Marketing Playbook

Clear Aligner Success Starts Here
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Understanding the
Clear Aligner Market

& Dehining a Strategy

The clear aligner market is booming, and with its current market size

as well as projected growth, everyone wants to be a part of it. However,
some brands who are unable to properly promote and market their clear
aligners fail to capture significant market share. In navigating the dy-
namic landscape of the clear aligner market, brands must embark on a
strategic journey to comprehend the nuances of this evolving industry

and define a comprehensive marketing strategy.

Growing Role of GDPs
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Outlining Your Buyer Persona

The initial steps involve a meticulous process of outlining and centering
the buyer persona, the archetype of the ideal professional audience for
clear aligner services. This begins with identifying the specific characte-
ristics, preferences, and challenges of the target audience, ensuring that
subsequent marketing efforts are tailored to resonate with the unique

needs of these dental professionals.

Centering Your Buyer Persona

Once the buyer persona is outlined, the next crucial step is centered
around it. This involves aligning every aspect of the marketing strategy
with the identified buyer persona. By making the buyer persona the focal
point, brands can ensure that their marketing messages, content, and
outreach strategies are finely tuned to address the specific concerns and
aspirations of the professionals they aim to engage. Centering the strategy
around the buyer persona creates a cohesive and targeted approach, maxi-

mizing the impact of marketing endeavors within the clear aligner market.



Defining Your Messaging Hierarchy Developing a Communication

and Brand Strategy

In the increasingly competitive clear aligner market, your USPs serve as the

cornerstone of the brand's identity, differentiating it fromm competitors and

L . L , Successful aligner brands need more than strategy and content.
communicating the distinct value it brings to your audience. As brands na-

. o . . They need a clear and distinctive brand identity. It must express the
vigate the intricate waters of the clear aligner market, outlining the brand

. . . . , system’s unigue value, not only through facts, but also through
and articulating its messaging hierarchy becomes paramount. Identify your
. A . . . emotions and visuals. Tone of voice, design language, and storytelling
value propositions and your proof points which are your Unique Selling Pro-

. , , o should consistently highlight what makes the brand different.
positions (USPs) and set out a clear messaging hierarchy. Clearly defining

what sets the brand apart, whether it's innovative technology, treatment The core of communication is storytelling. From fireside tales to digital
efficacy, or unigue features, positions the brand uniquely in the minds of feeds, it has always been about the narrative. For aligner brands, those
dental professionals. Thus, make sure to conduct internal training to align stories must be authentic, clinically credible, and engaging for dental
all your customer-facing teams in order to ensure consistent messaging professionals and patients. Done well, they capture attention and
along your target customer’s journey. build trust.

A strong communication strategy ensures differentiation is defined
and consistently delivered. This means a clear channel plan, aligned
messaging for all audiences, and strict guidelines for internal and ex-
ternal use. The result: a brand presence that is strong, coherent, and

Building a content strategy according

trusted in a crowded market.

to channels and objectives

A pivotal element in the strategic arsenal is the development of a content strategy
that aligns seamlessly with various channels and overarching objectives. Tailoring
content to suit different platforms, be it social media, professional networks, or
educational forums, requires a nuanced understanding of where the target au-
dience engages most. Crafting content that is not only channel-specific but also
aligns with overarching marketing objectives ensures that the messaging is co-

herent, impactful, and reaches dental professionals through the mediums they
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Challenges

Navigating the marketing terrain for a clear aligner brand requires a keen
awareness of potential pitfalls. Here are key common mistakes to avoid

when promoting your clear aligner brand.

Inconsistent

Brand Messaging

Having inconsistent messaging across
different channels can cause confusion.
If you communicate with doctors on
specific channels and patients on an-
other (ex: email vs. social media) then
remain consistent in that.

Neglecting Data Analytics

The power of data analytics for measu-
ring the success of marketing campaigns
can't be overlooked. Businesses should
begin by setting up the right success
metrics to track and then implementing
robust analytics tools to track key perfor-
mance indicators and adjust strategies
based on insights.

Failure to Adapt Market Trends

Remaining static and not adapting your strategies to
evolving market trends is a common pitfall business
that fail to innovate might encounter. This might make
your marketing efforts fall flat and risk being irrelevant
in comparison to competitors and other content. Keep
in Mind that your target customer is constantly online
and they are witnessing these trends themselves. Stay
informed about industry trends by sulbscribing to rele-
vant channels and continually educate your team. You
should also stay updated on emerging technologies
and adjust marketing strategies accordingly.

Lack of Educational Content

Since clear aligners are a relatively new techno-
logy, you shouldn't neglect to provide sufficient
educational content about clear aligners and their
benefits. Develop informative content that ad-
dresses common questions, concerns, and edu-
cates both doctors and their patients about the
technology. Get creative with your content as well
and leverage social media as a channel to educa-
te doctors and patients in order to position your
brand as an industry expert.

Underestimating the Importance
of Reviews and Testimonials

Another mistake is not leveraging positive re-
views and testimonials from satisfied profes-
sionals. You should actively seek and showcase
testimonials to build trust and credibility within
the dental community. If possible, according to
the regulations of your market, gather market
testimonials from satisfied patients to drive de-
mand from both doctors and patients.

Overemphasis on Product Features, Igno-
ring Clinical and Commercial Outcomes

Focusing solely on the technical features of clear
aligners without emphasizing the clinical and
commercial benefits. You should highlight the
positive clinical outcomes and impact on patient
care of clear aligners to resonate with healthcare
providers. In addition, doctors are business owners,
so don't forget to highlight the commercial bene-
fits of providing clear aligners in addition to any
commercial support services your brand provides
to your doctors to support them commercially.

Ignoring Competitor Analysis

Neglecting to conduct thorough competitor
analysis. Regularly assess competitor activities to
identify gaps and opportunities for differentiati-
on. However, it is important not to rely too much
on what others are doing and maintain a steady
balance between awareness and listening to
your own brand's voice.

Underestimating the Power of
Professional Networks

Overlooking the importance of building strong
professional networks within the dental commu-
nity. You should actively engage in dental socie-
ties, forums, and events to foster connections
and collaborations. Engaging with Key Opinion
Leaders (KOLs) in your industry can also have an
impact and influence other dentists to explore
your brand.




The
Final

Piece

Internal Alignment is the Hidden Power
of Clear Aligner Therapy Success

One of the most overlooked success factors in Clear Aligner Therapy is internal

alignment. Too often, CAT manufacturers adopt commercial strategies that stem
from transactional go-to-market models. Models that may work in consumables
or equipment sales but fall short in the context of a highly nuanced, clinically led

service like aligner orthodontics.

It demands an ecosystem of support. That's why it's essential to educate and
familiarize your own internal teams such as sales, marketing, clinical trai-
ners, customer support, and even operations with the same knowledge and

mindset you want your orthodontist customers and their teams to have.

Every function in your organization must understand how aligners work,
what a seamless digital workflow means, and clinical success looks like, how

practices operate, and what challenges orthodontists face day to day.

Only then can your commercial, training, and support teams offer truly rele-

vant, empathetic, and strategic value to your partners.

At ConCom Dental, we implement comprehensive onboarding and ongo-
ing education for all staff, not just product knowledge, but clinical immer-

sion, practice workflows, and even live shadowing opportunities.

This internal competency builds trust externally, and makes us better, faster,

and more credible partners to orthodontists worldwide.



Interested in learning more about how our consulting and
communication services can help you implement similar

training and operational excellence in your organization?

ConCom Dental
KamekestraRe 10
D-50672 Koln

info@concom-dental.com
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