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GOOD EMPLOYEES
NEED GREAT VISION




Salt Lake City, UT - Opticare of Utah is now Opticare Vision Services.
New look, new name, and new products but same commitment to
service and community.

In 1987 Opticare of Utah was founded as one of the first vision insurance
companies in the country, with the objective to make vision care
affordable and accessible to the people of Utah while providing a
spectacular customer experience, not only for our members but also our
brokers, our providers and our partners. As our company has grown, we
have led the way in managed vision care, capitation, cost containment
and in 1999 became the first managed care entity to provide refractive
surgery benefits (LASIK). Since inception we've performed over 25,000
refractive surgeries and manufactured over 1.4 million lenses for Opticare
members. In 2006 we began our global humanitarian efforts which have
provided over $350,000 in cash donations, 5000+ pairs of glasses and

over 1000+ cataract surgeries in 7 countries spanning 4 continents. Our
local community efforts with YWCA, United Way, 4th Street Clinic, Ronald
McDonald House, MS Society, Prevent Blindness, Make a Wish Foundation,
Stand Up To Cancer, Utah Food Bank amongst others will continue to be a
focus as community efforts are core value that we embrace.

Our growth and commitments requires us to adapt. With this in mind, we
are excited to announce our new name and brand, that unifies Opticare of
Utah and Opticare Plus Vision under one banner - Opticare Vision Services.

This new look and logo also come with some exciting new products and
technology. First, our new website is live under our new domain: www.
opticarevisionservices.com. Please make sure to update your whitelist,
SPAM filters or firewall systems so you can continue to receive email
communication from us. This new site has enhancements to the HR/
Employer and Broker portals, easy to use provider lookup, online quote
submission and new proprietary tech such as Healthy Sight, Vision
Savings Calculator and Build Your Glasses tools. Next, we are very excited
to announce the launch of our member app, MyOpticare, which can be
downloaded free for Apple and Android devices which gives Opticare
members real time access to their eligibility, plan designs, claim status as
well as on-demand benefit card access.



=% OpticareVision

We have new plan design enhancements, reduced Opticare Vision Services Contact List

co-pays, increased allowances and coverage

for occupational and office/computer lenses

such as BluDefense and MasterpieceHD Office.
Nutraceutical programs for Macular Degeneration
supplements and dry eye treatments. New on-
line contact lens and eyeglass ordering platforms,
in office “non-contact” exam and measurement
services with a Smart Mirror device and other
technology improvements insure safety in a post-
COVID reality.

We will also be completing our integration with
Employee Navigator this year and separate
communication pieces will keep you updated. Q4
of 2020 we will launch our telemedicine platform
as well as our mobile on-site services for our
approved employer groups, whereby our certified
Optometry and Opticianry team will come to the
employer’s facility for exams and eyewear services
over a 1-2 day period.

We are excited about all the changes we made
and look forward to an opportunity to share the
details of our new offerings sometime soon. We
have a new name, new logo and new offerings,
however, some things are not changing, primarily
our local service team of experts for enrollment
meetings, benefit fairs, health expos, conferences,
golf tournaments and more. Contact Aundrea
Brinkman to schedule a 30 minute meeting,
lunch & learn, etc. to discuss specific opportunities
for pilot programs, sponsorships, partnership and
new benefit platforms etc. Our team loves in-
person meetings so we can bring treats or lunch
for your team, however we are available via Zoom
if that makes more sense.
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THE VALUE OF VISION INSURANCE

Employees’ eyes deserve the best care to keep them healthy year after year. With
Opticare Vision, they will get a great value on their eye care and eyewear, at the time
and place that fits their lifestyles and budgets. Besides creating a more competitive
benefits package, Vision Insurance helps reduce out-of-pocket expenses for employees —
empowering them to get the vision care they need.

65% of Americans experience some form of digital eye strain.

