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5 ways
to protect 
your practice
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Scottish glory: 
in pursuit of 
excellence
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FOR IMPROVING YOUR 
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The light fantastic: 
Advance Dental Clinic

6WAYS TO 
STAY AHEAD OF 
THE COMPETITION

Focus: 
Cosmetic dentistry
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circulated to over 5000 dentists

■ 	 Subscription based title circulated to 
	 over 5000 dentists

■ 	 Readership of 23.850*

■ 	 These dentists are interested in improving their 	
	 business/practice and grow in a number of 	
	 different treatments.

■ 	 We publish Private Dentistry 11 times per year 	
	 which means it is always up to date in business, 	
	 industry news, treatments and techniques. 

■ 	 Published for 13 years

■ 	 They invest in themselves by reading it, as they 	
	 receive CPD points/hours per issue

UK’s Premier Journal for Private Dentistry

*Based on 2008 readers survey of 4.5 reads per copy
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promotions/
launch 
packages POA

Subscription based title 
circulated to over 5000 dentists

With a team of over 40 fi eld sales consultants 
working nationwide, we’ve got the capacity 
to help you drive your business forward by 
providing advice on a whole range of business 
related matters. We will work in partnership 
with you to develop clear success strategies so 
you can achieve more of the things you want.

Practice Growth
& Henry Schein

Practice Software

Business Solutions

Dental Innovations

Consultancy Services

Education & Development

Surgery Design & Installation

Best Value Dental Consumables

London  Cardiff  Glasgow  Belfast

Henry Schein Minerva Dental Centurion Close  Gillingham  Kent  ME8 0SB
08700 10 20 43

www.henryschein.co.uk
growth@henryschein.co.uk

Partnership in Practice

Practice Growth

Practice Software

Business Solutions

Dental Innovations

Consultancy Services

For more information please 
call Michelle McHutchison on mobile no 
07921 211239 or office 01923 851785, 
fax 01923 851778 or email:  
michelle.mchutchison@fmc.co.uk
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Cigar Bands	 £6,300
Tip-ons	 Rate dependent
		  on weight and shape

Bound Inserts	 £3,075 (Subject to weight)

Teaser Ads	 £795
(Series of 3 or more strip ads in the same issue)

Exclusive bespoke packages available on request.
All rates quoted for additional matter (not on page advertising) subject to postal costs. 
All rates subject to VAT charged at the prevailing rate.
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PDEssentials
Your guide to the latest news and views 

The
WARDS 2009

Demand for private 
dentists expected to rise
Private dentists may become even more in demand in the future, 

as the UK’s ageing population is expected to place an 

unprecedented strain on the NHS.

British Dental Association scientifi c advisor Professor Damien 

Walmsley believes NHS dentistry is facing a major challenge coping 

with the consequences of the ageing population, with more 

people keeping their own teeth. Thanks to improvements in oral 

care, a growing number of people are avoiding the need for 

dentures, which is likely to increase demand for fi llings and care 

for tooth erosion.

‘Fillings, crowns and root canal treatment have only been 

designed to last 20 years and may need to be replaced or 

maintained,’ Professor Walmsley revealed.

‘Decay will cause problems as older people tend to get a 

different kind of decay, often around the gums, which needs to be 

treated differently.’

FACTS OF LIFE
A growing number of  patients are suffering 
with bruxism due to stresses brought on by the 
recession, according to dentist Yann Maidment.
The Edinburgh dentist says he has seen an 
increase of  10-20% in patients grinding their 
teeth over the past 18 months, especially those 
working for the city’s banks, fund managers 
and fi nancial services fi rms.

BDA conference tweets!
The British Dental Association has launched a new Facebook group called ‘British 

Dental Conference and Exhibition’. Get involved and stay up to date on all the 

conference news. Alternatively, follow the BDA’s conference tweets at 

http://twitter.com/BDAconference. The conference takes place over 20-22 May 

2010 at the Arena and Convention Centre in Liverpool.

Bruxism device 
produces electrifying 
results
Danish scientists have devised a novel way of treating 
teeth-grinding (bruxism) using a device that delivers an 
electric shock to the temples.

Clinical studies have found that the new iPod-sized 
device, Grindcare, reduces bruxism by more than 50% 
within just three weeks, and 80% after six to eight weeks. 

