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EXHIBITION AND CONFERENCE
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4 Z1IACOM®

LOOKING FOR DISTRIBUTORS New times, brand new ideas

Join the future

ZIACOM Medical has been developing  ZIACOM Medical invites you to [+D+i
dental implant systems for more than participate in the unstoppable

10 years, offering a wide array of development of the company by Implants Systems
products and solutions that areat the  distributing our products. If you are CAD-CAM
forefront of oral and maxillofacial interested in being part of a successful

implant technology. A philosophy based and quality model, contact us via email: Biomaterials

on offering innovative, high-quality
products at competitive prices and at jointhefuture@ziacom.es
the same time personalized dealings. Guided Surgery

Digital Solutions

Implantology Training
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www.dentech.com.cn

The 20™
China Int'l Exhibition & Symposium
on Dental Equipment, Technology & Products

Follow us on

DenTech China DenTech China DenTech China

Approved by: Ministry of Science and Technology of the People’s Republic of China

Organized by: China International Conference Center for Science & Technology /
Ninth People's Hospital, School of Medicine, Shanghai Jiao Tong University / Shanghai UBM ShowsStar Exhibition Co., Ltd.

Co-organized by: Shanghai Stomatological Association / College of Stomatology, Shanghai Jiao Tong University / Shanghai Research Institute of Stomatology /
School of Stomatology, Tong Ji University / Shanghai Stomatological Disease Center

October 26~29, 2016

Shanghai World Expo Exhibition
and Convention Center

Shanghai, China




www.dentalx.it Dental X ... the sterilization company

 —

Domina Plus B
because not all class B autoclaves are generated equal !

== fast <4 large = consumption

The cycle takes from 18 to The large 18 liters chamber The electric consumption is
35 min (drying included) and the exclusive below 900 W.

«Interactive load system» Less consumption means
The «Adaptive Heat» enable to increase higher respect for the
removes all thermal shocks Jll the chamber useful volume environment and saving
enabling a safe sterilization (+50%). money.
(also for hand pieces).

== reliability

The «Adaptive Heat System»
increase the autoclave life

and reduce the
maintenance costs !

THE PREMIUM LINE

‘ warranty years®
Q

*General DX Regulation applied

Domina Plus B ...the «green» autoclave.

dental X spa
via marzotto 11

36031 dueville vicenza italy r ¥

C

tel +39 0444 367400

fax +39 0444 367436

e mail dentalx@dentalx.it
internet www.dentalx.it

dentalx
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ITALIAN
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DenTag s.r.i.
Viia Maniago, 99

33085 Maniago (Pn) ltaly
tel. + 39 0427 71561
fax + 39 0427 700666

info@dentag.com

Sino-Dental’

Visit us!

June 2016 - Beijing

Floor 1 stand L73-L77

www.dentag.com

Editorial

THE CHINESE CHALLENGE

China is notorious
for its  tangled
bureaucratic  web,
and it has gained a
reputation as a place
where deals and
contracts are often
treated more like suggestions than
concrete agreements. In recent
years,however,the Chinese business
climate and regulatory structure
have improved and experts and
businesspeople say that with a little
effort and knowledge, launching
a venture in China can be easier
than ever. Infodent’s new project
for this second half of the year is
exclusively Chinesel We have in fact
joined hands with Tecniche Nuove,
worldwide leader in specialized
magazines. The novelty is a highly
scientific publication,“DoctorOs by
Infodent”, dedicated to a selected
target of dentists, professors and
scientific boards. The magazine, in
English and Chinese, will circulate
exclusively within the Chinese
market to dentists, universities,
dental clinics, scientific associations,
exhibitions and congresses within
the country. Specifically, our 50%
acquisition of Techniche Nuove-
China (the remaining 50% owned by
Ariesdue, controlled by Techniche
Nuove ltaly), with offices in Beijing
and Shanghai, will offer further
support to all those companies
wishing to reinforce their business
in China. China "“is the place to
be" and whether selling, trading,
investing or franchising, it offers
opportunities in abundance to
companies, large or small!

Baldo Pipitone
CEQO Infodent S.r.l.
baldo.pipitone@infodent.com
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Root Canal Sealing Material

The 30th anniversary of the [{fYDent]*

The Ideal
Root Canal Sealer

E@ e
v 1 _\"‘}1'?;-%(;,,',:“ RQ;? B k
Epoxy Resin - Based Formula Easy Preparation and
- Outstanding flow characteristics allow it to Short Setting Time

Rt alateral canals - 1:1 paste to manual mixing system on the

. . mixing pad and offers 1 hour working time
Low Shrinkage and Solubility and 7-hour setting time

- Low Shrinkage reduce gap between the sealer - Mixing and handling is very smooth
and canal wall. Low solubility makes it resistant
to breaking down over time

DiaDent Group International (Korea&international) DiaDent Europe B.V (Netherlands&Europe)  DiaDent Group International Inc. (Canada&USA)

Tel)82-43-266-2315 Fax)82-43-262-8658 Tel}31-36-549-8607 Fax)31-36-536-7317 Tel)1-604-451-8851 Fax)1-604-451-8865
E-mail:diadent@diadent.cokr www.diadent co kr E-mail:diadent@diadenteurope.com E-mail:diadent@diadent.com




CONTENTS On this Issue

IV 8. Rayson-Export Lio.

Articulating Paper, c o n 'e n 's

Film, Foil, Mixing
Pads & Matrix Strips

Articulating Pauer
THIN RED BLUE » 71 y

Highlights
8-31 Learn more about our
Advertiser's Products..

Flash News

32 Denmat - Use of a RESIN-IONOMER for Subgingival Restorations
34 Introducing Lasotronix Lasers for generations

36 Sanctuary Dental Dam Systems

38 Sifradent - Concentrated Growth Factors: a new medicine for

tissue and bone regeneration.
39 CAMLOG and Henri Schein Krugg Sign Exclusive Distribution

Agreement

Focus
o Acticulating Paper 40-47 Doing Business in Azerbaijan

ed =
(G ED/BLUE 71
2O R
oo

Hot Topic
48-55 TheValue of Business Travel Improving Traveler Wellbeing and Cor

o XTI

RED * 131

porate Productivity

Articulating Foil
THIN RED BLUE « 12 Y]
—— JEe12y

MAKE YOUR MARK!

Quality Dental Articulating Paper,
Foil & Film in YOUR Package!

From the worlds largest manufacturer
of private label articulating paper.

ww.wrraysonexport.com
info@wrrayson.com
800.526.1526 .

4™ FLOOR
Sino-Dental” BOOTH 2269

FOCUS - DOING BUSINESS IN AZERBAIJAN
“The country with its macroeconomic and political stability is considered
one of the leading economies globally in terms of ..."




Infodent International | 2 2016

Marketing

56-61 The first 9 of |7 Factors Consolidating Business!
62-65 Better Channel Management Needed.

Trade Show Reports
66 ACDI2016

67 Sofia Dental Meeting 2016

68-69 Dental Salon 2016

70-73 Business Opportunities
74-79 Exhibition & Congress Calendar

80 What'’s Next

Cover

G.Comm Sirl.

Via Donizetti, 22

20872 Cornate dfAdda (MB) Italy
Tel. (+39) 039 60 60 420

Fax (+39) 039 69 26 991
info@gcomm-online.com
www.gcomm-online.com

Back Cover

Trident Srl

Via Verdi, 20

20090 Assago (M) Italy
Tel. (+39) 02.87072380
info@trident-dental.com
www.trident-dental.com

3DISC Europe. 25 Nanning Baolai Medical INStrument .............ccceuesesennnn 68
BM.S. Dental 29 New Life Radiology 9
B&B Dental 31 Ningbo Runyes Medical INStrument............... 1 7
DenMat Holding 27,32 Owandy Radiology. 33
DenTag. 4 Quatro 43
Dental Flex Italia. 69 Sanctuary. 36
Dental Medrano. 1 Silfradent. 38
Dental X. 3 Spiro. 53
DiaDent Group International 5 Suni. 11
DXM. 13 Mestra - Talleres Mestraitua. 51
EGS. 21 Tecnodent. 61
Edison Medical. 72 TeKne Dental - TKD. 3
Flexafil-Sabilex. 46 Thermoplastic Comfort Systems = TCS.......wenesesea /7.
G.Comm. Srl. | cover Trate - Roott. 67
Lasotronix. 34 Tribest Dental Products. 6
Maco International. 59 Trident. IV cover
Madespa. 39 Troll Dental. 47
Mariotti. 30 W.R. Rayson Export. 6
MDT Micro Diamond Technologie: 65 Ziacom Medical. 1
Medicotechnicare. 19

Melo.

Mesa 23

Mohong Bearing - Ningbo Kingsun Industry....................70

ike

THE DIGITAL
TOOTHBRUSH

P ) BV AL
- f ar
v 2

i :‘:‘

&

<,

CLEAN YOUR TEETH
ANYWHERE ANYTIME
WITHOUT WATER
NOR TOOTHPASTE

iKo is the fluoride-releasing finger toothbrush, soft to the
touch; it pleasantly massages your gums and cleans your

teeth without toothpaste or water. Having a clean and fresh
mouth will be easy and fun. iKo helps restore the natural
pH of your mouth by releasing fluoride for up to 100 uses.

[ J
S

THE FLEXIBLE FLOSS

THE FLOSS THAT

ADAPTS TO THE
SPACES BETWEEN

YOUR TEETH

iLo is the fluoride-releasing dental floss; soft and elastic,
stretchy and thin, it gently reaches every part of your
mouth, for up to 60 uses.Thanks to its innovative material,
it helps restore the natural pH of your mouth.You'll never
have to renounce having a clean and fresh mouth.

www.melolabs.com

export@melolabs.com

contents



HIGHLIGHTS Advertiser's Products

* ANGLED SCALPEL HANDLES

New MEDESY scalpel handles, main benefits:
¢ Highly technological handle manufactured as a one-piece
m MEDESY @ instrument using the most advanced CNC machines.

® A refined product which was realized thanks to the per-

fectly balanced combination of high technology and true
competence, skill and manufacturing know-how.
® Ergonomic grip, Dalila exclusively laser marked, characterised by a special three-faces
shape. The unique form, almost triangular; ensures better stability and secure handling, as
well as absolute precision for the surgeon’s hand.
® The angle inclination is marked on the handle.
® Not even the smallest portion of the blade remains exposed maximizing the safety level for the
patient and for the professional user.
® A specific finger rest pad allows the greatest precision and total control during surgical opera-
tion.

MEDESY. Our know-how, expertise and above all deep passion for our instruments are at your full
service to provide you just with the Best. Always. Everywhere.

www.medesy.it / info@medesy.it

* New Formulation of Composite
We changed the formulation of our well-known Composite Com-
petence universal for anterior and posterior usage. The new for-
mulation causes a thixotropic-composition of the material which
procures a more convenient way of modellation and application to
the cavities. Further more the used combination of glasses in their
(e fonme e different compositions does effect a secured interlink of the glasses ¢
during the curing-process and therefore an excellent preparation of
the surfaces for the final polish up to a high-glossy surface.

ental

www.wp-dental.de // info@wp-dental.de

* Dentatus Classic Surtex® Posts

Premium Dental Posts with Proven Reliability

The original Dentatus Classic Surtex® Posts have become a global 2
standard in dental anchors, and offer dentists a reliable and simple J
solution for post and core build-up. Our high-quality, pre-fabricated
posts are dependable and economic for most endodontic and
prosthodontic treatment needs, available in a range of materials in-
cluding pure titanium, stainless steel and gold-plated. Whatever your
crown retention requirements, Dentatus Classic Surtex® Posts has
the solution and together with our dedicated reamers they form a

state-of-the-art system for post retention in endodontically treated root canals. Dentatus

Classic Surtex Posts — a continuously developed global standard since 1932,

www.dentatus.com/surtex // info@dentatus.se Visit us at FDI, Hall 8A, Booth A96
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° VIVAFLEX PARTIALS® Bussiness opportunity - Get in touch before it's to late!

VIVA FLEX PARTIALS® continues to rise! More and
VIVA FLEX PARTIALS ™More professionals have adopted this incredible material
and they have never been more satisfied. DO NOT take
our word for it, check out http://facebook.com/vivaflex-
partials and see what other people say.
We currently offer:
* VIVA FLEX PARTIALS® pre-dosed cartridges with the highest flexural strength
on the market ASTM D90:120
* VIVA FLEX PARTIALS LF in loose format, low flexibility polyamide with an incre-
dible level of finishing and polishing. Suitable for larger prosthetics
* VIVA FLEX DENTURES is the monomer free PMMA lightweight, comfortable
and easy to finish. This material is rigid and perfect for complete dentures. Almost no absorp-
tion and it comes in a blue shielded bottle of 300gr.

VIVA FLEX PARTIALS

highlights

We are seeking DISTRIBUTORS that want to join us in the quest of
helping professionals developing the best Flexible Partials in the world!

Get in touch.We guarantee:
* Small investment
* High Returns
* Great Support

www.ivaflexpartials.co.uk / hello@ vivaflexpartials.co.uk Visit us at: IDS 2017 Hall 11.2, Booth K49

.&0

...and radiology has no limits...

Head Office
VVia M. Buonarroti, 21 - 56033 Capannoli (Pi) - Italy
www.bmsdental.it

Production Plant
Via Latina, 17 - 10095 Grugliasco (To) - Italy

www.newliferadiology.it < _J
: BESEX-D

esq | csa .-
I S MED & : -wireless
' -all functions on the head




HIGHLIGHTS Advertiser's Products

* High Intensity and Low Temperature
Cybird GOLD is the 4th generation in curing light HIGH INTENSITY, Y

B | LOW TEMPERATURE. High intensity curing light is good and efficient
XTI but high temperature is always problem. The best solution is the 4th
generation Cybird GOLD which generates Low Heat and still main-
tains High Intensity for efficient curing. Cybird GOLD has ergonomic

compact design that fits perfectly in hands for everyone.
It features New Dual Band LED which is compatible for most resins, improving inconvenien-
ce ofcarrying 2-3 curing lights for each different type of resin. Also, Cybird GOLD helps doc-
tors to reduce chair time caused during the treatment with one short polymerization cycle.

.
T

www.dxm.co.kr / dxmoverseas@gmail.com / overseas@dxm.co.kr

* Edison Medical - Accessible quality

Edison Medical provides an array of state of the art dental implants
D@ and other related products, whose quality we are proud to stand
behind. A well established supplier to dental professionals with
E l I I twenty seven (27) years of experience in developing, manufactu-
ring and marketing leading edge products using latest technologies,
such as injection molding. The Fortis®, Lamina® & Wan® provide the
complete, comprehensive & affordable solution for dental implants!
Our internal hex system is suitable for use with all bone types to achieve excellent primary
stability in every clinical situation, with an emphasise on quality, simplicity & accuracy. Edison
Medical invites you to visit our plants, in order to give you a more adequate idea of our ma-
nufacturing process.VWe are a fast growing company and we are looking for experienced and
professional distributing partners.

Edison Medical Ltd,

http://edisonmed.com / info@edisonmed.com

* DentalSuite 5

DentalSuite 5 is a complete solution that covers the entire 3D scan-
@ ning, designing and modeling workflow.
- DentalCAD, EGS’ software for dental modeling, has been designed
to be ideal for both first users and experienced users. Thanks to the
Enhanced Geametry Solutions NEW Interface, it is easy to use and it features a number of automatic
tools that can suggest optimal parameters to guide the user through
the modeling. It presents full functional coverage in a single license, new bars modules for
edentulous patients, complete wax-up functions and a streamlined workflow to create the
mockup thanks to its integration with Digital Smile System (DSS).
Also available in bundle with DScan, the latest generation of scanners with a blue LED light . B
technology for the 3D acquisition of dental models, multidies, impressions and verticulator, )
DentalSuite is the answer to the request for a single solution for the entire workflow in
Digital Dentistry.

http://dentalcad.egsolutions.com / egs-info@egsolutions.com
Visit us at ExpoDental Meeting - Rimini, Hall A3, Booth 160
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d'vinci

INTRODUCING SUNI'S
D'VINCI HANDLED X-RAY

Cost Effective

One d'vinci accomplishes the task of multiple wall-mount
systems

Slim and Light Weight
2.0 kg. with slim design for comfortbable usage.

High Capacity Rechargeable Battery
More than 300 consecutive uses

Crisp, High-res Images
Produces clear quality images, everytime.

Safe

Scatter shield and low dose capabilities protect the operator

suniray?2

~~ 20 Years Experience

Dedicated to advancing state-of-the-art
= imaging technology since 1987

Global Sales

Suni sensors ship to over 100 different
countries around the world




HIGHLIGHTS Advertiser's Products

» KIDDO Safety Finger Toothbrush

The KIDDO Safety Finger Toothbrush provides brushing comfort for all ages.

ISTRODENT 1 is made out of a soft, gum friendly material that is FDA-approved, and is safe
for use in the youngest baby's mouth.The finger cap fits securely onto your index
finger: This ensures control over the brush and you can easily get to the hard-to
reach places. The handle attached to the brush is firmly gripped for the safety of

Comiitted 10 B % your child and prevents the brush from being swallowed.

The KIDDO Safety Finger Toothbrush is sure to bring a smile to your child’s face
— turning this daily dental ritual into a fun experience.

www.kiddo.co.za | sales@istrodent.com

* EVOFILLDUO

EvoFill Duo is the new advanced cordless obturation system

D . ® that consists of EvoFill backfill obturation device and EvoPack B
la warm vertical compaction device. With the innovative electric ;

motor; EvoFill features precisely controlled motorized gutta per-

cha extrusion, fast heating bendable thin tip, and digital control

panel. Save valuable time with hygienic single-use Gutta percha cartridge that provides reliable

result every time. EvoPack effectively and tightly compacts and seals all canals. It features LED
light-guided condenser, instant heating, and digital temperature control.

