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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.
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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 $ multi‐million to start‐up
Operating separately

Different management teams
Enables us to work with vendors to experiment 
with different programs and concepts for each

Overview

Presenter
Presentation Notes
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Customer Focused

Outside‐in perspective
Member surveys
ECP Advisory Board
Vendor marketing 
programs

Presenter
Presentation Notes
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 $9 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

Presenter
Presentation Notes
Unique in the magnitude of our support for organized optometry.

Support state and local society meetings in our endorsed states.
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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 tomargin compression: save ECPs $$$

Presenter
Presentation Notes
Although we were founded as a Buying Group, our service offering today goes well beyond billing and falls into  5 Key Areas:
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Increasing Back‐Office Efficiencies

…with a series of online
 account management tools

to help ECPs
manage their practices more efficiently, 

saving time and money

Presenter
Presentation Notes
We have developed a series ….
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Increasing Back‐Office Efficiencies

Presenter
Presentation Notes
As you can see, we have created a number of internet based applications of which I would like to focus on just a few.
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Online Statement/Invoice

Presenter
Presentation Notes
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
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Top Sellers

Presenter
Presentation Notes
Our Beye Right Top Sellers Program enables our members to view the top selling frames from participating vendors
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Member Purchase Report

Presenter
Presentation Notes


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.  
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Adapting to Changing Markets:
 Supporting Expansion and Scope of Optometry 

 to a Medically‐Based Practice

Ocular Symposiums: nationally 
renowned speakers

Glaucoma
Ocular disease
Other 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

Presenter
Presentation Notes
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
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Adapting to Changing Markets:
 

SOCIAL MEDIA

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

Active sites
Partnering with to have members

“unlock” their listings 
& leverage free tools

Blogs: Vision West, C & E

Presenter
Presentation Notes
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
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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
•

 
Idea exchange: discussions on relevant 

 topics

Presenter
Presentation Notes
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.
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Increasing Patient Revenue &Traffic: 
 LifeStyle Eyecare Centers™

Presenter
Presentation Notes
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
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Increasing Patient Revenue &Traffic:

Sample Electronic Template 
for Patient Recall

Easier to Increase Sales 
to Informed Patients

Presenter
Presentation Notes
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.



50

Educating ECPs and Their Staffs
Online staff members-only 
section of website

Staff training seminars/webinars with 
nationally-recognized consultants

Presenter
Presentation Notes
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
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Educating ECPs and Their Staffs (continued)
COPE Online Online practice benchmark analysis

Presenter
Presentation Notes
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. 
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Responding to Margin Compression
 to Save ECPs $$$

No contracts, monthly or annual fees or minimum 
 purchase requirements

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

Presenter
Presentation Notes
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
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Reminder to Vendors on how we 
 partner together to help ECPs…

We actively promote your products to our 
 members

We assume credit & collection functions 
Our field sales reps work hand‐in‐hand with 

 vendor reps
We pass deferred billing programs through to ECPs
Repository for vendor invoices

Presenter
Presentation Notes
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.
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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

CONTACT US

powered by

mailto:brad@cevision.com

