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This is a paid course, purchased per optical and can be used for the entire
team.
Enrollees will have access to 5 Lessons in this course.
Enrollees will have access to the full course and all of its content for 30 days.
This can be viewed and accessed multiple times during the 30 days.
The course will go live on May 1st, 2019.
Those pre-enrolled will have first access to the course.
All Practice Enhancers used in this course will be available for download.

This course is to be used to better position an optical to reclaim their
independence. This course will reveal ideas and profitable practices by others in
eyecare. Much of the information in this course has been compiled from positive
outcomes and situations of eyecare professionals. You are responsible to check
your local laws and governing boards before implementing any strategies in your
office from any source.
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WE’VE CREATED A

MONSTER

LESSON 1WE’VE
CREATED A
MONSTER

LESSON OUTLINE
VIDEO –
Course Expectations

We were told that we needed them. We
were sold the idea that they were one of us.
Many of us are still unaware of the complexity
of how badly we are being bamboozled!
In this lesson we cover how deep the betrayal
really goes so you understand the urgency of
this course.

You have heard what you wanted to
hear. We get it, we did too. Now
here we are, after broken promises,
troubling mandates and now
bloody fangs… it is all so very clear.
In this ﬁrst lesson we will lay out how
this Monster was ccreated, the tactics
that have gotten us to this point, and

the reality of the Monster’s intent.
It is hard for us to fathom the amount
of blatant disregard the Monster has
shown for practices. We have all said,
“And to think, they were founded by
eye docs just like us.” Yet we have
it.
done nothing about it
Until now…

Then we move on. Doom and gloom isn't
where we live at SPEXY- opportunity is. We
breakdown what you will get from this course
and some homework that will make it feel
more real for your optical. Last, we'll
explain our Practice Enhancers and how you
will be able to utilize them in your optical.

Full understanding of
insurance tactics
Briefing over future lessons
Breakdown of how to use
practice enhancers

HOMEWORKIdentify and gather
certain stats about your
optical. This will help to
make the following lessons
more meaningful when
you can relate on the
spot.
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UNDERSTANDING REIMBURSEMENT
MOST PRACTICES ARE NOT FULLY CONFIDENT IN THE REIMBURSEMENT
AMOUNT DUE TO THEM. IN THIS LESSON YOU GET A THOROUGH
BREAKDOWN OF UNDERSTANDING EXACTLY WHAT YOU SHOULD BE PAID.

LESSON 2MAKING THE
MOST OF YOUR
IN-NETWORK
STATUS

FRAME MAXIMIZATION
WE’VE BEEN FOOLED BY ‘INCENTIVES’ AND FORCED BY MANDATES
TO SELL THEIR BRANDS. THEY CLAIM EXTRA VALUE TO US AND THE
PATIENT. WHEN YOU TAKE TIME TO DO THE MATH THE REALITY
BECOMES CLEAR. THIS LESSON SHOWS YOU HOW.

LENS OPPORTUNITY
TRACKING CLAIM REIMBURSEMENT ON LENSES IS THE HARDEST.
BETWEEN THE COPAYS AND THE AMOUNT THAT GOES TO “PAY
THE LAB” YOU’RE LEFT HOPING THAT YOU JUST DON’T HAVE A
NEGATIVE ON THE CLAIM. THIS LESSON CLEARS THIS ALL UP AND
GIVES YOU A SOLID UNDERSTANDING OF MAXIMIZING YOUR
LENS REIMBURSEMENT.

By the end of this course, you will have the
road paved for the easiest transition to
freedom from insurance. Let's be honest
though, some will still be too fearful to make a
change. That's okay, it is our job to educate. It
is your job to do what is right for you.
In this lesson we cover how to optimize your
benefits as an in-network provider. Insurance
companies have left us bare-bone profits for
some time now. So, it is vital to make sure you
are maximizing it. This lesson will cover
optimizing four parts:
1) the exam
2) the frames
3) the lenses
4) the contacts

LESSON OUTLINE
VIDEO –
Review of understanding
reimbursements and
billing opportunities with
most common insurances
Maximizing each covered
patient in all areas
Proper reconciling of
claims

HOMEWORKReview your reconciling
procedures
Verify for team
understanding
Gather info for tomorrow’s
training

REFLECT
ON YOUR
In some opticals, this is the scariest part of running the business. The
uncertainty of comparing numbers in all situations with insurance coverage
and private pay is often unsettling. This creates a real struggle with being
able to see different opportunities and ways to optimize your profitability.
In this training, we will look at a reality of where most opticals stand and
the common struggles. We then follow with detailing key points and where
you can optimize. Last, we arm you with tools! These tools have been very
simplified to allow for you to be able to plug in your prices, what you’re
paying, and be able to see your profitability.
Talk about taking control!