EvoPack Vertical Compaction Device: EvoFill Backfill Obturation System:
* Innovative LED light-guided condenser * Controlled, precise motorized Gutta percha
* Save time with instant heating extrusion
* Tightly seals all canals including lateral canals * Fast heating bendable thin tip
* Adjustable temperature setting and time * 3 different temperature settings to control
* Simple one-button operation extrusion speed (160°C, 180°C, 200°C)

* Hygienic single use fast loading Gutta percha

cartridge

www.diadent.co.kr / diadent@diadent.co.kr

* MADESPA ENLARGES VENTURA DENTAL GYPSUM LINE

Our experience of over 60 years in the dental sector and
specifically in the manufacture of gypsum, has allowed us to
mad espa develop and complete our VENTURA range of gypsums
appropriate to each type of use.Gypsum is a chemical |
subject to the most different and confusing statements by %!
experts. Our experience and equipment control and production, allows us to recognize the |
raw materials needed and make the best formulation to obtain dental gypsum of the highest fll
quality. Madespa has undertaken a new investment in production equipment and complete i
testing laboratory and quality control, which enable us to improve and develop a complete

range of products, all under the requirements of ISO 9001.We work closely with users of
dental casts, allowing us to develop the best products for the most demanding needs.

www.madespa.com / international@madespa.com
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BUAL BAND CURING LIGHT

The 4th generation in curing light
High Intensity, Low Temperature

— e High Intensity Curing Light is good
' yor but high temperature is problem

The best solution is

i e : . ~].GOLD
~ , Cybird

151 Generation Z2nd Generation Aml Generation dth Generation

465 465+405nm | 465  465+405nm

'E‘*'lr L]
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9 dxm DXM Co., Lid - CORPORATE OFFICE | Denp@gzon)  Dentazon Corporaion - US HEADQUARTERS

www dem.cokr [/ oversess@deom.cokr www . dantazon.com [/ dentazon@gmall.com



HIGHLIGHTS Advertiser's Products

* Implant-motor and surgery piezoelectric unit

The Mariotti's technical staff working side-by-side with experts in the I
ﬁ field, presents the double unit for surgery/implantology. The UNIKO. ' l
[ ; PZ device gives the double feature combining the brushless MOTOR = A 1 "
h with high luminosity led light and the PIEZOELECTRIC for surgery.
UNIKO.PZ delivers its ultrasonic power in an optimal way thanks to _— ﬂ
MRIO-ITI the innovative system of dynamic frequency control to ensure the \r w %
proper supply of energy at any situation. Top motor performances in ~ \ \\
safety and precise adjustment of the parameters. Ergonomic and powerful piezo handpiece e S

no overheating. Spraying system control through peristaltic pump. User friendly, immediate
and intuitive use by touch keyboard and wide display. Update version via software. Extended
service life of parts that require sterilization.

www.mariotti-italy.com / info@mariotti-italy.com

MDT, a world renowned manufacturer of Single-patient and Multi-
use Diamond burs and other Rotary Instruments is pleased to intro-
duce our new POLISHINE® pack for 2 step Silk Finish and Hi Gloss
Polishing Systems. The applications of the contra-angle polishers kits
cover PLU Kit Universal Polishing for precious metals and amalgam,
PLCKit for composite materials, PLZ Kit for zirconia oxide and hard
ceramics and PLL Kit for polishing lithium disilicate. All systems contain two disc shape po-
lishers, 2 cones and two cups. One set for Ist step - Silk Finish and one for 2nd step - Hi
Gloss Polishing. All six polishers are packed in MDT special make Resin Autoclavable Bur
Block The Polishers, with mandrels from stainless steel, can all be sterilized. Refills for each
individual polisher are also available.

MDT Rotary Instruments : Efficiency in your hands.

www.mdtdental.com // info@mdtdental.com

* ORAL DRY clampable aspirator tips
ORAL DRY brings a unique and innovative solution
PEeaicoTeonmiease O dental aspiration: made entirely of bio-compatible
polymer; this new kind of aspirator tip can be fixed on
a tooth during oral care, bringing both dentists and pa-
tients new level of comfort and safety. ORAL DRY consists of an omega-shaped clamp,
compatible with mandibular molars anatomy, and two oblong aspiration tubes, perforated
on their upper sides. The whole system is connected to a standard aspiration unit. The
system fits into any mouth and allows for continuous aspiration. The wide extraction sur-
face, that covers all parotid, sublingual and submandibular salivary glands, provides a highly
efficient saliva ejection, while making cotton rolls largely superfluous.
As aspiration orifices are placed on the superior part of the aspiration tip, direction suction
of the mouth floor or gum is avoided, preventing the occurrence of mucosa trauma.

www.medicotechnicare.com/oral-dry/ // info@medicotechnicare.com
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OSCOW

The 40th Moscow International Dental Forum

Dental-Expo

| international dental fair

September 26—29

Crocus Expo exhibition grounds

550 exhibitors
30000 visitors

The 40th Moscow International Dental Forum

.......

Sponsor of exhibition
3.T.l.dent exclusive representative

'.I".l. -

www.dental-expo.com
international @dental-expo.com




HIGHLIGHTS Advertiser's Products

* Baolai Medical aims to make the best ultrasonic scaler in China
Baolai Medical professionally designs and manufactures the piezo ul-
trasonic scaler. We're the first one launching ‘No cracking’ aluminum

b ' alloy detachable handpiece and ‘No consumables’ auto-water supply e
BAOLAL scaler in the world. .

All products have obtained CE, FDA, TGA certificate and 24 natio- — i
nal patents.We offer OEM/ODM service for world famous brands. ! . sl
PIL auto-water supply scaler: PIONEER! d’_&
® Functions: scaling and endo !
® Water supply system without consumables
® Aluminum alloy detachable handpiece with LED: no cracking, more comfortable, better
heat dispersion
® Built-in power supply
® |dentifying scaler tip automatically

® Aluminum alloy torque wrench can screw the tips for more than 3000 times
® 2pcs independent wide-mouth bottles

www.booool.com / info@booool.com
Visit us at SinoDental 2016 4th Floor, Booth 2Z286/2287

* Open Implant System ROOTT
A fresh simplified outlook to modern concepts of implantology. The brand has 3
radically innovative implant family designs. The mainstay is the 2 piece implant it

RCOOTT has an aggressive implant body design with a deep tapered conical connection
and an indexing hex, the wide variety of prosthetic options make it a very ver-
satile system. ROOTT also has a refined selection of single piece implants , the
compression screw implant is ideal for simplified immediate loading protocols

in healed edentulous ridges and the axial basal or bicortical screw design is used to treat the more
challenging cases with simplicity and efficiency. ROOTT implants are manufactured in a state of the
art facility with the highest quality standards. This is a very high value implant system at an affordable
price, something every implantologist must try to have in their armamentarium.

www.root.ch // info@trate.com
Visit us at ADF, Hall 3, Booth 3M27

* Professional manufacturer of Dental unit / Autoclave / Intra oral X ray,

Seeking for Global Partner!

Runyes Medical is a Chinese company founded in the year 2000, who is

Runyes the first company in China making the steam sterilizer: From 2004 to 2014,

Runyes has provided 135,000 pieces steam sterilizers to the world, has

established itself as a main producer of dental equipments. Since we star-

ted producing autoclaves in 2004, we have acquired a sufficient knowledge

in the field. Today we strive to be technology and design trendsetters, and we are able to offer
innovative solutions. Our main products are Steam sterilizer; Dental unit , dental x ray etc.

FOCUS ON DENTAL.

www.runyes.com / unyes@runyes.com
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* MESTRA recently launched the new aspiration unit Eolo Plus

The R-080532 EOLO PLUS is a practical aspiration unit specially

- designed to be used within the field of dental prosthesis. It allows

0 MESTHA the aspiration of aluminium oxide, silicon oxide, resin dust, plasters,
and investments and, in general, any material used in the dental lab.

The unit’s most important features are the following:

® Three-stage filtering circuit, including a filtter-bag, a cartridge-filter and a plate-filter in the clean
chamber:

o Fitter Full alarm.

® Regulation of aspiration power.

® Possibility of “automatic” mode operation, synchronizing the machine’s start up with 3 devices
(micromotors, sandblasters,...).

® Possibility of simultaneous operation in two working places.

highlights

Visit www.mestra.es and discover how to replace the motor in less than | minute.
Power: 900 W / Height: 585 mm / Width: 210 mm / Depth: 500 mm / Weight: 17 kg / Noise: 60
dB (aprox.)

www.mestra.es / comercial@mestra.es

B-Class Sterilization Line

Runyes

I

Ex

17



HIGHLIGHTS Advertiser's Products

* DenMat® Launches Revolutionary New Firefly™ Cordless Headlight System
DenMat, a leading manufacturer of innovative esthetic dentistry is
pleased to announce the Firefly. The first cordless headlight system

that fits almost any pair of loupes, allowing users the freedom to
-]‘] focus on what matters most — their patients.

St » Atonly 28 grams, the Firefly's design is lightweight ergonomic alter-
Denmat native to conventional headlight systems. Although the Firefly is free
of the cords, it still provides all of the features expected in a high-end
headlight system. Extended run times, adjustable brightness settings,and an extra-large spot

size, the Firefly is the future of dental headlight systems.
The Firefly uses an innovative magnetic mount to securely connect the light to almost any pair of loupes. Eliminating the cord also
eliminates a potential source of infection. The Firefly comes with an easy-to-use charger base and two rechargeable light pods for easy

continuous use throughout the day.

\II

www.denmat.com // www.den-mat.co.uk // international@denmat.com
Visit us at The Dentistry Show- Birmingham UK - This is for the DenMat UK subsidiary fair Hall 11, Booth B57

* I-MAX: The new Wall-Mounted panoramic!
Maximum quality, in a minimum of space.
The new I-MAX can be installed on a wall (zero footprint) and linked
Owandy directly to your network. It is delivered fully assembled, and only one i
technician is required to fit. :
Innovation, design and intelligence
You can carry out any examination your patients could need (24 \\_
projections).You'll be able to view all clinical and anatomical details with maximum precision.
With its ALI-S (Automatic Layers Integration System), your unit will immediately and auto-
matically select the best shots in order to display a perfect image.
Perfection in a controlled budget
The I-Max offers a superlative Performance/Investment ratio : lower purchase, delivery and
installation costs. By choosing the I-Max, you'll be using the smallest, lightest and most com-
prehensive panoramic system on the market.

it P

www.owandy.com / info@owandy.com

* STH High-speed Dental Bearings

As a professional manufacturer in high-precision miniature ball be-
% arings, Mohong Bearing Co, Ltd. is specialized in high-speed dental

STH m bearings perfectly usable for various brands & models of high-speed
dental turbine handpieces, including Radial ball bearings & Angular
Contact ball bearings.

* Bearings assembled with stainless steel balls or ceramic balls avaiable

* Rotating speed 350.000-450.000 rpm under the air-pressure of 200-250Kpa

* Maximum rotating speed up to 480.000 rpm under the conditions of laboratory

* Working life for about 6-9 months under the normal operation & maintenance

* Tolerance grade of super-high precision ABEC 7 (P4) & ABEC 9 (P2)

* Super low noise & super low vibration control

“High quality, Continuous improvement, Quick delivery & Sincere service”
www.sthdentalbearing.cn / service@sthdentalbearing.cn



Infodent International | 2 2016

* SABILEX INJECTION SYSTEM-METAL FREE DENTURES-FLEXIBLE PARTIALS

Sabilex has been a leading manufacturer since 1951. High quality

products, new technology and costant research have been the ﬁ
‘ Sﬂbﬂ‘ﬁx main concerns of the company to always achieve excellence an F ; P, )
reliability. SABILEX offers one of the most advanced injection Il s x "_E
systems in the market. It includes: m =
I)Sabilex Injection Machines: @"E (IS e 2 -g,
Fully automatic * b, O e % =
Compact Design 3 e
Weight |2kg e ]
4

Easy programming

CE i
(SN

";E@F
o

2)Sabilex Injection Materials:

4 CE certified versatile multi-property materials to elaborate dentures:

Flexifast and Flexiultra for the making of flexible partials.

Acrilfast, a monomer free thermoplastic acrylic for the making of full and partial dentures.
Flexiacetal for the making of aesthetic retainers, frameworks and more.

3)Vacuum sealed ready to use cartridges.

4)Sabilex Marketing and Training Support.

ol

i
i

Quality marketing materials and support for Dealers, Dentists, Labs and Patients.
Sabilex exports worldwide. Interested dealers are welcomed to contact us.

www.sabilex.com / info@sabilex.com

MedicoTechniCare

ORAL DRY

ORAL DRY clampable aspirator tips

An innovative solution fo dental aspiration

v’ Patented clampable system

v Fixed and stable in patient mouth

v’ Easy to place with clamp forceps

v Confinuous aspiration on a large zone

v' Cotton rolls become superfluous

v Fully compatible with aspiration units

MEDICOTECHNICARE SA - 1 Route de Sauverny - 1290 VERSOIX - SWITZERLAND

Tel: +41 76 207 65 25 - Website: hitp:/ /www.medicotechnicare.com/oral-dry/
Email: info@medicotechnicare.com
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* TCS Thermoplastic Resins

TCS, an ISO 13485:2003 Certified Company was established in

‘t » 2000 in USA and is now one of the leading manufacturers of fle-

c S xible partial and full denture resins and equipment. Unbreakable ™

(nylon) and iFlex™ (polyolefin) are extremely resilient high-perfor-

mance materials used for the fabrication of RPDs, they both offer

uncompromising aesthetics and functionality. These materials are lightweight, durable, and

can be repaired and rebased. Unbreakable™ is guranteed unbreakable, has very low water

absorption and has a proven history of success. iFlex™ is clinically unbreakable, stain-free,

has virtually no water absorption, is easy to finish and polish, and is slightly more translu-

cent than Unbreakable™. Karadent™ is a microcrystalline olymer ideal for full dentures,

clear clasps and frameworks. The concept behind Karadent™ was to combine the unbre-

akable strength of nylons with the simplicity of acrylics. Karadent™ is available in stanard
pink and clear shades.

www.tcsdentalinc.com / abraham@tcsdentalinc.com

* QUATRO
“Smart VAC+" and “Smart VAC+ Twin" are the newest line of fully
automatic next generation self-cleaning specialty dust collectors by
thm QUATRO AirTechnologies, Inc. They provide superior results with all #
types of aluminum oxide, quartz, glass beads,sand in addition to gyp- “"‘“‘----.,_;~
sum and die stone. “Smart VAC+" is designed for |-2 stations and '
“Smart VAC twin+" is designed for 2-4 stations. They provide excep-
tional power for simultaneous use and feature exclusive extended life INFINITY motors.
Both models are whisper quiet and have a compact design along with a built in LED main
information front panel. Additional information on all QUATRO's products can be found on

£

=0
/
ok

www.quatroaircom // worldent | @aol.com

* We are looking for Exclusive “Tribest” Brand agent all over the world,

Except Qatar & Jordan

Tribest is one of the major manufacturers and exporters of den-

{ » tal disposable consumables in China.The company was founded in ' ‘g ?
2006,and most of the products are CE, ISO 13485, FDA Certificate A ‘ "
- '

approved. Our main products are face masks, cotton roll, dental bib, §///4
”DEH dental syringes, dental kits, saliva ejector, microbrush, impression trays,
denture box, sterilization pouches, bur block, disinfection box, oral he- A b g G
alth products, orthodontic products etc. I ]

Tribest Focus on Infection Control items, and gives you the complete infection control sche- |
me with fullset of series products, which enables you to know infection control concept
easily, and enjoy one-stop products and services.

Infection control is TRIBEST responsibility, and also is your responsibility!

www.tribestdental.com / kevin@tribest.cn Visit us at FDI Poland 2016, Hall 8, Booth C38
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* CLEANMED READY SOFT

Alcohol Free Disinfectant Spray for the surface disinfection of
medical devices, including alcohol-sensitive surfaces.

e Effective against a wide spectrum of organisms (see list below), CLE-
ANMED READY SOFT is a ready to use disinfectant Spray for the
surfaces of all non invasive medical devices. Specially formulated for

use in Medical and Dental environment.

Effective Spectrum : Bactericidal : EN13727 ( Pseudomonas aeruginosa, E. coli, Entero-
coccus hirae, Staphylococcus Aureus, MRSA ), EN 14204 ( Mycobacterium tubercolosis) |
EN13704 ( Clostridium difficile ), EN 1276 ( Listeria, Salmonella typhimurium ).

Virucidal : EN14476 ( HIV |, HINT Virus Influenza A , Hepatitis B Virus, Hepatitis C Virus ,
Influenza B Virus, Poliovirus Type |, Rotavirus, Norovirus )

Fungicidal: EN 13624 ( Aspergillus niger; Candida albicans, Penicillium )

BMS DENTAL S.ril.
Via M.Buonarroti, 21-23-25

ZIndle 56033 CAPANNOLI (PISA) ITALY
Tel : +39 0587 606089 Fax: +39 0587 606875

www.bmsdental.it // info@bmsdental.it

(w) DentalSuit

nnovation is just a click away

New release 5

A complete suite covering
the entire 3D scanning.
modeling and designing
workflow

Download the free trial

Join our webinars

http://dentalcad.egsolutions.com

egs Enhanced Geometry Solutions

Infodent International | 2 2016

highlights

o)

Open System
Import/Export of
standard formats

STL. PLY. OBJ, ASC

¥
%

Allin One

Just one lifetime
license for a complete
functional coverage

e
-
Powerful

User-friendly workflow
and intuitive interface

2]

Direct integration to
manage your CAD
and CAM system
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* TrollFoil Articulating Foil - simple perfection.
TrollFoil has been on the market for 20 years, proving itself with den-
tists every day. The double-sided foil is only 8 microns thick, and it has

*&b TrollDental no problem marking wet or dry surfaces. It marks very accurately, even
if it's a highly polished restoration. It marks excellent on ceramic.
TrollFoil is mounted in its own frame, no forceps needed.

TrollFoil can be used under a wide variety of clinical situations, including wet or dry teeth,

limited opening, limited vestibular space, and metal and non-metallic restorations.You are able

to verify occlusal contacts for an entire quadrant. TrollFoil is available in blue or red.

TrollDental is headquartered in the heart of Scandinavia.As a family owned Swedish company
we follow the Scandinavian tradition of design and engineering.

We develop and manufacture products that are highly functional and elegant.

That is our hallmark. Products that provide consistency, accuracy or simplify procedures.

www.trolldental.com / info@trolldental.com

X-VIEW 3D: Changes the way you see the world

X-View is the new fully upgradable Pan-Ceph-3D unit produ-

» ced by Trident to meet all your needs.You can get the best of o ;J |
T | ® d e n T the latest technology advances with this singular unit. X-View .
foryour satistachion js an indispensable tool for the exercise of your professional - ——T_!‘
practice; you'll boost your diagnostic capabilities and obtain .

amazing results in any kind of treatment. g

X-View features: | f'LI_
Upgradable from 2D panoramic to 3D Cone Beam and Cephalometric ‘4

Advanced intuitive touchscreen interface O

3D flat panel sensor 13x13 cm size m1 "

Panoramic multi focus function
24x30 cm single shot cephalometric detector

commerciale@trident-dental.com // www.trident-dental.com

* BRAVIA® XL Turbine

Compact and elegant new styling with titanium body, 4-jet spray, superior reliability,

highly-efficient illumination, reduced noise and weight are just a few of the various
features offered by this new special edition of the BRAVIA®L high-speed Turbine.

