The Newsletter for Members and Friends of Ortho2
July 2018 - Volume 36 Issue 3

Practice
Complete
Management
Share the

President’s
Perspective

r
Newslette

Doctor

A New Partnership
nager

Office Ma

As many of you have probably heard, Ortho2 announced a
partnership with Henry Schein, the world’s largest provider

tor
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of health care products and services to office-based dental,
animal health, and medical practitioners, earlier this year.
Since this announcement, I have heard from many of
you wondering what prompted this decision. This 50-50
partnership was not something we at Ortho2 took lightly,
and was in fact years in the making. But we think it makes
sense for a lot of reasons.
As you may know, Ortho2 has been a completely independent company throughout
our 35 year history. We watched other companies be acquired, have their names
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changed, their management teams swapped out, and, all too frequently, cease to
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consolidated, largely crushing the independent holdouts. More recently, we saw that
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Inside Ortho2

this trend was moving into orthodontics. We did not want to follow an independent
path if it was going to inevitably lead to Ortho2 being squeezed out of relevance.
We are delighted to be joining forces with Henry Schein. We’re proud of what we’ve
accomplished in our 35 years as an independent company, however the ongoing
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technology explosion and evolving orthodontic market now makes joining forces
with Henry Schein an important step for us and, more significantly, for you. Not only
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will it assure that we remain stable and there for you for decades to come, but it
also means we will be able to leverage Henry Schein’s huge ecosystem to help us
innovate new and exciting benefits for you!
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Dan Sargent, Ortho2 Senior Advisor and past President, adds, “This relationship is
the end result of a long and thoughtful process. In Henry Schein we found the right

Comprehensive Orthodontic
Practice Management, Imaging, and
Communication Solutions

combination of strength, integrity, and common culture that made us feel good. It
was important to me that we retain the people and practices that have helped us
succeed all these years. With Henry Schein we gain the things needed to assure our
long-term stability to be there for you, while retaining the things that make us, us.”
Stanley M. Bergman, Henry Schein Chairman of the Board and Chief Executive
Officer, also comments, “We look forward to offering advanced software solutions
President’s Perspective continued on page 15

AAO Wrap Up

Thank you to everyone
who stopped by our
booth at the AAO!
We would like to thank the following staff who
worked hard in the Ortho2 booth at the AAO and
contributed to our success:
Dr. Barry Feldman – Feldman Orthodontics
Laura Force – TDR Specialists in Orthodontics
Gina Good – Good Orthodontics
Diane Julius – Feldman Orthodontics
Jodi Miller – Certified Ortho2 Training Specialist

Come visit us at these fall meetings.

Contributor Contact Information:
Beth Leach – Beth Leach has worked in the

Dr. Roger P. Levin – Dr. Roger P. Levin and

Christine Townsend – Christine Townsend

Have you noticed our website alerts?

orthodontic marketing field for more than

Levin Group provide expert orthodontic

is a consultant with Consulting Network.

Probably not, as they aren’t there that often.

Great Lakes Association of Orthodontists/
Middle Atlantic Society of Orthodontists

September 14–15, 2018

20 years. Contact her at 800.810.0553 or

practice management and marketing

Reach Christine at 925.413.8339 or

But if there ever is an issue with one of our

Midwestern Association of Orthodontists

September 21–22, 2018

beth@practicemarketer.com

solutions. For more information, contact

christinestownsend@gmail.com

products, you will see an alert letting you

Southern Association of Orthodontists

October 5–6, 2018

Pacific Coast Society of Orthodontists

October 12–13, 2018

Southwestern Society of Orthodontists

October 19–20, 2018

Rocky Mountain Society of Orthodontists

October 26–27, 2018

Levin Group at 888.973.0000, or visit them

know what is going on. Once things have

at levingroup.com/ortho.

been resolved, the alert will go away. You
won’t see these often, but they are a good
source of information when things do arise.
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What Edge Specialist
Can do For You
E

dge Specialist is nearing its

to sequence future appointments and plan custom

release. And if you don’t have a

procedures for each. Using the treatment sequencing,

pediatric dentist in your office, you may
wonder how your office will benefit from
this new module. Even if you aren’t planning
to implement Edge Specialist, there are many
changes within Edge Cloud that have been added
to help your practice.

you can set individual procedures to occur with each
appointment type. These procedures can then show in the
scheduler, and appear in the patient’s treatment chart as
line items.

