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Module #4: Desensitizing Agents  

 

Let's talk about desensitizing agents. Over the years, I've tried everything.  

I tried Gluma, OptiBond Solo… you name it, I tried it. Because patients can be 

sensitive. In fact, for many patients, the services we're providing… the cleaning, 

the scaling and polishing… can be really painful for them.  

When we look at desensitizing agents and what there is available to us today, the 

good news is we have better products available than we've had in the past.  

Sensitive Teeth   

It's a good thing, because many patients struggle with sensitive teeth.  

80% of adults suffer from sensitive teeth. 45 million are struggling with 

hypersensitivity in the United States 

alone. 10 million of those have chronic 

hypersensitivity. With those patients, it 

affects the quality of their day to day life.  

That's why I think it's important that we 

have solutions for our patients. We've 

talked about how much sealant materials have improved. These materials have 

also improved tremendously.  

When we look at these exposed root 

surfaces, they're often sensitive, but 

they're also vulnerable.  

Keep in mind, we talked earlier about how 

the pH threshold of just 6.5 can cause 

damage to these exposed root surfaces.  

It's really important that we not only 

protect them, but if we can do that at the 

same time as reducing sensitivity, then that's a tremendous win for the patient.  
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Range of Solutions   

When we look at what's happening with desensitizing agents of today, we see 

lasers being more and more commonplace in practices, and that's exciting.  

I think it's important to note, though, that lasers are used more for generalized 

sensitivity.  

We also see other products. Two of the products that have emerged that I think 

are leading in this space are Seal & Protect by Dentsply, and then we also have 

Brush & Bond by Parkell.  

Seal & Protect is a bonded desensitization agent that's made just for that. It's 

actually formulated to act as a stand-alone, as is Brush & Bond by Parkell.  

Because of that, because they're not designed to go underneath a resin or 

underneath a crown, they actually act very well. They're very effective as a stand-

alone product.  

What's exciting is, science shows 

that they provide about a three-year 

benefit on average. Here we have a 

product that we can bond onto this 

sensitive and vulnerable area that 

can provide a three-year benefit. I 

think that's a tremendous win.  

Many practices aren't aware of these products. I typically see a fee range between 

$29, $39, even up as high as $69. I would say the most common is right around 

that $29 price point because, again, this service is listed on many insurance plans 

as a covered benefit. 

However, that's not a guarantee of payment. We have to be careful not to 

overpromise our patient. We always collect for this upfront. Then if insurance pays 

anything, it's considered a gift or a bonus.  

The fee for this code is 09911. That's a desensitizing treatment per tooth. It will 

actually prompt and ask you for a tooth number, much like the sealant code will.  
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When we look at that, there's another code that often causes confusion. That's 

09910, and that's desensitizing treatment for the full mouth. When we look at 

that, that code may be used for our laser desensitizing or sometimes even a 

fluoride varnish can be submitted under that code.  

But, when we have extreme hypersensitivity 

and a vulnerable area, that's when we go to 

the 09911, which often is Seal & Protect.  

Brush & Bond provides a powerful impact 

and desensitizes the area for three years. 

Seal & Protect does the same thing but also 

has fluoride release.  

For many hygienists, we see them leaning 

towards Seal & Protect because it's the only product out there, to my knowledge 

right now, that can do both.  

This is an interesting slide because this 

image shows those tubules, those 

microscopic tubules, what they look like 

before the product is placed and then of 

course you see what it looks like 

immediately after product placement.  

It provides an immediate, powerful impact 

right away. You can have a patient that's 

flinching and white-knuckling and grabbing 

the chair before we place the product, and after you place it, they feel nothing.  

Again, keep in mind, I do not work for Dentsply. I don't work for Parkell. I'm not 

compensated in any way for talking about these products. I feel my role is to bring 

what's working to you.  



Hygiene Explosion 

 

 6 

How It Works   

When we look at how this works and why 

it works, this is an interesting graph. This 

study was evaluating toothbrush abrasion 

over time. How much of the dentin is 

actually lost with 60 strokes a day of 

toothbrushing over a period of about 800 

days?  

When we look at this graph, it's quite a 

bit, actually. It was alarming to me to see how much of that dentin is lost over 

time.  

One coat of Seal & Protect reduced it just a little bit. The real impact came from 

two coats of Seal & Protect. Once we placed two coats of Seal & Protect, it cut the 

loss of that dentin in half over time.  

That was fascinating to me. People often 

ask, "Wendy, how does it work?" With 

Seal & Protect, what we see is we see a 

strong protective coat supported by a 

nano filler. It's microscopically filling 

those tubules, and then there's that 

protective coat that's releasing fluoride on 

top of that.  

It's a great service to offer patients. Patients love this. They get so excited when we 

let them know that we have something new that can really have an impact on 

their long-term health. The impact is immediate. It gets really exciting to look at 

that.  

