
The International Congress of 
Oral Implantologists, the world’s 
largest dental implant organiza-
tion and provider of dental implant 
education, has certified more than 
5,000 members as fellows, masters 
and diplomates since its inception 
in 1972.  

Participation in ICOI’s Inter-
national Advanced Credentials 
program highlights members’ 
implant training and experience 
to potential implant patients.  

Members of the ICOI display 
credential awards throughout 
their offices as they provide a 
stimulus for all team members to 
review their qualifications with 
patients both in office and online 
via their Web sites.  

Credentialed members are also 
recognized among their peers and 
are local leaders as well as glob-
al ambassadors for the field of 
implant dentistry.

ICOI fellows, masters and dip-
lomates have satisfied several 
requirements including docu-
menting evidence of successful 
completion of implant cases and 
implant education. 

At the mastership and diplo-
mate levels, there are addition-
al requirements for table clinic 
case presentations, lectures and/
or published articles as well as 
completion of written examina-
tions and oral interviews.  

Become a fellow, master 
or diplomate with the ICOI
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Dr. Paul Feuerstein receives 
award at Yankee Congress
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Metal foam 
takes stress 
off implants
By Claudia Salwiczek, DTI

A newly developed metal foam 
that mimics the natural structure 
of bones could help to prevent the 
rejection of biomedical body replace-
ments such as dental implants. 

The composite material, which 
is made out of 100 percent steel 
and aluminium, is lighter than solid 
titanium and has an extraordinarily 
high-energy absorption capability, 
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Drs. Kenneth Judy and Carl 
Misch, ICOI co-chairs, state: “Cre-
dentialing programs represent the 
best avenue to constantly challenge 
oneself. By testing and evaluating 
your knowledge of implant dentistry 
and clinical skills, you review, learn 
new concepts and elevate your level 

of patient service.”
All ICOI credentialed members 

have implant educational mainte-
nance requirements:  

• ICOI fellows must maintain their 
ICOI membership in good standing, 
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The ICOI Spring Symposium and 13th IPS Symposium will take place April 
22-24 in New Orleans. The theme is ‘Implants and All That Jazz,’ and the 
event will correspond with the New Orleans Jazz Fest. (Photo/stock.xchng)

Composite foam in scale. (Photo/
Provided by NCSU)

‘Implants  
and All  
That Jazz’
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Tell us 
what 
you 

think!

Do you have general comments or criticism you would 
like to share? Is there a particular topic you would like 
to see more articles about? Let us know by e-mailing us 
at feedback@dental-tribune.com. If you would like to 
make any change to your subscription (name, address 
or to opt out) please send us an e-mail at database@
dental-tribune.com and be sure to include which pub-
lication you are referring to. Also, please note that sub-
scription changes can take up to 6 weeks to process.
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implant education within five years 
after becoming an ICOI fellow and 
attend at least one ICOI-sponsored 
or co-sponsored meeting every three 
years.  
 • IPS masters must maintain their 
ICOI membership in good standing, 
accumulate 100 hours or more of 
implant education within five years 
of becoming an IPS master and attend 
at least one ICOI-sponsored or co-
sponsored meeting every three years. 
 • ICOI diplomates must maintain 

their ICOI membership in good stand-
ing, accumulate 150 hours or more of 
implant education within five years 
of becoming an ICOI diplomate and 

attend at least one ICOI-sponsored 
or co-sponsored meeting every three 
years.
 (Source: ICOI) 

f IT  ‘ICOI,’ page 1 Attention: ICOI fellows, masters, diplomates
Please join us for a group photo of all existing and newly creden-
tialed ICOI fellows, masters and diplomates on Saturday, April 24, 
at 12:05 p.m. immediately following Dr. Joseph Kane’s presenta-
tion in Acadia Room (main lecture hall). 

This photo will be available online for you to download and put on 
your Web site or submit to your local newspaper to reinforce your 
educational commitment and implant experience to your patients.