Financials
You can now finalize the Transaction Report by location

Treatment

and/or doctor. Note that some options may be grayed out

You can now associate procedures with an appointment.

if they are unavailable. In addition, you can see information

This can be useful for tracking things such as broken

such as the last finalized report, and the contents of the

brackets and emergency visits. The Dental Procedures

current report you are going to finalize.

FORT WORTH, TX

editor allows you to create custom procedures, which can
then be used in conjunction with your tooth chart to show
items such as broken brackets.
These procedures can then be used with the procedures
you have set up in the Procedures editor. When creating
new appointment types, you can add procedures under
the Default Treatment heading. Simply click the green
plus icon and add the procedure you wish to add to the
appointment type.
In addition, you can add custom conditions in the tooth
chart. Define new
conditions in the
Dental Conditions
editor. In this editor,

Other planned enhancements include:
•

Payment plans for miscellaneous charges

•

Expanded Insurance Plan Coverage editor, which
includes more information such as group number,

you can add details

group name, policy number, renewal date, and more

such as which area
of the tooth is

•

affected and how it
will be noted in your
tooth chart. When
you are in the tooth
chart, simply right
click the tooth to
add the condition.
In the future,

Improved tracking of primary and secondary insurance
coverages

•

The ability to mark insurance coverages as inactive

•

The ability to report and subgroup on custom
procedures by specific information

Some of these features have already been released in
Edge Cloud. Check your release notes after updates to see
when new features have been added.

Join us for the 35th annual Users Group
Meeting February 28-March 2, 2019.
The meeting will be at the Worthington
Renaissance Hotel in Fort Worth, Texas.
Come listen to the best in the industry
talk about how to improve your practice
and take advantage of Ortho2 staff who
can show you the ins and outs of your
practice management software.
Let us know you are interested in the
UGM, and you will be one of the first to
receive your brochure with full course
descriptions in the mail this fall. See more
information about the UGM and let us
know you are interested at www.ortho2.
com > Meetings & Webinars > UGM, or
contact Kim Barker, Meeting and Event
Coordinator, at 800.678.4644 or
ugm@ortho2.com.

you will be able
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What Does Social Media
Really do for My Practice?

N

early every orthodontist in the

weighed when determining your plan for success. Some of

country has had thoughts of

the most important pieces of the social media pie include

grandeur and doom while contemplating
social media interactions. What is the
value of social media to my practice? Does it
increase new patient volume? How much does
it cost me in staff time to produce the amount of
social media that is viable for my practice? Can’t I just
turn it off and not worry about it? The answers are never
simple and the right solution really has a lot to do with
your practice location, size, age, and your desire to grow.

sharing on all platforms; adding relevant, well-written,

The Customer Service
Secret
H

ighly successful orthodontic practices have a secret.

patient’s desire to visit the practice, and whether or not

And despite it being obvious, it’s one that many

they are oriented towards the treatment.

orthodontic practices never figure out. Any guesses? Well,

So how can you help your front desk wow new patients on

and timely content; posting images and videos which

it’s not fixing the scheduling system, training the treatment

reflect the practice and community; and asking for patient

coordinator, or increasing the referral marketing activities.

involvement in expanding your social media reach. Sharing

But it is in fact the reason why highly successful orthodontic

Scripting is Critical

your practice brand on all of the important channels

practices perform better. They have more patients, higher

Because all staff members aren’t always natural stars in

(Facebook, Instagram, Twitter, YouTube, Google business

case acceptance, higher customer satisfaction, and more

regard to communication, scripting is the training that

pages and Snapchat) is crucial as it helps people find you

referrals. And when practices use this secret consistently,

allows them to excel. You can’t rely on the natural talent

in their own choice of media.

despite the competition, they flourish. The other benefit

of your team, and experience is almost irrelevant in this

of the secret is that these practices seem to be happier

process. I’ve seen 18-year-olds excel at first contact

because implementing the secret is fun and puts everyone

relationship building and I’ve seen people with 30 years

in a good mood.

of experience completely fail. The key is the attitude,

Producing content that is important to your patients and

the first call?

