
Issue 13              Page 2 Issue 13                 Page 3

by Bret R. Warrick, PE3

You can either just dream about developing your 
new product idea into a commercial success  
that benefits the dental industry, or you can do  
something about it.

The rewards of seeing your new product come to 
life can be great, both satisfying and profitable, 
but you must take the right product develop-
ment steps to improve your chances for success. 
You must also be a persistent risk–taker, and be  
willing to commit the time and financial resources 
needed to take your idea through the new product 
development process.

This process is not as daunting as it seems at  
first look, because it can be broken down into  
manageable steps that can be done over time  
as finances and schedule permits. If you have a  
relatively simple product to develop, this process 
can be streamlined to take less time and resourc-
es than you may think. The cost depends entirely 
on the complexity of your project.

It all begins with a good idea, and an entrepre-
neur with the right stuff to develop it. Since I’m 
a professional mechanical engineer and product 
development consultant, I’m going to focus on 
how to find and work with your consultant.

Sketch Your Idea
Sketch and document features and characteris-
tics about your product.  It’s a good idea to use 
a bound notebook and date your entries for a  
possible patent later. You will use your product 
documentation as a starting point for a meeting 
with a product development consulting firm.

Locate a Consultant and 
Get Started
Finding and using the right product develop-
ment consultant is key to your product’s suc-
cess. A good way to find one near you is to use  
an internet search engine. For example, type  
“product development” as an exact phrase  
using Google, and then type the name of 
your city as a word that must be found in the  
search results. You will obtain a long or short list 
of consultants depending on where you live. It’s 
always best to find a local consultant if there is 
one. Even more important is to locate one that 
has experience with parts like yours and knows 
the manufacturing processes required for volume 
production.

Use a consultant you feel 
comfortable with. Check out 
two or three and choose 
one you feel has the exper-
tise and experience need-
ed, along with a personality 
that fits yours. 

If you have a relatively 
small project, it makes 
sense to find a smaller  
consulting firm that gives 
you more personalized  
service and has more  
reasonable rates. Large 
firms are great for big  
projects, but their greater 
overhead usually means 
higher rates, and their 
business is optimized for 
larger projects. Before you 
disclose your idea, ask  
the consultant to sign a 
non-disclosure agreement.

The First Meeting
Use the first meeting to get 
acquainted and to convey 
your product concept to 
the consultant. He or she 
must know everything you 
know about the product to 
do a good job. Spend time 
discussing the features 
needed to completely meet 
your customers’ needs so 
you don’t start designing 

the “wrong” product that 
your customer doesn’t  
really want.

Once you and the consul-
tant have determined what 
tasks are needed to com-
plete the project, ask for  
a project proposal that 
shows the tasks, sched-
ule, and cost. It is a good  
idea to include the proj-
ect assumptions and a list 
of deliverables you will 
receive by the end of the 
project. You can ask for 
changes to the proposal 
before you sign if you’re 
not comp-letely satisfied 
with the first version.

Design and Build 
a Working Model
Do you know that a great 
product idea is essentially 
worthless until value has 
been added to the idea 
through design, develop-
ment, prototype, test, and 
possibly a patent? Once 
you have a working model 
or prototype that has been 
optimized for cost and 
manufacturabil i ty,  you 
have something of real 
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You have a GReaT IDea foR a DenTal PRoDucT... value. Your consultant should design your product 
using a 3-D solid modeling computer-aided-design 
(CAD) program. This way you can see a “virtual 3-D  
prototype” for review before you actually build a 
model you can hold in your hand.

A good consultant will choose the best prototype 
process for your working model. If it consists of  
plastic parts with lots of fine detail, he may choose to 
use the SLA, SLS, or FDM process to obtain plastic 
parts that simulate production units.

If your product is made from metal, he may suggest 
using CNC or manual machining. Material selection 
is very important to ensure your working model func-
tions as intended and passes its tests.

Test and Evaluate
Once the parts are built and assembled, both you and 
the consultant should test the prototype to ensure it 
meets its performance requirements. If it doesn’t, you 
must tweak the design until it works properly.

