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Module	#2:	Fluoride	 
 

When it comes to the risks that patients have, what services do we have on 

our preventive menu that can really make an impact?  

Well, one obvious is fluoride. One of the things that we see though, is we have 

practices... we see really a wide range here… we have some practices that just 

aren't offering fluoride to adults ever, and we have other practices that initially will 

say, "We offer it to everybody. Everybody in our practice gets fluoride."  

Knowledge	versus	Mastery			
What I find interesting is when we dive into the data, how often we're surprised by 

what we see. So I'd like to talk about knowledge versus mastery in this instance.  

We know fluoride will benefit patients, but have we really mastered the acceptance 

of fluoride by our adult patients? If you don't 

know, I'm going to walk you through how to find 

out how you're doing in this regard.  

When we look at how to calculate fluoride 

acceptance, what we encourage you to do is find 

the total number of 1110s or adult prophies you've 

coated for a time period… it could be all of last 

year, or so far this year. 

Just find for a period how many you've done, add 

the number of 4910 or periodontal maintenance 

codes and that's going to equal your total possible number of adult patients for 

fluoride.  

Look to see how many fluoride services you've performed. Now, we used to 

differentiate between child and adult fluoride and now it's all wrapped into one 

code.  

We	know	fluoride	will	
benefit	patients,	but	

have	we	really	mastered	
the	acceptance	of	

fluoride	by	our	adult	
patients?	
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So find how many fluorides you've performed total and subtract the number of 

child prophies from that number.  

Now, you might wondering why would we do that? In my experience, child 

prophies almost always have fluoride varnish because it's a covered service by 

insurance. We subtract that to get a 

true picture of where we are with 

adult acceptance on fluoride varnish 

or fluoride services. 

You take your total number of 

possible adults and you have now 

your total of fluorides performed 

minus childs, so that's your total number of fluoride on adults, and you divide the 

number of fluoride you've done by the number possible.  

That's going to give you your percentage of acceptance when it comes to fluoride 

services.  

It's not uncommon for us to hear from a practice that says, "We've been doing this 

for years. We have all of our patients accept fluoride."  

When we run the number… this happened in a practice just last week from North 

Carolina, only 50% of their patients were actually accepting fluoride. They were 

shocked by that. They really expected that number to be higher.  

What I'm going to encourage you to do is to calculate where you are because, 

again, we have to be able to know where we are from a reality standpoint not a 

perception standpoint. Because we want to be able to react appropriately given 

our current circumstance. 

Fluoride	Benefits			
Let's take a minute and review the benefits of fluoride. Gordon Christensen and 

Clinical Research Associates, their studies show about 75% reduction in new 

decay.  
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For a patient who's having fluoride done consistently every time we polish their 

teeth, we can minimize new cavities by as much as 75% if we do fluoride varnish 

consistently.  

That's big especially for the patient who says, "No matter what I do, I brush, I 

floss, I always have a problem."  

We know fluoride reduces sensitivity 

and helps prevent cervical decay. 

Both of these are really important 

because when we have exposed root 

surfaces, those areas are even more 

vulnerable than before. They're 

sometimes sensitive as well.  

Fluoride can be a tremendous 

benefit for these patients that are dealing with sensitivity and have root exposure. 

We also know that fluoride helps prolong the life of crowns and other restorations 

because it helps minimize decay around those margins.  

Even if you have a patient who has a mouthful of crowns, sometimes they'll say, "I 

don't need fluoride because I have a mouthful of crowns."  

But the reality is, if they have a mouthful of crowns and other restorations, they 

need fluoride more than ever. It's important for us to also help patients know that 

the treatments themselves, the varnish of today is so much better than it used to 

be.  

It tastes better, it feels better, and all around patients tend to appreciate the 

products of today far more than they did when fluoride varnish was newly 

introduced. Those are all the benefits to fluoride. 

