely delighted with the results, 
was a bit sceptical as my teeth are 
already pretty white but was amazed 
by how much whiter they became.
Fantastic product. 
Will most definitely be using again. 
Thank you.”

Elaine
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