Now that you have a good working model and engi-
neering documentation, it’s important to get a profes-

sional product evaluation to determine commercial-
ization potential. The evaluation should be done by a 
professional evaluation service with industry expert 
evaluators to be sure its non-biased and accurate. 
A good resource is the Washington State University 
Innovation Assessment Center www.cbe.wsu.edu/
iac. The cost is a hefty $795, but the thorough report 
includes a patent search.

Patent Search
If your product gets a good innovation assessment 
score, you will probably want to patent it. A pat-
ent search will help determine if there is prior art 
and if your product is patentable. It will also help to 
ensure you don’t infringe on someone else’s patent. 
You can do a patent search yourself at the United 
States Patent Office (USPTO) site www.uspto.gov 
or at www.delphion.com. But it’s important to know 
that patent searches can be very time-consuming and 
frustrating if you don’t know what you’re looking for. 
It’s best done by a professional. A patent attorney is 
your best source. 

For more product development information, 
you may contact Bret by phone at (360) 568-3832.

Predicting Success 
Many patients want to be assured of treatment success. You cannot promise for certain, but you can give odds for  
success. “Mr. X, you have a 99% chance that this crown will last 15 years.” “Endo works 98% of the time.” “Now that  
you know the odds, do you want to take the chance?” This type of estimate gives the patient a realistic view that he or 
she can understand.

Model Trimmer Foot Pedal • A Variable Speed Model Trimmer
Model trimmers come with one speed option... fast. There are times when a slower trim speed would be better. This 
can be accomplished with the use of a variable speed control (table model or foot pedal—hardware store $20) which 
matches the 5-8 amp power requirements of most model trimmers. Plug the model trimmer electric power cord into 
the speed control and the speed control power cord into the electrical wall outlet.

Options: If you do not care to have a speed control you may elect to use a foot switch to turn on/off your model trimmer. 
Foot switches cost $10 at most hardware stores and plug into the wall electrical outlet and your trimmer. This is much 
safer than reaching for a switch in the back of the trimmer when your hands are being eaten by the trimmer wheel.

Wireless Communication System • To Contact Different Rooms Without Wiring
There are several low cost wireless intercom systems which will link different rooms without the need of stringing 
wires. The $25 units utilize the office’s electrical wiring and power to transmit messages. You can link as many units as 
you wish. Just plug them into the wall outlet and you are in business. Most electronic stores sell these machines. Order  
multi-channel FM modulated machines. If you have interference from your ultrasonic cleaner, install an electronic  
line filter. This system is fast, cheap, and easy to use.
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The No-Treatment Emergency  (1)

Great Idea For A Dental Product...   (2,3)

Fast Lane - Fast Tips  (3)

Burning Mouth Syndrome  (4)

Historically emergencies have been a great source of new patients. We have 
always catered to the new emergencies and have tried to provide a minimum 
amount of treatment to get them comfortable and have them return for a 
complete exam on a later date.

In the past, our office has even reserved time for emergency patients on a 
daily basis. When my associate came in he would often absorb the emergen-
cy patients into his practice. Now we have gotten so busy that we have found 
it difficult to reserve time for the lower production emergencies, but still real-
ize the importance of treating them. What we have developed, with the help 
of our consultant, is the NTE or "No Treatment Emergency" appointment.

For this appointment, the patient (whether new or an existing patient) is told 
that while our schedule is full today, we want to help them so we are going to 
"squeeze them in" to our schedule. They are told that the doctor will just have 
time to take a look at them and make a recommendation for future treatment 
and prescribe any medications as needed. The appointment can be scheduled 
at the beginning, middle, or end of a large appointment with my assistant, or 
they can be scheduled in any downtime that the hygienist may have due to a 
broken appointment.

They simply review the problem area with the patient on our short emergen-
cy form, then take an x-ray film on the Trophy digital x-ray. If it is a possible 
abscessed tooth, or fracture requiring a crown, they will show the appropriate 
video on the CAESY Enterprise. I can then view the x-ray image instantly from 
any computer in the office and make a recommendation for medications, 
other CAESY modules to be seen, and future appointments needed.

Then I walk into the treatment room, discuss the problem and solutions with 
the patient, and try to encourage them to return for a complete exam (unless 
they are an existing patient). If the problem is small such as a lost composite 

filling and I have the time, I may 
elect to treat them at that time, 
but they have not been promised 
anything. It is my call. We may 
even place a quick temporary to 
make them comfortable. I let them 
know and give them the options 
of either continuing with treat-
ment right then, or starting the 
new patient examination process 
immediately depending on what 
is appropriate.

