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Dentists are often faced with the difficult task 
of offering a combination of dentistry that is 
cosmetic and considered to be ethical at the same 
time. 

We can show patients other, similar cases 
we have treated, but it can be difficult for a 
new patient to imagine how they will look from 
photos of other people, who may have a different 
hairstyle, skin colour, facial shape and so on.  

We used to print patient photos on paper and 
draw on those for other cosmetic improvements 
like veneers. Now, using Smile Imaging software, 
we have a more elegant solution – we can 
show patients an example of what their teeth 
might look like after treatment with aesthetic 
orthodontics (also known as limited orthodontics 
or short-term orthodontics), a treatment that is 
by definition cosmetically focused.

We use this technique to demonstrate how a 
cosmetic change may look for our patients in a 
way that they can appreciate more fully. 

Although we cannot guarantee an exact 
outcome, patients are very grateful for visualising 
a change to their cosmetic appearance in a photo 
of themselves. It helps them to make a decision 
about whether to go forward with cosmetic 
dentistry or not.

To give the best comparison, we use the same 
full-face image that can easily be taken with a 
basic digital compact camera. We then show the 
original image and the digitally enhanced image 
side by side.

In real life however, each patient’s actual 
‘before’ and ‘after’ photos differ slightly more – in 
a good way. This is because the newly improved 
smile often improves the patient’s confidence 
and therefore their overall smile too, something 
that also involves the facial muscles used for 
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smiling. The proof of this is demonstrated when 
we hide the patient’s mouth on their ‘before’ and 
‘after’ comparison photos. It is usually clear to 
see that patients smile more with their eyes after 
treatment.

Our practice staff have been taught how to 
use Smile Imaging software. Although some 
features are similar, we feel it is a much simpler 
program than Photoshop. It allows us to use a 
library of smiles and find the most appropriate 
to suit the patient.

The simulation can then be printed or emailed 
(or both) and used to develop a conversation 
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Taking charge 
Smile Imaging is owned by Tracy Ruck, a former dental nurse with more than 22 years 
of dental practice experience, who is well placed to help dentists develop their practice 
with dental imaging.  
She says: ‘Working in practice for so many years with such a broad range of experiences 
set me in a perfect position to recognise the many benefits of  how imaging can greatly 
enhance the way a practice “sells itself” to the public, and how the use of this, especially 
combined with treatment coordinators, is a huge marketing advantage for any practice. 
My mission is to show dentists the many practical benefits that they can take advantage 
of by installing Smile Imaging into their practice.’
Tracy can be contacted on 07974 012542 or at contact@smileimaging.co.uk. 
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with the patient about whether they like this 
change or not.

Sometimes a partner or parent is part of the 
decision-making process, and they often do 
not understand the difference that treatment 
could make to the patient until they see the 
photographic evidence for themselves.

As a practice, we feel we offer our patients 
a graphic example of their journey to that new 
smile. The ultimate decision is still with the 
patient, but we have people thanking us for 
showing them possible outcomes so that they 
can reach the right decision for themselves.


