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PRESIDENT’S MESSAGEPRESIDENT’S MESSAGE

FDLA Mission
Advancing the individual and collective 
success of Florida's dental laboratory 
professionals to enhance oral health care.

Values Statement
INTEGRITY - being honest and open in all that we do

LEADERSHIP - being the guiding light in a changing 
environment 

RECOGNITION - honoring those committed to our industry 

SAFETY - promoting safe and quality driven 
manufacturing practices 

INNOVATION THROUGH COLLABORATION - fostering 
an environment where creative and inspiring 
ideas are encouraged to enhance patient care 

The Greater Good
Rick Sonntag, RDT
FDLA President

 It’s the human 
touch, the 

conversations, 
advice, and 

feedback 
that make 

relationships 
in this 

profession 
blossom and 

prosper.

"Coming together is a beginning; 
keeping together is progress;  
working together is success."  

— Henry Ford

Hello…my name is Rick Sonntag, Founder 
and President of 4Points Dental Designs. 

I’d like to take this opportunity to introduce my-
self as your 2025 President of the Florida Den-
tal Laboratory Association. It’s an honor to be 
leading an organization whose mission is dedi-
cated to enhancing oral health care through 
education, advocacy, and collaboration. 

This organization wouldn’t be here today if not 
for the hard work and dedication of those who 
came before me, so I’d like to thank all those 
who have served the association and its mem-
bership in the past; the officers, the board 
members, volunteers, and past presidents.  I’d 
also like to thank Partners in Association Man-
agement, whose hard work and common vision 
are vital to our success. Lastly, I’d like to extend 
a special thank you to all our sponsors and ven-
dors; your advertising in Focus and support at 
the Symposium help immensely in making all 
of this happen. 

Like most of you, I started at the bottom with 
an entry-level job. In my case, I was a metal 
tech in a high-production lab, waxing and fin-
ishing cast copings to prepare the cases for the 
ceramists. In 1992, a fortuitous turn of events 
led to a turning point in my career. I had the 
opportunity to live and work in Bavaria, Ger-

many where I had the chance to do work at a 
level I had only dreamed of while reading maga-
zines like Dental Labor and Dental Dialogue. It 
was the era of Geller, Mutherthies, and Hegen-
barth, Polz Schultz, the first generation of lead-
ers that were recreating nature with ceramics. It 
was there that I learned about the importance 
of Discipline and Mental Toughness, traits that 
would serve me well in the future. 

In the spring of 2002, after several trips to St. Pe-
tersburg to attend courses at The Dawson Cen-
ter, I was offered a job as a ceramist. I owned 
my first lab at the time, West Bay Dental Ceram-
ics, in Victoria, British Columbia and despite a 
dreadfully poor exchange rate which basically 
doubled the cost of everything priced in U.S. 
dollars, I still made the trips. I completed sev-
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eral courses (Tech I, Tech II, Seminar 1 & Seminar 2), all while 
running a one-man lab. It was during that time that I learned 
about the importance of Sacrifice and Resilience, two more 
traits that would serve me well in the future. 

Fast forward to 2009. The economy was reeling from the 
Global Financial Crisis, Lehman Brothers went under, people 
lost jobs, lost their homes, and the economy was in sham-
bles. In March of that year, the same week that the Dow 
Jones Industrial Average bottomed, 4Points Dental Designs 
opened its doors. I thought to myself, “my house is under-
water, the job I had isn’t an option, the economy couldn’t 
get any worse… what do I have to lose?” It was during this 
experience that I learned about the importance of Curiosity 
and Creativity. The Curiosity side told me to ask questions, to 
become an active listener when a prospective client spoke 
and constantly question how I could make the restorative ex-
perience smoother. The Creative side made me think of ways 
to make it happen. 

As I look back on the last five years of where the profession 
has been, COVID, the lockdowns, and the recovery, I think 
about what the next five years will look like. We as an indus-
try are facing numerous challenges that will affect each and 
every one of us. The most ominous challenge is consolida-
tion of dental offices. As DSOs take a larger share of the den-
tal market, labs will continue to be pressured to lower fees or 
to outsource to Asia. 

Our second biggest challenge is a severe shortage of skilled 
labor with not nearly enough young people entering the pro-
fession to replace those retiring. While 3D printing, CAD, and 
A.I. may have introduced efficiencies into the system, the 
machines still need an experienced technician to input ac-

curate data and to process that data to produce a clinically 
acceptable restoration. An experienced and knowledgeable 
tech is still needed to communicate to clinicians WHAT is 
needed and WHY it’s necessary. People still matter, maybe 
now more than ever. It’s the human touch, the conversations, 
advice, and feedback that make relationships in this profes-
sion blossom and prosper. 

On the positive side, the U.S. dental laboratories market is 
estimated to be valued at approximately $10 billion with a 
compound annual growth rate of 6.32 percent. The market is 
growing, which means opportunities exist for those with the 
business model to capitalize on them. At the core of those 
business opportunities are relationships and education. It’s 
through collaboration with clinicians and most importantly, 
with your peers, that accelerates the learning process and 
invites business opportunities. The return on investment al-
most always increases when building win-win relationships 
and collaborating in continuing education. 

The FDLA has always been that beacon that encourages and 
fosters continuing education opportunities, whether through 
regional workshops or the annual Southern States Sympo-
sium. The leadership of the FDLA wants all its members to 
succeed in building profitable and healthy businesses. One of 
the essential goals of my own lab is building relationships, and 
I’d like to bring the same vision to the FDLA, building relation-
ships for the greater good of our profession. We all share the 
same things in common: Resilience, Mental Toughness, Disci-
pline, Sacrifice, Curiosity, and Creativity. Let’s use these quali-
ties to make dental technology in Florida better and stronger 
in 2025 and into the future…and most importantly, let’s do it  
TOGETHER! 
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FDLA BUSINESSFDLA BUSINESS

Regardless of the size of your team or how much financial 
success your lab enjoys – most lab teams have some level 
of team dysfunction. Dysfunction can manifest itself in many 
ways. Sometimes it is in subtle actions or in overt gestures. 
See if any of these resonate with you:

•	 When a process, procedure, or delivery go afoul, finger 
pointing begins and we get to watch the latest episode 
of “The Blame Game.”

•	 Less than stellar communication between technicians 
and the office team.

•	 Team members who are arrogant. They cannot accept 
accountability/responsibility for their actions, and they 
do not know how to apologize when appropriate.

•	 You have a personnel manual, but your supervisors/man-
agers do not apply policies objectively. They let personal 
relationships influence the enforcement (or non-enforce-
ment) of policies.

•	 Morale fluctuates like a kite in the wind.

•	 When corrective action is required for a team member, 
the supervisor/manager puts off the discussion for so long 
that it is easier to just “sweep it under the carpet.”

•	 The team perceives that certain team members are treat-
ed with favoritism. 

•	 Team members do not have an individualized career path 
in the lab.

According to Patrick Lencioni, the root cause of the above 
dysfunctions is the absence of trust – and I wholeheartedly 
agree! When a team doesn’t trust each other, it leads to team 
members who have a fear of conflict, a lack of commitment, 
avoidance of accountability, and inattention to results. So how 
do you build a team that trusts each other? Very simply, the 
owner/manager of the lab must lead by example and become 
an authentic leader who fosters and builds trust through his/
her actions. As John Maxwell states very clearly: “When you 
make a commitment you create hope. When you keep a com-
mitment, you create trust.”

By Robert Gitman

What does your team look like today? Is it the perfect, well-oiled machine that fires on all 
cylinders with maximum output and cohesiveness? If so, read no further. If your team has 
room for improvement, then you may find merit in reading further.