The handpiece incorporate special integral-structure high-precision ceramic ball be-

arings which, together with the safe and perfectly balanced rotor, makes the turbine

with unmatched high power; reliability and quietness. Lubrication can be carried
out normally by means of oil dispensers or; much more efficiently, by means of the special recommended
LubriONCE® grease lubricator, Once coupled to the GYROFLEX®LED rapid Coupling, the turbine can
immediately get advantage of the LED source which allows over 25000-LUX daylight quality illumination
of the operating area and produces a superior and perfectly uniform light pattern. Turbine’s connection is
available with the popular KaVo MULTIflex® , Bien-Air Unifix®, NSK or Sirona types.

www.teknedental.com / info@teknedental.com .
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PRODUCER OF SPECIAL ALLOYS SINCE 1975

With over 40 years' experience and located in Northern Italy, MESA DENTAL ALLOYS manufactures
more than 50 types of CoCr and NiCr alloys for PFM, partials, crowns and bridges,
as well as discs and bars for CAD/CAM milling.

" w L 1 Al
U1 ST T .
F Wl 3 9

PROBLEMS WITH CASTING? CRACK OF CERAMICS?
BROKEN MILLING TOOLS? NEW ALLOYS TO TEST?

HERE WE ARE! WE'LL COME DIRECTLY TO YOUR FACILITY AND HANDLE
A SPECIFIC TRAINING COURSE FOR YOU AND YOUR CUSTOMERS!

The courses focus on all the main steps to properly use casting alloys to obtain the best
Porcelain Fuse to Metal results and improve milling tehcniques for our cad/cam products.
The courses have been met with success in a lot of countries:

China, Pakistan, India, Sri Lanka, Cambodia, Tajikistan and Kyrgyzstan.

MESA DENTAL ALLOYS | Tel. +39 030 6863251

Fax: +39 030 6863252
Via dell’Artigianato 35/37/39 | Website: www.mesaitalia.it

25039 Travagliato (BS) - Italy | Email: sales@mesaitalia.it
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* Fast and Compact FireCR Dental PSP Reader

Installing it takes just 15 minutes from box to first image. Its features
ensure dentists fast and high-quality images and a safe investment
3 D I S C with unlimited software upgrades. Its size of a shoebox fits into even
M A © N the most space-challenged clinics.
3DISC Imaging's FireCR Dental PSP Reader supports true size 4c
IP which enables dentists to capture more teeth and roots on the
same image, without having to stitch smaller images together.
The FireCR Dental's IP-protecting feeding tray ensures a longer IP life cycle. The magneti-
zed, horizontal feeding tray protects the IP by keeping it completely flat, avoiding to bend
it during read-out.
Other features of 3DISC Imaging’s FireCR Dental PSP Reader are the FirelD RFID Reader,
the intuitive QuantorDent Imaging Software and the QuantorTab app. It also supports
Network and TWAIN interfaces. This all help dentists optimize their workflow and patient
throughput.

www.3DISCimaging.com // info@3DISCimaging.com

* X-LINEAR DC
Unlike BEST X-DC, 0.7mm focus, wireless and with all functions inte- .
grated into the engine bloc, X-LINEAR DC, ergonomically designed \
with an oval shape and available as upmounted or downmounted
(picture shows the downmounted version), is equipped with a
touch keyboard switch with preset programs along the RI0 scale.
With a 0.4mm focus, which allows to obtain high-resolution images
of contrast, X-LINEAR DC has dual control (traditional wired + wireless). Both devices are
prepared to work with any type of film, sensors and phosphor plates.
NEW LIFE RADIOLOGY Sl
Via Latina, 17 ¥
10095 Grugliasco (TORINO) ITALY - <
Tel /Fax: +39 011 781994

.’!FJ _1:“_'.‘ =

=3

www.newliferadiology.it // info@newliferadiology.it

* iKo and iLo : the revolutionary portable toothbrush and floss
iKo is a digital fluoride toothbrush, soft to touch, it massages your
gums and cleans your teeth without water nor toothpaste. Having a
e clean and fresh mouth will be easy and fun!
ko, you'e b iLo is a fluoride floss, soft and elastic, that stretches to reach and

clean each corner of your mouth. It caresses your gums so softly
that you wouldn't expect.

Entirely designed, developed and produced in Italy, iKo and iLo help to restore the natural

Ph of your mouth. They are easy to use wherever you want, at the office, after a picnic or

before an important meeting.

You'll find them in a small box and carry them with you everywhere.

www.melolabs.com // info@melolabs.com
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M B.& B.Dental Sirl.is a leading Italian company in the field of oral im-

plantology, manufacturer of dental implants and bone regeneration
- materials. Adhering to the new market needs and trends, a new
software-based technique has been developed. It allows to obtain
faster, safer and more precise diagnosis and treatment. Through
advanced Computer-guided surgery techniques, patients may get treatment plans that
turn mobile prosthetic teeth into fixed implant-supported teeth, in a single appointment,
for immediate and completely risk-free use. The guides obtained through computer-aided
stereolithography make osseointegrated implantology an easy-to-use technique in any
clinical condition, even in case of severe atrophy of the jaw bones. Moreover, a brand new
surgical kit has positively impressed the professionals for its functional simplicity. Successful
courses are periodically organized by B.&B. Dental; they confirm the growing interest of
an increasing number of dentists who wish to participate (for information please contact:
commerciale@bebdental.it).

B&B DENTAL

highlights

www.bebdental.it // info@bebdental.it

* Dental Medrano

Dental Medrano, a company with social responsability, during
its 58 years, has been developing a mission: a compromise
Dental Medrano with dental health.
O T S Dental Medrano design, formulate and manufacture products =
with special dedication. We export to America, Asia, Africa ﬂgﬁ‘én—-
and Europe. If you are a professional distributor seeking for » .
a complete range of high consumable dental products with an extraordinary balance of
quality and price, contact us now! Our products and processes are certified under Quality
Systems ISO 9001, ISO 13485, GMP (Good manufacturing Practices), that guarantee our
commitment for a permanent dental health enhacement.
Our products range: Composites, Silicones, Whitening, Cements, Adhesives, MTA, lono-
mers, Endo Materials, Fluoride products, Desinfectants, Reliners, Temporary Cements,
Acrylic and more.

www.densell.com // intl@dental-medrano.com.ar - marketing@dental-medrano.com.ar

Fast and High-Quality Images DEALERS

FireCR Dental PSP Reader WANTED
© True Size 4c IP - No Software Stitching
‘ © From Box to First Image in 15 Minutes
© Magnetic Tray Extends IP Life
- © Network and TWAIN Interfaces
— 3DISC
3DISCimaging.com IMAGING
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* New Product! Suni Introduces the d’vinci Handheld X-Ray

One x-ray generator for your entire practice - that's what you get

with d'vinci pxi, Suni's latest imaging device. A portable, handheld

S U n I x-ray generator that's lightweight and easy to use, d'vinci pxi lets

you move between operatories to capture crisp, high-res images

anywhere in your practice. d'vinci pxi has a high-capacity rechargea-

ble battery that lasts for over 300 consecutive uses. It also comes with time-saving presets

- which let you make on the fly adjustments to exposure time based on patient type or

tooth- for even more imaging efficiency. It's the perfect imaging tool for a fast, efficient prac-

tice. And, when bundled with the SuniRay2 digital imaging sensor; it makes for the perfect
low dose imaging system for your staff and your patients.

www.suni.com / marketing@suni.com

* Lux it - A new masterpiece in elegance

In the year of the 50th anniversay since its foundation,

TECN'@DENT Tecnodent is proud to celebrate a further milestone of

ERGONOMIC INNOvATIoN TS solid manufactlure experler.wce.lLux it clhalr W”.l captu-
re most demanding tastes with its luxurious brightness.

Pure curves, smooth surfaces, plain shapes, intuitive use.

Elegance finds its principles: lightness of lines, solidity of structures. Lux it chair is the '
harmonious result of innovation, reliability, functionality perfectly associated with the abso- L
lute pleasure of a charming contemporary italian design. Dentists can enjoy a full range of J—
accessories to enrich and personalize the chair according to specific needs: gel pillow, for an (1
exclusive fresh comfort; functional design armrests, combining style and outmost patients

ease; memory and soft foam upholsteries for a wrapping and relaxing treatment experience.
Lux it will take you pleasantly through Tecnodent history,enlightening your professional choices.

Enjoy Lux it and all Tecnodent collection on www.tecnodent.com

www.tecnodent.com / info@tecnodent.com

* Looking for distributors
Since its creation Ziacom Medical has developed its activity
on two pillars: to offer quality products at competitive prices
‘UZiACOM@- and expand its scope in a global market. Over ten years later,
it has consolidated its position as a manufacturer, expanding
its activity to countries such as Turkey, Iran and Colombia. For
this reason, Ziacom maintains a constant search for distributors
worldwide. Ziacom manufactures and markets several lines of implants, both external
and internal connections that respond to the different needs of implantologists experts.
Similarly, its catalog includes all components and instruments necessary for an effective
surgical practice. The list of services includes guided surgery, through its Zinic 3D softwa-
re, CAD-CAM, 3D printing projects, and research and development of next-generation
biomaterials.

Drand e iieas

www.ziacom.es // jointhefuture@ziacom.es

26



Infodent International | 2 2016

* Handpiece spare parts - SPIRO dental

SPIRO dental distributes dental replacement parts for handpiece

and unit repair Our products are suitable for a wide range of the
worlds’s best known brands.We are one of the most reliable and
trustworthy suppliers with the focus on our clients needs and
requirements.
Spiro Dental We supply our clients all over the world in the fastest possible

time.

European quality products: Beside advanced products we offer:

[ Turbine rotors, push buttons and keys | Technical support

2. Low & high speed bearings 2.The fastest delivery time

3. Unit hoses 3. Competitive pricing

4. Micromotor parts 4. Reliable partnership

5. Contra angle parts
6. Handpiece Xenon & LED bulbs
7. Repair accessories

Write us on our e-mail to get our brand new catalog with 100 pages of spare parts.
It is your TIME FOR A QUALITY TURN.

wwwi.spiroteh.com // info@spiroteh.com

l
FIRSFLY

COADLESS MEADLIGHT

LOSE THE CORD

The first cordless headlight
that fits any pair of loupes.

i Contact ws at
A International@denmat.com

DenMat  or visit www.denmat.com

highlights
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* The EVOlution of species at DenTag

It is known that simple dental instruments such as curettes or double probes may
.‘bﬂﬂ‘rﬂg injure the operator’s hand or lacerate the glove (with the opposite working points).

nz The possibility of injury is during use, handling or passing the instrument between
vQ!I,lI_“lHT‘fh_N Assistant-Dentist-Assistant while performing the procedures on the patient.

Directive 2010/32/EU - prevention from sharp injuries in the hospital and healthcare
sector, also it states that it's necessary to prevent workers' injuries caused by all me- t
dical sharps and pointed devices. Instruments with a handle 100, 105 mm are too short and the tips, even if
they are turned contrary than working one, very often touch on the back of his hand.
Instead, what it can do as an additional preventive action is to choose, when buying or replacing, one instru-
ment with a long handle.The longer instruments can be wrapped exactly like the other and, in the event that
the dentist use cassettes or trays for sterilization of small size, it will be sufficient to put the instruments in
the direction of the longer side That's another reasons to choose new DenTag “EVO’ family of instruments.
Ask for more....

www.dentag.com / info@dentag.com

Discover our mission, our values, our daily commitment to dental _
care and innovation. G.Comm is an innovative company, focused on B ISR IS TN W)
e . the production of components for dental units. =

Our philosophy in designing our products is based on ensuring the

well work of dentists and the well being of patients, always in total
respect of sanitary regulations, hygienic conditions and environmental safety. Together with
dental lights and electric micromotors, G.Comm supplies a full range of components for
dental units: monitor arms, tray arms, instruments hoses, tubings, vacuum tubings, pneu-
matic valves, infection control devices, foot control, syringes, pressure regulators, control
blocks, electro-pneumatic boards and many others. G.comm will also design and create
your custom product under your specific request to help you find the best and finest so-
lution to your dental unit. Currently working with over 25 different countries, G.Comm is
now determined to grow larger and experience new markets all around the world.

* Iris View

IRIS View is a Surgery Light with integrated Full-HD Videocamera system up to 30 times B
Optical Zoom. The patented color mixing technology may allow the surgeon to adjust [
the color temperature (from 4200°K to 6000°K) to the optimal contrast when operating
on soft tissue areas or change it to a natural daylight for color teeth matching . IRIS View
is equipped with a keypad that has 3 preset programmes: Anti-Polymerisation Mode (to
prevent hardness of composite in a very short time); Surgical Treatment Mode (to better
distinguish the shades of the gums, blood and periodontium); Color Capture (facilitating
the dentist's choices during tooth replacement operations). Moreover, IRIS View can be
controlled via Wi-fi with the combination of an i-Pad through a Software (my-light) to be
downloaded (Free Of Charge) from the App Store.

www.gcomm-online.com // info@gcomm-online.com
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- Mesa

With over 40 years' experience and located in Northern Italy,

. MESA DENTAL ALLOYS manufactures more than 50 types of

M EA CoCr and NiCr alloys for PFM, partials, crowns and bridges, as
R well as discs and bars for CAD/CAM milling.

All products undergo stringent medical tests, in comply with
the highest levels of security, materials and processing (ISO 9001: 2008) and following
FDA regulations. MESA's alloys do not contain any toxic elements and are all highly
resistant to corrosion. Their resistance, workability and biocompatibility are widely ap-
preciated by dental technicians.

highlights

MESA commits to meet all customers’ and market's needs: currently the company is
committed to work personally with its international partners in organizing technical
trainings on-site. The courses focus on all the main steps to properly use casting alloys
to obtain the best Porcelain Fuse to Metal results. The courses have been met with suc-
cess in China, Pakistan, India, Sri Lanka, Cambodia, Tajikistan and Kirghizstan.

MESA major priority: the health and well-being of patient and dental technician.

www.mesditdlia.it / info@mesaitalia.it / sales@mesaitalia.it

BMS DENTAL S.r.l.

B Via M. Buonarroti, 21-23-25
BMS Z.IndJe 56033 CAPANNOLI (PISA) ITALY
| S | Tel: +39 0587 606089 - Fax: +39 0587 606875

E-Mail: info@bmsdental.it - www.bmsdental.it

BI§IHEE81I8D|

= =

2 Cleanmed Hand Soap
Cleanmed Instruments Cleanmed Suction

r - ol 4 Cleanmed Ready - Cleanmed Imprlessmn
; ”.'Ze-” O N ! e, : [ | Cleanmed Wipes Cleanmed Ready Soft
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* MAKE YOUR MARK WITH W.R. RAYSON EXPORT LTD.

WR. Rayson Export Ltd. has been manufacturing a variety
of quality dental products including Articulating Papers, Films,
and Foils for almost 50 years. These products are manufac-
tured at our facility located in Burgaw, North Carolina. What
separates us from most manufacturers is that we offer per-
sonalized service by putting your name and logo on any of
the products we supply. Smaller quantities are not a problem, so please inquire
about our private label capabilities. 800 526-1526

www.wrraysonexport.com // info@wrrayson.comW.

* MaCo Dental Care launches two new implant lines.

Also this year, MaCo Dental Care unveils its ability to innovate.

/ After a complete revolution of Seventeen, its main implant line with
@ internal hex connection, implemented with platform switching sy-

C pestan cars stem, the italian company is ready to launch two new implant lines
on the market. Conical Active is characterized by its 8° conical con-

nection, an internal anti-rotational hexagon and a double principle

thread that ensures its stability in all types of bone. IM Macon, instead, is a short implant
with tapered connection characterized by a great ease of use and the capability to ensure
stability to the prosthetic components without tightening screw. In this way, implant sy-

stems manufactured by MaCo become eight, a great achievement for a company that has
made reliability and versatility its strengths.

www.macointernational.com // info@macointernational.com

MORE PERFORMANCE
MORE PRACTICALITY

5 [ ; E‘ | MORE RELIABILITY

LED o
high luminosity light J

MARIOTTI & C. SRL
N EI‘X\QTPTEEEEEQTGICEEFEEHTP Via Seganti 73 - 47121 Forli
ITALY

Tel +39 0543 474105
Fax +39 0543 781811
info@mariotfi-italy.com
www.marioffi-italy.com

The High Quality Made in Italy

uiliDl C€ @
IMPLANT-SURGERY MOTORS and PIEZOELECTRIC ™= “3

Reg. n.
UNI EN ISO 9001:2008
UNIEN ISO 13485:2012
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* Leonardo - The Innovative Rapid Palatal Expander

Rapid palatal expander Leonardo has several innovative fea-
tures thought to simplify the work of technicians and doctors,
and to be easy to use for the patient. The main features are: $
Stability. The two telescopic components of Leonardo's body

are always overlapped for the maximal longitudinal and tor-

sional rigidity and high stability, at its maximum opening. The —_—

inbuilt housing of the arms and their laser welding grant an =————————=__ =
highest resistance and a perfect oral hygiene.

Compact dimensions: its body design minimize encumbrance into the mouth, and

increase patient's comfort.

highlights

Easy-to-use:

- chamfered hole to simplify the insertion of the opening tool;

- lateral screw for fast opening/closing in laboratory;

- graduate scale for an immediate reading of the opening level achieved

Safety:

- mechanical stop to prevent disassembling at the maximum open;

- mechanical anti-unscrewing system to avoid unwished opening into the mouth.
Leonardo is protected by international patents.

wwwi.siaorthodontics.com // info@siaorthodontics.com

- AT THE ROOT OF YOUR SUCCESS
MADE TO LAST B&B Dental is a leading Italian Company in the field of oral

implantology. Specialized in the production of dental implants

and bone regeneration material it was founded in 1992

by Dr. Claudio Banzi. B&B Dental is well-known for a

continuous research and development of innovative and

certified products, always absolutely original. Over 20 years

of experience that make B&B Dental very appreciated by
doctors and dental operators worldwide.

DURAVIT DURAVIT DURAVIT DURAVIT DURAVIT
SLIM C 3P D (EVOLUTION) (_WIDE_ ) (MINI IMPLANT)

N |
&

Via San Benedetto, 1837 - 40018 San Pietro in Casale (BO) Italy
B&B DENTAL Tel. +39 (0) 51.81.13.75 - Fax +39 (0) 51.666.94.00 - info@bebdental.it - www.bebdental.it

implant company
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Use of a RESIN-IONOMER
for Subgingival Restorations
(External Root Resorption)

32

ubgingival restorations are indicated for clinical situ-
ations such as external root resorption, fractured
teeth, endodontic perforations and root caries.
Howevere, there is limited success in these cases
due to the nature of the operative field and the
working characteristics of the restorative materials. Conse-
quently, many subgingival lesions are considered un-restorable
and the teeth — hopeless.
External root resorption is a particularly challenging lesion be-
cause there is no generally accepted explanation for the condi-
tion and traditionally, no effective treatment. However, due to
the development of bonding and adhesion, improved materials
are now available to offer the clinician new treatment options
for subgingival lesions.
In the mid-1990s, Dragoo presented the clinical application of
a resin-ionomer (Geristore, DenMat), with emphasis on subgin-
giva and periodontal applications. 2-4 Geristore’s biocompatibil-
ity was further investigated and reported as being superior to
other materials tested.

