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WHAT IS AN IDENTITY?

What beliefs are
important for forming
an identity? B T

Build Good Habits & Break Bad Ones

James Clear

Read by the Author
Unabridged



INTRODUCTION

WHAT PROCESSES DO YOU HAVE IN PLACE TO
EXECUTE TASKS AND DEMONSTRATE YOUR
IDENTITY?

What habits
reinforce/detract from
your identity?
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REguN Tiny Changes,
Remarkable Results

: An.Easy & Proven Way to
Build Good Habits & Break Bad Ones

James Clear

Read by the Author
Unabridged



INTRODUCTION

WHAT OUTCOMES DO YOU MEASURE?

How do results impact
your identity?

NEW YORK TIMES B ES'TS ELLER

Tiny Changes, |
Remarkable Results

: An.Easy & Proven Way to
Build Good Habits & Break Bad Ones

James Clear

Read by the Author
Unabridged
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Chucky
Mon, Dec 19 at 7:36 AM <o W C}ﬂ

Pantyhose

Missed you this morning! It will be

tougher tomorrow & Wed, Jan 11 at 9:54 AM

Hey! Owen was up with a fever and | h |
coughing all night. Im planning to be _
there tomorow @

All good brother. Thanks for checking

BEHA‘"URS BU"_D UN EACH UTHER Today was the nicest day! in. It's been crazy at work lately and |
. . needed to catch up on some stuff
You going helix? early this morning instead of working
Or running out
&

-
One touchpoint means
very little, but over time 9:54 S0S = m )
they are exponential. <0

Nailed It

Thu, Dec 1 at 7:44 AM
Great to talk to you this morning!
Have a great one
Delivered

You too, thanks for your perspective
and sharing today






WHAT IS AN OUTCOME
YOU WANT?

“| want to be a pilot.”




Outcome

HOW DO YOU BUILD
HABITS?

Process

OUTCOME (results)
PROCESS (the habit)

IDENTITY (belief)




OUTCOME-BASED HABITS
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can learn to fly an
airplane.”




Outcome

HOW DO YOU BUILD
HABITS?

Process

OUTCOME (results)
PROCESS (the habit)

IDENTITY (belief)




. PROCESS-BASED HABITS

HUW DU YUU BU"—D Study daily
HAB ITS? SChedUIe 3 *Get minimum
ﬂlghtS per requiremen ts
Week completed

WHAT DOES IT SOUND LIKE?

“| am going to get up 1

hour early so | can written

study 1 hour per day to

learn to fly a plane.”

Get license



Outcome

HOW DO YOU BUILD
HABITS?

Process

IDENTITY (belief)
PROCESS (the habit)

OUTCOME (results)




HOW DO YOU BUILD
HABITS?

WHAT DOES IT SOUND LIKE?

. IDENTITY-BASED HABITS

‘| am the type of guy
who is a safe pilot and
safe pilots are always
learning.”




IDENTITY (beliefs) PROCESS (habits) OUTCOME (results)

“l am the type
f who i : :
o guy Who'is a Tights per [t Get Pilots
safe pilot and week  Jadle :
License

safe pilots are PaSS
3 IWays written
learning.”
Pass check

Get license



Outcome

YOUR IDENTITY

IDENTITY (belief)

Process

PROCESS (the habit)

OUTCOME (results)




HOW GAN THIS EMPOWER YOUR PRACTICE?



Glasses $250

OPTOMETRIC
MODEL

Consider: Routine $65
Exam $39

Annual

 Loss Leaders

- Marketing Costs

) Contacts
 Profit Centers




OPTOMETRIC
MODEL

Consider:

« Exam + Retinal Image
$104

« Glasses/Contacts
$250

 Total
$354

Glasses

Annual

Routine
Exam

Contacts




Consider:

* Working 8 hours/Day, 5 days/week, 48 weeks/yr

* 1.19 exams X 8 hours = 9.52 Exams/Day
EXAMS/ HH * 9.52 Exams x $354 = ~$3,270 Gross Revenue/Day

Complete Exams per OD Hour Performance Deciles

Highest Index vs. Median
90th-99th percentile NG 2 18 183
80th-89th percentile NG 1.65 139
70th-79th percentile N 1.50 126
60th-69th percentile NG 1.33 112
50th-59th percentile NG 1.22 103
Median Dt 100
40th-49th percentile NG 1.14 96
30th-39th percentile INEG—_— 1.01 85
20th-29th percentile INEG_—N 0.85 71
10th-19th percentile NG 0.72 61
T qstothpercentile  IEG_—_—_— 057 48

