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nWhile visiting an exhibition stand
usually allows customers only to 
see a product, ADX16  Sydney is
 introducing a novel way for visitors
to  experience the latest dental prod-
ucts from Australia and overseas:
the Product Showcase. 

In two purpose-built thea tret tes
in the designated showcase area,
visitors can sit down and learn how
novel technology is changing the
 instruments, equipment and mate-
rials that leading dentists use.
 During interactive 45-minute ses-
sions, this innovative component of
ADX16 gives dental professionals the
unique opportunity to talk to sup-
pliers to obtain in-depth knowledge
of their new products and insights

into the field of dentistry. Topics of
the Product Showcase sessions va -
ry and include business enhance-
ment strategies, product introduc-
tions and clinical demonstrations. 

For example, dental marketing
specialist Jonathan Engle from Soft-
ware of Excellence will advise on
how to attract new patients online,
Dr Andreas Kurbad will review 
the success of Ivoclar Vivadent’s 
all- ceramic   restorations   system 
IPS e.max and Dr Phillip Palmer
from Prime Practice will introduce
dentists to the concept of outsourc-
ing non-core functions in practices. 

Showcase   sessions   run   from
10:30 to 16:30 on Friday and Satur-

day and from 10:30 to 13:30 on Sun-
day. The timetable can be accessed
at www.adx.org.au/showcase.

Complementing this novel hands-
on approach is the ADIA–OHPA
Dental Laboratory Pavilion. Also
new at Australia’s premier dental
event, the pavilion highlights the
quality products man ufactured by
the local laboratory industry. De-
signed to maximise  participation 
by dental technicians, the pavilion
offers information on the commer-
cial framework and changes to reg -
ulations and exhi bits the latest
 technology from Australia and over-
seas. 

The   free   pavilion, which is lo-
cated in the main exhibition space
on the left-hand side  directly be-
hind the entry turnstiles, includes
working demonstrations of the
 latest CAD/CAM technology. As a
collaborative effort between the
Australian Dental  In dustry Asso -
ciation (ADIA) and the Oral Health
Professionals  Association (OHPA),
the initiative recognises the unique
challenges that the country’s lab -
oratories face from internation-
al competition and technological
changes and reflects both organi -

sations’ advocacy efforts to secure
a future for Australia’s dental lab -
oratories.

There is certainly a great deal 
to see and do at Australia’s largest
dental exhibition; its significance 

is perhaps best captured by ADIA
CEO Troy Williams: “Make no  mis -
take about it, ADX16 Sydney is an
event that allows dentists and al-
lied oral health care professionals
to see more, buy more and learn
more.” 7
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n Jam-packed with a broad range
of product innovations, ADX16
Sydney is expected to draw a
record number of dentists and
 allied oral health care profession-
als.  today international had the op-
portunity to speak with ADIA CEO
Troy Williams about awe-inspiring
new treatment pathways, the re-
markable growth in professional
services to enhance dental busi-
nesses, as well as the focus of 
this year’s continuing professional
development sessions, which fea-
ture some of Asia Pacific’s best
speakers. 

today international: According
to the latest ADIA Bite Magazine
Dental Practice Business Conditions
Survey, the number of patients

 visiting dental practices is increas-
ing and confidence is returning
across the industry. What are the
prospects for the industry in 2016
and in the years to come? 

Troy Williams: This is an excit-
ing time for the Australian dental
industry, as new products, both
those manufactured locally and
those from overseas, are entering
the market, giving dentists and
 allied oral health care profes -
sionals more options for treating
patients than ever before. What’s
great about ADX16 Sydney is that
many of these products are being
launched at this event.

The industry has moved be-
yond the subdued business condi-
tions that existed in recent times

and there is a high degree of con -
fidence about the prospects for 
the year ahead. ADIA collects and
publishes a great deal of data on
the market in which dental prod-
ucts are sold; this provides us 
with a unique insight into what’s
happening and this data validates
the positive sentiment that exists
across the dental industry. For
 example, the ADIA Australian
Dental Products Business Condi-
tions Survey published last month
shows eight consecutive quarters
of growth, with businesses record-
ing increased sales over this pe-
riod. The great news is this data
also shows that businesses ex-
pect this growth to continue; how-
ever, this is somewhat tempered
by the fall in the value of the

 Australian dollar, which
places upward price
pressures on imported
products.

The same survey
also showed a unique
factor about ADX16
Sydney,   this   being 
that the event in itself
drives business confi-
dence. That so many
suppliers   of   dental
products see ADX16
Sydney as a strong
sales platform is an im-
portant point of differ-
entiation.