Grindcare consists of a small electrode that is attached 
to the skin of the temple with sticky gel pads. The other 
end of the electrode is connected to a matchbox-sized unit 
on a bedside table. 

The device monitors the movement of facial muscles, 
reading the electrical signals that cause the muscles to 
contract. When it detects this is about to happen, it 
delivers a small electrical impulse to relax the muscle 
instead, in turn relaxing the jaw muscles. The wearer does 
not usually feel this impulse. The device also records how 
many times this occurs during the night. 

12,14,16 PD April News.indd   2 19/3/10   16:07:32

Delivering award winning design solutions

Practical designs to suit all budgets

Experts in planning and building control

Squat NHS to high end private clinics

ArcHitEcturE & 
iNtErior DESigN 
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DENtAl DESigN AND PlANNiNg 
coNSultANtS
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DDPC_March2010_A5_ST1_A3.indd   1 18/03/2010   15:09

Private Dentistry April 2010                                                                                                                                                                                                            29

Details
No detail was deemed too small to be overlooked. We 
selected bone china cups and saucers with appropriately 
weighted silver teaspoons to serve a wide range of premium 
beverages. Designer soaps and fluffy towels for the 
cloakroom and shower were also an important finishing 
touch. 

It was initially agreed that a post-treatment recovery area 
would be included in the layout. However, this was 
subsequently refined into a cool and carefully lit massage 
and body treatment room with en-suite rainforest shower, 
and is now home to the Lubiju holistic treatment centre.

Change
Lubiju opened in March 2009 with a team of four dentists, 
one hygienist, one dental therapist and eight support staff, 
including three alternative practitioners. Since opening we 
have been extremely successful and already we have 
expanded our team by taking on board more specialists to 
fill some of the gaps in our service. Our first postgraduate 
syllabus has also been well received and should grow from 
strength to strength.

Interestingly enough, if we were to do anything different 
the only thing we would change would be to have more 

space. It’s a lesson we didn’t learn from the first practice. At 
the time we didn’t want to take on an office that was too big 
and might end up becoming a financial burden. However, 
we are already looking for extra space for storage and to 
carry out procedures that we never thought we would be 
providing so quickly.

Advice
If I was to offer advice to anyone else looking to take on a 
similar project, I would always suggest that any business 
owner should employ the best team of advisors and 
contractors they can possibly afford. Personal 
recommendations can also help to weed out shoddy 
tradesmen and keep standards high.

Lubiju opened with an initial investment of around 
£750,000 but the overall affect was worth every penny. 

We were proud to be nominated for the Most Attractive 
Practice at the Private Dentistry Awards last year – which 
was testament to the hard work from the whole Lubiju 
team. 

We are delighted with the way Lubiju has evolved. All of 
the positive feedback from our patients has given the whole 
team a great sense of pride and satisfaction.

Here’s to another successful year for Lubiju! PD
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KaVo – Dental Excellence

KaVo Promotion
Valid from 1st March – 31st May 2010

SUPERtorque 660B with fibre optics
and 660C without fibre optics

E F F I C I E N T P R O V E N
T U R B I N E T E C H N O L O G Y

The best known and best loved turbine
available – with a long running legacy
for quality and reliability
• Push button chuck
• 100 degree working angle
• 4 port spray
• 25.000 Lux fibre optics for excellent

illumination - 660B only

The KaVo SUPERtorque 660B
for only £660* (RRP £945)

The KaVo SUPERtorque 660C
for only £565* (RRP £832)

Pound for pound no other turbine
is better value for money!

Get £125 o
ff

the price of

your 660B

when you t
rade

in your old
turbine

LED available from
as little as £55†

KaVo Dental Limited · Raans Road, Amersham, Bucks HP6 6JL

For further information call: 0800 281020
E-mail: Sales@kavo.com www.kavo.com
Or contact your local dealer!

* Please note all promotion prices shown have already had the trade in discounts deducted.
The prices will not be further reduced. All prices exclude VAT.

† For existing MULTIflex users.
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call Luke Hand on  
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The bleaching
interface 2010
Linda Greenwall, Sia Mirfendereski 
and Kailesh Solanki

Friday 23 April 2010, Royal College
of Physicians, London

By attending this bleaching seminar, 
you will receive a full update from 
leading tooth whitening experts
Linda Greenwall, Sia Mirfendereski 
and Kailesh Solanki as well as a legal 
update from the DDU. You will come 
away with a completely new outlook 
on bleaching and the way it can be 
incorporated into your practice to 
generate more sales and aesthetic 
treatments from existing and 
potential patients. 