Early diagnosis of vision issues means treatment is most effective and may make
treatment less costly. Regular vision exams can help show signs of:

- Diabetes

« High blood pressure

« Macular degeneration
« Cancer

Vision Insurance is a smart way to add value for both your business and your employees

THE VALUE FOR EMPLOYERS

Offer a robust benefits package to attract and retain high-performing employees
without incurring additional expenses

Subsidize the rising costs of benefits through supplemental insurance

Convenience of utilizing our enrollment solutions and customer service team to help
explain benefits, locate providers, answer claim questions and more

Reduced burden with the assistance of our Vision Insurance partners

Value for employees

Focus on maintaining healthy vision instead of worrying about how to cover the cost
of exams and lenses




ABOUT US:

Opticare Vision Services is one of the country’s
largest vision insurance providers, headquartered
in Salt Lake City, UT. Founded in 1987 as one

of the first vision insurers in the U.S., Opticare

set out to provide affordable, premium-based
comprehensive vision products to employers of
all sizes as well as associations and risk pools.
Opticare’s first client, the State of Utah employees
and Public Employees Health Plan (PEHP) is still
a client today. With thousands of clients in the
public and private sectors, over 40,000 provider
locations nationwide and members in more than
25 US states, Opticare has grown into the regional
leader but still possesses the core values that the
business was founded on.

Opticare’s primary goal is to make eye care

affordable and accessible to everyone. Opticare’s
close relationship with Standard Optical, the
region’s leading eye care chain, provides unique
insights into the member experience, provider
related intricacies as well as operational metrics
and costs of goods data. It's this information that
gives Opticare a unique and distinct advantage in
plan design and delivery, pricing and fee schedule
maintenance, and product-specific expertise such
as BluDefense and Masterpiece HD custom lenses.
As a cost-containment company in a specialty
healthcare field, we offer unique programs
including business analytics, various delivery
channels including brick and mortar, telemedicine
and mobile on-site eye care and factory direct
product acquisition. Opticare offers plan designs
that are richer than anything on the market but are
also simple and easy to understand.



Because our model is also very provider friendly,

we don't force our network Optometrists to use
specific products or manufacturing facilities

like most other vision insurers, insuring the
members receive exactly what the doctor deems
appropriate as opposed to what the vision plan
dictates. Our local Utah based service team is
available for enrollment meetings, educational
seminars/webinars, benefit fairs, health fairs, etc.
We have the man-power to have representation
for in-person meetings as well as the experience
to provide video enrollment or web-based
conferencing. Our 15,000 square foot facility in
West Valley is our corporate office for all things
Opticare and also serves as our manufacturing
hub, distribution center and call center. In 1999
Opticare became the first company of its kind

to offer LASIK and Ophthalmology services and
to this day over 25,000 procedures have been
performed.

We are dedicated to eye care in every sense of the
term and welcome the opportunity to provide
vision plan services to you and your clients or
employees. If this is your first step into offering

a vision product, we will make it seamless and
easy. If you're experienced in offerings like ours,
we would love to compare plan designs, rates
and value added offerings to help enhance your
current benefits with better rates and richer plans.
Regardless if you're new to vision plans or you're

a cagey veteran, we are here to help you enhance
your benefit offerings while saving your clients
money in a manner that is seamless, easy and
member-centric. Thank you for taking the time to
learn about Opticare Vision Services where Better
Eyes means Better Lives.

*All plans are directly underwritten by Opticare of Utah, Inc. the parent company of Opticare Vision Services, a Utah Domestic

Insurance Company. 1901 Parkway Blvd. Salt Lake City, UT 84119.



10 THINGS YOU MUST CONSIDER
WHEN COMPARING VISION PLANS

Today’s health insurance broker and employer have so many complex things to think about when it
comes to building a benefits package that current and prospective employees will find valuable and
affordable. It's likely for most employers that payroll and benefits are a top one or two expense line

items in their business today.

