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‘EMPOWER YOUR CAREER. STAY ESSENTIAL.

THE DENTAL ASSET QUICK GUIDE GIVES YOU
PRACTICAL TOOLS AND POWERFUL STRATEGIES TO
GROW WITH CONFIDENCE, REFINE YOUR WORKFLOW,
AND BUILD A BALANCED, FULFILLING CAREER. LEARN
HOW TO PROTECT YOUR PASSION, ELEVATE YOUR
VALUE, AND TRULY BECOME THE PROFESSIONAL
EVERY PRACTICE AND EVERY PATIENT NEEDS.”
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What’s in This Guide
Welcome to The Dental Asset™ ‘Quick Guide’, your introduction to The Dental Asset™
Talks. Tools. Training.

This guide is a taster of what's to come, the first step into a movement created to help
dental professionals grow with confidence, protect their passion, and build fulfilling,
sustainable careers.

Over my years in dentistry, I've learned that success isn’t just about clinical skill, it's about
mindset, balance, communication, and understanding your value.

That's what The Dental Asset™ is all about: helping you grow as both a professional and
a person.

What The Dental Asset™ Is

The Dental Asset™ Talks. Tools. Training. is a Professional Development Movement
designed to empower dental professionals who want to:

Build confidence and direction early in their careers

Strengthen their clinical, personal, and leadership skills

Create balance, freedom, and financial growth

Reignite passion and pride in their profession

Through honest talks, practical tools, and impactful training, the Dental Asset™ Series
provides everything you need to grow personally, professionally, and financially in a way
that fits your lifestyle and values.
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What You’ll Find in This Guide

The Dental Asset™ Quick Guide gives you a taste of what's to come. Inside, you'll find
practical advice, reflections, and real-world insights on topics such as:

¢ Starting strong in your first role

¢ Building a healthy work-life balance

* Managing and learning from complaints

+ Becoming an asset to your practice and yourself

¢ Understanding Direct Access, UDAs, and NHS structures

« Branding yourself as a professional

« Continuing your growth through fitness, education, and mindset

Each chapter is designed to inspire change, spark reflection, and give you strategies that
you can start implementing right away.

Finding the Balance That Works for You

| believe that in order to have a truly successful career, you also need to have a well-
balanced work-life balance and this isn’t a one-size-fits-all concept.

Each of us is different, and part of professional growth is learning what works best for you
personally.

This guide is here to help you explore that to gain a better understanding of what'’s out
there, what'’s possible, and how you can adapt and implement positive changes in both
your career and your personal life.

The better your personal life, the better your career becomes.

The better your career, the better your personal life will be.

The two are deeply connected and when we find that balance, we can truly thrive,
elevate, and excel in every area of our lives.

When we achieve that harmony, we become happier, healthier, stronger, and more
fulfilled both in and out of the practice. 2
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Your First Step
This guide is your foundation, your first look into the vision behind The Dental Asset™:
Talks. Tools. Training.

Through education, collaboration, and shared experience, The Dental Asset™ aims to
help you:

Work smarter, not harder

Earn more while delivering better care

Create balance and fulfilment in your work

Build a brand, a reputation, and a career that lasts

This is your invitation to start the journey.
To step into a new way of working, thinking, and growing one that puts your wellbeing,
your value, and your future at the centre of your career.

Welcome to The Dental Asset™.
Talks. Tools. Training.
Your career. Your confidence. Your asset.
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About the Author
Hi, I'm Charlotte founder of TFC Dental, Dental Therapist, Clinical Educator, and Practice Manager.

I've been working in dentistry for over 15 years, and my journey has taken me through almost every role in the
profession.
| started my career as a receptionist, qualified as a dental nurse, moved into practice management, and today | work
as a Practice Owner, Clinical Educator, and qualified Dental Hygienist and Therapist.

My experience across all these roles especially as a Practice Manager has given me a unique perspective.
It's allowed me to understand not only the challenges clinicians face day to day, but also how to overcome them.
My passion lies in helping dental professionals grow, create better work-life balance, increase their income, improve
clinical efficiency, and most importantly hold onto the passion that brought them into dentistry in the first place.

That's why | created The Dental Asset™, a movement designed to support you in building a career that's sustainable,
fulfilling, and rewarding.

| didn’t write this guide to create a generation of demanding dental professionals’ | wrote it to help you understand that
in order to demand more, you have to be more. You have to do more.

I wanted to share the mindset that helped me reach the position I'm in today, a position where | have the flexibility and
financial freedom to work in a way that suits me, my family, my personality, and my lifestyle.

Over the years, I've had countless conversations with hygienists and therapists who felt stuck/fed up,
underappreciated, or just lost their spark. It always made me feel sad, because I've always felt blessed to be part of
such a rewarding profession.

The more | spoke to people, the more | realised that so many were unhappy not because they didn’t love dentistry,
but because they weren’t showing up as the best version of themselves and in turn, they weren't experiencing the best
version of their career.

That's what this guide is about helping you shift your mindset, rediscover your passion, and start thinking like The
Dental Asset™.

When we, as clinicians, start to truly understand the business of dentistry
how practices run, what they need, and how we can work with them rather than for them, everything changes.

This mindset creates collaboration. It builds respect.
It leads to happier, healthier, more productive clinicians and practices and ultimately, it improves patient care.

Because at the end of the day, that's what it all comes back to.
Helping patients live healthier, happier lives.

That's why | became a dental professional and | hope, somewhere in these pages, you'll reconnect with why you did
too and feel empowered/educated to reignite that passion
Welcome to The Dental Asset™ Series.
Your career. Your confidence. Your asset.
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The truth is this: if you want career security, opportunities, better equipment, and
even pay rises, you need to become indispensable. That means being more
than just “the hygienist” or “the therapist” it means being an asset to your practice.

Have the Right Attitude
Your mindset is everything. A positive, proactive attitude
makes you stand out more than any skill on its own.
e Be punctual and reliable arriving on time sets the tone for your whole day.
e Think of others when planning your own schedule or requests.
e Be willing to go the extra mile for patients and colleagues.
e Stay professional, even on tough days your attitude influences the whole
team.

Be a Team Player
Dentistry is never a one-person job. The stronger your relationships, the smoother
your workflow.
« Build positive relationships with everyone: receptionists, nurses, treatment
coordinators, dentists,
specialists, practice managers, lab technicians, and even brand representatives.
* Respect each role every person contributes to the patient journey.
e Support your colleagues, and they’ll support you.

When you're a good team player, your day runs more efficiently, and the entire
practice thrives.

Celebrate People
People remember how you make them feel.
Take note of colleagues’ birthdays, cultural or religious holidays, and life
milestones (new baby, marriage, hitting personal goals).
Celebrate these moments in ways that feel genuine, a kind word, a card, or even
a small gesture goes a long way.

