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  In preparation for this year’s IDS, 
the organisers held a live online 
press conference via YouTube in May 
to inform international media part-
ners about the upcoming event. A 
unique mix of analogue and digital 
formats is planned for the event and 
will make IDS 2021 a very special 
event that will meet the demands of 
this extraordinary time.

The press conference was held 
under the motto “Out of crisis man-
agement and into future orientation”, 
which will also be the motto of the 
39th IDS, which will take place from 
22 to 25 September in Cologne.

Mark Stephen Pace, chairman of 
the board of the Association of the 
German Dental Industry (VDDI), said 
that everyone was looking forward to 
the event. There was great optimism, 
mainly because “developments are 
going quite well”, “measures are hav-
ing an effect”, and “vaccination suc-
cesses are increasing worldwide”.

Pace explained why the imple-
mentation of the IDS is so important, 
arguing that it is important for the 
dental profession to have access to in-
novations and to be able to talk about 
them. As an example, he mentioned 
topics such as artifi cial intelligence, 
which is progressing despite the pan-
demic, and which must be discussed.
He further emphasised that he and 
the business organisation remain 

confi dent about the future economic 
position of dental companies despite 
a signifi cant decline in turnover in 
the 2020 fi scal year.

According to a Treuhand trust 
survey that was launched at the be-
ginning of 2021, the VDDI member 
companies earned a total turnover of 

€4.82 billion in 2020, 13.1% less than 
2019. About €2.92 billion, a drop of 
16.5%, was earned in export mar-
kets.

The German domestic market 
however developed considerably 
more robustly than the export mar-
kets. In 2020, domestic sales reached 
€1.9 billion and were thus only 7.3% 
lower compared with the previous 
year. Overall, slightly more than two-
thirds of the companies that took 
part in the survey reported lower 
domestic sales fi gures than in 2019.

Pace stated that, by implement-
ing measures to increase effi ciency 
and reduce costs, dental companies 
had done their utmost to ensure that 
declines in sales did not escalate.

Although Pace assumed that 
some companies would keep strug-
gling for some time to reach 2019 

sales levels, the survey also indicated 
that the industry would most likely 
experience a recovery throughout 
the course of this year. Over 50% of 
the surveyed companies forecast an 
increase in turnover in 2021, and an 
additional 42% expected at least a 
turnover at the level of 2020.

“Not all regions will recover at 
the same pace. Some economic re-
gions are still occupied with over-
coming the corona crisis. The health 
systems are under a high degree of 
pressure, but we can assume that in 

the medium term the success of vac-
cinations will also lead to recoveries 
in these regions. The general health 
awareness and a need for health ser-
vices resulting from this will in-
crease,” Pace concluded.

The 39th IDS will be a hybrid 
event—that is, a combination of on-

site events and sections that will 
take place online. According to Dr 
Peter Engel, former president of the 
German dental association, and 
Dominik Kruchen, president of the 
Verband Deutscher Zahntechniker- 
Innungen (association of German 
dental technicians’ guilds), these 
concepts have already yielded posi-
tive experiences. They have found 
that dentists are able to get used to 
the new concepts relatively quickly 
owing to their affi nity for technology 
and their openness. Nevertheless, 

“people also want to meet in person,” 
Kruchen added.

Pace reiterated the importance 
of digitalisation and that progress 
had been made, but stated that there 
is clearly a lack of infrastructure to 
move forward. He also feels it is es-
sential to meet in person and said: “It 

is very important that we maintain 
relationships. The most important 
part of successful business is not 
possible without face-to-face meet-
ings. Digitalisation helps us become 
more effi cient, improve communica-
tion and reduce costs, but it is no 
substitute.”

Dr Marco Landi, president of the 
Council of European Dentists, agreed 
and then summed up by stating that 
September is the right time to take 
off again in the dental industry 
across Europe.

Although some major players 
in the dental industry, including 
Dentsply Sirona, will not be taking 

part in this year’s IDS for “various 
reasons”, the organisers hope that 
an interesting trade fair can be cre-
ated with the companies that have 
registered so far. 

The latest information on IDS 
can be found at www.english.ids- 
cologne.de. 

The show must go on—dental industry looks ahead confi dently
IDS will help revive market situation after signifi cant turnover decline in 2020.

 European press conference, from left to right: Dr Peter Engel, former president of the German dental association; Dominik Kruchen, president of the 
association of German dental technicians’ guilds; Dr Marco Landi, president of the Council of European Dentists; Corinna Mühlhausen, Zukunftsins-
titut Frankfurt; Mark Stephen Pace, Association of the German Dental Industry (VDDI) chairman; Oliver Frese, chief operating offi cer of Koelnmesse; 
moderator Nadja Cleven; and Dr Markus Heibach, executive director of VDDI. (Image: Koelnmesse/IDS)

Oliver Frese, chief operating offi cer of Koelnmesse, stated that the security concept implemented by 
Koelnmesse will keep visitors safe and ensure that exhibitors are successful. (Image: Koelnmesse/IDS)

Interview
Mark Stephen Pace speaks about the inno-
vations at IDS 2021 and major topics that 
are shaping dentistry. 

Industry trends
Learn more about state-of-the-art techno-
logy that will be on display during IDS 2021.

Products in focus
From direct restoration systems to hand-
pieces and CAD/CAM software: this year’s 
exhibitors have it all.
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“Digitalisation helps us 

become more efficient, 

improve communica-

tion and reduce costs, 

but it is no substitute.”

Mark Stephen Pace, VDDI
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n From 22 to 25 September, Cologne 
will once more become the place to 
be for dental professionals when the 
39th edition of IDS takes place. Mark 
Stephen Pace, chairman of the Asso-
ciation of the German Dental Indus-
try, discussed his optimism ahead of 
the  event  and  the  innovations  that 
he  sees  as drivers  of  the dental  in-
dustry’s future. 

Mr Pace, IDS 2021 is just around the 
corner. Are you worried that another 
COVID-19 wave will still prevent the 
trade fair from taking place? 

 I think we have two options. Ei-
ther we assume that IDS cannot take 
place  under  any  circumstances  and 
slide  into  depression,  or  we  accept 
the  challenge  and  ask  ourselves: 
what do we have to do to ensure IDS 
2021 will be a success for all involved 
and lead our industry into a new nor-
mal? I have unequivocally decided in 
favour of this second option.

With IDS only a few weeks away, 
we can  sense  the promise of a new 
beginning. IDS will light the way for 
the whole dental industry!

What steps have you taken to make 
IDS 2021 a success? 

 We have created safe conditions 
in the trade fair halls. The #B-SAFE-
4business  concept  has  been  specifi-
cally developed for this purpose and 
gives us great flexibility. If, for exam-
ple,  the  minimum  social  distancing 
requirements  are  decreased  or  in-
creased the day before the trade fair 
begins  owing  to  the  COVID-19  inci-
dence rate at the time, we can react 
immediately  to  the situation. Visitor 
management  will  then  also  change 
accordingly.  This  will  be  conducted 
via  our  indoor  positioning  system,  
developed  in conjunction with Sam-

sung  SDS,  using  the  associated 
eGuard smartphone app.

