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The enclosed material is intended to assist Texas vision care providers regarding the
efficacy of direct contracting with employers and/or individuals for pre-paid vision correction
services. After spending 20 years dabbling in this area of vision care services we have
come to believe that direct contracting offers the best experience for the Provider, the
Member, the Employer and the Broker. We are confident that direct contracting could stop
the erosion of our market share and eventually even become the dominant vision care
delivery system in the Texas marketplace. (see Exhibit 1)

Formed in 1996, we have never borrowed funds, never missed paying a claim and have always
been able to provide our Provider/Owners with the highest reimbursements available in Texas.

As good as our track record is, we continue to grow very slowly. The ‘Achilles heel’ of truly being
provider-owned is the lack of ‘seed’ money or venture capital needed for expansion into new
areas. We rely heavily on our strategic vendor ‘partners’ for this needed financial support.

Eyetopia Vision Care, Inc.
Mission and Philosophy

A non-profit association of providers that directly contracts with Employers
to provide pre-paid vision care services to their employees which
maximizes the employee’s benefits while maximizing provider
reimbursements.

The following is a synopsis of discussions heloLatld" Annual Meeting on March 25, 2006

Eyetopia Vision Care Inc. (EYETOPIA) was created to give Texas optometrists a venue to
provide a pre-paid vision plan to employers and individuals. It was formed as a non-profit,
non-stock Texas corporation and structured so that every Participating Provider
automatically became a voting member of the association. Since only Participating
Providers are defined as owners, EYETOPIA will always be 100% owned and controlled by
practicing eye doctors. With only one type of owner, a practicing eye doctor, we avoid
potential conflicts of interests between investors and Providers. Investors, even if they are
practicing doctors, work to keep reimbursements as low as possible to keep profits as high
as possible. We have found this conflict of interest existing in every other vision plan
program we’ve come in contact with. EYETOPIA will never be permanently owned by any
individual, old members leave and new members join. The costs of membership remain
constant and equal for all current members. The “value” of ownership remains constant, one
vote per member. EYETOPIA owner/members collectively own all the vision care
agreements between individuals and employers and the subsequent revenue stream from
these agreements. Everyone involved from Board Members to sales people, have financial
incentives to increase reimbursements.
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“You get all the money, but you only get all the mo ney”

The Provider Agreement was carefully constructed so Eyetopia could never be mistaken
as an insurance company. The agreement clearly states that Participating Providers get all
the collected revenue and no more. If an employer fails to pay and we

are unsuccessful in recovering obligated funds, the Providers have no Vision Plans
recourse against EYETOPIA or her assigns. If our marketing agent

underestimates the costs involved in providing the contracted

pre-paid vision services, the provider has no recourse against $400
anyone and is obligated by their agreement to provide the | $350
services promised for whatever revenue is available. The $325
Participating Provider _is _personally at risk, not $300
EYETOPIA or any of her assigns. However, they are only I $275
at risk for the patients they see. Each Member-Provider g
has agreed to provide an eye exam and one of three & $250
vision correction solutions (glasses, contacts or refractive % $225
surgery) to the extent of the plan benefits regardless of & $200
how much, or even if, they get reimbursed through & $175
EYETOPIA. The graph shows the advantages and 8 $150
potential disadvantages of owning your own vision plan. @
But for 10 years we’ve proven the reward is worth the $125
risk. As the vision insurance industry continues to plummet to $100
plan X reimbursement levels, Eyetopia is working to replace $75
Plan X with Eyetopia Gold. (See Exhibit 3) $50
: : $25
“Eyetopia provides Glasses people  really want” $0

We have found a marketing niche that has endeared us to
several Agent/Brokers. Before Eyetopia, agents were disciplined to X Y Z
think about vision plans the way they think about health insurance

plans and treat them the same. When given a chance to re-educate them, we
help them realize that employees don’t care as much about paying $2 or $4 more
per month nearly as much as they complain about paying $200 to $300 out of
pocket at the time of service. To solve this, Eyetopia created two vision plans:
Eyetopia 120/145 to compete with the industry’s declining monthly premiums and Eyetopia
Gold that provides enough benefit to cover most of the expected costs at the time of
service. Eyetopia Gold costs the employee over twice as much as the typical vision plan
being sold today, but offers twice the benefit! By offering both products to every Employer
group, we're able to compete on rates, compete on benefits and still provide the highest
reimbursement per patient available in the state of Texas.

Eyetopia 120/145
Eyetopia Gold

Currently over 40% of our Eyetopia Members are signed up on Eyetopia Gold. As brokers
and agents come to learn the difference between health insurance and pre-paid vision
benefits they will continue to choose Eyetopia for their clients.
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ER g A listing of the top 40 reimbursement
T earners in Eyetopia for 2011.
Our Future

Est. with Est. Est. w
Eyetopia is ‘anti-vision insurance’. We Area Reimbursed Upgrades  Pts. Plan X
believe that vision care plans should have LAR $125,758.30  $150,910 604 1,572
never evolved into insurance products RGV $113,492.41  $136,191 545 1,419
and that because they have, they are SAT  $75,468.41 $90,562 362 943
beginning to have a negative impact on LAR  $72,407.72  $86,889 348 905
the professional fees of the ophthalmic LAR ~ $70,507.91 ~ $84,609 338 88l
profession across the nation. We hope LAR  $69,914.06 $83,807 336 874
that replacing vision insurance in Texas LUB  $65,529.27 $78635 315 819
cities with Eyetopia contracts will help RGV ~ $54,148.24 $64,978 260 677

: SAT  $40,231.55 $48,278 193 503
protect 92000 reimbursements for all 10 LUB  $39.039.27 $46.847 187 488

