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Study Finds Avallability of Ahancing May
Impact Patients Furchasing Behavior

97 % of shoppers . 86% of cardholders

surveyed made their surveyed making an

purchase in-store -. eyewear purchase said
- they are extremely

likely, very likely or
somewhat likely to

23% ceeunnn... shop theretailer

obtained more often

financing

in-store

32% of cardholders
surveyed said they

1/3of survey would have gone
respondentswho to another retailer

ornot madethe
purchase if financing
wasn't available

used financing

for their purchase
said they spent
more than initially
anticipated

Overall, Synchrony cardholders surveyed were more satisfied than general big-ticket shoppers
with both the quality of items purchased and in-store sales process.

To help introduce your patients to promotional financing through CareCredit, contact your

Practice Development Team at 800.859.9975 (option 1, then 6) and request display items
for your practice, scripting ideas for your staff and toolsto help educate patients about their
out-of-pocket investment.

Yet to add CareCredit asafinancing solution? Call 866.853.8432 and get started for FREE

£ CareCredit

1 6th Annual Major Purchase Consumer Sudy, conducted by Synchrony, 2017 aSynchrony solution



~}-EDITOR’S LETTER

s Managed Care
Really a Conundrum?®

elcome to the third issue

of Comporate Optometry

Today! where we delve

into the world of man-
aged care to determine just how some
corporate optometrists are realizing suc-
cess in the realm.

In COTI's wide-reaching survey of corporate
optometrists in 2018, a full 44% of respondents said
that “Profitability with Managed Care” is the most
compelling topic they'd like to see us cover.

“Managed care has influenced
optometrists’ career paths. |
believe it has resulted in limiting
0.0.s to more routine eye care and
over a decade of stagnated
reimbursements rates.”

—Steve Udesky, 0.0., a fill-in optometrist for For Eyes in lllinois,
tells us in The Managed Care Conundrum, page 14

In addition, when asked “What is the biggest busi-
ness challenge you are facing today?” an abundance
of corporate 0.D. survey respondents listed managed
care. Some of their replies include:

» “Insurance reimbursement.”

» "By far, itis low reimbursement from vision

plans, which make up 80% of my patients.”

» “Cheap vision plans.”

» “Lower insurance reimbursements to 0.D.s

that are in corporate offices.”

4 CORPORATE OPTOMETRY TODAY! » JANUARY 2019

» “Getting on any several of the local medi-

cal panels—UnitedHealthcare and Aetna,

| & for example—nhas been fruitless [for us].”
! » “Third-party plans.”

\ For guidance on this hot topic, we turn

to Contributing Editor Maria Sampalis, 0.D.,
who pens our cover feature on managed care

this month. Here, in The Managed Care Conundrum
feature (page 10), Dr. Sampalis looks at how managed
care has influenced corporate 0.D.s" practice models,
plus she checks in with three corporate 0.D.s for their
best tips on the topic.

And, there’s so much more in this content-packed
issue of COT! On page 14, check out our lively interview
with Alex Wilkes, Pearle Vision’s senior vice president
and general manager, who answers Corporate Optom-
etry Today!'s 5 big questions on franchising today.

Our New Grad column, on page 8, looks into six
reasons why corporate optometry is a great choice for
the neophyte.

Want more? Check out our NEW Facebook
page: @CorporateOptometryToday!

We hope you enjoy the issue!

Cnllhapr

Erinn Morgan
Editor-in-Chief + Editorial Director
Cormporate Optometry Today! + Eyecare Business

v

CORPORATE ey

tome

In this issue of COT! we
look at ways corporate
optometrists can win
with managed care.

i



You know it because you can see it.
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And seeing it is the first step in treating it.

The CA-800 Corneal Analyzer from Topcon gives you all the tools you need to accurately evaluate the anterior
corneal surface. It features a Placido based corneal topographer that analyzes over 100,000 data points as
well as meibomian gland imaging, dynamic pupillometry, contact lens fitting and fluorescein video imaging.
And, all this in an easy-to-use platform with an innovative 10.1" touch screen display.

For more information, contact:

Joel Kozlowski Brett Juliane Dawna Owens

Senior National Account Manager National 7 YYekdj Manager Director, Corporate and “

201956-#430 858-245-9997 Government Sales " To p Co “
jkozZlowski@topcon.com  bjulian@topcon.com 201937-8807

©2018 Topcon Medical Systems, Inc..l MCA# 1367 dowens@opconmm YOUR VlSlON OUR FOCUS



TREND TRACKER

COT! PINPOINTS THE KEY TRENDS OF INTEREST FOR CORPORATE OPTOMETRISTS
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Digital Destination

Got a handle on the digital landscape for your business?
Here, we share the top five digital marketing strategies for
2019 from entrepreneur.com.

