Vision Expo West 2025 Optimizing Your Practice Through
Managed Vision Care

On behalf of Vision Expo, we sincerely thank
you for being with us this year.

Vision Expo Has Gone Green!

We have eliminated all paper session evaluation forms. Please be sure to
complete your electronic session evaluations online when you login to
request your CE Letter for each course you attended! Your feedback is
important to us as our Education Planning Committee considers content and
speakers for future meetings to provide you with the best education possible.
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Vision Expo West 2025 Optimizing Your Practice Through
Managed Vision Care

Objectives 1. Understand the fundamentals
of Managed Vision Care

2. Review benefits of premium
lens products for your patients
and practice

3. Recognize the revenue impact
of incorporating MVC into your
practice
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Fundamentals of Managed Vision Care

Managed Vision Care

Of course, | know your
vision benefits, even though
you don't have your card o
the faintest idea about the

name of your plan.
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Vision Expo West 2025

Managed Vision Care

The Visin Council- Consumer inSights 04 2023

Two thirds of adults, 170
million people, in the US
reported some form of
managed vision care coverage
in 2023.

@ 66% have managed vision care
@ 30% have no coverage
4% do not know MVC status

Optimizing Your Practice Through
Managed Vision Care

Managed Vision Care

56% Gen Z
L 1997 - 2012

The Visin Council-Consumer inSights 04 2023

68% Millennials
. 1981 - 1996

71% Gen X
1965 - 1980

@ 66% Baby Boomers
1946 - 1964

@ 59%Silent Generation
1928 - 1945

Managed Vision Care

Value of Vision Insurance

Almost 75% of patients choose
their optometrist based on
insurance network providers

Vision insurance is instrumental in
ensuring regular eye exams

The Vison Counci- Consumer insights 022022
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Managed Vision Care

‘Term ‘Definition

Member Patient

Provider Practice/Doctor

Premium Amount employe pays monthly — drafted from paycheck usually
Co-Pay Amount the insured pays for services or products

Charge Back  Fee deducted from co-pay to cover cost of lab bill for lenses

Service Fee Profit that ECP keeps — difference between copay & charge back

Formulary Menu of lenses/treatments available through vision plan
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‘Charge patients the Isted copay or BO% of your usual and customary fee (UAC), whichever s lower

Managed Vision Care

tDescription

patient Copay
s

Lens Enhancement Chart
« Co-pay

« Service Fee

«+ Lab Allocation = Charge Back
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Lens and option charge back schedule
Updated June 2023
Managed Vision Care [ b charge e e
-sv | _Mon-aspherc-, |
Hidnder153- 1598 aso0 | [WOIe1SI1B8 [ ng
High Index 160 54200 | [Highlndex 160 4200
High Index 1.67 36500 | [Wghindex1.67 +65.00
Wghindex170- 174+ | sso00 | |MORIndexi70-78 | g0
Charge Back Schedule Foearbonate <5 Si6o0 | | pavarbonate <15 sie%0
Polycarbonate 51600 | [ Polycarbonate s16.00
Lab Ch Giass 7000 | [Giss +70.00
« Lab Charge [Aspheric- sV | Aspheric- MF I |
Plastic (15 52600 | | Pastc (15) 526,00
. Collected to pay lab bill Wit index1 537 1598 0o | [MEIISIINE [ g
High Index 1.60 %4200 | [Highindex 160 [sa200
LT . High Index 167 56500 | [Highindex1.67 585,00
Tiers can have different lab charge bt a0 17 e i
Polycarbonate <19 1600 | [Polycarbonate <19 s1600
Polycarbonate 1600 | | Polycarbonate 516.00
it Single Vision |
SV Digita Lab GroupU 51900 | | Progressive-Lab Groups | $36.00
SV Digita Lab Group Y 2000 | [Progressive-Lab GroupD | $48.00
VDb Growe | 2000 | | ISeLbGom | isgg0
[BluTech indoor | [ProgressveiabGroup | _s76.00
Blu Tech 1.56 Indoor 2200 T
| [[Progressive-tab Groupa | s108.00 |
Contrast Enhancement ER )
Progressive Lab GroupL | _$120.00
Progressve Lo Group £ | $128.00
Progressive Lab GrowZ | 120,00
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Managed Vision Care