It's also likely that they will continue to grow
disproportionately to their prices, which means

most companies can't just issue a price increase
to help fund the increases in health insurance and
other employee related burdens, so, rightfully so,
great effort is spent analyzing health insurance
benefits, utilizing HSAs, looking at self-funding,
wellness plans to reduce utilization, etc. etc.

These are just some of the things a good broker/
agent will do with an employer, which often
means little time is spent on ancillary voluntary
benefits like vision plans. A vision plan can be a
great way to enhance a benefit offering with no
cost to the employer, however, how do you know
if you're picking the right one? With all of your
time spent on health insurance and other more-
costly benefits, you likely need a simple and easy
to understand tool to help you understand the
basics of the vision plan offering that will insure
you're selecting the best vision partner for your
employees.

Our research of both brokers and employers
indicate that the first (and often the only) thing
most people look at is the monthly premium,
then allowances for frames and the number of
network providers. It makes sense that these are
the only parts of the vision plan than employers
and brokers are looking at, because those are the
parts that the vision plan provider and sales reps
presented on. What is a relatively complex and
vernacular heavy industry (ex: digital free-form
progressives, retinal imaging, photochromics,
etc), in order to really understand what to look for
you need some insider help. Here are 10 things
that you need to understand in order to compare

vision plan offerings:



COMPREHENSIVE EYE
EXAMS AND FITTING FEES

Most plans will offer a comprehensive eye exam
for spectacles for a co-pay ($10-$20), however
there is typically an up-charge for a contact lens
exam, this up charge is referred to as a fitting
fee. The fitting fee relates to a couple additional
measurements call K-readings or Keratometry
(cornea) readings which measure the steepness
(or flatness) of one’s corneas which affect how

a contact lens will fit. When comparing exam
coverage keep in mind 25-35% of plan members
are contact lens wearers and could be subject
to a fitting fee. Opticare plans cover fitting fees

100% in the select network.

MATERIALS CO-PAY

FITTING FEES AND CONTACT
LENS BENEFITS

Opticare plans cover fitting fees and an initial pair
of trial lenses, however, one common tactic used
by vision insurers is to either not cover fitting fees
or cover them with the contact lens allowance. This
means if a member has a contact lens allowance
of $120 but the “covered” fitting fee is $S40, that
member receives the exam with a co-pay and
nothing extra for the fitting fee out of pocket,
however the contact lens allowance has been
reduced by $40 to cover the fitting fee. If it feels
like smoke and mirrors well you know. Opticare
covers fitting fees and doesn't reduce allowances
to cover it. Make sure to keep this in mind when
comparing contact lens allowance and eye exam

benefits.

Most plan offerings cover a frame up to a stated amount and basic lenses. The materials co-pay is not

different than a deductible in the sense that a flat “materials co-pay” of usually $25 and must be paid

before any frame or lens benefit is issued. Here's another way to think about it; if the stated plan allowance

for a frame is $120, you might expect to find a frame for $120 and have it covered completely. Not

exactly. In this scenario the member must pay the materials co-pay of $25 first, then apply the allowance,

effectively reducing the frame allowance to $95. Opticare plans generally don’t have frame material co-pays

or deductibles.
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HARDWARE ONLY (NO EXAM)
PLANS & COMMERCIAL
HEALTH INSURANCE EYE
EXAM BENEFITS

One way to reduce vision plan premiums is to
remove the eye exam benefit and rely on the
health insurance carrier to cover the eye exam
benefit. In theory this makes sense, however
there are (3) issues to consider when considering
this option. First, many health insurance carriers
cover an eye exam with a medical diagnosis -
glaucoma, cataracts, conjunctivitis, etc. - and will
deny eye exam claims without a diagnosis code.
In this case, the member will have to either pay
at time of service or wait until a claim is filed and
denied before receiving an EOB and invoice to pay
months later.