IT

AD

a paper by researchers at the North 
Carolina State University reports. 

In addition, the modulus of elas-
ticity of the foam has been proven 
similar to that of bone. 

Modulus of elasticity has been 
demonstrated as extremely impor-
tant for biomedical implants. When 
a dental implant is placed in the 
body to replace a bone, it needs 
to manage the loads in the same 
way as the surrounding bone. If the 
modulus of elasticity of the implant 
is much larger than the bone, the 
implant will take over the load bear-
ing and the surrounding bone will 
start to die, a process called stress 
shielding.

“Our foam can be a perfect match 
as an implant to prevent stress 
shielding,” said Dr. Afsaneh Rabiei, 
associate professor of mechanical 
and aerospace engineering at NC 
State and co-author of the paper. 
“The rough surface of the metal 
foam will also bond well with the 
new bone formed around it and let 
the body build inside its surface 
porosities.”

He concluded that through these 
features, mechanical stability and 
strength of implants inside the body 
could be significantly increased in 
the future.
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Swiss implant group 
invites dentists to  
Geneva symposium
By Daniel Zimmermann 
Dental Tribune International Group Editor

LEIPZIG, Germany — The Inter-
national Team for Implantology 
(ITI) has announced that it will 
discuss new clinical methods for 
diagnosis and treatment planning at 
its upcoming World Symposium in 
Geneva, to be held April 15-17. 

The forum, which is open to  
implant specialists worldwide, will 
be complemented by two full-day 
pre-symposium cours es on soft-tis-
sue management and bone grafting. 
Simultaneous interpretation will be 
provided from English into 12 other 
languages, including Chinese, Japa-
nese and Korean, organizers said.

This year’s meeting, which also 
marks the 30th anniversary of the 
organization, will be held for the 
11th time. More than 100 experts 
from 25 countries are expected to 
attend the event. 

For the first time, the meeting will 
also be accompanied by an industry 
exhibition.

The Swiss-based ITI is an 
 independent academic organ ization 
dedicated to the prom otion of evi-
dence-based research in the field of 
implant dentistry. It al so focuses on 
the development of comprehensive 
treatment guide lines such as the ITI 
Treatment Guide series, which is 
claimed to be substan tiated by exten-
sive clinical testing and successful 
long-term results. Furthermore, ITI 
funds research and provides schol-

arships to young clinicians.
According to the group’s figures, 

the organization currently has 7,000 
members and divisions in more than 
24 countries.

The International Team for
Implantology (ITI), a leading aca-
demic organization dedicated to
the promotion of evidence-based
research and education in the field
of implant dentistry, is hosting the
11th ITI World Symposium from
April 15–17 in Geneva, Switzerland. 
(Photo/stock.xchng)
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Implant Tribune strives to main-
tain the utmost accuracy in its 
news and clinical reports. If you 
find a factual error or content that 
requires clarification, please report 
the details to Managing Editor 
Sierra Rendon at s.rendon@dental-
tribune.com.
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Feuerstein named Clinician of the Year
For Paul Feuerstein, DMD, a prac-

ticing general dentist and a promi-
nent opinion leader in the dental 
industry,  2010 is off to a great start.

In January, Feuerstein was pre-
sented the Clinician of the Year Award 
by the Massachusetts Dental Society 
(MDS). The award was presented to 

Feuerstein during a ceremony at the 
35th annual Yankee Dental Congress, 
which is the fifth largest dental meet-
ing in the country and is sponsored 
by the Massachusetts Dental Society, 
in cooperation with the Connecti-
cut, Maine, New Hampshire, Rhode 
Island and Vermont dental associa-
tions.  

The award also includes a $1,000 
donation to the dental school of 
Feuerstein’s choice, which is the Uni-
versity of Medicine and Dentistry of 
New Jersey, his alma mater. 