The	Challenge		
Our goal, our challenge for you is to complete fluoride treatment on all patients 

even as frequently as every three months.  
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If you see a patient that's coming in more frequently for periodontal maintenance, 

every time we polish their teeth, we should follow it up with a fluoride varnish. 

That's our challenge.  

We also know that in-office fluoride benefits all ages. Your patients may be a little 

confused about this.  

We may need to help them see the difference 

between systemic fluoride and topically applied 

fluoride.  

This fluoride obviously is topically applied, so it 

benefits anyone with teeth, so we might need to 

help them see that.  

Do you provide a professional strength fluoride 

varnish to every patient who gets their teeth 

polished? If you don't, there's opportunity.  

There's opportunity for us to serve patients at a higher level by helping them see 

the value in fluoride.  

Because we know varnish today is very effective. It's 80% more effective than gels, 

rinses or foams and many patients really desperately need it when you take the 

time to ascertain their risk.  

When it comes to fluoride, we often will hear hygienists talking with patients 

about fluoride and when it comes time to offer them fluoride, the conversation 

sometimes goes like this, "We should probably do a fluoride today. Insurance 

doesn't cover it. What would you like me to do?"  

If I'm the patient and that's all I've got, I'm probably going to say, "I'm good." I 

don't have any compelling reasons to say yes and to move forward.  

Sometimes, even with everything we know about how these products benefit 

patients, we have to remember that they don't know what you know. We have to 

help them see the value in that. 

There's	opportunity	for	
us	to	serve	patients	at	a	
higher	level	by	helping	
them	see	the	value	in	

fluoride.	
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Exploding	Acceptance		
Here's how we do that. We're going to help you know how to explode your 

acceptance for fluoride services.  

Verbal	Clues			
The first thing is to listen for verbal cues. That patient that says, "No matter what 

I do, I brush, I floss…," or, "Bad teeth run in my family."  

If you're looking at the x-rays and they say, "Do I have any cavities today; do you 

see any cavities?" I'm going to use that. I'm going to pull that back out here and 

say, "Earlier you mentioned that you were concerned about getting cavities. Let's 

talk about something that I think will be beneficial for you."  

“New	Research	Shows…”			
"New research shows…," that's the first and most critical phrase, especially if you 

haven't offered fluoride consistently to adults in the past, you're going to want to 

lead with, "New research shows."  

If you're serving a patient today that's declined fluoride consistently, you're going 

to want to begin with, "new research shows," because it gives them a new reason 

to say “yes.”  

The most common statistic I use 

here is, "New research shows that by 

doing fluoride consistently every 

time we polish your teeth, we can 

minimize future cavities by as much 

as 75%. So by doing fluoride 

varnish, we can prevent up to 75% 

of your future cavities."  

That's really big for patients, especially those that rate high risk. 

Make	It	Personal			
That leads us to our second step and that is “Based on your risk status…” The 

second step is all about personalizing it to the patient, “Based on your risk status, 

you’re high risk for decay, you have exposed root surfaces or crown margins.”  
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• What do you see in their mouth that makes it so that fluoride would be a 

benefit to them?  

• What do you see that you're concerned about?  

• Do they have white spot lesions?  

• Do they have exposed root surfaces?  

• Do they have existing restorations in there that need to be protected?  

All of these benefits are critical and we've got to do a good job of making it 

personal based on what you see. So, "New research shows," "Here's why it would 

be a good idea for you to have this today..."  

Good	News,	Bad	News			
The third step is, "Good news, bad news." The bad news about fluoride on adults 

is that insurance isn't going to help them. The good news is it's a very affordable 

service.  

We often see fluoride fees range anywhere from $20 to $29 to $35 to $46. 

Whatever that range is, often it's affordable.  

We've put that fee into perspective. We'll say, 

"Listen, the bad news is that insurance isn't going 

to help you, but the good news is, it's only $39. It's 

less than a mani and a pedi at the nail salon. It's 

less than an afternoon on the golf course. It's less 

than dinner and a movie on the weekend."  

