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VICE
One of the best parts of my job at Ortho2 is

Many prominent orthodontists (including Ortho2’s Key Opinion

getting to check out the latest technology

Leader and OrthoScience founder Dr. Sean Carlson) question the

in orthodontics, sometimes years before

scalability of advanced orthodontics, largely due to the idiosyncrasies

it’s released. Over the last few months I

of treatment. Emphasizing the caring aspect of health -“care”,

visited several new startups that are building

they doubt that artificial intelligence will be able to compete with

robotic technology and other artificial

human understanding and empathy any time soon. In either case, it

intelligence to take clinical photographs,

seems certain the patient experience will dictate how easily these

intraoral scans, and even complete invasive

technologies are adopted.

dental procedures. Robotic technology
is thriving in medicine, where physician-guided surgical units such
as the da Vinci System have performed more than three million
surgeries, including cardiac, pancreatic, and colorectal procedures.
In dentistry, the Yomi device completed the first robotically-assisted
root canal last year. If you doubt the surgical ability of these devices,
check out YouTube for videos on robot-assisted surgery. You’ll find
one video where the da Vinci System peels and then surgically repairs
a grape!

Over the last several years, it has become clear to us at Ortho2 that
practice management software needs to expand beyond the internal
workings of the orthodontic office – it also must include elegant
solutions for the patient as well. Patients have so many choices now
when it comes
to orthodontic
treatment that we
need to add to the
stellar clinical work

If and when robotic technology makes its way into the treatment

that only a specialist

of orthodontic patients has yet to be seen, and from a patient

can provide, with

perspective it may not be such an easy transition. A study completed

intuitive patient

in 2018 asked patients if they would consider having invasive

facing software

procedures like extractions or a root canal done by a robot instead

that assists them

of a human dentist, and 66% said they were strongly opposed.

throughout their
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2019 USERS GROUP MEETING

2nd Place – Moroco Orthodontics

1st Place – Sugar Creek Orthodontics

3rd Place – Nisco Orthodontics

Join us February 27-29, 2020 in San
Diego for the 36th annual Users Group
Meeting! The meeting will take place at

Congratulations
to our Heroes
vs. Villains
costume winners!
Honorable Mention – Rancho Cucamonga
Orthodontics

the San Diego Hard Rock Hotel.
If you haven’t yet experienced a UGM,
now is the perfect time to do so. Don’t
just take it from us, see all of the pictures
on our website www.ortho2.com >
Meetings & Webinars > UGM or on the
Ortho2 Facebook page.

Honorable Mention – Dr. Tony Khara
Orthodontics

Are you the only person in your office who sees the
newsletter? Pass it along!
You can also read the newsletter on our website
www.ortho2.com > Resources > Newsletter.
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EDGE CLOUD DOES IT ALL

Dr. Jeff Blasius’ advice for Ortho2’s ViewPoint customers

Dr. Blasius

When considering the importance of the various staff

excitement to all three of these questions. However they

considering moving to Edge Cloud is simple. “Switch today.

said it was

positions in your orthodontic practice, you shouldn’t

should know this: They will most likely never purchase

Don’t wait. The platform is amazing,” he said. Dr. Blasius

a huge

overlook the impact of your marketing coordinator. The

a stock that will come anywhere near the return on

practices at Associates in Orthodontics with Drs. Ted and

transition

marketing coordinator is often not seen as essential as

investment of an effective marketing coordinator. Why

Zach Librizzi, with locations in South Burlington, Essex,

that took

other staff positions because it’s a part-time role that

not? Because the marketing coordinator is responsible for

Middlebury, and Newport, Vermont. Blasius said each day

a lot of

doesn’t directly participate in overall day-to-day operations.

the single most important factor in orthodontic success—

can be different, and they see anywhere from 40-100 patient

planning,

I fully understand and appreciate this viewpoint. Any

referrals. If there is an insufficient number of referrals, it

visits per day. Because of the close proximity of some of

but in

orthodontist can rightly argue that a practice cannot

doesn’t matter how well skilled the orthodontist and team

their locations, patients tend to visit multiple locations

the end,

function daily without full-time front desk staff, assistants,

are, how much they care, or how hard they try.

throughout their treatment.

everything

The practice has been with Ortho2 since their OneTouch

Dr. Blasius with some of the Middlebury staff

worked out better than expected.

days, having moved to ViewPoint and now Edge Cloud.