Bleaching in 2010 and how to take 
your practice further
Linda will talk about how bleaching 
treatments are now more popular 
than ever. Many patients are seeking 
a whiter, brighter smile that can 
enhance their appearance. It is 
recognised that 85% of patients 
who have undertaken whitening 
treatment seek further aesthetic 
improvements to their smile.
This may include simple aesthetic 
dentistry such as cosmetic reshaping 
of teeth, closing a diastema with 
orthodontics, or direct composites 
or further combined restorative 
dentistry. 

Learning objectives:

✓ How to use the most up-to-date   
 bleaching techniques and integrate  
 them into your practice

✓ Learn about the 10 controversies  
 involving bleaching treatments in   
 the UK

✓ Combining bleaching and Invisalign  
 treatments

✓ Learn direct bonding techniques   
 as they relate to post-bleaching   
 treatments

✓ Maintenance of the composite for  
 longevity.

Predictable bleaching and restorative 
dentistry 
Sia Mirfendereski will be discussing 
the role bleaching plays as the 
foundation of elective dentistry in 
his practices. He will discuss the 
very latest breakthroughs in deep 
bleaching, with particular reference 
to achieving highly predictable results 
without sensitivity and the role of 
bleaching in attracting, treating and 
retaining high-value patients.

Learning objectives:
• Appreciate the role of bleaching in  
 NHS, mixed and private practices
• Achieve results for every patient   
 with minimal sensitivity or fadeback

How to market your bleaching 
services to patients
Kailesh Solanki, director of the 
award-winning Kissdental practice in 
Manchester, will be discussing the 
benefi ts of offering more than one 
bleaching system in his practices to 
target a wider range of patients, and 
how this can increase profi tability.
He will discuss techniques that he 
uses to sell teeth whitening ethically 
and how to get the entire team 
involved in this process. He will 
reveal some of the secret marketing 
strategies used to generate monthly 
revenues in excess of £300,000.

 Please call our direct booking line 

freephone 0800 371 652
or you can book securely at

www.independentseminars.com
For cancellation policy and full terms and conditions, please visit www.independentseminars.com
*10% discount for subscribers to Private Dentistry, Aesthetic Dentistry Today, Implant Dentistry Today and Endodontic Practice.

Speakers:
Linda Greenwall,
Sia Mirfendereski
and Kailesh Solanki

Gold
sponsor:

Silver
sponsor:

How bleaching can bring more 
aesthetic cases into your practice.

Go interactive with One-day seminar costs:
Dentist: £355+vat
Subscriber dentist*: £319.50+vat

New lower price!
DCP or team member: £175+vat

For full session information and 
learning objectives visit
www.independentseminars.com
or call 0800 371652 for a 
brochure.

When you arrive at the seminar, 
delegates will each collect a voting 
system key pad. Throughout the 
day, you will be asked questions 
by the speakers and will be able to 
answer them via this system. This 
will give the speakers knowledge 
of your individual opinions and 
requirements, so that they can tailor 
their sessions to your needs.

IS Bleaching advert.indd   1 2/3/10   17:24:33A4 Indesign.indd   1 5/3/10   12:03:20

OSSEOINTEGRATED
IMPLANTOLOGY COURSE

Osseointegrated Implantology Courses
Sunday 10th October March - Friday 15th October 2010 Inclusive

This intensive format is ideal for delegates who wish to participate in a course
over two 3 day sessions – Fee £2000

Topics covered include:
• examination and treatment planning• dealing with the patient within the practice.• anatomy,

physiology. • biomaterials • sterility • surgical templates • surgical techniques (to include
bone augmentation and advanced surgical techniques) • implant impression techniques

• jaw registration • articulation • periodontal consideration (to include maintenance protocol
and guided tissue regeneration) • Connecting teeth to implants • Detailed literature review.

