
Whitening as Part of Comprehensive Care
Another way to benefit from the market for whitening in your practice is to offer a professional whitening kit 

as part of a more complex restorative treatment plan. Whitening is often a prelude to crowns or cosmetic 

procedures, because it allows for the restorative dentistry to shade match more accurately with the rest of the 

teeth that have already been whitened. Whitening after such procedures often does not provide the same results. 

When presenting whitening as part of a comprehensive restorative treatment plan, take into consideration the 

following example: if a patient has already accepted a restorative treatment plan with a fee of $2,000, adding 

whitening as a part of that plan adds less than 3% more to the fee. Through the proper case presentation skills 

and by building value for whitening, that 3% does not typically present an impediment to acceptance for any 

patient who has already agreed to comprehensive dental care. Based on the examples given above, the additional 

3% over the course of 50–100 treatment plans can significantly affect the practice’s bottom line.

Summary
In a competitive dental market with increasingly better-educated patients, dental practices must look toward 

offering new and more varied services in order to meet all the oral health and esthetic needs of the patient. 

Offering professional whitening systems such as Crest Whitestrips® Supreme presents a significant opportunity 

to meet the desires of an increasing number of dental patients to have a whiter, brighter and healthier smile at 

a viable price point.  As the demand for whitening and other cosmetic and elective dentistry services increases, 

a successful dental practice must be prepared to meet this demand in order to maintain current patient flow and 

bring new patients into the practice through patient referrals. Doing so will provide practices with a consistent 

revenue stream, low overhead, little to no doctor time and a high profit margin. Research indicates that whitening 

is often the first esthetic treatment patients accept, opening the door to more comprehensive oral care. This fact 

can significantly affect the bottom line of any dental practice.
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How the Practice Can Benefit From Offering Whitening to Patients
 by Roger P. Levin, DDS, MBA, Founder and CEO of Levin Group, Inc.

In recent years, an increased media focus on beauty and self-

improvement has created a higher demand for cosmetic dentistry. 

Driven by a barrage of teeth whitening advertisements on television, 

in newspapers and magazines, the public’s desire for whiter, 

healthier looking smiles is at an all time high. A forthcoming 

AACD research study indicates that whitening is the most requested 

cosmetic dental service by patients, which may explain why 32% of dentists have noted dramatic 

increases in the demand for dental esthetic services. Since most patients turn to their dental care 

provider for advice on which whitening procedure to use, this trend presents a tremendous 

opportunity for dental practices to expand their service mix and increase production and profitability. 

Consumer confidence and spending has declined, which Levin Group findings have shown directly 

correlates to a 3–5% drop in dental practice production. Faced with the perception of limited 

available discretionary income, dental patients have proved reluctant to pay for elective or even 

need-based dentistry—pledging instead to have these procedures done when they perceive their 

economic situation is improved. This has not yet happened. After postponing dental care, these 

patients typically do not accept the recommended treatment at all and the potential revenue 

associated with it is lost.

A viable solution is to present patients with low-cost, quality elective services that they will value and 

accept in order to compensate for losses in practice revenue.

Tooth Whitening and Practice Revenue
An appropriate product to introduce in the category of low-cost, quality elective services that patients value 

would be a professional whitening kit such as Crest Whitestrips® Supreme, a superior professionally dispensed 

version of the popular over-the-counter whitening system. Compared to its retail counterpart, Crest Whitestrips® 

Supreme offers significant whitening and a better value to patients. For example, three retail kits would be 

required to obtain the same level of whitening as achieved with one Crest Whitestrips® Supreme kit from your 

practice.  This “do-it-yourself” professional whitening system presents a low-overhead, high-profit solution for 

dental practices with a positive impact on their bottom line.  According to Levin Group data, patients who accept 

whitening treatment are more likely to accept further restorative and elective treatment plans. Whitening regularly 

opens the door to acceptance for more complex, higher-revenue cosmetic and restorative procedures.



Whitening is a relatively simple service to sell within a dental practice. As compared to other services, it is easily 

recognized, understood, and highly desired by patients. Whitening is also one of the most effective, moderately 

priced cosmetic services a patient can choose. While whitening is the most requested service from patients, few 

actually receive it.

Dental practices must make the effort to educate all patients on the benefits of professional whitening through 

products such as Crest Whitestrips® Supreme. Part of the low acceptance rate for whitening comes from patient 

concerns about potential discomfort, cost and how long the results will last. It is very important that dental 

practices address these issues with patients and consistently promote whitening in the practice because often, 

patients will not ask about whitening without motivation to do so. In addition, patients must be educated and 

motivated about how this professional whitening service is an effective and affordable treatment choice. 