“There are few things in life that I feel I can get behind

When they used ViewPoint, the office installed a large

100%, talk to my friends and colleagues about, without

rack server to connect the offices via a VPN so they could

any hesitation. Having the Edge Cloud is one of those few

schedule appointments between the offices. They also had

products that I cannot speak highly enough about. Edge

dedicated trunk lines into the offices “at a cost that would

Cloud is so entrenched in our practice we could not live

make our heads spin today for much lower bandwidth,” Dr.

without it. From the time I get into the office and turn on

Blasius said. The practice hired an IT group to manage the

Edge Cloud I rely on it every working minute I have,” Dr.

server, analyze it monthly, and back up all the data. “I don’t

Blasius said.

know if the tape back ups ever even worked, fortunately we
never had to find out,” he said.

Not only do the doctors rely on Edge Cloud, but every
member of the staff does also. From sending patients

Knowing they would need a new solution, the office began

reminders, to patient check-in, to opening a patient’s

researching the costs to become paper-free. Before going

treatment chart, all the way through the exam and

to a cloud product, the office was moving paper charts
between offices with their corresponding models, and
returning them to the main office in the evenings to get
charts of patients that may be coming to another office.

Edge Cloud was installed in all offices in September 2011.
And with going to the cloud, the office went paperless, and
added workstations to all of their side units. Looking back,

viewed from this lens, it’s not hard to see that the marketing

referrals by merely delivering food for referring offices or

coordinator is as integral to the success of the orthodontic

creating a few fun contests for young patients. Today that is

practice as any other staff position.

a formula for declining referrals.

Small Investment, Big Reward

Marketing coordinators today must be well-trained

I know of an orthodontist who was able to produce $1.7
million in revenue in 24 months following his startup. How
did he accomplish this success? Well, his very first hire
was a marketing coordinator. Not only did this surprise
his colleagues, but they thought he was out of his mind.
However, he understood that referrals are the single most

in all facets of referral-based marketing, relationship
development, customer service analysis, and interpersonal
relations with referring offices. These facets are all found
within FIVE FOCUS AREAS that are now essential to the
success of any orthodontic referral marketing program. The
five areas are:

scheduling the next exam, Edge Cloud really does it all.

The Parent Ambassador Program

he would have worked alone in the office and hired a

The add-ons really make Edge Cloud beneficial for Dr.

3.

The Social Media Interface

marketing coordinator.

4.

The Referring Doctor Driver

5.

The Community Full Awareness Program

Blasius. He uses Edge Mobile if the Internet goes down, or
when he’s out and about. “If I get a patient call, I can bring

and recall things about them,” he said.

was the future,” said Dr. Blasius.

In the past, a marketing coordinator could count on getting

The Branded Patient Rewards and Referral Program

their serviceable lives.“It is never fun to replace a $25,000+

Edge Cloud was designed for this purpose and we knew this

to your long-term orthodontic practice success. When

2.

store, Edge Mobile allows me to bring up treatment notes

server or take a leap of faith into this cloud computing thing.

FIVE FOCUS AREAS

1.

that the server and terminal server were nearing the end of

was still in its infancy. We knew we had to either replace the

evaluate team members based on how they contribute

strongly in fact that if he could’ve only made one hire,

up their chart and history. Or, if I run into a patient at the

been released out of beta testing, and cloud computing

and treatment coordinators. But it’s also important to

important factor in orthodontics success. He felt this so

Another factor leading to looking at a cloud solution was

server (without the labor to do so). Edge Cloud had just

4

NEW DIRECTIONS IN ORTHODONTIC
MARKETING PART 2

Not only does Edge Cloud offer everything the practice
needs, it also saves them IT costs. Without the complications

Still don’t understand why a marketing coordinator is a big
deal? The best way to evaluate a marketing coordinator’s
importance is to look at it from the perspective of your
return on investment. With that in mind, it’s helpful to
consider the following questions:

they have seen a significant savings without having to pay

•

someone to do those things for several years.
Between the benefits of almost no IT costs, and the
functionality of Edge Cloud, Dr. Blasius doesn’t see a reason
to be on ViewPoint anymore; as Edge Cloud has it all.