This creates trust, loyalty, and a workplace culture where people feel valued.
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Work With Your Practice, Not Just For It
The best clinicians don’t just show up to work they understand how the business of
dentistry runs.
» Educate yourself on the systems and financials that keep the practice going.
< Think about how your role contributes to patient retention, referrals, and
reputation.
» Collaborate with your practice managers and principals instead of working
against them.
When you take ownership of your role in the bigger picture, you stop being
“just an employee” and start being a partner in the success of the business.

Be Organised & Responsive
Professionalism isn’t just about clinical skill it's also about reliability.

If your practice manager asks for documents, send them promptly.
Complete tasks efficiently so management doesn’t have to chase you.
Be proactive in staying on top of compliance, CPD certificates, and audits.

When management can rely on you, you become invaluable.

Elevate the Patient Experience
Every patient deserves to feel special. Treat them as though
they are
your Nan you love dearly:
Uphold gold-standard cross-infection control.

Take time to communicate clearly, empathetically, and without jargon.
Create an experience, not just an appointment. Patients should leave feeling cared
for, respected, and understood.

Remember: communication is the cornerstone of dentistry. Get this right, and
everything else flows.
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Think Beyond Your Role
Even as a hygienist or therapist, you can act like a treatment coordinator during
appointments.
* Be proactive in explaining treatment options.
» Encourage patients to consider referrals or further care where appropriate.
» Always communicate the value of the wider dental team.
This not only benefits patients but also demonstrates your commitment to the practice’s
growth.

Boost Your Practice Online
Google reviews are powerful. If you deliver five-star communication and care, patients
will happily leave reviews.
« Ask satisfied patients to share their experiences online.
« Highlight how reviews help the practice grow and reach more people.

Positive reviews:
« Strengthen the practice’s online presence.
* Fill your diary with self-referring patients.
* Attract patients who arrive with trust already built.

Why This Matters
When you become an asset, you create leverage.
» Want a pay rise? More equipment? Better work-life balance?
* It's easier to ask when the practice sees you as indispensable.

By being reliable, proactive, communicative, and team-focused, you become the
clinician your practice doesn’t want to lose.
Being an asset isn’t about doing more it’s about doing things better. Build strong
relationships, elevate the patient experience,
collaborate with your practice, and contribute to the bigger picture. Do that
consistently, and your practice will invest in you, because you’ve already proven
your value.
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Stepping into your career as a dental professional is exciting but it can also feel
overwhelming
. The truth is, one of the most important decisions you'll make early on is where you
choose to work.
The right practice can help you grow, while the wrong one can leave you doubting
yourself.

Finding the Right Practice

Your first job isn’'t “just a job” it's the foundation of your career. Choose a practice that:

* Respects your role and values, treating dental hygienists/therapists as essential

team members.
« Provides proper equipment and materials your care is only as good as your
tools.
* Has systems for compliance, patient flow, and communication so you can focus
on care, not chaos.
e Matches your personality and workflow (fast-paced vs. slower-paced,
community-focused vs. corporate).
« Supports collaboration and individuality especially if you're building a personal
brand or unique style of patient care.

Not every practice can offer this. Some business models or principals may resist
modern, collaborative approaches.
If freedom, flexibility, and personal growth matter to you, choose somewhere that will
work with you, not against you.
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Spotting Red Flags
Individually, small issues aren’t deal-breakers but together they paint a picture:
« High staff turnover (unhappy teams, poor management).
e No structured induction or mentorship.
» Pressure to cut corners or compromise patient care.
» Ablame culture rather than a supportive one.
e Missing compliance posters in staff/reception areas.
« Outdated or vague website with little patient info or no clear “meet the team”
section.
Trust your instincts. If something feels off, it probably is.

Nailing the Interview

Remember: you're interviewing them as much as they’re interviewing you.

» Ask thoughtful questions: “How do you support new clinicians?” “What systems do
you use for patient recalls?”
» Ask to meet the team or shadow a day you'll see the real culture in action.
< Be clear about what you need: safe equipment, reasonable appointment times,
CPD support.
» Notice how they treat you during the process: respectful and professional, or

rushed and dismissive?

Avoiding the Conveyor Belt
Many clinicians burn out because they feel trapped in “conveyor belt dentistry” endless
back-to-back appointments with no variation or flexibility.
Look for practices that:
« Allow variation in treatment types and appointment lengths.
e Give you time for breaks and patient communication.
e Support you in delivering care at a standard you can be proud of.

Key Takeaway
Starting strong isn’t about grabbing the first job you’re offered. It's about
choosing a practice that aligns with your values, supports your full scope,
protects you with a fair contract, and gives you the space to grow.
The right environment will lift you up and fuel your passion. The wrong one can
drain it.
Take your time, do your research, and choose a place that lets you build the career

ou truly want.
y y 10
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Direct Access is obviously a complex subject to discuss, so this is a very brief outline of
some of the key points | believe are important for dental hygienists and therapists to
understand.

What is Direct Access?

Direct Access allows patients to see a dental hygienist or therapist without first seeing a
dentist. It gives us more
autonomy, more responsibility, and the ability to provide preventive and therapeutic care
directly to the public.

But with that freedom comes accountability: you must stay within your scope,
communicate clearly
with patients, and maintain strong collaboration with your wider team.

Prescription and Exemptions (June 2024 Update)

In June 2024, new legislation came into effect enabling dental hygienists and therapists
across the UK to legally
supply and administer certain prescription-only medicines under an exemptions
mechanism.

This change is a huge step forward for our profession:
* It removes the need for a dentist's prescription, a patient-specific direction (PSD),
or a patient group direction (PGD) for these specific medicines.
« It allows us to act more efficiently in providing care within our scope.

However, with this new autonomy comes greater responsibility:
e Competency is essential you must not provide treatment under exemptions unless
you have the relevant training and feel confident to do so.
¢ The NHS is offering free training courses to ensure clinicians are safe, competent,
and indemnified.
 Whilst this legislation makes our job easier, it also raises the standard of
accountability. We must honour this responsibility by practicing safely, ethically, and
within the law.
11
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Direct Access Workflow: Safe, Clear, and Professional

To practice Direct Access confidently, use a clear and consistent workflow:

1. Consent Form :: Always begin with written consent specific to Direct Access.
Ensure patients understand your role and your limitations.

2. Clear Practice Policy ::Every practice should have a Direct Access policy
explaining what you can provide directly and when referral to a dentist is required.

3. Assessment & Records :: Carry out charting, bleeding/plaque scores,
radiographs (where trained), and intraoral photography. Keep records thorough and
defensible.

4. Diagnosis & Recommendations :: Provide preventive/therapeutic care within
your scope. If outside your remit, recommend referral to a dentist promptly.

5. Collaboration & Referrals :: Work as part of the team. Refer patients to
dentists when needed, and encourage dentists to refer patients to you. Ask for
second opinions when in doubt.

6. Patient Communication :: Always explain findings, treatments, and limitations
clearly. Make sure patients have a full understanding of their care plan and what
you can/can’t provide.

