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In August, 2012 Endodontic 
Associates added a new associate to 
their practice. Dr. Simon Ghattas 

joined Dr. Michael Glass and Dr. TJ 
Vokal at the Rochester Hills office.

Dr. Ghattas grew up in Lake Worth, 
FL. He graduated from Florida Atlantic 
University’s Honor Program in 2004 
with a Bachelor of Science degree 
in Biological Sciences. In 2009, Dr. 
Ghattas received his Doctor of Dental 
Medicine degree from the University 
of Pittsburgh’s School of Medicine, 
followed by his Endodontic Fellowship 
at the University of Florida’s College 
of Dentistry in 2010. He completed his 
specialty training in Endodontics and 
Masters in Dental Science in 2012 from 
the University of Detroit Mercy under 
the guidance of Dr. Michael Hoen and 
was presented The Philip W. Cohen 
Memorial Scholarship Award, awarded 
to the graduate endodontic resident 
who most demonstrates dedication 
to endodontics and commitment to 
professional excellence. Dr. Ghattas 
currently maintains membership in 
the American Dental Association, 
American Association of Endodontists, 
Michigan Dental Association, Michigan 
Association of Endodontists and the 
Oakland County Dental Society. He 
has presented several table clinics 

and oral presentations at the America 
Association of Endodontists Annual 
Meeting and plans to teach at the 
University of Detroit Mercy. Dr. Ghattas 
has been published in the dental 
literature in his field with multiple 
scientific publications and is currently 
Board-Eligible with the American Board 
of Endodontics and is working towards 
becoming a certified Diplomate of the 
American Board of Endodontists. Dr. 
Ghattas and his wife, Dr. Maureen 
Bishay Ghattas, currently reside in 
Troy, Michigan. n 
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Final Irrigation Activation Techniques  
and Smear Layer

The alternate use of sodium 
hypochlorite (NaOCl) and EDTA 
(ethylenediaminetetraacetic acid) 

has been recommended for efficient 
smear layer removal. These irrigants 
must be brought into direct contact with 
the entire canal wall for effective action. 
Various techniques and irrigant delivery 
devices have been proposed to increase 
flow and distribution.

The EndoVac system (Discus Dental, 
Culver City, Calif.) is an apical negative 
pressure (ANP) irrigation device that 
introduces a higher flow of irrigant and 
produces better debridement 1 mm 
from working length (WL), compared 
with needle irrigation. Manual dynamic 
activation (MDA) involves repeated 
insertion of a well-fitting gutta-
percha cone in short, gentle strokes 
to WL of a previously shaped canal to 
hydrodynamically displace and activate 
an irrigant. 

Gu et al (J Endod 2009) hypothesized 
that this technique might be useful 
to break the air bubble located at 
the apical 0 to 2 mm of the canal. 
Passive ultrasonic irrigation (PUI), an 
irrigation protocol in the presence of 
an ultrasonically activated file that is 
noncutting or in contact with the canal 
walls, has been more effective than 

syringe needle irrigation to remove 
pulpal tissue remnants and dentin 
debris, reduce bacteria and remove 
smear layer. Saber and Hashem 
from Ain Shams University, Egypt, 
compared smear layer removal after 
final irrigant activation with ANP, 
MDA and PUI. 

Forty single-rooted human 
mandibular premolars were 
decoronated to a standardized length 
of 16 mm. They were cleaned and 
shaped using ProTaper system 
(Dentsply Maillefer, Ballaigues, 
Switzerland) to size F4 and irrigated 
with 2.5% NaOCl. The specimens were 
divided into 4 equal groups (n equals 
10) according to the final irrigation 
activation technique: 

*Group 1: Passive irrigation (PI) 
solutions were delivered by a 
syringe and a 30-gauge needle 
(NaviTip; Ultradent, South Jordan, 
Utah) taken as deep into the canal 
as possible without binding.

