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MESSAGE FROM THE PRESIDENT

In keeping with our expansive vision for DLANY, we are thrilled
to announce the First Annual DLANY Weekend in Saratoga.

We at DLANY recognize the value of our growing membership
and the need to encourage, gatherings of professionals from
throughout our industry. DLANY Weekend in Saratoga is an
opportunity for current and future members to learn from each
other’s experience and to use that experience in the ongoing
development of strategies to foster education and public awareness
in the dental lab industry. The assets our members represent are
innumerable, and are crucial to our continued efforts in achieving
the ever higher goals we envision for DLANY.

With this in mind, we believe the venue and atmosphere of
DLANY Weekend in Saratoga should be one conducive to the
strengthening of communications among members. We therefore
decided the experience of historic Saratoga and all it has to offer,
including two classes in the morning at the Saratoga Race Track to
earn CDT credits, along with the wide array of exciting activities and
elegant accommodations planned for the occasion will serve that
end...as well as a taste of what the future holds for DLANY.

And since growing membership is instrumental in DLANY’ long
term success, we are offering special promotional packages for new
members. Existing members should instruct interested guests to
contact DLANY for more information.

All details of the impressive agenda are contained in this issue
and we urge members to make reservations early, as there is limited
space.

Meanwhile I am eagerly looking forward to seeing all of you, and
hope to meet many more during what promises to be the start of a
great DLANY tradition.

Sincerely,
Gary Spadaro
President
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Collecting Sales Tax From
Your Dentist Customers

ack in February of 2003, auditors from the NY Sate definitive clarity, it would be an easy matter of adding the
BDepartment Of Tax and Finance, Division Of Sales Tax tax to customer invoices, collecting the tax when bills are
Compliance, appeared at the offices of a large NYS den- paid, and forwarding the collected taxes to the state. What is
tal lab, a division of a much larger out of state dental lab corpo- not easy, is knowing where you charge the dentist sales tax
ration. No one in management or in accounting department and where you don’t.
knew they were coming. They simply arrived and asked to To the extent there is one; the general rule of thumb is:
review three days worth of outgoing invoices—that is, a ran- “anything that replaces a body part of a limb is non-taxable,
dom selection of three days billing. They chose the 3 dates that and everything else the lab makes is taxable.” Sounds
they wanted to review, and they looked at all of the bills issued simple enough.
to the lab’s customers on those three days. But wait! A laminate...taxable item or not? The lab being

audited by NYS feels strongly
that it is a body part replace-
ment—it replaces the finish,
the veneer that was once on
the tooth. The Sate Auditors
ruled that no, it’s just cos-
metic and therefore tax-
able.
That’s just one of the
many examples. Some
items are easy to call—a
denture clearly replaces
a body part, and so
there’s no dispute
there—it’s non-taxable.
But what about a
bleaching tray? Specif-
ically one made with a
doctor’s prescription as
being necessary for the
patients health? The audited
lab held its non-taxable. The
Auditors said taxable.
There there’s the really
heated issue of a temporary.
Here, the audited lab insisted
on the principle that a tempo-
rary is on fact a replacement
for a body part, albeit though
not necessarily, a temporary replacement.
It replaces, for however long, the body part that
was there. And in some cases, “however long” can be

What were they looking for?

They were looking to see if
the lab had properly charged
Sales Tax on the sales-tax-
able items sold to their
accounts.

Because state audi-
tors want to check to
make sure that labs, like
this one audited, are properly
collecting sales tax, a similar
scenario could happen to you.

This particular lab was
charging and collection sales
tax as required by state law,
and so it was not at all a prob-
lem for them if the state
wanted to audit their compli-
ance.

Where problems arise is in
the definition of what is and
what is not subject to the NYS
sales tax. That’s when it gets
sticky, as it did for this particu-
lar lab. Nineteen months after
the day that the state auditors
arrived, this lab is still in discus-
sion wit the State Department of
Tax & Finance regarding the
results of the state’s audit of their sales tax records. The issues
surrounding what is, and what is not, validly subject to sales tax
in NYS are so contentious that this lab not only appealed the

auditors’ definitions, but recently took the matter to an even a fairly long time. -No say the State’s Auditors. A temporary is
higher, third level of appeal, namely to a State Advisory no a replacement but is the fixing part of a fixing process, they
Opinion Board. The lab is awaiting this Board’s ruling so they say. According to their criteria, items that are taxable for sales
can close the assessment and make payment on whatever claims tax purposes include:
are ultimately decided in the State’s favor (as to where they * Model
should have charged and collected sales tax on items sold to * Laminate
their dentists. ¢ Inlay

Simply put, the disputes stems from just one question—of all * Onlay
the products which dental labs manufacture for dentists, which * Bleaching tray
are, and which are not, subject to NYS sales tax? * Anything not a part of the final product

If labs could know the answer to this question with some And so you can see how the debate goes on.