1. Video Marketing: Pro tip: try streaming live on Face-
book or Instagram.

2. Artificial Intelligence: Al is on a roll in digital market-
ing—especially via chatbots.

3. Voice Search: "Hey, Siri..."” Take note that voice
search is changing search results.

4. Marketing Automation: Think, how can you automate
marketing tasks to make time for other tasks?

5. Authenticity: Here's to keeping it real. A Stackla
report states 86% of consumers indicate that authentic-
ity highly influences their decision to support a product or
brand. —Kerri Ann Raimo

B CORPORATE OPTOMETRY TODAY! » JANUARY 2019

Walmart + Health Care

Discount retail giant Walmart is making
inroads to partner more closely with its
customers for health care (including eye
care). According to a report on cnn.com,
recent moves include a deal with Anthem
to encourage its Medicare enrollees to buy their
over-the-counter health and wellness supplies at Walmart, and
the opening of 19 in-store urgent care centers in the South.
Seems like a sage move, as the path to healthcare providership
has already been paved with its 3,000 in-store vision centers,
free health screenings at 4,700 locations, discount Rx drug
plans, and its offering of free hands-on help in enrolling in
Affordable Care Act and Medicare policies. —Susan Tarrant

+

Membership Perks

In a move seemingly aimed at taking back some of Amazon's
health product business, CVS started a pilot program in Boston
that includes free delivery on most prescriptions and online
purchases, access to a pharmacist helpline, a 20% discount on
CVS-branded products, and a monthly $10 coupon. The Care-
Pass costs $48 per year—about half the cost of an Amazon
Prime membership.

If successful (the company hopes to expand nationwide), we
may see the program crawl into CVS optical centers. Will other
big-box chains with established vision centers adopt similar
membership programs to encourage one-stop shopping and
healthcare access? —S.T.

HILCH / SHUTTERSTOCK.COM

PIXS00Z / SHUTTERSTOCK.COM



The easy choice for
hard-to-fit guys.

Select Van Heusen styles with
Big Man Fit design elements
have extended end pieces,
wider bridges and/or bowed
temples to ensure each
frame has aroomier fit.

SEE THE COLLECTION. ORDER ONLINE.
www.nouveaueyewear.com | 800.292.4342



-+ NEW GRAD

A Smart
Choice

A look at 6 reasons

[+ 2 business models]
why corporate optometry
is a great choice for

new grads

|

CORPORATE OPTOMETRY is a popular
option for new graduates. And with good reason.
Beginning a career in optometry as an em-
ployed 0.D. within a corporate entity provides
several benefits that are attractive to a young
doctor: steady above-average income, good
benefits, stability, and a desirable work-life
balance. Furthermore, the ability to quickly
transition to owning their own business is easily
accomplished in corporate optometry with many
sublease opportunities.

Here, we outline six reasons why young
0.D.s might choose corporate optometry. ..
and we break down the employment and
sublease business models. <>

RATE OPTOMETRY TODAY! » JANUARY 2018



EMPLOYMENT MODEL

Under the employment model, the optom-
etrist is a straight employee of the corporate
optical chain. Studies have shown that young,
new-grad 0.D.s prefer being employed over
self-employed (more than older generations
of optometrists).

Here's why:

» Financial Stability. \When a new optom-
etrist is still repaying student loans, debt
can easily begin to grow. The financial
stability of being an employed 0.D. within
corporate optometry has provided many
young doctors the ability to tackle their
student debt quickly.

» Income. A salary survey conducted by
Corporate Optometry Today! revealed 0.D.s
employed in a corporate location earned
slightly higher salaries than independent
0.D.s. Those higher salaries—with bonus
structures and the ability to increase
income through abundant fill-in opportuni-
ties—can provide an attractive career
option for young 0.D.s.

» Tuition Help. Some corporate chains pro-
vide tuition reimbursement for every year
that an 0.D. works there. For a young grad
struggling with student debt, that's a very
attractive feature.

SUBLEASE MODEL
Being employed within corporate optometry
provides many benefits to new graduates
besides steady income and benefits: It allows
new graduates an opportunity to personally
grow and learn how an optometry busi-
ness is managed. A “sublease” model
of employment provides 0.D.s with
the opportunity to transition to
full ownership.