*Group 2: ANP (EndoVac); 2 micro-
irrigation cycles were used, the 
first with 2.5% NaOCl and the 
second with 17% EDTA.

*Group 3: MDA; 2.5% NaOCl followed 
by 17% EDTA were each activated for 
1 minute. The canals were flooded 
with the irrigant, and push-pull 
strokes were performed manually 
to the WL using a size 40/.06 taper 
gutta-percha cone at an approximate 
rate of 100 strokes/minute for 30 
seconds.

*Group 4: PUI; 2.5% NaOCl and 
17% EDTA were each activated 
for 1 minute by using #25/0.00 
taper stainless steel noncutting 
ultrasonic tip (IrriSafe; Satelec, 
Acteon, Merignac, France) at 1 mm 
from the WL. The tip was operated 
by a piezoelectronic unit (Pmax XS; 
Satelec) at power setting 5.

Samples were examined for smear 
layer. PI and PUI had the highest 
smear layer scores, with no significant 
differences between them. They were 
followed by MDA and ANP, which 
showed the statistically significant 
lowest mean score (Table 1; p less than 
or equal to .05).

Conclusion
Differences in smear layer removal 

were found after the various irrigant 
activation protocols were used. Within 
the limitations of this study, it can be 
concluded that final irrigant activation 
with ANP and MDA resulted in better 
removal of the smear layer than with 
PUI or PI.

Saber SE-D, Hashem AAR. Efficacy 
of different final irrigation activation 
techniques on smear layer removal. J 
Endod 2011;37:1272-127. n

Table 1. Mean plus or minus SD values and results of comparison between smear layer 
scores for different activation techniques

Means with different superscript letters are statistically different according to Mann-Whitney U test. 

*Significant at p less than or equal to .05

Segment ANP MDA PUI PI p value

Apical  1.43b + or - 0.51 1.89b + or - 0.33 3.58a + or - 1.00  3.50a + or - 0.71  < .001*

Middle  1.56c + or - 0.63  2.00b + or - 0.76 2.07b + or - 1.07  2.50a + or - 0.71  < .001*

Coronal  1.21b + or - 0.43  1.17b + or - 0.35 2.00a + or - 0.39  2.00a + or - 0.00   .007*

Total  1.38d + or - 0.34  1.93c + or - 0.22 2.29b + or - 0.75  2.44b + or - 0.51  < .001*
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Hiring top quality staff for your practice is more 
important than ever in this highly competitive environment. 
Unfortunately, most doctors spend excessive time and end up 
with poor results using traditional hiring techniques. Below, 
case acceptance expert Landy Chase* discusses a proactive 
recruiting approach that can produce great results for your 
practice.

Reactive Recruiting
When it comes to hiring quality people for your practice, 

the traditional method is also the most time consuming and 
least productive. That’s reactive recruiting, which entails 
running an advertisement in local media or over the internet 
for your open job position and sorting through the stack of 
résumés from responding applicants.

The fundamental problem with reactive recruiting centers 
around the pool of applicants from which you are drawing. 
Many of these people are either unemployed or unhappy in 
their current position, which is why they are responding to 
your job announcement in the first place. It’s possible to find 
the right person for your practice using this approach, but it’s 
very labor intensive. Moreover, it’s highly likely that you’ll 
be disappointed. After all, if an applicant is unhappy in their 
current job position, the odds are good that whatever pattern 
of behavior led to their dissatisfaction will repeat itself when 
they come to work for you. Think about it.

Proactive Recruiting
If you want to consistently hire top talent, you need to look 

for people who aren’t unemployed, nor are actively looking to 
change jobs. It also means you’ll need to be looking for people 
when you aren’t ready to hire them.

Proactive recruiting means that, rather than having job 
candidates come to you, you go to them. Pay attention to 
people that you do business with, especially those that sell 
to consumers, such as store employees, restaurant servers, 
and the like. From time to time, you’ll come in contact with 
individuals exhibiting phenomenal customer service skills 
that will make a very positive impression on you. This may 
be the server who persuades you to buy the most expensive 
entrée or who provides excellent customer service, or the 
store clerk in the dress shop who sends you home with 
five outfits when you came in planning to buy only one. 

