Timothy Bandeen, DDS, MS, /
sees orthodontics, dentistry,
and sleep medicine as a
logical combination of
specialites for his practice
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IT'S NO SECRET THAT TURF WARS BETWEEN
DENTISTS AND ORTHODONTISTS CAN OCCASIONALLY

LEAD TO BRUISED EGOS AND EVEN ACCUSATIONS

OF PROFESSIONAL TRESPASSING. TIMOTHY
CHARLES BANDEEN, DDS, MS, KNOWS THE SENTIMENT ’
EXISTS, BUT CHOOSES TO EMBRACE

A GENERAL DENTIST'S EXPERTISE

AND APPLY IT TO BANDEEN ORTHODONTICS,

A 4,100-SQUARE-FOOT PRACTICE IN BATTLE CREEK, MICH.
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Practice:

Bandeen Orthodontics and
Center for Dental Sleep
Medicine

Orthodontists:
Timothy Bandeen, DDS, MS;
Emily Bandeen, DDS

Location:
Battle Creek, Mich

Patients per day:
60 to 65

Years in practice:
9

Days per week in the office:
4

Days worked per month:
16

Total staff members:
11

Number of chairs:
7

Education:

Timothy—DDS from the
University of Michigan;
orthodontic certification from
the University of Tennessee;
Emily—DDS from the
University of Tennessee

Top five products used:
Damon System (Ormco
Corp); Insignia (Ormco Corp);
i-CAT FLX (Imaging Sciences
International); DynaFlex
sleep appliances; topsOrtho
management systems.

Website:
bandeenorthodontics.com
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he dentist on-site
happens to be his wife,
Emily Pala Bandeen,
DDS, who does 4/l ortho-
dontics all the time. “A
lot of orthodontists get
nervous about general dentists
doing orthodontics,” muses the
39-year-old Timothy Bandeen.
“The truth is that there are
always going to be general den-
tists doing orthodontics.”
Since Emily Bandeen
eschews general restorative
dentistry, there is no awkward
referral dynamic at work with
other colleagues. She partners
on all cases and works with
Timothy to treat every patient.
To those who question the
care model, Timothy coun-
ters: “Look at our results. If
people focus only on titles,
they are going to miss out on
a lot of cool ideas and a lot
of good care. Folks who get
really upset about it are the
ones maintaining, rather than
improving, their standard of
care and expecting nobody
else to catch up.”

The Bandeens’ dentist/
orthodontist pairing works
much like other medical
endeavors that combine spe-
cialties from a variety of disci-
plines. Timothy points to the
example of dermatology prac-
tices that employ plastic sur-
geons and general physicians,
in addition to dermatologists.
“Not everybody is a dermatolo-
gist, but it’s still a dermatology
practice,” he says. “We bor-
rowed that model.”

After more than a decade
of marriage, and 6 years as a
business/clinical partnership,
harmony still reigns at the
practice and in the household.
There are clinical (and per-
sonal) disagreements, but both
Bandeens share the same basic
treatment philosophy. “Not
everybody is good with talking
about work all the time, but
we talk work all the time,” says
Timothy, who met his wife in an
anatomy class at the University
of Tennessee. “We both really
enjoy it. I can’t imagine practic-
ing without her. Not only is she
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my wife, but she’s a really good
doctor. We complement each

other quite well.”

Emily may not have had a
formal orthodontic residency,
but her practical experience is
extensive. Far from her yielding
to the orthodontist, Timothy
points out that “Emily has really
challenged a lot of my concepts.
I’d say, ‘Hey, that’s not the way
I would have done it,” and she’d
say, ‘Well, that’s the way I did it,
so let’s see how it works.” I had
to learn to live with that, and a

lot of those ideas worked really
well and they were not ways I
would have done them. We have
molded our treatment philoso-
phies to get a unified vision.”
All patients are shared
equally, with Timothy usually
taking the initial treatment
planning at the exam appoint-
ment. Emily reviews the plan,
meets again with the patient,
and describes the plan. There is
no general dentistry performed
at the practice, and Emily
claims she does not miss it.
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Branching Into Sleep Medicine

The Bandeens recently hired
a registered sleep technologist
and added “Center for Dental
Sleep Medicine” to the offi-
cial name of the practice. It’s
only been a few months, but
Timothy is actively pursuing
sleep apnea treatments in the
orthodontic setting.