BUILDING THE IDEAL TEAM
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BUILDING TRUST – SERVANT 
LEADERSHIP
So, let’s look at what behaviors an “Authentic Leader” should 
model in the lab to build a foundation of trust:

Act with integrity – keep your word (even if it’s incon-
venient), do the right thing (even when no one is looking), 
follow your moral compass i.e.: model behavior your grand-
mother would validate.

Practice intentional transparency – when appropriate, 
explain to your team what you’re thinking and why. This gets 
the team involved in your decision-making process and helps 
to train them in critical thinking techniques. Transparency in 
decision making affects processes in the lab and forms the 
basis of continuous improvement ideas.

Saying “Good Morning” to every team member every day 
– not just a “hello,” but stopping to talk for a minute or two to 
find out: 1) how he/she is; 2) any challenges they are facing 
that day; 3) if they don’t have enough work for the day, would 
he/she like to be cross-trained to pick up additional time?

Have a 5–10-minute early morning huddle with supervi-
sors/managers (if your team doesn’t have managers, simply 
gather all team members together). Openly discuss topics 
that will affect lab operations for the day. Typical items are: 
1) absences – what’s the plan to get the cases completed on 
time?; 2) did we hit our billing goal for the previous day – are 
we projected to hit it today?; 3) the number of cases in the 
lab; 4) who is on vacation the following week and the plan to 
cover for those team members; 5) is all equipment function-
ing properly?; 6) who is in training this week. You get the idea.

Maintain an “open-door policy” – assure your team that 
you are available to them regardless of the severity of the 
situation. Be accessible to everyone.

When you make a mistake, openly accept responsibility and 
be accountable for your actions.

Don’t avoid difficult conversations – the longer you wait, 
the more difficult the conversation and resolution will be-
come. The team sees when people avoid addressing issues 
and all sorts of perceptions ensue. There’s a leadership book 
entitled “Extreme Ownership” by Jocko Willink that sums-up 
this behavior very nicely: “it’s not what you preach, it’s what 
you tolerate.” 

Place a sign-up sheet in the lab so that team members can 
have lunch with you at the lab’s expense. The lunch can just 
be friendly conversation, or it could involve discussing his/her 

career aspirations, studying for the CDT examination, etc. It’s 
a great trust-building exercise.

Assist the team “in the trenches” – let the team know that 
no task is beneath you. When a palate of stone is delivered, 
help unload it (if you are physically able). If a small mainte-
nance job needs to be performed, show the team that you’re 
willing to help. When you receive equipment, help to unpack 
it and get it functional with other team members. 

Celebrate “wins” and “losses.” Get the entire team togeth-
er to celebrate when the team hits a sales goal, gets a new 
customer, buys a new mill or printer, the NBC certifies a team 
member, etc. Also get the team together to celebrate losses 
– we lost a big customer. Discuss the “why” and plan with the 
team how to avoid repeating the mistakes that caused the 
loss – this is a facet of continuous improvement where the 
team can create an SOP (standard operating procedure) to 
follow in the future. The leadership guru John Maxwell stated 
that victories should be celebrated for the same length of 
time as a defeat – 24 hours. His concept is that if you cele-
brate too long for either situation, it can become debilitating.

Monthly team meetings – and they don’t have to be fancy 
PowerPoint presentations. Take this opportunity to practice 
some open book management and share lab metrics that can 
get the team involved with continuous improvement proj-
ects. Discuss sales (current year versus last year and budget), 
labor-to-sales ratios, internal and external remakes, on-time 
delivery, etc.

When you have a lab lunch – the authentic leader is always 
last in line – his/her team comes first.

By Robert Gitman

Get the entire team 
together to celebrate.
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A team trust exercise that I have had great success with 
starts by giving each team member a piece of paper contain-
ing these two questions:

Question #1: What is the one thing I do best to keep the 
team moving forward / keep the team on-track?

Question #2: What is the one thing I do that derails the team  
or how can I better support the team?

One week after the team has an opportunity to formulate 
their answers, we arrange the meeting room tables in a U-
shape, and I sit with the team as each person openly pro-
vides me with his/her answers. This exercise allows me to 
be vulnerable to the team, and they witness how I receive 
both positive feedback and suggestions for improvement. It 
also builds trust because the team witnesses over time how I 
modify my behavior to better lead the team. Team members 
also benefit from building trust with each other since they 
are making themselves vulnerable by openly expressing their 
opinions. 

THE IDEAL TEAM PLAYER
Over the course of my 45-year career, I have witnessed count-
less techniques to cultivate team trust, unity, and collabora-
tion. Many of these approaches center around concepts and 
language which is not commonplace and ends up creating a 
chasm (or disconnect) between the trainer and the intended 
audience. Sometimes this type of language is used to elevate 
the image of the trainer and/or training program and other 
times it’s because the trainer is trying to apply complex solu-
tions to a simple problem.

The key to connecting with your team is through a simple but 
strong message: a team that operates with trust will foster 
loyalty. Patrick Lencioni’s concept of “The Ideal Team Player,” 
(in his book of the same title) has so many practical applica-
tions for recruiting, hiring, training, and team building based 
upon three attributes: being humble, hungry and people 
smart. 

Let’s explore how these attributes can be applied to instill a 
culture of team trust, unity, and collaboration. The first qual-
ity is being humble – a leader who is confident in his/her 
capabilities is not afraid to acknowledge his/her shortcom-
ings and be accountable, thereby promoting an atmosphere 
where team members can do the same. The second qual-
ity is being hungry – craving both personal and professional 
growth for your team. Laboratory owners/managers who 
encourage one-on-one and team debate and who are recep-
tive to having ideas being challenged will tap into the full 
potential of their teams, creating a strong team that is pas-
sionate about delivering on the commitments they make to 
their teammates and for the laboratory’s success. The third 
quality is being people smart – laboratory owners/managers 
who promote simple acts of civility understand the impact 
they have on strengthening relationships and building bonds 
throughout the entire team. Think about civility as practicing 
the “Golden Rule” which is essentially treating people the 
way you wish to be treated.

It is the responsibility of the laboratory owner/manager to 
explain the principles of humble, hungry, and people smart 
to the team – basic ideas that have powerful impact. That’s 
just the beginning. You have to use every opportunity to re-
inforce the three principles with your team every day and 
in every situation. As an example, when you walk through 
our laboratory, you will find laminated signs that say hum-
ble, hungry and people smart all through the building. Team 
members are constantly reminded of these principles and 
over time have adopted these attributes in both their per-
sonal and professional lives. When your team begins to 
practice the qualities of an “Ideal Team Player,” trust will 

A team that operates with 
trust will foster loyalty. 
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flow back and forth between team members like an electric 
current. That flow of trust builds team loyalty, strengthening 
relationships and building collaboration throughout the labo-
ratory.

Okay, that’s great for current team members, but how do we 
address new hires? Again, taking the simple principles from 
Patrick Lencioni, we have successfully used the following in-
terview questions to determine if potential candidates have 
the makings of an “Ideal Team Player”:

•	 Tell me about a career goal that you have accomplished 
and why that was important to you?

•	 Tell me about a time when you were a part of a great 
team. What was your part in making the team effective?

•	 Describe what you see as your strengths (skill sets) related 
to this job/position. 

•	 Describe what you see as challenges related to this job/
position. 

•	 How would current and/or former teammates describe 
you?

•	 What was the most important learning opportunity in 
your career? 

•	 What was the biggest disappointment in your career?

•	 How do you handle giving/accepting an apology?

