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The following principles work no matter where you are, no matter what size your practice is, 
whether you’re in the US, Canada, Mexico, wherever. They work all over the world.

Here are just a few examples of what can happen when the hygiene 
team takes on these 3 Roles of Hygiene: 

So that's one thing that’s valuable about what you’ll discover here. The results can be rapid and 
they can stay consistent at the higher level. Very rarely do we ever see a practice go back to the 
level they started with.

Wendy Briggs is a practicing hygienist, strategic advisor, speaker, trainer, consultant and coach. 

She has the longest proven track record of helping dentists and hygienists double their hygiene 
production, having directly influenced more than 3,718 dental practices in 12 countries.

She has consulted and worked with some of the largest and fastest growing private dental 
practices, as well as some of the largest DSO organizations, including Heartland Dental, 
Breakaway Practice, Mortenson Dental, & Dental Corp. Also, she is the recommended hygiene 
consultant for Henry Schein Dental.

As a speaker, she has shared the stage with every “name” in dentistry, including Dr. Tom Orent, 
Woody Oakes, Scott Leune of Breakaway Practice, and The Dawson Academy. 

She has presented at the Chicago Mid-Winter, the Yankee Dental Meeting, the Greater New York 
Dental Meeting, the Townie Meeting, Rocking Mountain Dental Implant Institute, the Big Apple 
Meeting, CDA in San Francisco, the Laser Clinician’s meeting, and the Academy for General 
Dentists.

Hygiene is her passion. Exploding hygiene productivity and profits are her areas of expertise.
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INTRODUCTION

$4,256 Day in Hygiene Production!$2,588.04 Day in Hygiene Production!
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THE ROLE OF THE HYGIENIST IS CHANGING

Hygiene is changing rapidly right now! We used to be defined as the ones who kept teeth clean 
so they could be restored. Now, we bring so much more to the table. It is both exciting and 
overwhelming at the same time. If we want to become more effective with increasing production 
per encounter, I have defined 3 roles that a hygienist must fill for a practice.

1. Preventive Therapist:

As the “preventive therapist” the hygienist becomes the source of 
information regarding the menu of preventive services. When we 
use the full menu of preventative services (regardless of age and 
insurance) we are in fact providing a much higher level of patient 
care, and a level of care that our patients want and need.

2. Periodontal Therapist:

It’s not just about saving teeth any more, it’s now about saving 
lives. Patients are at much greater risk of other serious medical 
disorders if we do not address their periodontal health – and this 
starts in the hygiene chair.

3. Patient Treatment Advocate:

This role is responsible for moving restorative dentistry onto the 
doctor’s side. When we maximize this role, we see case acceptance 
skyrocket.

Let’s look at each role more closely….



HOW TO MAXIMIZE THE ROLE OF PREVENTATIVE THERAPIST
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People like to be involved in decisions regarding their 
health, and their dental health is no different. Gone are 
the days of “lecturing” and “scolding.” Patients have 
choices and they are not afraid to go elsewhere. 

Our job as a Hygiene provider should be to advocate for 
the dental health of our patients. In doing so, we also 
provide the dental practice with maximum potential for 
revenue.

Our goal is to serve all patients at the highest level. High 
production naturally follows. But as a business owner, I 
know that what is measured and managed will improve. 
So, here are 3 key metrics that I look at for this role:

   Adult Fluoride Acceptance Rate: Most practices 
   have a fluoride acceptance rate under 10%. You 
   should have a minimum of 80%. Most of the 
   practices we work with see 90%-95% acceptance of 
   adult fluoride treatments.

   Sealant Acceptance Rate: Regardless of age or insurance, if the tooth would benefit 
   from a sealant, that is what should be presented to the patient. How often are we placing 
   sealants? A goal for many of our members is a very doable 4 sealants per day.

   Bonded De-Sensitizing Acceptance Rate: If more than 85% of all adults complain of 
   sensitive teeth, we should be providing a bonded agent that will both seal and protect 
   the vulnerable Class V area where recession has occurred.