Social media does a number of things for your practice

potential patients (braces recipes, infographics about

including build your brand, boost patient satisfaction,

brushing with braces etc.) assists your patients and others

increase new patient volume, generate good will and

near and far. The more relevant content you produce, the

Give up? The secret is of course, excellent customer

reviews, and more. Many of us who use social media

more relevant you will be to Google, and in turn the higher

service!

Front desk people are constantly challenged by

personally realize that the things posted on Facebook or

you will be listed in search. Yes, social media does actually
help your website get found in Google. Posting images

Customer Service First

multitasking activities and interruptions. Then the phone

Instagram are the moments of our lives that we want to
feature, they build our persona, our personal brand. I like

and videos that reflect your practice and community

to think of social media as the next generation evolution of

increases your connection with individual patients and

the 1970s cocktail party where mothers and fathers boast

the people they are connected with as well boosts your

about their star athlete sons and smart daughters; no one

brand with the community in which you work. In addition,

talked about the kids who were underperforming, etc.

the more fun you have capturing images and video in the

The same goes for your practice life, highlighting the

practice the more your practice brand will grow.

amazing connections you have with patients and your

Finally, to really expand your social media base, you

community builds your practice brand. It cements the

must get your patients to share your posts, hashtag your

image of the good you do in the community into the

practice, and comment on what you share. This is one of

minds of current and prospective patients. The more your

the more challenging aspects of social media interaction,

practice is seen online and off by current and potential

Social Media continued on page 15

patients the better. In many cases you are involved in your
local community much more than your patients know and
social media allows you to build a practice brand that has
value and meaning to the community. By sharing on social
media you aren’t bragging about your practice, you are
informing and connecting in the way that most people
in today’s society connect. This connection is one of the
best marketing tools you can have, and that is why its so
important to your practice life.

Excellent customer service may not be the profound answer
you were expecting, but when you provide it from the very
first patient encounter, it will produce profound results. In
fact, it’s outstanding customer service that places practices
in the top 1% of patient satisfaction.

motivation, and strong scripting.

rings and it’s a new patient, which sometimes is perceived
more as an interruption than an enormous opportunity. In
scripting the first contact, you want your front desk people
to be focused on every new patient caller and be excited
that they called. You want them to tell the new patient
caller how delighted they are that they called, and that they

Many offices feel that customer service begins when they

will do everything possible for them to have an outstanding

meet the patient. However, the most important time in

experience. Have them back this up with examples of what

the entire patient relationship starts with the very first

your practice does in terms of providing a great doctor

phone call. In that phone call it’s essential to help build

relationship and excellent clinical care.

a relationship, communicate caring and compassion,
demonstrate how excited you are to meet this new patient
and family, and assure the caller that you will do everything

It’s also essential that the front desk person brings high
Customer Service continued on page 15

possible to provide an outstanding experience.

About the Author
Beth Leach is principal in two
orthodontic related companies:
PracticeMarketer, and
PracticeRetriever. She is an expert
in combining the latest online

There are a number of factors that determine your

marketing strategies with the most

effectiveness in social media and these need to be

effective traditional modes of
practice promotion to generate high-

Most orthodontic practices believe that they already do
this, but generally that’s not the case. It’s not that they
are bad or poor in the first phone contact, it’s that they’re
simply just okay. And in today’s competitive orthodontic
industry, okay won’t cut it. All too often front desk people
are focused on getting the patient on the schedule, telling
the patient the information that your practice needs from
them and saying goodbye. Your front desk person must
understand that the first phone call will determine the

About the Author
Roger P. Levin, DDS is a third-generation
general dentist and the Founder and
CEO of Levin Group, Inc., a dental
management consulting firm that has
worked with more than 26,000 dentists.
He is an internationally-known dental
practice management speaker who has
written many books and articles.

level practice growth.
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Using the Philosophy of Education in the New
Patient Exam
I

n 2007, when I transitioned careers

1.

Community

decisions about which materials, interactions, and

from kindergarten teacher to

2.

Families

learning experiences are likely to be most effective for

treatment coordinator (TC), I found that

3.

Assessment

the group and for each individual child.

many of the same philosophies I believed

4.

Curriculum

in and put into practice in the classroom also

5.

