
technology, gadgets and inventions, and partly because his
father owned his own business, Waugh was instilled with his
own entrepreneurial identity and
longed to own his own business some
day. “When I was 13, I wanted to be
an orthodontist for all the wrong rea-
sons, be they Jaguars or women,” says
Waugh. “[Orthodontics] is a lot of
work but it’s like a hobby to me. I’m
kind of like a frustrated architect in a
way – engineering with an artistic
touch.” Waugh has practiced ortho-
dontics for about 20 years and has
overseen a lot of different projects,
but nothing like the consolidation of
his practices.

“I wanted to get treatment back
under one person’s direction – my
own. I wanted to direct all of the
treatments and with three satellite practices, I couldn’t be every-
where all at the same time,” says Waugh. “We created one mega
office where we could treat all these people.” The new practice,

which takes up a majority of the first floor of The Exchange
building in Athens, opened in September 2008, and has essen-

tially rocked the perception of how
an orthodontic office can work.

The Wheel
If you’ve ever waited in line for

one of those immense gotta-try-it-at-
least-once-while-we’re-still-here
theme rides at Walt Disney World,
you know how it goes: At the begin-
ning of the line you hang out in the
turnstiles for a few minutes, then
they send your group through to a
stage where some animatronic car-
toon character preps you for the ride
you’re about to take, then more turn-
stiles, then maybe another stage that
further explains or intensifies the

ride’s storyline, then more turnstiles, then they buckle you in and
you’re off. For a patient at Waugh & Allen, the experience is kind
of like that, except there are no turnstiles and no screaming.
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When did
you start
using it?

2001

Installed 
July 2008

2007

Why can you
not live/work
without it?

I can’t do without this
because I am treating to
a higher level of excel-
lence across the board
for all patients in the
practice than ever before. 

I am dependent on the
speed, clarity and ease 
of integration of the 2D
digital images and the
insight from the low 
radiation 3D scans.

I can solve a variety of
soft-tissue problems
comfortably and afford-
ably for my orthodontic
patients in-house.

When do
you use 
the item?

100 percent of
patients in the
practice are 
treated with the
Damon System.

Daily on all
exams, observa-
tion patients and
progress patients.

Daily for improved
access for bracket
positioning and
tissue overgrowth/
hygiene problems
and aesthetic
contouring.

How do you 
market it to 
your patients?

We use the market-
ing video from 
Ormco in all new
patient exams.

Newsletter and
office tour.

Internal marketing by
staff and treatment
coordinators.

Damon System
(Ormco) –

Passive 
Self-Ligating

Bracket System 

PracticeWorks
9000C 3D 

Ezlase 940
Diode Laser

(Biolase)

continued from page 25

Dr. Waugh’s Top Three

Dr. Waugh stands in “the wheel,” the unique high-tech
triage/diagnosis/hygiene area of his brand new practice
where he can direct multiple patient treatments all at once.
Patients are quickly evaluated and prepped before moving
on to another area of the practice.

If you could change
anything about it,
what would it be?

I would like a selection of
coordinating, reduced Damon
archwire sizes (High-Tech
Rectangular CuNiti) for 
patients with smaller 
mesio-distal tooth widths.

Adjustable field for 3D scan.

Pre-initiated disposable tips.

continued on page 28
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