According to the Yankee Den-
tal Congress: “Paul Feuerstein has 
been a fixture for more than half 
of Yankee’s history. At the forefront 
of technology, having installed one 
of dentistry’s first “in-office comput-

ers” as early as 1978, Feuerstein has 
honed his knowledge in his high-tech 
dental office and shared that knowl-
edge with his colleagues at Yankee 
Dental Congress. Always willing to 
design a new course for the society, 
he has been instrumental in bringing 
others into the computer age, intro-
ducing them to such things as the 
Internet, digital radiology and other 
technologies. Feuerstein is also the 
high-tech writer for the Journal of 
the Massachusetts Dental Society. He 
is the consummate volunteer, always 
available to help with no expectation 
of anything in return.”

More recently, Feuerstein was 
appointed adjunct assistant profes-
sor at Tufts University School of 
Dental Medicine in general dentist-
ry. Located in downtown Boston, 
the school is dedicated to training 
doctors of dental medicine as expert 
clinicians.  

In this role, Feuerstein will have 
the opportunity to introduce the latest 
technologies to the students, faculty 
and C.E. course attendees.

 “This has certainly been an excit-
ing year so far,” Feuerstein said. “I’ve 
always felt fortunate for the oppor-
tunity to work in a profession that I 
truly love and where I can help so 
many people. The Clinician of the 
Year award from the Yankee Dental 
Congress and the academic appoint-
ment from Tufts University are defi-
nitely highpoints of my career.”

Feuerstein graduated from the 
New Jersey College of Medicine and 
Dentistry in 1972. He received his 
B.S. at SUNY Stony Brook in 1968. 
Today, Feuerstein serves as a con-
sultant to the dental profession and 
is a lecturer to dental associations on 
technology related topics. He is tech-
nology editor of Dental Economics 
and a contributor to many journals in 
the United States and abroad. He has 
incorporated many of these products 
and ideas in his general practice in 
Massachusetts and frequently pres-
ents these products/ideas in his semi-
nar series.

Paul Feuerstein, DMD, receives the 
Massachusetts Dental Society’s 2010 
Clinician of the Year Award. (Photo/
Lanmark Group)
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New data exchange 
feature links CADENT 
iTero system with   
Straumann CAD/CAM

 
At the Chicago Dental Society Mid-

winter Meeting, one of America’s 
largest dental exhibitions, Straumann 
introduced an array of integrated 
computer-based technologies that 
have been designed to increase confi-
dence, safety, precision and reliability 
in implant and restorative dentistry.

Under the new umbrella brand 
of Straumann Digital Solutions, the 

company now offers state-of-the-art 
computer-guided surgery, intra-oral 
scanning and CAD/CAM prosthetics to 
specialists, general dentists and den-
tal laboratories in various markets 
around the world.

Straumann is the only leading man-
ufacturer in implant, restorative and 
regenerative dentistry to offer all these 
services. The company will also pres-
ent a number of new products and 
features that will be launched over the 
course of the year.

With these new innovations in 
intra-oral scanning, CAD/CAM and 
computer guided surgery, a complete 
Straumann tooth — from implant to 
final crown — is now available from 

a single provider. Straumann’s inte-
grated state-of-the-art digital solutions 
now support implant placement, res-
toration and esthetic performance.

Gilbert Achermann, president and 
CEO, commented: “Digitalization will 
impact all aspects of dentistry as digital 
workflows supersede labor-intensive 
manual processes, enhancing inter-
faces, shortening treatment, reduc-
ing potential for error and improv-
ing quality assurance. These benefits 
are expected to translate into lower 
treatment costs, added convenience 
and improved comfort for patients. 
Straumann is committed to bringing 
the new technologies to customers as 
part of an integrated array of flexible, 

Straumann launches digital-solutions platform
reliable solutions that are designed 
to optimize workflows and enhance 
patient care.”