About the Author
Roger P. Levin, DDS is a third-generation

•

of servers, the practice eliminated their IT support, and can
troubleshoot hardware issues on their own. Dr. Blasius said

FIVE FOCUS AREAS continued on page 14

•

If you could purchase a stock today that would give you

general dentist and the Founder and

a 10% return in 12 months would you buy it?

CEO of Levin Group, Inc., a dental

Would you buy the same stock if you could have a 25%

management consulting firm that has

return?

worked with more than 26,000 dentists.

Would you buy the stock if you could double your

practice management speaker who has

money in the same 12 months?

written many books and articles.

Most orthodontists would answer affirmatively and with

He is an internationally-known dental

Contact Info: 888.973.0000 • levingroup.com/ortho
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LOCAL BUSINESS MARKETING – ARE YOU IN OR OUT?

No matter what industry you are in, if you own a business,

your brand with their search, Google also posts alternative

Bing Local Business listings, your address and phone

customers expect businesses to respond to negative

marketing online is essential to your success. With an

practice options for your category below every Google My

number, category of your business (orthodontist - not

reviews within a week. But 63% say that a business has

average of 475,000 new businesses opening in the United

Business listing. Your word of mouth referral can easily be

dentist), website URL, hours of operation, photos of your

never responded to their review.

States each month, it is more important now than ever to

kidnapped depending upon what they find in your geo-

logo, doctor(s), staff and office, and last but not least,

make sure your orthodontic practice stands out both online

targeted area.

CONSUMER REVIEWS. Including “expected” information in

and offline. Many orthodontic teams still fail to see the
relevance of investing in their online marketing, especially
if they consider themselves a patient referral practice. This
couldn’t be further from the truth!

know the correct orthodontic terms. In fact, 53% use
generic search terms to find a business or service vs 35%
who type in a specific business name. For this reason

In today’s digital marketplace, the first form of contact

alone, you should always include product or service related

with any business is no longer the new patient phone call

keywords, a standardized street address and phone, and

but the Internet. Consumers google your name and begin

hours of operation for your business listing to improve your

researching what pops up. Even if they hear your name

chances of being found in your category.

from friends or family, the Internet is where they find your
contact information and more.
Are you proactively delivering your marketing message
exactly the way you want it delivered, or leaving it to
chance?

Back to Basics - What is Local Search?
The definition is simple. Local search is the process of using
Internet search platforms (such as Google, Bing, or Yahoo
Search) or mobile applications, based on your brand and
top orthodontic keywords to target a specific geographical

business listing to remain competitive.
While a prospective new patient is googling your name
or searching with orthodontic keywords to help connect

Reviews are getting shorter. Reviewers are writing

Statistics show that when people perform an online search,

simpler and more to-the-point reviews. The average

33% are more likely to select the business that they are

review is now 65% shorter since 2010, and is now

most familiar with, 28% choose based on the location or

roughly the size of a tweet.

your listing in your hometown among their top local search

format below the map in organic search, 13% view results

results, your reviews in your local business listing are a major

are increasingly shifting from being a place where

in the map area, and 37% view results on both the organic

deciding factor. Those practices still unwilling to jump on the

consumers air their grievances, to being a place to

list and the map. 70-80% of people ignore paid search

reviews bandwagon will be left in the dust when it comes to

recommend businesses after a positive experience. This

results, choosing to only click on organic search results. The

promoting a practice to consumers online.

may be due in part to the increased availability of third-

average click through rate across all industries for pay-per-

demanding complete, trusted, and dependable information
about you online. It is your job to make sure this information
is complete, up to date, and easy to analyze by the search
engines in order to rank your practice in the local search

What Information are They Looking
For?

traffic, it makes sense to keep up to date with your local

5.

Studies show that 50% of users view organic results in a list

Most people today, when searching for a product or service,

through mobile phones. Since Google drives 97% of mobile

What Drives Consumers?

only is it necessary to ensure a potential new patient finds

How are Consumers Searching?

2018, 52.2% of all website traffic worldwide was generated

they trust the most are 4.0, 4.5, and 5 stars.

populate, how is the information assimilated by them?

mix.

begin by using their mobile phone. So much so that in

4-star ratings. 80% of consumers say the star ratings

platforms.

consumers don’t look past page one in local search, not

No matter what your business, consumers today are

patients.

