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In this course we will cover:
• Financial Impact of Incorrect Coding and Billing

• 3 Common Mistakes
• 3 Opportunities

Financial Impact of Incorrect Coding

Christopher Wolfe, OD, FAAO, Dipl. ABO



Financial Impact of Incorrect Coding

ODs Make Three Costly Errors 

1. We under CODE
2. We under CHARGE
3. We under MANAGE

1. We lump disease services under a ”routine” visit

Error #1: Undercode
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Error #2: Under Charge
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What does insurance data show?

Error #2: Under Charge
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What does superbill data show?



Error #2: Under Charge
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What does superbill data show?
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Poll #1
According to 2018 MBA Metrics, what was 
the % of average revenue generated by 
independent ODs for managing medical 
conditions?

Error #3: Under Manage
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What does MBA Metrics and Prevalence data show?

Error #3: Under Manage
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Average MBA Revenue Sources

Glasses and CL Sales 
account for 54% of 
revenue for the average 
OD practice!

Glasses, CL Sales and 
Routine Eye Exams 
account for 82% of 
revenue for the average 
OD practice!



Error #3: We Under Manage 
- Prevalence Data
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Eye Care Visits By Type Median

MBA

Average

MBA

Prevalence 
data

Dry Eye/MGD
17 27 ~ 703

Infection
9 17 ~ 50

Allergy
8 14 ~ 180

Glaucoma
16 31 ~ 21

Cataract Co-mgmt
14 18 ?

Refractive Sx Co-mgmt
1 3 ?

FB rmvl
2 4 ?

Total
67 114 954

Error #3: We Under Manage 
- Medicare Billing Data
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2016 2019

92083 27.2% 29.5%

92133 24.2% 27.3%

92134 20.1% 24.4%

92250 29.6% 32.0%

Any Billing 61.2% 62.7%

15

Poll #2
In 2017, what % of ODs wrote less than 5 
prescriptions for glaucoma medications?

Error #3: We Under Manage 
- Prescribing Data
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~10,000 ODs in the US never 
wrote a glaucoma Rx in 2017!
~ 6.7% of ODs write 50% of 
glaucoma Rxs 
37% of ODs write < 5 
glaucoma Rx/yr
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Poll #3
If you were making $65 per routine 
examination in 2008, what would you need 
to make for each exam today (2021) to 
counteract inflation?

What is the Impact of Stagnant Routine Reimbursments?

Christopher Wolfe, OD, FAAO, Dipl. ABO
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What is the Impact of Stagnant Routine Reimbursements?

Stagnant Routine Reimbursements?



Stagnant Routine Reimbursements?
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What is the Impact of Medical Management?

Christopher Wolfe, OD, FAAO, Dipl. ABO

Impact of Managing Glaucoma
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●If you spent 30 minutes per 
encounter, you would 
generate ~$455 to $521/ hour

Impact of Managing Glaucoma
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●If you spent 15 minutes per 
encounter, you would generate 
~$911 to $1,043/ hour



Opportunities to Tap Into Your Value

Christopher Wolfe, OD, FAAO, Dipl. ABO

Opportunities to Tap Into Your Value

ODs Have Significant Opportunities 

1. Increasing need for medical eye care
2. ODs are increasing at a greater rate than OMDs
3. ODs have multiple revenue streams
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Common Objections from ODs

• “It is not worth my time to manage disease.”
• “I make more selling glasses/contacts to 

patients than caring for medical problems.”
• “I don’t want to be taken away from time I 

could spend taking care of patients who 
need glasses.”

• “I don’t see very many eye diseases in my 
patient population”
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Opportunity #1: Need for Medical Eyecare is Growing
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Opportunity #2: ODs are more available than OMDs

Opportunity #3: We can 
provide services that are 
covered by MVCP’s, Medical 
Plans and Patients!
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Loss Leader
• Annual 

"Routine" 
Exam

Profit Center
• Glasses
• Contact Lenses

Net Loss
• Referral to 

OMD
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Loss Leader
• Annual 

"Routine" 
Exam
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• Contact Lenses
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OMD

Opportunity #3: We can 
provide services that are 
covered by MVCP’s, Medical 
Plans and Patients!
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Loss Leader
• Annual 

"Routine" 
Exam

Profit Center
• Manage Eye 

Disease 
Disease

Neutral
• Glasses
• Contacts

Opportunity #3: We can 
provide services that are 
covered by MVCP’s, Medical 
Plans and Patients!



Opportunity #3: Diversity
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Annual 
Routine 

Exam

Dry Eye

Glasses

Contacts

Myopia 
Management

Allergy

AMD

Glaucoma

Surgical 
Comanagement

• MVC Services
• Medical Services
• Cash Services

EyeCode Podcast
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