ADX16 Sydney is expected to
draw a record number of dentists
and  allied oral health care pro -
fessionals and spaces sold out
quicker than ever. What feedback
have you received from visitors and
 exhibitors?
This is an event that just keeps

on growing. At ADX12 Sydney,
 attendance by dentists grew by
around 14 per cent compared with
the previous event, and at ADX14
Sydney, the number of dentists
 attending grew by a further 23 per
cent. If there was any doubt that
the ADX Sydney series is Aus-
tralia’s premier dental event, then
these figures speak for them-
selves.

It is important to ADIA to un -
derstand why dentists and allied
oral health care professionals are
coming to ADX16 Sydney and our
market research has identified
three key reasons. The first is that
they are coming to see the largest
range of dental products available
under one roof. The second is that
they are coming to buy the prod-
ucts. Finally, dentists and allied

oral health care professionals are
coming to learn more, through the
comprehensive continuing profes-
sional development programme—
some 39 seminar sessions that
 feature some of Asia Pacific’s best
speakers.

What industry trends stand out
this year?
What makes dentistry such a

fascinating industry to work in is
the continual evolution in treat-
ment pathways, something made
possible by the advent of new
products. 

It is difficult to identify a seg-
ment that has not seen change. 
In the dental laboratory segment,
CAD/CAM technology continues
to evolve, with milling now aug-
mented by 3-D printing. Similarly,
the pioneering work being done
both within Australia and in -
ternationally to bring to market
new types of restorative materi-
als offers dental professionals
more choices that ever before,
and that is what ADX16 Sydney 
is all about. Similarly, there isn’t
an orthodontist in Australia who
wouldn’t benefit from at tend-
ing ADX16 Sydney to look at 
the awe-inspiring advances that
offer different treatment path-
ways.

However, some of the most
 interesting trends are not in the
clinical area, but have come about
by an understanding that dental
practices, just like any business,
can enhance their profitability
through business improvement
 reform. The growth in profession-
al services, including marketing,
 finance, insurance and patient

management software, is amazing
and will all be featured at ADX16
Sydney.

The Sydney Exhibition Centre 
@ Glebe Island will again host 
ADX this year. In your opinion, what
makes the venue special?
Two words: the view! There isn’t

a venue anywhere in the world
that seriously challenges the Syd-
ney Exhibition Centre @ Glebe Is-
land as having the best view—and
it’s not just that you can see the
Sydney Harbour Bridge from the
registration desks; if you take one

“The industry has moved beyond 
subdued business conditions”
An interview with Troy Williams, CEO of the Australian Dental Industry Association (ADIA)
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of the free ferries to the exhibition
centre, you can get up close and
personal with this iconic struc-
ture.

Feedback from visitors and
 exhibitors at the last event rated
the Sydney Exhibition Centre 
@ Glebe Island as an ideal ve-
nue. The abundance of natural
light makes the event something
 special; it creates a really posi-
tive vibe within the exhibition
hall.

What is great about ADX16
Sydney is that visitors are spoilt
for travel and accommodation

choices. Options include free
 ferries that will get you to the
venue by water, free shuttle

buses, ample on-sight car park-
ing and discounted accommoda-
tion.

What is this year’s focus in 
the  professional development
 programme? Could you give us 
an overview of the speakers and
topics?
The ADX16 Sydney continu-

ing professional development pro-
gramme is exceptionally strong
and offered by professional organ-
isations, including the Australian
Dental Association (NSW Branch),
the Royal Australasian College of
Dental Surgeons, the Australian
Dental Prosthetists Association,
the Australasian Academy for
Dental Sleep Medicine and the
Australian Association of Practice
Management, in addition to lead-
ing local suppliers.

There are 39 individual ses-
sions, which have a strong focus 
on restorative dentistry, and the
presenters are recognised across
the region as leaders in the field. 
A number of sessions focus on
 orthodontics and implants—which
is hardly surprising given the in-
creasing interest of dental profes-
sionals in the new products avail-
able in these segments. 

Reflecting ADIA’s commitment
to supporting research, the pro-
ceeds from the ADX16 Sydney
seminar programme are going to
the Australian Dental Research
Foundation.  

ADX16 Sydney is an excellent
opportunity to meet with clients
and professionals in a relaxed
 atmosphere.   What   programme
features can visitors particularly
look forward to?
In   many   respects,   ADX16

 Sydney is more than a dental
exhi bition; it is an unparalleled
op portunity for dentists and al-
lied oral health care professionals
to develop new, and cement exist-
ing, contacts with their peers. 
The free welcome reception on
the Friday night is typically at-
tended by some 2,000 people and
there is no better way to meet
 colleagues than over a relaxing
beer or glass of wine. Throughout
ADX16 Sydney, visitors to the
event can sit in one of the cafés 
in the exhibition hall and have
lunch while discussing all the
products they have seen.