Managing Risks & Expectations

Direct Access empowers you, but it also requires discipline:
« Stay within scope never be tempted to stretch beyond your training.
* Record everything - consent, findings, advice, referrals, and patient
communication. Detailed notes are your safety net.
» Check indemnity cover ensure your insurance covers Direct Access and
exemptions work.
e Explain your role clearly, patients may not know the difference between a
dentist, hygienist, or therapist. Manage expectations from the outset.
» Collaboration, not isolation — Direct Access works best when you actively
strengthen links with your dentist colleagues and specialists.

12
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Confidence and Communication

Patients may be new to the idea of seeing a hygienist or therapist directly. Reassure them
by:
* Explaining the GDC regulations and your qualifications.
* Highlighting the benefits of Direct Access prevention-focused, patient-centred care.
* Showing confidence through good communication and clear treatment plans.

When patients feel safe, informed, and valued, they are more likely to return, recommend
you, and build loyalty.

Direct Access is a powerful tool that allows us to grow professionally and serve patients
better. But with autonomy comes accountability. Stay competent, document thoroughly,
collaborate with your team, and never forget the importance of clear communication.
Done well, Direct Access not only benefits patients, it makes you an invaluable asset to
your practice.

W

13
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To be an asset to yourself, your family, and your workplace,
you need to have a healthy work-life balance. Burnout
doesn’t just harm you it impacts your patients, your team,
and your future in dentistry.

Q_% Designing Your Work Pattern

élj:é Ask yourself:
Do you allow yourself time for other things?
Do you have hobbies and interests outside of dentistry?
Are you building a work schedule that gives you space to enjoy them?

Work-life balance doesn't look the same for everyone. For some, the typical Monday -
Friday, 9 - 5 role is
perfect. For others, it's suffocating.
The key is to personalise your workflow. Structure your days and hours in a way that
works for your
patients, your practice, and most importantly, you.

My Approach
Personally, I work very unusual hours. Some would call them “antisocial,” but
I've shaped them so | can do other things that matter to me.

| move my diary around to fit my life.
If I want to attend a gym class, | plan around it.
If I want a haircut in the middle of the day, | make it work.

The hours | put in are the same but the difference is, I've built a schedule that fits my
lifestyle.
| also choose to work in practices that give me the flexibility and freedom to live this
way. That includes:

Practices that don’t make me feel guilty for taking a holiday.

Environments where hard work is recognised but balance is respected. 14
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Balancing the scales: Work-Life Harmony

Avoid Becoming the “Conveyor Belt” Clinician
If you're one of my students, you'll know my saying: “Don’t become the conveyor belt
hygienist or therapist.”
Starting at 9 am and seeing a patient every 30 minutes without breaks is not
sustainable. It may look efficient, but in reality it:
Burns you out.
Strips away your passion and fire.
Leaves you feeling like every day is just a repeat.

Instead, design a model that allows:

Variation in treatments.
Regular breaks to reset.
Flexibility to run over if a patient needs extra time.

This way, your work stays fulfilling and your patients get a better experience.

Takeaway
Work-life balance isn’t selfish. It's strategic. When you’re rested, motivated, and
fulfilled,
you show up as a better clinician, a better teammate, and a better person
outside of work.

15
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Complaints are something that every dental professional will experience at some point
in their career.
They can feel personal, deflating, and even unfair at times but they don't always mean
you've done something wrong.
Often, they’re simply a reflection of miscommunication, differing expectations, or
external factors beyond your control.

The truth is, a complaint doesn’t define you, how you handle it does.
When Complaints Happen

Sometimes complaints appear at pivotal times in your career during stress, burnout, or
when personal life starts to affect professional focus.
They can serve as a reminder or a “reset point,” guiding us to reflect and realign with
our values and our purpose.

In many ways, a complaint can act as a redirection an uncomfortable but important
opportunity to pause, learn, and improve.
Handled the right way, it can strengthen your confidence and your clinical growth.

Your Professional Obligation

As dental professionals, we have an ethical and professional duty to acknowledge,
respond to, and learn from complaints.
How we approach them demonstrates our integrity, maturity, and commitment to
patient care.

When you join a new practice, take time to familiarise yourself with its complaints
policy and procedure.
Every practice must have one and understanding it early will save you time and stress
later.

16
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Be proactive and ask:
* How does this practice handle complaints?
» Who is the Responsible Person?
» Who is the Complaints Manager? (These may or may not be the same individual.)

These roles exist to ensure complaints are handled fairly, consistently, and in
compliance with GDC and NHS standards.

The Responsible Person usually oversees the process, ensuring outcomes are
appropriate and lessons are learned.
The Complaints Manager is typically responsible for the practical handling of the
complaint documentation, communication, and follow-up.

Both should support you, liaise with you, and guide you through the process, not
leave you to manage it alone.
Their involvement ensures that emotions don't cloud judgement and that each
complaint is handled objectively and professionally.

Working with your complaints team ensures that:
» Complaints are handled fairly and consistently.
* Everyone involved learns from the experience.
 The process benefits both the patient and the practice.

A transparent, team-based approach to complaints reduces stress for clinicians,
maintains patient trust, and strengthens your professional reputation.

17
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Keep Emotions Out of It

When a complaint lands, it's completely natural to feel upset, anxious, or defensive.
Complaints can feel personal even like an attack on your integrity or ability.
But it's essential to remember that emotions should never drive how you respond.

This is where having a Complaints Manager and a supportive Responsible Person
becomes invaluable.
They can take a step back, see things with objectivity, and help guide the response
in a calm and professional way.

A good Complaints Manager can:
* Remove bias and emotion from the situation.
» Help you craft a measured, factual, and empathetic response.
« Liaise with indemnity providers and ensure that all communication is appropriate
and compliant.

Having both your practice and your indemnity organisation involved provides a
balanced, structured approach.
When they collaborate effectively, complaints are handled more efficiently and fairly
for both you and the patient.

Complaints and Claims Know the Difference

It's important to recognise the difference between a patient complaint and a financial
claim or GDC concern.
Each follows a different pathway and purpose.
* A practice complaint focuses on patient experience and service improvement.
* A claim (for financial gain) is handled through insurers and legal frameworks.
» A GDC complaint focuses on fitness to practise and professional standards.

If a concern is ever raised with the GDC, try not to panic or assume guilt.
It doesn’'t automatically mean you’re in trouble.
In most cases, it's an opportunity for an external and knowledgeable organisation to
review the situation, identify learning opportunities, and help you reflect and improve

if needed.
18
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Honesty Is Everything

One of the most important principles in handling complaints is honesty.
Mistakes can be forgiven; dishonesty cannot.

No matter how big or small the issue is, being open, transparent, and truthful
changes everything about the process and the outcome.

Patients, indemnity providers, and regulators can all recognise when a clinician
has acted with integrity.
Being honest from the outset shows accountability, builds trust, and often leads to
a more positive resolution.

Dishonesty, however, is one of the hardest things to come back from.
It damages credibility and makes it difficult for others to see genuine growth or
change in the future.