•	 What are some typical decisions that you make and how 
do you make them? 

•	 Can you tell me about a time when you suggested a better 
way to perform a process?

•	 How would you handle a situation where deadlines and 
priorities change frequently and rapidly?

•	 What strengths do you rely on in your current (or last) po-
sition to make you successful in your work?

•	 What was the most creative thing you did in your current 
and/or last job? 

•	 What would you have liked to do more of in your last posi-
tion? What held you back?

COLLABORATION
Now that you’ve established an environment of trust, your 
team can safely engage in the practice of collaboration. True 
collaboration allows team members to openly express ideas, 

assist other team members to be successful, and learn new 
skill sets, all with candid, honest discussion. When your team 
of “Ideal Team Players” begins to collaborate (with your guid-
ance), they will discover that casting blame for situations is 
counterproductive. Instead, they will want to uncover the 
root cause of a problem (with your guidance). Some examples 
of my team’s initial collaborative efforts were:

•	 A commitment from each team member to reading every 
Rx, work ticket and call notes – and if there are discrepan-
cies, bring them to the attention of their supervisor.

•	 If there is an issue with a case, reschedule the case in 
Magic Touch by following the SOP.

•	 All customer-facing team members commit to returning 
customer calls quickly.

•	 Improve communication with dental offices by accurately 
documenting all call notes in Magic Touch so that the cus-
tomer can view changes to case status in the customer 
portal. 

•	 When cases are pre-scheduled by customers, alert all 
team members who will be involved in the production of 
the case before the case arrives at the lab.

•	 Every team member agrees to check to see if anyone 
needs help before he/she gets ready to leave for the day 
– then check with their supervisor before “punching-out.”

•	 The team unanimously agreed that better communica-
tion = less reaction/stress.

At this point, the team began to view each other as internal 
customers of the lab. The scheduling team viewed their cus-
tomer as the preliminary technicians, the preliminary techni-
cians viewed their customer as the scanning technicians, the 
scanning technicians viewed their customer as the designers, 
etc. The entire team openly discussed how to support each 
other and took ownership of the cases that they worked on 
and barcoded. As the leader of the team, it is incumbent on 
you to reinforce this interdependence by empowering every 
team member with the authority and responsibility to stop 
production on any case that has a problem. 

This was an opportunity to reinforce two important concepts:

•	 The quicker we stop an internal remake, the better chance 
we have in keeping the case on-schedule, so we do not 
disappoint the doctor or the patient.

•	 Tracking internal remakes helps the team identify issues 
with materials and equipment and provides opportuni-
ties for training (or retraining).
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CONTINUOUS IMPROVEMENT
So, you now have a team comprised of “Ideal Team Players” 
who trust each other, who openly and honestly communi-
cate, who want to work collaboratively – what’s next? Intro-
ducing the principles of continuous improvement:

Principle 1 – Improvements are based on small changes - 
by approaching change in small, incremental steps, the con-
tinuous improvement model reduces anxiety and increases 
speed to improvement. This makes the laboratory better one 
small initiative at a time. 

Principle 2 – All team member’s ideas are valuable - contin-
uous improvement relies greatly on team members to identi-
fy “opportunities for improvement.” Team members who are 
closest to the problems are better equipped to solve them. 

Principle 3 – Incremental improvements are typically inex-
pensive to implement - team members can focus on small 
changes that can be accomplished without a lot of expense. 
Keep an open mind. Ideas can involve eliminating processes, 
rather than adding them, which is an excellent way to be sure 
that every activity adds some value to the customer and re-
duces wasted effort.

Principle 4 – Improvement is collaborative - constant feed-
back is an important aspect of continuous improvement. 
Open communication during every phase of executing an im-
provement is critical to both the final results of the improve-
ment and to the maintenance of team member involvement.

Principle 5 – Improvement is measurable and potentially 
repeatable - it is not enough to simply make a change and 
call it improvement. To achieve sustained improvement, the 

impact of change must be measured. This makes it possible to 
determine if the change can be applied successfully to other 
problems.

Share the above principles with the entire team. Discuss them 
openly and to “kick-off” the process, gather the team for lunch 
and provide them with the list of questions below:

•	 What improvement could be made that would save some-
one five minutes a day?

•	 How can we better satisfy our customers?

•	 Are all critical processes documented?

•	 Are all process documents up to date?

•	 Can everyone who needs them access the process docu-
ments?

•	 Could process documents be improved with images or 
video?

•	 Is each workspace adequately arranged and equipped for 
the work that happens there?

•	 Do team members have an easy way to report potential 
opportunities for improvement?

•	 Are team members given constructive feedback frequent-
ly enough?

•	 Have you trimmed down on excess supplies?

•	 Is it easy for a prospect or customer who visits our website 
or calls us to find the information or person they need?

•	 Are the results of improvement activities measured 
against business objectives such as cost savings, quality 
improvement and revenue?

•	 What is the most meaningful part of your job?

•	 Is there a process for getting to the root cause of product 
defects or dissatisfied customers?

•	 Is the process of buying from the lab easy?

•	 Is there a simple way for customers to provide both posi-
tive and negative feedback?

•	 Do team members feel empowered to speak up when 
they spot an urgent problem?

•	 What process can be fixed or improved?

•	 Is there anything in your work world that’s less than stel-
lar/causing frustration or delays?

Improvements are based 
on small changes. 

10    focus    3rd Quarter 2025  



•	 Are you crystal clear on your role and what you should 
be working on? If not, what aspects aren’t clear?

•	 Looking back on the week, is there anything that could 
have gone better?

•	 What inspires you to succeed every day?

Ask them to narrow the list to three questions by group con-
sensus. Instruct the team to be prepared to answer the three 
questions at a group lunch the following week and to openly 
discuss their answers. You may be pleasantly surprised at the 
number of good ideas to implement! Once you have exhaust-
ed the first three questions, run the process again with three 
new questions. After time, you will discover that your team 
will start to identify opportunities for continuous improve-
ment without a formal meeting or structure. As your team is 
successful in this pursuit, you may fondly recall a quote from 
an astute leadership guru, Simon Sinek: “We know true col-
laboration happened when the idea can no longer be traced 
to one person.”

GROWTH OPPORTUNITIES
Now that you have a team that consists of people whose pri-
mary focus is on being deliberate in serving the dentist, who 
are more concerned about the team’s success than their own 
success, who are willful in making a positive difference, who 
have learned to comfortably coexist with failure (and learn 
from the experience), and who are comfortable taking calcu-
lated risks – it’s time to focus on career growth. 

Your challenge as an owner/manager is to get your team to 
understand that there is no growth in their comfort zone 
and no comfort in their growth zone. Let them know that 
it’s okay to have fear. Having fear means that they have the 
opportunity to do something brave that will help them grow 
and learn something new. As an authentic leader, your task 
is to show each team member a path to personal growth and 
career fulfillment by exploring these practical, commonsense 
approaches (that are not mutually exclusive):

1.	 Career pathing – define goals for each team member 
(perhaps use a SWOT analysis to assist in this aspect), 
gather all necessary data/documentation, identify re-
sources to accomplish the goals, establish a timeline 
with benchmarks and wage increases that accompany 
accomplishment.

2.	 Educational resources – use the Foundation for Den-
tal Laboratory Technology Learning Library, avail yourself 
of manufacturer website training, and/or subscribe to 

Productivity Training Corporation (PTC) for its education-
al and testing programs.

3.	 Foster “over the shoulder” training at the bench 
– tied to the development of critical thinking skills that 
enable technicians to understand the principles of an 
optimal treatment solution for each case.