Continued on Page 8

DLANY Newsletter [ 2] June 2005



DLANY Heads to Saratoga!

FRIDAY, JULY 29 & SATURDAY, JULY 30, 2005

DLANY is thrilled to announce a two-day event in
Upstate New York’s most beautiful city. Located
approximately 30 miles north of Albany, Saratoga is the
perfect place to spend a summer weekend, and
DLANY is happy to host you.

The weekend's festivities will take place at Saratoga
Gaming and Raceway, and are open to existing
members, as well as welcoming new members.

The event will begin on Friday, July 29, 2005 and con-
tinue through Saturday, July 30, 2005. You won't want
to miss a minute of great food and drink, exciting
entertainment, and beautiful accommodations wherev-
er you go. In an effort to accommodate hectic summer
schedules, DLANY is offering three package options,
each for single AND double attendance. Bring a com-
panion and enjoy a weekend of relaxation and fun.

FRIDAY, JULY 29, 2005

DLANY will kick off the weekend by hosting a lavish dinner at
“The Racino,” overlooking Saratoga's Harness Track, the most beautiful
half-mile track in the country. Get a little taste of Las Vegas right here
in Upstate New York. Enjoy an impressive seafood buffet, an evening of
harness racing, gaming machines, and live entertainment provided by
“Good for Soul.” DLANY will also contribute complementary $5 vouch-
ers for gaming machines, where you can earn points on your “Players’
Club” cards and redeem points for food and gifts. The Racino will pro-
vide a cash bar, strictly for DLANY guests. Having too much fun?
DLANY will provide a shuttle from The Racino to the Saratoga Springs
Hilton Garden Inn. Conveniently located in the heart of historic down-
town Saratoga, the Hilton is in a prime location for shopping, sightsee-
ing, and relaxing strolls through city streets and parks. DLANY has
reserved rooms for those wishing to stay for Saturday’s activities.

SATURDAY, JULY 30, 2005

It's opening weekend at the races! Join DLANY in a climate controlled
luxury box at Saratoga Race Course for the entire day of racing. DLANY
will host two clinicians in the morning and participants will receive CDT
credits. What a great way to earn your credits, while betting the horses
and enjoying the lavish food and drink the racecourse has to offer.
Enjoy the day with DLANY at Saratoga Racecourse. Who knows...you
might make back the money you spent on the trip!

PACKAGES AND PRICES

The Ultimate Package—includes ALL activities slated
for BOTH days, including dinner Friday night at The
Racino and Harness Track, accommodations at the
Hilton Garden Inn, and the luxury box at Saratoga

Racecourse on Saturday.
Single: $550  Double: $650

The Deluxe Package—includes dinner Friday night at
The Racino and Harness Track, and the luxury box at
the Flat Track on Saturday.

Single: $300  Double: $400

The Premium Package—includes the luxury box at

Saratoga Raceway on Saturday.
Single: $200  Double: $300

Call 1-877-DLANY65

for reservations!




Time Clocks and Time Cards
An Interview with the Department of Labor’s

Myr. Simonett

lab technician received some advice from an attorney to
Ame effect that he was being ‘ripped off” by his employ-
es—specifically, he was told he should have been paid
overtime during all the years he worked at the lab. With the
help of the attorney, the worker filed a law suit against the lab.

The worker started logging time, and on the basis of the log
he kept for a number of weeks, his attorney calculated that he
was owed O/T pay of $55,000. They brought their case before
the NY State Department of Labor (DOL).

Upon investigation, DOLs immediate questions the owners
were:

* Where’s your time clock?

* Where are your time cards?

Some DLANY members are discussing issues pertinent to
the payment of overtime wages to dental laboratory techni-
cians. In conjunction with the discussions, a question arose
regarding time clocks.

We would like to know whether there are specific references
in the NYS labor laws to time clocks. Are there specific rules,
regulations or statutes requiring the use of time clocks or time
cards?