Put that fee into a perspective that the patient can 

relate to and we find it helps to minimize the out-

of-pocket costs in their mind and drive acceptance. 

So… "New research shows…," "Here’s why it would be a good idea for you 

today…," "Good news, bad news." When we see that, we see an incredible impact 

in acceptance. Again, it's all about perspective with that fee.  

Put	that	fee	into	a	
perspective	that	the	

patient	can	relate	to	and	
we	find	it	helps	to	drive	

acceptance.	
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Restorative	Role	
On the restorative side, another strategy that's proven very, very impactful is every 

time we have a seat visit of any kind, whether it's a crown, a bridge, a veneer, 

whatever it may be, we love to see the fluoride varnish included from now on in 

that tray setup.  

After the doctor cements the restorations, he could say something like this, "I've 

asked Wendy to go ahead and place a fluoride varnish after she cleans the cement 

off. This one's on me. This will help protect the investment you've just made in 

this porcelain restoration in your new crown for the long-term. From now on, 

every time we polish your teeth in hygiene, you're going to want to have the 

fluoride varnish placed. That will help you protect your investment."  

You can see how, when the doctor says that after we cement the restoration, it 

builds a tremendous amount of value. What we've seen is when the patient comes 

back on the hygiene side in subsequent months, all of a sudden there's another 

compelling reason for them to say yes and have that fluoride varnish done that 

will help protect their teeth. 

Effect	on	Hygiene	Profitability	
What does this really mean for hygiene profitability? Early on, I said production 

was not the goal, it's the result of taking excellent care of our patients. Impacting 

fluoride acceptance in this way can have a measurable impact on the result and 

production is the result.  

Let's say we have an average office that sees 

eight patients a day. Let's say the fee is $29 for 

the fluoride in that practice. The impact over a 

year, if we get 80% acceptance is more than 

$44,000 increased revenue and that's per year, per full-time hygienist.  

If you have multiple hygienists, keep a running tally of the potential impact. 80% 

acceptance on in-office fluoride treatments can provide $44,000 in increased 

production over the next 12 months to your office per full-time hygienist and 

that's exciting. 
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Patients	Opposed	to	Fluoride	
What about those patients who are opposed to fluoride on principle? Well, we have 

found that it warrants a different conversation with many of these patients. I 

actually learned this from one of our incredible hygiene coaches. She shared a 

story with me about a mom who came in who had told the front desk and was 

emphatic over the phone that she wanted no fluoride on any of her kids today.  

Robyn shared the story that when she greeted the mom and brought her back, she 

first validated the no, and said, "I understand you don't want any fluoride today. 

Great, I've got it, that's fine." But then she smiled and said, "Do you mind if I give 

you my two cents?" Of course, I think the mother probably rolled her eyes but 

said, "Sure. That's fine."  

Robyn used a really powerful analogy. She said that fluoride is a lot like iron. Iron 

is on the periodic table of elements. Our bodies need a small amount of iron, but if 

we get too much iron it can be incredibly harmful even fatal. Fluoride is a lot like 

iron in that our bodies need a little amount of fluoride.  

Our teeth thrive in the presence of fluoride. But if we get too much of it, it can 

cause a problem and it could possibly even be fatal.  

By using this analogy and really basing the conversation on science not emotion, 

what we found is that a lot of patients get that and they see that it's all about the 

dosage amount.  

The professionally applied fluoride varnish we use in the office is a very carefully 

controlled dosage, so we'll be providing teeth with the small amount of fluoride 

that they need to thrive and to flourish, but it's not to the point where it could 

cause any harm. 

Some of those patients who are opposed to fluoride on principle, we can convert 

and help them see the value.  

There may be some still who are just completely adamantly opposed and for those 

patients, we have found it beneficial to have an all-natural fluoride alternative.  
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We will polish their teeth with MI paste and then we crack open a bottle of an 

essential oils based mouth rinse for them to rinse with chairside and take the 

bottle home.  

