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Introduction




Blue Cross Blue Shield Overview

§ The early days of Blue Cross and Blue Shield Plans mark the birth of prepaid health care

*Source: Consumer Reports




Nationally Respected Brands

The Blue Cross Blue Shield brands are the
strongest consumer brands in the business
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Our Mission and Vision

§ To ensure access to affordable, quality healthcare enabling
individuals to live longer, healthier lives.

§ To be the leading consumer-focused health insurer in the
communities we serve, addressing the healthcare needs of
individuals while maintaining our financial strength.
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Highmark Vision Holding Company (HVHC)

§ Pennsylvania Blue Shield (PBS - now Highmark) offered vision services to
subscribers as the Eye Examination and Refraction Program (EERP) is introduced.

§ Highmark formed HVHC as the holding company for the vision benefit and services
companies.

§ Highmark acquired Davis Vision.

§ HVHC acquired Viva International Group, an international frame distributor with

branded product lines including Guess, Tommy Hilfiger, Gant, Candies, Bongo, Harley
Davidson, Catherine Deneuve, etc.

§ HVHC acquired ECCA, with 387 optical retail stores in 36 states and combined with
Davis Vision retail chains, HYHC now has nearly 500 stores nationwide.

§ HVHC currently serves approximately 50 million members* nationally and exceeds
a billion dollars in annual revenue.

* Inclusive of Affinity Discount Members and Proprietary Vision Centers Direct Accounts



HVHC Mission and Vision

To provide affordable, high quality vision products and services that
meet or exceed the expectations of our patients, business partners and
our owner.

Vision

To be a leading vertically integrated vision care company with an
operating premise of maximizing value to our customers by providing
superior access, quality, price and image resulting in 100% customer
satisfaction.




Expertise Serving Health Plan Partners
Approach

§ Wellness benefit focus via inclusion of comprehensive eye
examinations and access to discounted or funded eyewear

§ Member care delivered through a blended network (with
community based independent, ophthalmologists and
optometrists and retail locations)

§ Fully integrated administrative services for ease of doing
business

Results

§ Health Plan Partner membership has grown from
approximately 2.5 million lives in 1996 (prior to Highmark
acquisition) to nearly 36 million currently




An Integrated Model Case Study

§ Office of Personnel Management — Davis Vision

successfully partnered as the exclusive vision vendor on
behalf of BCBSA and the entire Blue system

§ FEP BlueVisionSM enrolled 402,738 lives or 63.4% of the
vision enrollment

§ In the first two months of 2007, approximately 30% of in-
plan selected frame models were from Viva International

§ ECCA represents 14% of FEP services

P2 BlueCross
BlueShield

Federal Employee Program

FEP BlueVision™
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Increasing Demand

from Consumers and Payers

§ In the last 20 years, adult consumers with some type of vision coverage
has more than doubled from just over 30% to nearly 80%."

§ Visual demands in the workplace have grown. Dramatic changes in
the workplace environment with computers the #1
source of vision complaints.

§ More than 76 million Americans make up the
Baby Boom generation... and they are a vocal ER A l '
majority now entering their 60’s. Ty "

§ By 2030, the segment of the population over 65 is projected to grow
from 35 million to 71.5 million and represent nearly 20 percent of the
total U.S. population.

* Source: Society for Human Resource Management

12



Member Expectations
Most Important Features of a Vision Plan

Claim Turnaround Time B 1%

Ease of Accessing Benefit Information 3%

Plan Customer Service 7%

Convenient Provider Locations 7%

Flexibility to Visit Many Locations 11%

Access to All Provider Types 17%

Savings/Low Out-of-Pocket Expense 48%

Source: “Insight Survey — 2007 Consumer Perceptions of Managed Vision Care,” Jobson
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Freedom of Provider Choice

The Exam Experience: Independents vs. Chains*

Most Recent Eye Exam

(Exam within last 6
months)
H At Independent Location

O At Chain Location

*Source: 2006 Jobson Optical Research — VisionWatch, Study of Consumer Eyewear Attitudes and Behavior
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Other Market Trends
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HVHC Vision Care Delivery
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Comprehensive Systems Integration

FLEXIBLE ADMINISTRATION

CompuVision™

HVHC Value Equation

WORLD-CLASS
OPHTHALMIC FABRICATION

LABORATORIES
Certified Quality

NATIONAL PROVIDER
NETWORK

“Freedom of Choice”
M.D., O.D. and Retailers featuring

f“ Eye Care Centers of America,Inc*

Ensures Benefit Value with Integrated Quality Assurance
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Quality of Care Focus

From Services... to Products...

Managed care industry NCQA Optical industry standard
standard for quality Gortifivation for product quality

First and Only Accredited International reference for CERTIFIED TO
Vision Care Company quality management ISO 9001:2000
under PPO Standards requirements without design

Customers Expect and Demand Quality
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IntegratedlSeamIess Service Delivery

Over 43 Years of Visiorare Integration Expertisé
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FOR QUALITY
HVHC INC.