“The financial stability of
being an employed 0.0.
within corporate optometry
has provided many young
doctors the ability to tackle
their student debt quickly.”

» Small Sublease. Many sublease leases are
“small subleases” (typically coverage is
three to four days a week based on loca-
tion revenue and patient volume, average
seven to 10 patients a day). This can be
very attractive to a young 0.D. who would
like to have a work-life balance and own
their own business.

» Flexibility. The small sublease model can
be a great option for an optometrist with
a young family, as some newer sublease
locations provide a flexible schedule for
a young mom or dad. As the family grows
so will their business, and the attention
can be switched to the business as family
responsibilities change.

» Turnkey. Small subleases are typically
turnkey operations with low overhead, pro-
viding higher net income sooner than other
self-employment and independent models.

There is less financial risk in corporate
optometry, which many young 0.D.s find
attractive due to the security, income stabil-
ity, and a learning curve for the business
aspects of optometry—all the right reasons
to join corporate optometry whether it is
employed or sublease. coT!

—Maria Sampalis, 0.D.

”‘ o




COT! Feature

The

Managed

Conun

arum

Got concerns about managed
vision care? Here, we look at
how it’s influenced corporate

0O.D.s’ practice models

n our industry, we have seen a shift of many
younger O.D.s choosing to work for a corporate
optometric location over trying to enter private
practice. And it’s understandable—with increased
student debt, lower insurance reimbursements,
and an increasing competitive playing field, it makes
sense that younger O.D.s gravitate toward the em-
ployment or sublease model of corporate optometry.
However, O.D.s in corporate optometry models
should be aware of the impact managed care plays on
the business. Research shows that sublease businesses
in corporate optometry often have 40% or more of
their patients on managed care plans. This number
has grown tremendously over the years, and it will
likely continue to grow.
This fact makes for a complex road to navigate in
corporate optometry. Here, we examine various busi-

ness models for corporate optometry and hear >

]

]
“Managed care has
influenced optom-
etrists’ career paths. |
believe it has resulted
in limiting 0.D.s to
more routine eye
care and over a
decade of stagnated
reimbursement

rates.”
—STEVE UDESKY, 0.D.

1u CORPORATE OPTOMETRY TODAY! » JANUARY 2018
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COT! Feature

from optometrists in the field about
the real-life, current impact of man-
aged care and where they see it going
in the future.

The Employment Model

Being employed by a corporate loca-
tion can be attractive for younger,
millennial optometrists as private
practices (with their overhead costs
and decreased reimbursement rates)
may not be able to compete with the
salaries and benefits that are given in
corporate optometry. New grads who
prefer the employment model will

seek corporate optometry positions.

STEVE
1 UDESKY, O.D.

» REAL-LIFE IMPACT

Steve Udesky, 0.D., is a fill-in
optometrist for For Eyes in lllinois
“Managed care has influenced optom-
etrists’ career paths. I believe it has
resulted in limiting O.D.s to more
routine eye care and over a decade of
stagnated reimbursement rates.

“The employment model offers a
low-stress opportunity to make a good
living and have other benefits that are
unavailable to those who chose to

lease or own a private practice.”

The Medical Model
With managed care playing such a
large role in their patient base, de-
creasing reimbursements will force
corporate O.D.s to adapt and evolve.
One of those evolutions? They will
embrace the medical model.

This model can provide a higher
patient retention rate and higher re-
imbursement rates. Many corporate

O.D.s have the technology to di-

agnose, monitor, and treat medical
patients. I believe that as optometry
evolves and scope-of-practice laws
change, we will see more medical-

based optometry in our future.

» REAL-LIFE IMPACT

Lee Ford, 0.D., subleases from two
Walmart locations in Alabama

“My patient load is about 25% to 35%
vision care plans. If you count Medi-
care and Medicaid, I see over 80%

managed care. | have my staff pull

medical coverage on every annual so
that if there is a significant finding
during the wellness exam, we are able
to discuss the cost of the next visit in
the exam room.

“T have found that this stream-
lines the encounter. Patients are more
likely to follow your orders if you let
them help in making out their treat-
ment plan. I also use a lot of screen-
ing tests on every annual wellness visit
(OCT, EDT, specular microscopy,
blood pressure, and dry eye question-
naire with tear testing as needed) to
help patients understand (compare
the ‘normal results’ to today’s) what I
want them to come back to check on
and why. You can’t find a problem if

you aren’t looking.”