Lowest



OPTOMETRIC
MODEL

(Detect and Refer)

Consider: Annual

Routine

- How do referrals impact
Exam

your practice? Chronic
* Neutral? Ocular

« Detrimental? DZ



OPTOMETRIC
MODEL

(Detect and Refer)

Consider:
 How do referrals impact

our practice? :
y P Chronic
« Neutral? Ocular
 Detrimental? DZ

Annual
Routine
Exam




TOTALPATIENTCARE £
MODEL

(Capture, Care, Manage)

Annual

Consider: Glaucoma Routine s

: E

- Each patient NEED can =
translate into a pillar of
your practice.

Myopia

Taking Care of the Patient R

Taking Care of the
Practice




MEDICAL EYECARE OPPORTUNITY

AVERAGE MBA REVENUE SOURCES 2018

, ) Eye Care Visits By Median Average Prevalence data
[ElgeE  [EcE Type MBA MBA
17 27

Ly e 4 o,
e iﬁ% s Dry Eye/MGD? ~ 703
O [ P o _
Infection? 9 17 ~ 50
Allergy3 8 14 ~ 180
=5k E Glaucoma® 16 31 ~91
Doy
:'n-tﬂ "[ Cataract Co-mgmt 14 18 ?
Wi Refractive Sx Co-mgmt 1 3 ?
FB rmvl 2 4 ?

Total 67 114 954



Outcome

WHERE WE START

IDENTITY (belief)

Process

PROCESS (the habit)

OUTCOME (results)




IDENTITY (beliefs) PROCESS (habits) OUTCOME (results)

Optometry is Thriving &
best for all eye Resilient
care patients Practice




WHERE WE START

management

IDENTITY (beliefs)
You MUST ACCEPT: . o
« MVCP = Exam
* Prescribing glasses
» Screening for
diseases

Myopia

« Can have add-ons Management

like contact lenses




 WHERE WE START

IDENTITY (beliefs)
You :
« MVCP =
« Prescribing glasses
« Screening for
diseases
« Can have add-ons
like contact lenses

MVC PROVIDER MANUAL

“Your patient’s chief
complaint or reason for an
exam (note: the chief
complaint should also be the
primary diagnosis on the
claim and should determine
whether to bill XXX for a
routine exam or bill for a
medical exam)”



WHERE WE START

management

IDENTITY (beliefs)

You MUST ACCEPT: . o
- Each QUESTION you ask Exam

on your intake form
during a MVCP is
intended to UNCOVER

Myopia

an underlying disease Management
or disorder that will be

MANAGED at a
SEPARATE visit.




WHERE WE START

management

IDENTITY (beliefs)

You MUST ACCEPT: . o
- Each Test you perform Exam

under a MVCP is
intended to UNCOVER
an underlying disease

Myopia

or disorder that will be Management

MANAGED at a
SEPARATE visit




WHERE WE START

IDENTITY (beliefs) This will make vou
You . Y

» Each Test you perform uncomfortable.
under a MVCP is -
intended to UNCOVER Consider...
an underlying disease
or disorder that will be
MANAGED at a
SEPARATE visit




WHERE WE START

management

IDENTITY (beliefs)
You MUST ACCEPT: AlUEL
- That you will need to

CAPTURE the patient

Glaucoma Routine Contacts
Exam

Myopia
Management




WHERE WE START

IDENTITY (beliefs)

You MUST ACCEPT:

- That you will need to
CAPTURE the patient

What do we mean by

“CAPTURE”

e |dentify a
Detect potential
problem

e Set
Diagnose appropriate
follow up

Communicate

e Create an

impetus for
follow up

¢ "| will see you

back in XXX"



WHERE WE START

IDENTITY (beliefs)

You MUST ACCEPT: G e

- That you will need to
CREATE a process

Routine
Exam




WHERE WE START Care

IDENTITY (beliefs) « 1o ) ( DRELEEENEE (+ Medications
YOU . ° (R)'NI:lF ; e Office Visit : iulrlgery )
C ® RISK Factors e OCT oliow u
- That you will need to . VF * Refer?
e DFE
ST apracess B o IR
Capture Manage

RTC based on risk



FORM THE PROCESS

manhagement

Myopia
Management




Outcome

REINFORGE THE
IDENTITY

Process




WHAT IS YOUR
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