Teaching

applied to the new patient exam.
As a teacher, my objective was to promote children’s
learning and development to enable them to reach

materials to take the patient through the diagnosis

Community:

process. They continually research effective ways to

Each year, before the first day of school, I invited the

sell treatment and work with the team to lead new

children to an individual classroom visit. By doing so, the

patients toward case acceptance.

their educational goals. By individualizing for each student,

children were able to meet me, find their chair and cubby,

I strived to create an environment where every child had

and obtain insight on what to expect on the first day

a sense of belonging. I believe the goal of the TC is very

of school. This informal meeting enabled me to build a

similar. For we, too, promote learning and understanding,

relationship with each child and then create an environment

as we strive to help our patients achieve their goals.

that reflected their interests and personalities.

German educationalist, Friedrich Froebel, described
children as plants and teachers as gardeners – hence
the word, “kindergarten” which originated from
by the TC alone. Instead, our team works together to

the German words, kinder (meaning child) and

assure the new patient experience is timely, efficient, and

garten (meaning garden). I like to think of our practices as

When we take a new patient phone call, we start to build

pleasant. Each team member contributes to provide, what

gardens, as well, for we not only treat malocclusions and

a relationship with our patients. We collect and share

Dennis Snow, author and speaker, would call, “Moments

create beautiful smiles, we also care for individuals and

information, we ask questions to build connections, and we

of Wow!” Together, we care for our patients in an

grow self-confidence.

each student, they build reciprocal relationships with

plant the seeds of case acceptance by collecting insurance

individualized way and I believe that is what differentiates

families, and they intentionally set up their learning

information and inviting the financially responsible party to

our practice from others.

I have found that those dedicated to the field of

environments so that every child has a safe place to play,

be present at the exam. Before they arrive, the intentional

experiment, discover, learn, and grow.

TC reviews medical and dental history, researches the

Assessment:

Very much like a plant welcomes rain after a long drought,

Anytime you see a classroom where children are thriving
and learning, it is most likely because there is a teacher
who is intentional. Intentional teachers individualize for

Intentional TCs strive to build relationships with each
new patient. They prepare their environment so that the
patient feels welcome and safe. They understand why the
patient needs treatment and how it will be delivered. By

referral source, learns the correct pronunciation of names,
and identifies if the patient has any special needs. In this
way, we can create an atmosphere where our new patients
immediately feel welcome.

Families:

meet the learning style of the patient.

When teachers have 25 energetic kindergartners in their

through
the

classroom, they need a team of volunteers around them.
Knowing that each child’s parent/guardian is their first and

Intentional TCs strive to build relationships with
each new patient. They prepare their environment
so that the patient feels welcome and safe.

orthodontics are extremely hardworking professionals.

During the first two weeks of kindergarten, I assessed

we also need to be replenished and nourished. Strive to

each child’s cognitive, physical, emotional, and social

intentionally care for each other, for that is what engages

development. In this way, I was able to chart a unique

the heart to care for others.

teaching course for the year.
The intentional TC asks open-ended questions to discover

individualizing, they change their presentation style to

Intentional teachers use a star to lead their children

best teacher,

the patient’s wants and needs, and uncovers if there is
an emotion attached to the concern. The doctor then
evaluates the patient and identifies the most opportune
time to treat.

the intentional

Curriculum:

teacher

Teachers follow Common Core State Standards and use

partners

curriculum as a map to guide their children through the

with them

learning process. Intentional TCs respectfully follow the

Christine Townsend served in the

to provide

lead and vision of their doctors. They continually learn from

education field for more than 15 years

the very best

them and other dental professionals.

before joining Marcel Orthodontics

educational experience possible.

Teaching:

in 2007. In 2017, she partnered with

and development. As a TC, I use the same philosophy to

Intentional TCs also need a supportive team around them.

Intentional teachers use a wide range of teaching strategies

lead the patient toward case acceptance:

At Marcel Orthodontics, case acceptance is not achieved

to enhance development and learning. They make

journey of
learning.
Each point
of the star
represents
one

essential component that teachers use to promote learning

8

In the same way, intentional TCs use educational

About the Author
Debbie Best of Consulting Network and
divides her time between the two.
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Inside Ortho2
Information about the people of Ortho2 and the resources available to you as a member

Free Webinars

Ortho2 Anniversaries

We offer you free, online webinars each month throughout the year on various topics. It’s a great solution for training new

Congratulations to these Ortho2 staff members who celebrated anniversaries during the second quarter of 2018.

users, refreshing experienced users, or learning about new features. Webinars are available online at www.ortho2.com >
Meetings and Webinars > Ortho2 Webinars. Find the topic for the month and click the link to view the webinar at your
convenience.