The Private Practice

to Corporate Model

With the expansion of corporate op-
ticals and increased competition, the
corporate optometry model will be-
come more popular. This shift is due to
the influence of managed care, its lower
reimbursement rates, and the increased

costs of running a business today.

"
L

work

dafabase

LAURIE
LESSER, O.D.

» REAL-LIFE IMPACT
Laurie Lesser, 0.D., practices with
South Florida Regional Eye Associ-
ates in the Miami/Ft. Lauderdale
area, affiliated with America’s
Best Contacts and Eyeglasses
“I think optometry is experiencing
what medical doctors in all fields have
been dealing with for many years: the
realization that we need to see more
patients to compensate for lower reim-
bursement rates. And corporate optom-
etry practices are often better suited for
the level of efficiency and patient flow
that is necessary to stay profitable.
“Unlike corporate O.D.s, private
practice O.D.s are affected not only by

[
(A

personnel seqmentafion
healthy 2

Mark.
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lower reimbursement rates on exams
but also on prices and sales of glasses
and contacts. With these lower profits
and increasing competition from cor-
porate opticals and online sales, start-
ing a private practice cold is becom-
ing increasingly difficult. I agree that
more O.D.s will start to go into some

form of corporate practice.”

The Future of Optometry
In order to evolve and stay relevant,
optometry will most likely continue
to see more consolidation in the fu-
ture. Consolidation through private
equity will continue to shape how new
graduates make decisions about their
career choices.

And, with recent mergers and ac-
quisitions in the industry, we will also
begin to see a shift in how optom-

etrists practice in a private setting and

“m
=

“l think optometry is ex-
periencing what medical
doctors in all fields have
been dealing with for
many years: the realiza-
tion that we need to see
more patients to compen-
sate for lower reimburse-
ment rates. And corporate
optometry practices are
often better suited for

the level of efficiency and
patient flow that is neces-
sary to stay profitable.”

—LAURIE LESSER, 0.0.

corporate optical setting. Corporate
opticals will continue to make acqui-
sitions of services and products for
vertical integration.

Certainly, there will continue to be
mergers in the industry that will in-
fluence how optometrists make deci-
sions in their practices and how young
O.D.s choose career opportunities.
The future is bright, but the path is

more winding than ever before. coT!

MARIA SAMPALIS, 0.D.,
is the founder of the Corporate Optometry
group on Facebook and corporateoptometry.
com. Currently, she is owner of Sampalis Eye
Care in Cranston, RI, and has a sublease at
For Eyes by Grand Vision in Rhode Island.
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THE

INSIDE LINE...

Alex
Wilkes

WITH

Pearle Vision’s Senior VP and GM answers
COT./’S 5 questIOHS BY STEPHANIE K. DE LONG

n this exclusive interview with
Corporate Optometry Today!,
Alex Wilkes shares what’s new
and next for Peatle Vision, plus
how the face of franchising is changing.
Founded in 1961, Pearle Vision cur-
rently has 413 franchised and 114 corpo-
rate locations across North America. The
goal, according to Wilkes? “To help our
franchisees—whether a new location or
converted independent practices via the
new Ignite program—maintain strong

margins and increase sales volumes.”

EVOLUTION

0. How does Pearle meet 0.D.s’
changing needs?

A. “Pearle Vision is a doctor-centric
brand, founded by an optometrist. We
keep this question at the forefront:
“What can we do to help you do what
you do best, while still driving traf-

fic and results for your location?” Our
answers have ranged from developing
an operating platform like eyecon to
creating a national and local marketing

plan that attracts new patients.”

DIFFERENT AVENUES
0. What is the brand’s new
Ignite program?

A. “We saw an opportunity to present
a different ownership path for today’s
O.D. Pearle Vision Ignite is designed
exclusively for independent eyecare
providers and/or practice owners and
includes benefits ranging from access
to our turnkey supply chain to opera-
tions support and processes that allow
them to focus on caring for patients.
In addition, royalties are paid only on

incremental sales post-conversion.”

DEVELOPMENT AGREEMENTS
0. What exclusivity rights

are available for franchises?

A. “Another key growth pipeline vehicle
for Peatle Vision is area development
agreements. This allows potential
franchise owners to purchase the rights
to exclusively develop an available geo-
graphic area with a minimum of three
locations. This provides a clear path

to multi-unit ownership without the
chance of another franchisee opening

in the area.”

ALTERNATIVE CHANNELS

0. What about a nontraditional
Pearle Vision location?

A. “We are opening our first alternative

channel franchise location at Cincinnati

Children’s Hospital Medical Center
in 2019. We will continue to explore
other similar opportunities across

various categories.”