It has been reported that Geristore can be successfully used:

* For subgingival and periapical lesions

* In close proximity to bone and in areas treated with periodon-
tal regeneration

Studies reported that Geristore has been successfully used:

* To treat root perforationse For retrograde restorations

* Furcation lesions

* In association with guided tissue regeneration procedures
restorative material used for subgingival restorations have been
defined as:

I. Biocompatibility with tooth structures and surrounding peri-
odontal tissues;

2. Adhesiveness to tooth structure even without the use of a
bonding system;

3. Dual-cure set;

4. Compactness when set;

5. Radiopaque;

6. Insoluble in oral fluids.

Among the restorative materials available today, resin-ionomers
most closely meet the above requirements. In this case, Geris-
tore was chosen due to clinical reports of excellent biocompat-
ibility and gain in clinical attachment in the area of restoration of
a cracked tooth with Geristore.

Hydrophilic,
fluoride release
and self-adhesive!

Amazingly
biocompatible!

Geristore®
Resin-lonomer Restorative Material

Clinical Applications

¢ Subagingival restorations

* Hase malerallinegr

* Pulp-capping agent

= Abfraction lesions

* Hoot resorplion lesions

= Sealing rect perforation

* Recementing crowns and bridges
« Cementing orlhcdontic brackets
o And marty more!

Abfrachon siores

A4

AFTER

Contact us to see how Geristore can save you time treating patients
of all ages!

Email us at: international@denmat.com

Visit out website at: www.denmat.com

Click on International Distributors to find a local dealer near
you!



ALREADY AN IMAGE OF LOVE.

B-EST Communication

M A XIMUWM TECMHNUOTLUOTGY
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The fruit of unrivalled technological and industrial expertise, the latest
generation of I-Max panoramic systems is here to usher you into a new
era. With a futuristic and ergonomic design and exceptional image quality,
coupled with its user and installation friendly product features, we know
you'll love it too!

Owandy Radiology - 2, rue des Vieilles Vignes 77183 Croissy-Beaubourg - FRANCE - Tel.: +33 (0]1 64 11 18 18 - info@owandy.com - www.owandy.com
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Introducing LASOTRONIX
Lasers for generations
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LASOTRONIX is an innovative Polish company specialized in
the design and manufacture of high-tech laser devices for the
use in medical and dental sectors.With more than twenty years
of experience in laser technology LASOTRONIX covers a wide
range of dental applications thanks to a variety of diode sources
and therapy accessories. Cutting-edge technology is the trade-
mark they all have in common: one unit is set to equal five
different devices, making the use of CO,, Nd:YAG, low power
diode lasers, PAD lamp or an ozone equipment as well as teeth
whitening lamps. Applying the most powerful laser results in the
shortest possible treatment time and low operating costs.

Only recently, LASOTRONIX has launched new diode based
laser platform, especially designed for dentistry, the SMART"
series with a variety of most effective wavelengths increasing a
number of applications.

smaRrT " laser is offered as a combination of two lasers in one
package: |0 W at 980 nm wavelength for a wide range of appli-
cations in Microsurgery, Endodontics, Periodontology, Pain Ther-
apy and Whitening as well as 400 mW at 635 nm wavelength
for cold therapies like Biostimulation and PAD (Photoactivated
Disinfection). Combining two wavelengths in one device made
smaRrT " laser unique and most advanced in the world for all

soft tissue procedures in dentistry! Fast cutting and coagulation
as well as ,,cold” stimulation and disinfection never was so easy
and complex.

Thanks to thoughtful design, that allows integration with the
dedicated workstation or a dental unit, as well as deep attention
to the smallest details, smarT"" laser meets the needs of every
dental office and assures perfect convenience for operation. At
the same time, small size of this incredibly versatile device makes
it very easy to carry around, enhancing portability.

The laser unit also features very advanced, but at the same time
intuitive user interface including an expandable database cover-
ing a set of predefined therapy protocols, which can be modi-
fied and assigned to a patient.

In addition, accessories such as wide range of fiber delivery sys-
tems, application end tips and a variety of surgical handpieces
provide maximum versatility. As a result, sMarT" laser is suit-
able for a vast number of therapies. Unique versatility and func-
tionality of smarT" laser makes it an essential asset to any
modern dental office.

In cooperation with distributors, LASOTRONIX supplies inge-
nious and unique laser devices, that help dental professionals work
more efficiently, to dental offices all overthe world. Our company
is accredited by ISO9001 and ISO 13485 quality control system,
Medical Device Registration Form and EU CE mark. If you want
to join us and promote our excellent products in orderto expand
the list of satisfied users, please kindly contact with us today at:
mp@lasotronix.pl.

-5 Lasofronix

.r LASERS FOR GENERATIONS

| Zytnia Str, 05-500 Piaseczno, POLAND
Tel: +48 500 100 131, +48 22 736 34 34
mp@lasotronix.pl, www.lasotronix.com



Dental World Hungary

your smart move to the Central-Eastern European market

Dental World Hungary offers a unique
opportunity in this changing industry
as you are able to be face-to-face with
your future customers and dealers in
the Central-Eastern European Region.

CONGRESS

Central-Eastern Europe's
biggest dental convention
offers you a great opportunity
collect new ideas, meet new
partners and be part of the
dental social network.
Aesthetic Congress, Microworld

Congress, Implantology
Congress, Endodontic Congress,
Orthodontic Congress.

International keynote speakers,
experts, hi-tech visuals and new
inspiration.

More than 3000 congress
visitors during the 3 days from
10+ countries

FAIR

Showcase your products on the
biggest CEE Dental Exhibition
and Congress in Budapest.
Dental World is the CEE
Region’s biggest fair with an
aprx. 10 000 visitors each year.
Dentists, technicians, oral
hygienists and business owners
meet from 8 countries during
the 3 day event, this year on 13-
14-15th October, 2016.

Get your clients from 8
countries, meet with
international business partners,
establish a new perspective in
Central Eastern Europe!

CHECK OUR OFFER NOW: english.dentalworld.hu/exhibitors

EVENTS

There are many opportunities
to meet the right people.
Become an active participant in
the local community and attend
social events aimed at your
sector.

As well as making sales, Dental
World 2016 can be used to forge
new relationships, strengthen
existing alliances, build
databases, generate positive PR,
conduct market research,
recruit new staff and build your
brand.

Create a launch party or a
product demonstration.
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Sanctuary"

Sanctuary Dental Dam
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The world's first powder-free Sanctuary dental dam, Sanctuary
Dental Dam offers better comfort, making it a better alternative
compared to ordinary dental dam.

Sanctuary Dental Dam guarantees minimum expansion of 10
times from any hole punched, significant tensile strength above
20MPa and a low modulus level, which are crucial and neces-
sary for the practical and efficient application of the dam.

Sanctuary Dental Dams are developed for the ease of use and
comfort of patient. It is powder free and mint scented making
the procedure more comfortable for the patient
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Dental Dam Systems

A new introduction into the market, Sanctuary Dental Dam Ac-
cessories offers innovative characteristics and further facilitates
the use of Sanctuary Dental Dam.

Sanctuary Dental Dam Clamps are engineered with “flexible
but strong” concept, using a double vacuum-melted and mar
tensitic age-hardenable alloy - the Stainless Steel Grade 465,
which has achieved tensile strength above 2000 MPa. This as-
sures the clamps allow a good retention of its original shape
through repeated usage.

Sanctuary Dental Dam Punch is engineered to withstand the
repetitive stress in application during every punch; developed
for the purpose of durability in obtaining a perfect punch hole
on a dental dam.

Sanctuary Dental Dam Forceps is light weight with easy gripping
handle designed to allow for easy placement of any clamp size
with infinite precision. Sanctuary Dental Dam Frames are made
from high grade stainless steel and come with two sizes 05 mm
and 129mm.

Visit us at:

* Expo Dental Meeting Rimini, |9 — 21 May 2016, Booth No. | I5, Hall A3
* SINO Dental Beijing,9 - 12 Jun 2016, Booth No. 65, BI Hall 5

* FIME Miami, 2 - 4 Aug 2016

* Dentech Shanghai, 26 — 29 October 2016, Booth No. 60 & 61, Hall 2

* ADF France, 22 — 26 November 2016, Booth No.4L10

For more info:

Please visit our website: www.sanctuary-dental.com

Sanctuary Health Sdn. Bhd.

No. 16, Persiaran Perindustrian Kanthan |, Kawasan Perindustrian
Kanthan, 31200 Chemor, Perak, Malaysia.

Tel: +605-2553939  Fax: +605-2559339

Email: info@sanctuaryhealth.com.my
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Sino-Dental 2016

The Most Influential Dental Exhibition
in Asia Pacific Region

June 9-12, 2016
BEIJING-CHINA

A total exhibition area of 45,000 sqm and over 2,000 booths in all
More than 700 exhibitors from 24 countries and regions.
Over 100,000 visitors from 90 countries.

Latest dental technology & scientific @

Top-level academic seminars ana

ontact us: Ms. Laura Ms. Taylor

Tel: (86) 10-88393915 / 3883
Email: info@sinodent.com.cn
www.sinodent.com.cn
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Concentrated Growth Factors:

A new medicine for tissue and hone regeneration.

Tissue regeneration is a continuing challenge both in biological
and clinical terms. Regenerative medicine and tissue engineer-
ing are continuously making huge advances in the identification
of new strategies in the field of tissue regeneration. In this field,
platelet concentrates represent an interesting and innovative
therapeutic alternative, as they provide a rich source of autolo-
gous growth factors involved in the induction of cell prolifera-
tion, in extracellular matrix remodeling and in the angiogenetic
mechanisms, that take place during the different stages of tissue
regeneration.

Photo

Two CGF
Yellow part:
fibrin clots
Red part:
erythrocytes

Platelet preparations are obtained from patient's venous blood
through a standardized protocol of centrifugation, that some-
times, using the addition of exogenous substances, allows to iso-
late a fraction rich in platelets and growth factors, called “platelet
concentrate” or “‘platelet gel *.

IS RE ]

Photo
Fibrin clots

The platelet growth factors have extremely high efficiency in ev-
ery biological process, in which it is necessary to stimulate tissue
repair, growth and modulation of cell life and self-control of the
immune system. The technique of platelet concentrates moves
plasma rich in growth factors from the blood to the treatment
area, speeding and tracking the natural processes of healing.

Photo MEDIFUGE
machine MF 200

Photo
Bone-Ring graft material
i ith CGF
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Concentrated Growth Factors (CGF), developed by Sacco in
2006, is a special type of platelet preparation with great poten-
tial for clinical application.

At the base of the regenerative process, three factors are par-
ticularly important: the scaffold (organic, natural or synthetic),
growth factors and autologous cells. All these elements are pres-
ent in the CGF which is obtained by a “one-step’ centrifugation
process of the blood samples, using a special centrifuge (Medi-
fuge Mf 200, Silfradent srl, Forli, Italy), without the addition of ex-
ogenous substances. Its main characteristic lies in its consistency;
in fact CGF is an organic matrix rich in fibrin, thus more dense
than other platelet concentrates, able to “trap” a large amount
of platelets, leukocytes and growth factors, showing regenerative
properties and versatility.

Photo
CGF biological
membrane

These features, together with the simple and standardized cen-
trifugation protocol MEDIFUGE, make the CGF a superior au-
tologous product which can be used in different areas of regen-
erative surgery; for example in dentistry, maxillofacial surgery,
cosmetic surgery and orthopedics.

Its clinical efficacy, has so far been demonstrated in various sit-
uations ranging from filling of extraction sockets (Tadi¢ et al,
2014), to the filling of the cavities after cystectomy (Mirkovi¢ et
al, 2015), to interventions of sinus lift and augmentation of the
crestal profile (Kim et al,, 2014; Del Fabbro et al,, 2013; Sohn et
al, 201 1). In addition, CGF features, make it suitable to be used
both alone and with bone particulate or autologous biomateri-
als (Gheno et al, 2014). In conclusion, if it is true that the blood
is the “source of life” for the organism, platelets in it play an
important role in the body's regenerative processes.

The research, however, does not stop and Silfradent has still in
progress studies at several universities in Italy (University of Bari,
University of Brescia), Europe (ACTA Amsterdam University,
Dental School-Medical University Vienna; University of Warwick
- UK) and also outside Europe (IPK center Hospital Havana-
Cuba; Almejiera center Hospital Havana-Cuba).

Silfradent S.r.l.

Tel. +39 0543 970684

Fax. +39 0543 970770

Via G. DiVittorio n.35/37 - 47018
S.Sofia (FC) - ltaly
info@silfradent.com
wwwi.silfradent.com
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CAMLOG and Henry Schein Krugg Sign Exclusive
Distribution Agreement

Basel/Buccinasco, 20 April 2016 — CAMLOG plans to signifi-
cantly increase its presence in ftaly in 2016 and to provide en-
hanced service to dental professionals. Therefore, CAMLOG
and Henry Schein Krugg have signed a distribution agreement.
Exclusive distribution of CAMLOG products through Henry
Schein Krugg in Italy will start in April 2016.

Henry Schein Krugg has been a leading supplier to the den-
tal sector in ltaly for over 30 years, distributing consumables,
equipment and services to dental professionals. Headquartered
in Buccinasco near Milan, the company covers the country with
14 affiliates and 160 sales representatives. The Centro Culturale
Krugg conducts numerous courses and events each year, dedi-
cated to education in the different dental specialties.

“Together with Henry Schein Krugg, we will be able to offer a
premium implant system with a very attractive price-value prop-
osition and an unmatched prosthetic offering, a complete port-
folio in implantology, and also a seamless integration into the
digital workflow to the ltalian dental professionals,”’ said René
Willi, Member of the Board of CAMLOG Biotechnologies AG.

laboratory line

Henry Schein has developed the solution concept Connect-
Dental and successfully introduced it in [taly.

ConnectDental helps practitioners navigate through their jour-
ney into digital dentistry — by offering the widest choice of trust-
ed digital solutions, seamlessly integrating these solutions into
the practice or laboratory workflow, and providing the educa-
tion, training and support needed to ensure practice success
and the best patient experience.

“We strive every day to enhance our position as trusted part-
ner of our customers and to help them deliver quality care to
their patients and increase the efficiency of its clinical or labora-
tory practice in the coming years. With the CAMLOG implant
systems, we extend our implant dentistry portfolio with a very
important and high-quality product that will become an inte-
gral part of our ConnectDental offerings,” said Riccardo Gandus,
Managing Director of Henry Schein Krugg.
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he country with its macroeconomic and political
stability is considered one of the leading econo-
mies globally in terms of economic growth and an
excellent logistics hub for any business entering
the markets of the Caspian Sea region.

Capital: Baku

Language: Azerbaijani

Currency: Azerbaijani Manat (AZN)
Population: 9,552,500 (2014)
Literacy level: circa 99.6%

Internet users: [,485,000

focus

Azerbaijan is located on the western coast of the Caspian Sea
to the south of the Caucasus Mountains and is bordered by
Armenia, Georgia, the Russian Federation, Turkey and the Islamic
Republic of Iran. It is divided into two parts, the main territory of
Azerbaijan and the exclave autonomous republic of Nakhiche-
van, which are separated by Armenian territory. The country has
considerable mineral wealth, including oil and gas reserves. At
the beginning of the 20th century, Azerbaijan supplied almost
half of the world's oil, and oil has remained central to the coun-
try's economy into the 2 Ist century.In 2010, Azerbaijan entered
into the top eight biggest oil suppliers to EU.

About 54.9% of Azerbaijan is agricultural land. The population is
evenly distributed between urban and rural areas, with 53% re-
siding in towns and cities. The workforce accounts for 4.7 million
people; over 39% is employed in agriculture and related activi-
ties with 8% working in industry and construction. Azerbaijani
labour is multilingual. Apart from Azerbaijani one can expect a
local employee to speak Russian and Turkish. English is slowly but
surely becoming the “office” language at least in Baku.

Reintroduced on the political map of the world after the col-
lapse of the Soviet bloc, Azerbaijan regained its Independence
only in 1991 and is now a Presidential Republic. A succession of
weak governments ended in 1993 when veteran politician Hey-
dar Aliyev was elected President. A decade of rehabilitation and
growth started and from 1997 onwards major political reforms
aimed at bringing Azerbaijan to international standards. Integra-
tion into European common space, the creation of a market
economy and socially oriented policies are being continued by
his successor llham Aliyev.

A record GDP growth was observed in 2006 accounting for
34.6%, which was the highest performance in the world and
even in the period of global financial turmoil, Azerbaijan man-
aged to maintain high economic growth rates. As a result, Azer-
baijan’s economy grew threefold in the past |0 years. Certainly,
such rapid growth is associated with the development of oil and
gas industries. At the same time, in order to reduce dependency
on oil revenues, diversification of economy and development
of non-oil industries became key strategic goal for the coun-
try. Presently, non-oil sectors make over 51% of the total GDP
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with sustainable economic growth rates. Economic
growth has a direct link to the reduction of poverty.
The implementation of major reforms, including the
State Programme on Poverty Reduction and Sus-
tainable Development have contributed to reducing
poverty by 8 times since 2003 and dropped to 6%
at the end of 2012. These achievements would be
impossible without a strong private hand. As a result
of several stages of privatization policy, nowadays the
share of the private sector in the economy is over
85%.Azerbaijani economy is the biggest in the region
of South Caucasus making up 73% of its GDP.
During the last 18 years, almost 145 bln USD has
been invested in Azerbaijan economy, where the
shares of domestic and foreign investments are nearly
equal. Moreover, increasing economic opportunities
and financial means allowed Azerbaijan to emerge as
a prominent foreign investor which actively invests
in many countries, including those in close proximity
like Georgia, Turkey, Kazakhstan, Russia, Ukraine and
those a little further like Romania, Switzerland, Ser-
bia, Montenegro, France, UK and more to come.

Azerbaijan has made the gradual transformation
from planned economy to full-fledged market econ-
omy based on a mature and active private sector.
Revolutionary legal reforms have enabled significant
development of the private sector and made legis-
lation more transparent and investor-friendly. Gen-
erally, Azerbaijani legislation establishes a very open
national regime for Foreign Direct Investment (FDI),
where foreign investors are welcome in any sectors
that local investors are allowed to invest in. This re-
gime also applies to the participation of foreign in-
vestors in the privatization of state-owned property.
The Government has lifted limitations on foreign
participation in the banking sector.There are no spe-
cial permissions or specific registration requirements
for foreign investment. Licensing has been substan-
tially simplified, with foreign investors’ interests in
mind. No discrimination policy and guarantees, such
as full repatriation of profits, compensation of dam-
ages and moratorium against adverse changes in
legislation are some of the measures which create
favourable conditions for investing.