4.	 Cross-training – train technicians within their desig-
nated department and between departments – create 
SOPs for the technician’s ready reference.

5.	 Skilled retirees – engage retired and semi-retired tech-
nicians for technician training.

6.	 Mentor young technicians – go beyond technical 
training and set an example of strong ethics, diligence, 
personal responsibility, determination, self-reliance, in-
tegrity, and a “whatever it takes attitude.”

7.	 Create incentives – develop a system to bonus the 
team for a reduction in remakes, increased profitability, 
a reduction in overtime, etc.

8.	 Formulate a succession plan for team members on 
the cusp of retirement – open discussions will allow 
for proper planning and their assistance in training a suc-
cessor. 

Over the course of my career, I have read many books about 
leadership (and will continue to do so). I have come across 
many definitions of how authors describe a good leader. To 
date, I find Stephen R. Covey’s definition by far the most ac-
curate: “Leadership is communicating to people their worth 
and potential so clearly that they come to see it in them-
selves.”  

ABOUT THE AUTHOR
Robert Gitman is the General 
Manager of NDX Thayer, a full-
service, Certified Dental Labo-
ratory, specializing in anterior 
esthetics and implant restora-
tions. He has been active in the 
dental business for 45 years as a 
consultant, author, and lecturer. 
Rob has served on many non-
profit boards, and he is a past 
president of the National Asso-
ciation of Dental Laboratories. 
He recently spoke at the 2025 
Symposium and Expo meeting.
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Treasure Hunt
Uncovering Hidden Opportunities

Above: FDLA Board Installation

Keynote speaker John Wilson Joe Young, 2025 NADL President Rick Sonntag, RDT, 2025 FDLA president Ryan Lewis keynote speaker

New this voyage – the grand return o' the Friday Night 
Reception! The crew came together at the Buccaneer Bash 
for a swig, light hors d'oeuvres, and lively camaraderie after 
a full day in the Expo Hall.

The FDLA Board and staff thank all attendees, sponsors, and 
exhibitors who made this year's event possible. Proceeds from 
the Wine & Liquor Toss and member donations will allow 
FDLA to contribute nearly $1,000 to the Foundation for Dental 
Laboratory Technology!

We hope to see you at next year's meeting, June 5 – 6, 2026 at Signia by Hilton Orlando Bonnet Creek!

This past June, dental laboratory owners, managers, technicians, dentists, and industry partners gathered for 
two full days o' plunderin' knowledge at the Symposium & Expo. CE treasures, a bustling Expo Hall, a rousin' 
Kickoff Reception, Learnin' Lounges, and countless chances to swap tales with fellow scallywags filled the days.
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Above: Speaker Alexander Wünsche, CDT

Below: Keynote speaker John Wilson

Above: Joe Young, NADL president, presents Kevin 
Krumm, CDT, TE with the President's Gavel plaque

Above: Best of Show
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Above: Expo Ribbon cutting

Above: Rob Gitman, speaker

Above and Below: FDLT Ring Toss

Above: Celebrating CDT & Dental Technician Appreciation Month

Precious Metal Refining

Giving a hand to oral health.

Precious Metal Refining
Tested. Trusted. Honest.

Refine direct for highest returns.
Don’t lose money by accepting cash on the spot. Get more for your scrap - skip the 
middleman and refine direct with Kulzer, one of the world’s largest refiners.

Why Refine with Kulzer?

 Higher Profits - We have a robust process that accurately values your scrap

 No Cost to You - We cover all materials and shipping costs

 Autoship Program - Automates your refining process

 Full Assay Report - Detailed scrap value report provided

 No middleman - Come straight to the end refiner

 No Hidden Fees - Transparent, easy-to-follow fee structure

 Payout - In only 7-10 business days

Visit mydental360.com/refining to learn more about your autoship program for 
scrap materials.

Include this certificate with your next 
shipment and receive an additional  
5% for your scrap. 

Get An Extra

5%
for your 
scrap!

© 2017 Kulzer, LLC. All Rights Reserved.

kulzerUS.com

Scrap_Autoship_85x11_FullAd.indd   1 10/3/2017   1:19:28 PM
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Transitioning to Open-Source: Breaking the 
Chains
As a seasoned dental technician with extensive ex-
pertise in digital design, my initial workflow revolved 
around traditional dental-specific CAD software, pri-
marily 3Shape and exocad. These platforms, although 
effective, eventually revealed significant limitations, 
especially when dealing with intricate and challenging 
geometries. Transitioning to Blender through the B4D 
platform represented a transformative turning point. 
It provided an innovative and versatile canvas, liberat-
ing technicians from the typical constraints imposed by 
proprietary software and opening avenues for unprec-
edented creativity and flexibility in design (Fig. 2). 

By John Wilson

UNLOCKING PRECISION  
IN DIGITAL DENTISTRY:
Harnessing the Power of Blender 
for Dental's IBar Module

Digital dentistry continues to evolve rapidly, driven by groundbreaking innovation and the relentless 
pursuit of exceptional precision and efficiency. Among the most notable advancements in 
recent years is Blender for Dental (B4D), an open-source adaptation of Blender — a robust 

and versatile software originally created for animation and gaming. Developed by visionary innovators 
Michael and Wolfgang Teiniker, B4D uniquely leverages Blender's powerful geometry engine to create 
specialized dental tools, redefining the sophisticated design and meticulous manufacturing processes 
required for complex prosthetics, particularly bars utilized in hybrid restorations (Fig. 1).

1

2
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Why Segmentation Matters
One of the most revolutionary innovations within B4D is the 
IBar module, which introduces an essential paradigm shift in 
bar design methodology-segmentation. Traditional workflows 
involved cumbersome processes of designing, milling, rescan-
ning the bar, and subsequently designing additional prosthet-
ic components. This approach frequently resulted in spatial 
compromises, thin areas, and structural vulnerabilities. The 
sophisticated segmentation capability of the IBar module pro-
actively addresses these issues, enabling precise isolation and 
meticulous control of each component within a prosthetic. This 
ensures accurate mating surfaces and optimizes structural in-
tegrity from the outset, dramatically enhancing restorative out-
comes (Fig. 3).

A Refined and Efficient Workflow
Integrating the innovative IBar module into our laboratory prac-
tices has streamlined the complex prosthetic design process 
into a clear, efficient, and highly structured five-step workflow:

Precisely import and align the STL file within Blender's coordi-
nate system.

Strategically position protective geometries, such as tubes and 
cones, to safeguard critical areas.

Carefully draw an intaglio-contoured spline and strategically ex-
trude it to robustly support the secondary prosthetic segment.

Meticulously create and accurately position cutting geometry, 
clearly defining safety zones for precise segmentation.

Expertly set cement spacers and leverage B4D's specialized 
block-out module to achieve optimal offsets tailored specifi-
cally to each bar design (Fig. 4).

Challenges and Solutions
Initially, Blender's extensive toolset and intimidating user 
interface posed significant challenges, especially for tech-
nicians accustomed to streamlined, dental-specific soft-
ware. The adjustment required embracing the unfamiliar 
- realizing we had stepped into a vastly different environ-
ment. B4D's modular structure, however, alleviated these 
challenges significantly by allowing technicians to con-
centrate specifically on the IBar module without needing 
immediate mastery of Blender's entire platform. Gradual 
exploration of additional Blender tools progressively ex-
panded my skillset and deepened my understanding of 
the software's potential.

Moreover, mesh quality exported from exocad and 3Shape 
presented early difficulties, affecting processing speed 
and segmentation precision. Pre-refining meshes be-
fore importing them into Blender substantially enhanced 
workflow efficiency. Additionally, Blender's powerful 
sculpting tools filled critical gaps in cosmetic and structur-
al enhancements not adequately addressed by traditional 
dental software (Fig. 5).

