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antal prac \oners, | na TS oivas
atlilude towards reps who | divide into two
clear categories: those whose experlise and

effective
chairside

knowledge will help me do a betler job and occlusal
can teach me about new products and those splint
that have less neble thoughls. /
Woody Allen once said, “There are worse (,? e\ i \

things in life than death. Have you ever f Deget, ; L -
spent an evening with an insurance p SUBSCRIBE TO . %
salesman?” With due deference to Mr Allen, /) MAGAZINE

he's clearly never speni valuable praciice - Effective
lime with a poor dental supplies sales rep. Eind out more treatment
As an endodontist, | have spent many years sludying, conlinually striving for the greatesl LOI'II‘JIPSAI'II:])‘
slandards of care and enhanced success rates that | want to deliver lo patients and [ firmly believe L, !
that the "good" commercial seclor has as much o offer us as dental school. By “good® | mean Chl’OplC
those companies lhat are committed lo clinical and scientific research and development, and tension
undersiand the elhical responsibility that should be inherent in the heatthcare market . headaches,
Such companies and Lhe reps they employ are essenlial 1o all of us in Lha dental prefessien. The dee):lctﬁls:n
lovely Janice al QED, Louise of maillefer come lo mind. They keep us abreast of new

developments, they know we want evidence-based scientific or clinical research, and lhey are wear...
thers for tha long haul, building strong and lasling relationships with their clients unlike their Nﬁ
commission driven colleagues who need to sell as much as they can as quickly as possible. £,

Of course. my firsl priority and respansibility is to my patients. The successhul rep underslands that j}_lzé_ Click he_ref for
and shares that sense of responsibility, so when they want lo inlerast me in a new product they British Dental Mo mio
know where | stand and the queslions | will wanl answered. For example, | am not alone in Association

yeaming for a needleless injection technique and I'm sure | wasn't alone in being excited at the
prospect of just that when a sales rep announced its availability. The new contraplion deliverad
such a pressurised force that the head of the poor human guinea pig recoiled and there was Chief dental officer for
considerable bleeding. Safe lo say that what was sold as this gentle calm technique complete with England

the picture of a happy smiling child was not quite as expected - it was never used by me again
allhough | did pass it onlo a paedodontist friend to iry
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Dentistry, and particularly endodontics, is exciling and al the cutting edge of technological

innavation so companies that have invested time and money are justifiably keen lo recoup Lhat General Dental Council

thraugh sales. Good companies recognise what they're aclually selling is knowledge and ) .
accordingly, offer education, development and training. The resl are simply selling stuff in boxes Tif Qureshi
that we can probably do without. BACD President and

clinical director of
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19th-20th January 2012,
Ooolusion in Everyday Practioe
and Hands-on Qcolusion
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21 Jan 2012
24th Maroh-1st December 2012,
ITOP 2012 Courses, throughout
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