Any FDI restrictions are strictly limited to national
security matters. The introduction of “one-stop-
shop” system of business registration in 2008 was
designed explicitly to reduce the red tape, costs and
paperwork associated with the process of business
registration (registration is handled through a single
state authority— the Ministry of Taxes of the Repub-
lic of Azerbaijan); business registrations increased

by 40% in the first 6 months. Moreover, Azerbaijan
introduced a fully digitalized taxation system which
is quite competitive even compared to developed
countries. In 2012, because of its economic perfor-
mance after the Soviet breakup, Azerbaijan was pre-
dicted to become “Tiger of Caucasus”. According
to the World Bank's Doing Business Report, Azer-
baijan improved in seven of 10 indicators of regula-
tory reform, catapulting 64 places in the rankings, the
biggest jump ever recorded. Moreover, Azerbaijan
applies one of the simplest business registration pro-
cedures in the world and ranks |8th place in start-
ing business among 185 countries. As for the Global
Competitiveness Report 2012-2013 Azerbaijan is
placed 46th in the world ranking of 144 countries.

Azerbaijan 46
Iran 66
Russia 67
Kazakhstan 5|
Georgia 77
Armenia 82

Measures have been taken to establish Special Eco-
nomic Zones (SEZ) where a concessional tax and
customs regime will be introduced. In terms of trade
regulation, there are no general trade barriers or pro-
hibitions on the import of any types of goods and
only a minimum level of non-trade barriers for in-
ternational trade. The country is not yet a member
of WTO, although the Government has started the
accession process. The government has undertaken a
number of steps to liberalize foreign trade. As of the
end of 2011, the weighted average import tariff in
Azerbaijan was 5.8% i.e. significantly below the inter-
national average. Import—export is one of the most
rapidly developing business segments in Azerbaijan.
In recent years, foreign trade has grown by an annual
average of approximately 15%.The European Union
remains the major destination for the export of Azer-
baijani goods. Russia and CIS are the major importers.

As of October 2014, Azerbaijan holds the highest
foreign investment per capita among the Com-
monwealth of Independent States (CIS) countries.
Germany, for example, has invested approximately
$760 million into the Azerbaijani economy, and ap-
proximately |77 German companies operate within
Azerbaijan.

Major reforms implemented in recent years have
enabled Azerbaijan’s healthcare system to develop
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in accordance with international standards and to significantly
improve the reputation of Azerbaijani healthcare internationally.

Azerbaijan inherited an extensive and highly centralized Semash-
ko system at independence from the Soviet Union.The Semash-
ko system was organized around the principle of universal ac-
cess to free healthcare. All healthcare workers were employed
by the state, and private practice was not allowed. Following
independence in 1991, the health system faced increasingly se-
rious economic challenges in financing the inherited extensive
services and the quality and access to services deteriorated.

In spite of the extensive network of health facilities there is a
very low bed occupancy rate in Azerbaijan, fluctuating around
25-30% since the late 1990s.The number of doctors per capita
has inevitably fallen since independence (at present there are 3.8
doctors per 1000 population. Average in the WHO European
Region is 3.4) and there has been a significant reduction in the
number of nurses per capita (7.3 to 1000 population. Matching
the average WHO European Region level of 7.3). The Ministry
of Health has found it difficult to obtain the right mix of medi-
cal specialties in the state sector and an adequate geographical
distribution of staff. Recruitment and retention of medical staff
in rural areas are long-standing issues and the flourishing private
sector in Baku has also attracted many experienced healthcare
professionals, thus draining the public sector.

There are approximately 30,766 physicians and 61,582 mid-lev-
el health care personnel (medical assistants “feldshers”, nurses,
midwives and other) in Azerbaijan. Of those, 28,489 physicians
and 50,145 mid-level health workers are employed in health-
care system under the Ministry of Health. There has also been
a significant reduction in the ratio of dentists and, in particular,
pharmacists to population size since 1995.

Salaries in the public healthcare sector remain very low. Accord-
ing to the State Statistical Committee, the average salary was
only 89.9 Azerbaijani new manat (AZN) in 2007, which is less
than half the average salary in the country. Allocations for drugs
and medical supplies have grown from less than 0% of the total
healthcare budget in the late 1990s to 18% in 2008.

WE MAKE

CLEAN AIR

FOR DENTAL APPLICATIONS

Automatic CadCam Self-Cleaning Dust Collectors
Compact HEPA Bag Style Dust Collectors
Grinding / Polishing Stations

Air Purifiers, Accessories and Attachments

Health personnel employed in the
Ministry of Health system
by selected eategories, 2007

Health personnel Actual persons
Doctors 28,489

Nurses 30,041

Midwives 9,416

Feldshers 7,030

Laboratory technicians 3,658

Hospital staff

Doctors 14,984

Nurses 15,558

Midwives 4,241

Feldshers 2,042

Laboratory technicians 1,01 |

Primary care including polyclinics
Doctors 13,505

Nurses 14,483

Midwives 5,175

Feldshers 4,988

Laboratory technicians 2,647

Source: Unpublished data from the Department of
Health Information and Statistics of the

Ministry of Health, 2009.

Note: Feldshers are medical assistant
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With the expected
imposition of
mandatory health
insurance, the
system of financing
the healthcare sector
will be radically
changed and fully
updated.
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Public health funding comes primarily from genera |
government revenues, which includes money from
the State Oil Fund and tax revenues.

Despite significant increases in public health expen-
diture in recent years, Azerbaijan is still characterized
by relatively low levels of public health expenditure
both in absolute terms and as a share of GDP. Ac-
cording to expenditure figures, public health expen-
diture represents 44% of total health expenditure.
Estimates by WHO show less positive trends, with
the share of public expenditure in total health ex-
penditure as 29.3%. The majority of health expen-
diture comes from the population as out of pock-
et payments (OOP), reaching almost 62% of total
health spending. Surveys indicate that the utilization
of health services is related to socioeconomic sta-
tus more than need and many households are under
threat of catastrophic healthcare costs in the face of
serious illness.

The vast majority of health providers are state
owned, although the private sector has been flour
ishing in recent years, providing a growing share of
health services especially in the capital. The payment
mechanisms for the state owned providers are based
on inputs (beds, staffing), which does not foster the
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efficient use of resources. The Ministry of Health and
the Ministry of Finance have agreed on new health
financing reforms that will centralize funds and make
room for greater provider autonomy and the intro-
duction of contracting as the basis for new payment
mechanisms, such as per capita payments in primary
care and case-based payments for hospitals. These
reforms will underpin the proposed introduction of
mandatory health insurance. With the expected im-
position of mandatory health insurance, the system
of financing the healthcare sector will be radically
changed and fully updated.

Although there is state support for private initiatives
through low interest loans, the health sector has not
been considered a priority area in this regard.

In rural areas where there is a low penetration of
the private health sector, primary care usually starts
from feldshermidwife points (FAP), village doctor
outpatient clinics (SVA- selskaya vrachetnaya am-
bulatoriga) and outpatient departments of small vil-
lage hospitals (SUB - selskaya uchastkovaya bolnitsa),
which are the main access point to the public system
for rural residents. Primary care physicians then refer
patients in need of secondary care to central district
hospitals. The provision of high-quality healthcare in




rural areas is one of the main challenges facing the
Azerbaijani health system. Among the biggest prob-
lems is the shortage of physicians, due to a combina-
tion of low salaries and existing physicians retiring
and not being replaced.

In urban areas, patients visit polyclinics to obtain pri-
mary care services. Patients may then be referred ei-
ther to a multi-profile city hospital or to a specialized
tertiary facility. Urban polyclinics are typically large
healthcare facilities where a group of primary care
physicians work jointly with approximately 10-20
types of specialists and are supported by laboratory
services and more specialized equipment for diag-
nostic and treatment. There are 14| separate adult
and paediatric polyclinics in the country (unpublished
data from the Ministry of Health, 2009).

As there is a disrupted referral system, patients can
bypass primary care and go directly to the upper lev-
els of care. Self-referral to specialist care is seemingly
the preferred option because of the low professional
status of primary care physicians and the perceived
quality of primary healthcare services and infrastruc-
ture. Under such conditions, continuity of care and
its integration by primary care physicians are seri-
ously undermined. Almost all pharmaceuticals in
outpatient settings are purchased directly by patients
through out of pocket payments. However, drugs for
the treatment of certain conditions are guaranteed
free of charge by the state (including those for dia-
betes, TB, HIV/AIDS and others).

In private facilities, the fee-for-service charges have
to be covered out of pocket or through voluntary
health insurance. In big cities, the private sector ef-
fectively competes with public facilities as it has a
perceived better quality of services and wider range
of diagnostic and laboratory services. As a result, pa-
tients with the ability to pay generally prefer to go
to private health facilities, which act as multispecialty
clinics, often with inpatient surgical departments.
The Ministry of Health hopes to restructure com-
pletely the model of ambulatory care described
above in coming years. The government considers
family medicine as the future direction for primary
health care development, which will be implemented
first in rural areas.

Until around 2005, the urban primary care infra-
structure suffered from low investment in capital
infrastructure. The situation has improved since
then, with polyclinics being rehabilitated and re-
equipped. However, the capital investment is di-

rected primarily to facilities in Baku and major cit-
ies while polyclinics in most rural districts are still
in need of major rehabilitation.

As with outpatient care, the organization of inpatient
care differs between rural and urban areas. In each
rural district, inpatient care is provided by a network
of small village hospitals (SUBs) and a big central
hospital that acts as a referral centre for the entire
district. There are 349 SUBs in the country, with an
average of 32 beds per hospital (unpublished data
from the Ministry of Health, 2009). Many have not
been renovated and provided with new equipment
since independence. In view of the dilapidated in-
frastructure, the Ministry of Health has developed
optimization plans for each district, which envisages
the closure of most SUBs, transforming them into
primary care centres. Central district hospitals are
multi-profile inpatient facilities providing a broad
range of secondary care, including emergency care,
general surgical, obstetric, gynaecological, paediatric
and other services. Central district hospitals also pro-
vide certain diagnostic investigations such as X-ray
and ultrasound as well as laboratory services typi-
cally involving the basic clinical tests required in sec-
ondary care. There are 65 central district hospitals in
the country, with an average of 217 beds per hospital
(unpublished data from the Ministry of Health, 2009).
Until around 2005, the central district hospitals suf-
fered seriously from underinvestment in capital in-
frastructure, which affected the quality and range of
services available at these facilities. The situation has
improved since then and many district hospitals have
been renovated or rebuilt.

As part of the optimization plans mentioned above,
the Ministry of Health is planning to merge many
specialized hospitals with central district hospitals to
form a single multi-profile secondary inpatient facility
in each district to achieve greater efficiency in re-
source utilization. Also, under the State Programme
for Regional Development, SOCAR (State Ol
Company) is funding the construction of new treat-
ment—diagnostic centres with the aim of improving
the access of rural populations to high-technology
medical and diagnostic services such as computed
tomography and magnetic resonance imaging, which
were previously unavailable outside Baku.

In urban areas, inpatient care is provided by city hos-
pitals, which provide a wider range of specialist ser-
vices and more advanced equipment. Most of the
city hospitals are located in the three biggest cities

Photo Sehidler Mescidi Mosque and the Flame Towers in Baku - iStock // Sohadiszno ©
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of the country (Baku, Ganja and Sumgayit). There are 142 city hospitals in the coun-
try, with an average of | 13 beds per hospital (unpublished data from the Ministry of
Health, 2009).

Another category of inpatient facility contains the specialized hospitals providing ser-
vices for certain conditions. The most common types of specialized facility are mater-
nity, TB, dermatovenereal, psychiatric, oncology and endocrinological clinics, which are
parts of vertically integrated national systems typically led by a tertiary-level specialized
scientific research institution or national centre. The specialized hospitals are not pres-
ent in every district but are located based on regional principles to cover the entire
country, while all tertiary level facilities are located in Baku. In addition to research,
tertiary institutions also serve as teaching hospitals where the relevant clinical chairs of
the Azerbaijan Medical University are located.

On this regard, the Government is promoting medical careers to the country’s youth
and graduates, sponsoring continued education for students to study in countries with
established healthcare teaching institutions, including Turkey, Europe and the US.

Just like all health professional there has been a significant reduction in the ratio of
dentists since Independence. According to the State Statistical Committee, there were
2,522 dentists in the country in 2007 (State Statistical Committee of the Republic of
Azerbaijan, 2009). Dental care is delivered by a mix of public and private facilities. In
2007, the public sector under the Ministry of Health comprised 37 dental polyclinics,
666 individual dental offices and 46 dental prosthetic offices. In total, the Ministry of
Health employed 1980 dentists (stomatologists), dental surgeons and orthodontists
(unpublished data from the Ministry of Health, 2009). Also, there are dental clinics run
by various line ministries for their employees, detailed information on which was not
available. The private sector is represented by approximately 250 facilities, the majority
of which are solo practices. Altogether, there are approximately 400 dentists working in
the private sector (unpublished data from the Ministry of Health, 2009). Government
reforms conducted in the country over the past few years have encouraged develop-
ment in all sectors, including stomatology. The foundation of the Azerbaijan Stomato-
logical Association (ASA) in 1997 and its circle of activity as a professional unity is a
consequence of such development. The ASA entered the Federal Dental Institution
(FDI) in a short period of time. In 2003 it was elected member of the European Re-
gional Organization (ERO) of FDI.

With the regular publication of its magazine “Caucasian Dental News” the ASA plays
an exceptional role in disseminating current achievements of stomatology and medi-
cine as a whole and in the extension of relations with foreign partners and exchange of
views.With the intent of extending dental knowledge at international level, the ASA or-
ganizes scientific-practical conferences with the participation of specialists from world
leading companies and clinics on urgent issues on stomatology such as new methods
in root canal treatment, the selection of modern dental devices, the design of dental
clinic, the complex treatment of parodontal diseases, new achievements of orthodon-
tia, surgical and orthopaedic basis of implantation etc. The Azerbaijan Stomatological
Association maintains close relations with dental associations of the CIS, ERO and FDI
or their member-states.

The annual Azerbaijan International Stomatology exhibition (http://www.stomatology.
az/2016/) is the only specialized dental event in the region. Meeting point for spe-
cialists from the international dental industry and manufacturers and distributors of
dental equipment, materials and products. Stomatology Azerbaijan is held in parallel
with Azerbaijan International Healthcare Exhibition- BIHE. Over its twenty year his-
tory, BIHE has made a significant contribution to the introduction of new medical
technologies in Azerbaijan, becoming an important meeting place for representatives
of state bodies, producers of medical equipment, heads of clinics, practicing doctors
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and medical industry specialists. The latest products and mod-
ern technologies have entered the market as a result of the
exhibition. The importance of the exhibition is shown by the
support that BIHE has been afforded by the Ministry of Health
of the Republic of Azerbaijan. The exhibition also had the sup-
port of the Azerbaijan Fund for the Promotion of Export and
Investment (AZPROMO) and the National Confederation of
Entrepreneur Organisations (Employers) of the Republic of
Azerbaijan as well as the Azerbaijan Stomatological Association.
BIHE has been awarded “Approved Event’ status by the Global
Association of the Exhibition Industry, which confirms its rec-
ognition as a high quality event and its recognition by the inter-
national community. Over the last two years, the exhibition has
been actively developing its new “medical tourism' sector with
the support of the Global Healthcare Travel Council (GHTC)
and the Turkish Healthcare Travel Council (THTC).

Azerbaijan's market outlook is very positive, demonstrating in-
vestment potential to the healthcare industry. The growth of
Azerbaijan's healthcare industry is a result of the Azerbaijani
Government's continued healthcare reform and targeted invest-
ment in the sector. Its healthcare budget has been increased
10 times in the past decade and the country’s healthcare infra-
structure widely developed, with over 500 healthcare facilities
being constructed or redeveloped during that period. Develop-
ment is being further stimulated by the deficit of medical ex-
pertise, equipment and personnel in the country. Azerbaijan’s

long-term plans focus on further developing its primary care
and making coverage universal. The ongoing process provides
a great opportunity for private investments. Furthermore, most
of the modern technology and equipment used in the new and
renovated hospitals are imported, which positions Azerbaijan as
an attractive destination for healthcare vendors.The flourishing
economy and growing healthcare system provide lucrative op-
portunities for the pharmaceutical sector; medical facilities and
equipment, as well as personnel investments.

Sources:

-Azerbaijan Export and Investment Promotion Foundation (AZPRO-
MO) - www.azpromo.az

(Aims to develop non-oil sectors via promotion of Azerbaijani prod-
ucts abroad and facilitation of foreign investments domestically)
-Azerbaijan Investment Company (AIC) - www.aic.az

(Aims to implement fixed-term equity investments in non-oil sectors
along with local and foreign co-investors)

-For a detailed report on Azerbaijan Health System Review: World
Health Organization http://www.euro.who.int/en/countries/azerbai-
jan/publications/azerbaijan-hit-20 1 0
-http:/lwww.azernews.az/azerbaijan/86786.html

-Azerbaijan Stomatological Association:

102 Tabriz str, Baku, Az 009, Azerbaijan

Tel +994 12 566 0283/ +994 12 566 0283

Email: asa@aznetmail.com

-http:/lwww.bihe.az/20 1 4/7p=news read&t=top&q=1&l=en
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any companies are still struggling with how to
best define savings, service and value and asking
travelers less frequently than expected to evalu-
ate services provided by preferred suppliers.
Savings have dominated the focus for most travel
managers in recent years but as more, and in-
creasingly, younger travelers have hit the road, demands for ser- X
vice has intensified across the travel space.Yet corporate trave| o=
and procurement respondents clearly identify “‘savings” over
“traveler satisfaction” as the most important factor to the value ==
of their travel programs. "s
-

According to a BTN Group and American Express Business
Travel survey (2015), nearly 82% of all respondents ranked sav-
ings within the top two on a scale of five in importance to
the value of their managed travel programs, while 74% ranked
traveler satisfaction as such. Even if travel professionals are still
focused on savings, there is a growing demand for service: more
than one-third of all respondents said travel management ser-
vice delivery was more important than costs, as compared to
the previous year. The majority of respondents rated service
delivery as more, or somewhat more important than costs for
Travel Management Companies (TMC) and duty of care pro-
viders, while 57% said so for online booking tools, 56% for ho-
tels, 55% for airlines and 49% for both car rental and payment.
Across all supplier categories, fewer than 7% of all respondents
said service was not as important as costs.