Texas eye care providers. 11 LUB  $37,326.01  $44,791 179 467
_ 12 LUB  $34,785.03 $41,742 167 435
We promote ‘materials only’ plans and | 13 | AR  $34,082.74  $40,899 164 426
encourage employers to direct their | 14 RGV  $32,339.45  $38,807 155 404
employees to use their annual eye health | 15 SAT  $30,504.37 $36,605 146 381
exam provided by their health insurance, | 16 RGV  $25,720.12 $30,864 123 322
leaving Eyetopia to the task of further | 17 LUB  $22,925.04 $27,510 110 287
enhancing vision correction benefits and | 18 ANG  $22,132.11 $26,559 106 277
allowances. 19 ANG  $21,355.56 $25,627 103 267
20 RGV  $20,365.94 $24,439 98 255
21 LUB  $20,151.31 $24,182 97 252
22 ANG  $19,570.86 $23,485 94 245
23 LUB  $19,547.00 $23,456 94 244
24 LUB  $19,100.00 $22,920 92 239
25 LUB $18,496.68 $22,196 89 231
26 SAT  $18,464.02 $22,157 89 231

more patients through your practice every day, 27 LUB $18,204.94 $21,846 87 228
we are more concerned about keeping your 28 SAT $17,497.95 $20,998 84 219
patients in your practice and increasing your 29 SAT $17,003.55 $20,404 82 213
average income per patient. Plan X pays an | 30 RGV  $16,879.96 $20,256 81 211
approximate reimbursement of $80/patient. | 31 SAT  $16,603.01 $19,924 80 208
Eyetopia uses vendor rebates to increase | 32 LUB $16,324.00 $19,589 78 204
reimbursements. Please note however, Plan X 33 AUS $15,696.06 $18,835 75 196
just pays a dispensing fee to the provider so 34 ANG  $13,411.36 $16,094 64 168
you must subtract your cost of goods from the | 35 RGY  $13,305.07 $15,966 64 166
Eyetopia reimbursement to get an accurate | 36 LUB  $13,282.90 $15,939 64 166
profit comparison. | 37 AUS  $12,808.58  $15370 61 160
38 AUS  $11,137.69 $13,365 53 139
39 LUB $10,810.00 $12,972 52 135
40 RGV  $10,337.86 $12,405 50 129

OO ~NOOTA~,WNPE

We are confident that we can restore this
original concept, but this time Providers
will remain in control of, and involved in,
all aspects of our operations.

*As illustrated, Eyetopia is not about getting

Legend:

SAT: 7 in Greater San Antonio RGV: 8 in Rica@d Valley
LUB: 13 in Greater Lubbock AUS: 3 in Graateistin
ANG: 4 in Greater San Angelo LAR: 5in Laredo

269 Doctors saw at least 1 Eyetopia Patiient inl201
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Provider Owned Vision Care in Del Rio, Texas

2007

Del Rio is a city of about 36,000 people locatedlo border between west Texas and Mexico.
Many of Del Rio’s 36,000 residents just cross thedbr for their vision care needs and use U.S.
dollars to buy Mexican services — believing thas throvides them better savings than vision
plans can offer. Needless to say, there are nolyrage care providers or vision plans in this
area of Texas. Somehow, about three or four yegwsa very clever broker convinced the Del
Rio Independent School District and the City of [Bab to offer a commercially controlled
vision plan to their employees. The only providarthis plan was a large, well known national
retailer and an independent optometrist that leapade from them. Due to contract disputes, the
doctor decided to drop off the plan. This wreckedoc on the vision plan company since the
next closest providers were in San Antonio abold hdles away. A broker familiar with
Eyetopia found out about this situation, moved md ainseated the broker that had sold this
business by promising both accounts a better viplan - Eyetopia. We were called on a
Monday and told that we needed to have a panehby Eriday. We began calling all four
doctors in town and explained what we were doing,no one really wanted to listen to us. On
Wednesday, we called Dr. Steven Cox, our West TBxasd Member who practices in Uvalde
about 45 miles away from Del Rio, and asked forHatp. After his calls we had 3 out of 4
providers on the panel — the largest vision careepia Del Rio history. As far as we know, that
commercially controlled vision plan has no accoumt®el Rio now and we have redirected over
$100,000 in annual vision care revenues away frioenvtell known national retailer’s optical
and back into private practices.

Today

Our rates have not increased since 2007 and wenaento have an impeccable Customer
Service record The HR Director/Risk Manager hag, saWe have almost all the providers in

town on this plan and we are very happy to be &bleffer so many provider locations to our
employees.”

The doctor next door to the national retailer rélgemoved out and opened his own office and
has opened a small optical of his own. I'm sueerihational retailer will continue to thrive, but
right now they have not yet found another doctowvtok with them.

54 > $
Steven |Cox O.D. Uvalde, TX 830-278-2597 Scox@ecuvalde.com
Nelson Greeman, lll O.D. San Antonio, TX 210-824-4503 Gx105@sbcglobal.net
Douglas Holle O.D. San Angelo,TX |325-949-6697 Dnholle@verizon.net
Dawn Rakich 0O.D. San Antonio, TX |210-340-3535 Rakich@sbcglobal.net
Randy Reber O.D. Lubbock,TX 806-793-1927 rrvisioncenter@yahoo.com
Ricardo |Gonzalez O.D. Elsa, TX 956-262-2020 Drrrgnz@yahoo.com

Paul Tran O.D. Laredo, TX 956-791-3857 Contact@tranvisioncenter.com
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Help us Make Provider Owned Vision Care A Reality — again.

