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Changing Lives through

 Dentistry

Practice Profi le

DENTAL PRACTICE
Locust Valley Dental Group
Locust Valley, New York

Robin Kozlowski, DDS

OFFICE
Square feet: 1,500
3 operatories

EQUIPMENT AND TECHNOLOGY
• A-dec 1601 Doctor’s Stools
• A-dec 1622 Assistant’s Stools
• A-dec 301 Plus Assistina
• A-dec 511 Dental Chairs
• A-dec 532 Traditional Delivery Systems
• A-dec 545 12 O’Clock Assistant’s Instrumentation
• A-dec Accessory Consoles
• A-dec Dental Lights
• A-dec Preference ICC Sterilization Center
• A-dec Treatment Consoles
• A-dec/W&H Handpieces
• CAESY Patient Education Software
• Eaglesoft Practice Management Software
• Midmark M11 Sterilizer 
• Schick Elite Intraoral Sensors
• Sirona Heliodent Intraoral X-rays

Th is practice is a Patterson Advantage® Silver member.

30      pattersontoday | Fall 2013



pattersontoday.com      31

As a child, Robin Kozlowski, DDS, frequently visited her father’s dental practice in upstate New York, where she 

would “play dentist” with her sister. It wasn’t until more than 20 years later that Kozlowski decided to follow in 

her father’s footsteps.

After receiving her undergraduate degree, Kozlowski worked at the 

Mississippi Medical Center, where she met a few dental students who 

showed her the exciting things they were learning. When she saw all of 

the advancements in cosmetic dentistry, Kozlowski thought, “I will be 

able to change lives as a dentist.”

Today, Kozlowski is making an impact on her patients’ lives every day 

from her new, state-of-the-art practice in Locust Valley, New York on 

Long Island. “I’m so proud to have this practice and to be able to offer 

my patients the best treatment possible,” she said. 

Bringing a vision to life 
Kozlowski graduated at the top of her class from Stony Brook University 

in 2000 with a Doctor of Dental Surgery degree. Over the next several 

years, while juggling raising a family and moving to Locust Valley, she 

associated at a number of practices. When her children reached school 

age, Kozlowski knew it was time to branch out on her own.

Kozlowski and her husband and practice director Michael Brielmann 

decided to start from scratch and build the practice they envisioned.  

“We decided we were going to do it on our own and make it the 

greatest practice possible,” Kozlowski said. 

Kozlowski had a very strong vision for her new practice: she wanted 

her patients to get all of their dental needs met in one location with an 

emphasis on educating her patients about the connection between 

their oral health and their overall well-being. To accomplish that goal, 

she knew that she would need the latest equipment and technology, 

plus ample space for specialists to work in the office.

Working with a landlord who is also a family friend, they found the ideal 

space in Locust Valley in a beautiful new building that had state-of-the-

art technology compatibility and numerous large windows that would 

bring natural light into every operatory. “It was by far the nicest and 

most adaptable space in town,” Brielmann said. 

Once they leased the space, Brielmann began working with both 

Patterson Dental and another supplier to create floor plans. Initially, 

he wanted to see which supplier provided the best floor plan, but he 

quickly realized that he had put the cart before the horse. “Until we 

decided which equipment we were using, we couldn’t lay out the floor 

plan,” he said.

Brielmann did exhaustive research on both dental suppliers to identify 

which would provide the best technology, equipment, support 

and value. After viewing a demonstration of Eaglesoft practice 

management software, they knew that Patterson Dental provided the 

best opportunity. “It was apparent that Eaglesoft software is superior in 

every way,” Brielmann said. “And we knew that our equipment had to 

work with the software we chose. It turned out that Patterson has the 

resources and the best equipment.” 

Enhancing the patient experience and practice lifestyle 
Kozlowski and Brielmann spared no expense to bring the best 

equipment and technology into the new practice. They toured other 

practices and visited multiple manufacturers, but no other >>  



manufacturer could offer the integration, quality and beauty of A-dec. “I think by spending the 

extra money, it will enhance the patients’ experience and their practice lifestyle,” said Patterson 

Dental Equipment Specialist Robbie Manziello. “They want a patient to say, ‘Wow’ and tell a 

friend and tell another friend – and they will.”

In the operatories, they selected A-dec 500 chairs, traditional delivery systems and 12 O’Clock 

assistant’s instrumentation. Everyone in the office appreciates how simple and comfortable 

procedures are with the new operatory equipment. “The setup is just perfect,” Kozlowski said. 

But it’s not just the dental team who enjoys the chairs – the patients love them, too. “I have one 

patient who wants to buy an A-dec chair for his house,” she said.

Kozlowski and Brielmann researched multiple sterilization centers, but none came close to the 

quality of the A-dec Preference ICC. “The steri system is magnificent: totally hands free, foot 

activated,” Brielmann said. “The assistants love it and the patients love that everything is so clean 

and carefully sterilized.”