An interesting study conducted by Carlson Wagonlit Travel
(CWT) Solutions Group, has managed to quantify travel stress
and its economic impact shedding light on the hidden econo-
mies of business travel caused by travel-related stress. The study
included data from 15.3 million business trips booked and re-
corded by CWT, in conjunction with other sources of informa-
tion within CWT as well as external data over a one-year pe-
riod (201 1-2012).The aim was to understand and measure how
and to what extent traveler stress accumulates during regular
business trips. Each trip was conceptually broken down into 22
potentially stressful activities covering pre-trip, during trip (trans-
portation and destination-related elements) and post-trip. The
components of the trip considered included: air bookings, hotel
stays and car rentals, certain supplier information, such as hotel
category or internet availability as well as airport codes, dates
(booking, departure and return), flight time, connection informa-
tion, fare paid, booking channel etc.

Table | (below) presents 22 of the 33 activities related to a
typical business trip, made by a previous study by CWT. Nine of
the top 12 — those with scores above 60/100 are incorporated
in the table below. The remaining | | factors, not included in the
table, are either challenging to quantify (e.g. “eating healthy at
destination”) or require certain data that was not available.
Associated stress was measured based on the duration and the
perceived stress intensity for each activity. In essence, each of
the 22 steps of the trip were viewed as having two components:
“stress-free” time and “lost time”.

49
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The overall results of the factors which produce the highest levels of stress have been identified as below:

The maximum possible lost time per trip (mplt) is
17.9 hours; of this, | | hours are “'stress-free”” — avail-
able to the traveler to either work or rest. The trav-
eler experiences stress over the remaining 6.9 hours
(actual lost time per trip), on average. This is referred
to as “lost time”, or time unavailable to travelers to
work or rest. The largest contributions to this lost
time arise from flying economy class on medium and
long-haul flights (2.1 hours) and getting to the air-
port/train station (I.1 hours). The Travel Stress Index
(TSI) is 38.5%. The financial equivalent of these 6.9
hours is USD 662 per trip (the financial equivalent
should not be interpreted as the actual lost produc-
tivity, but rather as an estimation of the upper limit
on lost productivity). To illustrate the magnitude of
this financial equivalent, it amounts to 79% of the
average plane ticket price. For example, for a client
with a travel volume of 5,000 air trips per year, the

expected financial equivalent of actual lost time is
USD 3.3 million.

The lost time greatly depends on the type of trip
taken: an increase in the transportation time typically
generates an increase in the lost time. The average
actual lost time values by trip type are:

-5.2 hours for domestic trip

-5.6 hours for continental trips

-16.6 hours for intercontinental trips

The study indicates that the impact of stress can be
reduced, but not entirely eliminated. By analyzing
the TSI (Travel Stress Index —a correlation between
stress and productivity) on a client-by-client basis the
study found out that companies can expect to con-
trol, on average, 32% of the actual lost time. This can
be achieved through a combination of steps geared
toward reducing the stress factor which acts over a
time duration (Ti) (e.g. flying direct versus indirect)
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While lost time
cannot be com-
pletely eliminated,
there appears to
be significant room
for improvement.
Indeed, companies
can expect fo control
up fo 32% of the lost
time, on average.

and/or reducing the percentage of stress (e.g.internet
connectivity to stay fully informed while on-the-go).
The “stress-free” time may be used either to work
or to rest. If work is carried out, it represents a direct
productivity gain. Rest is also expected to increase
productivity, though indirectly: resting “now"" leads to
productivity “later”. This indirect relationship cannot
be readily quantified. By the same token, lost time
cannot be precisely converted into lost productivity.
However, we can calculate a maximum productivity
loss if we consider that the entire lost time could
have been converted into productive time. Putting
an upper limit on productivity loss gives us a ref-
erence point for discussing the impact of travel on
productivity.

Understanding the mechanism of stress and its im-

pact on both a traveler and the wider organization

sets a new frontier in business travel optimization.

While lost time cannot be completely eliminated,

there appears to be significant room for improve-

ment. Indeed, companies can expect to control up
to 32% of the lost time, on average.

Looking at business travel from this angle requires a

different approach:

- Beyond the purely transactional aspect of the trip,
companies should recognize business travel as a
strategic mean to grow and compete effectively in
the marketplace.

- Business travel has an impact on a company’s most
important asset: its employees. For these reasons, a
broader stakeholder umbrella may be required in
making travel policy decisions.This includes Human
Resources and Responsible Business communities,
as well as Procurement and Travel Management
departments already involved in managing business
travel today. The Travel Stress Index is a decision-
making tool to help companies assess and adjust
their travel policies, and move from “travel policy”
to “traveler policy”. It will provide an alternative ap-
proach to help companies make savings and ad-
dress their duty of care responsibilities.

After all business travel generates a substantial eco-
nomic force worldwide. Frequent business travelers
have a strong view of the impact of travel on compa-
ny performance. According to a study conducted by
Oxford Economics, nearly 60% of interviewed trav-
elers responded that increasing spending on business
travel would have a positive impact on both revenue
and profitability and that such an increase would
have a positive impact on employee productivity.

Productivity gains may take various forms including
new sales, customer retention, collaboration, em-

ployee satisfaction, networking, industry knowledge
and idea sharing. Maintaining strong customer rela-
tionships is fundamental to any successful business.
Nearly three-in-four (74%) of survey respondents
stated that meetings with clients have high impact
on customer retention, while not meeting with cus-
tomers would have dramatic effects. Respondents
believe that, on average, 42% of customers would
eventually be lost without in-person meetings.
Travel and sales success are inextricably linked. Busi-
ness travelers surveyed stated that prospects are
nearly twice as likely to become customers with
an in-person meeting as without one. It would be
interesting to consider traveling more during a re-
cession when in-person meetings provide a much-
needed competitive advantage. Conferences and
conventions provide a concentrated opportunity
to interact with customers. “Seeing customers” was
cited most frequently (62%) as a benefit of attend-
ing these events. Virtual meetings are gaining in ac-
ceptance however, according to respondents, they
do lack the effectiveness of in-person meetings. A
majority (60%) of survey respondents stated that
virtual meetings are less effective for meetings with
prospects, while 29% said they are equally effective
and only 10% suggested they are more effective.
The returns of all types of business travel in terms of
customers and prospects tend to be directly evident
on a balance sheet. However, business travel yields a
range of indirect benefits to company performance
which are realized over a longer period of time. Many
of these benefits fall within the category of building
and strengthening teams — both internal and exter-
nal. Internal meetings are considered to have a high
impact among business travelers as a mean of shar-
ing ideas (76%), staff communication (74%) and job
performance (70%). Along these same lines, confer-
ences and conventions scored highest among busi-
ness travelers in providing industry insights (78%)
and developing industry partnerships (76%).

Reasons and Costs behind Unsuccessful Trips

Understanding the value of business travel and its
ROI (return-on-investment) is of primary interest to
the travel industry. A CWT Solutions Group analysis
revealed that 88% of business trips are considered
successful by travelers. Given that success is by far the
norm for business trips, what causes some trips to fail?

Number of meetings attended during the trip - If
the return on a given trip is the sum of the returns of
the meetings which took place during that trip, then
more meetings will generate more value and implic-
itly fewer failed trips. A trip with only one meeting
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produces an unsatisfactory result 19% of the time.
This is reduced when the number of meetings in-
creases to 6 or more. Statistically, every additional
meeting reduces the probability of an unsuccessful
trip by about 10%. More meetings (or time spent in
meetings) lead to a better ROI.

Related to the number of meetings is the time spent
in meetings during the trip. In 38% of the unsuccess-
ful trips the cumulative meeting time was four hours
or less. When the cumulative meeting time is one
hour or less, the probability of an unsuccessful trip is
28%. This probability is reduced to 8% when meet-
ings take up a total of two days or more.

Length of stay - The probability of low-result trips
reduces with increasing length of stay. There are two
factors which make the length of stay relevant for
business success. The first one is that during a longer
trip a traveler is able to fit more meetings and thus
derive more value. The second factor is advanced
booking; longer trips tend to be booked earlier and
so more time is available to travelers for meeting
planning and preparation.

Advance booking - has a strong impact on the
probability of a bad trip.The longer the trip is booked

in advance, the less likely it is to fail. The date of plan-
ning the trip is also important. Early planning allows
travelers sufficient time to book their trips and ar
range their meetings. A trip booked less than 3 days
in advance has a 21% chance of being unsuccessful.
The probability of a low outcome decreases three-
fold when the advance booking period is increased
from less than 3 days to 15 days or more.

Trip type - The probability of having an unsuccess-
ful trip is the highest for domestic travel (14%). For
continental and intercontinental trips this probability
is 129 and 9%, respectively. Explaining this decrease
is the fact that international trips are typically longer
and booked earlier, so more meetings can be better
arranged and prepared.

Traveler job level - Besides the trip conditions, it
is important to consider factors related to the trav-
eler; such as seniority. The highest rates of unsuccess-
ful trips (I15-16%) were observed for employees
at the administrative or associate levels. The prob-
ability decreases to 11% and 7% for the manager-
level and director-level employees, respectively. The
trend reverses at the level of vice-president and
above (I1%); this is related to the higher demand
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Table 3
Scenario for increasing Unsuccessful trips
trip success (%)

Each trip has a minimum

: 10.5%
of two meetings

Each trip has over four hours 1049
in combined meeting time e
Each trip has a minimum of two

meetings and over four hours in ~ 8.8%
combined meeting time

Source: CWT Solutions Group

for frequent travel on corporate executives, which
ultimately reduces the advance booking and meeting
preparation time.

Predictability to failure - Are lower results antici-
pated before the trip? For the trips showing aver-
age and below-average returns travelers were asked
if these low results were expected before the trip.
There is a sizeable fraction of travelers who foresee
the low results prior to the trip. For the lowest-rated
trips the low return had been anticipated by 68%
of the travelers. The lower the success of a trip, the
more likely it is for the traveler to have anticipated it
prior to the trip.

Other factors - Trip failure rates are not significantly

impacted by:

- Traveler gender: Male and female travelers are
equally likely to have an unsuccessful trip;

- Traveling alone or with colleagues;

- How often the traveler visits the destination;

- Traveler's geographical region (failure rates are
within 10%-13% for all regions).

To assess the financial impact of unsuccessful trips,
CWT Solutions Group has taken the case of a com-
pany with 1,000 travelers, taking a total of 5,000 air
trips annually:

- Assuming an average cost (air ticket and hotel ac-
commodation) of $1,000 per trip, the total travel
spend is $5,000,000.

- In a previous study the rate of unsuccessful trips
was found to be 12%. Assuming they account for
a proportional amount of travel spend, this repre-
sents $600,000.

Table 3 presents three scenarios for reducing trip
failure. By requiring each trip to have at least two

Unsuccessful trip spend Savings
(USD) (USD)
USD 525,000 UsD 75,000
USD 520,000 USD 80,000
USD 440,000 USD 160,000

meetings and over four hours of combined meet-
ing time, the unsuccessful trip spend is reduced by
$160,000 (or 27%).

To summarize, more than a quarter of the unsuc-
cessful trips could be eliminated by increasing meet-
ing quantity and time.

To sum up all said the studies demonstrate that busi-
ness travel is a worthy investment and that when a
meeting is unsuccessful, it is mainly due to a lack of
preparation (40%) or a lack of a clear agenda (16%).
While some of the findings are intuitive, the results
presented here enhance knowledge and understand-
ing of business travel success, allowing companies to
better manage travel as a strategic activity support-
ing corporate goals.

Sources:

- CWT Solutions Group/ Carlson Wagonlit Travel Survey - glob-
al consulting company specialized in travel program optimiza-
tion, helping corporate travel and procurement professionals
to make savings and deliver more value through their travel
programs. www.cwt-solutions-group.com / www.carlsonwagon-
lit.com

- BTN Group / American Express Global Business Travel survey
https://www.amexglobalbusinesstravel.com/wp-content/up-
loads/WP_AmexGBT_BTN_Balancing_Service_Costs_Final.
pdf

- Oxford Economics - one of the world’s leading providers of
economic analysis, forecasts and consulting advice. Founded
in 1981 as a joint venture with Oxford University’s business
college, Oxford Economics enjoys a reputation for high quality,
quantitative analysis and evidence-based advice
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fter the international success on the “Basic 56

Principles for Startups”, we are now dealing with

the 27 factors consolidating business. For a com-

petitive enterprise in the healthcare sector, spe-

cifically in the dental, research, development and
business control are absolutely essential areas to consolidate
success. By identifying a list of factors it will be possible to
concentrate on the really important main areas, avoiding
waste of efforts and resources. Their explication will be the
outcome of the involvement of the whole team at different
communication level. Synergy is basic to lead the company or
the single project towards common objectives. BUT let’s see
which are the 27 factors consolidating business.

marketing

They correspond to a limited number of areas in which an en-
terprise needs to focus to reach positive results and to guaran-
tee a constantly growing, competitive and positive return.

The factors consolidating success enable the creation of a simpli-
fled scheme of the enterprise’'s competitive reality, by selecting
the different keys of the organizational and management model,
according to a rational criterion, as such measurable.

The factors consolidating success have some basic features
which we have split in macro categories:

1) Internal-External Features. Apparently it means monitoring the en-
vironment in which the company operates, in real terms it
means analyzing the market evolution, anticipating its moves.
We can in fact say that the enterprise is represented by its
own environment. A constant monitoring of internal and ex-
ternal environmental features is essential. Its context such as
customers, competitors, social and political factors, the eco-
nomic situation should all be considered as part of the enter-
prise, just like its employees, the equipment and operators.
Such method of analysis uses the information available more
efficiently by taking advantage of the territorial component.
In this way enterprises could use out sourcing managers with
a good knowledge of the markets acting in a strategic way,
ahead of market trends, while analysis made by traditional
evaluation tools would not allow to learn about local refer-
ence markets and to analyze trends connected to demand.

2) Subjective Features: consisting of the aspects satisfying the needs
of the people offering services, at all levels, to the enterprise.
|. Remuneration
2.Job security
3.Working time
4. Features of the physical working place
5. Relations with colleagues and managers
6. Recognition of merits/professionalism
7. Career perspectives
8. Freedom in organizing one's own work
9.Work differentiation
| 0. Decisions participation

Photo Shutterstock | Pressmaster ©

57



MARKETING The First 9 of 27 Factors Consolidating Business!

58

The crifical factors
of success are those
imited number of
areas in which the
enterprise needs
to focus to reach
positive results

3) Objective Features: consisting of the enterprise’s inter-
nal and external operating conditions.

|. Defining the commercial potential and the com-

petitive pressure of the markets in which the

6. Employers’ behaviour,
7.Social responsibility,
8. Balance between long and short term targets

enterprise is operating, according to its offer; 5) Sector Siruciure, is another strategic element of

2. Identifying where to open a point of sale ac-
cording to the target focus;

3. Evaluating the performances of one's own dis-
tribution and commercial network according to
the territorial potential;

4. Rationalizing sales network while optimizing
commercial presence;

5. Planning targets for the enterprise’s sales net-
work in relation to the potential and competi-
tiveness of the territories in which it is operating;

6. Starting actions to increase customers’ loyalty
and increase market share;

success (technologies in use, needs to satisfy).

I. Demand analysis;

2. Competition analysis;

3. Best site;

4. Channel of distribution analysis;

5. Market research support;

6. Opening of new subsidiaries;

7. Customer Relationship Management;

8. Balancing the sales network in the different ar-
eas;

9. Optimization of commercial coverage.

7. Directing communication investments in the a~  6) Compefitive Strafegy, sector positioning and geo-

eas with the highest potential.

4) Sources of the Critical Factors of Success.
Definition (Rockart):“The critical factors of success
are those limited number of areas in which the en-
terprise needs to focus to reach positive results so
as to ensure to the enterprise a positive competitive
outcome”. In this way, it is possible to outline a simpli-
fied scheme of the enterprise competitive reality by
selecting different key models according to a rational
criterion, determined by the following 8 factors:

| Profitability,

2. Market positioning,

3. Productivity,

4. Product supremacy,

5. Personnel growth,

Photo Business handshake Shutterstock | ASDF_MEDIA ©

graphic localization are choices made by big enter-
prises and in many cases by smaller ones as well.
It is important to consider all three basic compo-
nents for a competitive strategy (Porter ignores
segmentation and Abell does not consider the
tools to acquire competitive advantage). Abell’'s
concepts on operative space and segmentation
can be distinguished between:

-mass market strategies (enterprises competing
in a broad market space with an undifferentiated
mass offer using the same competitive tool to
make most of their revenues)

-segmentation strategies (enterprises dividing
such big space in homogeneous segments with an
undifferentiated offer; using diversified competi-
tive tools)
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Defining the
operating results
of a responsihility
centre in a specific
time frame enables
to compare and
establish if ifs
economic dynamic
is in line with the
estimated budget
or with previous
results

-focus strategies (enterprises focusing their re-
sources on few segments using different competi-
tive tools for each segment)

-segmented focus strategies (enterprises focusing
on just one small segment or several small seg-
ments using the same competitive tool)

7) Environmental Factors Innovative Marketing (customers’

orientation, economic and socio-political trends).
In the very last few years it seems like market-
ing has evolved towards new operative and
methodological approaches. More and more of-
ten we hear about non-conventional marketing,
alternative marketing, future or edge marketing,
alternative communication means. Words such as
word-of-mouth, viral, experiental, tribal market-
ing, ambient advertising, referral program. The fast
changes of society but most of all mass diffusion
of new means of communication have amplified
to the highest degree the peculiarities of post-
modern society, as such a revision of the already
outdated theories of marketing has become nec-
essary. Today the scenario is completely different:
a new reference model (in postmodern society
there is in fact a return to social rooting values
versus a modern era where a growing individual
affirmation prevailed); a system going through a
crisis such as the industrial-television one which
has created, in the past, important global brands;
finally, a new audience which feels more and more
producer of contents and ideas as well as just con-
sumer, regaining possession of a power which was
previously only in the hands of the enterprises. The
tools, theories and techniques used until now by
marketing people have become inadequate to in-
tercept people which are always more indifferent
to advertisement. The new era marketing is mov-
ing from advertising, which focused on persuading

consumers, to advertainment, a brand communi-
cation focusing on entertaining the audience, on
astonishing it more and more, on stimulating con-
versation, starting mechanisms of viral diffusion.

8) Quality Audit calls for Continuous Improvement. The

main activity following an enterprise’s self-assess-
ment/self-diagnosis phase is planning for improve-
ment, but in order to reach most benefits and the
highest added value, it is essential to consider im-
provement as a structural activity, developed ac-
cording to specific planning and targets, systematic,
piloted and revised during its realization, as a real
process in which every phase is defined and in
which restraints, timings, responsibilities, resources,
indicators and targets are identified.

9) Human Resources Self-Assessment by Centres of Responsibility.