LESSON 3REFLECT
ON YOUR
PROFITABILITY

LESSON OUTLINE
VIDEO –
Reviewing the profitability
in an optical

Most of you did not go to school to be
business analysts. You went to school to
specialize in eyecare.
Can we be direct? Just because you’re a
doctor, optician, or “optical-hero” of sort,
does not mean you are good at running a
business! (There, I said it!) Don’t worry, running
a business is hard. This is where we want to
really help you…analytics is our thing.
In this lesson we dive deep to uncover and
compare side-by-side, what your profitability
looks like on lenses, on frames, and even
contacts. We make the profitability
connection on both insurance and private
pay scenarios. The Practice Enhancers that
we are using for this lesson are real gems! You
can use them time after time in your office to
calculate changes.
Hopefully, you have a mission, something
like; to serve and help people’s quality of
life. But let’s be very clear, your business exists
for one reason only, to make a profit. You
can’t help anybody if you’re not in business.

Demo the Practice
Enhancers. Show
profitability on the
products you are selling.
Compare to the
profitability of the same
products through
insurance.

HOMEWORKIs it considered homework
if you can’t wait to get
your hands on it? You will
spend the afternoon
plugging in your numbers!

In this lesson we look at opticals that have made the
switch. How they did it, the impact it made, and what
they would have done differently.
Then we give you
di
the tools to create more confidence to align your
optical, if you did decide to escape the monster,
you will be ready.

WHAT IF YOU ESCAPED?

Really though, have you ever thought about it?
How the landscape would change?
What would happen with your patients?
What would this freedom feel like?

LESSON 4WHAT IF YOU
ESCAPE?

LESSON OUTLINE
VIDEO –

First, we cover the stories from some of those
who have. We will get their current thoughts,
the fears they had, and what they may have
done differently in the transition. Then we take
a magnifying glass to the details of your
practice. We show you how to break down
the possible fear scenarios of "what if."
What if you were completely independent?
We look at how this would change for your
patients. Will you lose patients? How it might
change for you. What the thoughts of your
local employers might be, etc.
By the end, we will identify the fact that you
have more control over all of it than you
thought you did. You’ll feel better knowing
you’re in control.

Stories from those who
have made the leap.
Playout what the optical
would be like if you
decided to leave.
Develop scenarios of the
freedoms and profitability
opticals have.
Relate all of it back to you

HOMEWORKAllow for you to use the
Practice Enhancer tools to
further run the scenarios to
find the best situation for
your optical.

WE’VE CREATED

INDEPENDENCE

LESSON 5NOW WE’VE
CREATED
INDEPENDENCE
Now that you have started seeing your life
beyond the confines of vision insurance, let's
take a look at what you can do.
In this lesson we start to review opportunities
you can give your patients.

As the sun sets on the
Monster’s reign,
you have a blank canvas and you get

opportunities, discounts, and monthly

to decide what picture you will paint.

payment plan options that can be used

No one is telling you what you have

as inspiration in your optical. In SPEXY

to do anymore. Having better options
for your patients, beyond minimal
insurance coverage is a fantastic option
you have as an independent optical
In this final lesson, we review

fashion, we will follow up those ideas
with Practice Enhancers for you to
implement in your office along with training
guides to get your team excited about
your new status as a true independent.

How to address your patients and
communicate to them you have made
changes.
How to position your optical pricing so you’ll
be working smarter, not harder.
How to prepare your patients to make the
most out of the insurance they have.
How to create the excitement around the
opportunity to change. And, importantly, how
to get your team excited about it.
After this course, the only remaining question
will be:
What are you going to do with the new-found
independence of your optical?

LESSON OUTLINE
VIDEO –
Proper implementation is
key in the success of
changing to a noninsurance structure.
Sharing the change with
patients, there is a right
and a wrong way to do it.
Getting the team on
board with the change.

HOMEWORKDeciding what you will do
with your optical.