Mr. Simonetti’s comment:

“The law in New York state does not require the use for time
clock, or any other recording device for that matter.”

The only thing required of the employer is
that they “keep accurate time records show-
ing daily and weekly hours worked” for
each non-exempt employee.

The employer is free to keep these
records any way they choose—“they
could be written on paper napkins,
if that’s what it takes, or a grade
school composition book.”

And, the records can be taken
down in one way, “and then trans-
ferred to a book or log showing the
daily and weekly hours worked for
each non-exempt employee...not even
time cards” are required.

On the other hand, “if you’re not going to

have time cards, or some form of time cards, or some equiva-
lent, than you’d better have the evidence of the daily and week-
ly hours worked.” One could argue that “some kind of time
cards would be necessary to keep the accurate records that are
required. A time card is better that a slip of paper or composi-
tion book. With time cards, you have better evidence.”

“Having a time clock doesn’t necessarily solve all the prob-
lems for the employer. We’ve had cases like where the employ-
ee says the time clock was there, but she didn’t punch out
because she was told she could leave at 5 and get paid until 6, so
she never bothered to punch out all those years.”

“If you go to our WebSite, under Regulations, and look
under ‘miscellaneous’—lab technicians are classified by DOL
under ‘miscellaneous’—you should be able to find ‘Outlines Of
The Requirements’ for your industry, the dental lab industry,
the dental lab industry. I will print these out for you, and mail
them to you.”

“In the future, if you have additional questions about this or
other topics, call the following number any Monday thru
Friday, 8:30 to 4:30.

Investigators Desk
Garden City Office
Labor Standards
(516) 228-3946

You do not have to ask for anyone in particular. Anyone who
answers the number, the Investigators Desk ,should be able
to help you.”
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EARN CDT CREDITS FROM YOUR COUCH!!

The Dental Lab Association Of New York is now offering their video/DVD library to all!

e Featuring Clinicians “live and uncensored”

DLANY

ADVERTISING
RATES FOR
DISPLAY ADS

e Four color cover page $1000
(back cover, inside front cover or
inside back cover; excludes
Congress edition)

e Full page b&w $800

* Half page b&w $400

e Quarter page b&w $200

Run your ad consecutively and

20% off your third run,
and 25% off your fourth run!
Call 1-877-352-6965
for full details.

receive 10% off your second run,

Call 1-877-DLANY65

or vist us on the web at
www.dlany.org

4 )

. AMERICAN RECOVERY

Stocks the Largest Supply of
Talladium Products in the Northeast
Save Time and Money on Shipping
Call (800) 233-6559
to place your order

Investments

4 J
Tuff Rocke Die Sf}ne /f

o  Galileo™ Waxes

- TALLADIUM, INC.

- -,
K ' . Valencia, CA
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Pricing Partnerships

A Dentist Speaks Out On Communications
Between Dentists and Labs and On ‘Pricing
Partnerships™—An Innovative Approach To

Securing The Future Of The Dental Lab Business

By Carl Cazalet, DMD

’ I \here’s a shake-up going on in this (dental lab) industry
and, as is standard in any industry shake-up, some will
prosper and some will go by the way-side. The future

for the labs is that they will consolidate.

Whereas Outsourcing just isn’t going to disappear from the
scene any time soon, quality work with lower pricing will mean
that some labs will slowly go away as other labs take away their
market share. While some small local labs will always hold on
to some work in cases where dentists prefer the close personal
working relationship they provide, others—arguably, the lion’s
share of the mom and pop labs—will gradually give way to larg-
er labs, all part of an industry-wide shake-up that is inevitably
coming to the dental lab business. And so, we will end-up only
with the industry leaders—namely, those who, regardless of
small, mid-size or large, will survive as a result of technological
savvy, quality of product, hard work and forging pricing-part-
nerships with their dentists.”

So says Carl V. Cazalet, DMD, a 1990 graduate of The
University Of Pennsylvania Dental School, who has opened
and then sold four very successful/profitable dental office prac-
tices over the past 14 years and currently serves as a consultant
to other dentists on management issues, opening offices, sys-
tems to run dental practices and general dental practice advice.

In assessing the impact of the industry shake-up that he sees
underway and taking over dentstry, Dr. Cazalet views events

from two vantage points—that of the dentist’s office and that of
the dental lab.