Practical Advantages and Clinical Outcomes
The remarkable practical advantages of the IBar module 
are particularly evident in complex restorative cases, nota-
bly those requiring meticulous dimensional control, such 
as maxillary prosthetics anchored to pterygoid implants. 
Effortlessly creating robust titanium extensions within the 
module has resolved significant dimensional challenges, 
ensuring exceptional structural integrity and precision 
machining even in the most demanding clinical scenarios 
(Fig. 6).

3 4

5 6
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Continuous Refinement
Comparing milled bars with original CAD designs 
through scanning has been immensely valuable, pro-
viding real-time feedback on discrepancies and driv-
ing continuous improvement. After completing over 
350 intricate cases using the IBar module, this iterative 
feedback loop has significantly improved design pre-
dictability, machining accuracy, and overall restoration 
quality. Embracing and learning from our equipment's 
strengths and weaknesses continually allows techni-
cians to refine their skills and excel by consistently "put-
ting in the reps." (Figs. 7-11)

Conclusion: A Community-Driven Future
The future of digital dentistry is modular, exceptionally 
precise, and open. Blender for Dental's IBar module ex-
emplifies this vision, not only through advanced seg-
mentation capabilities and intuitive workflows, but also 
through the dynamic support of the open-source com-
munity continually driving its innovation. Laboratories 
seeking enhanced precision, remarkable efficiency, and 
economic viability will find Blender for Dental an indis-
pensable tool, fostering excellence and groundbreaking 
innovation in digital dentistry (Figs. 12-13). 

About the Author
John Wilson is the owner of Sunrise Dental Laboratory 
| Educator | Key Opinion Leader
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Earn continuing education credits for this article and quiz! 
Receive .5 hours CDT/RG Scientific credit and .5 hours of General credit 
towards your state of Florida dental laboratory renewal by reading this article 
and passing the quiz. To get your credit, complete the quiz located on the FDLA 
website at www.fdla.net using the focus Magazine 
link. Once you have completed the quiz, fax it to 
FDLA at 850-222-3019. This quiz is provided to 
test the technician’s comprehension of the article’s 
content and does not necessarily serve as an 
endorsement of the content by FDLA.  
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Zirkonzahn USA Inc.  –  Phone +1 800 989 8931  –  Fax +1 800 699 1813  –  infousa@zirkonzahn.com
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CHECK OUR CAD/CAM SYSTEMS ON 
WWW.ZIRKONZAHN.COM

OR SCAN THE CODE

ZIRKONZAHN MILLING UNITS 
FOR ALL LABORATORY REQUIREMENTS

M2 MILLING UNITS WITH EXTRA-LARGE TELESKOPER ORBIT (Ø 125 mm) 
FOR PROCESSING MATERIAL BLANKS WITH Ø 95, 98, 106 OR EVEN 125 mm

With one or two milling chambers depending on the model (Dual version), the M2 milling units are all equipped with fully automatic 

5+1 axis simultaneous milling technology and extra-large Teleskoper Orbit (Ø 125 mm).

WET DRY

Teleskoper Orbit (Ø 125 mm)

Teleskoper Orbit (Ø 125 mm)

TELESKOPER ORBIT (Ø 125 mm): 1 ORBIT FOR

Ø 95, 98, 106, 125 mm

M6 TELESKOPER BLANK CHANGER

With an upgradable storage from 16 to 80 blanks, this milling 

unit allows for the automatic transfer of blanks between the 

storage and the orbit. Two tool magazines with 30 slots each 

also provide space for up to 60 burs.

ENDLESS
POSSIBILITIES 

M1 MILLING UNITS 

The M1 millling units are particularly compact 

(18.77 x 27.28 x 24.13 in) and available in different models: 

the M1 Soft for dry processing soft materials and the 

M1 Wet Heavy Metal, ideal for milling hard metals.

FAST, PRECISE, 
COMPACT
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TECH TIPTECH TIP

Figure 1

Even though the industry is not going to win any popular-
ity contests, it has caught the attention of a very influential 
group, Private Equity (PE). The deployment of capital from PE 
sources follows a trend from upstream industries like dental 
clinics in general and specialist practice. 

The advent of PE, both upstream and within the laboratory 
industry, has accelerated existing trends. This creates a rap-
idly changing business environment within which lab owners, 
technicians, and staff must operate. According to IBISWorld, 
the Compounded Annual Growth Rate (CAGR) was 1.9 per-
cent for the previous four years and is expected to be 0.9 per-
cent during the next four to five years, reaching $7.9 billion 
in revenue by 2029. As a mature highly fragmented industry 
with moderate growth and innovation, dental laboratories 
are ripe for consolidation.

At the same time capital inflows enter industry, capital has 
also changed dental practices. Dental Service Organizations 
(DSOs) have managed to rapidly consolidate the dental prac-
tice space. The industry went from 85 percent dentist-owned 
practices in 2005 down to 72 percent in 2023 (IBISworld 
2025).

With almost 25 percent market share, DSOs are command-
ing change in the dental laboratory industry. For instance, 
DSOs bargain for lower appliance pricing and longer payment 
terms and typically favor labs that can offer 90-day or even 
120-day terms. On the other hand, even if the lab becomes 
a preferred provider, many DSOs do not guarantee demand 

volumes because practitioners are given clinical discretion to 
choose which lab he or she wants to use (this dynamic allows 
other labs to retain a toehold on the market). 

Administratively, DSOs have unique requirements to submit 
invoices for payment and, in some instances, a layered and 
“slow by design” reconciliation and payment protocol. For 
example, I kept receiving late payments from a particular 
DSO, after many inquiries and calls, I came to understand the 

By Rene Silva, MBA

OPERATING YOUR DENTAL 
LABORATORY IN A

FAST-CHANGING ENVIRONMENT
At $7.2 billion in annual gross revenue, the dental laboratory industry in the U.S. is 
slightly more popular than paper products and less popular than your local bike shop. 
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payment process was getting started on the day the payment 
was due, which the DSO considered “on-time” so payment 
would arrive 2-to-4 weeks late.

Because of the capital requirements needed to operate on 
a 90-day or 120-day billing cycle, laboratory operators need 
to be careful with the size and solvency of the client as well 
as the lab’s ability to support it. The earlier is important to 
consider because a $25,000 monthly account with 90-day 
terms would require $75,000 to $100,000 to be committed 
in receivables at any given time.

The latter is vital to mitigate the risk of uncollectable re-
ceivables. DSOs are complex corporate structures, as such, 
measuring risk and credit worthiness is a very sophisticated 
process. Also, they are designed with multiple layers of pro-
tection for their investors; one of these layers is bankruptcy 
reorganization relief. I have experienced this firsthand when 
two DSOs filed for bankruptcy during the past six to nine 
months at a loss of about $20,000. If this were a much larger 
DSO and the losses were $200,000 instead of $20,000, the 
lab would have been in trouble.

From a finance standpoint, margins are getting squeezed 
from all ends. Downward pressure on prices, increased capi-
tal intensity to offer longer terms at a time when capital costs 
are rising due to high interest rates, increased labor and ma-
terial costs, and increased real estate expenses just to name 
a few. Lower margins are not sustainable in the long run be-
cause the business will lack sufficient retained earnings to 
reinvest in new technologies, talent development, and prop-
erty Plant and Equipment (PPE).

