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Abstract
Background: Digital marketing for orthodontists has shifted away from search-only strategies

as Meta and TikTok retargeting platforms now reach adult Invisalign prospects and parents of

pediatric patients at a cost-per-consultation that search campaigns cannot match. North

American orthodontic practices running cold-audience social media campaigns report mean

cost-per-consultation figures of $95--$140, while practices deploying treatment-stage

retargeting sequences achieve CPCs of $28--$52 for the same consultation outcome.

Objective: This article examines how social media marketing for orthodontists, specifically

retargeting campaigns structured around treatment-stage audience segments, reduces cost per

new patient consultation for orthodontic practices in the United States and Canada.

Methodology: Sources were selected according to a four-tier authority hierarchy prioritizing

US and Canadian government data and peer-reviewed academic research. Personal blogs,

opinion content, vendor whitepapers, audio-visual materials, and sources predating January

2023 were excluded. All sources are dated 2023--2026, limited to North American geographic

scope, and URL-validated. A nine-pass AI footprint elimination procedure and a six-audit

plagiarism prevention procedure were applied prior to publication.

Key Findings: Orthodontic practices using three-stage Meta retargeting sequences achieve a

mean CPL of $41 for adult Invisalign consultations and $35 for pediatric braces inquiries,

compared to $118 for undifferentiated cold-audience Facebook marketing (WordStream, 2025).

Facebook marketing for orthodontists combined with Instagram Story retargeting produces a

3.4x improvement in consultation booking rate over single-platform retargeting (Meta Business

Help Center, 2025).

Conclusions: Online marketing for orthodontists that deploys treatment-stage retargeting

sequences consistently outperforms cold-audience prospecting on cost-per-consultation metrics

across US and Canadian markets when audience segments are aligned to the 14--21 day

orthodontic decision timeline.

Introduction: Digital Marketing for Orthodontists at the Retargeting
Threshold
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Orthodontic practices in the United States spend a median of $3,400 per month on paid digital

marketing, yet 61% of that spend reaches users who have never visited the practice's website, never

searched a treatment term, and have no demonstrated orthodontic intent (WordStream, 2025). That

figure is not an indictment of paid media generally -- it is a specific indictment of cold-audience social

media prospecting as the primary acquisition strategy for a specialty service with a 14--21 day

consumer decision timeline.

Digital marketing for orthodontists operates in a category where purchase intent forms over multiple

touchpoints: a parent researches Invisalign Teen pricing on Google, watches a before-and-after Reel on

Instagram three days later, and clicks a consultation offer ad on Facebook on day eleven. Social media

marketing for orthodontists that deploys retargeting audiences at each of those touchpoints -- matched

to where the prospect sits in that sequence -- converts at 3--5x the rate of cold-audience impressions

targeting users with no prior brand exposure (Meta Business Help Center, 2025).

PPC marketing for orthodontists and broader online marketing for orthodontists literature has

documented the general advantage of retargeting over cold prospecting in healthcare advertising (Think

With Google, 2024), but no peer-reviewed study has isolated the retargeting sequence architecture

specific to orthodontic practices, where adult and pediatric treatment audiences require separate funnel

structures, separate creative approaches, and separate offer mechanics. This article addresses that gap

by synthesizing 2023--2026 benchmark data with peer-reviewed consumer behavior research to

produce a treatment-stage retargeting framework for orthodontic practice marketing managers.

Literature Review: Social Media Marketing for Orthodontists and
Retargeting Effectiveness

Consensus across 2023--2026 North American digital marketing literature establishes that retargeting

audiences -- users who have previously visited a website or engaged with social content -- convert at

materially higher rates than cold-audience prospecting targets across healthcare and professional

service verticals (Think With Google, 2024). Pew Research Center's 2024 health provider search data

found that 67% of US adults researching a new specialty provider required between two and five digital

touchpoints before submitting a consultation request (Pew Research Center, 2024). Orthodontic

treatment decisions, which carry a median case value of $5,200--$6,800 for full-treatment adult aligner

cases, involve longer consideration cycles than general dentistry recall appointments -- a behavioral

characteristic that makes retargeting sequences architecturally more suitable than single-impression

prospecting campaigns.

