HOW TO MAXIMIZE

REVENUE AND PROFITS
WITH VISION CARE PLANS

OBJECTIVES

At the conclusion of this session the
participants should:

. Have the tools to better understand Vision
Care plans, reimbursements, and options

. Fully understand how to maximize lens and
lens enhancement revenue and profit

. Fully understand how to maximize frame
revenue and profit

VALERIE MANSO

HOW ARE OFFICES REIMBURSED?

VSP
Dispensing Fee — Reimbursement fr
VSP for frames and basic lens designs in
plastic

Service Fee - Fixed amount paid by
VSP for Fully Covered and Non Covered
options

Lab charges — typically paid directly by VSP
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FINANCIAL DISCLOSURE

|, Valerie Manso am President of Manso
Management Resources, Inc. A consulting company
specializing in business and people development in
the ophthalmic industry. | currently have ongoing
relationships with BluTech Lenses as VP Sales and
Education; and OD Excellence and PECAA as Director
of Staff Education

AGEND,

Basic vision insurance nomenclature
Types of doctor reimbursement
Types of coverage

VSP Signature vs Choice

Maximizing frame revenue and profit (EyeMed and
VSP)

HOW ARE OFFICES REIMBURSED?

VSP

* Patient Co-payment
If the group's VSP plan includes a copay, patients will need to pay
it to you their visit. Copays typically apply to VSP member ani
the dependents covered under the VSP plan.

* Out-of-pocket expenses
Examples of out of pocket expenses include:

* Scratch-resistant coating
* Anti-reflective coating
Ultraviolet (UV) protection
Progressive lenses
Blended bifocal lenses
Most tinted and photochromic lenses

+ Any frame valued at more than your plan's allowance
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HOW ARE OFFICES REIMBURSED?
HOW ARE OFFICES REIMBURSED

* EyeMed

* Products and services only

Discount Plan Description

Provider feaittance .
 Discount plans DELTA DENTAL DISCOUNT (8231093)

Member responsibility product

fees are key to making profit with * Percentage or $ discount
EyeMed schedule off retail prices

* V2025 - Deluxe frame ~ $55.20
V2100 - SV lenses $10.00
Syemed  Reason

V2784 - Polycarbonate  $40.00 Chacges. Coarges - hmoent” hepont biscewnt Toserance Resme  Pipmesc Remrecode
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Lab charges often paid by
EyeMed - but, not always

Sales Tax: 00

et Baymienc: 8.8

VSP DOCTOR ASSIGNED FEE REPORT B

2

B

g " o oo s e o
Allows the office to see which
VSP plans they are set up to
accept

Lists exam and refraction
dispensing fees for each plan

Lists all lens design and frame me— i “ﬂ“,z

o

dispensing fees ) -

Lists all private pay revenue R e
(U&C) for professional services . "
nd products (Update annually)

VSP - Patient Record Report VSP -COVERED OPTIONS

IMPORTANT: When Fully Covered, there is

» Coverage Levels o 2 NO restriction on which category of

Non Covered - Patient pays for options product a VSP member may be dispensed

according to the Signature or Choice lens
enhancement chart

* Progressives
* Anti Reflective
* Polycarbonate and Hi Index

Fully Covered — NO patient pay * Photochromic
Recommend Category N Progressives;
premium performance coatings and
premium performance lens materials




VSP -PATIENT RECORD REPORT

5P PATIENT RECORD REPORT
et maTecaTon
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EYEMED - MEMBER DETAILS REPORT

Eigiia?

Servicé Restrictiois

Rejatad Members
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Network
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Member Benefits

siatinaen)

EYEMED AND VSP

- Analyze Coverage Levels

Non-Covered

Fully Covered

WHY?

Revenue optimization
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VSP -PATIENT RECORD REPORT
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EYEMED - MEMBER DETAILS REPORT

Member Benefits
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VSP — EOP (Explanation of Payments)
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EyeMed Provider Remittance

Provider Remittance

VSP - HOW ARE OFFICES REIMBURSED?

