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BUYING GROUP +

YOURBUYING GROUP OF CHOICE ™

VISION WEST

Inspiring Profitable Eyecare Practices™


Presenter
Presentation Notes
Thanks Marge.



I appreciate the opportunity to briefly highlight how C & E and Vision West are Inspiring Profitable Eyecare Practices.


Overview

"  Founded more than 25 years ago

= Collectively the largest buying group in the U.S.
with 8,000+ member ECPs located in all 50 states

" Practices size from S multi-million to start-up
"  QOperating separately
" Different management teams

" Enables us to work with vendors to experiment
with different programs and concepts for each
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Customer Focused

Outside-in perspective
Member surveys

ECP Advisory Board

Vendor marketing
programs
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Have implemented an ongoing, Company wide Customer Focus Program



Looking at issues from the Customer’s Perspective
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Supporting Organized Optometry

= Since inception contributed more than S9 million to
organized optometry

= Endorsed by 11
State Optometric

Associations including
CA, CO, FL, NY, PA

=  Ongoing support of
state and local society
meetings/programs

o> GROLIP :
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Unique in the magnitude of our support for organized optometry.

Support state and local society meetings in our endorsed states.


Core Focus Today | Beyond Billing: Putting the
Pieces in Place to Support the Entire Practice

= Increase back-office administrative efficiencies

= Assist ECPs adapt to a changing market

= Offer services to increase patient revenue & traffic
" Educate practice and staff

= Respond to margin compression: save ECPs $55

e GROUP 2 :
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Although we were founded as a Buying Group, our service offering today goes well beyond billing and falls into  5 Key Areas:


Increasing Back-Office Efficiencies

...with a series of online
account management tools

to help ECPs
manage their practices more efficiently,
saving time and money

TP > D
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We have developed a series ….


Increasing Back-Office Efficiencies

©®

internet documents

IDocs - Intérmet Documents

With IDOCE gaing grien s ndvir besn
gasier You can view your vandor imvosces
onling, industy ninws and mvch mare with
the hassie of paper

BeyeRight

BeyaRight will assistyou in making maore
tmihy and infarméd frama purchasing
dacishons by showing you the lop selling
framies with gach vendaor by brand

EyeSurf.info
An oplical $earch enging, search oplical

CONNECT=D.

=2 M CAE

Get Connected

Gl Connpctind with your vendor whan il i$
comvénient for you Select Get Connecled o
contacl a CEE representative or one of your
vendors

Virtual Frameboard

Virtual Frameboand offers you the abilsy 1o
wirtuadly inpand your rame Selection. Now
ihousands of frames are available alihe

click of a mouse

SOPTILIST

L
OFTICAL

OptiList
Adree classified ad servce available

R U Branded

Vil frami goas with what lif styie? Find
the right selection of frames for the right
patiand with our frame informalion
dalabaze

IEP

BENCHMARK

IEF Benchmark

Quickty and skmply benchmark significant
aspacis of your révenue and opiraling
£osts of your practice
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As you can see, we have created a number of internet based applications of which I would like to focus on just a few.


- —_—
Online Statement/Invoice

TURA LP I]
inwolce Date DueDate  gereen: invdet Customer: 010478 - JAMBOREE OPTOMETRY Change Customer | Member Inquiry | Logout
OFAZAD D040 Click here for a prnter friendly varsion
07AsM0 0372010 WV
%—-ﬂu—,
Customer®: 010478 P
wodces: 870195 Ternms: 20 DAYS
Ivvoice Date: 072010 Shipvia: CUSTOM - SOUTH CALIF
VIVA OPTIGUE, INC. Orders: 774314
Bill Ta: Shiigy T
Wwoice Date Due Date Name: JAMBOREE OPTOMETRY Name: JAMBOREE OPTOMETRY010478
— S Address: 13257 JAMBOREE RD Address: 13257 JAMBOREE ROAD
: TUSTIM, CA 32782 TUSTIM, CA 92782
T 0 RS O (7T14) 832-T575 (714) B32-7575
OTOTAD ORS00 Line Item Number Item Description Quantity Unit Price Extension
16 G MOTT G MOTT TO 5415 1 5785 57 85
ormoTAD 08200 GANT
0707A0 032010
o7h4M0 032010
oTHaM0 02010 /
orzano o&20o
i eyl 020
17 GT ObA-045 GT OM-045 CASE 1 (1] 100
Sub-Total 57.95
. Shipping: 4,90
(.___’ Bl Sales Tax: 5.07

C&E VISION hwvoice Total 67.92
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Take for granted – BG’s offer convenience of consolidated billing/single monthly payment



First buying group to have our invoices and statements available online



Only buying group to have online invoice data



When reviewing your online statement if you want to view the details of a particular invoice you simply click on it and it appears with the specific SKU and pricing info and image if available.