Industry Shake- Up: From The
Dental Practice Viewpoint

From the perspective of the dentist’s chair, Cazalet believes
the biggest changes in the profession of the past fifteen years
are first and foremost in the area of materials technology—the
bonding agents, what we can do with porcelain, the aesthetics
of the practice.

The second biggest change, Cazalet opines, is the impact
that dental insurance has had on the profession. “The way (the
role of dental insurance) fluctuates from region to region and
how that affects the prosperity of dentistry has been an inter-
esting trend worth noting,” Dr. Cazalet remarks.

As an example, Cazalet points to “the New York (City) area,
(where) close to 100% of the sizable dental practices find them-
selves in a position where they have to accept just about every
insurance arrangement that comes down the pike, (while) in the
Albany area, that number is 50% at best.”

Third and finally, “one of the biggest things we’re seeing
these days in dentistry that’s having a big impact on our profes-
sion is the cycle of older guys retiring and not enough younger
dentists coming up the ranks to take their place.”

When Cazalet walked out of dental school 15 years ago,
“there was a glut of younger dentists” and it was relatively easy
to sell a practice, as there were many younger doctors eager to
buy. Today, the law of supply and demand is on the side of the
youngsters—so much so that when they apply for admission to
a practice, they interview the established dentist, not the other
way around. However, as more and more young people see that
dentistry looks like a good place to make a good living, more
and more will enter the field, and after about another 10 to 15
years, the supply/demand curve will turn the other way again—
“this seems to be an historical trend that comes in regular
cycles,” Dr. Cazalet notes.

Industry Shake-Up: From The Dental Lab Viewpoint

In addition to those three big changes, there’s another phe-
nomenon taking place in the dental world today, and it’s a
touchy subject. Most dentists won’t talk about it, or even
acknowledge its existence. It’s the-elephant-in-the-room that
few are willing to recognize.

Fortunately, Carl Cazalet will to discuss it. He begins by say-
ing, “This is a huge thing.” And here’s how it goes:

“There’ a lot of porcelain and bonding work out there—the
aesthetics of dentistry—where the labs are ahead of the curve.
... They (the labs) know the materials much better than the
dentists do. They know the chemistry and the background of
the material better than the dentists. The public doesn’t know
about the background technology, nor do they care. All they
want to know about is the aesthetics—what’s going to make me
look good. The dendst doesn’t know about the latest product
that’s going to make their patient look good—in fact, the den-
tist knows little or nothing about the latest product or technol-
ogy in aesthetics until someone mentions it, and then they ask
their lab about it, and their lab tells them how it works, what it
can do, what it’s made of, etc.”

"To put this into an historical perspective, Cazalet points out
that “fourteen years ago there weren’t many options. The lab
was just a flat service—mot much partnership between the den-
tist and the lab was needed. A crown was a crown, was a crown.
Every lab was the same.”

But today, all that has changed. Today, “so much of the den-
tist’s work is judged by the aesthetics which their lab can pro-
vide—it’s the aesthetics that the patients evaluate.”
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As a result, whether the dentist wants to admit it or not, the
lab is “the dentist’s # 1 partner, right up there with the dental
office staff.”

What's A Lab To Do?—Recommendation # 1

To serve as the veritable “# 1 Partner” to the dentist, Dr.
Cazalet recommends that “labs learn how and begin to com-
municate with the dentist on a wholly new level where they’ve
not communicated before...they have to communicate as a
partner in a partnership...they have to communicate what they
have, what they can do.”

If Cazalet could address a Convention Hall filled with lab
owners and dentists, he’d like to tell them, more than anything
else, his # 1 piece of advice—which is:

“Dentists should be much more open to communication and
suggestions from the labs. ... For example, on the lab slip, the
prescription slip, ‘the standard comments and suggestions’ cat-
egory needs to be greatly expanded and needs to work both
ways. It should go back and forth between dentist and lab, with
the labs having a lot to say to the dentist, as well as vice versa.”

“Further, dentists need to recognize what the labs don’t like
more than anything else outside of dollars and cents issues,
which is, namely, that labs don’t like receiving less than quality
work, not to say shoddy work, from the dentist, and then being
told, ‘Just hurry up and get the case done.” It is amazing how
well labs perform with ‘the fudge factor’—that’s where labs take
poor quality work from the dentist and make something out of
it that’s really a surprisingly good piece, considering what they
were given to work with.”

“The labs should—must!'—begin to learn how to say things
like, ‘On the next time you see this particular type of case, what
about trying (this) or, alternatively, what about trying (that).
Also, you ordered (this), but, next time, maybe you could use
(that) instead, or maybe (this) approach would work better.”