Offerings from overseas competitors are another matter 
to contend with. While not new, foreign competition has 
learned from its previous mistakes, so quality, materials, and 
craftsmanship have all improved. Many lab operators, how-
ever, have been able to leverage their competitive advantage 
to reaffirm their value proposition to the practices they help. 
For instance, by offering refined and streamlined customer-
facing interactions such as professional and knowledgeable 
customer service and technicians who can help troubleshoot 
and problem solve at moment’s notice. Furthermore, the 
speed of service as well as streamlined communications help 
to reduce unwanted friction. From the roundtable discus-
sions at the FDLA symposium, I learned that some labs de-
voted resources to having sales professionals visiting current 
and prospective accounts. These folks could immediately 
answer sales and technical questions and become an indis-
pensable resource for the practice. Such a level of service is 
very hard to match for U.S.-based competitors, never mind a 
foreign one.

The current business environment surrounding import tariffs 
and the De Minimis value rule (whitehouse.gov) have tem-
pered the efforts from foreign dental laboratories offering 
products in the U.S. While this measure does not constitute 
an insurmountable hurdle, it can become a distraction at 
best or a hinderance at worst for these foreign competitors. 
On the other hand, U.S. laboratories are also exposed to the 
increased costs of materials due to tariffs. Even though mate-
rials may not be a large line item in many labs’ income state-
ment (labs that deal with precious metals like gold have seen 
a dramatic increase in the cost for this material), any increase 
in costs is a matter of concern.

Due to the labor intensity of the industry, talent and its de-
velopment are vital. According to the job search platform 
Zippia, almost 60 percent of dental technicians are over 40 
years old. The aging labor pool and lack of interest from 
younger talent creates a challenge for laboratory owners and 
operators. In contrast, age has played an important role in 
the growth of industry. An aging population with increased 
insurance coverage, increased means, and/or increased ac-
cess to credit for dental restorative treatment has been inte-
gral for industry growth. This trend, however, has been losing 
momentum due to increased interest rates, increased cost of 
living (especially in Florida), and lower disposable incomes.

In effect, attracting and retaining talent is a challenge, espe-
cially when the industry is looking for a more sophisticated 
type of candidate who can merge technical, CAD-CAM man-
ufacturing, and clinical knowledge as well as being a good 
fit for the organization. All these are geared toward satisfy-
ing the needs of the modern dental practice of today. This 
dynamic creates upward pressure on technician salaries 
during a time of decreasing margins for lab owners. At the 
same time, competition for talent with the same skillset is 
increasing. Industries like machining have about 22 percent 
higher median wages (Onet 2025). On the lower end, the gig 
economy’s median wages are 29.5 percent less than the me-
dian wages for dental technicians (ZipRecruiter 2025). Bear 
in mind the average worker can earn the median wage in gig 
work from day one, a starting dental technician may not. At 
the lab, I have a junior technician who came from working at 
a fast casual restaurant. Even though she started earning less 
at the lab (I have heard from many people the money is good 
in this type of job albeit other things are not), she was look-
ing for better hours, better working conditions, stability, and 
a career. In many ways, these have always been some of the 
benefits the lab highlights when attracting and retaining tal-
ent. I am happy to report that after a year of hard work, she 
earns more than before and is looking forward to continued 
growth with the lab.
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According to data by Zippio, the male/female ratio has gone 
from 58.3 percent/41.17 percent in 2010 to 51.60 per-
cent/48.40 percent in 2021. As females continue to enter 
the industry, the pool for available workers increases, which 
does have a positive effect for laboratories looking for tal-
ent. At the same time, lab operators need to recognize the 
needs of this growing segment of the workforce. Anecdot-
ally, I can say that female talent partaking in motherhood 
is keen on flexible hours. At first glance, flexible hours may 
slightly increase operational costs, but it is a price worth 
paying because the payback in quality and quantity of work 
and commitment are orders of magnitude higher than the 
cost.

I would like to end with words from Trek Bicycle company’s 
CEO, John Burke, during a recent interview with Fortune 
Magazine (youtube.com). Soon after he took over his fa-
ther’s company, it crashed. In his words, “It was arrogance, 
Trek was focused on Trek and not the customer, Trek did not 
take care of the customer. Then it got into some product 
issues, and it went downhill from there.” In my view, busi-
nesses that are customer-centric, that provide a good prod-
uct or service, and that take care of their customers are 
bound to succeed. Under these tenets, Trek Bicycle com-
pany has gone from $1 billion to $2 billion in sales in just a 
few years. You, us, we, can achieve the same if not more!  

About the Author
Rene Silva is managing partner for Or-
thoDenco Labs, a dental laboratory spe-
cialized in orthodontics and functional 
orthopedic appliances. OrthoDenco is 
the second iteration of a venture that 
started almost 50 years ago, steeped in 
the tradition of a family of dental labo-
ratory owners and operators. He over-
sees a team of almost 30 technicians 

and staff with service across the continental U.S., Caribbean, and 
Latin America. Rene holds an MBA as well as a dual bachelor's 
degree in business administration and marketing from Florida At-
lantic University, go owls! Additionally, he has multiple certifica-
tions in human resource management and marketing.
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As females 
continue to enter 
the industry, 
the pool for 
available workers 
increases, which 
does have a 
positive effect 
for laboratories 
looking for talent. 
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HEADLINESHEADLINES

The following CDTs have maintained their status for 25 or more years and were presented 
with a certificate during the 2025 Southern States Symposium & Expo.

25 YEARS:
Eric Harvey, CDT
Stacy Radke, CDT
Terry Reiter, CDT
Nelson Quintero, CDT

30 YEARS: 
Brent Comeau, CDT
Raymond Curry, CDT
Terry Henley, CDT
Felix Pages, CDT
George Phen, CDT
Robert Stoos, CDT, TE
Donna Tomporowski, CDT
William Warner, CDT, TE
William Yankowicz, CDT

35 YEARS:
Benjamin Capps, CDT
Richard Harrell, CDT
Andreas Kunze, CDT
Rodolfo Molina, CDT
Gregory Paige, CDT
Dany Sakr, CDT
Henry Tavares, CDT	

40 YEARS:
Gary Buchanan, CDT
Gerald Hines, CDT
Barbara Rodriguez, CDT

45 YEARS: 
Marla Backhaus, CDT
Robert Boucher, CDT
Kenneth Chickey, Master 
CDT, TE
Douglas Jackson, CDT

55 YEARS: 
Paul	 Eliasen, Jr., CDT
Klaus Lampmann, CDT

Above: Recognizing 45-year CDT milestone recipients 
Kenneth Chickey, Master CDT, TE (second from left) and 
Douglas Jackson, CDT (second from right) with NADL 
president Joe Young (left), and FDLA president Rick Sonntag, 
RDT (right)

Congratulations to the 
2025 CDT Milestones!

Left: Recognizing 25-year CDT 
milestone recipient Nelson 
Quintero, CDT (left) with FDLA 
president Rick Sonntag, RDT

Above: Recognizing 30-year CDT milestone recipients Felix 
Pages, CDT (second from left) and Raymond Curry, CDT 
(second from right) with NADL president Joe Young (left), 
and FDLA president Rick Sonntag, RDT (right)

Right:  Recognizing 35-year 
CDT milestone recipient Rodolfo 
Molina, CDT (center) with NADL 

president Joe Young (left), and 
FDLA president Rick Sonntag, 

RDT (right)
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These companies support the Florida Dental Laboratory Association in our mission to advance the individual and collective success 
of Florida's dental laboratory professionals to enhance oral health care. They are FDLA’s Business Partners, and have pledged their 
support to Florida’s dental laboratory profession.  Become an FDLA Business Partner Today! Call FDLA at (850) 224-0711 or e-mail 
membership@fdla.net. 