Through an exclusive arrangement with Frames Data, only BG to have frame images on invoices




Top Sellers

Top Selling Fashion Frames
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Our Beye Right Top Sellers Program enables our members to view the top selling frames from participating vendors


Member Purchase Report

Screen: tin Customer: 1222 - RANDOLPH BROVM, 0D Change Customer | Member Inquiry | Logout
Transaction & Details

To view details about a particular transaction, click the invoice number to view
the invoice COpy oF request a copy 1o send you, Note: Any transactions made in
the currént month may not appear until the nex billing cycle

Brought to you by Holmes Murphy & Associates

Account Details as of Sep 1, 2010

Current Balance Deferred Payments Amount Due Payment Due

5,896 B4 35 55 -5 BE0.03 0o Sep 20, 200

Transaction History

Recent Montl: Jun-2010 v Filter By: Frames - Sintamenty I v
Month Start: v Luxottica Group »
Mouth End: v Detail by tems v View Deferred History

View Payment History

Invoice Date » Due Date = Invoice Number Vendor & Category Amount ¢ [tem Qty

0E0EN0 07 r20n0 93168468 Lusottica Group Frames S900 CAMI0STSI 43 1

DEA4AD oFrzonn 21097 Lugobtics Group Froemes 5950 ORB4TIASETIONS 1
-}

DEZ2A0 OFrz0n0 SI245909 Lugcottics Group Frames BODD  DBEXD 9453001 1

DBZ3N0 07 r20A0 S3250648 Luccobtics Growup Frames BODD  ORASDO4E051 0083 1

REPORT TOTAL TN
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Using our Member Purchase Report members can view payment or deferred billing history.



Can also obtain a report of all purchases from a particular vendor for a specified period [with photos]



Can be used to ensure compliance with a manufacturer return policy or as a tool for frame board management to review which frames are selling and which ones are not.  






Adapting to Changing Markets:
Supporting Expansion and Scope of Optometry
to a Medically-Based Practice

renowned speakers
= Glaucoma
= Qcular disease
= QOther key trending areas
= 400-500 attendees per seminar

Regional seminars

= How to establish a medically-based practice "
= Billing and coding tips

Medical/Optometric credentialing
services

."‘\u
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Adapting to Changing Markets is the next area of our Core Focus

Here we are engaged in a number of different initiatives, one of which is to assisting our members in Expanding to a Medically based Practice

Ocular Symposium is held 3 times a year – emphasis on Glaucoma and ocular disease

Also have a series of smaller, regional seminars on how to establish a medically based practice and tips on billing and coding

Have also partnered with a national company that assist our members in being placed on panels previously unable to access on their own, including Medicare, Medicaid and all major health insurance providers


Adapting to Changing Markets: SOCIAL MEDIA

Advising members how to integrate social media
into marketinf and communications programs

to have members

\ A :
yelp:.t “unlock” their listings

& leverage free tools

Active sites
Partnering with

Blogs: Vision West, C& E

(> BUYINGGROUP
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The second area that we will soon be working with in regards to Changing Markets is in the area of Social Media

VWI/CE partnered with SM firm to educate our members and provide real results for their practice

Will soon be introducing services designed to enable our members to effectively integrate social media into their marketing & communication programs.

We invite you to Like us on facebook & Follow us on twitter .

Vision West & C & E will be launching their own blogs soon.

In the near future we will be introducing some exciting new SM Tools that are very promising for eyecare practices






Adapting to Changing Markets: Peer-to-Peer

Providing a forum for our Member
Community to exchange best practices,
opinions & ideas

Recently launched first of a series:
* Ongoing Practice Builder Roundtable
Dinners in various markets

* |dea exchange: discussions on relevant
topics

Y- SROUF == ’
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We have seen an increasing demand for peer to peer exchanges among ECP’s to exchange ideas, best practices and the like.



With the amount of options in the marketplace already don’t want to reinvent the wheel.



However, we do feel there is demand for periodic in person exchanges and we held our first Practice Builder Roundtable Dinner last week in Southern California.


