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You retired in 1997. Why did you decide to go
back to work two years later?  

Basically I “flunked” retirement. I greatly missed the
“accomplishment feedback” that goes with having an office, a
staff and treating patients. For more than 30 years, going to the
office and treating patients created my identity. When that went
away, I felt like I had lost my identity and playing golf and fish-
ing didn’t restore it. Also, after two years of being at home all the
time, my wife Camille said, “I married you for better or for
worse… but not for LUNCH!”

What was the transition like from retirement to
working full time again?  

It would have been difficult to start over except for the
appearance of Invisalign. I saw the opportunity to return to
practice by attending an Invisalign certification at the encour-
agement of my friend and ortho rep, Scott O’Neil. At that
course, I spoke with Paul Serrano and he invited me to work in
a satellite office he had just purchased. We were the first Phoenix
orthodontists to begin treating with the Invisalign system in
1999. I owe a debt of gratitude to Scott and Paul for a chance to
get back to orthodontic practice. So, the transition back to

working was greatly simplified by these series of occurrences and
I feel blessed to be doing what I really love to do. 

What is your biggest source of new patients?
How do you market to new patients?  

There really is no “biggest” source of new patients. All
sources are very important. However, after treating patients for
a number of years, your former patients are a significant source
of new patient referrals. In addition, there is great value to our
GP referral sources and, in the past year, the Internet has
become an increasing source of new patients. Technology has
become a serious part of all aspects of my practice, from refer-
rals, to office management, to radiology and photography, to
patient treatment. Our goal for 2008 is to increase our technol-
ogy marketing techniques to compliment our traditional mar-
keting procedures.

In your current practice situation, what is a typ-
ical day’s schedule? What kinds of cases are
you doing routinely?  

Our schedule has been influenced tremendously by the
management software system we use. Our transition to a “chart-
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When did
you start
using it?

1983

1985

1999

2006 

2006

Why can you
not live with-
out it?

Today, no one can
practice efficiently
without it.

Efficiency of tooth
movement and positive
effect on treatment
time and results.

Patient awareness 
and demand for the
product.

Positive effect on chair
time and treatment
time

The ability to take an
X-ray (ceph or pano)
and have it on the
screen immediately 

When do
you use 
the item?

Daily, at work and
from home

Daily

In selected cases
where I have had
positive outcomes.

On all full strap-up
cases

Any time it is
needed

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

I don’t know but I am sure it
will get better over time.

Price 

At this point, it is working
well for me.

Easier removal 

Upgrade to digital 3-D

How do you 
market it to 
your patients?

Through our interac-
tive Web site.

Through our initial vis-
its and our Web site.

Previous patients and
the Internet.

Initial visit, Web site
and patient referrals

At the tour through
the office on the initial
exam appointment
and on our Web site.

Dr. Womack’s
Top Five

Kodak Orthotrac
office manage-
ment software

GAC Resolve &
Sentalloy super

elastic & thermal
sensitive arch wires

Invisalign

GAC Ovation and
In-Ovation self-

ligating brackets

Planmeca Digital
Radiography
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