
Orthodontic Offices 2009: 
Grow, Thrive and Be Exceptional!
by Mark Dusek, DDS 

I asked Joyce Matlack, an orthodontic office design con-
sultant who works out of Santa Cruz, California, to write 
a brief article about redesigning or building an office 
during these financial times.  If you would like to reach
Mrs. Matlack with any questions she can be reached at
www.matlack-vaneverydesign.com.

The challenging economy has definitely been a topic
of concern in the world of orthodontics. Graduating
residents as well as those doctors who have been in

practice for years are aware that remodeling, expanding or
building a new office seems to be a daunting endeavor.
However, there are many reasons that make this a great
time to move forward with your project. Land prices have
gone down; contractors and sub-contractors fees have
greatly decreased.  Building material costs continue to sig-
nificantly decrease.  Landlords are anxious to have a great
tenant and are offering more assistance and incentives to
help with the “build out” of new offices. Financing is also
available through orthodontic supported companies.

Building or designing an office is an important step in an
orthodontist’s career.  Instead of “reinventing the wheel,”
an orthodontist should utilize professionals who work in

orthodontics.  Professionals can help select a location, put
the design/construction team together, define a budget,
select equipment, and help oversee the project. You will
likely spend the same amount of money for great design
and function, as you will for an office that looks great but
has poor function. Professionals should be selected
because of their successes at creating highly functional as
well as aesthetically pleasing offices.  Contractors should
have dental office construction experience.

Location of the office, building size, parking, and accessi-
bility are a very important part of your “diagnosis and
treatment planning.”  Current HIPAA, OSHA, and ADA
compliance must be met. Each topic will have many 
ramifications.

Ultimately your office needs optimal function and flow for
the patients, doctor and staff. The physical size and shape
of the building dictates the initial parameters, but good
design will make the best of any situation.  The smaller 
the office size, the greater the expertise in design that is
needed. The following principles delineate the office
design process.  The more you are able to incorporate
these elements in your design, the more ideally your office
will function.

• Provide an entry with a computer check-in with
a smiling, greeting team member in view. 

• Set up a paperless office with computer 
check-in, plasma screens strategically placed, 
imaging, digital radiography, a Smart Board, a 
laser and treatment card. Minimally, prepare
for future technology.

• Create a circular flow around the office with 
new patients going one direction and exiting

patients the other. Exiting can be from either
side. 

• Evaluate the pros and cons of different patient chair 
arrangements: lineal, L configuration, semi circle, 
rear delivery.

• Create a central location for a high-tech, state-of-the-
art sterilization room. 

• Provide privacy by semi-private dividers between 
some or all of your treatment chairs at 4-5’ high. 
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• Plan for a stand-up consult alcove in the hall for
short discussions with parents and patients.

• Consider incorporating LEED  (Leadership in Energy 
and Environmental Design) into your remodel or new 
construction. This is great for the environment and 
your community marketing.

Orthodontic practices and patients are not going to dis-
appear.  This is the time to be optimistic, proactive,
and aggressive in your commitment to thrive and have
an exceptional orthodontic practice.  Creating an office
to functionally and aesthetically reflect the quality of
care that you give will make a statement to patients
and community and will definitely help in marketing,
practice growth, and success.
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This symbol means your orthodontist:

� Has at least 2-3 years of specialized exclusive training in 
orthodontics after dental school

� Limits practice exclusively to orthodontics

� Is eligible for certification by the American Board of 
Orthodontics

� Adheres to the strict Principles of Ethics of the American 
Association of Orthodontists

� Fulfills continuing education in the specialty of orthodontics 
to provide you with the best in diagnosis and current treatment
options

� Will be your partner, working with you to achieve optimum 
oral health

Any dentist can provide orthodontic care, but AAO members 
have 2-3 years of additional education in an American Dental Association

accredited program.  AAO member orthodontists have training 
and experience that makes them uniquely qualified to provide 

the highest quality of orthodontic care.  

Find out more at www.braces.org.

(allow 2 weeks for delivery)

NAME: ________________________________________________________

ADDRESS: ____________________________________________________

CITY: ________________________ STATE: _______ ZIP________________

100 cards per package @ $25 each  plus postage      

Number pkgs/Child  _______      X   $25   =  $________

Number pkgs/Adult _______       X   $25   =  $________

TOTAL   $________

MAKE CHECK PAYABLE TO SAO AND MAIL TO:
SAO, 32 Lenox Pointe, Atlanta, GA 30324
To charge, complete the form and fax to the SAO at 404-261-6856.  

CREDIT CARD INFORMATION:
Type Card: ____ AMEX     ____ MC     ___VISA    

Expiration Date:______  Vcode:______

CARD #: ______________________________________________________

NAME ON CARD: ______________________________________________
(please print)

CARD BILLING ADDRESS: ______________________________________

CITY: ________________________ STATE: _______ ZIP________________

I agree to pay the fees for the items ordered above.

SIGNATURE: __________________________________________________

SOUTHERN ASSOCIATION OF ORTHODONTISTS
PUBLIC AWARENESS CAMPAIGN

These cards are an attractive addition to your reception room and can be dis-
tributed to patients, referring dentists and other referral sources. Cards may be
purchased per package of 100 for $25.00 plus postage. Minimum purchase of
one package.

SAO Public Awareness 
Campaign Order Form

You wouldn’t want 
an orthodontist 
to perform your 
face lift.

So why consider anyone
but an orthodontist 
for your family’s 
orthodontic therapy?