The main phases in the process of definition and
development for improvement as a logical con-
sequence of human resources self-assessment. It
is important to realize that most organizations
usually do not have the necessary resources to
take care of the potential improvements identified
by self-assessment. Focusing attention on crucial
improvements (so called "vital few") will in fact
allow to adequately spot the factors with maxi-
mum impact on the organization's performance
or on its capability to carry out its goals. As such
the need to classify by priority the potential im-
provements identified during the phase of self-
assessment. From an organizational point of view,
a centre of responsibility is any organizational unit
(department, office etc.) that, through its actions
and by using resources, influences the entire out-
come of the enterprise. In order to control the
enterprise’s management, the resources managed
by a centre of responsibility for the fulfilment of

Photo Mixed group in business meeting - Shutterstock | Monkey Business Images ©
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their duties need to be under direct
control of the centre itself, managed
by one single manager who needs to

take every single decision concerning I E C N @ D E N I

expenditures. There are different types

of centres of responsibility: costs cen- E R G O N O M I C l N N O VATI O N

tres, with immediate and direct influ-
ence only on the costs involving pro- CELEBRATE WITH US 50 YEARS OF INNOVATIONS
duction; revenues centres, concerning
only commercial areas in an enterprise,
focused on sales, managing both rev-
enues and costs strictly linked to sales
(commercial costs such as commis-
sions, transport expenses, travel and
transfer expenses etc.); profit centres,
with a wider responsibility compared
to costs and revenues centres as they
concentrate on the margins obtained
by the sales of products (revenues as
well as production and commercial
costs); investment centres, respon-
sible for the correct management of
capital (investments relating to busi-
ness structures such as factories and
similar). Defining the operating results
of a responsibility centre in a specific
time frame enables to compare and
establish if its economic dynamic is in
line with the estimated budget or with
previous results so as to proceed with
possible adjustments. Every responsi-
bility centre is therefore characterized
by its own parameters of evaluation,
originating from a process of decom-
position of the enterprise targets into
area targets (or sub-targets): costs cen-
tre will deal with a specific amount of
costs compared to a specific amount
of production; revenues centre with a
specific turnover to reach through an
appropriate mix of products, markets
and prices; profit centre on the opera-
tive margin (a typical example of profit
centre is the management of a business
division); investment centre on the re-
turn of invested capital (ROI) within
the centre (such as, for example, an
enterprise general management or its
Board of Directors).

marketing

..to be continued....

TECHODENT S.r.l. Tel. +39 051 6131143
Baldo Pipitone Via 63 Brigata Bolero, 24 Fax +39 051 575402
40033 Casalecchio di Reno info@tecnodent.com
(BOLOGNA) www.tecnodent.com
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Better Channel
Management Needed.

The Difficult Market Climate in the Medtech Industry is Forcing Established Players
to Rethink Their Sales Approach, a Short Simon-Kucher Study Shows

marketing

urrently, the medtech sector seems to be stable,

and industry representatives are mildly optimistic

about the coming months: they expect revenue

and profit growth numbers to be similar to the

previous year. However, increasing competitive

market dynamics and price pressure are putting a strain on

medtech companies, pushing them to improve their price man-

agement, sales effectiveness, and channel management. These

are the findings of the Medtech Barometer 2016 conducted by

e global strategy and marketing consultancy Simon-Kucher

artners. For the short survey, the pricing experts asked Eu-

an, top-level decision makers from leading medical tech-

ology companies in all key sub-sectors about their business

tlook for 2016, their major commercial challenges, and cur-

rent industry trends.This year’s survey focuses on appropriate

channel management.“Overall the market has stabilized, that’s

the good news”, says Joerg Kruetten, Executive Vice President

and Head of Simon-Kucher’s Global Life Sciences Practice.

“But medtech companies definitely need to handle their di-

rect and indirect channel management more effectively if they

Photo Doctor Using Digital Tablet want to avoid price erosion and ensure they can get the right
iStock | grinvalds © products to the right customer and patient groups.”
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Competitive dynamics
Degree of dynamism
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5- .........................................................................................................................
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aggressiveness attacking key entrants consolidation launching new  launching new bunding offer
accounts products products modules
“Medtech (value-added)
. . services
companies will ,
huve to mke a Source: Simon Kucher & .Partners Medtech Barometer 2016

new, active and
holistic approach
to multi-channel

management” Increasing Competitive Aggression is the Key Challenge in Stabiliz-
says Meca, ing Markets. The vast majority of respondents expect
summarizing the overall market situation to be better than or at
the resuls. least remain the same as in 2015. More than half of

respondents are also somewhat optimistic that mar-
ket prices will remain overall stable in Europe — a
clear improvement to the previous year, when they
expected prices to drop. However, the industry rep-
resentatives also acknowledge that the fewer players
in the sector now fight more aggressively for their
market shares. On top of this, there is still a certain
quantity of new entrants that regularly shake up the
market. The result: increased price and commercial
aggression.

Some respondents point out that certain market
players do not compete on quality or performance.
Instead they strongly decrease their prices. Fur-
thermore, companies seem to be directly attacking
competitor accounts in order to gain market share.
Some of the companies are even trying to offset the
foregone profits with hidden fees and costs to the
customer. In the long term, however, these trends can
lead to price wars — if no appropriate counter mea-
sures are taken.

64

Professional Direct and Indirect Sales Management Needed. Un-
der these market constraints, efficient channel man-
agement becomes increasingly important and only
one-third of respondents consider themselves to be
proficient in this area.“When we look at how com-
panies have developed their channels, we see that
to a large extent methods have involved exploiting
short-term channel opportunities instead of follow-
ing long-term strategies”, explains Carlos C. Meca,
PhD, Director in Simon-Kucher's medtech team.

As far as direct sales channels are concerned, the
importance of alternative channels such as e-com-
merce or telesales is expected to double in the next
two to four years. Also the customer engagement
quality and consistency across the channels need to
be enhanced. The study results underline a strong
need for improvement in defining an overall con-
sistent channel strategy and optimizing the overall
footprint across the channels so that sales teams are
not spread too thin and important segments are fully
exploited.

When it comes to indirect multi-channel environ-
ments where middlemen play a key role in the val-
ue chain, professional cross-channel marketing and
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smart pricing become increasingly im-
portant. As the study results show, here
companies need to significantly improve
in three key areas: defining an overall con-
sistent channel strategy, coordinating their
sales, marketing and prices across the M

different channels, and optimizing their DT®

overall footprint.

Dental Rotary
Instruments

Micro Diamond Technologies Ltd.
Time to Leave Well-Trodden Paths. “Medtech
companies will have to take a new, active
and holistic approach to multi-channel
management” says Meca, summarizing

the results. The key outcomes of the study | -t 1

show that market players need to focus n n Ova |ve

particularly on increasing the effective- ®

ness of existing channels, taking advantage B I I ste r Pa c k

of those now emerging, and systemati-
cally managing channel interdependen-
cies. “Smart industry players should also
see the competm\./e market environment = UDI individual marking
with increased price pressure from new ) .
competitors and powerful customers as = Color Identification

an opportunity to rethink the marketing u Peel Free

and sales role in their value chain”, Kru- m Perforated 5 Cells
etten recommends."Sooner or later they
will have to do it anyway — and sooner is
definitely the better choice.”

marketing

features:

A summary of the study is available upon request.

*The Medtech Barometer is an annual study
conducted by Simon-Kucher & Partners among
C-level executives, regional and BU heads, and
senior functional executives representing all key
sub-sectors of the medtech industry including
consumables, devices, equipment, diagnostics
and dental. With approximately 30 top-level
respondents in 2016, the study reveals cur-
rent commercial trends and challenges in the
medtech industry and shows how players are
addressing specific burning topics.

Joerg Kruetten is Executive Vice President
of Simon-Kucher & Partners and Head of the
Global Life Sciences Practice. Carlos C. Meca,
PhD, is a Director in Simon-Kucher & Partners’
medtech team.

MDT - Micro Diamond Technologies Ltd.

2 Hamal St., Industrial Park North, Afula 1811001, Israel
tel. +972-4-6094422 | fax +972 4 6597812

Efﬁciency in your hands www.mdtdental.com | info@mdtdental.com

SAFESHANK®
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ACDI 2016

Morocco had the honor and privilege to host, organize and
chair the first edition of the African Dental Expo (ADE) orga-
nized on the sidelines of the African Congress of Dentistry &
Implantology (ACDI) in Marrakech, Morocco from the 26th to
the 30th of January 2016.The theme chosen for this edition
was “The African Smile”.

The African Society of Dentistry and Implantology (ASDI) or
ganized this international dental congress and exhibition which
was held in great conditions and which reached all the goals
that the organizing and scientific committee had set. It provided
an opportunity for all African professionals of dentistry as well
as all the dental organizations to work together and share their
expertise.

47 Asian,American, African and European countries participated
to this unprecedented event through 150 lectures, 80 display-
ed communications, 40 workshops, an institute of leadership,
a round table on the “legal frame of dental volunteer work”, a
dental technician day and an exhibition of the dental industry
which included the participation of a hundred exhibitioners that
came to share with the professionals of dental medicine their
latest innovations.

During this major event, the 2nd Conference of Dean of Dental
School of Africa also took place with the participation of fifty
deans of dental schools. This conference is the continental re-
presentative structure of academic and clinical dentistry gathe-
ring thoughts, proposals and political dental decisions in order
to enhance and increase relationship and partnership projects
between dental schools.

This first edition was an immense success for the African conti-
nent as all objectives have been met, and wonderful professio-
nal, fraternal and friendly bonds have been created. Industrials,
lecturers and over 1500 participants from the four continents
have trusted the organizers, by giving their time and money in
order to be present at this event and share their knowledge and
expertise, as well learn and witness the exceptional growth of
the African dental market.

The African Society of Dentistry and Implantology is organizing
the second edition of the African Congress of Dentistry and
Implantology and the African Dental Expo in Cairo, Egypt on
2018.The ASDI counts on the honorable collaborations built
and their continuity to give a stronger future to African dental
medicine promoting the image of dentistry and raising the level
of African dentistry.

africansocietyofdentistry@gmail.com
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9th International

Sofia
Dental

Meeting

6%- 9t October Ramada Hotel,
2016 74 “ Sofia, Bulgaria
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My name is Rafi Romano, a specialist in Orthodontics,

worldwide speaker and editor of 5 textbooks in Esthetic Y
dentistry and lingual and esthetic orthodontics. = 1
| have attended hundreds of dental meetings around the =1
world but rarely had the opportunity to combine outstan-

ding speakers at a reasonable fee and an amazingly beau- 3 J.
tiful location. :

As International Scientific chairman of the next SDM mee- |

ting in Sofia on 6-9 October 2016, | have decided together \ -
with Prof. Filchev and his team to make it the biggest interna- f :

tional event of the year, not only in Bulgaria but in all Europe. ™~ -

The challenge was enormous since this meeting grows each

year. We are expecting more than 2000 people from all over Europe to attend the
meeting with more than 75 international speakers, 100 exhibitors during 4 days of
lectures, workshops, live demonstration arena and many social events. All speakers are
among the most sought after among dentists, and all of them agreed to come to the
SDM this year to make it unforgettable!

ALL disciplines will be covered in the meeting including Prosthodontics, Restorative
dentistry, Implantology. Periodontics, Orthodontics, Lab Technician, Pediatric dentistry,
Face aging and more. Interdisciplinary teams from different countries will share their
knowledge and experience with the participants: Fradeani- Italy, Bichacho- Israel, Las-
serre- France, Nader- Lebanon. Lectures will be followed by workshops with hands-on )
practice in small groups. The live arena will entertain top clinicians such as Prof. Hur- 22 Implants

zeler frgm Germany who vvilll broadcastl |iv¢ surgery and will answer questions frgm + Superstructures
the audience. Numerous social events will give the scent and atmosphere of beautiful ) )
Bulgaria to all attendees and their spouses + instrument kit
See you in Sofiall

Rafi Romano, Tel Aviv 1 4 9 O :€

roott-start.com
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Dental Salon 2016

The 39th Moscow International Dental Forum & Expo DENTAL
SALON 2016 went successfully in Moscow at the fairgrounds
Crocus Expo. The exhibition and forum are usually indicators
of trends in the profession and in the dental market as a whole.
This time the April Forum and Exhibition evidently added some
optimism to the skeptics. The exhibition proved once again that
"Dental-Salon” and “Dental-Expo” are considered one of the
most beautiful exhibitions in the exhibition centre Crocus Expo
not without reason. The exhibition attracted new participants,
long-expected certified novelties appeared. According to the
opinions of the majority of participants, the exhibition was suc-
cessful, exhibitors were satisfied with the results and with the
quality and energy of the visitors. At the same time the visi-
tors were very glad to have a wide variety of products and the
opportunity to get additional experience and knowledge. The
sponsors of the exhibition were the companies "“Dentimen.Ru”
and “Rocada Med", which is present on the dental market for 25
years. In the end in the exhibition Dental-Salon 2016 participa-
ted 405 companies and more than 1000 brands were present.
During the work of the exhibition about 26 000 people came
to visit the event, and the total number of participants of the
Forum and Exhibition exceeded 30 000.

.:ri l

UNIL .

[t worth saying that not only participants announced novelties at
Dental-Salon 2016.The organizers of the exhibition presented a
new communication service for exhibitors and visitors — Expo-
dat. The visitors were proposed to use a "‘Stand visitor card” or
simply an electronic visiting card. The exhibitors used a special
terminal that contains all the information about the products
presented on the booth. With the aid of this service guests of
the booth where the terminal Expodat was located could mo-
mentarily save the information about products and services of
the company in their member area, saving their own and mana-
gers' time without collecting paper advertisement.

Within a framework of the 39th Moscow international dental
forum more than 700 various educational and presentation
events for dentists were held. Key conference of the Forum -
XXXV Russian research and practice conference of the Russian
Dental Association “Actual problems of dentistry” for the first
time presented symposiums that are accredited in the system
of continuous medical education in six dental specialities of the
main seven. In total more than 400 people attended research
and practical events of the Russian Dental Association.

[t can’ help emphasizing the evident success of the 2nd inter-
national endodontic congress “Endopoint 2016" that presented
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an authoritative program at the level of a serious European congress. |2 top speakers
from 4 countries attracted about 400 listeners. And the geography of the listeners was
very varied from Russia to Australia where the global endodontic congress IFEA will
be held this summer.

Dental Tribune International — an absolute leader of the world dental press gave a
serious international support to the cognress. President of the holding Torsten Oemus
participated in the opening of the congress and evaluated it very high encouraging to
hold such congresses not only in Russia, but also in other countries. According to the
results of the survey, the listeners were also very satisfied with the quality of the scien-
tific program and the organizers heard many thanking words.

Next anniversary exhibition “Dental-Expo 2016 and the 40th Moscow international
dental forum will be held 26-29 September 2016 in the international exhibition center
"Crocus Expo”. The program is already being prepared. The dentists can expect many
interesting things.

Don't miss it!

Our Contacts:
www.dental-expo.com/dental-salon
info@dental-expo.com
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_
The Distributors Wall

Looking for distributors? Interested to deal new products and improve your business?
These are the pages for you: announcements of companies and distributors

70

searching for each other.

Your next partner is already waiting for you.

Write to classified@infodent.com to be in the next issue.

Always free for distributors!

Special promotion: the first 10 manufacturers
will be published for free, hurry up!

» Looking for
Distributors

LASOTRONIX is looking for distri-
butors. LASOTRONIX is an inno-
vative company who specialized in
high-tech laser devices designed for
the use in medical and dental sec-
tors. We are looking for worldwide
distributors who are serious about
marketing excellent products. For
more details please kindly contact us
at: mp@lasotronix.pl.

Specialized in manufacture of High-
speed dental bearings for handpieces
I) Radial ball bearings & Angula
Contact ball bearings

2) Bearings with no shield, one
shield & integral shield

3) Bearings with stainless steel balls
or ceramic balls

Sincere service from STH High-
speed Dental Bearing
www.sthdentalbearing.cn
service@sthdentalbearing.cn
Mohong Bearing Co,, Ltd.

“Navadha® - One stop solution
provider for all the Dental Simula-
tion and Training needs for universi-
ties, training centres and clinics. We
manufacture from Simulated Teeth-
To-Training simulators. We customi-
se the units are per the customer
Requirement and Budget. Required
Dealers worldwide. Website: www.
navadha.com Email : contactus@na-
vadha.com / navadha9@gmail.com
Whatsapp : +919987022126"

Sincere service from

Mohong Bearing Co., Ltd.

http://www.sthdentalbearing.cn

info@sthdentalbearing.cn
mentalbearing@hntma}l.mm

High-speed dental bearings
for high-speed dental handpieces

STH High-speed Dental Bearing

STHE).




QUATRO’s iIVAC CAD/.CAM and
VAC TWIN CAD/CAM dust col-
lectors are specifically designed for
coordinated use with milling machi-
nes. They feature fully automatic self
activating hands free cleaning along
with coordinated on/off control.
Both units contain self-cleaning car-
tridge filters and sub-micron HEPA
filters for powerful collection of fine
Zirconium dust. In addition the units
contain slide & glide collection trays
(iIVAC CAD/CAM : 15 liter capacity
and iIVAC TWIN CAD/CAM: 35 li-
ter capacity). The iVAC CAD/CAM
is designed for medium type milling
and the iIVAC TWIN CAD/CAM
is designed for heavy duty milling.
QUATRO welcomes inquiries from
distributors worldwide.

For additional information contact
WORLDENT  (Quatro’s sales &
marketing rep grorup) .

email worldent |@aol.com

website www.quatroaircom

Shenpaz is looking for a sales driven
distribution of dental equipment
and/or dental materials for crown
and bridge labs. Shenpaz Dental
furnaces is a major manufacturer
of Porcelain and Zirconia furnaces
with over 30 years of experience

| ental Medrano -

WORLD CLASS DENTAL 50LUTIONS

in design and manufacturing of top
quality furnaces.

Contact:

yuval@shenpaz.com
www.shenpaz.com

C4W aims at improving the quality
and productivity of 3D CAD sof-
tware. DIGISTELL, the leading RPD
solution, mimics the familiar manual
modeling steps and combines the
intelligence of a 3D CAD with the
know-how of dental technicians.
ORTH'UPis a new orthodontic refe-
rence. Compatible with any scanning
data, model creation, teeth identifi-
cation, arch analysis or virtual setup
have never been so easy to perform.
www.facebook.com/c4w.digilea
digilea@c4w.com

FOR 20 YEARS, MASTERDENT
has been producing TEETH and
ACRYLIC RESIN with the highest
quality, which is supported by CE,
FDA, KFDA and ISO 13485 cer-
tificates, we are an innovate Com-
pany Looking for DISTRIBUTORS
WORLDWIDE.:

E-mail: Masterdent@une.net.co

54 11 4962-9000 / Fax

Infodent International | 2 2016

www.masterdent.com.co
Skype: masterdent.3
Phone number: 57-4-448-9345.