There will be guest speakers on the following subjects;
Dr Joe Omar on ʻMedical Emergenciesʼ
Dr Alan Cohen on ʻMedico – Legal Aspectsʼ
Mr Sean Goldner on ʻCT Scanningʼ
Mr Keith Rowe on ʻLaboratory Techniquesʼ
There will be hands-on session on the surgical, prosthetic and laboratory phases, and the delegates
will attend a CT scan appointment with one of the patients on the course.

This course is suitable for the application of all different osseointegrated implant systems. 
Delegates who complete the course are eligible for the ICOI Fellowship, without further 
examination.  This course carries 30 hours of CPD accreditation.
Course accredited for MFGDP, MGDS, and FFGDP.  Colleagues are welcome to arrange to come and view our practice. 
For more details please contact our Practice Manageress.

DR EDWIN L C SCHER

REGISTERED SPECIALIST IN SURGICAL DENTISTRY & PROSTHODONTICS
Booking details: 16 Walpole Street London SW3 4QP
[T] 020 7584 9833 / 020 7584 7740 [F] 020 7730 0347 [E] drscher@dental-implants.co.uk
www.dental-implants.co.uk
Fellow of the International Congress of Oral Implantology

BDS (London), LDS, RCS Eng., MFGDP RCS Eng.

Hurry!Fillingfast!

EDDIE SCHER_Layout 1  17/03/2010  16:15  Page 1

Develop your Skills, Knowledge, Business and Network

Attend this hands-on session 
limited to 50 places

 Please call our direct booking line 

freephone 0800 371 652
or you can book securely at

www.independentseminars.com

Dr Lerner’s 2008 
course SOLD OUT so 
book NOW!

*10% discount for subscribers to Private Dentistry, Aesthetic Dentistry Today,
Implant Dentistry Today and Endodontic Practice.

For cancellation policy and full terms and conditions, please visit www.independentseminars.com 

How to create 
exceptional
provisionals
Jay Lerner

Saturday 8 May 2010, London
Pre-op, provisionals and fi nals

One-day seminar costs:
Dentist: £550+vat
Subscriber dentist*: £495+vat

120 x 186 Lerner Ad.indd   1 12/2/10   10:09:12
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Orthopaedic Orthodontics
Ed Bonner BDS, MDent, attended Triple O/Skip Truitt’s mind blowing course

Teeth are terrific, bone is boring
From our earliest under-graduate educational
experience we are taught to be concerned about
the shape, appearance, position and function of
teeth. This is why we become dentists. We are
also taught something about the supporting
structures of teeth, but the further away from the
teeth these are the less the interest appears to
get.

Thus teeth are  fascinating, gums important,
bone less interesting and TMJs and muscles too
frequently almost ignored. Put another way, what
we see easily we treat more readily than what we
cannot see or observe only with difficulty. What
we can see we treat (restorative endodontics via
X-ray!)or refer (periodontics, orthodontics); what
we can’t see we at best refer and at worst ignore
(TMJ and muscular dysfunction). 

The purpose of this article is to raise the profile
of the remote and the ignored, and to tell of a
mind-blowing course I attended organised by
that most excellent group of specialised 
technicians, the Birmingham based, Triple O
Dental Laboratories.

Skip Truitt 
J Wellington Truitt Jnr is less well-known than
‘Skip’ Truitt, but they are one and the same. Skip
is the high priest of orthopaedic orthodontics
and has been running courses on the subject all
over the world for years and years. 

He has not endeared himself to the dental
‘establishments’ in some countries, less because
of the fact that he is a non-orthodontist 
practising orthodontics than because he 
encourages other general practitioners to do so;
and also because his views are seen as heretical
by members of the same establishments. He is, in
short, a slayer of sacred cows. 

Many hundreds of dentists have attended his
courses but, more’s the pity, many thousands
have not. I waited for more than 20 years before
enrolling, and I shall regret to my dying day that
I did not do so much sooner. 

Questions asked – and answered 
Questions with which I have wrestled for 30 years
in general and specialised prosthodontic practice
were answered comprehensively in three days.
Questions like: Are dental malocclusions to be
viewed differently from skeletal abnormalities? 

Can a skeletal abnormality be viewed 
as functionally acceptable – as aesthetically
acceptable? When should it be corrected? 
How should it be treated? Should a skeletal
‘abnormality’ be treated if there is a ‘normal’
dental relationship? Does orthopaedics have a
role in dentistry? If so, is it within the realm of the
specialist or the domain of the general dental
practitioner?