Increasing Patient Revenue &Trdffic:
LifeStyle Eyecare Centers™

HOME | ABOUT US

. . ————
CARECREDIT =  LIFESTYLES = PROMOTIONS

WHERE LIFE MEETS VISION"

A rights rezerved.

.""\..
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Our third Core Focus that I outlined earlier was increasing patient revenue & traffic.



A cooperative marketing program designed to encourage patients to purchase additional frames and lenses based on their Lifestyle needs






Increasing Patient Revenue &Trdffic:

Sample Electronic Template
for Patient Recall

—

e - T i,‘. a' :.
& "% Phrant
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It's time for your child’'s optometric exam.

It's been twelve months since we've seen you. It's that time.

Take Advantage of the Benefits.

We've recently updated our facilities to advance our exam process.
Also, we have added to our product line with all the most desired
brand names and durable frames. For your convenience, we've
scheduled your childs exam for:

FRIDAY, AUGUST 15, 2011 at 10:00 am

Please contact us directly if there is @ more convenient date/time.
Remember, school starts right around the corner take advantage of
our BACK-TO-SCHOOL savings of $20 for every $100 purchase.

WHERE LIFE MEETS WVISION

] | 2 =3 2]
‘ LIFE Syl

EYECARE CENTERS

Full Line of Child
Friendly Eyewear

LRICN

Forward email

Ed SafelUnsubscribe ®

This email was sent to lorem@ipsum.com by customerservice@advancedeyecare.com
Update ProfilefEmail Address | Instant removal with SafeUnsubscribe™ | Privacy
Palicy.

Advanced Eyecare | 123 South Main Street | Anytown | US | 56899

Easier to Increase Sales
to Informed Patients

MARKETING

FOR PENNIES
ON THE DOLLAR

Services Offered

+ Electronic Email Marketing

Social Media Set-up

In-office point of purchase materials
Direct mail
Customer design
And more
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Program includes a turn key electronic recall program for patient retention.  



Templates are also available for birthdays and special events.



This slide shows a sample of some of the POP and other marketing materials that are available.


- e——
Educating ECPs and Their Staffs

Online staff members-only Staff training seminars/webinars with
section of website nationally-recognized consultants

615101\1 WEST’

IEP RESOURCE CENTER

MEMBER LOG-IN | ABOUT US | MEMBER BENEFITS | PAYMENT OPTIONS | iREWARDS | EDUCATION/SEMIMARS | NEW VEMD

it educalio
Q Take Your Practice to the Next Level
) by Building an Unbeatable Team
VISION WEST" and Improving Patient Satisfaction
HOME/LIST Presented by Sharon Carter

. . . Suggestions
wes for Your Eractice Our Service fo YOU and YOUR
PRACTICE is our Top Priority.
Help Us Improve Our Service.
Contact Us with Suggestions.

PATIENT MEMBER/STAFF

Merchandising Tecl What you can expect to learn:

Patient Satisfaction vs. Patient Loyalty ABO-1 hour

“Customer satisfachon guaranteed”, we've all heard it. ks that your goal?

£ 59 you gim too low, Have you ever purchased something and been

‘afient satisfaction is great but what will make them return 1o
your practice? This course will teach you how to take satisfied patients
and make them |eyal patients.

&_‘_VISION WEST®

Attt luding _'I nginanclfce - Taambuilding ABO-1 hour

T.E.A.M . Together Everyone Achieves More. This course will feach

QuickBires |

that building a team starts with the individual as a building block

You will learn that to be o team player requires effort, right attitude,
communication, goal sefting, and exampls seting. Wawl What could
you do if everyone procticed these atfributes?

Implementing —— b T

Medical " s el iy
Let’s start with a change in one simple word that will change the mindset of your staff and Standards ? g p losophy o holp offices setand Communicating With Patients ABO-1 hour
patients/ customers. The place i your practice with all the glasses 13 no longer a with Dr. Lech Ny each new goals with her energetic and
“dispensatry” (Think: boring, untouchable, behind the glass counter, pharmacy). It should
now be referred to as the “optical bouticue™ (Thinke fun, fresh, stylish, upscale, Rodeo
Drive).

Communicafing with patients should be the mest impertant thing we de
Lol each day. How we communicate and understand cur patients” needs,

will determing if they will become an establishad patient with your

Vision Ex| prachice or if they will cheose to go somewhere else for their eye

Ision Exg 2 -4 and for care needs.

