
What is the orthodontic competition like
in your area?

Schulhof: It is extremely crowded, as is usual for a
metropolitan area.

How have you weathered the current
economic storm? Have you made any
adjustments to your business or your
clinical practice?

Schulhof: We have been fortunate in that our busi-
ness and practice model was always one of differentia-
tion. When a patient experiences our office they can’t
possibly continue “shopping” as they can’t compare it to
anything else around us.

What sets KinderSmiles apart from the
other orthodontic practices in your area?

Schulhof: There’s really so much. The newest 1,200 square
feet that we’ve added was designed to instantly calm and soothe
the patient. It combines cutting-edge design with the best of
new technology. 

Clinically, our niche is “customized orthodontics” with a
concentration on aesthetic appliances. Every treatment plan is
accomplished with either Clarity SL or Incognito Lingual
braces. Incognito is 100 percent customized. If the patient opts
for Clarity SL we customize using Variable Prescription and
three different arch forms tailored to each patient.

What piece of technology has the biggest
“wow” factor for your patients?

Schulhof: The biggest wow factor is Incognito. Patients are
always wowed by the customization and about being able to
treat any malocclusion truly invisibly. We constantly hear dur-
ing our consultation, “You can do that?”

How do you market your practice to new patients?
Schulhof: Internal marketing, Internet, social media and

local high-end magazines. With a product like Incognito there’s
a clear differentiating factor, so it’s easy to market.
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It allows me to treat every
patient and any malocclusion
invisibly.

It saves a lot of chair time and
allows more accurate placement
of brackets earlier in treatment.

It is the heart of my practice
management, my schedule,
treatment record and imaging.

Daily Daily Daily

Internet, social media,
in office, print ads

In office I don’t, but it markets itself as
patients are wowed by the
Macs and the images.

Incognito OrthoLase soft 
tissue diode laser

TOPS Software
Dr. Schulhof’s Top 3 Products

Quicker lab turnaround, 
lower lab cost

The newer upgrades of this
product have resolved any
changes I’d make.

Cost

When did you start using it?

Why can you not live/
work without it?

When do you use the item?

How do you market it to 
your patients?

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