Relationship between
orthopaedics and orthodontics 
Skip is unequivocal; although many patients who
walk through the door have a combination of
orthodontic and orthopaedic problems, there is a
definite line of demarcation between
orthopaedics and orthodontics. If, like many 
practitioners, you use only one treatment 
technique, you will try to fit every patient that
walks through the door to that technique. This is
as true of orthodontics as any other dental 
discipline. If you have only orthodontic (tooth

22 Advertisement feature Education Guide

moving) techniques or appliances, you are going
to have problems treating all your patients. By
the same token using only orthopaedic 
appliances will not solve problems that are not of
a skeletal nature. ‘We should never attempt to
correct skeletal problems dentally, nor should the
problem of simply crooked teeth be approached
from a skeletal standpoint.’ 

Proper diagnosis
The secret to successful therapy is proper 
diagnosis. ‘You can be a good diagnostician and
a mediocre mechanic and end up with super
results.’ The corollar to this is that you can be a
super technician but, if your diagnosis is wrong,
the patient will end up with a disaster in his/her
mouth and you with one on your hands. Skip’s
message: ‘Properly diagnose the problem and
then select the technique that best treats that
particular problem; learn to integrate the right
appliance to achieve the total desired therapeutic
results.’

Dental v structural classification 
The best part of the course’s first day is learning
diagnostic techniques. Considerable time is spent
spelling out a dental v structural classification.
Angle’s classification is the relationship of lower
to upper teeth, not of mandibular to maxillary
bone, and the canine is considered to be a 
posterior tooth. A structural relationship refers to
the skeletal relationship of the mandible to the
maxilla to the anterior cranial base. Because the
Angle classification is applied to permanent
teeth, it does not take sufficient cognisance of
the growing child in the mixed dentition where
early interception can be such a powerful and
relatively easy treatment modality.

Cephalometrics
In order to understand the relationship between
mandible, maxilla and anterior cranial base, a
basic working knowledge of cephalometrics is
essential. The anterior cranial base is a stable

Williams

Schwarz

Bionator

Crozat

measurement in females at age seven and males
age eight. This measurement is related to the
length and position of the maxilla as well as the
size of the mandible and the position of the
glenoid fossa. Skip spends a fair amount of the
first day patiently explaining how to understand
the fundamentals of a Bimler Cephalometric
analysis (which evaluates the skeletal as well as
the orthodontic relationship) and how to apply
this to the selection of different types of 
structural appliances such as the Crozat or the
Bionator.

Appliances
What seemed impossible to comprehend or
assimilate on the first day miraculously appeared
to have been osmotically absorbed overnight.
Thus the second day was less about the 
understanding of fundamental principles than
their application in the selection, construction
and activation of appliances. 

Triple O Dental Laboratories, in the persons 
of Rob, Rod, and Suzi, were on hand 
with appliances and instruments of every
conceivable shape. Their kindness and patience, 
professionalism and expertise made the handling
and adjusting of Schwarz, Jackson, Sagittal, Twin
Block, Crozat, Bionator, Williams and other
orthopaedic appliances seem less than difficult,
while Skip’s patient attention to first principles
made the selection of the right one a 
straightforward procedure. Suddenly correction
of crossbites, anterior and posterior open bites
and closed bites no longer seemed mysterious or
unintelligible.

Marketing
For years I’ve been observing and 
prosthodontically treating the effects of such an
ill-considered treatment modality as extraction
therapy which is absolute anathema to me. Here
was a wonderful and far less invasive alternative. 

But having all this newfound knowledge of
orthopaedics would be of limited use if we did
not apply it and if we were unable to sell it as a
private option instead of standard NHS 
extraction therapy. The last day was about
marketing, and the change of pace seemed
almost yogic by comparison to the intensity of
the first two, but no less valuable. 

I left feeling that there were dental problems
that I could now diagnose more thoroughly and
intelligently. I learnt to have a pretty good idea
which of those I was competent to treat and,
perhaps more important, which I was not.

The future
There are five more courses available, mostly
hands-on, covering straightwire therapy,
cephalometrics, advanced orthodontics,
advanced orthopaedics and TMJ therapy; and
extraction therapy (yes, it does occasionally have
its place!). 