“Dental schools teach dentists how to critique their work.
Dentists must begin to recognize that the labs know their work
better than they themselves do. Hence, they must begin to
accept, indeed to ask for and embrace, healthy critique from the
labs.”

“Dental labs have to learn that the biggest thing the dentists
don’t like when it comes to working with their lab, is the lack of
adequate tracking information about their cases. Dentists want
real time, up to the minute tracking information on each piece
that they have ordered:

® was it checked-in at the lab,

* what is its status, where is it in the process of being made,

* what is the shipping information,

* what’s the ETA (expected time of arrival),

* what can I tell the patient in terms of an appointment for
fitting their piece.”

The lab that can come up with a computer system for issuing
this kind of real time tracking information, daily, directly to the
dental office, about each case, is the lab that’s going to make
gazillions of dollars selling its process to other labs, because the
dentists are going to want it, are going to demand it, once the
word gets around that it’s out there.

What's A Lab To Do?—Recommendation # 2?

The dentists’ concerns are about quality of product and
communication.

Thus, it comes as much of a surprise to the lab world, where
outsourcing is such a hot topic, when a dentist like Carl Cazalet
says, “I don’t think dentists care all that much about outsourc-
ing.” In fact, he goes even further, adding quite confidently,
“I know they don’t (care much about Outsourcing).”

The dentists’ attitude is, “As long as the product comes out
the same or better, if the quality is good, the quality is good.”
In the way that Cazalet sums it up, “The dentist’s concerns are
about quality and communication and price.”

And speaking of price—“Because the dentists know that out-
sourcing saves a lot of money, they want a piece of the action.
Thus far, it seems that the labs have been withholding this
information.”

Dr. Cazalet has a suggestion for lab owners.

“I suggest that the labs get the pricing information out
there in the open, and enter into pricing-partnerships with
the dentists, whereby they both reap the financial benefits of
outsourcing.”

If a lab chooses to outsource, Cazalet recommends that they
send their dentist customers a letter, to the effect:

We are now outsourcing our work to (location). We are
confident of the quality which we will be able to provide you
from this source, and as part of our quality control process,
we ask you to give us feed back on each piece. In return, we will
be giving you a discount of (amount), which represents our
passing along to you a portion of the savings we reap through
this outsourcing arrangement.

In this manner, Cazalet believes, “the labs (will be) put(ing)
the dentists more in the loop” regarding what’s going on with
outsourcing.

Improving The Comfort Level

From the dentists’ perspective, the future for the lab business
rests in the labs’ ability to build and grow a new comfort level
with dentists. This comfort level includes the quality of the
work, the personalized Quality Control over each piece, the
‘chemistry’ or ‘fit’ of both pieces and personalities, the person-
al, natural relationship that has grown out of the years of work-
ing together. But the future will depend on more than just these
traditional loyalty factors.

Going forward, the comfort level between labs and
dentists will hinge on new-found levels of communication,
where lab and dentist relate to each other as Partners in a
business partnership.

This new partnership will involve unprecedented levels of
feed-back, critique, advice, sharing of information/knowledge
that labs have, which dentists, frankly, do not have, and of
tracking information, heretofore not available.

And, the future of the dental lab will include Pricing-part-
nerships between labs and dentists, a reality that is crying out to
be defined.

Arguably, one could say that the future for the lab industry
depends on its success in forging a new type of partnership
with dentists, partnerships which embrace all the old loyalty
factors, plus wholly new levels of relating—of communicating
and of pricing.

Dr. Carl Cazalet welcomes discussion of his theory on
“Pricing Partnerships” and other issues of communications
between dentists and lab owners. He can be reached at (518)
368-4507 or by e-mail at ccazalet@aol.com.
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Collecting Sales Tax
From Your Dentist
Customers

Continued from Page 2

The lab argues that models are part
of the process of replacing a body
part, just as with prosthetics, and
therefore should not be taxable—they

are changed separately from the final
product only as a customer conven-
ience because the customers prefer to be billed a
la carte. But in essence, it’s part of the final product.

Similarly, the lab contends, if such items are not exempt as
medical devices, then they fall under that manufactures’ exemp-
tion because the product cannot be made without them—they
are integral to the manufacturing of the end product—just as
you can’t make them without an oven or porcelain brush, so
likewise with a model.

