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M
any areas of dentistry provide 
job satisfaction but the one 
I hear cited most frequently 
is the improvement that can 
be made to an individual’s 

appearance and the resultant increase in 
confidence. First impressions count for a lot, 
and more often than not, it is the smile, not the 
eyes, that make the biggest impact. 

Dentists are ideally placed to carry out facial 
aesthetic procedures. They’re experts in the 
facial region and more importantly already have 
a patient base to which they can market their 
new services. Given a choice of going to an  
unknown treatment centre or the “family den-
tist” most people would naturally choose the 
latter. For the dentist, the transition is an easy 
one since their practice is already the ideal 
environment to carry out clinical procedures, 
meaning there are no additional start-up costs. 
The only investment is in training, which must 
be completed in order to gain the insurance 
necessary to practice. 

Early days
I was an early convert to facial aesthetics, 
offering these treatments five years ago. I’ve 
since become a trainer for Med-fx Training so I 
can mentor other dentists entering the market.

Dentistry has evolved enormously in the last 
few years and cosmetic procedures are driving 
those changes. Facial aesthetics is a natural 
adjunct to this. It is a lucrative market but from 
my experience it is the personal rather than 
the financial rewards that drive dentists to offer 
such treatments. 

The difference that can be made to an 
individual’s self-esteem is incredible. Cosmetic 
dentistry and facial aesthetic treatments really 
do go hand in hand.

I think facial aesthetics will be offered in 
most dental practices within the next 10 years. 
When I started there wasn’t much interest in 
these treatments. However, that has changed 
enormously in the last couple of years, driven 
by the growing popularity of makeover TV 
programmes as well as increased disposable 
income. However, it is interesting that in the 
current economic climate there has not been 
any downturn in this side of my business. It 
would appear that once people have tried 

aesthetic treatments and seen the results they 
are hooked. While I am not complacent, I am 
confident that this side of my business will hold 
up in the current climate.

Getting started
From a trainer’s perspective, it is so rewarding 
to see delegates carry out the new treatments 
and report back on the positive feedback from 
their patients. Training is so important. You 
need to be taught by people who understand 
the business of dentistry and will explain how 
facial aesthetic procedures can be used to 
enhance a practice’s profile. 

As soon as you’ve completed your course 
and have gained all the necessary insurance, 
I would also urge dentists to start treating pa-
tients immediately while the knowledge is fresh 
in their minds and their confidence high. In my 
experience, the more education an individual 
gets, the better the result. I regularly go on 
courses to enhance my dental clinical skills, so 
it stands to reason that if you want to practice 

facial aesthetics you need to invest in your 
education in this area too. The satisfaction of 
giving someone a beautiful new smile framed 
on a “new canvas” is incredible.

Once you’ve been trained you need to start 
marketing your new services. When I first start-
ed practicing facial aesthetics, I placed posters 
and leaflets in the waiting area for my patients 
to read and also contacted local beauty salons, 
asking if I could leave leaflets with them. 

Additionally, I ensured that all members of 
my staff were trained in discussing the treat-
ments with patients. It is not ideal to hear the 
receptionists telling patients that they know 
nothing about the treatments. I found the best 
way to educate staff was to not only give them 
information to read but also to offer them some 
treatments to try themselves. This enabled 
them to tell patients about their experience of 
the treatments and show them the results.  

Involving everyone within the practice in its 
new services will help ensure that your busi-
ness in facial aesthetics is a success. 

Heather Muir runs two dental and facial aesthetic practices in Scotland  
and is also a trainer for Med-fx Training, education partner of The Dental Directory. 

 Here, She shares her thoughts on combining dentistry with aesthetics
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