We must, of course, acknowledge 
that  we  cannot  prevent  unexpected 
developments related to the COVID-19 
incidence rate in the broader popula-
tion. Anything that occurs under the 
present conditions over the next few 
weeks  will  see  us  go  as  far  as  hu-
manly possible to find a solution for 
the trade fair. IDS 2021 will be a safe 
place, not least because visitors from 
industry and trade, and dentists, den-
tal  technicians and their  teams deal 
professionally  with  hygiene  and  in-
fection control on a daily basis—and 
thus will also do so at IDS. 

What do you see as the major topics 
that are shaping dentistry?

   We have all certainly endured 
some difficult months, but are now re-
alising that it’s going to be different 
in the future—things are looking up. 
We  must,  however,  also  reorientate 
ourselves  and  adjust  to  these  new 
conditions.

For me, the first priority is to as-
sess  the  situation  and  be  proactive. 
Patients come into the dental practice 
with  a  greater  awareness  of  health 
and its various dimensions. Many pa-
tients  now  understand  that  oral 
health and general health are closely 
linked and that strengthening perio-
dontal health is also a protective fac-
tor  against  severe  progression  of 
COVID-19. While this has been relia-
bly  proved  in  studies,  reduction  of 
other oral inflammation—for example 
of  the  dental  pulp—through  treat-
ment  is  also  a  likely  advantage  for 
general  health.  Presumably,  this  is 
also a positive component in the de-
fence against COVID-19.

We can take advantage of this in-
creased awareness in patients by dis-
cussing the subject with them and us-
ing  it  to  create  awareness  of  the 
importance of recall appointments, as 
well as the value of high-quality den-
tistry. 

What does this mean for IDS visi-
tors? 

   As a trade fair visitor,  I would 
look around to see how I can offer pa-
tients  the best possible dental  treat-
ment  using  state-of-the-art  technol-
ogy.  This  begins  with  periodontal 
prophylaxis—virtually  nowhere  else 
can you find such a large selection of 
manual instruments, sonic and ultra-
sonic  instruments,  and  powder– 
water jets. At the same time, informa-
tion will be available regarding adju-
vant measures such as  the adminis-
tration  of  chlorhexidine  and  laser 
treatments. At the trade fair, dentists 
and  dental  assistants  will  also  find 
products that can provide maximum 
protection  of  or  relief  for  their  ten-
dons, ligaments and joints. 

Similarly,  with  regard  to  oral  in-
flammation, IDS 2021 offers attendees 
the  opportunity  to  test  and  compare 
proven  and  innovative  procedures 
and products. To mention just one in-
teresting detail: during diagnosis of ir-
reversible pulpitis using analysis of in-
flammatory  markers,  it  can  emerge 
that the tooth can still be retained vi-
tally through pulp capping with bioac-
tive or bactericidal material. This ap-
proach would probably be employed 
more often with wider availability of 
the analytic test procedure.

 
At previous IDSs, the focus has com-
monly been on digital technology. 

Where is the development of digital 
technology headed?

 Digital technologies have, in gen-
eral,  maintained  their  momentum 
over the course of the pandemic, and 
the dental industry remains a leader 
in this regard. In attending this year’s 
IDS, both dentists and dental techni-

cians are likely to have the following 
two questions in mind: 
1. What can be digitised in my dental 

practice or laboratory so that I can 
offer patients added value at a fair 
and considered price? 

2. What areas can utilise combined 
analogue and digital procedures 
as an alternative to complete dig-
itisation?  For  example,  a  com-
plete denture can either be com-
pletely  3D-printed  or  be  set  up 
conventionally  on  a  printed  or 
milled  denture  base  with  artifi-
cial alveoli and retained using an 
adhesive in the final stage. 

You have already discussed various 
fields of innovation. What innovation 
at IDS 2021 will help to take the in-

dustry forward the most—perhaps 
self-regenerating teeth?

IDS  always  offers  surprises  
as  far  as  innovation  is  concerned. 
Self-generating  teeth  are  unfortu-
nately still the domain of sharks, but 
innovative  concepts  for  single-tooth 
restoration of implants using digitally 

supported  backward  planning,  how-
ever,  is  something  I  can  very  much 
picture.  Innovations  that can be  im-
plemented immediately in the dental 
practice  and  laboratory will  also be 
present at IDS 2021.

The biggest  innovation  for me, 
though, is a new sense of together-
ness. I experienced this already at 
the  European  press  conference  in 
the run-up to IDS 2021, and at the 
event itself, we are coming together 
again.  We  will  be  talking  to  each 
other and actively looking for com-
petition  to  ensure  that  we  can  se-
cure the best deals. Personally, I’m 
curious  to  see  what  interests  den-
tists  and  dental  technicians  most, 
and I wish everyone a safe and ex-
citing IDS 2021. 7

 “IDS will light the way for the whole dental industry” 
An interview with Mark Stephen Pace, chairman of the Association of the German Dental Industry, ahead of IDS 2021 by Christian Ehrensberger.

 CAD/CAM fabrication will be a focal topic of IDS 2021. (Images: Koelnmesse/Harald Fleissner) 

 Proven and innovative products, both small and large, aid in daily dental routines—and will be 
available at IDS 2021. (Image: Koelnmesse/Thomas Klerx)

Mark  Stephen  Pace,  chairman  of  the  Association  of  the  German  Dental  Industry.  (Image:  
DENTAURUM/Andreas Fabry)
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Around 830 exhibitors 
from 56 countries to  

attend IDS 2021
High number of international companies underscores importance 

of global industry platform.

IDSconnect: The new digital  
event platform of IDS

Koelnmesse has stepped up its game to make IDS a successful event—online and offline.

n The  International  Dental  Show 
(IDS) will be opening its doors for the 
39th  time  from  22  to  25  September. 
Owing  to  the  ongoing  global  SARS-
CoV-2  pandemic,  which  led  the  or-
ganisers to postpone the event from 
March to September, this year’s edi-
tion  will  be  taking  place  under  
extraordinary  circumstances.  Al-
though  a  considerable  number  of 
companies will not be exhibiting at 
IDS,  about  830  companies  have  al-
ready confirmed their participation.

According to the latest figures by 
Koelnmesse,  74%  of  exhibitors  come 
from abroad,  including  from France, 
Great  Britain,  Italy,  South  Korea,  
Switzerland  and  the  US.  Companies 
from  Brazil,  Bulgaria,  China,  France, 
Italy,  South  Korea,  Russia  and  the  
US  will  have  country-specific  pavil-
ions. In a recent press release, Koeln-
messe stated that the high level of in-
ternational  participation  underlines 
once  again  the  outstanding  signifi-
cance  of  IDS  as  the  most  important 
global dental industry platform.