FDLA BUSINESS PARTNERSFDLA BUSINESS PARTNERS
3-Point Dental Inc. 
Phone: 82-10-4448-0999  
www.3pointdental.com
Dental lab implant screw driver set (RD10)  
Titanium anodizer (AD50).

Affordable Dentures & Implants
Phone: (252) 560-5147
www.affordabledentures.com
We provide dentures, partials and implants to our 
affiliated dentists. We have over 30 labs in the state 
of Florida and have been in business since 1975.

Amann Girrbach North  
America, LP
Phone: (704) 837-1404   
www.amanngirrbach.us/home 
With its high degree of expertise in development 
and commitment to customer orientation, Amann 
Girrbach creates sophisticated system solutions for 
tomorrow’s practice routine. Amann Girrbach has 
long proven itself in the global dental sector for the 
highest quality digital dental prosthetic products and 
innovative materials. 

Argen Corporation
Phone: (858) 455-7900   
www.argen.com
The Argen Corporation provides a wide range of al-
loys to meet any need, as well as Refining Services.

B&D Dental Technologies
Phone: (800) 255-2839  
www.bnddental.com
B&D Dental Technologies holds multiple patents and 
is a leading developer and manufacturer of high-per-
formance zirconia. Origin BEYOND Plus is available in 
both the pre-shaded MULTI and the White discs and 
B&D also offers the robust AccuSinter oven and the 
versatile Artimax articulators.

BEGO USA Inc.
Phone: (774) 571-0395  
www.begousa.com
BEGO USA emphasize progress, efficiency and devel-
op conventional state-of-the-art dental technology: 
alloys, equipment, materials, digital material and ser-
vices for the production of high-quality prostheses.

Bhi Implants Ltd.
Phone: (917) 695-2881
www.bhi-implants.com
Bhi Implants is a leading manufacturer of dental 
implants, abutments, prosthetic parts, CAD/CAM 
components and dental screws. Our mission is 
straightforward: to provide affordable products, 
streamline the purchasing process, and ensure quick 
delivery. We're here to rewrite the rules of the indus-
try. Choose Bhi Implants, and you choose excellence. 
With us, you're backed by a Lifetime Warranty on 
every product.

Cardinal Rotary Instruments
Phone: (800) 342-0599    
www.cardinalrotary.com
Precision rotary instruments, milling burs and 
unique innovations.

Fricke Dental Mfg
Phone: (630) 540-1900  
www.frickedental.com
High-impact, custom-blended denture base 
resins available in HI-I® heat-cure, HI-I® self-cure, 
and HI-I® pour. Idodentine PMMA discs for CAD/
CAM systems. Eledent® and Replica® teeth.

Garfield Refining
Phone: (267) 297-2954   
www.GarfieldRefining.com
Dental lab scrap refining is an essential way 
for dental labs to generate additional income. 
Named North America’s “Best Dental Refiner” 
for the past 10 years by Dentaltown Magazine, 
Garfield ensures the most value when it comes 
to refining bench sweeps, casting plates, and 
other dental lab scrap.

IPD USA Corp.
Phone: (305) 798-3869  
https://ipd2004.com/en-us
We manufacture implant abutments or implant 
parts such as Tibases, analogs, digital analogs, 
scanbodies, screws, multiunits. All made with the 
highest quality Titanium grade 5 material.

Ivoclar
Phone: (770) 335-2090   
www.ivoclar.com
Leading international manufacturer of high-qual-
ity dental materials for preventative, restorative 
and prosthetic dentistry.

Kulzer
Phone: (574) 299-5502   
www.kulzerus.com
Scrap Refining

Kuraray Noritake Inc.
Phone: (317) 764-1312   
www.kuraraynoritake.com
Katana Zirconia Discs, Esthetic colorant, Cerabien 
ZR FC Paste Stain & Glazes, Panavia SA Cement 
Universal, CZR Porcelain and EX-3 Porcelain.

New Stetic USA
Phone: (954) 400-0500
www.newsteticusa.com
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Osteon Medical
Phone: (888) 203-6180
www.nexusios.com
Osteon Medical is responsible for cutting-edge, 
industry-led dental implant prosthetics. Pioneering 
technological advancement in manufacturing, data 
capture and clinical outcomes.

Panthera Dental
Phone: (855) 233-0388    
www.pantheradental.com
Headquartered in Quebec, Canada, Panthera Dental 
is a world leader in CAD/CAM implant solutions 
and dental sleep appliances. Designing, develop-
ing, manufacturing and marketing high-level dental 
restoration solutions, mandibular advancement 
devices, and related products using superior quality 
materials and an advanced CAD/CAM process. 

Preat Corporation
Phone: (800) 232-7732   
www.preat.com
Preat Corporation provides the widest selection of 
restorative solutions coupled with industry-leading 
technical support. The diverse product line includes 
implant attachments for fixed, partial and remov-
able restorations, abutments, and components 
for all major implant systems, along with the new 
Implant Buddy driver set, Omega Torque Wrench, 
and Dynamic Abutment Solution. 

Sterngold
Phone: (508) 226-5660   
www.sterngold.com
Sterngold provides quality and affordable dental im-
plants, attachments, and consumables. Leading with 
STS: Sterngold Total Smile we help dental labs grow 
their customer base and enjoy a thriving business.

VITA North America
Phone: (714) 221-6726    
www.vitanorthamerica.com 
VITA provides top products for analog and digital 
shade determination, communication and checking 
(e.g. VITA Easyshade V) to ensure perfect shade 
matching and collaborative communication. With 
robust offerings spanning out prosthetic solutions 
with traditional or digital denture teeth, veneering 
materials, CAD/CAM blocks and furnaces, VITA has 
you covered.

Zimbis
Phone: (480) 268-7955   
www.zimbis.com
Smart inventory cabinets that improve lab profit 
and regulatory compliance through automated 
ordering, billing, and FDA lot number tracking.

Welcome New 2025 – 2026  
FDLA Board Members

Alexander 
Wünsche, CDT
President-Elect

Tanya Ramirez
Director at Large

Nancy Franceschi
Supplier 

Representative

Hallie Wyrick
Supplier 

Representative
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FDLA Board of Directors

https://www.facebook.com/floridadentallaboratoryassociation

Advertiser Directory

SOUTHERN STATES SYMPOSIUM & EXPO OFFICE
(850) 224-0711  |  membership@fdla.net

Symposium Executive Director: Christina Welty, christina@fdla.net
Symposium Meeting Manager: Lauren Asbell, CMP, lauren@executiveoffice.org
Symposium Exhibits Manager & Sponsorships: Kim Barclay, exhibits@fdla.net
Symposium Advertising Manager: Maureen Turner, advertising@fdla.net
Symposium Speakers and Symposium Registration Manager:  Susan Tobin, 
stobin@executiveoffice.org

FLORIDA DENTAL LABORATORY ASSOCIATION
325 John Knox Rd, Ste L103, Tallahassee, FL 32303
Phone: (850) 224-0711  |  Fax: (850) 222-3019

FDLA CalendarConnect with

ZERO INZERO IN

https://www.fdla.net

CLASSIF IEDSCLASSIF IEDS
CONTACT:  Maureen Turner, Advertising Director
(850) 224-0711  advertising@fdla.net

PRESIDENT
Rick Sonntag, RDT
4Points Dental Design
St. Petersburg 
rick_Sonntag@me.com

PRESIDENT-ELECT
Alexander Wünsche, CDT
Zahntechnique Inc., CDL
Miami Lakes
alex@zahnlab.com

