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Reveal Clear Aligners

The clear solution for general practitioners to provide reliable, comfortable, and esthetic
orthodontic treatment while growing their practices

Ilg really don't like how this one tooth looks. Can

you help?" Over the years, Dr. Shivani Patel would

frequently hear that question from patients who
had an anterior misalignment. She would often refer
those patients to an orthodontist, but for one reason
or another, they'd rarely make that appointment.
They'd tell her, "l want you to do it."

Those conversations led Dr. Patel to consider
offering clear aligner treatment at her general
practice in Columbia, SC, but she wanted to make
sure she found the right provider. After years of telling
patients she'd let them know if she decided to add
the service, she was able to share the good news last
year, much to her patients' delight.

Dr. Patel's choice for a clear aligner partner was
Reveal from Henry Schein, a company she'd come
to trust for its high-quality customer support. She
had a representative come to the office to discuss
the product, and after all of her questions were
answered, she decided to try a case. "l tried it on a
friend of mine, and it went really well" she said.

Having offered Reveal for more than a year now, Dr.
Patel said patients have welcomed the new treatment
option to improve their smile. "l ask them what they
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"Reveal has given people an
extra incentive to come over to
my practice.”

like or don't like about their teeth, and they just open
up—they appreciate that question being asked," she
said. "Sometimes they want whitening, and other
times straightening. We just go with it from there.”

The Reveal workflow is simple: Dr. Patel takes an
impression and photos, brings up the case-submission
portal, and submits the case within 10 minutes. The
Reveal team then designs a treatment plan for the
doctor's review and acceptance, and the clear aligners
are delivered soon after. "It's very streamlined and
easy to use," she said. Further, no attachments have
been needed for the mild to moderate anterior cases
she's done, thanks to the aligner's intimate fit.

A Clear Favorite

One reason Dr. Patel chose Reveal is because of
its superior clarity. The aligner is guaranteed not to
discolor, cloud, or yellow over time—and that became
evident as she navigated her first batch of cases. "The
tray quality is really, really fantastic. My first cases were
friends and family, so they were able to give me the
honest truth about what they thought. One of them
drinks coffee all day long, and we just didn't see the
staining that we've seen with other aligners.”

Patients have been pleased with the lower price
point of Reveal, as well as the comfort of wearing
them, and, ultimately, the outcome. As a result, word
of mouth and online marketing, including an active
social media campaign, have garnered the attention
of new and existing patients.

"It's given people an extra incentive to come over
to my practice,” Dr. Patel said.
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