Overall,  the  organisers  predict 
that IDS will play a key role in the  
successful  restart  of  the  market. 
Throughout  2020,  dental  companies 
around the globe reported the finan-
cial  effects  of  government-imposed 
lockdowns and radical public health 
measures,  including  the  partial  or 
complete closure of dental practices. 
As revealed by the fourth-quarter re-

sults  for  2020  and  this  year’s  first- 
quarter results, the industry is slowly 
but steadily recovering  from the cri-
sis.

In order to protect and ensure the 
health  and  safety  of  exhibitors  and 
visitors  alike,  rigorous  protective 
measures in line with the official re-
quirements  have  been  taken  into  
account in the allocation of the exhi-
bition floor.  IDS 2021 will  be  staged  
in  Halls  2,  3,  10  and  11,  which  are  
connected via a simple circular route. 
Visitors will be able to enter the fair 
through  four  entrances,  which  will  
allow  for  an  even  distribution  of  at-
tendees  across  the  exhibition  halls.  
To  meet  social  distancing  rules,  the  
existing restaurant and resting areas 
in the halls have been expanded and 
a new food area has been installed in 
Hall 4.1.

In  addition,  the  organisers  are  
extending  the  physical  event  in  Co-
logne  through  the  digital  platform  
IDSconnect.  This  strategic  move  to 
make  IDS  2021  a  hybrid  event  will 
benefit both dental professionals and 
companies  and,  in  particular,  those 
who will not be able  to  travel  to Co-
logne  in  September,  as  it  includes  a 
number  of  innovative  features  that 
will allow users to discover new prod-
ucts and connect with colleagues and 
partners  online.  More  information 
about IDS can be found on the https://
www.english.ids-cologne.de/. 7

n In 2021, IDS is going hybrid, which means that more 
participants  than  ever  before  will  attend  the  largest 
trade show  in  the dental  industry  from  the comfort of 
their homes and not in person, owing to COVID-19 travel 
restrictions.  To  provide  a  digital  enhancement  to  the  
classic  physical  event,  the  free  platform  IDSconnect  
intends to maintain IDS’s extensive international reach 
together with a successful on-site trade fair experience.

At a trade fair or in day-to-day commercial business, 
a company’s success is based on three essential building 
blocks: inspiration, interaction and business. IDSconnect 
provides innovative opportunities for you to reduce the 

effects of any current deficit  in these crucial elements. 
Extensive  features  enable  you  to  reach  more  potential 
customers easily,  to  experience  trends and  lectures on 
demand,  and  to  establish  valuable  contacts—from  any-
where in the world.

The experience starts in the Lobby, where users find 
an overview of all the features as well as initial recom-
mendations for relevant contacts, exhibitors and upcom-
ing  scheduled  trade  fair  items.  Features  include  top  
experts on stage presenting on industry-relevant topics 

live from Cologne or streaming from locations through-
out the world. The IDS Main Stage is the central platform 
for  the  official  event  programme  of  IDS  2021.  This  
is  where  to  find  insight  and  motivation  in  the  many  
presentations  and  official  side  events.  Let  yourself  be  
inspired by the visionary programme.

The  area  Exhibitors  and  Products  represents  the  
exhibition  hall.  From  there,  users  have  access  to  the 
booths  of  the  various  exhibitors  in  so-called  Show - 
rooms  in which  relevant  information about  the exhibi-
tor’s  company, products and services will be provided. 
On  the  Product  Stage,  exhibitors  will  present  product  

innovations  and  highlights  live  to  the  audience.  Alter-
natively, these can be watched later on demand.

At  a  Virtual  Café,  visitors,  exhibitors,  top  decision 
makers, purchasers,  industry experts and media repre-
sentatives  can  come  together  to  chat  and  network.  
In  terms  of  networking,  the  Discovery  Graph  ensures  
networking  with  new  contacts  and  achieving  a  direct 
exchange of ideas via the communication centre.
More information about IDSconnect can be accessed at 
https://www.english.ids-cologne.de/fair/idsconnect/. 7

EU wakes up to new medical device regulations
What will change under the EU’s new medical device regulations?

n After  a  three-year  transition  pe-
riod and a delay of 12 months owing 
to  the  SARS-CoV-2  pandemic,  new 
regulations  for  medical  devices  for 
human  use  in  the  European  Union 
went into force on 26 May. The new 
and  stricter  rules  mainly  apply  to 
those who manufacture, import and 
sell medical devices; however, den-
tal  professionals  should  be  aware 
that distributors must keep a regis-
ter of any complaints or reports re-
ceived  from  health  professionals 
and patients relating to devices and 
forward these complaints to the de-
vice manufacturer or importer.

Commonly  referred  to  as  the 
MDR  (Medical  Device  Regulation), 
Council  Regulation  (EU)  2017/745 
came into effect on 25 May 2017 with 
a  grace  period  of  three  years.  The 
MDR  repealed  Council  Directive 
93/42/EEC,  known  as  the  Medical 
Device Directive (MDD), and Council 
Directive  90/385/EEC,  which  regu-
lated  active  implantable  medical  
devices  in the EU. An additional di-
rective—Council  Regulation  (EU) 
2017/746, known as the In Vitro Di-
agnostic  Regulation  (IVDR)—came 
into effect in tandem with the MDR 
and is set to regulate in vitro diagnos-
tic medical devices when a five-year 

transition  period  expires  in  May 
2022.

The  European  Commission,  in 
April last year, announced a 12- month 
delay of the application of the MDR. 
A  statement  from  the  commission 
explained  that  the  decision  was 
made so that member states, health 
institutions  and  commercial  opera-
tors in the medical devices industry 
could  prioritise  efforts  to  combat 
the pandemic.  “Shortages or delays 
in getting key medical devices certi-
fied  and  on  the  market  are  not  an  
option  right now,”  commented Mar-

garitis  Schinas,  vice  president  for 
promoting our European way of life, 
in  the  media  release.  Indeed,  the 
MDR  is  denser  and  more  complex 
than  its  predecessor  and  transpos-
ing  the  directive  has  been  a  mam-
moth task for all stakeholders.

Compared  with  the  repealed 
MDD,  the  MDR  changes  device 
scope and the way that medical de-
vices are classified. For example, the 
legislation includes new rules for de-
vices that use hazardous substances 
and for software applications. Some 
devices have been reclassified under 

the MDR, and the directive regulates 
certain devices that were previously 
exempt from medical device regula-
tions.

The MDR also brings changes to 
the  oversight  process.  Under  the 
new  directive,  only  notified  bodies 
that are designated under the MDR 
can verify medical devices as being 
fit for use in the EU. Notified bodies 
that  were  designated  under  the 
MDD must be newly designated un-
der  the MDR. According  to a white 
paper  published  by  the  Brussels- 
based  European  business  law  firm 
contrast and the Association of Den-
tal Dealers in Europe—seen by Den-
tal Tribune International—the public 
health situation in Europe has ham-
pered  efforts  to  designate  enough 
notified bodies. Since some notified 
bodies  that  were  designated  under 
the  MDD  may  not  receive  designa-
tion under  the MDR,  it  is  expected 
that some medical device manufac-
turers  will  need  to  change  notified 
bodies.