In the interest of full disclosure, I have to let you know that I was involved in 

developing this product. To find out more information about what we utilized, you 

can go to www.essentialsmiles.com.  

I was involved in helping create this product 

because I found that there really wasn't anything 

on the market that would do what I wanted it to do 

for patients.  

Essential Smiles has a blend of essential oils that 

are very powerful in helping keep the bacteria and 

the viruses and the real damaging microbes under 

control.  

It also has a therapeutic dose of xylitol in it, so it 

provides that therapeutic dose three to five times a 

day that can really have an impact on patient 

health. It also neutralizes the pH of the oral environment. 

That's one of the reasons we have now shifted and we use Essential Smiles as an 

all-natural fluoride alternative as well as a variety of other uses in the practice.  

I don't have time to get into all of that on this segment, but it's really exciting to 

see what's happening with Essential Smiles in practices across the country. That's 

our all-natural fluoride alternative.  

We'll polish with MI paste and have them swish with Essential Smiles and take 

the bottle home.  

Essential Smiles rinse, by the way, is sold for about $30 a bottle. So we don't lose 

a whole lot of revenue for the patient that's declining fluoride on principle. 

By	basing	the	
conversation	on	science	
not	emotion	we	found	a	
lot	of	patients	see	that	
it's	all	about	the	dosage	

amount.	
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Impact	on	Practice	
When we look at what kind of an impact this can have following the process that I 

laid out for you in this training… risk assessment, using the brochure in 

identifying how at risk the patients are, following the three-step process to gain 

acceptance for fluoride… it can have an 

impact right away.  

Here is some statistics that will show you.  

This is a practice that had done 77 

fluorides in one month and then shortly 

thereafter, after we went through and they 

started to embrace utilizing CAMBRA and 

following the three-step process, they 

doubled their fluoride acceptance just 

about.  

They went to 141 just a few weeks after 

making those changes.  

It can have an impact very quickly on 

patient acceptance and productivity both 

and we think that's a great thing.  

Team	Download	
Right now, take the opportunity to do a quick download with your team and what 

we'd like you to do is discuss any areas you'd like to improve.  

Maybe take the time to figure out where you are from a fluoride acceptance 

standpoint, if you don't know that already.  

How are you going to implement risk assessment?  

Are you going to utilize fluoride varnish more consistently? What products do you 

have? Set a goal for patient acceptance.  

We also have included with this segment of the training a tracker.  
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We're going to encourage you 

to begin tracking your fluoride 

acceptance over the next few 

weeks.  

Track how many adults you 

see and then how many 

accept fluoride, so that you 

can see the impact of 

embracing some of these initiatives day to day as you take care of your patients.  

Take the opportunity to do a quick team download and set your goals about risk 

assessment and fluoride. 
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About	The	Team	Training	Institute	 
 

The Team Training Institute is a place where dentists can get their whole 

team trained on every aspect of profitability, productivity and creating 

success. 

Our services include: 

• In-house coaching and seminars: We have a team full of coaches that can 

run in-house private seminars. This is the most effective way to see 

increased productivity immediately. If you're looking for instant change, you 

should bring someone in to do a seminar 

 

• Online training courses: Our online training courses take things at a 

slower pace but still get a great return on your investment. If you're just 

starting out with the process of trying to maximize productivity within your 

team, this is a great place to start. 

 

There is an accountability tracker built in so you'll know how your team 

members are getting on and there is required work which is reviewed and 

this helps get great results. 

 

If you're looking for results in a specific area, the eight-week online option 

is a great solution. You don't have to wait eight weeks to get results as 

people are taking action from week one. You’ll see results right away. 

 

• DVD Programs: Sometimes people want all the information at their 

fingertips immediately so we have DVDs such as the team case acceptance 

package. 
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For More Information on How  

The Team Training Institute  

Can Help You and Your Team  

Please Contact Our Office at  

1-877-732-2124 