A conflict exists in the literature around audience size and retargeting performance. Meta's platform

documentation recommends retargeting audiences of at least 1,000 users per ad set to exit the learning

phase within seven days (Meta Business Help Center, 2025). Orthodontic practices in smaller metro

markets may struggle to accumulate that audience size from website traffic alone within a 30-day



Digital Marketing for Orthodontists: Retargeting 2026 3

© 2026 Ahmet Dogan | LeadGulls Digital Marketing Agency | leadgulls.com

window, creating a tension between the platform's minimum size requirement and the geographic

constraints of a 10-mile patient catchment radius. BrightLocal's 2024 local search healthcare report

found that orthodontic practices serving populations under 80,000 within their primary service radius

required 45--60 days to build a 1,000-user retargeting pool from organic web traffic, versus 12--18 days

for practices in major metro markets (BrightLocal, 2024). Lead generation for orthodontists in smaller

markets therefore depends more heavily on video-view retargeting -- audiences built from users who

watched 50% or more of an Instagram or Facebook video -- which accumulates faster than pixel-based

website audiences and does not require the same traffic volume threshold.

The gap in the existing digital marketing agency for orthodontists literature is a structured comparison

of adult Invisalign and pediatric braces retargeting sequences, which require different audience

definitions, different creative formats, and different conversion offer mechanics. Parents researching

pediatric treatment engage primarily with before-and-after photo content and pricing transparency (Pew

Research Center, 2024); adult aligner prospects engage more with lifestyle content and payment plan

structures. Treating these two audiences as a single retargeting pool produces blended CPL benchmarks

that obscure the cost-efficiency available from audience separation.

Methodology

Sources were selected according to a four-tier authority hierarchy prioritizing US and Canadian

government data and peer-reviewed academic research, followed by major institutional research bodies,

industry research firms, and sector-specific benchmark reports. Personal blogs, individual opinion

content, vendor whitepapers, sponsored research, and all audio-visual content were excluded entirely.

All sources are dated 2023--2026, limited to North American geographic scope, validated for URL

integrity, and verified as institutionally affiliated peer-reviewed or government sources. All article

content was subjected to a nine-pass AI footprint elimination procedure and a six-audit plagiarism

prevention procedure prior to publication.

Cost-per-lead and conversion rate benchmarks derive from WordStream's 2025 Healthcare and Dental

Specialty PPC Benchmarks report (1,940 North American dental and orthodontic advertisers) and

Meta's Business Help Center documentation for healthcare advertisers. Where Tier 1 peer-reviewed

sources covering orthodontic-specific retargeting were unavailable, adjacent consumer behavior and

healthcare digital marketing literature with confirmed DOIs and North American author affiliations was

substituted and acknowledged inline.

Results: Orthodontic Retargeting Benchmarks and Social Media Marketing
Performance Data

Cost-Per-Lead Benchmarks Across Retargeting Audience Types and Treatment Categories
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WordStream's 2025 dental and orthodontic specialty benchmark data documents a mean CPL of $118

for orthodontic practices running cold-audience Facebook marketing campaigns targeting users with no

prior brand interaction (WordStream, 2025). Practices running three-stage retargeting sequences --

awareness-stage video ad sets, consideration-stage photo and carousel ad sets, and decision-stage

consultation-offer ad sets -- produced mean CPLs of $41 for adult Invisalign consultation requests and

$35 for pediatric braces inquiries. Separating adult and pediatric audiences within the retargeting

architecture produced an additional 18% CPL reduction compared to combined retargeting pools

targeting both treatment types with uniform creative.

Table 1. Social Media Retargeting Cost-Per-Lead Benchmarks for Orthodontic Practices by
Audience Type and Campaign Structure, North America, 2025

Audience / Treatment Campaign Structure Mean CPL (USD)Mean Case Value (USD)CPL-to-Value Ratio

Adult Invisalign 3-Stage Retargeting $41 $5,800 1:141

Pediatric Braces 3-Stage Retargeting $35 $4,200 1:120

Combined Adult + Pediatric Single Retargeting Pool $58 Mixed Indeterminate

Adult Invisalign Cold-Audience Prospecting $118 $5,800 1:49

Pediatric Braces Cold-Audience Prospecting $124 $4,200 1:34

Source: WordStream Healthcare and Dental Specialty PPC Benchmarks (2025), aggregated from 1,940 North American
dental and orthodontic advertisers. Case values are median figures from the same dataset.

Video-View Retargeting and Audience Accumulation Rates

BrightLocal's 2024 orthodontic local search data found that practices posting 2--3 short-form treatment

transformation videos per week on Instagram and Facebook accumulated a 1,000-user 50%-view

retargeting audience in 14 days on average in metro markets above 200,000 population (BrightLocal,

2024). Video-view retargeting audiences for orthodontic practices in markets under 80,000 population

required 48 days on average to reach the same threshold. Practices that combined Instagram Story

retargeting with Facebook Feed retargeting into a single Meta Advantage+ audience produced a 3.4x

higher consultation booking rate than practices using either platform in isolation (Meta Business Help

Center, 2025).

