
best job satisfaction you can get. You looked at them when they
were 12 years old and introverted with crooked teeth and now
they’re 15 and they’re outgoing. It’s such a positive thing. 

Tell me about the orthodontic competition in
your area?  

There are four other full-
time practices in the area.
Friendly competition is healthy.
People certainly have choices
but with any competition you
need to offer something a little
different and unique.

So, what sets your
practice apart from
the other orthodontic
practices in your area? 

Our entire staff is commit-
ted to excellent patient service
and care. The second patients walk in our front door, they are
greeted and welcomed. That’s unusual in our town! Around
here, people aren’t nice to you in the service industry. When I
hire people to work for me, the key thing is they must have a
good personality. I can train them to do anything I need them
to do, but they have to have a nice personality. “You’ve got the
nicest staff around,” people say. Aside from having a great staff,
before-and-after photos of previous patients give you credibility.

We go the extra mile. I know that’s a trite statement but we
really do. The majority of my patients are patient referrals – not
dental referrals. Out of every three new patients we see, two of
them are referred by a friend or family member of theirs that I’ve
treated. We’ve made a lot of people happy.

Tell me about your new
office. What sort of
impact has it had on
your patients so far?

Our new facility sets us
apart as well. I bought every-
thing new when I opened the
new office aside from the braces
and wires. My office is now
nicer than my house! It revital-
izes you and makes you look
even more forward to coming
to the office. It took about a
year and a half from planning

to finish. It’ll be a great thing in terms of bringing a new person
in and transitioning and retiring. I learned a lot from visiting
other orthodontists’ offices. One feature that’s been a real home
run here has been our Internet café. We have two new wireless
laptops for our patients to use, and even when their appoint-
ment is over they don’t leave. The architect who did the interi-
ors is from Argentina and we have all of these warm colors –
reds, yellows, a color scheme you’d never envision in an office. It
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When did
you start
using it?

Four years ago

Approximately
15 years ago

One year ago

Why can you not live/
work without it?

They’re the rage now and they’re the rage for 
a reason. In early treatment teeth move easier.
Apply more time and not as much pressure.  

Once cured, the cement is totally set. 

It looks like it wouldn’t move teeth, but it’s truly
amazing what it can do. As treatment progress-
es, add one to two for at least three months. It’s
the most remarkable thing you’ve ever seen.

When do
you use
the item?

All the time 

On every case

– 

How do you market
it to your patients?

–

I show them how it works when
I’m placing the brackets.

It applies gentle force.

Low Friction
Brackets

Light cure
cement

.012 Europa NiTi
wire from G&H
Wire Company

continued from page 25

Dr. Schackel’s Top Three

Dr. Schackel (center) and his team.
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