Customers don’t really trust businesses with lower than

Once consumers type in their search terms and local results

results are the most relevant in their lives. In a nutshell,

orthodontic practices can potentially steal away your new

4.

the maps area and organic list on Google and Bing search

proximity, and the latest 2018 reviews surveys report that

area. 72% of online users today state that local search

correctly for relevant local keyword searches, competing

online review has convinced them to avoid a business.

your business listing not only makes consumers happy, it is
a key component to influence your overall ranking score in

Negative reviews drive away customers. 94% say an

How Consumers View Local Search
Results

click ads is 3.48% in 2018.

if your local business listing isn’t set up and optimized

6

The average orthodontic patient is not going to always

3.

as much as 90% of online consumers state they rely on

6.

number two for online reviews. Sites that focus primarily

consumer reviews to make their buying decisions. Since

Google Dominates the Review Market

Google and Facebook have become number one and
on reviews (like TripAdvisor and Yelp) are seeing less
growth than Facebook and Google.

7.

There are more and more positive reviews. Reviews

party review services to aid business in expediting the
reviews process.

According to Review Trackers’ 2018 Reviews Survey:
Statistics and Trends, Google dominates the review market.
Six in ten consumers now look to Google for reviews. Yelp
still dominates in California and in some major metro areas.
However, practices on the west coast still need to gather
Google reviews to meet the algorithm requirements for
ranking in the maps area. Here is a summary of the reported
consumer trends:

Local Business Marketing continued on page 15

About the Author
Mary Kay Miller is an Internet Marketing
Consultant for the orthodontic profession

Google is the review site of choice. 63.6% of consumers

specializing in, WordPress Website Design,

In order to ensure that your business listing grabs attention

say they are likely to check online reviews on Google

SEO, Reputation Marketing, Local Search

and indexes with the search engines, provide information

before visiting a business — more than any other review

Strategies, and Exclusive Web 2.0 services.

YOUR VISITORS want to know, in addition to the product

site.

and services YOU want to promote.
For visitors, it is essential to add to your Google and

1.

2.

Consumers expect brands to respond to reviews—
and are disappointed in the lack of response. 53% of

Contact Info: 877.295.5611 • mk@orthopreneur.com
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IDENTIFYING MISSED OPPORTUNITIES IN YOUR ORTHODONTIC
PRACTICE USING BUSINESS INTELLIGENCE
Moving teeth may be the most straightforward part of

onboarding system in place, as the 10% attrition accounts

an orthodontist’s job, and interacting with young

for prospective patients who were not engaged.

patients may be the best part. But what about the part

Leak 2: Not Properly Managing Your
Observation System

of orthodontics your training never prepared you for?
Very few doctors and team members entered the

Industry benchmarks guide us to know 20% of exams

field because of their love for managing overhead,

should move into pre-treatment observation while 20% of

collections, and practice marketing, but running

starts should come from pre-treatment observation.

an orthodontic practice like a small business is a
necessity. As practice owners, orthodontists must take

In the illustration to the right, 130 new patients were

on the role of CEO driving operations, efficiencies,

moved to observation (20%) while 53 starts (12.3%) came

and strategy for the business. On top of that, changing

from patients in observation.

patient demands and an evolving industry means that

Leak 3: Not Converting Patients From
Phase 1 to Phase 2

the pressures of practice growth are always changing
and the need for teams to be aligned from a business
standpoint is essential.

Did you know industry benchmarks expect an 85%
conversion rate from Phase I to Phase II in a practice?

Business intelligence is the outcome from pulling,

Based on the data housed in Gaidge, the conversion rate

analyzing, and generating insights for a business

for the average practice is just 49%.

based on its data. Leveraging analytics and practice
management tools help prepare offices to better

Increase Production and Prevent
Potential Production Losses

handle the challenges they face in today’s market. In
this article, we have identified three critical areas of

If a practice experiences all three of these leaks over the

opportunity, or “leaks”, where practices are losing

course of a year it could represent as much as $480,000

thousands of dollars of production. Using insights from
taking action to stop the flow.

its own unique situation and accompanying metrics but

Call in the Diagnosticians

not only drive growth, but also those that can minimize or

Based on data pulled from more than 1,500 orthodontic
locations, the Conversion Waterfall (to the right, middle)
illustrates the funnel of patients who call for an exam
through how many actually start treatment. Gaidge has
identified three major leaks along the waterfall that can lead
to significant production losses.

