
1



 2 Benjamin Lane
Petaluma, CA 94952

 
 Michael Pote
415.481.9008

michael@growthco-op.com

Steve Alexander
847.909.4754

steve@growthco-op.com

2 Cover photo by Craig Whitehead on Unsplash

https://unsplash.com/photos/aJfy0WtHtkc?utm_source=unsplash&utm_medium=referral&utm_content=creditCopyText
https://unsplash.com/search/photos/rain?utm_source=unsplash&utm_medium=referral&utm_content=creditCopyText


Introduction
Our conversation on vision plan participation 
continues as we explore practices that have 
evaluated their participation and determined that 
being out of network is best for them.

These are not fairy tales, but stories of practices 
who have been successful with all of the bumps 
and bruises to show for it.  Our purpose is to allow 
you to learn from their mistakes (make some new 
ones) and to mimic those activities that provide 
success.

We also want to show that it can be done.  The 
myth of being unable to function as a doctor 
without being on vision plan insurance panels is 
powerful, but we hope to show that it is just a 
myth.

Learn from the doctors who made bold moves for 
their practices and have benefitted from those 
decisions.

We are standing by for your call and questions.

3



Profile: Michel Gambino
Michel Gambino, OD has been in practice for 
almost 30 years in Dallas, Texas.

Dr. Gambino’s story, in so many ways, is the 
classic OD story: the ups and downs and the 
decisions that needed to be made along the 
way follow a pattern for practices who have 
completed this journey to be less and less 
reliant on vision plans for their patients and 
revenues.

Dr. Gambino has a thriving VST (ortho-k) 
practice and has enhanced his offering with a 
number of ‘non-covered’ services.  Why? 
Because ‘coverage’ no longer determines how 
he practices.  Great optometry comes first.
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What’s the Problem?
Let’s take a step back in time to 2012. The 
vision plans have Dr. Gambino’s Dallas 
office in turmoil. “My staff was being 
harassed by patients on a daily basis 
because the patients vehemently 
disagreed with our explanation of their 
benefits,” stated Dr. Gambino. “The 
patients were confusing their Medical 
Insurance with their vision insurance and 
it was hard to convince them otherwise.”

Sound familiar? 

 Insurance coverage is hard for anyone to 
navigate, let alone understand.  
Employees make decisions on their 
coverage at the start of the year because 
their HR department recommended 
them.  They know they need medical 
insurance and the vision plan insurance 
just seems to be there for the ride. 
Patients only really learn about their 
benefits when they try to use them. Your 
new patient’s appointment is already off 
to a rocky, uncertain  start. 
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What’s the Problem?
“So, who would agree to taking 50% less 
than their normal fees, add a large 
amount of administrative work to their 
practice for this “privilege” [being 
in-network] and deal with disgruntled 
patients all day.” 

In an effort to ‘fill the chair’ many doctors 
take whatever comes their way including a 
boilerplate agreement from the vision 
plans.  After all, you have no power to 
negotiate it.  You’re an  ‘independent’ OD 
and don’t want anyone telling you how to 
run your business. 

“You also have to wait for your money to 
arrive, sometimes 90 to 120 days, and 
then deal with denied claims!” In order to 
just maintain your income, now you need 
to see twice as many patients, greatly 
interfering with your quality of care and 
increasing the likelihood of burnout. 

“It got to the point that I hated going to the 
office. You take Managed Vision Care 
Plans, your practice becomes dependent 
on those plans, and you find yourself 
working twice as hard and the insurance 
companies own you.” 

6

Photo by Danielle MacInnes on Unsplash

Photo by Danielle MacInnes on Unsplash

https://unsplash.com/photos/d9IFdsA1HIA?utm_source=unsplash&utm_medium=referral&utm_content=creditCopyText
https://unsplash.com/search/photos/half?utm_source=unsplash&utm_medium=referral&utm_content=creditCopyText
https://unsplash.com/photos/d9IFdsA1HIA?utm_source=unsplash&utm_medium=referral&utm_content=creditCopyText
https://unsplash.com/search/photos/half?utm_source=unsplash&utm_medium=referral&utm_content=creditCopyText


What’s the Problem?
“From 2010 to 2014, we saw a drop in revenue every year 
despite an increase in patients year over year.  We were 
working harder, seeing more patients and the staff was 
miserable.”