Other  examples  of  the  various 
changes  brought  by  the  MDR  in-
clude a redefined economic operator 
concept,  which  differentiates  be-
tween manufacturer, authorised rep-
resentative,  importer  and  distribu-

tor.  All  economic  operators  must 
conform to the directive and the re-
sponsibilities  of  these  stakeholders 
are expected to increase.

The MDR also brings heightened 
post-market surveillance to the med-
ical devices market, and EU member 
states  are  required  to  adopt  penal-
ties  for any  infringements of  its  re-
quirements. Unique identifiers must 
be placed on medical devices so that 
they can be registered on a new Eu-
ropean database. Named EUDAMED, 
the database will record the registra-
tion of devices,  the accredited noti-
fied bodies, and also certificates and 
reports  of  incidents  relating  to  the 
safety  and  clinical  performance  of 
devices.

Distributors will be  required  to 
keep a record of any complaints or 
reports  that  they  receive  from 
health  professionals  and  immedi-
ately forward them to the manufac-
turer and/or  importer of  the device 
in question. Distributors of medical 
devices must also keep a register of 
non-conforming devices and devices 
that  were  recalled  or  withdrawn 
from sale.

The full text of the MDR is avail-
able at https://eur-lex.europa.eu/eli/
reg/2017/745/oj. 7
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For patients looking for high-quality dentistry, IDS provides the answers 
An overview of the state-of-the-art technology on exhibit at IDS 2021 by Christian Ehrensberger.

n The development of dental prac
tices is in a much better position than 
one and a half years ago, and the 
COVID19 pandemic is even show
ing positive signs. The 2021 IDS in 
Cologne will provide a view into 
where we are headed.

Oral health: A key theme and 
an opportunity for the dental 
practice

Broad segments of the population 
are becoming increasingly interested 
in health, nutrition, physical activity, 
sport, medicine and more. This has  
resulted in a particularly strong focus 
on dentistry, since many patients are 
becoming aware of the significance  
of the oral cavity for their general 

health, including preventing the se
vere progression of COVID19.

 This is boosting patients’ confi
dence in their dental team, in their 
expert consultation skills and in their 
ability to perform prophylactic treat
ment. Among other things, hygiene 
standards are contributing to this. 
This is a classic core competence of 
the dental practice—though there are 
still things that can be improved. 
Based on current studies, optimising 
the holding technique for suction and 
a demandoriented design of the suc
tion system will further improve  
existing hygiene standards. Impor
tant decisions are made in particular 
when founding, taking over or ex
panding a dental practice. IDS 2021 

will provide an overview of suction 
systems and suction tips, and visitors 
will be able to experience firsthand 
how the responsible design of their 
dental treatment facilities can pro
vide the ideal hygienic conditions for 
the use of the entire range of instru
ments. This includes, in particular, 
highspeed turbines and powder–wa
ter jets used in prophylaxis.

Filling treatments will  
become more customised, 
quicker and easier

In the future, patients in all areas 
are likely to attach greater impor
tance to extremely highquality res
torations. For example, they will 
want restorations that are hygienic 
as well as increasingly highly aes
thetic.

Direct restorations have been  
an outstanding and innovative field  
for years. Since they represent the 
bread and butter of the vast majority 
of practices, even minor advances in 
procedures and materials have a 
clearly positive impact.

The dental team works with a 
number of proven materials, includ
ing composites, compomers, glass 
ionomer cements and amalgam, still. 
Recently, composite hybrids have 
been added to this mix. The field of 
dental materials is becoming more 
differentiated, and so in a given clin
ical situation, a decision can be made 
in favour of different options. Pa
tients come to the dental practice 
with specific wishes and set their 
preferences accordingly. In general, 
this list of preferences can be as
sumed to be (1) longterm stability; 

(2) compatibility; (3) preservation of 
as much natural tooth structure as 
possible; (4) natural aesthetics; and 
(5) favourable price. IDS 2021 allows 
a comparison of current filling mate
rials in line with these criteria.

At the same time, the trends to
wards speeding up and simplifying 
the clinical procedures are continu
ing. The team can now work more 
quickly with many of the numerous 
selfadhesive composites. A compari
son of the achievable adhesion val
ues and marginal impermeabilities 
with the corresponding values of 
classic threestep etch and rinse sys
tems as a reference shows how far 
their indication now extends.

Bulk fill composites can be ap
plied in cavities in layers that are 
4–5 mm thick, thus avoiding a time 
consuming incremental technique. 
Flowable bulk fill composites are 
then overlaid with an occlusal filling 
material, and with specialist prod
ucts, a change in consistency can  
be induced by sonic activation. For 
example, these are flowable when 
placed and become mouldable later. 
With this procedure, as with the 
highviscosity bulk fill composites, a 
covering layer may be omitted.

The existing range of composites 
is further enriched by dualpolymer
ising and permanent composite rela
tives. Able to be used without reten
tive preparation and without etching, 
bonding or other conditioning, these 
materials allow for a toothcoloured 
restoration and can be placed in the 
cavity quickly. However, a different 
technique is required.

Digital processes: Strong  
in specialist disciplines

In endodontics, the trend is in
creasingly towards conserving more 
natural tooth structure. The gradual 

improvement of nickel–titanium al
loys for files has reached a level 
where innovative clinical concepts  
allowing for the conservation of tooth 
structure are now possible. At the 
same time, digitally supported endo
dontic backward planning is becom
ing established and, with it, new 
forms of collaborative working. For 
example, the dental practitioner can 
have specialists perform the digital 
planning (including files, obturation 
and an endodontic drilling template 
for the access cavity), but perform the 
subsequent treatment himself or her
self.

Backward planning in implantol
ogy is already part of the standard 
repertoire, and new digital interfaces 
that allow for a truly integrated digi
tal workflow will be presented at IDS 
2021. Furthermore, the benefits of 
the use of artificial intelligence (AI) 
are already becoming tangible. It is 
hoped that AI will provide ever 
greater assistance in the evaluation 
of radiographic images and other 
visual representations.

Attendees will also be able to ex
perience innovation in orthodontics. 
The classic means of checking for oc
clusal contact is now supplemented 
by digitally supported variants, and 
special bruxism splints can even pro
vide immediate biofeedback and thus, 
ultimately, help prevent damage.