Providers | Net Reimbursed Area
74 $340,689.41 SAN ANTONIO
| "#$ 56 $110,899.28 AUSTIN
% & 39 $387,326.97|RIO GRANDE VALLEY
' ())| 24 $381,400.02 LUBBOCK
16 $96,606.77 SAN ANGELO
| 15 $5,472.15 DFW
' 12 $3,963.55 HOUSTON
13 $22,096.92| CORPUS CHRISTI
8 $382,664.67 LAREDO
7 $1,807.63 OUT OF STATE
2 $644.43 KILLEEN
2 $999.56| COLLEGE STATION
1 $1,609.29 AMARILLO
269 $1,736,180.65
54 - *@ $
Region Main City Eyetopia Region Main City Eyetopia
Members Members
1 San Antonio 124 13 Monroe, LA 7
2 Lubbock 45 14  Shreveport, LA 7
3 Rio Grande Valley 44 15 Lafayette, LA 10
4 Houston 247 16  Thibodaux, LA 2
5 San Angelo 35 17 New Orleans, LA 30
6 Corpus Christi 27 18 Baton Rouge, LA 17
7 Austin 103 Total Louisiana Members 73
8 Waco 14
9 Dallas 101
10  Fort Worth 47
11  El Paso 20
12  Wichita Falls 0
Total Texas Members 807
54 &= $
Chris Wroten O.D. Denham Springs, LA 225-791-2020 cwroten@od.sco.edu
Tim Barry O.D. Jennings, LA 337-824-3937 acadianeye@yahoo.com
Jeff Anastasio O.D. Covington, LA 985-875-7898 drjeff@lafamilyeyecare.com
Christine Pastilong O.D. Bossier City, LA 318-747-0302 cpastilong@aol.com
Bill Gordon O.D. Monroe, LA 318-807-2020 drgordon@familyeyecare.net
Jack Miller O.D. Eunice, LA 3370457-5277 savagel@bellsouth.net
Mark Roy O.D. Thibodaux, LA 985-446-1717 drshark@bellsouth.net
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Maximizing the Network’s Value

Mission: To apply networking dynamics to all areas of eye care services to
benefit vision and eye care providers and their patients.

The founding doctors of Independent Eye Care Providers of
Texas, Inc. realized early on the benefits of having a dynamic
mission statement. The objective of creating a ‘network’ of
independent providers would never change: To facilitate and
protect the private optometric practice. With a broad mission
statement, the network was prepared to develop different
programs to combat obstacles, as they would occur. Our current
structure involves coordinating services and business objectives
in three distinct areas:

1) Promoting direct contracts with employers to provide vision
care services 1o their employees. maler, designed these unigue stool
2) Integra_\t_lng ophthalmic products into our plans that improve during’ the ygars 1932_1932_ A clear
our ability to compete. representation of Functionalism.
3) Establishing optometry as the primary eye care provider
through an ‘integrated eye care delivery system'.

* + ! , ! % , - )$ / !

As of 2012 Eyetopia Provider/Members in Greater San Antonio and the Rio Grande Valley have
established all three of these legs. Their efforts have paid of in many ways and we encourage
all of our Provider/Members to contact your colleagues in these areas and learn more about
how to bring the complete Eyetopia program into your community.

An Integrated Eye Care Delivery System is
structured so that tertiary surgeons no longer
need to provide ANY primary eye care and/or
vision care for their patients. All the surgeon’s
patients are assigned a primary eye care or a
vision care provider in the community to
provide on going vision, primary and/or pre
and post surgical care as needed.

These integrated delivery systems continue to be
the most effective funding tool we've had since
inception.

Contact: Robert Olivarez, O.D.
6900 N. 10th St., Suite 5, McAllen, TX 7850
956-664-0240, Fax: 956-664-0185, dad4blg@

Contact: Nelson Greeman, Ill, O.D.
249 E. Hildebrand, San Antonio, TX 78212
210-824-4503, Fax: 210-824-2542, gx105@slketglobal.

TI‘aIlSACt Merchant Sobotioas, Tnc,

@ safigelid
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Remaining Competitive and Maximizing
Reimbursements

Through mergers and acquisitions, vision insurance companies are increasing their
revenue sources. In addition, vision insurance companies continue to take control of
manufacturing and suppliers. VSPO owns MarchonO and has opened their own
laboratories. EyeMedO is owned by LuxotticaO who also owns Lens CraftersO,
PearleO and Cole VisionO locations. United Health Care owns Spectera/OptumO who
owns Crown LabsO, High MarkO owns Blue Cross Blue Shield of lllinois who owns
Davis VisionO and Viva FramesO. HumanaO owns CompBenefitsO and has started a
vision plan called Humana VisionO. The list continues to grow.

[ =

MCO Medical lives b total MCO Vision Care Coverage

WellPoint Anthem 34,805,000 23.75% | contracted EyeMed
Spectera/Optum

United Health Group 17,495,000 11.94% q@wn Health Vision

Aetna 16,613,000 11.33%]|contracted EyeMed

Health Care Service Corp. 11,500,000 7.85%|contracted EyeMed

Cigna 10,223,000 6.97%|contracted VSP

Kaiser 8,700,000 5.94% Jown Kaiser Vision

Humana 5,003,700 3.41%Jown CompBenefits

HighMark 4,600,000 3.14% pwn Davis Vision

Coventry 3,949,000 2.69%|contracted EyeMed

HealthNet 3,381,000 2.31%|contracted EyeMed/Safeguard

All Others 30,300,000 20.67%|contracted Various

Medical lives reflect Sept 2007 enroliment

It seems obvious that vision insurance premiums are going to be priced more and more
competitively and vision insurance companies are going to rely on their subsidiaries for
profits. The new goal of the vision insurance industry is to use lower premiums to capture
market share. (see Exhibit 2)



Vendor Funding is the Key

Vision plans can no longer subsist on premium reven ue alone.

Therefore, for us to compete in the vision care pla  n industry, we must have other
sources of income to subsidize lowering premium rat es. Vendor funding is the key to
being ‘premium competitive’ while still maximizing reimbursements.

The ‘Achilles heel’ of a truly provider-owned vision benefit company is the lack of ‘seed’ money
needed to create the infrastructure necessary for expansion into new areas. Provider owned
programs have no access to investment capital. To accept investors would compromise our provider-
owned program. The sales cycle on a large corporate account can be as long as 5 years. The
average is 2 to 3 years. Without a steady and reliable funding mechanism we cannot expect to
capture significant market share. This is why we rely so heavily on our strategic vendor ‘partners’ for
needed financial support.

As was the case in the story of the Little Red Hen; Members need to realize that they may not see
their first patient for a few years. However, before we can close a large account we have to have
a well-seasoned’ panel, client references, trained staff along with a myriad of other operational
infrastructure in place. (see page 20)

Sales, Provider Services staff, Provider traininga  nd website development are all
funded exclusively by vendor rebates.