Only 539 Includes Dinner and ABO

Within the space limitations of your boutique, set aside the most wisible area to place the Monday, Apeil 25th 2011 San Diege - Dave & Busters Mission Valley

bulke of the sunglasses. Place bold sighage to point out the obwious, that your practice takes 5:30-9:00 prm 2931 Camino Dl Rio Morth San Diego, CA 92108
sunglasses seriously and has a significant selection to choose from. Sunglasses are ve
g - ungl —_ —-TT0 Tuesday, April 26th 2011 Ontoric - Dave & Busiers Onfario Mills

much brand oriented and be sure to carry at least one or two of the most popular nes in 800.640. 9435 T e

reasonable quantities as well as covering a few different price points. The Sunglass Center g e el oeln e

should have at a mininum of 125 to 150 pieces in the average 600 to 700 total displayed Wednesday May 25th 2011 Rodisson Hotel Sacramento

frame myentory. \ 5:30-9:00 pm 500 Lesure Lone Socromenss, TA 95815
leansilit_(gns Thursday, May 26th 2011 Kula Ranch ksland Steakhouse, Marina
o0 Lo 5:309:00 e 295 Dunes Rood Maring, CA 913933

One technique of managing the wwentory iz to allocate a specific number of “slots on the

board” to each frame vendor and hold the sales representative responsible for the mis of

product. The ]jne:? that are most successful get more slots and the poor performers lgse Sounher Califria - mondofﬂca ((D OfficeMate ABB I(.T)N(‘I‘T.E
slots. Some ECPs charge the vendors rent per slot per gquarter and collect that rent in free College of Oprometry essilor Software Solutions ;o

- . - o ONLINE CE in partnership with
pro.ch.lct, c?op advertising dollars or g;lﬂ ChECk_.S. Addmona.lly, some vendors Wﬂl sp].ﬂ:jthe Vicion West
opticians directly on every frame of theirs that is sold. Review vour office policy of this
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Our 4th Core Focus is to Educate ECP’s and their Staff



We offer online staff education on the members only section of our website



We are presenting  series of ABO certified webinars with Sharon Carter, a nationally recognized  practice management consultant




ONLINE CE HOME
SCCO HOME
VISION WEST HOME

CONTACT Us

VISION WEST'

Educating ECPs and Their Staffs (continueq)

COPE Online

' 4 Southern California College of Optometry
LITY ONLINE EDUCATION FOR INDEPENDENT

CONTINUING EDUCATION FOR OPTOMETRISTS

The Southern California College of Optometry and Vision West are partnering to
offer Online COPE- approved continuing education online for optometrists,

Our goal is to provide you with education that is high-quality, convenient and
user-friendly, Mo matter the time or place, you can log on to a computer to
obtain your credits, SCCO and Yision West want to support you in your ongoing
need for innovative, accessible education,

¥ou are welcome to browse the courses that are displayed. If you need CE
credit for a course, complete a registration form and examination for the course
you choose. Upon receipt of your registration, payment, and completed exam
{submitted via online, fax or mail), SCCO will send a certificate canfirming the
number of CE credit hours earned.

You pay only $25.00 per course credit hour ($22,80 for Yision \West members).
You may pay using a credit card and if you are a Yision West member, you can
bill your Vision West account directly.

Select from the course list below. Additional courses will be added on an
ongoing basis.

Questions on whether your State Board will accept certain courses? Click here
for more information. For example, in California the board will accept a maximum
of 20 hours of self study CE. Credit is given as 1 hour of credit for 1 hour of self
study,

We appreciate any feedback (click here) you may have about the online
courses.

Course List

Click on a Course Title to start the course

Click on an Author for their biography

Click on Course Description for that course's content

==p Computer ¥ision Syndrome: Diagnosis and Treatment
=up Author: Jeffrey Anshel, BS, 0D
=np Course Description

CE Hours: 2

Cost: $50 ($45 for Yision West members)

COPE Approved

==p Corneal Infiltrates

=np Author: Barry A. Weissman, 0.0. Ph.D.

=up Course Description
CE Hours: 2
Cost: $50 (45 for Yision West members)
COPE Approved

==p Diabetic Retinopathy
=up Author: Steven Ferrucei, 0.0., F.AAO.