The idea had been in the
works for a long time, but
Timothy had concerns about
sleep testing and measuring effi-
cacy after treatment. “From an
ethical perspective, I would not
just give someone an appliance
and say, ‘Here, hope it works,”
he explains. “So Chris, our reg-
istered sleep technologist, pro-
vided a larger framework and
a care model when he joined
the practice.”

Most oral appliance candi-
dates who visit the Bandeens’
office have already had sleep
tests, and some are looking for
an alternative to continuous

Bandeen’s litmus
test for any new
technology is

its practical
effectiveness.

positive airway pressure
(CPAP) treatment. Those who
have not been officially diag-
nosed, but are suspected of
having sleep apnea, are tested
to confirm an official diagnosis
of sleep apnea.

Timothy acknowledges that
CPAP is still considered the
“gold standard” for treating
sleep apnea, but he also says that
compliance problems are still
prevalent among CPAP users,
and oral appliances are consider-
ably better than nothing.

“We’re members of the
American Academy of Dental
Sleep Medicine,” says Timothy.
“We’re working right now
toward getting our practice
accredited with that group.
Emily and I are also training up
to take the test for diplomate
status with that group. It’s a
lot of work. Meanwhile, we’re
offering custom appliances to
our patients—primarily some
DynaFlex models that we like.”
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Rendering the Smile

Jumping on new technology is
not necessarily part of the busi-
ness plan, but Timothy admits
that he usually ends up with
some of the latest and greatest
orthodontic equipment. The
litmus test is practical effective-
ness, because “if it’s not effective,
it’s just a cool toy,” he says, “and
that’s not what we’re about.”

With a technology such
as Insignia from Orange,
Calif-based Ormco Corp, the
Bandeens jumped on fairly
quickly, have followed the prod-
uct’s evolution, and used it to
great effect on patients. Timothy
favors the Damon System of
braces, primarily due to its low
force technology that allows for
expansion without requiring a
palatal expander.

The relatively different
approach of using Insignia with
the Damon System allows the
Bandeens to put the braces on in
a “good spot” right off the bat.
“We can treatment plan exactly
where the braces should go to
begin with by using Insignia, and
we can get custom-built wires
that will minimize the number of
adjustments we have to make,”
Timothy explains. “We’re going
for a low force system, and we
should not be bending as much.

Bending typically introduces
high force circumstances.”

Timothy explains that a
CAD/CAM rendering of the
smile and the bite starts the
process before any braces go
on. They take a Lythos scan
(instead of an impression), then
electronically send the data to
Ormco, ultimately getting a
computer rendering that can be
manipulated.

The process allows the
Bandeens to demonstrate what
they want the smile to look like,
and easily show patients/parents.
“We look at that together before
the patient has started and we
set goals,” says Timothy. “Emily
and I can look at the computer
screen together and custom-
ize our initial planning. We get
custom wires, custom braces, and
custom placement of braces with
the Insignia process. It all adds
up to a unified treatment plan.”

The Bandeens’ treatment plans
have yielded excellent results and
positive word-of-mouth in the
50,000-plus population city of
Battle Creek, Mich. There is a lot
of competition in the community,
but Timothy makes a point of not
keeping track of his competitors.
He explains: “We manage the
competition by ignoring what
everyone is doing. I learned this

Bandeen Orthodontics chooses to not worry about the competition, instead
focusing on what they do well to draw patients to the practice.
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lesson after my wife joined the
practice. She said to me, ‘You're
getting stressed out about what
everyone else is doing. Why are
you worrying?’ She explained that
what we were doing was so differ-
ent that we simply needed to focus
on ourselves. We try to keep our
focus on what we do well.”