Upcoming Webinar Topics
July – ViewPoint: Electronic Correspondence
Tired of printing and mailing various documents and forms
for your patients? ViewPoint gives you the ability to email

any range of dates. The report compares the emergency
appointment data with the patient’s previously kept

Craig Scholz

Kim Barker

found within.

Subgroup List

for whom emergency appointments have been kept for

Brandon Niewoehner

started with this report, how to run it, and the contents

from the program. We’ll look at the set up involved and

The Emergency Tracking report to obtain a list of patients

Six Years

Barb Williams

appointment data. This webinar will review how to get

September – ViewPoint: Using the

August – Edge Cloud: Tracking Emergencies

Sixteen Years

Ken Hoffmeier

Twenty-Six Years

receipts, appointment cards, and merge documents directly
how to access and use this communication feature.

Twenty-Eight Years

You can use the Subgroup List tool to display all the
records that fit the subgroup criteria you specify. This
feature is useful for efficiently previewing the patient’s
records that will be included in your defined subgroup job,

Twenty-Three Years

Elizabeth Nordeen

Fourteen Years
Micky Augustin

Four Years
Gabrielle Bradford

Twelve Years
Lindsey Spieker

Michael Lasley
Chris Trout

Clarence Bryan

Seven Years

Seventeen Years

Sean Gildersleeve

Ron Benifiel

Michelle Haupt

Cathie Raley

Jess Huennekens

Two Years
Brooke Milligan

One Year
Joe Skluzacek

such as printing a form or posting a miscellaneous charge
subgroup.

Career Milestones and Development
Ortho2 welcomes Austin Klicker who joined the Network Engineering Team as a Network Engineer on April 2. Austin was

Referral Rewards
You can earn a $500 credit for each referral that results in an Ortho2 system purchase within six months. You can apply
the credit toward any current or future charge or purchase—it never expires. We frequently hear from doctors that they

previously employed with the Boone Community School District as a Technology Associate. Welcome to the team, Austin!

wish we had contacted them before purchasing their current system. We wish we had too, but we didn’t know they were

Steve Volcko accepted the Regional Manager position, and began his new post on April 9. Steve has been with Ortho2

referrals online at www.ortho2.com and clicking on the Referral Rewards icon

since 2012 as a Software Support Representative and Trainer. Congratulations on your new position!

800.678.4644, or email sales@ortho2.com.

looking. You can help us help your colleagues by letting us know when they are considering a change in systems. Enter
in the top right corner, call

Sam Rubenstein and Izzy Austin both joined the Software Support Team as Software Support Representatives on
April 16. Sam provided technical support for the ISU Extension and Outreach office while he was attending Iowa State
University. Izzy previously worked for CDS Global as a Customer Service Representative. Join us in welcoming Sam and
Izzy!
Mark Hoffmann joined the New Customer Care Team as a New Customer Care Representative on April 18. Mark has been
with Ortho2 since 2012 as a Software Support Representative and Trainer. Congratulations on your new position!
Nathan Hemmings has accepted the Data Conversion Specialist position with the Internal Services Team. Nathan has
been with Ortho2 since 2014, with his latest role being Software Support Advanced Tech. Congratulations on your new
role!
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Meet the Team
If you have viewed any of the Edge Animations videos, you have seen the work of our Ortho2 Animations Team. James

much more useful for everyone. And if you request a video,

MG: The Animation Team at Ortho2 is always striving to

Powell, 3D Animation Director, and Mike Gude, 3D Animation Programmer make up the team. Find out a little bit more

you get to be a part of the production process! You will be

create the best and most accurate library of orthodontic

about what they do, and the experiences they have had creating animations.

included as we produce the video, and get the opportunity

animations.

to comment and make suggestions for the video as we

What do you really do here at Ortho2?

never released.

