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“We are a lab limited to implant dentistry and our fees refl ect 
the extra labor and knowledge required to produce implant-
supported restorations. Competing by off ering a higher level 
of service, care, knowledge and craftsmanship, and charging 
the dentist for the value of that level, has been a winning 
strategy for us.” 

—David S. Weber, CDT, owner, Sun Dental Laboratory, Medford, Oregon

Respondents were asked to check all that 
apply so percentages don’t total 100.

Which of the following
factors have contributed most 

to your increased profit?

The percentage by which 
respondents mark up 
gold/precious metal.

Here are their 
markups on other items: 

 
 Attachments 32%
 Implant Components 26%
 Denture teeth 50%
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of respondents don’t know 
their average range of 
operating profit/EBIT 

(earnings before interest 
and taxes). Here are the 

operating profits of those who 
do know their numbers:

 Less than 10% 11%
 10-20% 24%
 21-25% 12%
 26-35% 10%
 Over 35% 17%
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