Uneducated patients are not motivated to value the benefits that a product provides and may not accept treatment.

Benefits to the Practice from Dispensing Crest Whitestrips® Supreme
Dispensing professional whitening kits is equally beneficial to the patient and the practice. No investment in 

expensive lighting equipment or overhead for dentist’s time chair side is required for patients to use this whitening 

system.  As opposed to other forms of professional whitening, little time is required from the dental assistant or 

hygienist as there are no impressions or tray preparations needed.  These factors combine to make professional 

whitening kits a viable source for a sustainable, continual revenue stream to the practice without adding significant 

overhead to the bottom line. 

Almost half of all dental practices in the United States have seen the benefits of dispensing Crest Whitestrips® 

Supreme, making it the most widely accepted whitening system in dental practices in the United States. Because 

of the Crest brand name and the fact that many people have used the retail version of Whitestrips, a significant 

number of consumers (approximately 95%) are aware of Crest Whitestrips®. This often results in high case 

acceptance rates because patients trust the brand name of the product being presented, combined with the fact 

that they trust that their dentist has their best oral health care concerns at heart.

High rates of case acceptance for kits of Crest Whitestrips® Supreme also exist because of the cost.  At an affordable 

price, patients receive an effective, easy way to whiten their teeth for a fraction of the price of traditional tray 

whitening or in-office procedures. Interestingly, Crest Whitestrips® Supreme whitens significantly better than 

many tray whitening systems. Research data from Procter & Gamble indicates that Crest Whitestrips® Supreme 

accomplishes this level of whitening with tolerability similar or better than tray whitening. As compared to tray 

whitening costs that range from $200 to $600, Crest Whitestrips® Supreme offers the dramatic cost advantage 

of being up to 90% less expensive for the patients.  This price point allows patients to easily afford the whitening 

services they already value and want, increasing acceptance.

Whitening and Practice Profitability
Professional at-home tooth whitening kits afford patients valued esthetic services at a low price point. Dental 

practices can provide these types of services with relatively low overhead considerations, resulting in high 

acceptance rates and substantial profitability.  As an example, profit on Crest Whitestrips® Supreme is high because 

the product cost for practices is as low as $31.  The price for patients to buy the whitening kit is typically  



$55—a profit margin of $24 on every kit sold in the practice. The entire $24 per kit is counted as profit because 

Crest Whitestrips® Supreme requires no doctor time.  The patient can use the product at home after minimal 

instruction from the doctor, practice hygienist or hygiene assistant. 

The chart below shows the average profitability and revenue potential that Crest Whitestrips® Supreme can have 

in the practice.  The chart is based on the following assumptions:

Based on these numbers, a practice that dispenses 32 whitening kits each month will generate revenues of $21,120 

per year (32 kits x $55 patient fee x 12 months). The result is an overall profit of $9,216 (revenue minus 

overhead) annually for the practice.

Incorporating whitening, and more specifically, Crest Whitestrips® Supreme into the service mix is an excellent 

growth strategy for practices that have experienced a plateau or even a slight drop in production over the last 

18–24 months. Professional tooth whitening kits are also an effective strategy for successful practices interested 

in shifting service mix toward elective cosmetic dental care.  The incorporation of Crest Whitestrips® Supreme 

into a dental practice can increase total revenue by as much as 12% and profit by up to 19%, according to Levin 

Group experience.  This clearly indicates that whitening is often the first step for the patient to accept more 

comprehensive dental care. 

In order to fully understand these numbers, consider the scenario presented in the chart below: 

•  32 kits of Crest Whitestrips® Supreme dispensed per month 

(approx. 2 kits x 4 days workweek x 4 weeks a month)

• An average cost to the practice of $31 per kit.

• A recommended cost to the patient of $55 per kit.

• An average net profit of $24 per kit.

Figure 1.1: Practice Profitability from Crest Whitestrips® Supreme

Total revenue per year is $21,120

Figure 1.2: Increased Overall Practice Production From Whitening

For a practice that averages $400,000 a year in production, 

an increase of 12% in revenue from introducing professional 

whitening kits translates into increased production reaching 

$448,000 a year—a $48,000 increase. Due to the low overhead 

involved with adding Crest Whitestrips® to the service mix, 

practices can count on more than 50% of that $48,000 as 

additional profit.
Total production per year is $448,000