* Service Fee
* PROFIT!!

Covered Dispensipg Copay Eyemed  Other e Eyemed  Reason.
Amount Amount Discount Lnsurance : Paymene Remck Code
] .00

Charges . )
i et e : -3 0 ar i Service Fee amounts are
73.84 oo .86 E; - i big . .
-0 : - : established by VSP and published
.00 - .

188 ¢ : in the Lens Enhancements Charts
.96

Lab Charges

sales Tax:

Het Payment:

EYEMED AND VSP
VSP - LENS ENHANCEMENT CHARTS BASIC COVERAGE = LOWEST REVENUE

Other than the negotiated Dispensing
* Key document available in Eyefinity Fee, an office does not make a profit
on ANY basic plastic lenses

* Enables the optician to identify patient pay, REMINDER: VSP Choice plan dispensing
amount of charge back, amount of profit on fees are lower than Signature plan
each VSP option y dispensing fees!

Recommend deluxe products for

* One chart for Signature plan, a second for EyeMed patients

Choice plan

Recommend lens enhancements
(options) for all Vision plan patients

HOW DO YOU GENERATE INCREASED REVENUE
WITH EYEMED, VSP AND ALL OTHER VISION PLANS? VSP - MATERIAL SERVICE FEES

* Premium lens materials and other Spherical Lens Styles
enhancements (options) o e CrtonDssctpen |
Rophorts Plsic 150 =

* Anenhancement is any lens “add on” beyond 3 . e
the base plastic lens 4 5

Fighinex Plasic 170 & Above
Folycarbonats

* Materials

Vighvindex Gisss 160-160 (Clean)

* Mid-Index igital Aspheric Lens Styles

Optin Dmerpron
* Hi-Index 4 = Dightal Aspheric Lenses ~ Plastic -
- . Digtal Aspheric Lonses - Highindes Plasic 159-160Trvex
* Trivex - ~ 6+ | Dighal Aspherc Lonses - Highindex Plastic 168167
50 [ Oigtal Asphere Lonses — Figh ndex Fazic 170 & Above B
* Polycarbonate Digia Aephers Lonsss —Paycarborets

* Photochromic lenses; BluTech lenses; Polarized
\ ) .
N Up to $34.00 on covered Spherical and Aspheric lenses; up

* Anti-reflective treatments and other

enhancements n to $39.00 on covered Digital Aspheric lenses
« Upsell frames (VSP — WFA; EyeMed — Deluxe)




VSP - ANTI REFLECTIVE AND OTHER TREATMENTS

Single Vision Mukifocal

opien escrpton Gemea ] e res | Chagmac | sovis ron
Anti-reflective Coating A S 07 2 si6

Anti-reflective Coating B s 351 534

Antireflective Coating C 20 61 Ll

Anti-reflective Coating D 23 575 2

Option Description Service Fee | PatemFee | Charge Back

High-uster Edga Polish s

Edge Coating a2

Faosted Lenses (ncludes Polishing)

UV Protection

UV Protection - Backside
(Lab Uss Only)
(Lab Use Only)
(Lab Use Only)

EYEMED -PROGRESSIVE LENS FEES

Standar Pegressive Lens
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VSP - CATEGORY ‘N’ PROGRESSIVE OFFICE REVENUE

Bifocal Dispensing Fee
Cat N Service Fee
High Index 1.60

Cat D Anti Reflective
Position of wear

Total Profit

*Varies by region

1/28/2019

P -PROGR PRO A

o
vs)
)
>
O
@

O )

CI— e
|| Pogeen=Fic 3 s > 0
= — : :
[ rogressive N _ High-indes Plast 150 >} 50
B = :
sl : =
e : :
e ==
[oocas s i
= B e
= o e
2 T
ot e e
S R

26

EYEMED — LENS OPTIONS FEES

Lans Options {ia Addltion 10 Standard Lensas]
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VSP - LENS ENHANCEMENT CONVERSION

Progressives
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VSP - LENS ENHANCEMENT CONVERSION VSP - LENS ENHANCEMENT CONVERSION