What is the best way to maximize the acceptance of these procedures?

We need to engage our patients and walk them through their personal situation. Many are 
frustrated at the level of decay they experience, or at the frequency of cavities they have, even 
though they are working hard at home.

The more we can involve them in the conversation and have them truly understand the risks and 
benefits, the higher acceptance rate we will have when presenting solutions.

 

Protected 27 Teeth Today!
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HOW TO MAXIMIZE THE ROLE OF PREVENTATIVE THERAPIST

It all starts with how we set up the visit. At every opportunity, we want to engage our patients in 
high level conversations. What do I mean by this? Take probing, for example. It’s a vital part of 
our exam, but have you maximized the potential of the process? 

I start all of my tissue health assessments, or periodontal probing, with a conversation designed 
to help the patient know what I am looking for. 

Something like this: “I am going to check your tissues for infection. This helps us detect any 
problems or disease in your gums. You will hear me saying a series of numbers for each tooth, 
and Chelsea is going to record the findings for us. A 1-3 means that the tissue is healthy, a 4 
means there is infection. A 5 indicates that the infection has already spread to the bone.”

Why would I do this? Because now the patient is hearing my exam, and when they hear 4 and 5’s 
they immediately ask, “What do we need to do to take care of that?”

And now, when I explain that we need to periodontal therapy they have the proof to back that 
up, and were already in the mindset that we need to do something different.

They are looking to us for a solution, whereas before (without this knowledge) they felt that we 
were just trying to “sell” them something they didn’t need.

These conversations matter! It is critical that we have a system and a script to follow to drive 
acceptance for every service that we provide in hygiene.

Now, let’s take an in-depth look at 
Fluoride.

92% of Dentists are getting less than 
74% acceptance with adult fluoride. 

Most often fluoride is presented 
something like this (if at all): “We 
should probably talk about a fluoride 
treatment, but it isn’t covered by your 
insurance.”

This doesn’t inspire anyone to accept 
treatment! But when we simply change 
our language and use 3 specific steps 
for presenting fluoride, we drive the 
acceptance rate through the roof:
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HOW TO MAXIMIZE THE ROLE OF PREVENTATIVE THERAPIST

Step 1: New research shows ____________

The first part is really important, especially for hygienists that aren’t currently offering fluoride 
consistently to adults.

Many practices routinely use fluoride with children because that is when insurance will pay for it. 
Too often, we don’t give our adult patients compelling enough reasons to do fluoride, and we 
may not even offer it at all.

If you are trying to offer fluoride to adults now and you haven’t in the past, I have found the best 
way is to start by saying “New research shows.” This is critical for those practices that have not 
offered fluoride as a part of the preventive care appointment.

“New Research shows that for patients who consistently have a professionally applied fluoride 
treatment, we can see up to 75% fewer new cavities. This is huge for patients who are always 
struggling with decay.”



HOW TO MAXIMIZE THE ROLE OF PREVENTATIVE THERAPIST

Step 2: Here is why fluoride would be good for you today ____________

The second step is to share with the patient specific reasons that you feel fluoride would benefit 
them. The more specific you can be about what you see in their mouth the better! If they have 
exposed root surfaces, and dry mouth, they are at a very high risk for decay.

We know how vulnerable those areas are; we need to bring that to their attention.

If they have crown margins, large fillings or many restorations, talk about how fluoride can help 
protect their investment.

They have already spent money and time in rebuilding their mouth. Fluoride will help prevent 
recurrent decay and failure of their dental work.

7
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HOW TO MAXIMIZE THE ROLE OF PREVENTATIVE THERAPIST

Step 3: Bad news, insurance won’t help with the cost. Good news, 
it’s only $____________

The third step is to let the patient 
know that there is both good 
news and bad news about 
fluoride.

Their dental insurance company 
will not help with the cost. That is 
the bad news.

The good news is that topical 
application of fluoride is very 
affordable. It is not an expensive 
procedure. Especially when 
compared with crowns and other 
restorations.