The second potential issue with covered exams

is, if the health carrier does cover routine exams,
it's likely a much higher fee schedule than that
of an Opticare plan. For example, (this is just

an example) Optometry providers will receive

a reimbursement of $71-$108 for an eye exam
from a commercial carrier while the average
exam reimbursement from the vision plan, for
the EXACT SAME EXAM is around $55. Thus
carving out the exam on the medical side and
keeping it in the vision plan theoretically would
be the more cost effective, while also reducing
the administrative overhead of filing 2 separate
claims to two different insurance companies. And
finally, not all Optometry providers are empaneled
on major medical plans, thus creating a situation
whereby the patient must make 2 visits, one to
an eye exam provider and one to a vision plan
provider.

BENEFIT FREQUENCIES AND
WHAT THEY REALLY MEAN

Often annotated as 12/12/12/12 or 12/12/24/12
this means the frequency, in months, of each
benefit line item; exam/lenses/frame/contacts.
Plan premiums can be reduced by changing the
frequency to 24 months, usually on the frame
benefit, indicted as 12/12/24/12. The American
Optometric Association and the American Medical
Association recommend annual eye exams for
every American over the age of 12 with or without
visual deficiencies. Children should have their first
eye exam at age 3 and every other year thereafter
unless ocular issues are present. Pediatricians

will conduct tests to track eye mobility, muscular
strength, pupillary reaction time and fixation

tests during routine checkups. Here's the patient
experience that a 24-month frame benefit will
likely create for an eyeglass wearer. Year one, the
member will get an annual eye exam and glasses.
In year two after a covered eye exam reveals a
slight change in the prescription.

Patient can use the lens benefit but now has to
use the old frame - which can be brittle and worn
down combined with the fact that only 35% of
patients have a backup pair, meaning they can't
leave their old frame to have lenses put in as it's
their only pair of glasses. Which leaves the patient
no choice but to pay full retail for the frame or not
update their prescription at all. While the provider
might like the idea of selling a retail frame, neither
option created by the 12/12/24/12 option is
member-patient friendly. All Opticare plans are
12/12/12/12 plans unless requested otherwise,
and even in this scenario, Opticare’s rates on a
12/12/12/12 will usually beat any competitor's rate
on 12/12/24/12 frequency.




NETWORK: PROVIDERS VS
ACCESS POINTS

There is some confusion in the market place
about the correct way to present provider
networks and accessibility. Opticare’s primary
way of presenting providers is by individual
doctor for independent, single office practices
and by number of locations for group practices
and chains. Many vision plan networks now
present access points which can be misleading,
here’'s why. Example: Family EyeCare is a

small group practice with 3 brick and mortar
locations and 3 OD owners. Since each doctor
is an owner in all (3) locations, they will be
listed in each as an access point, making the
network list 9 locations; Location 1 with Doctor
A, B, and C and Location 2 with Doctor A, B and
C and so on. The fact is there are 3 approved
clinics, each with a doctor, that a member can
visit. Three dots on the map. Access points can
be misleading.

Another example, Standard Optical often

has several doctors work in several locations,
because of this, all 20 doctors are credentialed
in all 20 locations. It's still only represents

20 offices that a member can visit, however,

for network comparison purposes, could be
represented as 400 access points. Opticare’s
network meets or beats every other network on
the market with a combination of independent
practices, National and regional chains.

When you add our out of network benefits,
overcoming confusion or objection based on
network is easy.

OUT-OF-NETWORK
ALLOWANCES

When comparing networks, you must consider the
out-of-network reimbursement column. Example,
your group wishes to buy ABC Vision Plan because
it has Costco on the panel, albeit at reduced
allowances of $70 for a frame. However, Opticare
plans have an out-of-network allowance of $85,
which means the member has a $15 better benefit
that can be used anywhere, even Costco. Don't be
fooled by stripped down benefits for expanded
providers. Most big box and membership club
providers require a reimbursement of their Usual
and Customary. This leads to a lesser benefit to the
member and an uptick in premium cost to account
for it.