Our agreements with the following seven vendors make it easy for every office to help support our
operations. The following example shows how an average private practice can make a
tremendous difference with a minimal amount of purchases.

Sample Summary Report:
01-01-2011 - 12-31-2011

Account# Rep Products Purchases Vendor YTD

XXX Eyetopia Lenses $12,000|Pro Fit Optix $1,440
XXX Eyetopia Contacts $12,000|Safigel $1,080

Z Credit Card .

XXX-XXXXX |Cherry, Joseph Transactions 0| TransAct Merchant Solutions $420
XXXXXXX  |Keeney, Cynthia Frames $8,000|Signature Eyewear, Inc. $200
XXXXX Miele, Sherrilyn Frames $8,000|ClearVision Optical $160
XXX Keeney, Cynthia Frames $6,000|Modern Optical $120
XXXXX Jill Burroughs Frames $8,000|Europa International $160
Totals: $54,000 $3,580

1 A well-seasoned panel is one where all the Prosiddfice staff are aware of their participationkEyetopia, understand the plan benefits
and how to check eligibility and submit claims. Ve¥epardize our sales opportunities when officé stembers tell callers that they aren’t
providers and/or that they've never heard of Eyetop

% Transact Merchant Solutions processes debit aultaards and deposits checks for your practice.

45



Vendor Funding Goal

With the current vendor agreements we have in place we fully expect to cover all of our
operating costs with vendor money. Allowing 100% of the Membership Fees paid by the
employees to flow back to the participating providers.

To encourage doctor participation we structured reimbursement tiers that are loosely correlated
with the rebate revenue produced. We have created five reimbursement schedules that are
shown in an abbreviated form below. For a complete listing of all reimbursable services please
go to the Eyetopia Provider Manual located on our website. Please go to page 17 for an
explanation of the following five reimbursement levels and the requirements for participation.

Eyetopia Reimbursement Schedules (abbreviated)

Lens reimbursements are "per pair" Lowest Start up Minimal| Expected| Aggressive
Description: $30CF| $35CF| $40CF| $45CF| $50CF
Eye Exam $56.76| $66.22| $75.68| $85.14| $94.60
Refractive Surgery Post Op Care-UGMA $500 $275.00[ $275.00| $275.00| $275.00| $275.00
Refractive Surgery Post Op Care-UGMA $500 $275.00| $275.00| $275.00| $275.00( $275.00
Refractive Surgery Post Op Care-09UGMA $125 | $125.00| $125.00| $125.00| $125.00| $125.00
Refractive Surgery Post Op Care-09UGMA $125 | $125.00| $125.00| $125.00| $125.00| $125.00
Frames $120 Retail Value $67.19| $78.38| $89.58| $100.78| $111.98
Frames Plan $150 Retail Value $82.05| $95.73| $109.41| $123.08| $136.76
Single Vision (uncoated CR-39) $32.43| $37.84| $43.24| $48.65| $54.05
Bi-Focal Vision (uncoated CR-39) $51.89| $60.54| $69.19| $77.84| $86.49
Tri-Focal Vision (uncoated CR-39) $68.92| $80.41| $91.89| $103.38| $114.87
Progressive Lenses (Basic”, uncoated CR-39) $68.92| $80.41| $91.89| $103.38| $114.87
Anti-Fatigue SV Lenses $47.14| $55.00f $62.86| $70.71| $78.57
UV Block Treatment (Add on) $15.00{ $17.50| $20.00{ $22.50| $25.00
Scratch Resistance Treatment (Add on) $15.00| $17.50[ $20.00| $22.50( $25.00
Anti-reflective Coating (Pro Fit Optix Add on) $38.57| $45.00f $51.43| $57.86| $64.29
Polycarbonate (Add on) $36.09| $42.11| $48.12| $54.14| $60.15
Mid-Index Lens 1.54 to 1.65 (Add on) $49.22| $57.42| $65.62| $73.83| $82.03
Hi-Index Lens >= 1.66 (Add on) $55.50 $64.75| $74.00| $83.24| $92.49
Contact Lens Allowance $145 (Global Fee®) $122.14| $140.00| $145.00| $145.00| $145.00
Contact Lens $200 - Standard Plan Safigel $154.50| $180.25| $200.00( $200.00| $200.00
Contact Lens Allowance $200 (Global Fee®) $169.29| $190.00/ $200.00| $200.00( $200.00
Contact Lens Allowance $250 (Global Fee®) $212.14| $240.00| $250.00| $250.00| $250.00
Contact Lens $300 Gold Plan Safigel $235.71| $275.00| $300.00[ $300.00| $300.00
Medically Necessary Contacts (Global Fee”) $340.71| $390.00| $400.00| $400.00( $400.00
$65 Allowance Towards Any Services $47.14| $55.00 $62.86| $65.00( $65.00

" Please refer to the Provider Manual for more details regarding reimbursements for these specific services or materials.

We pay the reimbursements on this schedule or your Usual and Customary Fee which ever is lower.
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As previously mentioned venture capital for this project must come from the Participating
Providers if they expect to maintain 100% ownership and 100% control. Consequently, the
founding members adopted the Little Red Hen's philosophy by supporting strategic vendors and
partners long before they saw their first Eyetopia patient. This ‘Little Red Hen attitude’ is crucial
to our long-term success is due to events beyond anyone’s control.

Supporting doctors aren’t guaranteed a specific patient quota, so they may
not see patients for a long time. If they stop buying from our vendors, then
they will never see Eyetopia patients. If we decided to remove non-
supporting doctors from the panel, then our panel size will not be
competitive and everyone still loses. Buying quality products from leading
ophthalmic vendors that are willing to pay rebates for our support is the
only way to ensure long-term, dependable income.

2012 brings in a new era of vendor support, all Eyetopia Provider/Members

can now generate rebates for Eyetopia and earn their way to the CF 50

reimbursement schedule regardless of other program affiliations or discount arrangements. We
have designed our vendor program to reward the supporting doctors at the expense of the non-
supporting doctors.

