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 AT THE AAO!

SCENES FROM THE AAO
See yourself with  
braces, check out some 
speakers and hear all  
about new products.
” pages 4 & 6

THE ORTHO-PEDO SOLUTION
Want to work closely  
with your pediatric  
patients’ dentists? This 
software can help you.
” page 10

MADE WITH YOU IN MIND
Why the right camera  
can help increase patient 
acceptance when it comes 
to clear aligner treatment.
” page 14

Part two of two

By Angelica Chaghouri,  
Herman Ostrow School of Dentistry, 
University of Southern California

 
Methodology
Given the social/psychological nature 
of this research question, a qualitative 
methodology was chosen because it is 

best suited to explore dynamic human 
behaviors rather than a quantitative 
method (Seidman, 2006). This research 
study pursued an empirical phenomeno-
logical methodology because it “ … in-
volves a return to experience in order to 
obtain comprehensive descriptions that 
provide the basis for a reflective structur-
al analysis that portrays the essence of 
the experience.” (Moustakas, 1994, p. 13) 

The variables associated with under-
standing patient-doctor relationships 
were not easily quantifiable and required 

understanding a patient’s experiences 
with his/her orthodontists because feel-
ings are not discrete, numeric or con-
stant; they evolve over the course of a re-
lationship and may manifest differently 
at various times. The best way to under-
stand patients’ experience was to allow 
them to express themselves through a 

survey as the instrument of choice.   
Three different populations were sur-

veyed. The first two participant groups 
were randomly selected from two orth-
odontic clinics and the third population 
was a self-selected peer group. Surveys 
were printed and distributed in March 
2018 and collected in October 2018. The 
two clinics included a private practice in 
Irvine, Calif., (Group 1-A) and the Herman 

Orthodontist-patient relationships and treatment satisfaction
Coming up 
To read the whole article, including part one, go on-
line to www.dental-tribune.com.

No trip to the AAO is ever complete without a stop by the tops Software booth, No. 1637! Grab some cotton candy, some sassy pins and find 
out why tops Software is the superhero behind so many practices.  Photo/Provided by tops Software

By Sierra Rendon, Ortho Tribune  
Managing Editor

T
here is no doubt the American 
Association of Orthodontists 
Annual Session is a premier lo-
cation for orthodontists to learn 

new skills and for orthodontic compa-
nies to introduce new products, and 2019 
is no exception!

Here in Los Angeles this week, many 
orthodontic companies have taken the 
opportunity to launch new products, 
showcase innovative technology and of-
fer thought leaders a chance to explain 
what products they use and why. 

Come 
check 
it out
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Here is a sampling of new products and 
technology you can learn about while 
here at the AAO:

• Ormco unleashes innovative prod-
uct lineup: In addition to previewing its 
Spark Clear Aligner System, a new entry 
to the clear aligner category, Ormco is 
featuring its most innovative product 
lineup in years, introducing SmartArch, 
an archwire designed to enable clinicians 
to move into a finishing wire after just 
two wires; Symetri Clear, an advanced 
esthetic ceramic bracket designed for 
refined strength, patient comfort and 
easy debonding without fracturing; and 
Damon Q2, a leading passive self-ligating 
(PSL) bracket, with 2x rotation control for 
optimal precision, predictability and ef-
ficiency. 

With nearly 60 years of research and 
product innovation and more than 1,000 
patents, Ormco has helped doctors with 
more than 20 million cases in more than 
130 countries. To learn more about any of 
these products or technology, visit Orm-
co at booth No. 1101.

• A toothbrush that flosses? Water-
pik (booth No. 2447) is launching the 
“world’s first flossing toothbrush,” the 
Sonic-Fusion. This new product is clini-
cally proven to be twice as effective as 
traditional brushing and flossing, ac-

cording to the company. Stop by and ask 
about the special show price.

• Continuing care that starts in your 
chair. New Crest Gum & Sensitivity kills 
plaque bacteria and occludes tubules 
where 80 percent of sensitivity starts: 
the gumline. This product is proven, ac-
cording to the company, to start working 
immediately to relieve sensitivity. For 
more information, visit Crest + OralB at 
booth No. 911.

• Not too young for Invisalign: 
Launched within the past year, Invis-
align First clear aligners are specifically 
designed for growing patients requiring 
early interceptive treatment. Additional 
new features include improved retention 
on short clinical crowns and improved 
and expanded eruption compensation 
features, making it possible to treat pa-
tients in early to late mixed dentition. To 
learn more, visit booth No. 2001.

“ CHECK, Page 1

Dr. Regina Blevins speaks on ‘Invisalign First Clear Aligners: Designed With Little Smiles in 
Mind’ at the Align booth, No. 2001.   Photo/Provided by Align Technology
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Scenes from Saturday

Head over to the Dolphin booth  
(Nos. 1025/1125) and try out the software 
where you can see what you’ll look like with 
braces or with perfect teeth post-treatment!