Leak 1: Not Converting New Patient
Calls to Exams
Industry benchmarks suggest 90% of new patients who

8

By getting 21 more
starts from your
Phase 1 patient
pool a practice
could potentially
see $106,470 in
additional production.

of missed opportunity. Keep in mind, each office will have

data to find the sources of leaks is the first step toward

Consider Gaidge your practice’s personal data analyst.

Starting 33 more
patients from
observation to
reach the 20%
benchmark would
create $167,310
of additional
production.

every practice should be aware of the critical metrics that

If a practice were
able to reach the
90% benchmark
it would add 83
more exams and the
practice could gain an
additional $206,460 in
production.

prevent leaks.

About the Author
Gaidge is an essential business management tool that
provides business intelligence dashboards, benchmarking and
performance comparisons for orthodontic practices. Gaidge

call to schedule an exam should attend the appointment.

fully integrates with Ortho2 Edge Cloud and ViewPoint.

Therefore, it’s imperative to have a diligent, high-touch

Contact Info: 800.287.3396 • marketing@gaidge.com
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AVAILABLE FROM ORTHO2

FREE WEBINARS

Contact your Ortho2 Regional Manager at sales@ortho2.com or 800.678.4644 for more details on any of these products and
services.

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

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

Your Edge Cloud System Can Include:

convenience.

(Scheduler, Electronic Insurance, and Edge Imaging always included)

Upcoming Webinar Topics

•
•
•

April – ViewPoint: Bulk Payments
Use the bulk payments feature to allocate one payment
among multiple contracts. For example, when you receive

off criteria you select. This webinar will demonstrate how

party is paying for multiple patients, you would use the bulk
payments feature instead of posting individual payments

hands.)

to use the Subgroup Editor to create, edit, organize, and

Edge Animations (patient education and case

define subgroup criteria.

•

Edge Portal Premium (account access for patients/

June – ViewPoint: Scheduling Basics

to each account. This webinar will show you how to use

An overview of the flexible, full-featured capabilities in your

the bulk payment feature, review your progress, and make

ViewPoint Grid Scheduler. We’ll demonstrate navigation

corrections if necessary.

tools and various ways you can view your schedule. Learn

•
•
•
•
•
•

presentation)

May – Edge Cloud: Subgroups

processing appointments.

Subgroups allow you to pull a group of patients, responsible
parties, professionals, referrers, appointments, etc., based

If you are an Iowa native, you may just recognize Doug Olsan from an Iowa Lottery commercial he
did where he was dressed up as a mummy. No, that doesn’t ring a bell? Well, then you do probably
know him as an Ortho2 Applications Programmer, as he has been with Ortho2 for 20 years. Doug
enjoys the fact that he’s the only Doug at Ortho2, and the daily challenges he sees. “When you’re a
programmer, you never really know what new challenge will present itself each day, and while that

Imaging)

•
•
•

Custom Reports
Custom Online Forms
Custom Premier Imaging Analyses

•
•

Additional ViewPoint User Licenses
Edge Imaging for ViewPoint (enhanced imaging
functions)

Edge Animations for ViewPoint (patient education
and case presentation)

•
•
•
•
•
•
•

Edge Reminders for ViewPoint (automated
appointment reminders)
Premier Imaging (ceph and morphing)
Treatment Chart (electronic charting)
On-Deck Appointment Control (patient sign-in and
operatory display)
HR Manager (securely store employee information)
VP WebAccess (account access for patients/parents
on the Internet)
VP Glance (access to your ViewPoint data from your
smartphone)

Third Party Product Integrations
DataMove Utility (transfer ViewPoint data from
location to location)

ViewPoint Services
•
•
•
•
•
•
•

On-Site Training and Refresher Sessions
Web-Based Training and Refresher Sessions
VP Credit Card Transaction Processing
VP Backup Online Storage
Data Split (split ViewPoint databases)
Data Merge (combine ViewPoint databases)
Data Conversion (put non-ViewPoint data into

•

ViewPoint file format)
Image Conversion (convert your images to
VP Imaging or Edge Imaging)

•
•
•

Custom Reports
Custom Online Forms
Custom Premier Imaging Analyses

•
•

Doug and Shelly have three sons, Max (17), Jack (15), and Rex (12), and a 150 pound Bernese Mountain dog, Timber. (Send

Equipment & Networking (For both Edge Cloud and ViewPoint systems)

money for food to Ortho2 care of Doug.) When he isn’t coaching (insert sports name/season here) or attending any one of a
multitude of kid activities, you can find him crashing on the couch from exhaustion.