Offices averaging 12 pair of Pro Fit Optix spectacl e lenses and 40 90-pack Safigel Lenses each
month are eligible for the CF$40 reimbursement sche  dule. These strategic vendor partners
provide Eyetopia members ‘best column pricing’ unav ailable through any other doctor affiliations!

Strategic Vendor Profiles

“Traditionally Sodium Hyaluronate or Hyaluronic Acid (HA) is considered

one of the best lubricants available and a commonly prescribed dry eye

treatment in most of the world. The impregnation of a contact lens with HA

is a terrific concept and its slow release has allowed me to fit patients, who thought they could not longer
wear contact lenses due to dry eye, with great success. The HA is delivered over the course of a day so
it is truly a 1 day disposable lens. It's a great example of science and technology creating a novel and
very comfortable contact lens. Given the success I've seen, | have begun recommending it to all my
patients not just dry eye candidates.” Glad to make a recommendation on this impressive technology.
-Paul M. Karpecki, OD, FAAO

Participating Practices can offer Eyetopia Gold Members a $300.00 Contact lens allowance to all Eyetopia
Members that will buy a one-year supply.

This lens retails for $75.00/box your Eyetopia price is $40.00/box (90 day supply).

This lens is not available on line, through 1-800 lines or at optical retail outlets. Your patients will love this
lens and come back to you and only you year after year.

\

www.Safigel.com

offers free form technology for an unbelievably low price. The Acuity ‘framatized’

and the Identity ‘customized’ PALs come with a premium anti-reflective coating

included. They can be ordered as uncuts or as fully finished in a reasonable turn
around time. We encourage you to invite all of your premium PAL patients to try them. They'll love the
quality and your practice will love your newfound profits. As an Eyetopia member your total cost for a
finished pair including the premium A/R coating is less than half the cost of comparable products.
Thanks to the commitment of Pro Fit Optix, private practicing optometrists have a chance to lead the
nation in the shift into free form technology — ahead of the optical retail giants. Eyetopia has the chance
to be the first vision plan to offer free form technology as a covered benefit. Go on line and open your
account today. Remember to register as a Member of Eyetopia to get these prices.
Save even more when you order complete eye wear, ca Il us today about their new

drill mount collection.

www.ProFitOptix.com



Chase TransAct is among the largest transaction management

companies in the world. They are leaders in this industry. Nine out of

ten of our Eyetopia members that have had them analyze their credit
card fees have switched from their current service company to TransAct Merchant Solutions, Inc. Our
members have saved between $100/month to more than $900/month which included the cost of
upgrading to state-of-the-art equipment when necessary. Mr. Joseph Cherry, President, is directly in
charge of this offer to all of the Eyetopia membership. Someone on his staff will be contacting you, please
alert your staff to expect his call.

www.TransActMS.com

has been a solid supporter of the IPA movement since our inception.

They have agreed to pay rebates on all Eyetopia Members regardless

of other affiliations. Eyetopia Member are given significant discounts just
by virtue of their membership, but these can be increased if minimum board space commitments and
purchase volumes are met. An additional annual rebate is given to each account in the form of a credit
toward more frames if the minimum purchase volume is reached. Collections include their new Cut & Sew
line by designer Mark Ecko, BCBG Max Azaria, Ellen Tracy, Cole Haan, Izod, 1zod PerformX, Jessica
McClintock, Op, Junction City, Koodles, Fisher-Price and the ClearVision collection. Look for their monthly
emails for special offers.

www.cvoptical.com

has been another generous and committed supporter from the beginning of our

national association. They offer all Eyetopia Members significant savings and

provide Eyetopia rebate support regardless of other associations you may

belong to. Discounts are increased as you increase your board space

commitments. Signature focuses their discount on board space rather than on
monthly volumes. We've learned from practices familiar with Signature collections that their collections sell
proportionately to the board space you'll give them. You can also earn a generous prompt payment
discount and a minimum monthly purchase discount. We encourage you to contact your representative for
details on their Eyetopia program. Brands include Carmen Marc Falvo, Cutter & Buck, Dakota Smith, Hart,
Schaffner & Marx, Nicole Smith, Hummer, Laura Ashley, Michael Stars and Calligraphy.

www.signatureeyewear.com

Since 1974, Modern Optical has prided itself in providing high-quality optical products

at value-driven prices... by listening to our customers. Just as Modern Optical's family

has grown, so has our desire to perpetuate and improve our core values: Service,

Quality, Since 1974, Modern Optical has prided itself in providing high-quality optical

products at value-driven prices... by listening to our customers. Just as Modern
Optical's family has grown, so has our desire to perpetuate and improve our core values: Service, Quality,
Commitment, Price, Style and Loyalty. The Modern Optical frame lines fill an important niche in every
office, providing good quality and attractive value priced frames. These frames meet most vision plan price
points while maintaining expected profit margins. Collections include Big Mens Wear Club,
Fashiontabulous, GVX, Genevieve Boutique, Genevieive Paris Design, Modern Art, Modern Metals,
Modern Plastics | & Il, Modern Times, Modz, Modz Flex, Kids & Titanium and URock.

www.modernoptical.com

Founded in June of 1977, Europa International is headquartered in Buffalo

Grove, lllinois. Europa has proven to be one of the most dynamic eyewear and

sunwear manufacturers in the United States, evolving from a regional distributor
in the Midwest, to an international corporation and is selling in more than 20 countries worldwide.

From designer eyewear and sunwear, to a collection designed for managed care concerns, Europa has
the product, programs and desire to meet the challenges required of a valued vendor. Europa brings a
history of excellence in frame styles, product support and customer service. Collections include: Elements,
Alternatives, db4k, Michael Ryen, Cinzia, Scott Harris, David Benjamin, Cote D’Azur, Cote D’'Azur

Boutique, Detari, Adin Thomas. Www.europaeye.com
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The world of custom-made eyewear is changing, more and more custom
made spectacles will be ordered on-line. To compete with this growing
trend we encourage all IPA Members to start ordering complete eyewear.