Opportunities   

When we look at opportunities in many practices, we see opportunities for this 

service everywhere. There's plenty of patients that would benefit from it, when 

given the opportunity. We often just don't have it on the menu, up until this point.  
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When we look at an image like this, obviously we want to 

treat the area before we end up with a cavity at a class 5, 

as in this example. Look for opportunities. They're in your 

practice.  

Probably you can identify a few patients even right now 

that would benefit from this service. 09911, desensitizing 

application per tooth. Again, it's $29 price point.  

We often will have the conversation with the patient 

about a great new service that's really difficult to explain 

to them. It's far easier to show them.  

Sometimes we'll actually offer to demonstrate how well it 

works on their most sensitive tooth, which often leads to 

additional acceptance for other teeth as well. It's a great 

service to offer.  

Another question I'm often asked is, "Wendy, what about the silver diamine 

fluoride?" This is another adjunctive service that can help 

patients, especially in that class 5 area, much like the 

Seal & Protect.  

However, this case was a young boy who had just had 

very expensive cancer therapy. You can see he had just a 

mouth full of problems. The silver diamine fluoride was actually what they used 

for him because of his health concerns.  

You can see the impact of that. The impact of that, it 

takes the teeth and it turns them black. So, although it 

will arrest the cavity, it's not often the best or most widely 

accepted solution, unless there's a severe health crisis, as 

we just shared.  
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Silver diamine fluoride has potential. I think it's an exciting new service that may 

be on the menu, but in my opinion it still needs some research as far as long-term 

impact.  

That's the position of the AAPD, is that it still needs more research, and they're 

actively working on that. Stay tuned for that. I think there will be some exciting 

advancements in this area. It does, however, stain the teeth black.  

Some patients are not going to get excited about that. For example, think of the 

impact it could have on a very young child.  

We could possibly arrest the decay and minimize the need to go to the surgical 

center or do some type of extensive surgery.  

So, I still think there's applications, and I'm staying closely attuned to the 

research on this service.  

For now, the most patient-friendly strategy is to do Seal & Protect or something 

similar to those class 5 margins before we end up in a crisis.  

Hygiene Profitability   

With that, what does that mean for hygiene profitability? If we treat four teeth a 

day on average, again, it's an increase of more than $37,000 per year. That's an 

exciting impact.  

It really is an exciting impact, to be able to see that level of impact on productivity 

and profitability by providing patients 

with a service that directly benefits them.  

Again, production is not the goal. It's the 

result of doing the right thing for the 

patient.  

I love to see Seal & Protect and 

desensitizing agents happening in the practice.  
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Oral Cancer Advanced Screenings   

That content was relatively short, so I want to combine in this session another 

topic of oral cancer and oral cancer advanced screenings. We have two things that 

we'll talk about here before we're done today. Oral cancer is often called the 

forgotten disease.  

One person dies every hour from this disease in America. It's really quite sad 

because what we've seen by science is, if it's detected early enough, 90% of all oral 

cancer is curable. The challenge here is we're not catching it early enough.  

Sadly, for half of the people diagnosed with oral cancer, they'll be dead within five 

years of diagnosis. The mortality rate is really high when it comes to oral cancer. 

Which tells me that, as a profession, we need to 

step it up on detection.  

It used to be taught that traditional, high-risk 

adults would be screened: tobacco users, alcohol 

users. Those were the ones that we would typically 

screen and be concerned about the impact of oral 

cancer.  

Now it's actually recommended even young 

teenagers, especially all adults 18 years and over, 

have annual screenings. I think the biggest impact 

here is on HPV and all the strains of HPV that can cause oral cancer and be 

implicated in that.  

We're seeing quite young individuals. I read a report just a few weeks ago about a 

23-year-old that passed away from oral cancer. That just wasn't heard of in years 

gone by.  

I've read reports as well that the medical community is very concerned about the 

rise in HPV and the impact that's having on oral health. Now we've got to be more 

attuned and paying closer attention with all patients, not just older tobacco users 

and alcohol users.  

We've got to be more 

attuned and paying 

closer attention with all 

patients, not just older 

tobacco users and 

alcohol users. 
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If you've ever had the chance to hear Eva Grayzel speak, I would strongly 

recommend you hear her share her story. She's an oral cancer survivor, and we've 

shared the stage multiple times. We've become good friends. Her story is powerful.  

She had a sore on the side of her tongue that went undiagnosed for more than 

three years. She saw three dentists, an ear nose and throat specialist, an oral 

surgeon, and a periodontist, all of whom missed the diagnosis.  

I think her story is unique because the first doctor did the right thing and did a 

biopsy. The biopsy results were misread.  

From that point forward, it created this snowball effect of nobody really 

questioning the result of that biopsy until finally 

her cancer was diagnosed after a visit to the ER.  