A first for ADX16 Sydney is 
the product showcase, which 
will allow people to set back and
learn about the latest innovative
products from the businesses
that are introducing them to 
the Australian market for the 
first time. Make no mistake about
it, ADX16 Sydney is an event 
that  allows dentists and allied
oral health care professionals to 
see more, buy more and learn
more. 7
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n Researchers from the Univer-
sity of Sydney have found that
tooth decay can be stopped, re-
versed and prevented without 
the traditional “drill and fill” ap-
proach that has dominated dental
care for decades. Acknowledging
the outcomes of the seven-year
study, the researchers called for a
general shift towards preventive
measures in early caries treat-
ment.

Developing a set of protocols
that they called the Caries Man-
agement System (CMS), the re-
searchers compared people who
received traditional “drill and fill”
treatment with those who re-
ceived CMS treatment, focusing
on prevention. The CMS protocols
included the assessment of decay
risk, the interpretation of dental
X-rays and the specific treatment
of early decay. 

Among other things, preven-
tive measures included the appli-
cation of high concentration fluo-
ride varnish to the sites of early
decay and, on the patient’s side,
 restricting sugary snacks and bev -
erages between meals. 

In testing the CMS protocols on
1,000 patients from 22 general
dental practices in New South
Wales and Australian Capital Ter-
ritory, decay risk was substan-
tially reduced during the seven-
year study. 

Moreover, the need for fillings
was 30 to 50 per cent lower among
CMS patients in comparison to 
the control group. At 80 per cent,
the reduction was even greater
among those considered at a high-
risk, patients who were getting as
many as two fillings per year.

“This research signals the need
for a major shift in the way tooth
decay is managed by dentists,”
said Associate Professor Wendell
Evans from the University of
 Sydney. “A tooth should only be
drilled and filled where an actual
hole-in-the-tooth is already evi-
dent,” he said.

According to Evans, tooth de-
cay is not the rapidly progressive
phenomenon that dentists long
believed it was. Instead, it devel-
ops more slowly, leaving plenty of
time for the decay to be detected
and treated before it becomes 
a cavity and a filling is required.
On average, it takes four to eight
years for decay to progress from
the tooth’s outer layer (enamel) to
the inner layer (dentine), he ex-
plained. 

The results of the study were
presented in the article “The

Caries Management System: Are
preventive effects sustained post-
clinical trial?” which was pub-

lished online in the Community,
Dentistry and Oral Epidemiology
journal on 7 December 2015. 7

Traditional treatment 
of tooth decay is outdated
By DTI
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Early tooth decay could be stopped and reversed by preventive oral care measures. © Vinne
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n As a dental professional, you
face unfamiliar challenges in 
running and marketing your prac-
tice. You are confronted with in-
creased competition (both locally
and abroad), an oversupply of den-
tists, ever-rising practice operating
costs, and more marketing-savvy
patients. On top of this, your poten-
tial patients are becoming more
discerning about where they go 
for dental treatment, with many
heading overseas.

In order to achieve practice suc-
cess, it is essential to build long-
term relationships with patients
and prospects. Long-term patients
are more likely to feel satisfied. It
is they who welcome the opportu-
nity to refer others to you and who
will continue to use your services
in the future. 

Over my years working with
hundreds of dentists as a mar -
keting consultant, I have ob-
served the common mistakes 
that prevent them being able to
market their practices success-
fully.

1. Not knowing 
your  numbers and 
not  tracking them

One of the most common mis-
takes that I see is that many den-
tal practices just do not track their
numbers. There is a saying that 
“if you fail to plan, you plan to fail”.
It is critical that you track all 
of the metrics in your business,
and your marketing spend is no
ex ception. 

The significant numbers that
you need to know and track are:

8 average lifetime value of a pa-
tient

8marketing return on invest-
ment

8 new patients 
8 patient loss. 

2. Not knowing 
your ideal patient

One of the cornerstones of any
marketing campaign is knowing
who your ideal patient is. Many
practices make the mistake of not
identifying this in their eagerness
to go ahead with their marketing
campaign as soon as possible. 
You need to stop and think about
whom your marketing will be
 directed to, what this group of
 patients wants, what problems
they have, and what solutions they
need.