JP: As 3D Animation Director, I am responsible for the

MG: One of the most interesting projects I worked on

content of Edge Animations. I plan, script, and help

was creating visuals for a Discovery Channel documentary

produce the patient education animations. I am also the

in 1996. It was about the construction and delivery of a

male voice for our Edge Reminders customers, and do

gigantic oil drilling platform in Norway. There were a lot of

a good share of the narration for Edge Animations and

interesting underwater and potential disaster scenes that

Ortho2’s marketing materials.

were fun to make.

MG: I create animations showing a wide variety of

What’s the strangest thing you have ever animated?

orthodontic and pediatric specialist procedures. I also get
to help out with marketing materials.

move from rough draft to final.

JP: I had to animate a hemorrhoid surgery one time. That
was…uncomfortable.

James Powell

Mike Gude

Vacation destination:

Vacation destination: New Zealand

Hawaii, Rome

Three people I would like to have

Three people I would like to have

dinner with: Elvis Presley, Earnest

dinner with: My grandparents

Hemmingway, Elon Musk

My role model: Bud Lucky recently

My role model: Elon Musk

passed away. He was a long time

I can’t go a day without: Coffee

animator for Sesame Street, and

What are you listening to right now?

worked at Pixar. He was also the

Sturgill Simpson

voice of Agent Rick Dicker in The Incredibles.

Favorites:

MG: In my days working on pharmaceutical advertising, I

I can’t go a day without: Dr. Pepper

Team: Cyclones

got to make animations explaining how various medicines

What are you listening to right now? Crowder

Software Program: Photoshop

JP: While in college, I got to a point where I wasn’t sure if

actually worked. Animating the method of action of Viagra

Favorites

Movie: Guardians of the Galaxy

the major I was focused on was what I really wanted to do,

was an interesting experience.

Team: KC Royals

Book: The Stand by Stephen King

Software Program: 3DS Max, After Effects, Photoshop,

Phone App: Spotify

Tell us a bit about how you became interested in
animating.

so I took a general intro to computer art class that offered
a chapter on a variety of different aspects of computer

What’s fun/what do you enjoy about your current job?

Sketchbook

generated art. Included were sections on designing web

JP: I enjoy the company I get to work for and the people I

Movie: It’s too difficult to narrow it down.

sites, graphic design, and 3D animation, which was a brand

get to work with. The new Edge Specialist characters have

Book: Currently reading The Terror by Dan Simmons

new field at the time. From that point on, I couldn’t get

been a lot of fun to work on as well.

Phone App: MLB At Bat, iHeartRadio, Sketchbook

MG: Every animation has it’s own unique challenges. It’s fun

Contact Us

enough.
MG: Way back in 1992, computer animation was just
starting to come into the mainstream. At the time, Pixar
was primarily a computer hardware company and was just
beginning to dabble in making their own animations. It was

trying to find the best way to solve them.
What do you want our customers to know about Edge
Animations?

around that time I got my first job while I was still a student

JP: First, Edge Animations is a very useful tool to sell

at ISU working for a company called EAI making animations

orthodontic treatment to parents. Having patients see what

to support expert testimony for courtroom use.

is going to be done as well as why it’s necessary can make

What’s your favorite project you have ever worked on?
JP: Probably being the lead animator on a Spiderman

Email

Social Media

800.678.4644 (Sales)

accounting@ortho2.com

www.facebook.com/ortho2

800.346.4504 (Support)

admin@ortho2.com

www.youtube.com/ortho2systems

engineering@ortho2.com

www.twitter.com/ortho2systems

ideas@ortho2.com

www.linkedin.com/company/ortho2

Website
www.ortho2.com

orders@ortho2.com

www.instagram.com/ortho2systems

all the difference! Second, if you want to see a specific

ortho2support@ortho2.com

https://plus.google.com/+ortho2

video, make a request through UserVoice! I love getting

sales@ortho2.com

http://blog.ortho2.com

requests from users because it makes our product that

ugm@ortho2.com

www.ortho2.uservoice.com

video game. I was also lead animator on a Wolverine video
game, but the game was pulled before completion and

Phone

continued on next page

Newsletter Submissions
editor@ortho2.com

Background image taken by Brandon Niewoehner
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Join Our Email List

President’s Perspective continued from page 1

Here’s an exciting opportunity to enhance your success with Ortho2 products and services and be among the first to get

to orthodontists, just as we currently do on a global basis

Finally, I would like to thank you for your support! I look

news. We have an email communication program which includes money saving discounts and incentives, overviews of new

to general practice dentists. We welcome our new Ortho2

forward to continuing the adventure with you! Our mission,

features, productivity tips, meeting updates, periodic optional feedback surveys, and more. We think you will like getting

colleagues to Henry Schein, and look forward to continued

as always, remains: To help our orthodontic partners

these messages.

success together.”

succeed.