Remember: Honesty may feel uncomfortable in the moment, but it's the
foundation of professional respect and the only real way to move forward with
integrity.

Where Complaints Often Arise

Most complaints stem from breakdowns in communication, unclear expectations,
or patients feeling unheard.
They can also arise from misdiagnosis, treatment complications, or lack of
empathy during challenging conversations.

Other common triggers include poor communication between team members, or

a lack of efficiency when handling dental trauma or urgent situations.
Recognising these areas helps prevent issues before they escalate.

19
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Perspective and Mindset

It's easy to take a complaint personally but remember, anyone can receive one.
They are part of working in a face-to-face, human profession.

Try not to lose sleep over it.
Take a step back, seek advice, and handle it methodically.

Complaints are not career-ending they are career-shaping.
Handled with integrity, they show patients, colleagues, and regulators that you
care enough to take responsibility and improve.

Turning Complaints Into Growth

Once the dust settles, reflect on what happened:
» Could communication have been clearer?
« Did expectations align with what was delivered?
« Is there a process or system that could be improved?

Discuss what you've learned with your manager or mentor.
Share your experience with colleagues not to relive it, but to help others learn
from it too.
Every complaint has value if you're willing to look for it.
Key Takeaway
A complaint doesn't define your career your response does.
When handled with transparency, empathy, and teamwork, complaints stop being

something to fear and become opportunities for improvement, unity, and growth.

That's the mindset of a true Dental Asset™ resilient, reflective, and always
learning.

20
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The GDC Protecting Standards, Not Policing Clinicians

There’s a myth that the General Dental Council (GDC) exists to “catch clinicians
out.”
That's simply not true.

The GDC's core purpose is to protect patients and maintain public confidence in
the dental profession not to create fear.
Their standards give us structure, clarity, and consistency, helping to ensure that
every clinician in the UK is held to the same professional expectations.

Let’s look at the real numbers from the 2024 GDC Fitness to Practise Report:
« Around 125,000 dental professionals were registered with the GDC.
» Only 1,401 concerns were received thats just over 1% of registrants.
* 73 hearings took place.
« 18 individuals were erased from the register.
« Just 15% of concerns progressed to a Fitness to Practise hearing.

The GDC has confirmed that it does not “fish” for complaints.
Every concern goes through a thorough triage process before any action is taken.

These statistics show that the vast majority of dental professionals are practising
safely, ethically, and competently.
The GDC'’s role is to support and protect the profession by ensuring we all meet
the same trusted standard.

21
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The Care Quality Commission (CQC) plays a crucial role in maintaining high standards
across healthcare.

When CQC inspectors visit a practice, their goal is not to criticise or penalise, but to
identify opportunities for improvement and support growth.

They give practices the space and guidance to evolve helping them strengthen
management, improve safety, and deliver better care.

The CQC ensures that practices are well-led, well-managed, and compliant protecting
both patients and staff.

If we didn’t have the CQC, our profession could lose structure and credibility.
Without regulation, poor working conditions could persist, patient safety could be
compromised, and the reputation of dentistry could suffer.

The CQC keeps standards high, ensures fairness, and maintains the trust that allows
our profession to thrive.

Seeing Regulation as Protection

As dental professionals, it's time we change the way we see regulation.
The GDC and CQC are not obstacles; they're allies.

They exist to:
* Protect patients and uphold safety.
» Maintain professionalism and public trust.
 Support continuous improvement in leadership and care.
» Encourage collaboration and accountability within teams.

Without these structures, there would be chaos.
With them, we have guidance, protection, and pride in the profession we represent.

22



GDC and the CQC - Confidence in Compliance | TF(3

DENTAL SERVICES )_

TN

Empowerment Through Understanding

When you understand how these systems work, you stop fearing them and start
benefiting from them.
That's what being a Dental Asset™ is all about.

It's about confidence built on knowledge, resilience strengthened by understanding, and
professionalism rooted in growth.

Regulation doesn't exist to limit us it exists to protect our passion, support our success,
and safeguard our reputation.

The more we embrace that mindset, the stronger we become as clinicians, teams, and
as a profession.

That's the mindset of The Dental Asset™ working smarter, standing taller, and
leading with purpose.

Key Takeaway

To become a true Dental Asset™, we must embrace the systems that uphold
the standards of our profession.
The GDC and CQC aren't barriers, they are the structures that keep dentistry
accountable, consistent, and safe.

Their guidance protects our patients, our reputation, and our ability to
provide high-quality care.
When we understand and value their role, we elevate ourselves, our teams,
and the industry as a whole.

Great clinicians don't fear regulation, they thrive because of it.
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Your brand isn't just a logo or Instagram page. It's the impression
you leave behind how patients describe you, how colleagues respect
you, and how potential employers or collaborators see you.

When you're intentional about your brand, you set yourself apart from others in your field.
You're no longer just “a dental hygienist” you’re you, with a clear identity that patients
trust and practices value.

Why Branding Matters in Dentistry
« Patients are drawn to clinicians they connect with personally.

« Practices prefer team members who bring reputation and recognition with them.
e Your brand builds trust, authority, and visibility.

Building Blocks of Your Brand
1. Your Social Media Presence
» Use platforms like Instagram, TikTok, or LinkedIn to share tips, behind-the-scenes
insights, and your professional journey.
« Keep content authentic, educational, and ethical. Avoid anything that could
undermine professionalism.
» Remember: consistency beats perfection.
2. Uniform & Appearance
* Your uniform, presentation, and personal style are part of your “vibe.” Clean,
professional, approachable, and consistent presentation = instant trust.
» Even small detalils, like name badges, colours, or accessories can reinforce your
personal identity.
3. Your Vibe & Ethics
» Are you the calm explainer, the enthusiastic motivator, the detail-driven
perfectionist? Lean into it that's your vibe.
» Make your ethics and values clear in how you work: patient-first care, preventive
focus, or holistic wellbeing.
4. Your Unique Selling Point (USP)
* Ask yourself: What do | do differently to others?
e Is it your communication style? Your ability to motivate nervous patients? Your
passion for prevention?
» Whatever it is, make it the centrepiece of your brand.
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Crafting your brand as a Dental Professional

Evolving Your Brand
A strong brand isn't static, it grows as you grow.
» Reflect each year: what do | want to be known for?
» Update your skills, CPD, and content to align with your long-term goals.
» Build collaborations with other clinicians, educators, or brands that align
with your message.

How to Stand Out
* Be visible: share your knowledge, your journey, and your story.
* Be consistent: same energy, same values, across all platforms and
settings.
» Be authentic: don't copy others, patients and colleagues can tell when
it's not genuine.

Key Takeaway: Your brand is your reputation. Invest in it, nurture it,
and let it evolve. A strong personal brand makes you unforgettable to
patients, invaluable to practices, and respected across the profession.
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One of the most important truths in dentistry is this: you never stop being a student. If you
want to grow personally,
professionally, and financially you must continue to learn. Growth doesn't stop at
qualification; it's a lifelong journey.