Many patients see that investing in fluoride, even if it’s an out-of-pocket expense, makes good 
financial sense. We need to help them see the value in investing in topically applied fluoride. So, 
again here are the steps for increasing fluoride acceptance:

          New research shows ____________

          Here is why fluoride would be good for you today _______________

          Bad news, insurance won’t help with the cost. Good news, it’s only $___

Doesn’t it sound better when you say: “Susan, new research shows if we do a fluoride varnish every 
time we polish your teeth, we can reduce future decay by as much as 75%. Earlier you said that 
you were frustrated with always having problems with your teeth. Let’s turn that around. 
Fluoride varnish can help us do that.”
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HOW TO MAXIMIZE THE ROLE OF PERIODONTAL THERAPIST

Many consultants and hygiene educators focus heavily on 
periodontal therapy, as it is a critical component in the life 
of a dental hygienist.

However, it is not uncommon to see a practice still treating 
periodontal infection with the same strategies and 
technology that they were using 5 years ago. Sometimes 
even 10 years ago.

This is truly alarming! A lot has changed. 

We have better tools and better science about what causes 
periodontal infection – and how to drastically reduce it. We 
know so much more about the Oral-Systemic link, and 
serious health risks that exist with the presence of 
inflammation in the body.

We have laser techniques, Oral DNA testing methods, 
better homecare products, and additional resources like Arestin and other adjunctive options for 
patients.

If we are truly maximizing potential in our role as a Periodontal Therapist, we are seeing 
periodontal disease, talking about it and treating it.

We should have extremely high acceptance rates for these advanced services – supervised 
neglect is not an option.

We should discuss Periodontal Disease with existing patients, as well as New Patients. And we 
should treat it with every available weapon in our arsenal.

A $2,575.50 Day!

As a recommended consulting partner for Henry Schein Dental, I review hundreds of Practice 
Analysis reports every year. I am asked to evaluate how periodontal services are being 
performed, and it’s stunning how often our perception of how perio is being treated is so 
different from the reality! 

When most dentists are asked what percentage of their patients should be 
receiving periodontal care, they will say 25% or even 40%.

    But when we look at actual utilization of these codes, only 1.9% 
    of their patients received periodontal care in the last year!

My take on that is this: I don’t believe 
we are not recognizing and 
discussing the care that patients 
need. I believe that patients don’t 
understand the need. Therefore, 
they’re not moving forward with 
treatment.

I use a simple approach to gaining a 
higher level of acceptance for 
Periodontal Services. I talk about 
utilizing technology to provide a 
measure of proof.

Use your intra-oral cameras, 
especially the Perio Mode feature on 
the Soprocare camera (my new 
favorite!) to help the patient see for 
themselves what is happening in 
their mouth.

I then tell the patient: “To clear up 
this infection we need to do 3 
things.”

I then explain the 3 steps 
needed...
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HOW TO MAXIMIZE THE ROLE OF PERIODONTAL THERAPIST
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HOW TO MAXIMIZE THE ROLE OF PERIODONTAL THERAPIST

Step #1: 
“We need to do a deep, more aggressive cleaning than you’ve had in the past.” 

And then I stop. 

At this point the patient is probably thinking, “This is going to involve pain and discomfort!” So, 
we need to reassure them we will do everything possible to keep them comfortable. Explain that 
we have advanced technology that lets us be incredibly effective in dealing with the bacteria, 
without pain.

I have found the best analogy that help patients understand what needs to be done, is when I 
explain it’s like having a splinter under the skin. “If we don’t get rid of the splinter you’re never 
going to heal. In the same way, we need to do the cleaning to get the buildup out and to clear 
the area of bacteria.”

If a patient has not been in for some time, this helps to explain why more action is needed than 
a “standard” cleaning. They need to catch up.
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HOW TO MAXIMIZE THE ROLE OF PERIODONTAL THERAPIST

Step #2: 
“We need to change a few things that you are doing at home.” 

You have to be very careful here – it’s been proven that nobody likes to get a 
lecture on what they are not doing!

We need to position this carefully. 