Anti-Reflective ] Materials

> C sewue [ ok

$7.00 A== p $13.00 CR 39 mmmmmmm) Digital Aspheric $45.00 CR39 mmssmm) Digital Aspheric
Szl B D e e
4 .67 High Index I 4 .67 High Index
$3.00 C=D $5.00 _g =
1.67 msssp 1.74 High Index $20.00 1.67 =) 1.74 High Index

ALL VISION CARE PLANS
ENHANCING FRAME REVENUE

OTHER LENS TIPS
* Change your markup philosophy to embrace a “Minimum
* Carefully determine the appropriate PAL designs to be List Price” (MLP) instead of traditional 3 times or 2.5 times
offered — conserve staff resources (time=money) markup
* 2-3 specific designs
* Example MLP = $179 (Use ‘9’ instead of rounding up)
* Bundle premium materials, AR and UV treatment for

. * EyeMed — allows 80% of balance over retail allowance
ease of presentation

+ Bundle priced in your PM system

* Join lab reward programs .
prog * VSP minimum “Wholesale Frame Allowance” (WFA) for
+ Discounts based on volume Signature and Choice plans is $50. Purchase the majority of
your frames with a wholesale list price of $51 and above

VSP - ENHANCING FRAME REVENUE VSP - ENHANCING FRAME REVENUE

Example with frame you stock that has a Example with frame you stock that has a
published WFA of $50 (Your retail = $150) 3X y published WFA of $51 (Your retail = $189 — MLP

Patient has a retail frame allowance of $120 [Minimum List Price])

; - Pati il fi
Patient selects $170 frame with a WFA of $50 1 - atient hasTa retall e ol e
* Patient selects $189 frame with a WFA of $51 — now you use

Regardless of the retail price the patient pays nothing! the retail formula

VSP pays you $50 « Retail price (-) the retail allowance (-) 20% = patient payment
Your cost after discount $42.50 / profit $7.50 $189 - $120 = $69 — 20! 55.20 paid by patient
Dispensing fee $39 (varies by region) VSP pays you $50 and Dispensing fee $39 (varies by region)
Net revenue $45.50 Your cost after discount $43.35

Net revenue $50+$39+$55.20 = $144.20 - $43.35 = $100.85
($55.35 more than prior example)
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ENHANCING FRAME REVENUE

OTHER PROFIT BUILDING IDEAS TO CONSIDER AND
Buy close outs and overstocks (High Margin) USE
* Markup based on the original Frame Facts WFA or 3+ times

« Steer vision care plan patients to these higher margin products - - Participate in Lab Reward programs

Do not use the same markup philosophy for all frame J Take advantage of lab discounts (volume and
lines ; ) specific products
+ Determine ‘Fair Market Value' — canvas your competition

Participate in Brand Reward programs

Use Minimum List Price philosophy versus traditional : N Premier program
markup
Eye Health Management program

Keep in mind — vision plans do not dictate your retail price Frame discount programs

OTHER PROFIT BUILDING IDEAS TO CONSIDER AN OTHER PROFIT BUILDING IDEAS TO CONSIDER AND USE
USE

« Develop specialties and services not covered by Vision
+ Sell extended eyewear warranty
Insurance
* Broken eyewear not covered by many vision plans
Dry Eye Center

rge shipping and handling fees for products that are \ Orthokeratology
mailed to the patient (even when replaced under

Retinal photo screening
warranty)

Low Vision
* Recommend multiple pairs r Vision Therapy
 Consider discount on second and other multiple pairs Medical eye care
* Consider spiff to opticians Nutraceuticals
Macular Pigment Optical Density (MPOD) testing

* Take advantage of the VSP In Office Finishing program —
reduces your COG

HOW TO MAXIMIZE REVENUE
AND PROFITS WITH VISION
CARE PLANS

THANK YOU FOR ATTENDING ©

VALERIE MANSO — PRESIDENT, MANSO MANAGEMENT RESOURCES, INC.