The sheer range of proven and in
novative products, enabling patients 
to be treated using stateoftheart 
technology, that will be on display at 
IDS 2021 is unique. Visitors to the 
trade fair will also develop a keen 

sense of how patients with their 
clearly increased interest in health in 
general and dental health in particu
lar can best be persuaded to visit the 
dental practice. 7

 The whole range of filling treatments at the world’s leading dental trade fair: Some of the goaloriented and attractive solutions for dental practices from 
Silfradent, Polydentia and GC that will be on display at IDS 2021. (Images: Koelnmesse/IDS Cologne/Harald Fleissner [1 & 2]/Thomas Klerx [3])

A way to control the viscosity of a bulk fill composite from flowable to mouldable: thermoviscous 
material for the entire Class I, II and V indication range (VisCalor bulk, VOCO). (Image: Koeln
messe/IDS Cologne/Thomas Klerx)

At IDS 2021, new interfaces will turn various wellfunctioning partial workflows into a fluid, fully 
digital procedure from A to Z. (Image: Koelnmesse/IDS Cologne/Harald Fleissner)
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The growing localisation of trade fairs 
An opinion piece by Björn Kempe.

 We are almost in the fourth quarter 
of 2021 in the second year of the pan-
demic. What has changed so far in the 
German and international exhibition 
market worldwide, and what are the 
prospects for the future? These are 
the questions I hear almost every 
week through my social media chan-
nels or from friends. My answer to 
this is relatively simple.

In the 18 months of the pan-
demic, almost nothing has changed 
in the trade show market. The only 
thing that has changed—especially 
in Germany—is the urge to digitise 
faster. However, the fi rst virtual and 
hybrid German trade shows have 
shown that one cannot make money 
with them so far, and only about 
20 —25 % of attendees are excited 
about them. Additionally, an average 
of 30% of employees of trade fair com-
panies have been cut, short-time 
work is still prevalent, and many 
highly qualifi ed and long-serving em-
ployees have left the business for re-
orientation. 

Apart from digitisation meas-
ures and staff cutbacks, nothing 
new has emerged in almost two 
years except for cancelled or post-
poned shows. Personally, I do not 
think this approach will be enough 
in the long run. Much more could 
have been done in 2020 and 2021. 
The trade fair industries in China, 
the UK and the US show that local 
concepts can work perfectly. People 
need trade fairs to network, get to 
know each other and, most impor-
tantly, do business. This was un-
der-estimated in Germany. 

Not only was the time span of 
the pandemic under-estimated but 
also its effect on customers. Many 
trade show organisers in Europe lit-
erally outbid each other at the end of 
2020 and the beginning of 2021 for 
hybrid and virtual concepts. What 
is left is a virtual and hybrid exhi-
bition market controlled by a few 
event technology companies, like 
Grip, Swapcard and Corussoft. Many 
exhibition companies even took the 

trouble to develop their own soft-
ware and systems for a great deal of 
money—unfortunately almost cer-
tainly a bad investment. Event tech-
nology programmes are easily avail-
able off the shelf, and Messe 
München and Messe Düsseldorf are 
showing with Grip that it is very 
easy to use these without much pro-
gramming and effort. 

I would have liked to have seen 
every trade fair in Germany launch-
ing its own new concepts this year—
local concepts that play a role for ei-
ther the city or the region with a 
maximum radius of 500  km. Look -
ing at the Chinese or US market, one 
can see that the local and regional 
component plays a much greater 
role than in Germany, which, for ex-
ample, has only two medical technol-
ogy trade fairs. 

In the near future, I would like 
to see new trade shows coming on to 
the market—small and attractive. Or-
ganisers need to take a closer look at 
their city’s industries and attendees’ 

needs. It is clear that there will not 
be any decent big international 
trade shows until 2024. The speed of 
vaccination is too slow for that, and 
countries are too diverse to agree 
on global travel arrangements. Also 
2022 will be a diffi cult year for our 
industry, as only vaccinated and re-
covered persons will have unre-
stricted access to events and only 
business-to-business travel will be 
allowed within Europe. In the past, 
Chinese pavilions took up over 30% 
of exhibition space at some trade 
shows, and other Asian countries 
and the US are very important trade 
show participants in Germany. This 
will probably not happen again un-
til the end of 2023. Thus, optimisti-
cally speaking, the next “normal” 
trade fair year will commence in 
2024. Until then, organisers should 
not let the time pass! Think local, 
create great trade fairs and don’t 
invest too much money into digi-
tisation and certainly not into your 
own programming. 

About

Björn Kempe is the founder and CEO 
of Expos Asia, which is part of the 
EXPOS Global network, headquarte-
red in Singapore. His consulting fi rm 
specialises in mergers and acquisi-
tions, capital raising, investments, 
business development consulting 
and strategy consulting. Expos Asia 
also organises its own events in 
China and Indonesia.

The status of trade fairs in Germany
A look at the current environment.

 It is no secret that the 39th edi -
tion of the International Dental 
Show (IDS) will look vastly diffe-
rent to previous iterations. The re-
cord 160,095 international visitors 
that attended IDS 2019 will be gre-
atly reduced owing to COVID-19 
travel restrictions, though a hybrid 
approach will mean more people 
than ever will participate virtually 
rather than in person. Nevertheless, 
there remains a high level of de-
mand for physical trade fairs to re-
turn and for Germany to re-estab-
lish itself as the international leader 
in this fi eld.

 Let’s start with the good news. 
Presently, a majority of the German 
population has been fully vacci-
nated against COVID-19, signifi -
cantly decreasing their likelihood of 
developing a symptomatic form of 
the disease. In addition, there exists 
an undeniable appetite for in-person 
trade fairs to return. A recent survey 
of its customers conducted by Messe 
Frankfurt, the world’s largest trade 
fair organiser, found that 97% still 
saw the in-person component as an 
essential part of such events.

For those who do travel to Co-
logne for in-person participation, com-
prehensive hygiene protocols and 
sanitation measures will be in place to 
offer exhibitors and visitors a safe ex-
hibition experience. The wearing of 
face masks is mandatory, and people 
with COVID-19 symptoms—coughing, 
sniffl es, loss of smell or taste, fever, 
etc.—are not allowed to enter the exhi-
bition grounds. In addition, Koeln-
messe’s #B-SAFE4business concept—
which was demonstrated as a 
prototype before the press late last 
year—includes a comprehensive cata-
logue of protective hygiene measures 
designed to reduce the risk of SARS-
CoV-2 transmission. Personalised tick-
ets and contactless identity checks 
and bag searches at the entrances will 
be available, while trained personnel 
will be present to ensure that all hy-
giene regulations can be easily ob-
served and followed at each exhibi-
tor’s booth. Visitors to IDS 2021 will 
also be required to install the eGuard 
mobile application, which is designed 
to guide visitors so that they can best 
avoid crowds and maintain appropri-
ate social distancing.

Virtual participation a point 
of emphasis

Of course, travel restrictions 
and the limited availability of vac-
cines has meant that the Associa-
tion of the German Dental Industry 
(VDDI) and Koelnmesse—the joint 
convenors of IDS—have had to make 
some key changes to how IDS 2021 
can be experienced by those who 
cannot, or choose not to, attend in 
person. Chief among these is a hy-
brid approach powered by the free 
digital platform IDSconnect, which 
the organisers hope will make IDS 
2021 a successful event online as 
well as offl ine.