Our strategic frame partners warehouse their

frame selections in the same plant that Pro Fit

Optix lenses are manufactured. Instead of

shipping frames to manufacturing labs, you

simply order the frame when you order the lens.
You save from 20% to 50% over traditional lens finishing methods and have the option of keeping those
savings or passing them on to your patients.

2011 Pro Fit Optix Purchases
$20,000.00
$18,000.00 //
$16,000.00
$14,000.00 - \ /
> $12,000.00 1 T —e— Rio Grande Valley
£ $10,000.00 = —m— The Rest of Texas
o
= $8,000.00 - . / — — —Total
$6,000.00 - /.\.i-///
$4,000.00 - —
$2,000.00 [~
$- T T T T T T T
Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Month

Contact ProviderServices@EyetopiaPLans.com to start changing your optical world!

4< www.NationaleyePA.com



Reimbursement Level Requirements

CF50 Membership Requirements
The highest reimbursement level is granted by invitation only. Once a participating practice’s
rebate reaches the minimum required volume the Member is eligible to be recommended for a

leadership position in the Eyetopia IPA, or one of the affiliated programs that help with funding.
(see page 9 for an example of the affiliated programs)

Requirements:
Annual Strategic Vendor Rebates exceeds $4,000 for a single provider practice and $5,000
for a multi-provider practice.
Actively working with all integrated vendors.*
Has accepted a leadership position with Eyetopia or an affiliated program.

Benefits:
Reimbursements are the highest possible in Texas.
Can instantly enroll patients on the Eyetopia Individual Plan to prevent them from walking out
with their prescriptions.
Participates in the management, operations and administration of Eyetopia.
First right of refusal for special promotions and programs.

CF45 Reimbursement Requirements

This reimbursement level is available to all Eyetopia Members. Their reimbursement table is
upgraded to CF45 on the 1% day of the month following proof of eligibility. ?

Requirements:
Annual Strategic Vendor Rebates exceeds $3,500 for a single provider practice and $4,500
for a multi-provider practice.

Benefits:
A substantial reimbursement level.

Eligible to apply for participation in the Eyetopia Provider Promoted Individual Plan program. *

CF40 Reimbursement Requirements

This reimbursement level is available to all Eyetopia Members. Their reimbursement table is
upgraded to CF40 on the 1% day of the month following proof of eligibility. ?

Requirements:

Annual Strategic Vendor Rebates exceeds $2,000 for a single provider practice and $3,000
for a multi-provider practice.

Benefits:
A substantial reimbursement level.

CF35 & CF30: atinitial 1PA Membership acceptance, the CF35 reim  bursement schedule is
automatically assigned to all private practicing of fices. The CF30 schedule is automatically
assigned to all doctors working next to a corporate ly owned optical.

12012 Integrated Vendors are Pro Fit OptixO and SafigelO. There is not a specific volume-purchasing requirement,
but the account has to be considered ‘active’ by the vendor.

% For example, if you are determined to be eligible in July your reimbursements would go up for all claims submitted
in August (which would be paid in September).

% The Eyetopia Individual Plan program advertises products offered by integrated vendors, requiring the Participating
Provider to arrange for access to these products.
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Strategic Vendor Acceptance Form

Strategic Vendor Optical Partners

Pro Fit Optix || 'am now buying free form PALs. My account number is:
Safigel || My account with this contact lens company is:
Signature Eyewear || 'am now buying Signature frames. My account number is:
ClearVision Optical || 'am now buying ClearVision frames. My account number is:
Modern Optical || 'am now buying Modern frames. My account number is:
Europa International | | | am now buying Europa Frames. My account number is:
" ' o' 8 A B #A B $BB 3 -=9
Safilo USA, Inc. D I am now buying Safilo frames my account number is:
Tura USA D | am now buying Tura frames. My account number is:

Preferred Vendors offering Practice Management/Opto  metric Physician support
(check those you'd like more information on)

TransAct Merchant Solutions D Have them contact me. D They already handle my credit, debit and check processing

Ophthalmic Consultants D (866) 551-0232 D FoxFire Systems Group (800) 333-4176

Doctors Optimal Formula D (904) 891-9177 D Veatch Opthalmic Instruments (800) 447-7511
Med Flash [ ] (800) 256-8006 [ ] optovue (214) 498-6727

Please go to www.NationalEyePA.com for your discounts, rebates and other promotional details
(Follow provided instructions to get your Login set up)

D Call my office and ask for to get my account numbers.

D | am interested in supporting more Strategic Vendors. Please have their representatives call my office.

| hereby authorize Eyetopia to obtain and record purchasing information on my strategic vendor account(s). |
also agree to allow Eyetopia to receive a rebate on my purchases from the above listed strategic vendors as
long as it does not negatively alter my own pricing.

Signature: Date:
Practice: NPI:
Practice Address: TIN:
Contact Person: City, ST ZIP
Phone: Title

] Fax:
Email:

Whether we like it or not, current industry trends spell the end of independent optometry as we know it. But if we work together
it doesn't have to be that way. Thetruth is, none of us are really independent anyway. If we're to survive, we need to stop being
independent and start being interdependent. 6th Annual National EyePA Coalition Convention
March 5, 2010
Ronald L. Fiegel, O.D.

Healthy Eyesfor Life
4* Wichita, Kansas



We have evaluated the CF35 reimbursement schedule and are confident that even at that
start-up reimbursement level, Provider Owned — Vendor Funded Employer Contracting
offers the highest reimbursement in Texas and Louisiana. We've even offered a $500
challenge to illustrate our confidence in Direct Contracting.

Direct Contracting restores the doctor-patient relationship while providing the highest
reimbursement schedule in the state.

28120 U.S. Hwy. 281 North, Suite 108 w San Antonio Texas 78260
800-662-8264w 830-438-6296w www.EyetopiaPlans.com

%H#! &# $

Industry surveys report that the
majority of patients in private
optometric practices now come
through vision plans.