Time for an evaluation. If you are getting a ‘sense’ that the 
vision plans you carry are creating more of a drag on your 
practice than providing the needed support, it is time to 
review the numbers, one plan at a time.

We can help. Click the graphic below.
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What are my options?
“So in 2012 we pulled the plug on those plans. 
It was scary at first. Every day patients would 
leave or cancel because we no longer accepted 
those plans and our income dipped. But 
gradually things turned around. After about six 
months our income was right where it was 
when we took those plans. Now it is even 
higher and my practice is a very happy place. I 
so enjoy working again and my staff is much 
happier.”

Each practice must evaluate the specific impact 
on their practice by the insurance plans. We 
have a number of tools available plus a free 
phone consultation to discuss the evaluation 
output.

We currently have online calculators that show 
going out of network with both VSP Signature 
and VSP Choice will both lower your patients’ 
cost and increase your profits. 

https://growthco-op.com/vsp-calculator-signature/

https://growthco-op.com/vsp-calculator-choice/
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What are the pitfalls?
“In 2012 we decided to pull the plug on all vision care plans. It was scary at first,” 
reported Dr. Gambino. “Every day patients would leave or cancel because we no 
longer accepted those plans and our income dipped.”

This is the rightly the biggest concern faced by practices.  But consider the myths:

● It’s not the number of patients you see, but the value to your practice of each 
interaction.  Don’t be surprised if you discover you are actually losing money on 
certain plans once your costs are taken into consideration.

● Your patients don’t come to you through the insurer. They come to you and 
then discover whether you are an in-network provider or not.

● All patients with vision insurance have out of network benefits that 
approximate their in-network benefits.  As a provider, your revenue and profits 
will be quite different depending on which way you go. 

● Being out of network doesn’t mean you don’t accept certain insurances.  It 
means you accept it as an out-of-network provider. Your patients can, should, 
and will remain in your care if the approach is handled with care. 
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Increase services.
“I’m an optometrist and I practice the “Optometry Model”. I specialize in contact 
lens fits, especially in specialty fits like OrthoK, scleral lenses, keratoconus, and 
ectasis corneas caused by botched refractive surgery. These fits are very 
satisfying and very lucrative.  I even get referrals from other OD’s for these 
services.”

Once you are free of the Vision Plan shackles, you find out that you can do what 
is best instead of what is covered:

● Ortho-k, VST, CRT
● Vision Therapy
● High end optical
● Certain Dry Eye services 
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What are the results?

“While we experienced a temporary dip in revenue, our first year without the 
vision plans showed a 21% increase over the previous year. The following year 
we had a 7% increase. 2016 was flat over 2015 and then 2017 showed another 
3.5% increase.”

Years of steady decline in income coupled with increases in workload as a vision 
plan provider.  The decision to leave vision plan coverage was followed by three 
straight years of growth eclipsing any of the years when Michel Gambino, OD 
was taking vision insurance.

“Our patient base was also more stable and we had many patients cancel their 
vision plans and stay under our care.”
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What are the results?

“I was regularly pointing out to patients that the money they and their 
employer were paying to the vision plans was much more than what 
they were getting back in coverage.”

“I charge $119 for comprehensive eye exam including retinal photos and 
a NIKBUT tear screening. Patients appreciate the care and I am paid in 
full.” 

“I now see 25 to 30 ortho-k patients each year and my specialty lens 
practice is growing as well.  In the next few weeks, I am launching a full 
myopia control program for pediatric patients that will only add to our 
self-pay patient base.”
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A successful practice and a doctor who is practicing his way. Being an 
out-of-network provider is not for everyone, but you won’t know unless 
you assess your practice and your plans for yourself. We’re here to help. 
Simply click here, download our ebook and complete the form with a day 
and time we can speak with you about your practice.

Not yet a member of The Growth Cooperative?  These are the kind of 
issues we’re working on.  Join us and be part of a bigger team that is 
impacting optometry in all the right ways.

Contact us at 415-481-9008, email or go to www.growthco-op.com 
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