A major drawback facing dental 
professionals wishing to invest in dig-
ital applications is that equipment, 
such as scanners, surgical guides 
etc., has to be sourced from a variety 
of manufacturers without standard-
ization, or is part of a closed sys-
tem offered exclusively by a single 
provider. Customers, therefore, face 
being “locked in” or having flexibility 
without full assurance of connectivity, 
quality and comprehensive support 
services.

Straumann Digital Solutions offers 
the flexibility of open, state-of-the-art 
systems together with seamless con-
nectivity to one of the world’s leading 
implant, restoration and regenerative 
systems, in addition to guaranteed 
Straumann quality, service and net-
work support.

The company’s expanding portfo-
lio of digital solutions includes three 
competencies: computer-guided sur-
gery, intra-oral scanning and CAD-
CAM prosthetics.

Computer-guided surgery
The combined use of 3-D imaging 
digital design software to plan and 
execute precise implant placement is 
an emerging trend. Using a computed 
tomographic image of the patient’s 
jaw, the dental surgeon plans the 
position, angulation and depth of the 
implant on a computer using sophisti-
cated planning software. The data are 
then used to produce a plastic surgical 
template that fits onto the patient’s 
teeth or gum. The template incorpo-
rates sleeves that guide drills, taps and 
profilers, designed for optimal implant 
placement. 

Computer-guided surgery is design-
ed to offer the dentist a clear view of the 
bone condition, the position of nerve 
and vascular structures, and the final 
implant location. It simplifies the plan-
ning and execution of complex pro-
cedures, which can reduce the risk of 
surgical and prosthetic complications.

Powerful intra-oral scanning
Straumann also announced that its 
CAD/CAM service is now connected 
to Cadent’s iTero intra-oral scanning 
system. Intra-oral scanning enables 
the dentist to create a 3-D image 
of the patient’s teeth using a digital 
scanner inside the mouth. Replacing 
the slower conventional process of 
impression-taking in the dental prac-
tice and model casting in the labo-
ratory, digital intra-oral scanning is 
designed to deliver considerable time- 
and cost-savings — as well as high 
precision — for both the lab and the 
dental practice

In addition to the data sharing-
agreement that connects the two com-
panies’ systems, Straumann has exclu-
sive distribution rights for CADENT’s 
iTero scanning system in Europe and 
offers European dentists leading intra-
oral scanning technology as part of 
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Send 
us  

your 
case 

study!

Have an interesting implant case you would 
like to share with 15,000 of your peers? To have 

your case study considered for publication in 
Implant Tribune, send your 800- to 1,200-word 
case study and up to 12 high-resolution photos 
to Managing Editor Sierra Rendon at s.rendon@
dental-tribune.com. Authors will be notified of 
publication and have an opportunity to review 
the designed case study prior to final publica-
tion. Cases will be published pending editor 

approval and space availablility.

By Roger P. Levin, DDS

When the relationship between an 
implant doctor and a restorative doc-
tor works well, everyone benefits. 

Patients enjoy truly excellent care 
and experience superior customer 
service while both offices are able to 
successfully increase production. 

To keep the relationship between 
the implant and restorative practice 
productive, implant doctors should 
consider the following:

• Absence does not make the heart 
grow fonder

• Don’t be the lone ranger
• Be seen as a valuable resource
• Referral marketing is your future

Absence does not make the 
heart grow fonder
Having face-to-face meetings with 
referring doctors at least several 
times a year will strengthen rela-
tionships with restorative doctors. 
The number of patient referrals has 
a direct correlation to the frequency 
of direct communication with the 
restorative dentist. 

However, even for those dentists 
who only refer a few patients each 
year, implant doctors should make 
an effort to meet them periodically 
throughout the year.

Don’t be the lone ranger
Implant doctors can’t do every-
thing themselves. That’s where the 
implant treatment coordinator (ITC) 
comes in. 