Stay a Student, Always
Remaining curious and open-minded is the key to becoming the best version of yourself as
a dental professional. Growth means:

Networking meet people who are ahead of you, alongside you, and following behind you.
Share experiences, challenges, and wins.
Courses - invest in courses that genuinely excite you and expand your skill set.
Self-study - dive deeper into areas you're passionate about, not just what's required.

When you network, you quickly realise you are not alone others share your struggles,
guestions, and goals.
These connections become your safety net, your sounding board, and your inspiration.

CPD: More Than a Box to Tick
Sometimes CPD can feel like a chore. But actually, we’re lucky the GDC requires us to
complete it.
It keeps us accountable, empowered, and constantly growing.

My advice:
Don't just choose the cheapest or easiest CPD.
Invest in courses that excite you and push you forward.
Use CPD to reignite your passion, explore new areas of dentistry,
and even discover interests you didn’t know you had.

Think of CPD not as a burden, but as your ticket to staying relevant, motivated, and
fulfilled.
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Lifelong Learning and Continuous Growth

Goal-Setting & Accountability
Growth doesn’t happen by accident. Be intentional:

Set yearly goals for your clinical skills, financial growth, and work-life balance.
Find accountability partners, whether inside or outside dentistry. Meet, link up, set goals
together, and hold each other accountable throughout the year.

This structure will keep you focused and moving forward, even when motivation dips.

A Career of Growth & Rewards
We are blessed to be in such a fulfilling profession one that allows us to keep learning
while also
being financially rewarding. But fulfillment doesn’t happen automatically; it comes from
consistently choosing to grow.

Stay curious. Stay open. Stay a student. The more you invest in your growth, the
more passionate,
skilled, and valuable you become to your patients, your practice, and most
importantly, yourself.
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Recommendations & Patient Advice (TFC

As dental professionals, one of our most important roles is to give patients advice
that genuinely helps them improve their oral health. But this isn’t as simple as
recommending the same product to everyone advice needs to be researched,

personalised, and adaptable.

Avoiding Brand Attachment
Depending on the university you trained at, you may have been exposed to particular
brands, techniques, or products. Every dental school has its own bias, and while this
can be useful, it's important not to become too attached too early on in your career..

Try different products and materials for yourself.
Stay curious and open-minded don’t assume what worked for you at Uni is the only
option.
Evaluate recommendations based on sustainability, accessibility, and what'’s best for
this patient not what's convenient for you.

And whilst I'm not against brand collaborations, we must remember: just because
you love a product doesn’t mean a colleague will love it, or that a patient will find it
suitable. Flexibility is key.

Patient-Centred Recommendations
No two patients are the same. Age, background, beliefs, culture, and even finances
can shape what is realistic for them.
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Recommendations & Patient Advice

When giving oral hygiene instructions, remember:
You often don’t know your patient’s background or beliefs the first time you meet
them.
Instructions must be adapted in a way that respects their needs and lifestyle.
The goal is always the same: motivate, educate, and remove barriers to better oral
health.

Example: One patient may respond well to an electric toothbrush; another may find
it unaffordable or unsuitable for their routine. Both can succeed with tailored advice.

Professional Growth Through Exploration

Demo different equipment and products.

See what works for you, your practice, and the patient population you serve.
Share experiences with colleagues, you'll be surprised how much variety exists
across the UK.

Stay open-minded, ethical, and professional. Our role is not to push brands, but to
provide patients with personalised advice that improves their health. The most
effective recommendations are the ones that fit the patient in front of you.

29



L

Mastering your Workflow

Clinical hathm & Routine KTFC )

As dental clinicians, it's essential that we work to our full scope of practice.
Not only does this ensure we provide the best care for our patients, but it also keeps our
skills
sharp, helps us grow in experience, and makes our days more varied and fulfilling. A
restricted
workflow can quickly become repetitive and disengaging which is why the right practice
environment matters so much.

Affordability vs. Value
| strongly believe that most general and preventive dentistry should remain affordable.
This doesn’t mean undervaluing your services, it means pricing them fairly so patients
can access the care they need without barriers. Specialist and cosmetic treatments are
different; they should reflect the clinician’s expertise, time, and advanced training.
Preventive services, however, are the backbone of dentistry and should be priced
with accessibility in mind.

The Problem with “Timed Services”

A “30-minute hygiene appointment” isn’t the same as comprehensive periodontal
treatment, yet many practices sell them in the same way. When patients are told they
need “two sessions” of timed therapy, they may feel they’re simply buying a slot on a

conveyor belt rather than investing in meaningful treatment.

This approach undermines the importance of gum treatment.

It restricts how clinicians can explain and personalise care.
It devalues the service in the eyes of the patient.

30



Clinical ththm & Routine TF )
‘_/_

Mastering your Workflow (

The Treatment Menu Approach
Instead of timed services, | advocate for a treatment menu model:

Clear descriptions of each service.
Transparent pricing that reflects complexity and value.
Education that highlights the difference between maintenance and treatment.

Patients respond better to this approach because:

They feel they are investing in a treatment, not just filling a time slot.
They understand the value of gum health and are more motivated to commit.
Compliance improves, leading to better clinical outcomes.
Clinicians feel more fulfilled and passionate about their work.

Why This Matters
Working with a treatment menu rather than fixed time slots:

Keeps your workflow varied and interesting.
Increases your earning potential and the practice’s revenue.
Builds patient trust and long-term retention.
Prevents burnout and the feeling of being “just another appointment.”

Key Takeaway:
Personalised treatment plans, personalised timings, and fair pricing create a win -
win - win: better results for patients, stronger business for practices, and a more
rewarding career for clinicians.
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New Patient Hygiene Visit
For new patients seeing our hygienist for the first time. Includes a routine clean, home care advice, and recommendations
for further treatment if needed. - £85

Routine Dental Hygiene Therapy
For patients with stable oral health. Includes a standard scale and polish to maintain gum health, plus tailored home care
advice. £69

This maintenance session supports long-term gum health and prevents relapse, h eserve oral health.

Hygiene Periodontal Maintenance
A tailored hygiene appointment for patients with a history of periodontal disease that is c@ble or in remission.
(o)
Recommended at regular intervals as part of ongoing periodontggcal 9-£120

services.