The key to implementing a
strategic marketing plan is identi-
fying your practice’s ideal patient
or target patient profile. Once you
know your market, you need to es-
tablish how best to communicate
with them. 

3. Wanting a silver bullet

Marketing your dental practice
to attract the right kind of patients,
keep them active and encourage
them to refer you to their contacts
is no easy task. 

Many practices think (and hope)
that there is a silver bullet to solve
their marketing issues. This leaves
them open to unscrupulous sales
people and to disillusionment and
frustration when their marketing
efforts fail.

The companies trying to sell
you the marketing silver bullet
that will solve all your marketing
worries are constantly calling.
Well-meaning friends, colleagues
and patients may give you advice
on what they think you should do
to market your practice. The range
of marketing media is evolving,
and the rapid changes in online
marketing make it almost impossi-
ble to keep up. 

4. Taking a scatter-gun
 approach

I speak to many dentists who
tell me that they have tried many
different types of marketing and
they have all failed and nothing
has worked for them. When I dig
deeper, I discover that they have

tried many different approaches,

but nearly all of these have been
done in a haphazard way and in
short bursts. I call this a “scatter-
gun approach” to marketing. 

It does not work to try one
 approach for a month or two in 

an  inconsistent manner without
tracking the results or refining the
campaign. This will always end in
failure. 

It has been shown that it can
take between six and eleven repe-
titions for patients to see or hear 
a message before they act on it. 
Do you know how many ways and
how many times you communi-
cate with your patients?

5. Doing it all by yourself

You have to remember that
 patients are more savvy than 
ever before. They are constantly
exposed to a huge amount of mar-
keting and their expectations of
what is and is not professional are
continually increasing. The real-
ity is that when you are compet-
ing against the corporates, you
need to ensure that your market-
ing is up to scratch. 

It is very common for practices
to have their branding and logo
professionally designed and then
decide to take it over, producing

home-made brochures and other
marketing collateral that use
 different colours, fonts and even
versions of the logo. If you are 
not consistent, your attempts at
establishing a brand will be in -
effective.

6. Procrastinating

There are just so many things
for you to think about when it
comes to your dental marketing.
How can you fix your website that
is not effective? Should you be en-
gaging with your patients on social
media and how to start? You know
that you need to educate your
 patients on a regular basis, but
what are they best ways to do this?
You need reactivation and referral
campaigns, but you have no idea
how to carry this out in a profes-
sional and consistent manner.

It is not uncommon to be so con-
fused and overwhelmed that you
spend your time procrastinating
and doing nothing.

7. Not getting the right
 advice

When you own or run a dental
practice, in fact any kind of busi-
ness, there is no shortage of mar-
keting advice to follow; there is an
overwhelming amount of advice
out there. You may have had the

experience of wasting time or
money on poor advice.

The problem is that many den-
tists are not getting the right den-
tal marketing advice. They may
 listen to many different sources
and form opinions based on advice
from people who may not under-
stand the business of dentistry. 

8. Summary

There is no magic when it
comes to marketing your prac-
tice successfully. Quite simply, it
comes down to:

8picking the aspects of market-
ing you want to use, wisely and
with due care and thought 

8 ensuring that, whatever mar-
keting activities you decide to
undertake, you perform to the
best of your ability and budget 

8 being consistent 
8 tracking your results—setting

your goals and reviewing or re-
fining them on a regular basis 

8 getting good advice from trust ed
experts in the area of market-
ing you are undertaking. 

It takes time, but the effort that
you put in will be rewarded by
more patients, increased produc-
tion, better relationships with 
your team and patients, and a
sense of control when it comes to
your marketing. 

It is now time for you to focus 
on your marketing. By marketing
well, doing it consistently, and
avoiding the scatter-gun approach,
you can avoid making the com-
mon mistakes that many practices
make. 7

Seven dental marketing mistakes 

...and how to avoid themBy Carolyn S. Dean, Sydney

Carolyn S. Dean is a dental market-

ing and communications specialist

and seminar speaker. As Managing

Director of My Dental Marketing, she

works with practitioners throughout

New Zealand and Australia on en-

hancing websites, improving brand-

ing and growing dental practices. Her

book Fully Booked: Dental Marketing

Secrets for a Full Appointment Book

will be published in March and be on

sale at ADX16 Sydney. At the event,

Carolyn will be presenting three dif-

ferent lectures on the importance of

marketing for dental practices as part

of the ADX16 continuing professional

development programme. 

“Many practices think (and hope) 
that there is a silver bullet to solve 

their  marketing issues.”

There are just so many things to think about when it comes to successful dental marketing.
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