We may suggest they use a prescription mouth wash daily 
to help keep the bacteria under control, for example. They 
are often open to this and people are willing to use what 
we recommend if they truly believe we believe it will help 
them. 

It can also help to recommend using a power toothbrush. 
For a power brush, I often use the analogy of a screw-
driver: a basic job can be done with a manual screwdriver, 
but a big job needs a power screwdriver.

With the level of infection in their mouth, it requires a tool 
that does more. “In the same way, the infection that has 
built up in your mouth means you need a power brush to 
get rid of it. We need something that can do more for you 
than a basic manual toothbrush.”

When introducing the idea of a power brush, it can be 
useful to say: “We don’t care where you get it as long as 
you get one.”

You can suggest that high-end brushes like Sonicare or 
Oral B are found to be more effective than manual brush-
ing and add: “We carry them, here in the office, because 
we know you are busy and we try to make everything as 
easy for you as possible. Plus, we can provide them for 
you at a cost less than you would pay at Wal-Mart.”

The patient then understands we’re not just trying to push 
a sale. We’re trying to give them the tools they need to be 
more effective against the infection.
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HOW TO MAXIMIZE THE ROLE OF PERIODONTAL THERAPIST

Step #3:  “We need to see you back more often.” 

We know how important it is for the patients to come in for three or four-month recall visits but 
patients don’t realize how critical it is. They are only used to hearing that they need to have their 
teeth cleaned every 6 months.

They don’t know that bacteria is proven to regenerate in just 21-60 days after scaling and root 
planing – and that they can have re-infection and more bleeding within that time.

Patients really appreciate when we simplify things for them, so it often helps to use the “oil 
change” analogy. We explain that after the deep cleaning, they are starting with a clean slate but 
if they don’t come back more often, they may end up back where they started.

The disease can re-occur, the infection spirals out of control and we lose ground.

We explain that it’s like buying a brand-new car. It won’t last long if you don’t change the oil 
regularly. So, to maximize healing, we need to see them back more often than they may have 
come in the past.

The latest research helps us to understand that maximizing our role as a periodontal therapist is 
not just about saving teeth -- it really is about saving lives.

We know that dental health affects overall health, but patients don’t. For example, people with 
periodontal disease are at greater risk of heart disease.

The National Institute of Health states: “Oral bacteria shed from chronic periodontal infections 
enter the circulatory system and may contribute to diseases of the heart and other organs. The 
role of periodontal diseases in causing or contributing to other serious conditions is the subject 
of ongoing laboratory and clinical research. As this research unfolds in the coming years, it may 
be that a trip to the dentist not only could have benefits for your oral health but also help reduce 
your chances of developing related systemic conditions.”
Scientists now know that the bacteria in our mouths exist as a complex, multi-layered 
community, called oral biofilm.

Scientists are now analyzing the dynamics of these bacterial communities. Their research may 
give dentists and hygienists the tools to target their treatment specifically to the bacteria that 
trigger periodontal disease.

We are already seeing this with laser procedures specifically targeting diseased tissues. This is 
why for us to truly maximize our role as a periodontal therapist, we need constant refreshers. 
We MUST keep our protocol and our techniques up to date in this critical area.

If you haven’t embraced new technology or made any critical changes to your periodontal 
program in a few years, now is the time to take a hard look at doing it.
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HOW TO MAXIMIZE THE ROLE OF PATIENT TREATMENT ADVOCATE

The third role is that of a Patient Treatment Advocate. Hygienists often underestimate what a 
critical role we have in helping our patients make choices about the dentistry they need.

How many times have they turned to the hygienist, or another clinical team member to ask, “Do I 
really need to have this done?” or “How long can I wait before I get this taken care of?”

The reality is, patients do want the team’s opinion, and recommendations when it comes to the 
choices they have about treatment.

Did you know that 65% of all production completed in the Restorative Department in a dental 
practice is referred from hygiene?

If this is true, I often wonder why so many dentists feel like they could use more personal help in 
this area. What tools do you have for aiding you in Case presentation?

Are you consistently using them?

How involved is the hygiene team in this effort?