Air Polishing Top-Up: ,X
Polish using the latest air polishing systems to remove stains for a bng@T is can be added to any of our hygiene

A full assessment for patients gfith of periodontal disease. Includes:

Comprehensive gum h ation, Plaque and bleeding scores
X-rays gfreNgi Oral hygiene instruction
Persypalised treatment plan £85

%ﬂ wOn-surgical periodontal treatment

p ents with unstable or advanced gum disease.
Involves I instrumentation to remove plaque and calculus from root surfaces
Can be done under local anaesthetic for comfort

Typically com\eﬁ% 2, or 4 appointments, depending on severity Includes home care advice £240 - 360

% Periodontal Review

Follow-up appointment after periodontal treatment to review healing, monitor gum health, and update the maintenance
plan.
£69

BrightBond Care
A premium hygiene and composite bonding maintenance treatment designed to restore the brilliance of your smile. This
session includes a gentle hygiene therapy alongside a meticulous refinement and high-shine finish of your existing
composite bonding, leaving your smile refreshed, smooth, and glowing. £129

Please note: This is a rough guide to help patients make an informed decision on their dental care. Services are subject to
change dependent on treatment planning after face to face consultation with the dental hygienist.
All bookings require a deposit of £40. If you fail to attend the booking or you do not give a minimum of 24 hours notice to
cancel/reschedule, you will be charged your deposit in full. All treatments must be paid for prior to completion.
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Dentistry is a career that challenges both the mind
and the body. While it might look like a seated role, the repetitive positions,
posture strain, and long hours can take a serious toll over time.

That’s why it’s so important to:
e Listen to your body - if you're tired, in pain, or mentally drained, don’t ignore
the warning signs.
» Prioritise your own health - physical and mental wellbeing must come first.
e Stay active, fit, and strong - regular exercise not only keeps you healthier,
but it also improves stamina, posture, and resilience for the physical demands of
dentistry.

Many experienced clinicians recommend working no more than four days per
week in surgery. Beyond that, the toll on your body and mind can outweigh the
benefits. Use your “non-clinical days” for CPD, study, business projects, or simply
rest.

Being physically strong and mentally balanced doesn't just help you survive the

demands of dentistry - it helps you thrive, perform better, and enjoy a longer,
more sustainable career.
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Schedule Regular Switch-Off Sessions

True balance isn't just about working fewer hours or managing your diary, it's about
giving your mind space to completely switch off.

Find what works best for you:
e Acomplete digital detox - no phone, no notifications, no demands.
e Getting lost in a book.
* Going for a long hike or spending time outdoors.
* Meeting up with friends and getting caught up in laughter and conversation.

Whatever your version looks like, the key is to allow your brain to unwind from the
constant busyness of work and life.

When you schedule intentional switch-off time:
e Your stress levels drop.
* You gain clarity and creativity.
e You return to work recharged and more resilient.

Tip: Switch off your phone, retreat to a space where you feel safe, and give
yourself permission to zone out. True rest is a discipline not an accident.
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Dental Therapy Model for Practices
-\

1. Purpose of the Model
« To provide practices with a framework for integrating dental therapists effectively.
« To improve patient access, reduce waiting times, and optimise practice income.
« To ensure safe, patient-centred care by working within the dental therapist's scope of
practice.

2. Scope of Dental Therapists
« Examinations (under direct access, within scope).
« Preventive care.
« Fillings (primary and permanent teeth).
« Extractions of deciduous teeth.
* periodontal treatments.
« Other treatments permitted by GDC scope.
! Limitations: Cannot provide crowns, bridges, dentures, implants, or complex adult

restorative care.
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3. Models of Working -
A. Direct Access Model (Therapist-Led Checkups)
» Reception/admin team screens patients suitable for therapist-led checkups.
* Therapist performs examination, diagnosis, and treatment.
* Therapist claims UDAs for completed care.
* Requires robust triage system and full admin team training.

B. Shared UDA Model (Dentist Checkup, Therapist Treatment)
* Dentist provides checkup - identifies treatments suitable for therapist.
* UDAs are split (e.g., 1 UDA for exam to dentist, 2 UDAS for fillings to therapist).
* Requires agreement between dentists and therapists on UDA sharing.
* Relies on good teamwork and willingness to share.

C. Hourly Pay Model (Therapist Paid by Practice)
* Therapist paid hourly wage.
« Dentist retains all UDAs but refers treatments to therapist.
« Benefits: frees up dentist’s diary for private/complex work - increases practice
revenue.
« Therapist workload steady and predictable.
» Works best in practices with strong collaboration and referral protocols.

D. Paediatric-Focused Model (Children Only)
* Therapist sees children exclusively.
* Suitable for most child patients (=99% of needs).
« Allows dentist to focus on adult and complex cases.

E. Private-Only Model
* Therapist works privately on percentage or hourly pay.
* Often attractive for preventive and cosmetic care.
* Can reduce pressure on NHS work while generating extra practice income.
reduces the complexicity of UDA sharing

DENTAL SERVICES /
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Dental Therapy Model for Practices

4. Payment Structures
* Percentage of UDAs (for treatments carried out by therapist).
« Hourly rate (practice absorbs UDA value but benefits from freed dentist time).
 Hybrid models possible depending on practice agreement.

5. Implementation Considerations
Patient Selection & Admin Training
» Reception team must understand scope of therapist practice.
« Ensure unsuitable patients (needing crowns, bridges, dentures, implants) are
allocated to dentist.

Clinician Buy-In
« Dentists must be willing to share UDAs and collaborate.
* Therapists should work to full scope for maximum benefit.

Protocols & Planning
* Clear referral pathways.
» Agreed processes for UDA distribution.
« Consistent patient communication so expectations are managed.

Patient Care First
« Clinical needs always prioritised.
« Patients allocated appropriately based on complexity.
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Dental Therapy Model for Practices

DENTAL SERVICES

6. Benefits When Done Well
» Reduced waiting times for treatment.
* Increased practice efficiency and income.
» More patients seen.
« Clinicians supported to work at top of scope.
 Therapists gain job satisfaction from working fully within their scope.
« Patients receive safe, timely, appropriate care.

7. Key Success Factors
« Full team training and understanding of therapist scope.
* Strong admin and triage systems.
* Willingness of dentists to share UDAs where needed.
« Careful planning and monitoring of workflow.
* Regular review of outcomes and adjustments as needed.

TFO

37



Decoding UDAs (Units of Dental Activity) (TF )

If you're going to work in the NHS, you'll almost certainly 5
hearabout UDAs Units of Dental Activity.
They're at the core of how NHS dentistry is funded
and how dentists are paid. But many clinicians
don’t fully understand how they work, which can lead
to confusion or unfair pay agreements.

What is a UDA?

UDA stands for Unit of Dental Activity.
Every NHS dental practice has a contract with the local NHS team.
Within that contract, each practice has a negotiated UDA value
this is the amount of money the NHS pays the practice per UDA delivered.

This value isn't fixed nationally it varies from practice to practice.

Example: Practice A in Edmonton might receive £30 per UDA.
Practice B in Sheffield might receive £40 per UDA.

How Does This Affect Clinicians?

The value the practice negotiates with the NHS is not necessarily the same value they
pass on to you.

Example:
Practice A receives £30 per UDA from the NHS.
They agree to pay their clinicians £20 per UDA.
A dentist typically takes home 50% of that agreed rate.
So in this example, the clinician would earn £10 per UDA.
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Negotiating Your UDA Value

When starting a new role, your UDA rate will often be agreed between you
and the practice. Here are some important things to keep in mind:

Be realistic starting out
Don't expect the highest UDA rate immediately. Practices want to see your work,
your efficiency, and the value
you bring. Starting slightly lower gives you space to negotiate increases later.