Her story is powerful. She's developed a six-step 

screening process for those that don't have 

advanced screening technology. She says we can 

work together to have an impact and protect the 

lives of our patients.  

Again, her personal story, she shares it hoping to 

inspire us, dental professionals, to be more 

advanced with the screening that they're doing. That's why she shares her story, 

and it's powerful. It had an impact on me, and it has an impact every time I hear 

her share her story.  

Different Options   

Now, with the technology and the advancements of technology, we actually have 

several different options, several ways to detect cancerous lesions before they 

reach the surface. I think it's important for us to recognize. We've got VELscope, 

Identafi 3000, OralID. Those are just a few of the tools that we have.  

Keep in mind that this type of screening technology had dramatic impacts on 

cervical cancer detection rates. If we are just doing a visual exam it's certainly 

better than nothing, but we have technology now that can help.  

A visual exam is 

certainly better than 

nothing, but we have 

technology now that can 

help. 
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I love to see us embrace and utilize technology. Again, this session is not designed 

to teach you how to use these pieces of technology. Certainly, that's not our role.  

If you choose to purchase a VELscope or Identafi, I'm certain they provide really 

comprehensive training as to how you can identify which lesions maybe are 

suspicious.  

My job is just to help you see the value in offering some of these services on your 

menu.  

I recently met a fairly young female doctor in Florida after a lecture who came to 

me and said, "Wendy, I have to tell you, VELscope saved my life."  

She had purchased the technology and was doing a training with her team, and 

she happened to jump into the chair to be the patient for the training. They 

actually identified a lesion on her hard palate that was identified to be oral cancer.  

At the time, she was younger than 30 years old and would not have found it 

another way. “Most likely,” she said, “VELscope saved my life.” 

Elevating Acceptance   

We hear stories like this all the time about the value of the pieces of these 

technologies. If you have it, I want to walk you through just a few steps to elevate 

acceptance for this service.  

If you don't yet have this piece of technology, it may be something you want to put 

on your list of considerations. I do see the value, and we're hearing stories like the 

young doctor in Florida, where by having this technology and utilizing it, we're 

actually having an impact and able to diagnose problematic areas before they 

reach the surface.  

To gain higher acceptance for oral cancer screening, one of the things we found is 

some offices have actually reduced the fee and they'll offer it twice a year, instead 

of offering it once a year for a higher price point.  
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Say your fee is $65 for this service. What if you charged $29 or $35 twice a year, 

rather than $65 once a year? Then you just did it as a matter of routine with every 

exam. That's something that we are seeing really help.  

When you begin the discussion with the patient, lead with "new research shows." 

Just like we did with the fluoride. "New research shows that even young people 

are getting oral cancer more frequently."  

HPV risks are real. We know there's 111 

strains and I believe 11 of those strains 

are shown now to implicate and cause 

oral cancer.  

There's even advanced screening tests 

that you can do. Oral DNA actually has a 

screening test where you can do an HPV 

salivary test to see if they have HPV. 

That's another discussion for another 

time, but the risks with this are real. We're seeing it drive the incidence of oral 

cancer.  

When you have that conversation with patients, it's about new research shows the 

higher rates of incidence, HPV and the risks that are real there.  

Also, we like to share with them that 90% of all oral cancer is curable if caught 

early enough. Also, that the Cancer Society recommends all adults 18 years and 

older get screened at least once a year, a minimum of once a year.  

I'm kind of on the edge of my seat. There was a lawsuit not too long ago between a 

patient whose dental insurance declined the service, they didn't pay for this 

service. The patient paid out of pocket, and oral cancer was found. He sued the 

dental insurance company and won.  

At this point, I'm waiting to see if that has an impact on dental insurance 

companies' willingness to cover this service. I haven't seen much translate in that 

regard yet, but I'm watching it carefully.  
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Again, we have screening technologies now similar to what's used for cervical 

cancer screening, that has helped to dramatically minimize the death rates of that 

cancer.  

These are the things that patients need to know:  

• New research shows… 

• HPV risks 

• 90% of all oral cancer is curable if caught early enough 

• The American Cancer Society recommends all adults 18 years and older get 

screened 

If you are offering cancer screening in your practice, this is a great opportunity for 

you to discuss how you're doing it, maybe evaluate what your fee is, what your 

price point is.  

Team Download  

For this next segment, we're going to have you do a download where you discuss 

the desensitizing agents, Brush & Bond and Seal & Protect, as well as the oral 

cancer screening.  

Set some goals for both of those segments, and have a discussion about what your 

standard of care is and what you'd like to see happen with both of these services 

on your menu. 
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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 


	Module #4: Desensitizing Agents
	Sensitive Teeth
	Range of Solutions
	How It Works
	Opportunities
	Hygiene Profitability
	Oral Cancer Advanced Screenings
	Different Options
	Elevating Acceptance
	Team Download

	About The Team Training Institute