Monthly

Premium
Co-pay for
exam and

glasses

Exam &
dispensing
fees less
charge
back

Optimizing Your Practice Through
Managed Vision Care
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Benefits of Premium Lens Products

Lens Materials

Advantages:
+ Lighter weight materials available
+ Impeccable scratch resistance

+ Superior tensile strength

* Ideal for drill mount
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Digital SV

Advantages:

Provides enhanced peripheral views

Prescription precision up to 0.01 diopters

Compensated free form designs create visual
comfort

Boost SV designs relieve digital eye strain due to
over accommodation

Optimizing Your Practice Through
Managed Vision Care

16

Premium PALs

Advantages:

* Dual sided technology utilizes front & back to
maximize the field of view, minimized distortion &
reduced eye rotation

Binocular technologies create more comfortable
near & intermediate zones when the right & left
eye prescriptions are different

Position of wear measurements allows for
compensation of lenses based on frame fit
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Anti-reflective

Advantages:

Front & back UV protection with low reflective
properties

Sharper, more comfortable vision reducing
reflections

Improved durability creates ultimate clarity

Resists fingerprints, water, dirt, & smudges
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Light Adaptive

Advantages:
« 100% protection against UV rays

+ Indoor & outdoor blue light protection

+ Outstanding contrast & glare reduction

* Wide variety of performance features
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Reputation

Competing is about:

« Expertise
* Strengths & advantages
* Quality of product

* Level of service

«  Office reviews

20

Revenue Impact with Managed Vision Care
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MVC Revenue Impact

| m‘ Pays
Allocation | Doctor
ol Fatent | _Plan
Proc Code/ Billed CoPay | Pay | Provided

Sevice Date__Maodiers _Unis) Service Description Amount Materials | Materials

Tnsured 1D Pationt Name P Acot# Claim Pationt Pays.
Number Doctor

o2z varet 2 Progressive Lars, Per Lens
V2203 2 Lons - Bilocal
varss

Total Profit: $12.80 + $40.50 = $53.30

MVC Revenue Impact

Fays

Patient Name ¥ Fatient Pays Lab
Dogtor Alocation | _Doctor

Patient

Tol
Proc Cods/ Biled  (Compensaton|  CoPay P: ovided | Provider  Message
Service Date __Molfiers Amount Materals | Materals | Payment  Codeis)

Saozs  varet Progressive Lens, Per Lens Sa000 7900
Vo203 T Siocal 000 o
ve207 Lens o 2

v . T
= Mult Focal Plastic (1.53-1.58)
o o st 501 9 Pl

Vision Gare Servics T, |Sytremtwm i _— -l
Fram ek Sieaon ) | s
Roue Exar, Comproneras e o Voo = o
Reacin s S50 250 sa00 s00 Soon
e o P Tl s T oy | vam
Lo e o e 156 79, s e o = el
Fetataston, oyl it PO S ) e T T
P AT o 2 e os| sz
v tonaEs oo w00 w000 om0
Subtotal $1.096.00 ssos.35 s0.00 sasns0
CraRoE BAGKS a0
Total $1,096.00, $506.35 ($259.00) $458.80

otal Pro 458.80 0.6
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& Lab Material Selections
MVC Revenue Impact .

Total
Charges ar Payment

Charge Backs
st |
s200
5500
6200
$264.00

Member
Resp.

=)

o =)
e ] Y

S175.00 | s4500| so00

= = e = |

Lo 5401 5 ionic o 18010 179 s, exckoies o i = i | o
[Photo Puastic T swsoo sa00] 000 500 S0
AT T =l = | o e

Subtotal

CraroE BACKS = 2

Total Y (s26400) | (_ s107.59)

Total Profit: $352.40 + $107.56 = $459.96
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s488.04 so00| (s
e o0

MVC Revenue Impact

Collaborative Partnerships

Marketing programs

Lab loyalty reward programs

MVC additional reimbursements
Maximizing second pair opportunities
Provide data yearly on growth

I",

Utilize reports from MVC companies to
accelerate revenue

Optimizing Your Practice Through

Managed Vision Care
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