Prove your value
Show you're reliable, efficient, and an asset to the practice.
Build trust with patients and colleagues.

Plan for growth
Avoid accepting a “medium” UDA rate that never increases.
Instead, start at a fair entry point and negotiate upwards every year or two.
Document your successes (patient retention, reviews, referral contributions) so you
can demonstrate your worth when it comes time to renegotiate.

Key Tip
Think of your UDA value as part of your career growth strategy. Starting strong is
important, but
leaving room for negotiation and proving your worth over time will ultimately get you
further.

Takeaway: UDAs may feel confusing at first, but understanding how they work helps
you negotiate fairly and
build your career strategically. See your first UDA rate not as a ceiling but as a
foundation for growth.
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As you grow in your career and gain more experience,
you begin to realise
that the equipment and materials you use every day have a huge impact
on your workflow, your results, and your overall satisfaction at work.

Early in your career, it's easy to think “a scaler is a scaler” or “a composite is a
composite” but as your skills develop, so does your understanding of how
reliability, efficiency, and durability directly affect your patient outcomes and your
professional wellbeing.

Choose Equipment That Works for You

Once you've established yourself as a dental professional, it's important to choose
tools that support your style of working. The right equipment doesn’t just make
your day easier it makes you more effective, reduces stress, and helps you deliver
consistent quality care.

Good quality equipment is often more expensive and that’s okay.
You're not being “ripped off” when you invest in something that lasts.
You're investing in longevity, performance, and peace of mind.

Do Your Research

Don't get caught up in trends or social media marketing.
Just because a brand is loud online doesn’t mean it's the best choice for you.

Look for recommendations from trusted dental professionals.
Read reviews from clinicians who have actually used the product in practice.
Compare warranties, customer service, and replacement part availability.
Try before you buy where possible test the feel, weight, and performance.

When something has a solid professional reputation and consistent positive
feedback from clinicians, it's worth the investment.
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Your Ultrasonic: Your Most Used Tool
For dental hygienists and therapists, the ultrasonic scaler is arguably the
most used piece of equipment in your day. A high-quality ultrasonic can
completely transform your workflow.
Reliability: Fewer breakdowns and interruptions mean a smoother day.
Performance: Efficient, comfortable scaling leads to better patient
experiences and less fatigue for you.
Versatility: A range of tips for different treatments makes your work more
precise and adaptable.
Ergonomics: A lightweight handpiece reduces strain and prevents long-
term injuries.

Investing in a quality ultrasonic or persuading your practice to do so is one
of the smartest decisions you can make. It saves time, enhances patient
care, and makes every appointment flow better.

Balancing Cost and Quality
Buying the cheapest isn’t always the best but that doesn’t mean you should
overspend blindly.
It's about balance:
Choose the best quality your budget allows.
Prioritise reliability and after-sales support.
Understand that high-quality tools often cost less in the long run due to fewer
repairs and replacements.
Good equipment supports your skill, not the other way around.

Key Takeaway:

Quality equipment and materials aren’t luxuries they’re part of being an
effective, professional clinician. They save time, reduce stress, and allow you
to focus on what really matters: your patients, your performance, and your
passion.
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Being a dental professional is demanding physically, mentally, and emotionally.
Long hours, seated positions, and repetitive movements can take their toll on your
body, while the emotional load of patient care can quietly wear you down. To stay
sharp, confident, and energised in your career, you have to look after your health

just as carefully as you look after your patients.

The Mind-Body Connection in Dentistry

Research shows that clinicians who maintain good physical health report better job
satisfaction, higher energy levels, and lower burnout rates. Regular exercise
doesn’t just strengthen your muscles it strengthens your resilience.

A fit, healthy body supports a fit, healthy mind and that translates directly into your
performance in surgery.

Fitness: Strong Body, Strong Mind

Dentistry is physically demanding even though it's a “seated” job, it requires static
posture, fine motor control, and core stability.
That's why being physically fit isn’t optional it's essential.

Recommended Training Styles:

"« 'E] Weightlifting builds posture-supporting muscle, improves grip strength, and
prevents back and shoulder pain.
« 1 Yoga & Pilates enhance flexibility, spinal mobility, and body awareness crucial
for clinical posture.
4, Running or Hybrid Training improves cardiovascular health, stamina, and
stress relief.
" CrossFit or Functional Training develops strength, endurance, and mental grit;
studies show those who engage in high-intensity functional workouts report higher
confidence and motivation at work.

A
ys
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Staying Fit, Strong & Healthy

Studies show that regular strength and mobility training can:

Reduce the risk of musculoskeletal pain by up to 60% in dental professionals.
Improve focus and concentration through better circulation and oxygen flow.
Enhance mood and resilience, reducing stress-related fatigue.

Sleep: The Foundation of Performance
Quality sleep is one of the most underrated performance tools in dentistry.
Adults generally need 7 - 9 hours of quality sleep for full cognitive recovery.
Lack of sleep affects focus, fine motor skills, and emotional regulation all essential

for clinical excellence.
Try to maintain a consistent sleep schedule, even on non-clinical days.

Tip: Avoid checking your phone before bed and aim for a winding-down routine
to switch off from work-mode.
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Nutrition: Fuel for Your Body and Mind

The way you eat directly affects how you perform, recover, and focus.

A balanced, nutrient-rich diet helps regulate blood sugar, stabilises mood, and improves
overall energy.
Simple dietary principles:
Focus on whole foods lean proteins, complex carbs, and healthy fats.
Stay hydrated; even mild dehydration can reduce focus and energy.
Don't skip meals steady energy supports steady concentration.

Limit caffeine and refined sugar; they can cause crashes that impact your work rhythm.

Studies show:
Diets rich in omega-3s, antioxidants, and fibre are linked to lower rates of burnout in
healthcare professionals.
Consistent hydration can improve attention span by up to 25% during long clinical
sessions.

Balance Is Key
Your body is your most valuable piece of equipment look after it.
Prioritising fitness, nutrition, and recovery doesn’t take away from your career; it fuels it.
When you're strong, rested, and energised, you'll not only perform better clinically you'll
enjoy your work more, handle stress better, and extend your career longevity.

Key Takeaway:
Being fit, healthy, and strong isn'’t just about how you look it's about how you feel, move,
and perform. A strong clinician is a confident, capable clinician and the patients feel it too.
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Reads that Reshape Your Thinking TFC

Sometimes the biggest growth doesn’t come from a clinical course it comes
from a book that shifts your mindset. Here are some powerful reads that can
transform the way you think about habits, money, leadership, and life balance:

My 6 Top Reads:

Atomic Habits :: James Clear
A practical guide to building better habits, breaking bad ones, and making small
changes that lead to remarkable results.

The Total Money Makeover :: Dave Ramsey
Straightforward financial advice that helps you take control of your money, reduce
stress, and build financial freedom.

The 7 Habits of Highly Effective People :: Stephen R. Covey
Atimeless classic on personal and professional effectiveness - helping you align
your actions with your values.