 “In tandem with the physical 
exhibition, IDSconnect will offer in-
formation on products and system 
solutions and will enable the stream-
ing of webinars, press conferences, 
events and one-to-one conversations 
with clients,” Markus Oster, busi-
ness unit manager of trade fair 
management at Koelnmesse, told 
DTI earlier this year. “This will facil-
itate a consistent international reach 
combined with a successful trade 
fair experience.”

The road to recovery
Five of the top ten highest-gross-

ing trade fair companies are head-
quartered in Germany, and it is im-
portant to note just how severe the 
impact of the COVID-19 pandemic 
has been on this industry. According 
to the Association of the German 
Trade Fair Industry (AUMA), just 114 
of the 355 trade fairs planned in Ger-
many in 2020 were able to take 
place, and this year, the fi rst in-per-
son congress was only held in June.

 The dearth of activity led to 
many leading trade fair facilitators 
suffering extensive fi nancial losses, 
and AUMA stated that overall trade 
fair business in Germany fell by ap-
proximately 70% during 2020. Koeln-
messe, for example, recorded a turn-
over of €94.3 million for the year—less 
than a quarter of the €413 million it 
generated in 2019. This, in turn, led 
the company to declare a net loss of 
€109.6 million for 2020, and it ex-
pects to incur sizeable losses once 
more in 2021.

 Though IDS 2021 is expected to 
have around 830 companies from 
over 56 countries exhibiting, there 

are a number of notable absences 
that will undoubtedly be felt. Stal-
warts, including Dentsply Sirona, 
Nobel Biocare and Ivoclar Vivadent, 
have elected not to participate this 
year. Walter Petersohn, chief com-
mercial offi cer at Dentsply Sirona, 
explained that a major factor for his 
company’s withdrawal was the lack 
of the “absolute planning certainty” 
needed to prepare for such a show.

 Regardless, there is a sense of 
optimism that surrounds IDS 2021 
and what its success could mean for 
the future of trade fairs in Germany.

 “Even if the fi rst on-site trade 
fairs do not have the same dimen-
sions and level of global internation-
ality as in the past, the main thing is 
that we return to the scene as soon 
as possible,” said Oliver Frese, chief 
operating offi cer at Koelnmesse, at a 
press conference in May.

 “In recent months, we have been 
even more dedicated than ever to 
developing hybrid and digital trade 
show experiences all the way 
through to a year-round online pres-
ence for our trade fair brands,” he 
added. 

©
 A

rn
ol

d 
O.

 A
. P

in
to

/S
hu

tte
rs

to
ck

.c
om

©
 e

ld
ar

 n
ur

ko
vic

/S
hu

tte
rs

to
ck

.c
om



39th International Dental Show 20218

SHOW
PREVIEW news

Top three trends influencing US dental bone grafting industry in 2021
US dental bone graft substitutes market size expected to reach $390 million in 2021.

n Dental  bone  grafting  has  become 
an important and common step in the 
dental  implant  procedure.  Advance-
ments in allograft, xenograft and syn-
thetic bone graft materials have posi-
tioned them as suitable alternatives to 
traditional  autologous  bone  grafts, 
and this has created a thriving mar-
ket for dental biomaterials. Although 
demand  declined  significantly  in 
2020 owing to the rippling economic 
effects of the COVID-19 pandemic, it 
is expected to recover quickly alongs-
ide the overall demand for dental im-
plants. 

Notable  trends  accelerating 
growth in this market include the in-
creasing  number  of  dental  implant 
procedures performed. There is also a 
growing body of evidence suggesting 
that  most  (if  not  all)  dental  implant 
procedures could benefit from a bone 
graft.1 Although the dental bone graft 
substitute  (DBGS) market  faces some 
minor headwinds in commoditisation 
effects  and  short-term  pandemic- 
related constraints, the long-term out-
look  and  secular  growth  trends  re-
main positive. 

Trend 1: Growth in implant 
market; stronger scientific 
support 

The percentage of dental implants 
placed with DBGS in the US is forecast 
to grow from 58% in 2020 to over 60% 
in 2027, according to iData Research’s 
new report on  the US DBGS market. 
Because  the  two markets are closely 
related, the same growth trends that 
drive the demand for dental implants 
will also contribute to growth in sales 
of dental biomaterials. These trends in-
clude an aging population that is more 
prone  to  ailments  like  edentulism,  a 
growing number of dentists trained in 
implant dentistry, improved consumer 
accessibility owing to industry consol-
idation,  and  stronger  value  proposi-
tions offered by shrewd pricing strate-
gies. 

In addition, there is growing clini-
cal  research  suggesting  that  bone 
graft substitutes perform as well as au-
tologous grafts with regard to bone for-
mation, eliminating the need for costly 
and  uncomfortable  secondary  graft-
ing procedures.2 This level of rigorous 
scientific  documentation  lends  cre-
dence to manufacturers’ own clinical 
trials and reinforces the value proposi-
tion of DBGS materials in implant den-
tistry. 

Trend 2: Slowing innovation 
and bundling of DBGS

Innovations in bone grafting prod-
ucts are most often driven by advance-
ments in the much larger orthopaedic 
market,  before  trickling  down  into 
dental applications. In recent years, in-
novation has slowed in both the ortho-
paedic  and  dental  biomaterial  mar-
kets, particularly with regard to bone 
graft  substitutes,  leaving  little  room 
for price growth and product differen-
tiation. Furthermore, parts of the mar-
ket  are  heavily  fractured  owing  to 
hundreds of competitors offering simi-
lar products, which exerts downward 
pressure on prices and market value.

Put together, the two effects 
of commoditisation and bund-
ling present a moderately bul-
lish case for the DBGS market

Leading  manufacturers  have  in-
stead turned to leveraging their strong 
positions  in  the  marketplace  by  em-
ploying  bundling  strategies  to  mutu-
ally reinforce demand for both dental 
implants  and  biomaterials.  Because 
demand  for  dental  biomaterials  is 
largely  driven  by  specialists,  who  
typically order large volumes of dental 
implants  in  bulk,  companies  with 
strong  brand  recognition  across  the 
dental  supply  industry,  like  the  
Straumann  Group,  Zimmer  Biomet 
and  BioHorizons,  have  capitalised  
on this imbalance by bundling DBGS  
and implant products.  

Put  together,  the  two  effects  of 
commoditisation  and  bundling  pres-
ent a moderately bullish case for the 
DBGS  market.  Although  competition 
and  commoditisation  can  threaten 
stalled growth,  strong players  in  the 
DBGS and adjacent markets will be re-
warded  if  they  are  able  to  continue 
providing value to end users by offer-
ing  attractive  pricing  strategies.  The 
DBGS overall sales value is expected 
to have shrunk by nearly 21% in 2020 
owing  to  the  pandemic-induced  eco-
nomic downturn, followed by a sharp 
rebound of around 22% in 2021. 