The old paradigm for Case Presentation is to educate, 
educate, educate. Although I do think educating the patient is 
important, we have to remember to keep things simple. We 
often think that education means we have to teach them 
dentistry. We think they need to know how to do the 
procedure in order to accept it. This causes us to use words 
that patient doesn’t understand.

When we use complicated terminology, the patient often ends 
up being confused. This is the last thing we want! Confused 
patients are unable to make a decision about treatment. 
Do you ever hear, “I want to get it taken care of, but I need to 
talk to my spouse.”

Patients needing to check their schedules call their insurance, 
or any other number of excuses, are most likely confused 
about recommendations, overwhelmed or both! 

This leads to frustration. The following 3 emotions are usually behind case acceptance failures 
and we must avoid them at all costs: Confusion, Overwhelm and Frustration.

Our challenge then is to approach Case Presentation with the new paradigm. I have two key 
rules which, if followed, can help explode your Case Acceptance rates.
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HOW TO MAXIMIZE THE ROLE OF PATIENT TREATMENT ADVOCATE

Rule #1: Simplify! 

Talk in terms your patients understand. Often it’s not what you say, but how you say it. In Case 
Acceptance, what THEY SEE is so much more important than what YOU SAY! This is why I love to 
use my tools! There are several things I can’t live without when talking with patients about 
opportunity for treatment in their mouths:

• Diagnodent, or any kind of “Cavity Detecting Laser” helps patients see the proof of a problem 
for themselves. They hear the alarm signal, they see the number (I have the patient hold it so 
they can participate) and they know without me having to say anything that there is a potential 
problem. Follow this up with another powerful tool, your intra-oral camera. Show them exactly 
what that reading of 34 looks like and why you are concerned.

• Intra-Oral Camera, again the value of this tool is that the patients can see for themselves. A 
cracked tooth in the mouth, and a cracked tooth up on the monitor or television look like two 
different things. I prefer my patients see it as big as life on the screen. This way, there is urgency 
without me having to create it for them. The images from the camera take away any doubts the 
patient may have about their mouth.

“Seeing is Believing” is what it’s all about!

Comments from the patient prove how powerful the 
camera is. I can’t tell the patient that their teeth look 
terrible, but once they see it with the camera, often 
they are the ones that will say, “It looks terrible!”

Many practices have amazing tools, but they’re 
collecting dust. Lack of systems, perception that there 
“just isn’t enough time” or lack of confidence on the 
part of the hygiene team often are the cause of 
underutilized valuable resources. Sometimes it may be 
due to poor-quality equipment that is difficult to use. 
Maybe we don’t have enough of them, and hygienists 
are having to track them down or wait their turn.

In reality, once hygienists learn that properly using these tools and presenting opportunities with 
the right verbal skills actually SAVES time.

If you want more success with case acceptance, dust off the Diagnodent, take out that camera 
and get going! If you need more of anything, get a commitment from hygiene that they will use 
it, then just get it done.
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HOW TO MAXIMIZE THE ROLE OF PATIENT TREATMENT ADVOCATE

Rule #2: Build Value!

Patients will find a way to pay for what they WANT. So we should really focus on helping them 
want to have their teeth taken care of.

Why should they want to have this done?

Why would YOU do it?

Talk about this with your patients! I often will say, “If this was in my mouth, this is what I would 
do to fix it.” They are looking to us for guidance. They value and want your opinion.

So, to be more effective when talking with patients about what they need, don’t be afraid to tell 
them what you would do. We should focus more often on what the direct benefits are.

Instead of telling the patient how we place implants, tell them the benefits of having them: 
“When we place implants in your mouth, you will be able to chew without pain, almost like 
natural teeth. There will be nothing to take out and clean, you will be able to brush and floss 
these teeth as you did before. By the way, have I told you that implants have porcelain crowns 
on them that look incredibly like natural teeth?”

Building value while keeping things simple can revolutionize your acceptance. Avoid the natural 
tendency to make things too complicated. Focus on the benefits for the patient, and they will be 
interested in learning more.