The Power of Now :: Eckhart Tolle
A transformative read on mindfulness and presence, teaching you how to reduce
stress and live fully in the moment.

Can’t Hurt Me :: David Goggins
A raw, inspiring story about resilience, mental strength, and pushing beyond self-
limiting beliefs.

Dare to Lead :: Brené Brown

Essential lessons in vulnerability, courage, and leadership that apply both inside and
outside the dental surgery.

Tip: Start with one book that speaks to you right now. Often, one idea can spark a
ripple effect in your personal and professional life.
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How to Win Friends and Influence People by Dale Carnegie
A timeless classic that focuses on the foundational principles of human interaction.
Carnegie teaches techniques for becoming
likable, persuasive, and effective in both personal and professional relationships. It's
especially
helpful for improving communication, resolving conflict, and building rapport.

]
Influence: The Psychology of Persuasion by Robert Cialdini
A deep dive into the psychology of why people say “yes.” Cialdini identifies six key
principles of influence
(like reciprocity, scarcity, and social proof) and explains how they’re used in
marketing, negotiation, and everyday life. It's essential for understanding persuasive
behavior.

]

Nonviolent Communication: A Language of Life by Marshall B. Rosenberg
This book teaches you how to express yourself clearly and empathetically, without
causing defensiveness. Rosenberg’s approach is transformative in
resolving conflict and improving emotional intelligence in conversations, especially
helpful for tough or emotionally charged situations.

w
The 7 Habits of Highly Effective People by Stephen R. Covey
Though not solely about communication, this book includes vital lessons on proactive
communication, listening, and relationship-building.
Covey’s habit-based framewaork improves not just personal productivity, but also
interpersonal effectiveness.

w
Games People Play: The Basic Handbook of Transactional Analysis by Eric
Berne
This classic introduces “transactional analysis” the idea that people unconsciously
play psychological games in conversations.
It offers insight into recurring patterns in relationships and how to break negative

cycles of behavior.
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Crucial Conversations: Tools for Talking When Stakes Are High by Kerry Patterson,
Joseph Grenny, et al.
Focuses on handling difficult conversations with confidence and clarity. The book provides
tools to navigate high-stress situations, defuse tension,
and reach mutual understanding, especially useful in workplace or family disputes.

]
Talking to Strangers by Malcolm Gladwell
Gladwell explores why we often misread or misunderstand people, especially those we
don’t know well. Using real-world examples, he delves into trust,
deception, and human judgment, helping readers rethink how they interact with others.

w
Emotional Intelligence by Daniel Goleman
A foundational text on the role of emotional intelligence (EQ) in success and relationships.
Goleman explains how empathy, self-awareness,
and emotional regulation impact communication and decision-making. It's a cornerstone
for anyone looking to improve soft skills.

w
The Like Switch: An Ex-FBI Agent’s Guide to Influencing, Attracting, and Winning
People Over by Jack Schafer
Written by a former FBI behavioral analyst, this book shares psychological tactics for
quickly building rapport and trust
. It's especially practical for sales, dating, and networking with tips backed by behavioral
science.

(]
Difficult Conversations: How to Discuss What Matters Most by Douglas Stone,
Bruce Patton, and Sheila Heen
Created by the Harvard Negotiation Project, this book teaches you how to handle
emotionally loaded or sensitive conversations without escalating conflict.
It's especially useful in relationships, leadership roles, and negotiation.
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Every clinician | know hits a “3 - 5 Year Dip.” Around this time, you may feel flat, lose
motivation, or even question if you chose the right career. This is normal.

When that moment comes, remember:

You are not failing you are growing.
Every setback is a lesson.
Sometimes the dip means it’s time for a change: new CPD, new practice, new
balance.
Passion can be reignited but only if you give yourself permission to adapt.

“Your career is a marathon, not a sprint. Don’t
quit on your future self. The best is still ahead of
you. “

48



Acknowldgements (TFQ )

'._y{\Djj TAL SERV \‘C‘!E”S f.'
A special thank you to the people who have supported, inspired, and guided me
throughout my journey both personally and professionally.

Dr Jaffari :: my mentor of 14 years. Your wisdom, patience, and belief in me have
shaped the clinician and leader | am today. I'm forever grateful for your guidance and
the countless lessons you've shared along the way.

Magdalena :: my constant cheerleader, backbone, advisor, and proofreader. Thank
you for always believing in me, for letting me bounce my wildest ideas off you, and for
understanding my creative chaos. Your support has been invaluable through every
step of this project.

My team at Anna House Dental Clinic :: for over a decade, you've been the
foundation of everything | do. Managing such a dedicated, loyal, and hard-working
group has been one of my greatest privileges. You are more than colleagues you are
family. Thank you for allowing me to grow and flourish while we continue to build
something special together.

My Green Street Dental Team and Dr Shraddha :: thank you for your constant
kindness, patience, and resilience toward my ideas and energy. You've created
another true family unit, and your support and humour make every day in dentistry
brighter.

My university circle :: my sounding board, my rant-room, my reality check. Thank
you for listening, encouraging, and for being the first to test and challenge every new
idea. You've been the guinea pigs for so much of this journey, and I'm endlessly

thankful for your honesty and friendship.

To everyone who continues to support and share The Dental Asset™ vision, thank

you for believing in growth, collaboration, and the power of community. 49



References T F C

\ -/
I ——————————————— N DEnTAL sERVICES )
\ /
\ y

References
This guide draws inspiration from professional standards, guidance, and evidence-
based sources that support safe, ethical, and effective practice in dentistry.

» General Dental Council (GDC) :: Scope of Practice and Standards for the Dental
Team
* NHS England :: Dental Contract Reform and UDA Frameworks
« British Society of Dental Hygiene and Therapy (BSDHT) :: Guidelines and Position
Statements
» Department of Health and Social Care (2024) :: Medicines Exemptions for Dental
Hyagienists and Therapists
* Dental Defence Union (DDU) :: Advice on Complaints and Risk Management
* Public Health England :: Delivering Better Oral Health Toolkit (4th Edition)
» World Health Organization :: Health Workforce Wellbeing Reports
« National Institute for Health and Care Excellence (NICE) :: Clinical Guidelines on
Oral Health Promotion
« Selected research on musculoskeletal health and clinician wellbeing in dentistry

Recommended Reading
See “Life-Changing Reads for Dental Professionals” within this guide for book
recommendations that inspire growth, balance, and self-development.

© 2025 TFC Dental. All rights reserved.
The Dental Asset™ is a registered trademark of TFC Dental.
No part of this publication may be reproduced or shared without prior written
authorisation from the author or TFC Dental.
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The Dental Asset™ Quic
It's the first step in a growing mo
and connect dental professionals who

from themselves.

This is just the beginning of what's to come.
Follow us on social media and stay connected through our website to be
the first to hear about upcoming resources, conversations, and
opportunities to grow as part of The Dental Asset™ community.

Thank you for bei re and welcome to the movement.
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