Furthermore, engage your staff in the effort by having them 
recommend quality contacts that they encounter from time to 
time.

The thing I like most about recruiting from this pool of 
people is that many of them look at the position in your 
practice as an opportunity to step up in their career. The 
caveat to this approach is that you will frequently cross 
paths with these people at a time when you don’t have a job 
opening. That’s why you must “red shirt” them.

Red Shirting
When you have had an outstanding customer service 

experience with one of these individuals, ask them for their 
business card. Most retail employees will have one. Make no 
mention of your interest in interviewing them for a future 
position, just ask for their card. Keep a file in your office on 
these individuals. I recommend using contact management 
software for this, but it isn’t required, and labeling the file 
“red shirts.” Ideally, you’d like to have a list of four to six 
people on deck at any time for future practice job openings.

This simple planning habit pays off in spades when you 
need to hire a new front desk or treatment coordinator for 
your office. You avoid the stress and difficulty typically 
involved in finding a qualified candidate. Rather, you simply 
begin making phone calls to your “red shirt” list. Here’s what 
you say:

“Janet, you probably don’t remember me, but I 
purchased new suits from you when I was in your 
store last October and you gave me your business 
card. The reason I called today is to let you know that 
we have an opening for a sales position here in my 
orthodontic practice. It’s a great opportunity for the 
right person, and I wanted to see if you’d like to come 
in and learn more about it.”

The best part about this recruiting approach is the time 
you save in finding the right person. You have already 
prescreened them; you were impressed enough to know that 
they could be a great addition to your practice. Compare 
this to the résumé-stampede method used by most dental 
practices! The biggest problem you may have is selecting the 
best candidate from several excellent options.

USE PROACTIvE RECRUITING TO HIRE TOP 
TALENT FOR YOUR PRACTICE

Continued on page 4
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Quote of the Quarter…

Endodontic Associates doctors and staff would like to 
thank everyone who attended their events. The Roseville 
office invited guests to bring their Detroit Tigers spirit 

on September 25th to cheer the Tigers on to victory over the 
Kansas City Royals. The following night, Sterling Heights’ 
guests brought their own good fortune to Comerica Park, aiding 

the Tigers in taking the lead in the American League Central 
division. A night of giveaways, live music and a beautiful view 
of Woodward Avenue hosted by Bloomfield’s office at Duggan’s 
Irish Pub was enjoyed by all Thursday, October 4th. We hope 
you all enjoyed attending these fantastic events! n 
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“This is my wish for you: peace of mind, prosperity 
through the year, happiness that multiplies, health for you 
and yours, fun around every corner, energy to chase your 
dreams, joy to fill your holidays!”  
     -D.M. Dellinger

The Roseville office hosted the party suite 
at Comerica Park in hopes of making the 
Detroit Tigers playoff bound

These Sterling Heights guests proved to 
be good luck charms as the Detroit Tigers 
knocked another game out of the park

Bloomfield’s office invited guests to 
Woodward Avenue’s Duggan’s Irish Pub for 
a night of fabulous prizes and live tunes

* Landy Chase, MBA, CSP is a noted speaker and orthodontic 
sales consultant. His newest book, “Yes to Treatment: Case 
Acceptance Skills for the Orthodontic Practice” was published 
March 15th and can be ordered at www.yestotreatment.com.  
For information on his services, go to www.yestotreatment.com  
or contact him at 800.370.8026 or by email at   
landychase@earthlink.net.

The above article was reprinted with permission from The 
McGill Advisory, a monthly newsletter with online resources 
devoted to tax, financial planning, investments, and practice 
management matters exclusively for the dental profession, 
available for $227 a year from John K. McGill & Company, Inc.  
Visit www.mcgillhillgroup.com or call 888.249.7537 for  
further information. n
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