SECRETARY / TREASURER
Fernando de Leon
Precision Esthetics
Apopka
fernando@precisionestheticsinc.com

PAST PRESIDENT  
Kevin Krumm, CDT, TE 
Touchstone Dental Laboratory, LLC
Altamonte Springs
kwkrumm@gmail.com

DIRECTORS AT LARGE
Enja Dorjchuluun
Sakr Dental Arts, Inc.
Winter Park
enja.dorj@sakrdental.com

Nicole Follert
Leixir Dental Group / Knight Dental 
Group
Oldsmar
nicole.follert@leixir.com

Tanya Ramirez
4Points Dental Design
St. Petersburg
tmest.1982@gmail.com

Rene Silva
OrthoDenco Labs
N. Lauderdale
silvar@orthodenco.com

SUPPLIER REPRESENTATIVES
Nancy Franceschi
Amann Girrbach 
nancy.franceschi@amanngirrbach.com

Hallie Wyrick 
Vulcan Custom Dental
hwyrick@vulcandental.com

EXECUTIVE DIRECTOR
Christina Welty 
Tallahassee
christina@fdla.net

https://www.instagram.com/fdla_dental/

JUNE 5 – 6, 2026
Signia by Hilton Orlando Bonnet Creek, Orlando, Florida
Learn more at www.fdla.net

Bradenton, Fla.
Premiere 1 Dental Lab
Implant technician – fixed and removable.

Key Responsibilities:
•	 Technical communication with clients.
•	 Order components.

Qualifications:
•	 CDT
•	 10 years experience.  
•	 Knowledge of implant components and their applications.  
•	 All-on-4 understanding. 
•	 Excellent communication skills.

Compensation:
•	 Competitive salary based on experience.  

Benefits:
•	 PTO
•	 Health Insurance  
•	 401(k)

To apply, send resume to eric@premiere1dental.com

Alien Milling. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .                              Inside Back Cover 
www.alienmilling.com 

B & D Dental. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .                                      Page 25 
www.BnDdental.com

Ivoclar.. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .                                  Inside Front Cover 
www.ivoclar.com

Kulzer . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .                                           Page 15 
www.KulzerUS.com

Kuraray America, Inc.. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .                               Page 29 
www.kuraraydental.com

Preat. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .                                  Outside Back Cover 
www.PREAT.com

Zahn Dental . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .                                      Page 23 
www.zahndental.com

Zirkonzahn . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .                                       Page 19 
www.zirkonzahn.com
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TM

BUY NOW!
Connect with an Authorized Dealer
katanazirconia.com/buy-now

KATANA is a trademark of Noritake Co., Limited

UTML HTML PLUSYML STML HT
Strength

45 %
1150 MPa

Balanced
49 %

748 MPa

Translucent
51 %

557 MPa

All-in-One
45-49 %

750-1100 MPa

Monochromatic
43 %

1125MPa

Optimization:
Translucency:
Strength:

ISO 6872: 2015 (Three-point bending test)
Distance: 30mm / Sample size: 40mm x 4mm x 3mm

Esthetic Colorant Is Back! 
All Shades And Confi gurations In Stock

Visit the Kuraray Booth
LMT LAB DAY East I Exhibit Hall
Westchester Marriott, Tarrytown, NY
Saturday, September 27, 2025
9:00 AM - 4:00 PM
Hands-On Demonstration: Esthetic Colorant
with Edgar Munoz

See it in Action!
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FOCAL POINTFOCAL POINT

Why did you originally decide to join 
the FDLA?

After nearly 20 years in various roles within a 
dental laboratory, I felt it was time to give back 
to the profession that has shaped so much of my 
life. I’ve seen how essential community, shared 
knowledge, and professional support are for 
both individual technicians and the industry as 
a whole. Joining the FDLA felt like a natural next 
step—an opportunity to stay engaged while ac-
tively contributing to the future of dental technol-
ogy in Florida. I’ve always been passionate about 
helping others learn and grow, and through the FDLA, I saw the 
chance to mentor new technicians, support continuing educa-
tion, and advocate for high standards in our field. Being part of 
an organization that values education, connection, and progress 
is deeply meaningful to me. I’m proud to be involved in some-
thing that works hard to uplift the dental laboratory profession.

What value do you receive out of being a member? 

Education and advocacy. Most of us don’t have extra time in our 
daily lives. Whether it is personal or professional, we’re all busy 
managing day-to-day responsibilities. Sure, there are countless 
educational events and webinars available online—but who has 
the time to sift through them, register, and attend? That’s where 
FDLA membership truly shines.

FDLA board members are dental technicians and lab owners 
who understand the real-world challenges you face in the lab 
every day. We curate high-quality, relevant educational oppor-
tunities tailored to your needs—and we bring them to you in 
convenient, accessible locations across the state. It’s not just 
about education. There’s real strength in numbers.

As members, we come together to advocate for the dental labo-
ratory profession—both here in Florida and nationally through 
our work with the NADL. Being part of the conversation not only 

A Collective Concern
Enja Dorjchuluun, MBA is the business operations manager at Sakr Dental Arts, based 
in Winter Park, Fla. She has learned all aspects of the laboratory business for 18+ years. For 
the last eight years, she has delved deeper into implant dentistry, hybrid restorations, and 
improving communication and workflow with doctors and staff. She believes FDLA provides 
the platform to make a collective difference in the industry. 

impacts the future of the profession, it also enrich-
es your skills, confidence, and perspective.

In what ways is the Symposium worth 
the investment of time and money?

The Symposium is absolutely worth it because it 
allows dental technicians to step away from the 
day-to-day routine and immerse themselves in the 
broader world of dental technology. Many of us 
work in small, focused environments, often with 
the same colleagues and doctors. That can limit 
our exposure to new technology and ideas. The 

Symposium breaks that routine by bringing together technicians, 
lab managers, and industry leaders to share knowledge, discover 
new technologies, and learn from one another.

From hands-on demonstrations to expert-led seminars and in-
formal conversations with peers, every interaction offers value. 
For bench technicians especially, it’s a chance to sharpen skills, 
explore new tools and materials, and return to their labs with 
fresh insights and renewed energy.

More than just technical learning, the Symposium builds commu-
nity. It helps attendees stay informed on industry trends, adapt 
to changes, and even spark new collaborations. In a fast-evolving 
field like ours, staying connected and engaged is essential—and 
the Symposium delivers that in a way few other events can.

As many state associations are dissolving, how 
do you see the FDLA evolving to meet the needs of 
Floridian dental laboratories?

Unfortunately, our industry is shrinking as many labs consolidate, 
technical schools close, and the willingness to pay for quality is 
diminishing. To fight this erosion, all the local laboratories must 
come together to address the issue as a collective. FDLA is the 
main platform for us to do that. That is why I signed up to be a 
board member. 
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P R E A T . C O M   •   8 0 0 . 2 3 2 . 7 7 3 2

THE POWER TO PLAY YOUR WAY 
In-house or outsourced, Preat puts you in control 

of your custom abutment workflow.

PLAY YOUR WAY
In-house or Outsourced

Mill Master 2025 Design Ace

Speed Power Up! 
 �  Unlock FDA-cleared PNP process.

 �  Mill confidently. Stay compliant. 

Restorative Flexibility Power Up! 
 �  Patient-Specific Abutments.

 �  Fast, compatible, dependable.   

A new degree of customization with Preat’s  
Angled Screw Channel solutions!  
The most comprehensive implant compatibility while  
allowing for a variable angulated screw channel of 0-30°.

PARTNER WITH PREAT! 

0–30°