Online practice benchmark analysis

BUYING GROUP

YOURBUYING GROUP OF CH

C&E VISION

Home | Transacions | Web Enhanced | Member Services | Reports | Live Chat

Simulated Profit & Loss Statement YOUR
SIMULATION PRACTICE Dollar
Dollars % Dollars % Difference

Private Patient Revenue- $192,537 47, 14%' 260,000 56.52%  $67,463
Managed Care & Third Party | $215870  52.86% 200,000 43.48%  §-15,870
Total Gross Revenue $408,407 100.00% $460,000 100.00% $51,593
Cost of Goods Sold sts21e  2s21%] 140000 s043%  s247st
Lab Staff & Lab Equip Costs s - oo 0 ooow 50
Total Gross Margin $203188 71.79% £320,000 69.57%  $26,812
Operating Expenses:
Wages & Related Costs ( Excluding Lab Staff)
Staff Wages & P/R Taxes $73,805 18.07% 80,000 17.39% $6,195
Staff Benefit Programs- Health & Pension $8,946 219% 10,000 217% $1,054
Professional Assoc. Wages $0 0.00% 0 0.00% $0
Professional Assoc.-Health & Pension $0 0.00% 0 0.00% $0
[Total Wages & Related Costs $82,751 20.26% $90,000 19.57% $7,249
Facility Costs ( Rent &
Utilities) $29,872 731% 30,000 6.52% $128
If property owned Int+Deprec+Prop Tax $0 0.00% 0.00%
Equip. Lease Costs (Excluding Lab Equip) $17,941 4.39% 20,000 4.35% $2,059
If property owned Int+Deprec+Prop Tax $0 0.00% 0.00%
General Operating Expenses
Marketing & Advertising Costs $7,526 1.84% 6,000 1.30%  $-1,526
Bank and CreditCard Charges $4,723 1.16% 4,000 0.87% §-723
Communication Costs $1,856 0.45% 2,000 0.43% $144
Office & Supply Costs $4,641 1.14% 4,000 0.87% $-641
Insurance $6,961 1.70% 7,000 1.52% $39
Repairs / Maintenance $2,088 051% 2,000 0.43% $-88
Other professional fees- Accounting $464 0.11% 0 0.00% $-464
Dues/ Licenses/ Education $4,641 1.14% 3,000 0.65% $-1,641
Travel & Entertainment $464 0.11% 2,000 0.43% $1,536
Misc. Taxes $464 0.11% 500 0.11% $36

Subtotal $33,829 8.28% $30,500 6.63% §-3,329
Total Operating Expenses $164,393  40.25% $170,500 37.07% $6,107
Earnings before Deprec., Interest &
Taxes $128,796 31.54% $149,500 32.50% $20,704

Other Costs
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For ECP’s, we have teamed with the Southern CA College of Optometry to offer COPE credit online

The Ocular Symposiums that I mentioned under medically based practices offer 8 hours of COPE credit

�We also offer an online practice benchmarking simulation where members can compare their key business financial indicators with what a similarly sized "typical" practice might be.   

	You can input the number of active patients, with both 3rd party (insurance billings) and cash patients.   

	Also provides input and comparison analysis for all major components of  P&L. 


Responding to Margin Compression
to Save ECPs $SS
Z No contracts, monthly or annual fees or minimum
purchase requirements

v We pass 100% of product discount through to ECP

 Tiered fee based on purchase volumes

(high volume practices = < 2%)
% Premium Pricing for minimum
guaranteed purchase volumes
increases discounts granted
by our vendor partners

[ )= SROUP :
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Our last area of Core Focus, but certainly not least, our Buying Group Services.  



Clearly a number of forces are converging on ECP’s to squeeze margins and I wanted to briefly highlight our service offering in the area of group purchasing.  





Tiered Fee – Monthly Rebates or State society dues credits based on volume




Reminder to Vendors on how we
partner together to help ECPs...

7 We actively promote your products to our
members

¥ We assume credit & collection functions

¥/ Our field sales reps work hand-in-hand with
vendor reps

7 We pass deferred billing programs through to ECPs
V| Repository for vendor invoices

o> GROUD |
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I see many of our vendor partners in the audience today I would like to briefly remind them how C & E and Vision West can and do partner with you for the benefit of ECP’s

Promotion

Through numerous channels, including our Newsletter, statement stuffers, online banner ads, eblasts and more.

Assume C & C

C & E/Vision West – enables your sales Reps to focus on sales

Invoice Research

I highlighted earlier how we serve as a repository for invoice research which means that our members are not tying up your customer service departments with similar requests.




CONTACT US

Brad J. Shapiro
Principal
C & E/Vision West

+1 949 272 2450 | brad@cevision.com

Continue the conversation, send me your
feedback or just ask additional questions on
twitter by using @cevision.com

MarketPOWER .

Y= =
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