Amy Schmidt

Furthermore, we believe associate doctors and members of your staff will benefit from the productivity and usage tips,
and we would encourage them to sign up as well.

Amy Schmidt, Ortho2 President

To register email addresses for this program, simply visit the Register for Updates section of our website,
www.ortho2.com > Resources > Register for Updates. As mentioned above, multiple individuals from your office can
register. Even if we already have your email address, it won’t hurt to register here, and it will guarantee your inclusion in
this program.
And of course, if you or any of your staff ever decide that the messages are not of interest, you can simply use the opt-out
option provided on each message.

Social Media continued from page 6
but it is one that if done well boosts your presence online

want to bounce a few ideas off the wall, please feel free to

to places that no one else has been.

call me and discuss your next steps.

If you need help with your social media planning, or just

Our Feedback Forum
Ortho2 brings you UserVoice, a powerful feedback forum that allows you to easily tell us what you think! Now you have
the power to connect with us, make suggestions for enhancements, vote on your favorite ideas, and watch them become

Customer Service continued from previous page 7

a reality.
Log into UserVoice through the Ortho2 website. Visit www.ortho2.com, and click the UserVoice icon

in the upper right

corner. Login with your user name and password. You are ready to go!
There are five product enhancement forums: Edge Cloud, Edge Animations, Edge Imaging, Ortho2 Users Group Meeting,
and ViewPoint. You can search existing suggestions and enter your own. Vote for your top enhancements and check back
to see which are getting the most votes. You can even add comments to suggestions and read comments from other users
and from Ortho2.

By Phone: 800.346.4504

And Don’t Forget Our Website: www.ortho2.com

Available 7:00 A.M. – 7:00 P.M. Central

Our website gives you 24/7 access to our knowledge base, FAQs, white

Time, Monday – Friday

papers, visual help videos, and more.

Response time is usually the same day or

Once you learn certain things about the patient caller, you

mean what they’re saying and helps the new patient caller

can then begin discussing things that are interesting or that

to become excited about meeting them. The front desk

you have in common. This is how you build outstanding

person should also attempt to learn as much as they can

relationships.

about the new patient and family. They should be prepared
to ask questions because this is the best way to get to
know a patient and develop a relationship. For example:

Support

By Email: ortho2support@ortho2.com

energy to the call because it demonstrates that they really

The secret of success of highly successful orthodontic
practices is wowing and impressing new patients from
the very first contact—it sets the stage for success. When

•

Whom may we thank for referring you?

the secret is properly implemented, patients will arrive for

•

Where does John go to school?

their first appointment already predisposed to liking the

•

Isn’t it great that we have clear aligners for adult

office, accepting treatment, and referring others. And when

patients so that you don’t have to walk around with

customer service is consistently excellent throughout the

braces?

entire patient experience, the number of referrals will go

•

Do you know anyone who has had aligners as an adult?

up even higher. Customer service is the ultimate way to

•

How did you hear about us?

differentiate your practice. Providing it from the very first
contact will ensure long-term success.

at most within 24 hours.
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“Delivering premium solutions for success to the orthodontic profession…”

Posting to social media may seem like a

Being an intentional treatment coordinator is similar

chore, but it is an important step to growing

to teaching kindergarten. There are five essential

your online presence. Engaging pictures,

components that teachers use to promote learning

videos, and content on your social media

and development, and they can be used by treatment

sites can even help your practice in Google

coordinators as well.

searches.
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Highly successful orthodontic practices have
a secret tool they use to gain higher case
acceptance, customer satisfaction, and more
referrals. Join in on the secret.
page 7

ORTHO2
Sales 800.678.4644

Support 800.346.4504

Local/Intl. 515.233.1026

Fax 515.233.1454