Trend 3: Innovation oppor-
tunities in barrier membranes 
and regenerative materials 

While  innovation  in  DBGS  has 
slowed, there is no evidence of this for 
dental barrier membranes and dental 
growth  factors.  Over  the  next  six 
years,  both  markets  are  projected  to 
grow at an annualised rate of over 6%, 
following a sharp decline in 2020 and 
a complete recovery in 2021. 

In  the barrier membrane  supply 
chain,  market  leader  Osteogenics  
Biomedical  has  been  consistently  re-
leasing new products with promising 
novel features. In 2019, the company 
released  the  RPM  reinforced  PTFE 
mesh,  which  was  designed  to  work 
like  a  traditional  titanium  mesh  but 
with a porous design that provides the 
added benefits of easier trimming and 
adaptation.  In  2020,  Osteogenics  an-
nounced  a  distribution  partnership 
with  DBGS  giant  Geistlich  Pharma, 
adding the mesh to Geistlich’s expan-
sive  biomaterial  portfolio.  This  move 
combines the brand recognition of two 
strong players in their respective mar-
kets to reinforce demand. 

Currently, manufacturing of den-
tal growth factors is led by four major 
players:  Medtronic,  Lynch  Biologics, 
the  Straumann  Group  and  ACE  
Surgical. Each of these companies’ re-
generative products is indicated for 

a slightly different use, though they all 
generally  originated  as  innovative 
products for orthopaedic applications. 
Dental growth factor production is still 
in its early stages of the industry life 
cycle, and the entire market stands to 
benefit  from  new  product  develop-
ments in the orthopaedic market. Fur-
thermore, blood derivative growth fac-
tors such as platelet-rich fibrin  (PRF) 
are seeing a  rise  in popularity. Nota-
bly,  BioHorizons  acquired  Intra-Lock 
in  2018,  stating  in  a  press  release  
that  it  was  “excited  to  add  the  
IntraSpin system to [its] portfolio since 
[PRF]  is  increasingly  used  in  grafting 
procedures.”3  Although  it  is  not  yet 
clear that blood derivative growth fac-
tors are ready for prime time, an en-
dorsement of PRF products by a major 
player is a good indication of the mar-
ket trend. 

The impact of COVID-19 on 
dental bone graft substitutes

The COVID-19 pandemic and sub-
sequent  forced  business  closures 
ground all dental implant procedures 
to a halt in early 2020. As dental clin-
ics across the US began to reopen in 
the  latter  half  of  2020,  dentists  re-
ported a  large volume of pent-up de-
mand for implant (and therefore bone 
grafting) procedures, which is a prom-
ising indicator for a strong recovery.4 
Industry  leaders remain confident  in 
their  respective  companies’  funda-
mentals  and  expect  to  recover  pre- 
pandemic sales by the end of 2021 or 
early  in  2022  before  resuming  pre-
vious growth targets. 

Demand is forecast to grow 
Demand  for  dental  biomaterials 

will  continue  to  grow  alongside  the 
dental implant market for the foresee-
able  future  in  the  US  as  well  as  in  
21  other  countries,  as  analysed  by 
iData  Research.  Although  some  seg-
ments may be negatively impacted by 
slowed  innovations  and  increased 

competitive  pressures,  the  medium- 
and  long-term  growth  trends  remain 
positive. Major drivers of sales include 
growth  in  the related dental  implant 
market, increases in supporting scien-
tific literature, and innovations in den-
tal  regenerative  products.  Like  the 
dental implant market, the DBGS and 
related biomaterial markets will make 
a strong recovery from the pandemic- 
induced market shock and continue a 
modest growth trend over the forecast 
period. 7

Editorial note: A list of references can be ob-
tained from the publisher.

 The number of implants being placed with bone graft substitutes is increasing, and a growing body of evidence suggests that most dental implant procedures could benefit from a bone graft.  
(All images: iData Research)
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The pandemic continues to bite:  
COVID-19 and the dental market 

by Jeremy Booth

n Sales  at  major  dental  companies 
climbed  in  the  second  quarter  of 
this year  compared with  the  same 
period  in  2020,  during  which  the 
pandemic  brought  dentistry  to  a 
grinding halt. In the latest series of 
earnings reports, some dental com-
pany chiefs praised the recovery of 
the  market,  whereas  others  out-
lined  falling  discretionary  spen-
ding,  concerns  about  SARS-CoV-2 
variants  and  sluggish  vaccine  rol-
louts in some geographic areas.

David  Katzman,  CEO  of  tele- 
orthodontics  company  SmileDirect-
Club  (SDC),  was  candid  when  he 
spoke with analysts in August. SDC 
missed its earnings expectations for 
the  quarter.  Katzman  pointed  to 
SDC’s newest international markets, 
Spain and Germany, where he said 
“lingering  effects”  of  the  COVID-19 
pandemic  had  hampered  earnings. 
He said that, at home in the US, the 
company’s  target  demographic  had 
been hit hard  in  the pocket by  the 
health crisis.

He explained: “[Our] core demo-
graphic, which has a median house-
hold  income  of  $68,000  (€58,000), 
likely  experienced  outsized  pres-
sures in their capacity to spend on 
discretionary items given the signif-
icant inflationary headwinds facing 
the  non-discretionary  categories 
like  transportation,  utilities  and 
food.”

SDC’s  target  consumers,  Katz-
man said, appeared to be favouring 
products  over  services  owing  to 
pent-up  demand  for  apparel,  auto-
mobiles  and  home-related  goods. 
Joblessness was also having an  im-
pact. He explained: “Further contrib-
uting to the unfavourable condition 
of constrained capacity on spend on 
discretionary  items  and  a  general 
consumer  preference  for  products 
over  services,  joblessness  remains 
pervasive in four of our larger states, 
California,  New  York,  Texas  and  
Florida. Through 10 July 2021, these 
four  states  represent  40%  of  the  
nation’s continuing jobless claims.”

Total  sales  revenue  at  SDC  for 
the  quarter  was  $174.2  million,  an 
increase of 62.7% year over year, and 
the  company  completed  just  over 
90,000  unique  aligner  shipments, 
compared with 57,136 in the second 
quarter of last year. During the call 
with analysts, Katzman detailed the 
financial costs of a June cyber-attack 
on  the  company  and  praised  grow-
ing acceptance of tele-orthodontics.

Align Technology posts 
$1 billion in sales

Staying with orthodontics, lead-
ing clear aligner maker Align Tech-
nology fared better than SDC during 
the quarter, as it continued to break 
its  own earnings  records.  The  com-
pany  sold  $841  million  worth  of 
clear aligner trays during the period—  
 a year-over-year increase of 181.9%—
and  its  imaging  systems  and  
CAD/CAM  services  revenue  was 
$169.8  million,  a  214.7%  year-over-
year  increase.  Total  sales  therefore 
topped $1 billion  for  the first  time. 
Compared  with  the  first  quarter  of 
this  year,  the  company’s  clear 
aligner  and  imaging  services  reve-
nue  streams  were  up  11.6%  and 
20.0%,  respectively.  Clear  aligner 
volume  for  the  second  quarter  in-
creased by 200.0% year over year to 
reach  665,600  cases,  and  clear 
aligner  volume  for  teenagers  in-
creased by 156.3% to reach 181,000 
cases.