On the Road with Ormco

In 2010, Bandeen settled on
Insignia as the practice’s stan-
dard of care. About a year later,
he got a call from the folks at
Ormco who calculated that
Bandeen Orthodontics was one
of the top five Insignia users in
the world. Battle Creek is not
a large town, but the numbers
added up, and Ormco officials
wanted to know the secret of the
Bandeens’ success.

A number of other doctors
were curious about how it was
going using Insignia as a stan-
dard of care from a business and
clinical standpoint. Bandeen was
willing to share his thoughts
with colleagues, and was soon on
a plane, on his way to a seminar
where he merely explained his
daily routine. “I'm not trying
to sell anything,” says Bandeen,
who will also be speaking at
Ormco’s upcoming Forum 2016
event, taking place February 10
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to 13, 2016, in Rancho Palos
Verdes, Calif. “I'm just describ-
ing the process. It’s fun, it’s cool,
and people have been interested.
I'm talking about the clinical and
business concepts of Insignia.

“Structurally, it’s different
from the business side because
it’s a little bit more expensive
than just a regular set of braces,”
he continues. “However, if you
are effective and efficient with
your treatment, it will save
appointments later, and you take
less time clinically, and the costs
wash out. That’s what we’ve seen
on our end.”

In addition to the Insignia
process and the Damon System,
the Bandeens have been getting
a chance to use the i-CAT FLX,
which is helpful for the bur-
geoning sleep medicine side of
the practice. Their i-CAT FLX
analyzes the airway in three
dimensions—giving a radiation
dose of only 11 microsieverts for
a quick scan. That’s a little less
than half the radiation dose of
a nice digital panoramic image,
and Timothy reports that the
information yield is a lot more
than other more traditional
imaging systems.

“We also have a really big
interest right now in inexpen-
sive and effective in-office 3D

users in the world. As

a result, Timothy has
found himself frequently
lecturing on its use.

one of the top five Insignia’

printing,” he enthuses. “I don’t
think $10,000 or $20,000 is
inexpensive, so 'm talking about
printers that are $500. We want
to use them to eliminate impres-
sions. It’s fun, and through
Ormco, we had a chance to
talk to other people around the
country, and world, about those
types of things.”

Being on the road for Ormco
occasionally means a family trip
for Timothy, Emily, and their
four children, ages 8, 6, 3, and
1. “If we can, we’ll take one
of the grandmothers along,”
says Bandeen with a chuckle.
“Sometimes Emily’s sister will
even come along and will hang
out with the kids while we’re at
a meeting.”

H

It’s an incredibly busy life for
the Bandeens, but the work/
family dynamic is made a little
easier because Timothy and Emily
genuinely love what they do. The
recent case of a young man named
Matt illustrates why the two enjoy
the profession so much.

Matt experienced about 9 mm
of palatal expansion, without a
palatal expander, through use
of the Damon System with
Insignia—a change that mark-
edly improved his smile and
his attitude. “The change also
seemed to help his sleep apnea,
but we didn’t have our formal
methods to check that in place at
the time he went through treat-
ment,” says Timothy. “We’re
looking to the future and seeing
how orthodontic treatment
affects the airway, and we’re
actively in the process of mea-
suring those changes.

“Matt looked great,” remem-
bers Timothy. “We set out to
change his smile, and there was so
much more to it. 'm always dis-
covering more and more layers of
what we can do with orthodontics.
The profession constantly provides
more challenges. The bottom line
is that we focus on quality patient
care, we delegate effectively,
train effectively, and trust in our
amazing team to provide the best
patent care. It takes a good team
to do this well.” OP

Greg Thompson is a freelance writer
for Orthodontic Products. He can
be reached at awerner@allied360.com.

Bandeen Orthodontics has created a dynamic practice model that chooses to
expand the idea of what an orthodontic practice should look like.
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