You will be amazed at what your patients accept when they understand what you are 
recommending, and WANT to have it done!
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ONE LAST THING. IT COULD BE IMPORTANT...

Exploding your hygiene production is just the first step in creating productive practice.

But it has the fastest and biggest impact on your production, while providing the best care for 
your patients. It’s truly a win-win for everyone.

If you are interested in increasing your hygiene productivity there are 3 things 
you can do:

 Claim a Free Practice Analysis Today

 Let one of our experienced Hygiene Coaches come to your practice and train your team 
 (you’ve seen their results in the pictures on previous pages)

 Do it yourself with our Hygiene Explosion online training 

Which of the following is right for you? 

Wendy Briggs and Dr. John Meis, 
Co-Founders of The Team Training Institute

1

2
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Get the facts about how The Team Training Institute can help dramatically increase your profits, 
while delivering better care to your patients. 

You’ll speak with a Production Specialist, who will analyze your current practice and provide you 
with a simple Roadmap that shows you, at a glance, how to double your production without 
spending a nickel more on advertising or hiring staff.

The conversation… the customized solutions… and the Roadmap are FREE. But the 
practice-building secrets you’ll discover may be priceless. 

Call our office today at 877-732-2124

Or visit our website at
DoubleYourProductionRoadmap.com

1. CLAIM A FREE PRACTICE ANALYSIS TODAY
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www.doubleyourproductionroadmap.com


2. LET ONE OF OUR EXPERIENCED HYGIENE COACHES COME 
     TO YOUR PRACTICE AND TRAIN YOUR TEAM 

Hygiene Explosion On-site Training

Your hygienists can now produce $3,000 days for you even faster, when we install this solution 
for you.

The Hygiene Explosion On-site Training day is done in your office or the location of your choice. 
Scheduled at your convenience. Taught by a Certified TTI Hygiene Coach.

Perfect for you if you’re busy and want to delegate the task of training your team to a 
professional. Or you simply want a proven way to protect your practice from economic 
turbulence in 2021 and beyond. 

Learn more and get instant access here
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https://theteamtraininginstitute.com/on-site-training/
https://theteamtraininginstitute.com/on-site-training/


Hygiene Explosion Online Training

Discover how any hygienist can produce $3,000 days for you on a regular basis. 

All it takes are the right skills along with simple scripts to help your hygienist talk more effectively 
to patients. New production gains of $30,700 ... $34,500 ... even $70,000 are common. With 
average acceptance rates up to 80%.

Install this solution on your own, with online training and 8 weeks of support to guide you and 
your team. 

Perfect for you if you’re the “do it yourself” kind of person, or you’re on a limited budget. 

Learn more and get instant access here
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3. DO IT YOURSELF

https://theteamtraininginstituteportal.com/courses/hygiene-explosion/
https://theteamtraininginstituteportal.com/courses/hygiene-explosion/


Our YouTube Channel.
With new videos added every week, you can 
watch, learn and grow your practice anytime, 
day or night. Click right to subscribe now.

1

Or click here: https://www.youtube.com/c/TheTeamTrainingInstitute 

Our Podcast.
Grow your practice by following in the footsteps of 
those who have done it. With weekly tips from Dr. John 
and Wendy. Click right to listen and subscribe now:
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Or click here: https://theteamtraininginstitute.com/podcast/  

Our Blog.
Discover what’s working right now in practices across 
North America. With tips to boost your production 
while helping patients in every post. Click right to 
read now:
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Or click here: https://theteamtraininginstitute.com/blog/   

Visit: TheTeamTrainingInstitute.com Call: 877-732-2124

MORE WAYS TO GROW YOUR DENTAL PRACTICE:

www.TheTeamTrainingInstitute.com
https://theteamtraininginstitute.com/blog/
https://theteamtraininginstitute.com/blog/
https://theteamtraininginstitute.com/podcast/
https://theteamtraininginstitute.com/podcast/
https://www.youtube.com/c/TheTeamTrainingInstitute
https://www.youtube.com/c/TheTeamTrainingInstitute



