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OFFERING a variety of facial aesthetics training
courses, Dr Brian Franks Facial
Aesthetics Faculty is keen to help
healthcare professionals develop
new skills competently, safely and
with confidence.
Dr Richard Winter (pictured),
from the Higgins and Winter Den-
tal Practice in Ponteland, Newcas-
tle upon Tyne, has attended the
training courses for both Medical
Micro-Needling and Dermal Fillers
with Dr Franks and his team.
“I sought training in facial aes-
thetics in order to update my skills and to learn
of any new techniques,” explained Dr Winter.
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“It was a recommendation by a colleague
that led me to attend the courses
provided by Dr Brian Franks.

“The content of both courses
was excellent — very thorough and
well delivered. They followed a very
relaxed format with plenty of time
for questions.

“Instruction throughout was
very good and Brian was able to
answer any queries as we went
along. | would be happy to recom-
mend these training courses in the
future.”
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THE Dentistry Show 2014 presented an array
of opportunities for principal dentists and
practice managers to enhance
their business.
A myriad lectures, workshops
and discussion sessions were
held over the course of the two
days. The Dental Business Con-
ference was hosted by leading
business professionals from
various backgrounds.
A special appearance by
20083 Rugby World Cup winner,
Kryan Bracken, further inspired
delegates to build a great team around them,
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and a discussion led by an expert panel on
laying solid business foundations also enabled
delegates to seek answers to
any questions they had about
setting up new businesses.
New to the 2014 Show were
the Business Skills Workshops
run by Practice Plan, cover-
ing everything from effective
marketing strategies to talking
about treatment prices.
The event returns on April 17
and 18 2015. B
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Business advice
for your practice

WHETHER you're looking to buy or sell
a dental practice, whatever condition the
market is in, Christie + Co is confident

it can provide the best advice for your
business.

The company specialises in the valua-
tion and sales of dental practices and has
nearly 80 years of business experience to
draw upon. With 15 offices throughout the
UK, it has up-to-date market knowledge
on many business sectors, including the
dental industry.

With its many years of experience and
far-reaching expertise, the company
promises you will get the best advice the
dental market has to offer.

For more information, please visit the
company’s website or circle the reader
enquiry number. 2

Christie+Co

BUSINESS INTELLIGENCE
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Exceeding expectations

ACCORDING to EndoCare, it doesn’t just

aim to meest patients’ expectations, it aims to
surpass them. The company says it believes
that every patient is unique and deserves to be
treated with a high level of care.

The company’s practices are located across
London and are equipped with the latest
equipment designed to meet the exacting
needs of modern endodontic practice. Not
only are your patients promised the best care
in a warm and friendly environment, but they
will also receive treatment from recognised
experts in their field.

The team of qualified specialist endodontists
are said to be wholly committed to diagnos-
ing and treating dental pain, and are widely
published in the professional press.

The company says it prides itself on forming
close working relationships with all of its refer-
ring practices, and aims to become an integral
part of your practice team.
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