•

Electronic Insurance
Grid Scheduler

•
•

still going strong. Plus, with all the needed attachments, I haven’t had to think about a gift for years!” he said.

pitched in and got us a KitchenAid mixer for a wedding gift! My wife, Shelly, says it’s great, and it’s

10

Image Conversion (convert your images to Edge

Third Party Product Integrations

ViewPoint Software Modules

can be frustrating, it can also be rewarding when you get something figured out,” he said.
One of Doug’s favorite memories from Ortho2 came from his wedding. “My lovely coworkers

•

Our local server management system.

•

DOUG OLSAN

On-Site Training and Refresher Sessions
Web-Based Training and Refresher Sessions
Credit Card Transaction Processing
Edge Cloud (off-site, secure data hosting)
Data Split (split Edge databases)
Data Merge (combine Edge databases)
Data Conversion (put non-Edge data into Edge file
format)

parents/professionals via the Internet or smartphone)
Edge Reminders (automated appointment reminders)
Treatment Hub (electronic charting)
Patient Tracker (patient sign-in and operatory display)
Premier Imaging (ceph and morphing)
HR Manager (securely store employee information)

the different methods for making patient appointments,
using drag and drop to move scheduled appointments, and

•
•
•
•
•
•
•

Additional Edge User Licenses
Edge Specialist (pediatric dentistry module)
Practice Connect (Your practice in the palm of their

•

an insurance check for several clients, or one responsible

Edge Cloud Services

Computers, Printers, and Other System
Components

•
•

On-Site Installation and Configuration
Backup Monitoring Service
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Christopher Bennett

Mike DiSalvo

Vacation destination: Mission trips with

Vacation destination: ? I would love to

the youth group from my church

go to Africa

Three people I would like to have

Three people I would like to have

dinner with: Tupac, Elvis, and Kurt

dinner with: My paternal Grandmother,

Cobain

My younger brother Matthew, and

My role model: My Mom

Theodore Roosevelt

I can’t go a day without: Anything

My role model: Theodore Roosevelt
I can’t go a day without: Reading at

photography related

ORTHO2 ANNIVERSARIES
Congratulations to these Ortho2 staff members who celebrated anniversaries during the first quarter of 2019.

Thirty-Seven Years

Eighteen Years

Eight Years

Dan Sargent

Joe Levenhagen

Mike Gude

Twenty-Nine Years

Seventeen Years

Seven Years

Jo Jacobson

Danetta Hiatt

Mark Hoffmann

Jesse Howard

Twenty-Eight Years

Amy Schmidt

Diane Lyon

Fifteen Years
Twenty-Five Years
Matt Hilleman

Michael DiSalvo
Chad Kellner
Tony Kooima

Twenty-One Years
Coreen Magnuson

Thirteen Years

Mike Vest

Chris Bennett

Twenty Years
Doug Olsan

Ten Years

What are you listening to right now? “All Things Work

least a few pages of a book

Together” by Lecrae

What are you listening to right now? Classic rock and country

Favorites

Favorites

Team: Iowa State Cyclones

Team: Philadelphia Eagles, Philadelphia Phillies, Philadelphia

Software Program: Adobe Photoshop

Flyers (Mike was born outside Philadelphia)

Movie: “King Kong”, “A Clockwork Orange”, And “Psycho”

Software Program: Photoshop

Book: “I Cannot, Yet I Must: The True Story of the Best Bad

Movie: “Secondhand Lions” and “It’s a Wonderful Life”

Monster Movie of All Time Robot Monster” by Anders Runestad

Book: “Dances with Wolves”

Phone App: Instagram

Phone App: Google Maps

Joe Lynch

Five Years
Lori Backous
Linda Cooley
Dylan Funk
David Hohbach
Amia Sult

Austin Klicker

Vacation destination: Wherever Iowa

Vacation destination:

State Football wins its first national

Camping trip in the Scandinavian

championship

wilderness

Three people I would like to have

Three people I would like to have

dinner with: Anthony Bourdain, Carl

dinner with: Steve Irwin, Fred

Sagan, George Carlin

Rogers, Douglas Adams

My role model: Godzilla

My role model: My future self

I can’t go a day without: My dogs

I can’t go a day without:

What are you listening to right now? Van Morrison, Billy Joel,

Overthinking something

Phil Ochs

What are you listening to right now? “Conversations” by

Favorites

Watsky

Joshua Tolsdorf

Team: Iowa State Cyclones

Favorites

Ari Vasquez

Software Program: Spotify

Team: Network Engineering :^)

Movie: “In Bruges”

Software Program: Spotify

Book: “Contact” by Carl Sagan

Movie: “Predestination”

Phone App: ESPN

Book: “The Hitchhiker’s Guide to the Galaxy”

One Year

Jim Powell

MEET THE TEAM – NETWORK ENGINEERS

Joseph Lynch

Phone App: Also Spotify

Vacation destination: Unrestricted

Jorge Rios

exploration of Antarctica

Vacation destination: I’d like to tour

Three people I would like to have

Europe, attending soccer games

dinner with: Wernher von Braun, Walt

Three people I would like to have

Disney, Stanley Kubrick

dinner with: Gordon Ramsay, Albert

Each day brings an adverse set of challenges that they face head on. But the feeling of solving a problem after

My role model: I don’t have one

Einstein, Pro Wrestling legend Eddie

troubleshooting it, and the thank yous after fixing a customer’s issue are some of the best parts of the job for the team.

I can’t go a day without: Researching

Guerrero

the Flat Earth

My role model: I don’t have one

The Network Engineering Team has six Network Engineers who answer your questions on just about anything that can go
wrong with a computer. That includes transferring data for Edge Cloud conversions, performing SQL server installs and
migrations for ViewPoint and Edge Cloud locally-hosted customers, reviewing computer specifications for new customers,
and assisting with Windows updates – so many Windows updates.

That and their camaraderie. You can find the Network Engineers enjoying frequent outings after work with each other, and
putting on their annual Taco Tailgate party.
The Network Engineers would like you to know a few things – there isn’t a Warren or a Ryan in the group; his name is Jorge
(Horhey), not George; and they are here to help you with any hardware issue you may have. Read the next page to get to
know a bit more about the Network Engineers at Ortho2.
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Rachel Gildersleeve

I can’t go a day without: Gaming

What are you listening to right now? The voices inside my
head… Just kidding. Music everything but country.

What are you listening to right now? 90s Rock

Favorites

Favorites

Team: ISU/Broncos/Celtics

Team: Iowa State Cyclones

Software Program: GIMP photo editor

Software Program: Streamlabs OBS

Movie: “Office Space”

Movie: “Halloween”

Book: The Bible

Book: “Harry Potter and the Chamber of Secrets”

Phone App: Flat Earth Sun and Moon Clock

Phone App: ESPN
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Vice President’s Perspective continued from page 1
entire orthodontic journey. Ortho2 has been hard at work

Local Business Marketing continued from page 7
also be fully integrated into Edge Cloud.

Your Local Business Review List

We will also be showing several integrations with our

Since the search engines rely upon software programs to

their business that could influence users searching for their

software partners, as well as offering AAO meeting specials

supply your business information, it is important you review

services as more options are provided.

This year’s AAO in Los Angeles will showcase some of the

in conjunction with our new strategic partnership with Henry

your local business information on a regular basis, at least

new patient-centric work we have been doing at Ortho2.

Schein. We hope you will be able to visit us at the AAO

every 60 days for accuracy. The search engines are computer

Our new Edge Proposal feature will be on display, which

and see what we have been up to. Everyone at Ortho2 is

based and driven by sophisticated software algorithms

allows patients to customize their payment plans based on

incredibly excited about the future of orthodontics and

which can easily produce bugs after updates. Did you

general criteria set up by the office. New patients will have

highly motivated to help you always stay one step ahead of

know that Google completely rebuilt the back end of the

the ability to access this feature at home to choose and

the robots. :)

Google My Business area in 2018? Any problems with your

developing new solutions that we feel will greatly expand
your ability to attract and retain these patients.

initiate a payment plan that works best for their family. For
the first time, we will also be demonstrating new patient
online self-scheduling functionality and a virtual visit app
prototype. Both of these tools will offer your patients

Come check out the new patient-centric Edge Proposal
feature and other new Ortho2 development at the 2019
AAO Booth #2225.

greater accessibility options, improve communications, and

Craig Scholz

Craig Scholz,
Ortho2 Vice President, Emerging Technologies

listing? Many new features and services have been added to
enhance promoting your business online.