With everything in place, we are
poised to take on the vision
insurance ‘dragons’, but we
need a lot more aggressive
Little Red Hens.
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We now have 96 Employer Agreements and 20,000 lives under contract with an annual vision
care revenue just over $2 million. We estimate that Del Rio, Laredo, Lubbock and San Angelo
have captured over 5% of _
their General Market Area. Eyetopia Growth 2005 - 2011
(See Exhibit 1) If your
General Market Area does
not yet have any employer
agreements, it is probably
because you either do not
have a competitive Provider
Directory or you do not
have sufficient funding to
address your marketing
needs.

B -

$2,500,000

$2,000,000

$1,500,000 -

$1,000,000 -

$500,000 -

Annual Claims Revenue

$-

2005 2006 2007 2008 2009 2010 2011

Years

We continue to be offered
lucrative and large
contracting opportunities
and continue to get more
chances to compete. We have reached a count of 900 Provider-Owners but still have a way to
go in northern and southeastern parts of Texas and most of Louisiana. (see example in Exhibit 2)
To have a statewide presence we need at least 1,250 of the estimated 3,000 optometrists in
Texas and 175 of the estimated 350 optometrists in Louisiana on our panel. To dominate even
the local vision plan industry, we’ll eventually need the participation of almost every private
practicing optometrist in the state.

It is important to note the
Eyetopia IPA Member-Owners disparity between Members
‘El Member-Owners @ Members seeing Patients ggf[::e'\r/llgm\l/jvelifs’losuetetlf?egone
1000 we’ll never have the other.
900 Every Member is needed if
, 80 we expect to grow our
g 100 market share. This disparity
E ggg is illustrated with an analogy
E 200 of the children’s story, “The
£ 300 Little Red Hen”. It takes the
= 500 support of all the
100 « participating providers to
0 facilitate a change in the
2005 2006 2007 2008 2009 2010 2011 | marketplace. Many doctors
Years joined years ago and have
been ‘planting seeds’

(supporting the vendors) for years and yet contracts continue to elude them. Others have seen
early ‘harvests’ before they had to plant many seeds. Regardless of which areas benefit first, -
we need statewide participation if we expect to gain significant market share. 2012 prospects
are stronger and larger than we’ve seen in a long time.
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Selling ‘Experience Vision Care’

Vision Benefits have been incorrectly structured an d subsequently
incorrectly sold by insurance companies for years.

A B @ =

The first misconception occurred when pre-paid vision benefits were converted into an insured
product. Converting vision benefits into an insurance product is one of the reasons covered
benefits have remained at the very minimum for years. For example, very few people actually
wear uncoated CR-39 plastic lenses anymore and it is very rare to find someone still wearing
lenticular lenses. Yet, every vision plan we have seen only offers 'coverage' for CR-39 lenses
and still offers coverage on 'lenticular' lenses. Even something as new as refractive surgery has
fallen behind. There are at least 7 different refractive surgery procedures now and yet the few
plans that now offer some coverage only cover LASIK or PRK - which has resulted in patients
sometimes not getting the procedure that is best for them.

Almost without exception the vision plans being marketed today only offer two actual benefits:
a) An annual eye exam and
b) Annual vision correction solutions.

With just these two benefits, there is no real insurance risk involved. Vision plans are truly just a
way for people to 'pre-pay' for their vision correction needs allowing them to better afford what
they really want — whether it is the latest in fashion frames and lenses, contact lenses or
refractive surgery.

# A A@

Medical and Dental insurance premiums continue increase at a rate much higher than inflation,
but that is not true with vision insurance premiums. They haven't gone up in 20 years. They are
actually in a state of decline. We believe that vertical integration in the vision plan industry is the
primary reason for this decline (see page 9). Almost all the plans are focused on capturing more
market share by lowering their monthly premiums — we are in a price war with unsustainable,
low rates.

> B BB

We offer two two vision care solutions that make a lot more sense. One costs the Member $10
each month and the other costs $20. It is interesting to note that once our Members understand
how they work almost 50% of them choose the $20 program. It is a lot easier for people living
on a budget to pay $10 more a month than it is to come up with $300 or $400 at one time to get
the glasses they really need or want. (See Exhibit 5 for Benefit Summaries)

IPA Members actively working with our integrated strategic vendors are eligible to market the
Eyetopia plans to individual patients. Patients not on a vision plan may decide to ‘shop’ for their
glasses, to prevent this qualified IPA Members offer them an Individual Eyetopia Plan. These
‘shoppers’ become immediately eligible to use their Eyetopia benefits upon completing an
Eyetopia Enroliment Form while still in the doctor’s optical. Participants in this program must be
actively purchasing enough from our strategic vendors to be at the CF40 reimbursement level.
(See page 10 for a purchasing example) If you are actively buying from our integrated strategic
vendors and would like to participate in this program, please contact us for more information.
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The broker in the Del Rio Story on page 6 is a company headquartered in Houston, Texas. They
have said they will give Eyetopia an opportunity to bid on all of their clients’ vision care business
if we can continue to do three things:

1) Keep member complaints at a minimum and resolve those that do occur to everyone’s
satisfaction.

2) Provide a competitive rate for services. (In turn, they've agreed to let us include the Eyetopia
Gold plan in all of their accounts as well.)

3) Provide a competitively sized provider panel. (In turn, we don’t have to offer out-of-network
benefits.

They have seen first hand the value of Eyetopia’s marketing program and will give us a chance
to bid on every account they broker for. This represents a total of 250,000 lives and is worth an
estimated $30,000,000 in annual vision care revenue.

They currently have contracts
with over half of all the 2012 Contract Prospects

Independent School Districts in 34,100 Lives worth approx. $4 million annually
the state of Texas and several
in Louisiana, North Carolina,
Arizona and New Mexico. Just

one school district in Lubbock @ San Angelo
and in Laredo represent 5% of B Lubbock
all the vision care business in 0 Austin

their cities. Eyetopia could O San Antonio

easily become a dominant B Waco
player in Texas when we get a m DFW
reasonable marketing budget m Houston

and complete our Provider
Panel. The business from just
this one broker is approximately

10% of the vision care industry of Texas. (See Exhibit 1)

Eyetopia exists because the current vision insuranc e carriers have
not been reliable in maintaining a proper balance o  f benefits between
Members, Providers, Employers and Suppliers. By res toring and
maintaining better balance, Eyetopia improves the e  xperience of all
four of these participants.