MARKETING + MESSAGING

0: How does your marketing
build relationships?

A. “One of the other key benefits of
affiliating with Pearle Vision is our
award-winning marketing campaigns.
In 2017, we launched the Small Mo-
ments campaign, which signaled the
end of our infamous BOGO offer and
has separated us from the promotion-
heavy competition in our category.

“It’s not just about selling glasses,
but about caring for the people behind
the glasses because we know that is
what builds trust and creates lasting
relationships.

“Additionally, we launched ‘Ben’s
Glasses’ as part of the Small Moments
campaign in 2017, and in August, we
launched the campaign’s second phase
with ‘Olivia.

“This latest iteration of Small Mo-
ments further set apart Pearle Vision’s
commitment to genuine eye care
and building trust with each of our
patients.” EOT!



THE BACKSTORY

4 UNIQUE BENEFITS OF CORPORATE OPTOMETRY

Ehzabeth Christott, O.D.

1

WHY CORPORATE?

“With the challenges
of health care and
retirement planning,
I decided corporate
as a salaried employee
made sense.”

! THE PLUSES
“I like all the benefits I didn’t

have before, plus not manag-
ing the business side. On the
professional side, there’s a lot of
support, too. We're a team.”

Elizabeth

RCUEE.  Flizabeth Christoff, O.D.,
has been with America’s Best 3 PATIENT RELATIONSHIPS
Contacts & Eyeglasses in “I always heard patients don’t

Louisville for a year. When it care who you are in corporate.
comes to business modalities, I'm finding you can absolutely
she's done it all, including
working for an ophthalmolo-
gist and owning her own

private practice for 14 years. q CORPORATE CAREERS
I

build those relationships, that
people ask for you.”

“It’s not just for new grads. |
see doctors of every age here
and many who've been with
the company for 25 years.
That’s really cool.” eam
—Stephanie K. De Long
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THE PATH TO
PRIVATE PRACTICE

, HAS NEVER BEEN

_ZINTRODUCING
# \ISION SOURCE NEXT

ARE YOU READY TO ENJOY ALL
THAT PRIVATE PRACTICE CAN
OFFER, INCLUDING...

* Practicing full scope optometry

» Controlling the way you deliver care
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* Increasing your potential for professional
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...but uncertain how to handle day-to-day
management issues like staff training,
marketing and supplier negotiation?

VISION SOURCE NEXT can help you
WORK IN, ACQUIRE, OR START

a Vision Source practice with guidance and
programs to assist from start to success.

EASIER

WORK IN A PRACTICE

There are many Vision Source practice
owners actively seeking Doctor Associates to
support them with their practice growth &
expansion plans.

ACQUIRE A PRACTICE

Opportunities exist to acquire a practice
outright, join a practice as an equity partner,
or as an Associate with a path to an equity

~ position.

WHY VISION SOURCE?

Vision Source Next represents the latest in a history of innovation for private
practice optometry. Since 1991, Vision Source has lead the way in delivering
unsurpassed buying power, results-based practice management programs,
and access to new patient channels through collaboration with more than 100
physician groups, health plans, and managed health plans. The result: In 2017,
average member practice REVENUE GREW 10 TIMES the industry average.*

and

and with the security of
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If you're ready for

* 5.7% weighted average Vision Source member practice growth for 2017 vs Industry growth of 0.5% per Vision Watch’s vision care
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START A PRACTICE

For start-up practices, Vision Source Next
provides a step-by-step program to ease
your transition into owning and running a
private practice, where you can experience
practicing at a higher level with the nation’s
premier network of private practice
optometrists.

It all starts at VisionSourceNEXT.com

%s#ou Source:




eidon@ e center

The World’s FIRST
Ultra Resolution, True Color, Confocal

NOW FEATURNG AUTOR.UORESCENCE

EIDON Wide-Field Mosaic
90° —~200° (Measured from Center of the Eye)

» Fully-Automated, Confocal Technology
Non-mydriatic acquisition through cataracts, media
opacities and small pupils

» True Color (White Light lllumination)
Non-Pseudo Color — Equal to direct retinal observation

Autoluorescence
» Wide-Field View
Detection of pathology in the peripheral retina
» Autoluorescence Imaging Infrared

Earlier detection of retinal disorders

Contact Us Today for an In-office Demo

Contact your CenterVue Representative, or Call 1 888-512-3575 | Email infous@centervue.com




