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How to Profit from managed care 
even if you don’t take any plans

Kenneth N. Johnson, ABOM

Financial disclosure
• I, Kenneth Johnson, have no financial incentives from 

any products or companies that are mentioned in 
this presentation. 

COURSE OBJECTIVES
At the conclusion of this course, the attendee should have an 
understanding of the basics of managed care as it pertains to eyewear, 
how to position the pricing of frames in order to profit more, how to 
package lenses and coatings, and tips for selling premium products and 
how to profit even if you do not participate in their insurance.
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Poll Question 1
• How many Vision Plans do you take?
• A None
• B 1-3
• C Over 4

Common complaint from ECPs

• We don’t make any money on managed care.
• Why?

Common complaint
• We can’t get on a panel of xyz insurance
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Typical plan

Typical Plan
• Frames

– $ 0 copy, $150 allowance, 
20% off balance over 
$150.

– Reimbursement Up to $49

Let’s start with Frames

• How much do you mark up your frames?
• 2.5x?  3.0x?  Less, more?
• Why????
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Frames
• Let’s say the plan allows for a wholesale frame 

price of $50 and a retail of $150. Frame retails 
for $160.

Frames
Frame Retail Price    $160
Frame Allowance         150
Balance                           10
Less 20%                           2
Balance for Patient          8

Frames
• Frame Reimbursement    $50
• Minus Cost of Frame - $50
• Frame Dispensing Fee +$20
• Patient Responsibility +$ 8

• Total profit on $160 frame      $28 
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Changing traditional markups
Frame Retail Price     $200
Frame Allowance       $150
Balance                      $   50
Less 20%                    $  10
Balance for Patient     $  40

Changing traditional markups
• Frame Reimbursement    $50
• Minus Cost of Frame - $50
• Frame Dispensing Fee +$20
• Patient Responsibility +$40

• Total profit on $200 frame      $60 

How else can you increase profits?
Buy your frames smarter

Buy frames that you get a big discount 
on.
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How else can you increase profits?
Buy your frames smarter

Negotiate with your sales rep.

How else can you increase profits?
Buy your frames smarter

Search different buying groups for 
discounts.

Poll Question 2
Do you belong to a buying group?
A Yes 
B No

16

17

18



9/3/2024

7

What About Charge-Backs?

• Think of charge-backs as your lab bill.

Lenses
• Very little profit on standard lenses
• To make money, you must sell 

premium products.
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Premium Products Include:
• Poly/High Index
• Higher Quality Progressives
• Transitions
• A/R
• Edge Polish

Comparing Std vs Premium PALS
• Standard Lens Charge $85
• Charge-Back -$50
• Dispensing Fee +$23
• Total Profit $58

Comparing Std vs Premium PALS
• Premium Progressive $500
• 80% is $400
• Less Allowance -$120
• Subtotal $280
• Plus co-pay                          $85
• Dispensing Fee (from Ins) $23
• Charge-Back (billed ins) -$150
• Total Profit $238
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Comparing Standard vs Premium 
Progressives

• Premium Lens Profit $238
• Poly Add +$30
• Transitions +$30
• Crizal Avance w/ UV                     +$59
• Edge Polish +$12
• Dispensing Fee +$23
• Sub total $392
• Less charge backs                            -$85
• Total Profit                $307

Making even more profits

• Offering High Index instead of Poly
• Typically you get 80% of your retail fee.

Poly –vs- High Index

• Reg Poly Retail ($100)
• Patient Co-pay $30
• Charge Back $16
• Profit $14
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Poly –vs- High Index
• 1.67 Retail ($200)
• Patient Co-pay $160
• Charge Back $56
• Profit $114

Tips for Offering Premium Products
• Have Samples
• Believe In Your Product
• Get Excited!

Other ways to increase profits
• 2nd pair sales

– Office Lenses (task specific)
– Sunglasses
– Readers
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Labs can help
• Typically (according to their plan) they may be 

eligible for a 30% discount same day.
• 20% any other time during the year.

In house finishing
• You can increase  your profit 

margin if you have your own 
in-office finishing lab.

Poll Question 3
• Do you do in-house edging?
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Tips What Not To Say or Do
• Don’t say negative things about their 

plan.
• Don’t assume they only want what 

their plan pays 100% for.

Tips On What To Say or Do
• Explain the differences between basic 

lenses/products and premium 
products.

• Educate and demonstrate

If you do not participate in a plan, 
then what?
• What don’t you say?
• What do you say?
• Nobody wants to lose out.
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Non Participating Plans
• Open Access Provider
• Out of Network Plans
• Strictly discounts

Non Participating Plans
• Open Access Provider

– Anagram (Formally Patch) 
• Able to look up most patients benefits
• May be able to use OON benefits 

– Pay patient direct
– Accept payment

• Anagram prosper
– Rewards Program
– Money back right to their device

Poll question 4
• Does anyone here use Anagram?
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Open Access vs Entry Access

Open Access vs Entry Access

Open Access vs Entry Access
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www.anagram.carewww.anagram.care

Anagram Advantage
• Log in to one website
• Search many different plans

Anagram 
Adding 
New 
Member
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Anagram Adding New Member

hH
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Poll Question 5
• Do you need a 5 minute break?

Anagram 
Demo 
Youtube

Out of Network Non Anagram
• Print
• Submit
• Match Discounts
• You may offer flat percentage for all 

– For instance, 30% VSP, EyeMed, United Healthcare
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Matching Discount Only Plans
• https://member.eyemedvisioncare.co

m/member/en/discount-plans
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Employee “Benefit”

61

62

63



9/3/2024

22

Recap CVS employee
• Patient that works for CVS
• You can say 35% off frames $175 - $61=$114 for 

the frame. 
• Single vision lenses:  $50 for SV + $12 for scratch 

+ $40 for poly ($150 a/r less 20%=$120)  $222
• Frame $114 + $222 = $336
• Frame cost (3.5x markup) $50, Stock lenses 

around $40.  $336-$90=$246 profit.  
• If lab ground etc. cost is around $185

$336-$185=$151

Poll Question 6
• Looks like we are having a great time, 

do you want to do another 3 hours 
today?

Sign
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Choose

Fax

Should we leave our current networks?
• Time
• Is it worth it?

Poll Question 7
• Have you ever left an insurance company?
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Questions/ Discussion

Conclusion
• Most patients do not want to “lose” their benefits.
• Whether they use their in network, out of network 

benefits it is up to us as Eye Care Professionals to 
offer and fits their needs.

• This will help your bottom line and help your patients 
see their best.

Thank You!!! Enjoy the rest of Expo!!!
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Thank You!!!
• See you all next year!!!
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