The company MARIOTTI & Co,
founded in Forlf ltaly in 1973, is one
of the leading manufacturers for
Implant Motors, Surgery Piezoelec-
trics, Lab Micromotors and Milling-
Machines. All high quality products
capable of meeting all specific re-
quirements in professional field and
for training course. For more details
please visit our web-site and contact
us: MARIOTTI&C SRL,

info@mariotti-italy.com

www.mariotti-italy.com

Baolai Medical professionally designs
and manufactures piezo ultrasonic
scaler. We're the first one launching
‘No cracking” aluminum alloy deta-
chable handpiece and ‘No consuma-
bles' auto-water supply scaler in the
world. We offer OEM/ODM service
for world famous brands. For more
details, please contact us:
info@booool.com
www.booool.com

Tel: +86 771 381 5998

wy Streat 3026 (C14758AL) City of Buenos Aires, Argmﬂn-
i+ 5411 49621212/ www.densell.com.ar

mtl@dentg-medrana somanimarketing@dental-mediano.com.an

WHITEMING SYSTEM
RESTORATIVE MATERIALS
IMPRESSION MATERIALS
DENTAL CEMENTS — MTA
PREVENTIVE DENTISTRY
ENDODONTIC MATERIALS
INFECTION CONTROL

classifieds
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Dental Medrano, a company with
social responsability. For over 58 ye-
ars committed to oral health.

We export to America, Asia, Africa
and Europe .

Our products and processes are
certified under Quality Systems ISO
9001, ISO 13485. GPM Composi-
tes, Silicones, Whitening, Cements,
Adhesives, Endo Materials, Fluorides
and more.

Contact us :
www.dentalmedrano.com.ar

Te. 54-11-4962.9000

Mail  intl@dental-medrano.com.ar

Since 1981, Diagram means full Gua-
rantee, Proudly Made in Italy. For 34
years, Dentists ergonomic requi-
rements are the challenges to our
creativity of work methods. Manu-
facturing True Exclusve Innovations
projected by Dentists Researchers.
Our production includes Dental
Practices and Lab.equipment, mate-

Xcem Ltd. is UK based manufactu-
rer of Dental Products and Implants.
We produce a variety of high quality
Dental Products like Composites &
Bonds, Glass lonomer, Cements &
Liners, Temporary Material, Sealants
& Preventatives, Endodontic, Dres-
sings and Sundries. Presently we are
looking for the distributors all over
the word.

Contact: admin@xcem.co.uk

Tele: +44 (0) 203 490 2909
www.xcemdental.com
www.xcemimplants.com

Whip Mix Europe GmbH

Whip Mix Corporation is a worldwi-
de leading manufacturer of gypsum,
investment, furnaces, articulators,
mixing equipment and other lab
products.We are looking for dealers
who help us expand into the Euro-
pean market and especially in the
following countries:

Finland, Rumania, Serbia Montene-
gro, Croatia, Bosnia, Herzigovenia,
Slovakia, Macedonia, Malta, Moldova,

Medesy is an ltalian company, manu-
facturer of high quality dental instru-
ments.

We have more than 600 years of
history and tradition in the manu-
facturing of surgical instruments. We
are a certificated company and we
currently export to more than 103
Countries worldwide. We are loo-
king for distributors worldwide: con-
tact us at info@medesy:iit.

MEDESY |, ITALY, ph.+39 (0) 427
72786, fax. +39 (0) 427 71541
www.medesy.it

We are European producers of ma-
terial for dental laboratories with
high quality products. Our main
products are CAD/CAM techno-
logy, CAD/CAM material, dental
alloys, investment materials, stones,
equipment... We are looking for di-
stributors in regions: Latin America,
Asia, and Middle East. INTERDENT
d.o.o, Slovenia, Tel: +386/ (0) 3 425

rials and products for Hygiene and  Luxembourg and Indonesia. 62 00, E-mail: info@interdent.cc,
Sterilization. info@diagram.it -www. If you are interesting in becoming  www.interdent.cc
diagram.it dealer for Whip Mix Products, plea-
se contact mailbox@whipmix-euro-
pe.com
Multi-System E ®e
Primium Soloutions L m
dison Medical Lid
ACCESSIBLE QUALITY
7)) AVAILABLE 5 AVAILABLE FOR
=1/ FOR TRILOBE =/ INTERNAL HEX
(ONNECTION &=  (ONNECTION
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EMAIL: info@edisonmed.com WEBSITE: www.edisonmed.com
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TEL:+972 (74) 702 211
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In Dispotech family there is a new
product: 2SMART UNIQUE Im-
plant Cube!l 2SMART is a project
born in 2009 thanks to the colla-
boration between clinic and indu-
stry. The clinical usage started in
2010, has allowed today to reach
more than 5000 successful case hi-
story in the implantology..Do you
want to know more about it? Con-
tact us: www.2smartimplantcube.
com

DISPOTECH srl

Via Al Piano, 29

23020 Gordona (SO) ITALY

Tel. +39 0343 3671 |
e-mailinfo@dispotech.it

LASAK Ltd, a research-oriented
medical technology company since
1992, offers cooperation to part-
ners with solid market position.
LASAK offers unique, patented
biotechnologies and interesting
business terms. Except of the latest
ready-made products (BioniQ®,
OssaBase-HA, PORESORB-TCP)
for distribution there are free ca-
pacities for research, development
or brand-label manufacturing.
www.lasak.com

We are European producers of
material for dental laboratories
with high quality products. Our
main products are CAD/CAM
technology, CAD/CAM material,
dental alloys, investment materials,
stones, equipment... We are loo-
king for distributors in regions: La-
tin America, Asia, and Middle East.
INTERDENT d.o.0., Slovenia,

Tel: +386/ (0) 3 425 62 00,

E-mail: info@interdent.cc,
www.interdent.cc

BRAVIA’XL

The new
Furbine with
sUperior
PErFoOrmance

® Improved dynamics

e Specidal
integral-structure
high-precision
ball bearings

e Titanium body
® Incredibly light

e Available
with various

connection types
(KaVo, Bien-Air, NSK, Sirona)

SIMPLIFYING DENTAL MOTION

Via del Pescinale, 77 - 50041 Calenzano (Firenze) - ITALY
CE€ +39 055 8825741 < +39 055 8825764

0051 info@teknedental.com www.teknedental.com

MeD
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May

11

- 11-13/05/2016

Stomatology
St. Petersburg 2016

(St. Petesrburg - Russial)

Organized by: Dental Expo
Moscow, Ulica B.Yakimanka 38A
(Office Address)

Postal address: | 19049 Moscow,
PO.box 27, ZA0 "DE-5"

Tel: +7 495 921 40 69

Fax: +7 495 921 40 69

Email: info@dental-expo.com
Website: www.dental-expo.com

Contacts

Krenizkaya Svetlana

Tel: +7 495 921 4069

Fax: +7 495 921 4069

Email: region@dental-expo.com
Tatiana Frolova

Tel: +7 495 921 4069

Fax: +7 495 921 4069

E-mail: office@dental-expo.com
Chaplygina Evgenia

Tel: +7 812 380 6000

Fax: +7 812 380 6000

Email: eugenia@primexpo.ru

Venue: Expoforum Exhibition Centre
St.Petersburg, Russia V.O,
Peterburgskoe shosse., 64/

Russia

http://www.stomatology-expo.ru/

= 19

- 17-19/05/2016

Bulmedica - Buldental 2016
50th International Specialized
Exhibition for human and
dental medicine

(Sofia — Bulgaria)

Organized by:

Inter Expo Center

Sofia, Bulgaria

Tel: +359 2 9655 220 // +359 2 9655
279

Fax: +359 2 9655 23|

Email: iec@iec.bg

Website: http://bulmedica.bg/en

Project Manager: Gabriela Lubenova
Email: glubenova@iec.bg

Tel: +359 2 4013 279

Fax: +359 2 9655 231, +359 2 4013
231

Venue: Inter Expo Center
Add: 147, Tsarigradsko shose blvd
Sofia - Bulgaria

www.bulmedica.bg/en

Infomedix Booth: Hall 2 D10
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- 19-21/05/2016
Expodental Meeting 2016
(Rimini- ltaly)

Promunidi Srl

Vle Forlanini 23 - 20134 Milano, Italy
Tel: +39 02 70061222

Fax: +39 02 70006546

Email: comunicazione@unidi.it
Website: www.unidi.it

General Manager: Linda Sanin
Linda Sanin
Email: segreteria@unidi.it

Iltalian Shows and Sales:

Andrea Cighetti

Email: commerciale@expodental.it
Tel: +39 02 700 61223

Foreign Shows and Sales:
Fabio Catellani

Email: sales@expodental.it
Tel: +39 02 700 61229

Venue: Rimini Fiera S.p.A
(South Entrance)

Add: via Emilia, 155
47921 Rimini - ltaly

http://www.unidi.it/

Aries Due and Infodent
Booth: A2 09




« 25-27/05/2016
Dentima Siberia 2016
(Novosibirsk - Russia)

Organised by: ITE Siberia
633102 Novosibirsk,

Russia, 104 Stancionnaya Street
Phone: +7 383 363 00 63

Fax: +7 383 363 79 Ol

Email: welcome@sibfairru
Website: dentimaexpo.ru

Venue: Novosibirsk Expocentre, Novosi-
birsk, Russia

http://www.dentimaexpo.ru/en-GB/
home.aspx

* 26-28/05/2016

LIMA 2016 - The 10th
International Oral
Rehabilitation Congress

(Lima - Peru)

LIMA

Av. del Pinar N. 180 of. 302 Urb.
Chacarilla del Estanque Santiago de
Surco

Phone: +51 | 372 8364

Fax: +51 999 298 827

Email: congreso@lima20 1 6.com
informes@lima2016.com
secretaria@lima20 | 6.com

Venue:

Nuevo Centro de
Convenviones de Lima
Boulevard de la cultura
San Borja, Lima, Peru

http://http//www.lima20 | 6.com

Infodent International | 2 2016

calendar

- 27-31/05/2016

46th Annual Convention of the
Ordre des Dentistes du Quebec

(Montréal, Quebec - Canadal)

Ordre des dentistes du Québec
(ODQ) 625,

boulevard René-Levesque Ouest,
|5e étage

Montréal (Québec)

H3B IR2 Canada

Tel: +1 514875851 |

Fax:+1 514 875 1561

E-mail: congres@odq.qc.ca
Website: www.odq.qc.ca

Venue: Palais des Congres de Montréal
ground level, room 220 BCDE
201 Viger Avenue West

Montréal, Québec, Canada

http://www.odq.qc.ca
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June

- 01-03/06/2016

Tajik Med Expo 2016 -
International Medical,
Pharmaceutical and Dentistry
Exhibition

(Dushanbe - Tajikistan)

Organised by: Expo Central Asia Ltd.
Kashgarskaya 7/35

050000 Almaty - Kazakhstan

Phone: +77 0 2278 3150

Fax: +992 3 7221 268

Website: www.expotajik.com

Email: info@expotajik.com

Venue: Kokhi-Borbad
Add: 26 Somony Str.
Dushanbe - Tajikistan

http://www.expotajik.com

+16-18/06/2016

Medexpo Africa 2016 - 19th
International Trade Exhibition
on Medical & Healthcare

(Nairobi - Kenya)

Organised by: Expogroup

1910, 19th Floor, Monarch Office Tower,
PO. Box - 333840,

One Sheikh Zayed Road, Dubai - UAE
Phone: +971 4 3721421

Fax: +971 4 3721422

Website: www.expogr.com

Urgent Email Contact: expo@expogr:
com

Venue: The Dome
Nairobi - Kenya

http://www.expogr.com/kenyamed/

- 17-19/06/2016

APDC 2016 - The 38th Asia
Pacific Dental Congress

(Hong Kong)

Organizer:

Kenes MP Asia Pte Ltd

Pico Building, 20 Kallang Rd.,, Singapo-
re 33941 |, Singapore

Phone: +65 6292 0723

Email: Singapore@kenes.com
Website: www.kenes-group.com
International Exhibitors:

Mr Onur Bucak

Phone: +90 212 299 9984

Fax: +90 212 299 9977

Email: obucak@kenes.com

Venue: Hong Kong Convention and
Exhibition Centre

Infodent Booth: A 50

Tribest,one of the main dental disposable and material m
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TCS THERMOPLASTIC
RESINS

Advanced Materials for Removable Partial Dentures

Flexible Partials
Unbreakable™

™

calendar

- 28-30/06/2016

Additive Manufacturing
Europe 2016

(Amsterdam - Netherlands)
Contact:

Lisa Milburn
Phone: + 44 20 8846 2740

Karadent

Micraerystalline polymer. ldeal for full dentures, clear clasps & frameworks
i e SRnnkage - cxceplicnal il I Mirimal walor asorplion | Cuuick and easy 1

ar, recase, and reline with acrylic | Senung

Venue: Rai Amsterdam
Europaplein
NL-1078 GZ, Amsterdam, Netherlands

paolis

Srardard Pink & Clear

Unbreakable

Mylon thermoplastic. Millions of cases prescribed - proven success
Ideal degree of fleability | Lightweight yet durable | Unbeatable strength | Guaranteed
unbreakable

Light Bink | Stasdard Fink jht-Dark Fink | Dark Pink | Matua

http://www.amshow-europe.com/

iFlex

Polyolefin thermoplastic. Ideal for technicians new to flexible partials

Clinically unbreakable | Easy to finish and polish | Stain-free

Far mare informatian contact
Abraham Cortina
Int'l Buisness Manager:
avraham@itesdentalinccam

INJECTION SYSTEMS AVAILABLE VISIT OUR WEBSITE.

BEG * 426 - 2970 | www tcsdentaline.com
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DENITAL
SHOW
CASE’16

www.dentalshowcase.com
6-8 October 2016, ExCelL London

REGISTER FREE!

BDIA Dental Showcase is the UK’s largest B2B trade show, offering something
for every member of the dental team, with 350+ industry-leading, expert stands
where you can:

« DISCOVER WHAT’S NEW « MEET REPUTABLE SUPPLIERS
« BROADEN YOUR KNOWLEDGE » GET EXCLUSIVE SHOW OFFERS
* NETWORK WITH YOUR PEERS « LEARN NEW SKILLS AND TECHNIQUES

Register FREE at www.dentalshowcase.com

-\.nl_(h/- DENTAL Headline Sponsor Registration Sponsor
BDIA SHO AVCASE

Putting innovation into practice

BDIA Dental Showcase 2016 is organised by the British Dental Industry Association, Mineral Lane, Chesham, Bucks, HP5 INL Tel: +44 (0)1494 782873 Email: admin@bdia.org.uk.




- 28/06-01/07/2016

Meditech 2016 -

The 5th International
Health Fair co-located
event Odontotech 2016

(Bogota - Colombial)

Organised by:

Corferias

Carrera 37 No 24 - 67
Bogota - Colombia.

Phone: +571 381 00 00 / 30
Email: info@corferias.com
Website: www.corferias.com

Corferias Secretary General -

Natalia Alexandra Riveros Castillo

Carrera 37 No. 24-67 Bogot4 -
3810000 exts. 5044 - 5041

Venue:

CORFERIAS Bogota

Main entrance Carrera 37
No 24 - 67 Bogota
info@corferias.com

http://www.feriameditech.com/

July

- 12-14/07/2016

MedExpo Africa 2016 - 19th
International Africa’s Prime
Medical, Healthcare products &
Eqpt Expo

(Dar Es Salaam - Tanzania)

Oraganized by: Expogroup

1910, 19th Floor, Monarch Office Tower,
PO. Box - 333840,

One Sheikh Zayed Road, Dubai - UAE
Phone: +971 4 3721421

Fax: +971 4 3721422

Website: www.expogr.com

Urgent Email Contact:
expo@expogr.com

Venue: Mlimani Conference Center
Dar-es-Salaam - Tanzania

Infodent International | 2 2016

calendar

+13-16/07/2016

CIORJ 2016 -
The 23rd Rio Dental Meeting

(Rio de Janeiro - Brazil)

Organised by:

ABO

Rua Barao de Sertorio,

75 - Rio Comprido, Rio de Janeiro
RJ,20261-050 - Brazil

Phone: +55 21 2502 6237

Fax: +55 21 2502 6237

E-mail: congresso@aborj.org.br
Website: www.aborj.org.br
www.ciorj.org.br

Venue:

Riocentro

Av. Salvador Allende, 6555,
Barra daTijuca

Rio de Janeiro, 2000,

Rio De Janeiro

Brazil

http://www.ciorj.org.br/
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Have you enjoyed reading Infomedix?
Waiting for the upcoming issue in September,

Like us on Facebook: everyday a new useful post for your business!
Discover all the medical trade-shows worldwide and the tips to learn always
something new.

Are you looking for more business opportunities?
Get all our magazines.

* Inews

The Infodent international special edition for the main dental trade-shows,
distributed for free to all the exhibitors and visitors to reach the best audien-
ce ever and a lot of dentists.

The next issues are for FDI Poznan and IDS 2017.

* DoctorOs by Infodent

China is finally closer with this new B2C scientific magazine - in English and
Chinese, of course - aimed to the most influential Chinese decision makers
(hospitals directors, buyers, opinion leaders, trade and dentists)

to connect the West with the East.

* ImplantBook

The first and only complete global guide about the implantology industry
addressed to dentists and dealers, collecting in a single volume the widest
offer never seen before.Book your free copy and get more info

on implant-book.com

* Infomedix International

Since 2002 the B2B magazine targeting distributors worldwide: a landmark for
the medical industry, generating every year thousands of connections.

Each issue reaches more than 36.000 dealers, manufacturers, importers,
exporters, wholesalers, agents and trade associations, circulating in the main
exhibitions in 5 continents.

Free on infomedixinternational.com.

Ask our staff for more info. We are happy to support you!

O O O

Baldo Pipitone
CEO
baldo.pipitone
@infodent.com

Claudia Ragonesi
Advertising
claudia.ragonesi
@infodent.com

Riccardo Bonati
Advertising
riccardo.bonati
@infodent.com

Alessia Murano
Exhibition Manager
alessia.murano
@infodent.com

Stefano Santelmo
Advertising
stefano.santelmo
@infodent.com

0

Emanuele Usai
Marketing Manager
marketing
@infodent.com
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Annual World Dental Congress
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Facﬁthe world with a smile!

www.fdi2016poznan.org www.fdiworldental.org



Trident
®|-View

Intraoral Sensor

Trident uses the best of CMOS technology to
create I-View: an innovative and flexible sensor,
to get befter diagnosis with outstanding
images, saving both valuable time and space.

Visit us at Expodental Rimini
19,20, 21 May 2016
Hall A3, Stand 070