I would like to attend as many of Skip’s
courses as possible: even at this advanced stage
of my professional career it is still possible to
become enthused all over again and to look
forward to practicing new and valuable 
techniques feeling confident that my 
newly-acquired knowledge will support me to
the full, and that I will have Skip and Triple O to
underpin this. 

As I said, I wish I had done this years ago!
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Email fgdp-education@rcseng.ac.uk or call 020 7869 6757 for an application pack and more information, quoting reference DI10PR1.

www.fgdp.org.uk Promoting excellence in dentistry Registered charity no. 212808

Based on the FGDP(UK)’s Training Standards in Implant Dentistry (officially 

supported by the GDC as the authoritative training standards for implantology), this 

successful and highly regarded programme offers dentists the ultimate training from 

experts in the field.

Hands-on practical sessions at every contact unit

Part-time blended learning means minimal time away from practice

Expert guidance from a local course tutor and support from a peer mentor

Accredited towards the FGDP(UK) Career Pathway and some MSc courses

Alternative course centre: Leeds (September 2010)

APPLICATION DEADLINE - 15 OCTOBER 2010

Diploma in Implant Dentistry
February 2011 – December 2012
London

The Faculty would like to thank sponsors of this course for their ongoing support
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COURSES

PRODUCTS AND SERVICES

Stand out 
from the crowd...

If you’re looking to differentiate your 
practice then please talk to us.

Performance Finance ‘Funding your Future’

To discuss your requirements or simply 
request a brochure, call 01536 52 96 96

or visit www.performancefinance.co.uk

info@medicsfinancialservices.com
www.medicsfinancialservices.com

+44 (0) 1403 780 770

Enhanced income 
multiples, market 

leading rates & highly 
competitive 

mortgage solutions 
for Dentists

+44 (0) 1403 780 770

Very competitive fixed rates - House and Practice 
Finance
Surgery Finance -  Bank of England Base 
(from) + 1.00%

100% Mortgage Finance - House and Practice

Extremely Enhanced Income Multiples

MPMS 95x50 Dentists.indd   1 11/12/2006   21:56:19

PRACTICE FOR SALE
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Marchpen House, 45-47 Friern Barnet Road, London N11 3EG.
TEL 020 8361 4075.  FAX 020 8361 4145.

www.playsafemouthguards.co.uk
e-mail: info@playsafemouthguards.co.uk

OSSEOINTEGRATED
IMPLANTOLOGY COURSE

Osseointegrated Implantology Courses
Sunday 10th October – Friday 15th October 2010 Inclusive

This intensive format is ideal for delegates who wish to participate in a course
over 6 consecutive days – Fee £2200

Topics covered include:
• examination and treatment planning• dealing with the patient within the practice.• anatomy,

physiology. • biomaterials • sterility • surgical templates • surgical techniques (to include
bone augmentation and advanced surgical techniques) • implant impression techniques

• jaw registration • articulation • periodontal consideration (to include maintenance protocol
and guided tissue regeneration) • Connecting teeth to implants • Detailed literature review.

There will be guest speakers on the following subjects;
Dr Joe Omar on ʻMedical Emergenciesʼ
Dr Alan Cohen on ʻMedico – Legal Aspectsʼ
Mr Sean Goldner on ʻCT Scanningʼ
Mr Keith Rowe on ʻLaboratory Techniquesʼ
There will be hands-on session on the surgical, prosthetic and laboratory phases, and the delegates
will attend a CT scan appointment with one of the patients on the course.

This course is suitable for the application of all different osseointegrated implant systems. 
Delegates who complete the course are eligible for the ICOI Fellowship, without further 
examination.  This course carries 36 hours of CPD accreditation.
Course accredited for MFGDP, MGDS, and FFGDP.  Colleagues are welcome to arrange to come and view our practice. 
For more details please contact our Practice Manageress.

DR EDWIN L C SCHER

REGISTERED SPECIALIST IN SURGICAL DENTISTRY & PROSTHODONTICS
Booking details: 16 Walpole Street London SW3 4QP
[T] 020 7584 9833 / 020 7584 7740 [F] 020 7730 0347 [E ]reception@walpolestreetdental.co.uk
www.dental-implants.co.uk
Fellow of the International Congress of Oral Implantology

BDS (London), LDS, RCS Eng., MFGDP RCS Eng.