At this point, the audited lab has no idea how the audit will
turn out. Apparently, there is nothing in “black and white” that
labs or even the state auditors themselves can turn to for the
answers—in fact, in the case of this audited lab, the auditors
themselves, back in February of this year, agreed to do some
digging and talk to some people clear up the difference of opin-
ion that arose in a conference with the lab.

In the case of the audited lab we’re discussing here, what the
lab knows for sure is this- that it has cost their corporate office
quite a bit of money in legal fees and in local CPA representa-
tion to deal with the state auditors and defend their rights
against the claims being made.

In July of this year, this lab sent letters to all of it’s doctor cus-
tomers advising them that:

® as a result of an audit performed by the NYS Sales Tax
Division, some dental products and services that you purchase
from us are now subject to NYS sales tax.

¢ currently the taxable products are: orthodontic appliances,
TM]J appliances, night guards, bleaching trays, temporaries and
laminates, in addition to all resale products like impression
material, george gauge, shade guides, and so forth.

* consequently, we are obligated by NYS law to withhold
sales tax from you and to remit the tax on your behalf to state
sales tax division.

Here’s the insidious part of this whole gray area surrounding
sales tax on dental lab products:

No lab can use another lab’s experience as a basis for know-
ing what is and it not taxable. A given auditor may rule one way
foe a particular lab, while another auditor may rule differently
for some other lab. Hence, we learn whether an item is taxable
or not, only item by item, one at a time, as ruling are made by
individual auditors on particular lab audits.

For DLANY members only, DLNAY will provide periodic
updates on the on-going NYS sales tax discussions, through
direct mail to its members, and as needed, DLANY will be
available to work with DLANY members, personally, in mak-
ing their way through the maze of issues surrounding the col-
lection of sales tax from their dentist customers.

Let Us Know!

You may have noticed some of the recent
changes in our newsletter. The question is:

how do you feel about them? Do you like
what we’re doing? Is there anything you’d
like to see more of or less of?
Let us know at newsletter@dlany.org

Busness Asociaes

Tel 860 657 0763 Fax 860 657 0768 Email Cyenkner@cox.net

LABORATORY VALUATIONS
Do you know what your lab is worth?

At some point every business owner need to document the
vaue of his or her business. Whether it is for Transfer of
Ownership, Sale of the business, Insurance purposes, Estate
matters, or just curiosity, Business Development Associates
specializes in comprehensive business valuation reports for
Dental Laboratories. Because we specialize, the cost is rea-
sonable, the service is quick, and confidentiality is assured.
To discuss your needs or for more information, contact:

Chuck Yenkner, President
Phone: 860 657 0763
Fax: 860 657 0768

www.growyourdental biz.com

2005 Dental Dates™

AUGUST 5-6, NEW YORK, NY

GNYDM 2005 Summer Program Exhibits
Marriott Marquis Hotel

Info: www.gnydm.com

SEPTEMBER 23 & 24, TARRYTOWN, NY

International Education Congress of Dental Technology
Westchester Marriott Hotel

Info: Megan Eiser ® 518-355-3183 ® Congress@dlany.org

FOR ADDITIONAL LISTINGS VISIT
www.dlany.org
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PALLADIUM

Prices based on London Price Fix
2nd Wednesday of the month

Months ‘ 2004 2005 '05/'04
$ troy oz $ troy oz +or(-)
Jan. 219.00 189.00 -30.00
Feb. 236.00 182.03 -5397
March 264.00 197.99 -66.01
Apr. 320.00 198.00 -122.00
May 241.00 188.00 -53.00
June 228.00 186.00 -42.00
July 224.00
Aug. 214.50
Sept. 209.00
Oct. 212.00
213.00

Cong

Nov.
207.75 180.00 BYRE

ress:2005

INTERNATIONAL EDUCATION CONGRESS OF DENTAL TECHNOLOGY

a new

GOLD

Prices based on Englehard gold fabricated price
2nd Wednesday of the month

Months ‘ 2004 2005 '05/ 04

$ troy oz $ troy oz +or (-)
Jan. 419.50 42415 +4.65
Feb. 427.44 423.35 -4.09
March 421.66 435.00 +13.34
Apr. 419.03 426.13 +7.1
May 402.67 419.25 +16.58
June 407.57 419.00 +11.43
July 435.53
Aug. 424.81
Sept. 436.22
Oct. 443.54

433.40

Nov.