Indexing Your Brand Identity
Once you verify your local business listing, it is then
processed by the search engine for optimization, validation,
duplication, locations assignment for Geo targeting, and
confidence scoring along with 900 million bits of data. Your
listing becomes your brand’s identity and should match all
other references to your practice online. Failing to do so will
result in lower ranking score, especially in the maps area.

Below is a list of items to review in your listing(s). Each

Make sure your business name matches your corporate

location requires its own listing in local search.

identity in your state. Google cross references state

Maintain or Create a Local Business Listing
Google and Bing create local business listings whether you

corporate records and can downgrade you score if it doesn’t
match.

ask them to or not. It is up to you to approve and verify your

Publishing Your Brand Identity

information as accurate and provide additional marketing

Every listing that has been processed is published and

information to promote your practice. If you fail to manage

made available to more than 100 search platforms, mobile

your listing, the search engines will do it for you. Would

applications, GPS and navigation systems, online directories

The Number of Referrals. Measure these on a

you let just anyone answer your phone in the office? Since

and more. These listings are called citations and also should

and maintaining referrals and require clear and focused

consistent basis whether it’s monthly, quarterly, or

the Internet is the first form of contact with new patients,

be verified to preserve your trusted brand identity.

messaging around the brand. Whether it’s creating a

annually.

monitoring and maintaining your local business listings is

FIVE FOCUS AREAS continued from page 5
The five areas noted above are each critical to gaining

points-based rewards program, a social media campaign,
or courting referring doctors, your marketing coordinator

•

•

doctors) you are receiving regularly. This will help you

implemented.

identify which areas are performing at a strong level and
which areas need to be improved.

Measuring the Marketing Coordinator
In some ways the marketing coordinator can be compared
to an elite athlete. Elite athletes like to be measured in all
facets of their performance and work toward continually
improving and best results. This analogy can be applied to

Referral Sources. Evaluate what type of referral sources
(e.g. patients, parents, social media, or referring

must employ well-thought-out strategy that is properly
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as necessary and include even more information about

•

critical to delivering your marketing message the exact way

Transitioning or Purchasing a Practice?

you want it delivered.

If the name, address, or phone number of your business
changes, for whatever reason, it is critical to your brand

What is the Difference Between a Managed and

identity to notify the Internet of the changes. Failing to

Unmanaged Local Business Listing?

do so will result in lack of trust in your business listing and

An unmanaged listing may be altered in order to fit

significantly reduce your brand score in local search results.

Quality of referrals. This can be evaluated based on

the search engines specific objectives, formatting, and

This includes your website, website artwork, written content,

referrals that make and keep appointments, and the

advertising goals they see fit at any given time. It is also

SEO, social media, local business listings, top local search

number that accept treatment.

important to note that unmanaged listings have lower

aggregators, local search databases and more. Failing to do

confidence scores, may be altered by third parties, and carry

so will greatly impede your brand trust and your ability to

weak signals to local search platforms resulting in lower

market yourself effectively online.

the marketing coordinator who should also be measured

Summary

in several different areas in order to evaluate performance

Orthodontic marketing is now a science and has a new level

and identify directions for improvement. Marketing is

of sophistication. A marketing coordinator is an essential

a continually changing science and the results of each

member of your team with the highest capacity to increase

A managed listing by the business owner provides control

website, reputation marketing, and brand identities in front

effort will reveal a great deal about the practice position,

practice production and profit through referrals. When

over the data that is presented to potential new patients.

of real consumers. In the ever changing Internet marketing

relationships, and future trends. You and your marketing

properly trained in the FIVE FOCUS AREAS outlined above,

These listings have high confidence scores, are secured

arena, when was the last time you checked your listing(s)

coordinator will better be able to gauge referral marketing

your coordinator will provide the single largest return on

from distortion by third parties, and have strong verified

and reviews marketing in comparison to your competitors?

success by measuring these areas:

investment testament for your practice.

signals. Listing owners also have the ability to make updates

How did you stack up?

ranking results.

It is no secret that effective online marketing places your
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