COMMUNITY AND CORPORATE
CITIZENSHIP MATTERS TO
PEOPLE

Opticare is a proud Utah family owned business and
employs hundreds of Utahns. Every pair of glasses
made through the Select Network is manufactured
and assembled in Utah by Utahns. The year 2020
marks our 14 annual broker incentive trip and
humanitarian project. Our humanitarian efforts span
4 continents but most notably is felt right here in
Utah. Opticare Vision is partnered with 4th Street
Clinic, Title One Schools, The Road Home, Utah MS
Chapter, YWCA, The Haven, StandUp2Cancer, Make
a Wish Foundation, Equality Utah, Utah Food Bank,
United Way, Ronald McDonald House, Utah State
University, Weber State, U of U, BYU, Westminster,
UVU and more. Opticare of Utah is a member and
sponsor of UAHU since 1987. Since our inception,
community involvement and humanitarian efforts
have been a pillar of our existence and will continue
to be a core value of ours.
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REFRACTIVE SURGERY AND OPHTHALMOLOGY

Opticare is partnered with the Standard Optical Ophthalmology Surgical staff and takes a very hand on

approach to the refractive surgery program which is a distinctly different approach than most vision plan

providers in the market.

For most, the refractive benefit is either part of a
large national discount contract whereby large

laser centers offers member discounts, or an open-

access option whereby laser center can agree to
a discount for the plan members and there’'s no
associated reimbursement or co-management
agreement. These are usually the same discounts
for any and every group that approaches them.
The discount they offer of 15% off or 5% off
promotional pricing is the same deal they offer

AARP or American Express Card Holders, etc. These
Laser providers have many locations and offer good

services and results.

However, our members deserve to have the luxury

of data and communication to insure the best

results. To think that a vision plan member that has

been under the care of an Optometrist for many

years can walk into a laser center and have surgery

without every having the primary optometrist

involved at all, is not ideal for continuity of care and

leaves areas for error.

Opticare takes a more hands on approach
with our Refractive Surgery Provider which is
why Opticare is responsible for more LASIK

in Utah than any other vision plan provider
by more than double. Here are a few of our
secrets. Each provider in the select network has
had extensive training and has been certified
by the laser center and Opticare as showing
mastery in refractive surgery co-management
and pre-operative cycloplegic evaluation and
examination for refraction accuracy, as well as
post-operative excellence is troubleshooting,
emergencies and on-call resources.

The member’s primary Optometrist works

in conjunction with the LASIK MD to insure

a seamless and successful procedure. We

also negotiate several free procedures for
sponsorship events, golf tournaments, fund
raisers, auctions, etc. The Standard Optical
Ophthalmology team and location are available
to host open house events, trainings, Q & A,
observation of surgery, after-nours events, etc for
our agents or clients regardless of size. Let your
Opticare rep know if you want to learn more
about this.



TECHNOLOGY, FLEXIBILITY
AND DELIVERABLES

The 2020 Coronavirus outbreak forced many
businesses to rethink their delivery channels.
Opticare’s largest client recently recognized us

as have NEVER missed an enrollment meeting

in 33 years (until Coronavirus required them to

be done remotely). This is an example of the
service commitment that Opticare has and our
commitment to deliver the services how the client
and patient want. From this, we developed video
“benefit tutorials” that can be customized for

each client in the case that in-person enrollment
meetings can't take place. The fundamental
delivery of eye care services is also changing and
Opticare is at the cutting edge of these changes.
Soon, Opticare will be launching a mobile eye care
program that will give larger clients the option

to have the eye care experience come to them.
We provide an optometrist and several certified
Opticians equipped with state of the art mobile
eye exam equipment and 300 frames. We can set
up in a break room, conference room our even our
own mobile exam truck and see upwards of 30-40
patients per day. Also, our proprietary telemedicine
platform allows members to have an eye exam
from the comfort of their own home or office. This
new platform allows for expanded service hours
also for those whose work schedule or where they
live may pose a challenge in accessing an eye care
provider. Both the mobile exam unit and the tele-
health platform are searching for early adopter
ambassadors to launch this program with, so reach
out to your Opticare rep if you are interested.