431.92 471.16 +39.24

IRECTION

September 23-25

Westchester Mariott Hotel ¢ Tarrytown, NY

FEATURING

OUR FIRST EVER

FANTASTIC

CASINO §

NIGHT!
MAKE THE
CALL TODAY!

.""-5

1-877-DLANY65 or www.dlany.org
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HELP WANTED WANTED TO BUY

AFFORDABLE DENTURES
DENTAL LABORATORIES, INC.
A Good Reason To Smile...

In today's work environment, security

& stability in your career are essential.
Our 28-year-old company is proof of those
qualities. ADDL Provides same-day remov-
able Prosthetics to on-site dentist / clients
and their affiliated practices providing
Affordable Dentures. For your efforts you
will be rewarded with these benefits:

o Career Advancement

¢ Ongoing Cross Training

* Paid Medical, Life, Hospitalization
Insurance

e Dental Insurance

e Short-Term Disability

¢ 2 Weeks Paid Vacation
(Immediate Eligibility)

¢ 5 Paid Personal / Sick Days

(Paid as salary at year end if not used)
* 401 (K) Plan

* 9 Paid Holidays

Current positions available in
over 110 Laboratories in 28 States
including New York:

Lab Managers
Setup Technicians
Waxers / Finishers

If you are interested in working with a
dynamic company with outstanding bene-
fits and quality workmanship is your trade-
mark, please call or submit your resume to:

Affordable Dentures Dental
Laboratories, Inc.
Attention: Bill Scott
4990 Highway 70 West
Kinston, NC 28504
Phone: 1-800-313-3863
Fax: 252-527-7384
www.affordabledentures.com

SPACE FOR RENT

SPACE FOR RENT at
9TH DISTRICT DENTAL
ASSOCIATION HEADQUARTERS

The First floor of headquarters at
364 Elwood Avenue, Hawthorne, NY
will be available to rent June 1st.

It is right next to The Hawthorne train station. Its
space, 2100 square feet, makes it ideal for a small
company. Unfortunately it's not available for dentists
because of the proximity to headquarters.
Please spread the word.

Anyone interested, should call Alice Flanagan at
914.747.1199, Monday thru Friday, 9:00 am -
4:30 pm, or email alice@ninthdistrict.org

Dental Technician

Fulltime position for C-B
department, experienced tech
only (self-motivated). We offer

medical benefits, vacation,
401K plan, located in
Orange County, NY.

Call 845-446-3008 or submit
your resume to 845-446-2582.

Lab Wanted
Want to buy a laboratory in the
following areas: Pennsylvania,
New Jersey, New York, and the
East Coast. Qualified dental technician
with over 20 years of experience.
Please write to: PO Box 9,
Huntington Beach, CA 92648
or email info@kuzent.com
www.kuzent.com

| www.DentalManufacturerJobs.com |

Free for Job Seekers ® Employers: Low Monthly Fees

1 Ph: 905-991-0684  Fx: 905-991-1590 |

Email: careers@smilescience.com

EDUCATION

It's As Clear As Black & White
594 Laboratory Technicians agree...if you choose
the wrong laser welder provider, you will
jeopardize $95,244.00...

Order your FREE copy of critical report #12471
and learn five (5) critical factors and industry
plaguing misconceptions that
will help you make the right choice!
Call 800.367.3322 and ask for Bob,
or Email: info@btilaser.com
Alsovistwww .btilaser.com
Biogenic Technical Instruction
409 Mandeville Street e Utica, NY 13502

/ Earn Infection Control \
NBC CE Credit at Home

CDT’s and NY State Health
Care Professionals

Materials sent directly to you. Complete
the required questions and return to
American Recovery Corp. (a New York
State approved CE provider).

For more information
call 800-233-6559

2 AMERICAN RECOVERY

LABORATORY OR
ACCOUNTS WANTED

Are you tired of the
laboratory rat race?
| want to buy your lab
and/or accounts.

Call Rick at (631) 874-9455
Or
Elitemargins@hotmail.com

Have a Dentist Work For You:
Own this Great Ceramic Crown &
Bridge Laboratory in New York

10,000 square feet, leased building, 7600 square
feet lab & 2400 square feet dental office. Only
$500K! 15 technicians/benched out for 40. High
growth opportunity. Mail order and local
accounts. All equipment new and hi-tech. Lab
owner hires and manages dentists on site.
Sublease dental area or keep the dentists for
business growth. Lab bills insurance for dental
production. Serious Inquiries only,
info@kuzent.com. or www.kuzent.com.
Write PO Box 9, Huntington Beach, CA 92648.