Bonnie Cady and Scott Hudson of Reliance 
Orthodontics can offer ‘Assure PLUS’ at 
booth No. 1239 among other items!

Visit the team of the Myofunctional Research 
booth (No. 811) to learn about appliances to 
correct malocclusion.

Norma Luna of Shofu Dental (booth  
No. 2811) helps attendees make sure they go 
home with the products they need.

Attendees 
keep things 
busy at  
the G&H 
booth,  
No. 2213.

Visit Allure at booth No. 525 for top-quality brackets and pliers at affordable prices.

Stop by the Platypus booth, No. 839, for deals on a variety of 
orthodontic products.

Be sure to spend time at the Planmeca booth (No. 1547), like these 
attendees, to get a glimpse of the company’s full line of 2-D and 3-D 
imaging and scanning products.

All photos 
courtesy of 
the companies 
depicted.
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Joe Belbie of Healthy Start (booth No. 1819) 
talks to attendees about an appliance used 
to treat sleep-related breathing disorder 
symptoms.

You can’t miss the stunning entrance to the 
ClearCorrect booth, No. 1825. Be sure to head 
inside for a special presentation.

At right,  
GC Orthodontics 
America officials 

take time out for a 
photo op with 

attendees Saturday 
morning at booth 

No. 2247.

Brian Ganey at Carbon (booth No. 2063) 
talks to attendees about the company’s 
ground-breaking printers.

Rick Matty, VP and GM of Digital Solutions for Ormco (booth  
No. 1101), offers attendees a preview of Spark, its new clear aligner 
system.

AAO attendees get 
ready to enter the  
Los Angeles Convention 
Center Saturday 
morning.

Patrick Toal, territory manager for PROPEL 
Orthodontics, introduces attendees to the 
company’s devices at booth No. 2601.

Above, Dr. John 
Graham speaks  

on ‘SLX 3D: 
Self-Ligation 

Perfected’ at the 
Henry Schein 

Orthodontics booth, 
No. 1925. The booth 

has speakers 
between 11 a.m. and 

2 p.m. each day.

Dentsply Sirona Orthodontics (booth No. 1301), including GAC and 
Raintree Essix, keeps things running smoothly with digital treatment 
planning.  
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Ostrow School of Dentistry at USC Ad-
vanced Orthodontic Clinic (Group 1-B). 
The final group was chosen from cur-
rent Herman Ostrow School of Dentistry 
students (Group 2-A) who had completed 
orthodontic treatment in the past. 

In soliciting participants for the study, 
the attending orthodontist and this re-
searcher attained permission from pa-
tients before administering the survey. 
Study participants from the two clinics 
(i.e., Group 1-A and Group 1-B) received 
the survey from their orthodontists and 
were asked to return the completed sur-
vey to the front desk staff. 

Because survey participants from 
Group 2-A were current Herman Ostrow 
School of Dentistry students, they were 
asked to complete the survey directly by 
this researcher. 

The survey was administered to 27 
adults, 19 females and eight males. Re-
quirements for participant selection 
were individuals who (a) completed full 
treatment fixed maxillary and mandib-
ular orthodontic brackets for at least 12 
months, (b) were older than age 18 and  
(c) resided in the greater Los Angeles 
area. 

The survey instrument was designed 
with questions identifying age, gender 
and race in the first section. It was im-
portant to include and emphasize age 
and gender because dentofacial appear-
ance has a negative correlation with 
age (i.e., as an individual ages, dental 
appearance satisfaction decreases); this 
correlation was especially true among 
women (Al-Omiri & Abu Alhaija, 2006). 
According to Al-Omiri and Abu Alhaija, 
personal identifiers were important be-
cause gender identity and age affect ini-
tial perceptions of appearance. 

In the second section of the survey, a 
list of 14 questions was asked and mea-
sured on a Likert scale (i.e., 1 to 5) (Likert, 
1932). The Likert scale was used because 
it is a common form of measurement 
for an individual’s attitudes on a given 
topic. Participants were asked to rank 
how much they agreed with a question 
or how satisfied they were with a scenar-
io on a scale of 1 to 5 — one represented 
very dissatisfied or very disagreeable 
response and five represented very sat-
isfied or very agreeable. The data were 
collected, recorded and analyzed in an 
Excel spreadsheet in October 2018. The 
survey data results are available in Fig-
ure 1.

Survey instructions
The following instructions were present-
ed at the top of the survey.