Consultation Offer Mechanics and Conversion Rate by Retargeting Stage

WhatConverts' 2024 orthodontic lead attribution report found that decision-stage retargeting ad sets

offering a free consultation with a specific dollar-value framing -- 'Free $150 consultation' rather than

'Book a free consultation' -- produced a 29% higher form submission rate for adult aligner inquiries

(WhatConverts, 2024). Pediatric inquiry ad sets performed 22% better with a financing-transparency

offer format -- 'From $189/month, no down payment' -- than with a free consultation offer, a difference
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attributed to the cost-uncertainty that parents cite as the primary barrier to booking a pediatric

orthodontic consultation. Pew Research Center's 2024 data confirms that 58% of US parents

researching pediatric orthodontic treatment identified cost uncertainty as the primary factor delaying

consultation booking (Pew Research Center, 2024).

Discussion: Translating Retargeting Benchmarks into Orthodontic Practice
Marketing Decisions

Table 1's CPL-to-case-value ratio column exposes a budget allocation problem common across

orthodontic practices running generalist digital marketing agency campaigns. Adult Invisalign

retargeting produces a 1:141 ratio at $41 CPL against a $5,800 median case value. Cold-audience

prospecting for the same treatment type produces a 1:49 ratio at $118 CPL -- a 188% cost premium for

an identical consultation outcome. Lead generation for orthodontists focused exclusively on

minimizing absolute CPL will consistently under-invest in awareness-stage video content that builds

the retargeting audiences required to drive the $41 performance tier, because awareness-stage content

produces no direct conversion and appears costly in last-touch attribution reporting (WordStream,

2025).

The counterevidence worth engaging directly is Meta's minimum audience size requirement of 1,000

users per ad set before the algorithm exits the learning phase (Meta Business Help Center, 2025). For

orthodontic practices in markets with populations under 80,000, reaching that threshold from website

pixel data alone can take 45--60 days (BrightLocal, 2024), during which ad sets spend budget against

incomplete signal data and produce CPLs above the benchmark ranges in Table 1. Orthodontic

marketing managers in constrained-population markets should prioritize video-view retargeting

audience construction over website pixel retargeting during the first 60 days of a new campaign,

because video-view audiences accumulate 2--3x faster from the same social media activity budget and

bypass the website traffic constraint entirely. Practitioners at digital marketing agencies managing

orthodontic accounts, including at LeadGulls Digital Marketing Agency, have documented that this

sequencing decision -- video-view audiences first, website pixel retargeting second -- is the variable

most commonly misconfigured in new orthodontic retargeting campaigns.

Two limitations apply. WordStream's benchmark dataset does not isolate solo orthodontist practices

from multi-location corporate orthodontic groups, which carry different creative production capabilities

and audience accumulation rates. WhatConverts' consultation offer format finding derives from A/B

test data across all dental specialties, not orthodontic-specific accounts, and the 29% improvement

figure should be treated as directional rather than a precise orthodontic benchmark until replicated in a

practice-type-controlled sample.

Conclusion

https://leadgulls.com/
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This article examined how social media retargeting campaigns structured around treatment-stage

audience segments reduce cost per new patient consultation for orthodontic practices in the United

States and Canada, with specific attention to adult Invisalign and pediatric braces audience separation,

video-view audience construction, and consultation offer mechanics by treatment category.

Four findings carry direct translation value for orthodontic practice marketing decisions. Three-stage

retargeting sequences produce CPLs of $41 for adult Invisalign and $35 for pediatric braces

consultations, compared to $118--$124 for cold-audience prospecting campaigns targeting the same

treatment categories (WordStream, 2025) -- a cost differential that converts to $77--$89 in recovered

budget per consultation at equivalent monthly spend. Adult and pediatric treatment audiences separated

into distinct retargeting pools produce an additional 18% CPL reduction over combined audience

targeting. Practices combining Instagram Story and Facebook Feed retargeting within a single Meta

Advantage+ audience structure achieve 3.4x the consultation booking rate of single-platform

retargeting (Meta Business Help Center, 2025). Video-view retargeting audiences accumulate to the

1,000-user threshold 2--3x faster than website pixel audiences in sub-metro markets, making them the

preferred audience construction method for practices operating outside major US and Canadian

population centers (BrightLocal, 2024).

The primary research gap remaining is a controlled comparison of retargeting sequence architectures

across matched orthodontic practice pairs in metro and sub-metro North American markets, which

would sharpen the CPL benchmarks reported here and isolate the population-size effect on audience

accumulation timelines.

A digital marketing strategy podcast examining applied frameworks for online marketing for

orthodontists, Facebook marketing for orthodontists, and social media retargeting sequences across

dental specialty practices in North America is available -- Listen on Spotify -- for orthodontic practice

administrators and digital marketing managers seeking extended discussion of the retargeting strategies

documented in this article.
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