COMING IN 2010

The American Dental Association & the
Greater New York Dental Meeting plan to
hold a Global Dental Congress in New York City

on October 14-17, 2010.

THIS COULD BE
YOUR AD!
Reach your customers.

Increase your sales.

Call 1-877-352-6965
for full details.

THE PEOPLE, PLACES AND SITUATIONS YOU'VE BEEN LOOKING FOR.




DLANY Newsletter Subscription Form

Y Please send 11 issues of DLANY Newsletter. My check
es m for $15.00 is enclosed. Make check payable to DLANY.

Name:

Phone:

Lab:

Address:

City:

State: Zip:

E-Mail Address:

Website:

Questions? Call DLANY 518-355-3183 for further info.

Laboratories Working For Laboratories

LABORATORY TELEPHONE WORK PERFORMED FOR LABS
Art Dent Inc. 718-332-5888 Crown & Bridge, Temporaries, Denture Set-Up
Brooklyn, NY and Finish, Laminates, OPC pressable crowns
Biogenic Dental Labs. 800-367-3322 Laser Welding Services, Vitallium frameworks
Utica, NY Empress 11

Ft. Washington Dental Lab. Inc. 215-628-4944 Laser Welding, Procera All Ceramic Crowns
Ft. Washington, PA Cercon all Zirconian Crowns & Bridges
Great Lakes Orthodontics Lab 800-828-7626 Orthodontic appliances, TM] Splints
Tonawanda, NY Sleep Apnea Appliances
Metal Craft Lab 516-485-4535 Cast Partials, Implants, FRS, Acrylic Temps
Hempstead, NY

Northern VA. Dental Lab 800-531-2214 Acetal Tooth Colored Clasps to your
Woodbridge, VA frameworks and C&B Temporaries made

from Acetal

Weber Dental Laboratory 603-890-5510 High quality Ticonium or Nobilstar chrome
Salerm, NH metal frameworks $65.00 for lowers, $75.00 for

uppers up to 4 clasps and 3 saddle areas. 7 day
turn around time
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Ay IKELDLULE

BUSINESS CARD DIRECTORY

Design, fabrication and installation

of dental laboratory furniture

and processing equipment.

5000 S. Halstead St.

Chicago, IL 6060-530

Telephone: (800) 544-5337

u (773) 624-4330
Fax: (773) 624-7337
wwww.nevinlabs.com

LABORATORIES, INC.

SERVICES

RESHARPENING SERVICE

Let us resharpen your Carbide Burs for
performance as good as NEW and Save
you Money. New Carbide and Diamond
Dental Burs also available. Call:
PRECISION ABRASIVES & TOOLS, INC.

7 FIR COURT
OAKLAND, NJ 07436

800-524-0052

A:CU RATE

ETALS &
precious metal
FINING refining, coins
Sharon Weeks

Toll-Free  866-973-3463
Phone: 860-871-4941
Fax: 860-871-2925
Email: accuratel23@aol.com

77 Industrial Park Dr.
Vernon, CT 06066

ERROL A. GALARZA
PRES DENT

42-31 CRESCENT STREET
LONG ISLAND CITY, NY 11101
TEL: (718) 786-3120 HEMPSTEAD, NY 11550
FAX: (718) 392-1761 TEL: (516) 565-2253

www. SD Smessengerservice.com

250 FULTON AVENUE

Al PHALASER

Bajan Sales Diviiian
KEyoo Hwon Bahng
Gerarol Monoger
amail. Gramml AR comoa st nak Tel. 7O3.-594.27032

v, grammilEs. com B00.752.8846

www.dlany.org

New and improved!

See it in action

NOW!

* Procera Crowns

* Procera Zirconia Briges (2-4 units)
* Zirconia Implant Briges (2-4 units)
* We scan for labs.

Steve Romanzi
(516) 621-2080

69 Glen Cove Road
Greenvale, NY 11548

INTERNATIONAL
EDUCATION CONGRESS

OF DENTAL TECHNOLOGY
September 23 & 24 e Tarrytown, NY

Increase your knowledge,

- polish your skills, then relax
ﬁ and enjoy yourself at our
casino night!

ALL THE PRODUCTS AND SERVICES YOU NEED. ALL IN ONE PLACE.