Raising the bar with technology 
Technology plays an important role in helping Kozlowski provide her patients with an exceptional 

experience during every visit. Eaglesoft practice management software integrates seamlessly 

with the doctor’s Schick sensors and intraoral camera. Together, these tools allow Kozlowski to 

create comprehensive treatment plans that help patients better understand their oral conditions 

and treatment recommendations. Kozlowski typically schedules a separate, private meeting for 

patients to review their treatment plans. This allows the patient ample time to ask questions and 

create a blueprint for their oral health. “The patients love it and they’ve never had that kind of 

experience anywhere else,” Brielmann said. 

When patients must be referred out of the office for special procedures, there’s no need to mail 

X-rays to the specialist and wait days for a response. With just a few clicks in Eaglesoft, Kozlowski 

can instantly email the photos and X-rays to the other doctor. This has also helped streamline 

communication with dental labs. “It’s so much more efficient than it used to be,” Kozlowski said. 

“It’s great for the patient long-term.”

Additionally, CAESY Patient Education Systems is an important tool to help explain complex 

procedures and treatment recommendations. “There’s nothing as impactful as a full-color 

animated presentation that incorporates a patient’s own X-rays,” Kozlowski said.
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If there are any issues or they have questions about their technology or equipment, Kozlowski 

and Brielmann know that Patterson will be there to help resolve them quickly. “The support 

is outstanding,” Brielmann said. “We use Patterson support every day. In the first year that is 

invaluable – you couldn’t survive if you didn’t have that level of support.”

Relaxation, by design 

Every element of the practice was designed to relax the patient and create a positive experience. 

Working with an interior designer, Kozlowski selected a palette of cool and relaxing blue and 

green tones that give the practice a spa-like atmosphere with a soothing citrus scent diffused 

throughout the office. Additionally, Kozlowski and Brielmann commissioned an artist to paint 

local landscapes to give patients something interesting, familiar and beautiful to look at. 

During treatment, patients have the options of watching TV or their favorite DVD, or listening to 

music with headphones to block out noises. “When patients sit down in the chair, they often say 

‘I feel like I’m at a spa,’” Kozlowski said. “We go out of our way to make them very comfortable 

during their visit so they’re not thinking about what’s going on. This is particularly important for 

young children, who make up a large number of our patient population.”

Besides making sure the office environment is pleasant, Kozlowski takes extra steps to ensure 

that her patients receive the very best care. She spends at least an hour with each new patient 

to understand their diet, medical history, stress level and habits before treating their dental 

conditions. “A lot of times in dentistry we focus on the problem and overlook the underlying 

reasons why things are breaking down,” Kozlowski said. “Our philosophy here is to look at the 

patient completely and help them improve their oral habits at home.” 

Kozlowski and Brielmann have also hired team members who understand the type of experience 

they seek to provide and care as deeply as they do about their patients. “They are very 

important to the operation of our practice,” Brielmann said. “We found good people and  

our patients appreciate that.” 

Planning to succeed 

During construction, Brielmann set up a temporary office in the building so he was available 

to address any unexpected issues that might arise. He also arranged weekly meetings with his 

Patterson team and contractor and architect to make sure everyone was on the same page for 

the duration of the project. >> 



This extensive planning helped them prevent any costly issues:            

“Our project was done right, on time and on budget,” he said.

The new office features three operatories, two of which are currently 

equipped. The third operatory has been plumbed and wired, ensuring 

it will be ready for equipment as the practice continues to grow. 

Additionally, an alcove was wired for a panoramic 3D X-ray system, 

ensuring there won’t be any problems integrating the technology into 

the practice in the future.

Kozlowski and Brielmann opened the doors to their new practice, 

Locust Valley Dental Group, in February 2012. Kozlowski’s planning and 

vision have been validated with each new satisfied patient. “It’s nice to 

have control over my schedule and make sure I have the time to make 

their experience as pleasurable as possible,” Kozlowski said. “We don’t 

feel rushed, patients aren’t on top of each other and they are getting 

exceptional care.”

Already, Locust Valley Dental Group has welcomed 440 patients in its 

first year and 2013 revenue is more than 100 percent higher than the 

year prior. In the future, Kozlowski plans to add a hygienist,  endodontist 

and periodontist, to give patients the inclusive dental experience  

she envisioned.

Kozlowski couldn’t be happier with the new practice: “My philosophy 

has always been the same, but now I get to practice dentistry the way 

I’ve always wanted, enabling me to deliver a world-class dental care 

experience for all of my patients.” PT

From left to right: 
Michael Brielmann, Dr. Robin Kozlowski, Robert Manziello, Joseph Nyffler, Michael Taffe, 

Meredith Patella and Marc Holsborg

To learn more about Locust Valley 
Dental Group, visit lvdentalgroup.com.
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PATTERSON TEAM
Marc Holsborg, Branch Manager

Meredith Patella, Territory Representative

Robert Manziello, Equipment Specialist

Michael Taffe, Service Technician

Joe Nyffler, Service Technician

Visit PattersonToday.com  
to take a virtual tour  

of this practice!
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