Hurry!Fillingfast!
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Medics Financial Services are a trading style of Global Financial Ltd, which is a member of Best Practice IFA Group Ltd which is 
authorised and regulated by the Financial Services Authority

your practice made perfect

Are you fed up
with your practice

management software?

Now there’s a better solution.

Introducing Chiral Systems Practice Management Software; 
the powerful, flexible solution designed specifically for the 
modern private dental practice.

The benefits include:

– fully cross-platform (PC & Macintosh)
– completely customisable reporting and invoicing
– multiple diary management
– thorough recall and reminder management (email and SMS)
– free secure offsite database backup
– online software updates and remote software maintenance.

To find out more visit www.chiralsystems.com or to arrange 
a personal demonstration, email info@chiralsystems.com

chiralSystems_PrivateDentistry_131x90.indd   1 13/8/10   21:17:47

PRACTICE FOR SALE, TORQUAY
 85%Private/15%NHS-600UOA, 2 surgeries, spacious, Excellent 

location Fully computerised OPG-CEPH/HTM01-05
Gross 240K/price 190K

Email: torquaydentist@gmail.com 
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•	 Subscription based title going to 5000 readers paying 
approx £10 per issue. This means nearly half of the Private 
practices in the UK request, pay for and receive Private 
Dentistry and this is growing all the time.

•	 These dentists are interested in improving their business/
practice abd grow in a number of different treatments.

•	 We have now been publishing Private Dentistry for 12 years 
so it is very established within the industry and trusted.

ION 

COMPREHENSIVE Dental Communications



January 2011 
Feature – Private Dentistry’s Guide to Surgery Planning and Hi-Tech Equipment. We anticipate that 
dentist’s keen to develop a more privately orientated practice and those looking to refurbish their 
practice will use this comprehensive feature as their main purchasing guide. It will carry articles about 
new and hi tech products and how to finance these products as well as the best in surgery design and 
planning. This feature is a must for any design and equipment orientated companies.

February 2011 
Feature - Oral Health in Private Practice. This will be a theme running throughout the February issue and 
will look at the ways a private practice can grow its sales of oral health products through merchandising 
and by having a dedicated member of staff to discuss oral health with patients. It will also carry clinical 
articles covering many oral health issues including periodontic treatment and mouth cancer.

March 2011 
Feature – The Best Surgery Practice. This feature will run throughout the issue looking at the best 
practice within a surgery. It will cover issues such as infection control, health & safety, as well as 
looking at business management and finance for the practice. It will also look at the best materials and 
equipment for clinical procedures.

April 2011 
Feature – Cosmetic Dentistry. This issue will present articles (both business and clinical) and product 
news related to the cosmetic side of private practice, including facial aesthetics (ie. Botox, dermal fillers, 
etc). Private dentistry is fast becoming an area devoted to the aesthetic improvement of the face as an 
entity, and this issue will be a reflection of this.

May 2011 
Feature – The World Aesthetic Congress Preview. This issue will provide readers and delegates with 
a preview of what to expect at the number one annual aesthetic dentistry event. It will include 
information from exhibitors, articles from speakers and so on.

June 2011 
Feature – Developing Your Private Practice. An insight to the products available on the market that 
will help to develop your private practice. Including the best materials and equipment for the various 
treatments your private practice offers.

July 2011 
Supplement – Private Dentistry’s Guide to Specialist Dentistry. This will give informative advice on how 
to grow the specialist areas in your practice as well as informative clinical articles and case studies on 
the areas of specialist dentistry including, implantology, endodontics, orthodontics, periodontics and 
cosmetic dentistry. 

September 2011 
Supplement – Achieve The Ultimate Private Practice. The ultimate private practice guide is to highlight 
the best equipment, materials and services that a private dentist could possibly have. We will be looking 
for two companies in each sector to participate. This will be the number one guide to the best products 
and services available.

October 2011 
Feature – The BDTA Dental Showcase 2011. A guide to the exhibitors and special events scheduled for 
the BDTA Dental Showcase.

November 2011 
Feature – Digital Dentistry. A look at the latest equipment in the digital dentistry arena, focusing on 
high-tech products as well as website design and marketing.

December 2011 
Supplement – Private Dentistry’s Guide to Implantology. A look at the latest courses available to expand 
your implant knowledge, as well as a guide to implant related products, services and equipment. 
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