The ITC handles most aspects 
of patient communication, allowing 
you to spend more time chair-side 

Making referral relationships work

and less time on administrative and 
marketing duties. 

A well-trained ITC can help your 
office build stronger relationships 
with all of your referring practices. 

This matters a great deal. The 
degree of communication between 
the two practices often determines 
a successful treatment outcome 
and the ultimate satisfaction of the 
implant patient. 

Be seen as a valuable  
resource
Educational seminars, held at a local 
hotel or other venue, can provide 
valuable information to referring 
doctors while giving the implant doc-
tor an opportunity to meet with them 
socially. 

Implant companies are an excel-
lent resource for speakers on the lat-
est implant advances and restorative 
techniques. 

This type of educational out-

reach is particularly beneficial for 
restorative doctors interested in sig-
nificantly advancing their implant 
knowledge and expanding implant 
services. 

In addition, these events create a 
tremendous amount of goodwill for 
your practice.

Referral marketing is your 
future
A successful referral marketing pro-
gram is based on consistent and 
ongoing contact with restorative doc-
tors. 

The right marketing strategies 
over the long-term can: 

• Strengthen relationships with 
current referring doctors.

• Turn occasional referrers into 
frequent referrers.

• Lead to increased production 
and profitability.

About the authorIT

Dr. Roger P. Levin is chairman and chief 
executive officer of Levin Group, a leading 
implant practice management firm. Levin 
Group provides Total Implant Success™, 
the premier comprehensive consulting 
solution for lifetime success to implant 
clinicians in the United States and around 
the world. 

Levin Group
10 New Plant Court
Owings Mills, Md. 21117
(888) 973-0000 or (410) 654-1234
customerservice@levingroup.com
www.levingroupimplant.com

Conclusion
Referral relationships will change 
over time. They can become stronger 
or they can weaken. 

Following these four strategies to 
build quality relationships with refer-
ring doctors will lead to better patient 
care and increased production for 
implant and restorative practices alike.

Implant Tribune readers are enti-
tled to receive a 50 percent courtesy 
on a Levin Group Practice Poten-
tial Analysis™ — an in-office evalu-
ation designed to identify the true 
potential of your practice. Call (888) 
973-0000 and mention “Implant Tri-
bune” or e-mail customerservice@
levingroup.com with “Implant Tri-
bune” in the subject line. For more 
information on Levin Group seminars 
and programs, go to www.levingroup
implant.com.

(Photo/Stock.xchang)

‘The number of patient referrals has  
a direct correlation to the frequency  

of direct communication with the  
restorative dentist.’ 
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World-class speakers engaged 
an active audience on treatment 
planning complex and routine bone 
grafting cases at Osteogenics’ 2010 
Global Bone Grafting Symposium, 
held March 26-27 at the Westin 
Kierland Resort & Spa in Scottsdale, 
Ariz.

The speakers came from all over 
the world to discuss how successful 
bone grafting procedures can lead 
to predictability in implant place-
ment. This was the second con-
secutive year Osteogenics Biomedi-
cal hosted the event, which will 
continue to be an annual event, in 
Scottsdale.

Led by keynote speaker Dr. 
Michael Pikos, the 300 clinicians 
in attendance had the opportunity 
to listen to the speakers’ presen-
tations, which focused primarily 
on treatment planning cases from 
patient presentation to prosthetic 
restoration. Many attendees also 

Interactive format praised 
at Osteogenics Global  
Bone Grafting Symposium

had the opportunity to pose ques-
tions to the speakers, both during 
and after their presentations.

Additional speakers included 

Drs. H. Dexter Barber of Phoenix, 
Suzanne Caudry of Toronto, Daniel 

AD

Attendees participate in a hands-on 
demonstration at Osteogenics’ 2010 
Global Bone Grafting Symposium in 
Scottsdale, Ariz.

Symposium speakers discuss treatment planning options during an interac-
tive treatment planning session. (Photos/Osteogenics)
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