This procedure has been work-
ing well for us. We are able to get 
patients in quickly and gain a great 
number of new patients this way. 
After making recommendations, 
we can schedule more productive 
crown and bridge or endodontic 
appointments at a later date.

If you want to provide a great ser-
vice to your patients (and keep 
them in your practice) as well as 
attract new patients, give the NTE 
appointment a try.

Editor's Note: Please get a copy of my 
audio tape interview with Dr. Jeff 
Blackburn. Jeff has built his entire prac-
tice on emergency patients and has some 
fantastic ideas. He does $300-350K per 
year on emergencies alone! To order, call  
1-800-337-8467... it sells for only $107.00

Burning Mouth SyndroMe (BMS)
By Dr. J.H. Wallen

One of the most challenging patients we see is the patient complaining of burning mouth.  I was privileged  
to attend a lecture on this topic last May at the Southeastern Society of Oral & Maxillofacial Surgeons  
annual meeting by Dr. Donald Cohen, chairman of oral pathology at the University of Florida.  Dr. Cohen  
presented a new theory concerning the cause of this problem and some new treatment modalities.  The  
following information has been taken from his lecture.

CharaCteriStiCS of BMS
•	 90%	are	post-menopausal	women
•	 14%	of	all	post-menopausal	women	are	affected
•	 BMS	is	more	prevalent	in	patients	who	suffer	from	anxiety	and	depression
•	 Symptoms	are	usually	bilateral
•	 60%	have	altered	taste	associated	with	burning
•	 The	anterior	1/3	of	the	tongue	and	other	anterior	parts	of	the	mouth	are	most	affected
•	 The	tongue	may	appear	traumatized	and	have	fewer	then	average	fungiform	papillae
•	 Affected	oral	tissues,	other	than	the	tongue,	usually	appear	normal
•	 Xerostomia	is	often	present
•	 Symptoms	last	approximately	3	years	on	average	and	range	from	3	months	to	12	years

releaSe of inhiBition theory
•	 Oral	pain	is	inhibited	by	taste	and	damage	to	taste	is	associated	with	BMS
•	 Supertasters	(those	able	to	taste	6-n-propylthiouracil)	have	significantly	more	fungiform	
 papillae than nontasters
•	 Most	supertasters	are	women	(32%	of	Caucasian	women)	as	are	most	BMS	sufferers
•	 As	taste	naturally	decreases	with	age	in	post-menopausal	women,	BMS	increases	in	severity

treatMent
•	 Antioxidents:	taking	alpha	lipoic	acid	(ALA),	600	mg/day	for	30	days,	74%	of	patients	had	a	decrease	in	BMS	 
	 symptoms	as	compared	to	14%	for	a	placebo.

•	 Counter irritation:	Capsaicin	ointment	or	hot	sauce	diluted	3:1	in	water	results	in	improvement	in	some	 
 patients.

•	 Benzodiozepines:	Clonazepan	.5mg	qhs	yields	improvement	in	70%.		It	can	be	administered	topically	 
	 to	avoid	systemic	effect.		Patients	should	be	instructed	to	let	a	1mg	tablet	dissolve	in	mouth	on	burning	 
	 area	for	3	minutes	then	spit	out.		This	can	be	repeated	tid.		Topical	clonazepan	helps	66%	of	BMS	patients	 
 without making them sleepy.

•	 Tricyclic Antidepressants:	Amitryptiline	10mg	qhs	can	be	helpful	in	many	BMS	patients.	This	dose	can	be	 
	 increased	to	20mg.

•	 Selective Serotonin Reuptake Inhibitors (SSRI):	50mg	Sertraline	qd	for	8	weeks	or	20mg	Paroxetine	qd	for	 
	 8	weeks	reduces	burning	in	most	patients.

If you are going to treat a BMS patient.  Dr. Cohen recommends that over the counter modalities be attempted 
first - ALA and capsaicin.  If prescription medications are needed, always consult with a physician.  Dr. Cohen can 
be reached at dcohen@dental.ufl.edu

no-treatment
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emergency
by Craig Callen DDS1
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