VISION PLANS AND FLEXIBILITY

Opticare Vision has the unique ability to adjust benefit allowances and network accessibility to

provide a better offering with unbeatable rates. Most plans have a no co pay option in the Select

Network, while the broad network has the traditional $10 co payments and plan designs that

you've come accustomed to. In order to understand the plan design, it's important to know the

nomenclature. Opticare plans are named based on the select network exam co-pay, the broad

network exam co-pay and the select network frame allowance. For example, plan 0-10-150C has a SO

exam co pay in the select network, $10 exam co pay in the broad network and $150 frame allowance

in Select Network ($140 in broad). The “C” following the plan hame indicates our best network option.

All groups should be quoted the “C" network plans. Now just by looking at a plan name, you can be

pretty clear on the basic benefits that plan offers.

A master plan catalogue is available with
summary plan designs for every filed plan we
offer, however, for groups over 200 lives, we offer
custom plan design. Important Note: in all cases,
plan designs containing “C" network will be the
best benefit designs (largest allowances) and the
best rates. This is due primarily to the reduced fee
schedule that has been negotiated with Standard
Optical. Benefits in the broad network will mirror
our previously sold “B” plans so your member will
always have a better option works C plan.

The plan design catalogue has plans 0-10-

100C up to 0-10-210C which covers nearly

every frame allowance possible. Opticare Vision
Services' partner Standard Optical Company has
completely revamped its service focus to give
Opticare members a spectacular experience,
surpassing any optical experience they have ever
had. Hundreds of thousands of patient survey’s
data has been aggregated to identify areas of
improvement and areas of excellence, according
to Opticare members and new protocols have
been implemented. Aside from these member-
centric changes, Standard Optical is also a national
leader in the COVID-19 pandemic and has set the
standard for how a safe, sterile eye care experience
should be. Please visit www.standardoptical.net for
COVID-19 protocol details.



BENEFIT FAIRS AND
HEALTH EXPOS

Opticare Vision Services has a Salt Lake City,
UT based account support staff designated
for enrollment meetings and benefit fairs. In
addition to having representation at these
meetings, we are always willing to participate
in gifts, prizes or giveaways so please don't
hesitate to ask your Opticare rep for support.
If in-person benefit meetings are not ideal,
we have the ability to provide custom-

made benefit videos and will gladly host or
participate in a video conference or webinar
enrollment meetings.

All enrollment forms are available in hard copy
and electronically so as to easily accommodate
in person or remote meetings. Many brokers
and employers are making wellness an integral
part of a comprehensive health benefits
offering, and as such, host several wellness /
health expos throughout the year. Opticare
Vision Services is a pioneer in health expo vision
screenings. As a title sponsor for KUTV Health
Expo for several years, we have various offerings
for vision screening health and wellness booths.
Here are some of our options:

BASIC VISION SCREENING BOOTH:

Glaucoma test (air puff)

Auto-Refractor - test distance vision

(2) technicians

Ability to electronically schedule an eye exam
at an Opticare Provider

LASIK / REFRACTIVE SURGERY BOOTH:

Similar to Basic Screening with one additional
test for corneal topography.

Materials and screenings are focused on LASIK
candidacy.

(2) Technicians

LIVE LASIK Videos

COMPREHENSIVE EYE EXAM BOOTH

We bring an entire examination room
Requires separate dim room
Complete eye exam with mobile technology
Non-contact measurement with Smart Mirror
(2-3) Certified Optician staff
(1) Licensed Optometrist
250-300 frames to choose from
Completed eyewear will be mailed or
delivered to patients home or office
within a 7-10 days of exam.
20-30 per day capacity

All booth options have educational materials and giveaways. Talk to your Opticare rep for more details

about health and wellness expos.
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