Please complete the two sections below. 
The first section is strictly biographical. 
The second section asks you to reflect 
on your orthodontic treatment. Please 
respond to all 14 questions to the best of 
your ability. All of the questions in this 
section are based on a 1 through 5 (e.g., 
1=Very Dissatisfied to 5=Very Satisfied). 
Please note that your responses will re-
main anonymous and none of this infor-

mation will be shared beyond the scope 
of this research.

Survey questions 
• How satisfied are you with the result 

of your orthodontic treatment?
• Were your initial expectations for 

your smile met by the orthodontic treat-
ment you received?

• How satisfied were you with your 
personal relationship with your ortho-
dontist?

• How big of a role did your personal 
relationship with your orthodontist play 
in meeting those expectations?

• How much did your orthodontist 
make you feel like you were his/her pri-
ority?

• How important of a role did the or-
thodontist’s technical attributes play in 
meeting the expectations of your treat-
ment?

• Did you feel like your orthodontist 
spent enough time with you during each 
visit over the course of your treatment?

• How involved did you feel through-
out the process of your orthodontic 
treatment?

• How comfortable were you in ex-
pressing your concerns to your ortho-
dontist during treatment? 

• Was your orthodontist interested in 
listening to you? 

• How satisfied were you with the over-
all result of your teeth after completing 
your orthodontic treatment?

• Are you satisfied with the esthetics 
and function of your teeth?

• Are you satisfied with the esthetics of 
your teeth?

• How would you rate your overall ex-
perience with your orthodontist?

Data collection and limitations
There were two noticeable challenges 
during the data-collection phase. First, 
the patients who satisfied the partici-
pant criteria was limited. Also, patients 
returned to their orthodontists’ offices 
after completing treatment infrequent-
ly, slowing down data collection. In addi-
tion, patients who had braces in the past 
may not remember the nature of the re-
lationship with their orthodontist. This 
was especially true for current Herman 
Ostrow School of Dentistry students 
— many of whom had full appliance 
therapy more than 10 years prior to this 
research study. 

Asking orthodontists to allocate ex-
tra time to recruit survey participants 
was an additional burden on patients. 

This may have affected survey results 
from both the private practice and USC’s 
Advanced Orthodontics Clinic. This re-
searcher was not present in the private 
practice nor in the USC clinic when the 
surveys were distributed. If the surveys 
were distributed by someone unassoci-
ated with their treatment, participants 
may have felt less pressure to input fa-
vorable responses and might have been 
more critical about their relationship 
with the orthodontist.

Organization
The survey questionnaire offered re-
spondents the opportunity to rate ques-
tions on a 1 through 5 scale. In the data 
analysis phase, responses were grouped 
into three categories — satisfied (4 and 
5); neutral (3); and dissatisfied (1 and 2) to 
order, analyze and interpret data from 
the 27 respondents. 

Data analysis
Participant responses were generally 
consistent for most questions. When 
participants were asked how satisfied 
they were with treatment, all responded 
that they were satisfied (4 and 5). Most 
participants responded that they were 
“very satisfied” (5). All of the participants 
were satisfied (4 and 5) with the “overall 
experience” with their orthodontist. 
Twenty-five of 27 respondents said they 
were also satisfied (4 and 5) with the per-
sonal relationship with their orthodon-
tist (see Figure 1). 

Survey results suggested patients who 
were satisfied with their orthodontic 
treatment also had positive relation-
ships with the orthodontist, suggesting 
that some relationship exists between 
patient-orthodontist relationships and 
patient satisfaction. Responses to ques-
tions eight and nine suggested respon-
dents were comfortable talking with 
their orthodontist about their treatment 
and expressing concerns. 

The most variable response was how 
big a role a patient’s personal relation-
ship with the orthodontist played in 
meeting expectations for their smile. 
Participants as a whole were unsure 
about how much any personal relation-
ship with the orthodontist may have im-
pacted their treatment. 

Variability of this response did not im-
ply that patients who were satisfied with 
their orthodontic treatment also had 
positive relationships with the ortho-
dontist. Patient expectations about his/
her smile throughout treatment seemed 

to evolve over time, so the effect of the 
doctor-patient relationship on meeting 
expectations or falling short suggested 
little about the quality of that relation-
ship. 

There was also variability to question 
7: “Did you feel like your orthodontist 
spent enough time with you during each 
visit over the course of your treatment?” 
Data suggested the amount of time a doc-
tor spends with his/her patient may vary 
and spending more time with a patient 
may not mean the patient will have a bet-
ter (or worse) doctor-patient relationship. 
The data also suggested the quality of the 
interactions may be more important. 

Conclusion
This research sought to explore a path-
way for improving patients’ orthodon-
tic outcomes. The literature pointed out 
that quality of care was an important fac-
tor in achieving high-quality outcomes. 
One facet of addressing “quality of care” 
was patient-doctor relationships, and 
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Figure 1
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