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At the age of 25, Daxton Grubb found 

himself at life�s crossroads. Graduating from college with 

a double major in business management and �nance, he 

initially tested his education with a management position 

at an Enterprise car rental franchise but knew his educa-

tion and people skills could be better utilized. He began 

exploring all this options. He considered the stock broker-

age business to best use his �nancial skills, or medical sales 

where his outgoing personality would �ourish, even the 

�eld of dentistry looked appealing because all his talents 

could be wrapped into one profession. Sometimes in those 

indecisive moments, life points us in a direction we hadn�t 

considered. And so it was with Grubb.

While Grubb was trying to decide on his life course, his 

father asked him to come help grow the family�s dental labo-

ratory business. Grubb agreed. As a sales representative for 

R-Dental, Grubb immediately found that he had good rapport 

with the younger dentists in and around the Memphis metro 

area. He began to nurture those relationships and the business 

began to grow. In short time, Grubb found himself more and 

more involved in the management side of the business and 

its �nances, which complemented his father�s artistic skills at 

the bench. Grubb brought the Productivity Training Center�s 

training program into the lab to address the increasing dif-

�culty of �nding trained technicians; he listened to the needs 

of his customers and used his own money to open a remov-

ables department in 2004, expanding R-Dental from a high 

end crown and bridge laboratory to a full service business; 

and he began scrutinizing the production processes in the 

laboratory to �nd news ways to increase product consistency 

and cut remake costs, which led him to investigate CAD/CAM 

technology. What had been a business doing $600,000 in 

sales before Grubb came on board �ve years ago had now 

grown to $2.5+ million annual sales..

We visited R-Dental Laboratory to talk with Grubb about 

his business decision to partner with Custom Milling Center 

(CMC) and how this partnership has impacted his business.

DLP: What prompted your decision to outsource 

versus purchase a CAD/CAM system?
Grubb: I spent a great deal of time exploring each 

option on the market. I really pride myself on reading and 

investigating everything before making a decision. I put 

together spreadsheets and crunched the numbers. Outsourc-

ing was the best �t for our business model on a number of 

di�erent levels.

First, I have no capital outlay. As long as I send CMC 

120 units a month, and we are doing more than double 

that amount currently, I lease the Dental Wings DWOS 

scanner for nothing; they take the lease fee off my bill 

each month. My fixed costs remain the same. 

Second, liability for the outcome of the milled coping 

or framework lies with CMC. I don�t have to worry about 

eating the cost if something goes wrong in the milling or 

sintering processes; that is CMC�s burden to bear. 

Moreover, I considered the rapid changes this indus-

try and the technology are undergoing as well as the cost 

of these large CAD/CAM systems. I didn�t want to lock 

myself into a system and then worry that the company 

I chose would not stay competitive or that the price of 

the milling materials would skyrocket. I just didn�t feel 

it was worth the risk.

 

DLP: What factors impacted your decision to 
partner with CMC?
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The Dental Wings DWOS scanner allows scanning 16 
individual dies in a single 

“My philosophy is... 
 automate, automate, automate, ”

Daxton Grubb
owNER, XXXXXXXX

CAD/CAM SUMMIT  \\\\  SPoNsoREd BY CUstoM MILLING cENtER