A look at the company’s regional 
figures shows  that dentists  in most 
regions  provided  Invisalign  treat-
ment to more patients in the second 
quarter of this year than they did in 
the quarterly periods before the pan-
demic. In the Americas region, case 
volume  was  up  260.7%  year  over 
year.  International  shipments  were 
up 149.2%, and those in the Europe, 
Middle  East  and  Africa  region 
(EMEA) were up 265%, led by Iberia, 
the UK and Italy. In the Asia Pacific 
region,  clear  aligner  volume  in-
creased by 50%, led by Japan, China, 
Australia and New Zealand.

Straumann remarks on  
improved patient volumes  
in 2021

The  results  of  another  interna-
tional  player,  Straumann  Group,  will 
give readers an impression of the state 
of global dental markets. In the EMEA 
region, total sales of CHF 230 million 
(€212.7  million)  represented  a  102% 
year-over-year  increase,  which  Strau-
mann  credited  to  sales  of  premium 
and challenger implant brands, its or-
thodontics business, and strong sales 
in  Germany,  Iberia,  France,  the  UK 
and Turkey. Straumann’s organic sales 
growth  in  North  America  decreased 
by 42% during the second quarter of 
2020; this year, it increased by 135% to 
reach  CHF  152  million.  Sales  in  the 
Asia Pacific region rebounded by 63% 
in  the  period  to  reach  CHF  103  mil-
lion. In Latin America, where Brazil is 
the largest contributor to regional rev-
enue,  CHF  31  million  in  sales  repre-
sented  a  year-over-year  increase  of 
174.4%.

Straumann’s total revenue for the 
second quarter was CHF 516 million. 
This  represented  a  year-over-year  in-
crease of around 92%—in the compara-
ble period last year, Straumann’s total 
revenue of CHF 248 million was down 
nearly 40%.

Straumann  published  a  half-
yearly report at the close of the second 
quarter,  and  in  the  report,  the  com-
pany  said  that  dental  practices  had 
been operating with “healthy patient 
flows  throughout  the  first  half  of 
2021”.

Straumann  CEO  Guillaume  Dan-
iellot  reminded  analysts  in  a  confer-
ence call: “When we held our last me-
dia conference three months ago, our 
industry was  in  lockdown. COVID-19 
had cut our monthly revenue by 70%, 
and  we  were  initiating  measures  to  
reduce  our headcount  and  cost  base  
in  preparation  for  the  economic  re-
cession that the pandemic is expected 
to trigger.” He added that the situation 
on the day of the latest media confer-
ence  (12 August 2021) was more po-
sitive.  “With  the  exception  of  Latin 

America, which is still in the eye of the 
storm,  all  of  our  regions  report  that 
more than 85% of dental practices are 
open.  Correspondingly,  between  85% 
and 100% of our facilities are open and 
our sales team are operating at similar 
levels. In short, both we and our cus-
tomers are back to business.”

Envista optimistic about  
continued recovery

Sales  at  Envista  Holdings  in  the 
second  quarter  were  $740.1  million, 
an increase of 104.4% year over year. 
The  close  of  the period marked  four 
consecutive  quarters  of  growth  for  
Envista’s premium implant business—
which  achieved  90%  core  sales 
growth  in  the  three-month  period 
ended 30 June.

Envista  CEO  Amir  Aghdaei  said 
during  the  company’s  earnings  call 
that  Envista  had  seen  solid  demand 
for  its  infection  prevention  business, 
owing to the fact that enhanced disin-
fection protocols are now the new nor-
mal.  Aghdaei  said:  “We’re  excited 
about  the  opportunities  for  a  new  
CaviWipes  2.0  product.  It  features  a 
two-minute  universal  contact  time, 
shows efficacy against a broad range 
of pathogens, including the COVID-19 
virus,  and  increases  our  opportunity 
to  penetrate  the  medical  market  fur-
ther while enhancing our dental posi-
tion.”

Howard Yu, senior vice president 
and chief financial officer at the com-
pany,  said:  “While  patient  volumes 
have improved to pre-pandemic levels 
in our major markets, we continue to 
see  inconsistent  roll-outs  of  vaccines 
and  spikes  in  COVID-19  variant  in-
fections  in  several  geographic  areas, 
including Western Europe and parts of 
the  United  States.  Overall,  we  are 
mindful of the pandemic-related risks 
but remain optimistic for a continued 
recovery  throughout  the  balance  of 
2021.”

Aghdaei  added:  “While  vaccina-
tion rates are increasing every day, we 
are  mindful  of  the  risk  related  to 
COVID-19 variance, continue to moni-

tor  reopening  of  economies  and  ac-
knowledge  that  vaccination  rollout 
worldwide [is] at different stages. How-
ever, we believe that patient demand 
will  sustain  at  pre-pandemic  levels, 
due  to  the  industry’s  enhanced  sani-
tation measures.”

Envista owns more than 30 dental 
brands,  including  major  names  like 
KaVo Kerr, Nobel Biocare and Ormco.

Dentsply Sirona cautions over 
“ongoing impact”

Net  sales  at  Dentsply  Sirona  for 
the  second  quarter  were  $1.067  bil-
lion, a 117.3% year-over-year increase. 
In  the  dental  consumables  segment, 
net sales of $445 million for the period 
represented  a  138.0%  increase.  Sales 
of  dental  technology  and  equipment 
reached $622 million, a year-over-year 
gain of 104.6%.

US  sales  were  $366  million,  up 
179.4% year over year, European sales 
of  $431  million  were  up  99.5%,  and 
sales  in  all  other  markets  reached 
$270 million, an increase of 87.5%.

In  a  call  with  analysts,  Jorge  M. 
Gomez,  executive vice president and 
chief financial officer at the company, 
commented:  “Growth  was  strong 
across all regions and in all categories, 
most notably within the endo and [re-
storative] parts of our portfolio, which 
represent  strategic  priorities  for  our 
business.”

CEO  Donald  M.  Casey  said  that 
the dental market continues to recover 
and to demonstrate its underlying re-
silience, but  that dentistry  is not yet 
out  of  the woods.  “The pandemic  re-
mains a key consideration for us as we 
evaluate  our  performance  for  the 
quarter and plan for the remainder of 
the year,” he explained. “At this point, 
we feel the market is operating slightly 
below  2019  levels  with  a  continued  
recovery expected  for  the remainder 
of  the  year.  As  we  navigate  through 
the newest phase of the pandemic, we 
are mindful  that  there  [continues]  to 
be  some  ongoing  impact  in  certain  
regions and some stresses to the sup-
ply chain.”7

 The latest earnings reports from major dental companies show that dental offices around the world are open and doing business, but that the market has not yet returned to 2019 levels. (Image: Mirror-Images/Shutterstock.com)