We hope this presentation has provided you with enough information on the benefits of
participating with us in this tremendously important project.
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Approximate Vision Plan Population of Texas & Louis lana
Exhibit 1

GMA [Metro Area Metro Area | Estimated Vision | Estimated Vision 10% Estimated Eyetopia Eyetopia
Population* (1,000’s) | Plan Population Plan Revenue |Eyetopia| Revenue Market Share Revenue
1{Houston TX 5748 1,293,300 $151,471,296| 129,330 $37,867,824 38 $3,173
2|Dallas TX 4196 944,100 $110,572,992| 94,410 $27,643,248 $ -
3|Fort Worth-Arlington TX 2076 467,100 $54,706,752| 46,710| $13,676,688 $ -
4|San Antonio TX 2032 457,200 $53,547,264| 45,720| $13,386,816 3,977 $441,693
5|Austin TX 1645 370,125 $43,349,040( 37,013| $10,837,260 1,482 $173,357
6|El Paso TX 748 168,300 $19,711,296[ 16,830 $4,927,824 $ -
7|McAllen TX 726 163,350 $19,131,552| 16,335| $4,782,888 4,083 $538,833
8|Corpus Christi TX 419 94,275 $11,041,488 9,428 $2,760,372 237 $32,789
9|Brownsville TX 392 88,200 $10,329,984 8,820 $2,582,496 $ -
10|Beaumont TX 379 85,275 $9,987,408 8,528| $2,496,852 20 $2,400
11|Killeen TX 373 83,925 $9,829,296 8,393| $2,457,324 $ -
12|Lubbock TX 269 60,525 $7,088,688 6,053 $1,772,172 4,399 $475,149
13|Amarillo TX 245 55,125 $6,456,240 5,513 $1,614,060 $ -
14|Laredo TX 238 53,550 $6,271,776 5,355| $1,567,944 4,027 $486,764
15|Waco TX 230 51,750 $6,060,960 5,175 $1,515,240 $ -
16|Longview TX 205 46,125 $5,402,160 4,613| $1,350,540 $ -
17|College Station TX 204 45,900 $5,375,808 4,590 $1,343,952 $ -
18|Tyler TX 202 45,450 $5,323,104 4,545  $1,330,776 $ -
19|Abilene TX 160 36,000 $4,216,320 3,600 $1,054,080 $ -
20(Wichita Falls TX 148 33,300 $3,900,096 3,330 $975,024 $ -
21|Texarkana TX 135 30,375 $3,557,520 3,038 $889,380 $ -
22|0Odessa TX 132 29,700 $3,478,464 2,970 $869,616 $ -
23(Midland TX 129 29,025 $3,399,408 2,903 $849,852 $ -
24|Sherman TX 120 27,000 $3,162,240 2,700 $790,560 100 $10,578
25|Victoria TX 115 25,875 $3,030,480 2,588 $757,620 $ -
26(San Angelo TX 108 24,300 $2,846,016 2,430 $711,504 1,147 $137,356
27|Layfayette LA 263 59,175 $6,930,576 5,918| $1,732,644 $ -
28|Baton Rouge LA 787 177,075 $20,739,024| 17,708| $5,184,756 $ -
29(Shreveport LA 397 89,325 $10,461,744 8,933 $2,615,436 $ -
30[New Orleans LA 1063 239,175 $28,012,176] 23,918| $7,003,044 $ -
31|Houma LA 206 46,350 $5,428,512 4,635 $1,357,128 $ -
32|Monroe LA 175 39,375 $4,611,600 3,938 $1,152,900 $ -
33|Lake Charles LA 196 44,100 $5,164,992 4,410 $1,291,248 $ -
24,461 5,503,725 $644,596,272| 550,373 $161,149,068 19,293| $2,299,692




Prospective Client

13,000 Employees
Estimated Annual Claims revenue:
$600,000

Provider Reimbursement Comparison

Current Vision Plan Eyetopia
$35..iiiinnnn. Eye Exam $60 - $86............. Eye Exam
$92 .......... $120 CL Allow. $145 ............ $145 CL Allow.
B35, SV Lens $38-$87...cieenn SV Lens
$90 - $95...... $130 Frame $105 - $130 ....... $130 Frame

““-Illll....... ““‘llll- lllll....

'o.._$165/patient__‘o‘ HD . $203 - $303/patient ,*
Pre-dominantly Commercial Panel. 78 Participating Provider/Owners

Providers can use any lab, sell any frame, and Providers can use any lab, sell any frame, and
offer any and all types of contact lenses they I]I] offer any and all types of contact lenses they
choose. choose.

C DA C A=

A= A
A A B A=
= $# A C A= A
= = B E A = = A =
= B A=
$5.80

Exhibit 2



, 2012

Dear Employee,

We appreciate your interest in our vision programd aill work very hard to live up to our slogdthe
perfect vision solution”.Please find enclosed two Benefit Summaries, anlemnt form and a Provider
listing. This year Eyetopia Members can get an ptiopal value in spectacle and contact lenses:

Spectacle Lenses:
Gold Members aged 1 — 44 should ask for the Identity upgrade ° optimized single vision lens.

Gold Members aged 45+ should ask for the Acuity ° PAL lens (no-line bifocal).

All Pro Fit Optix premium lens products come with built in anti-glare, scratch, static, smudge, smear and
uv protiaction that retails for up to $125 per pair. Gold members can get this built in protection at no extra
charge.

Contact Lenses:
“The only lens that contains Hyaluronate, one of the best lubricants available and a
commonly prescribed dry eye treatment in most of the world. This lubricant is released
onto the eye over the course of a day so it is truly a 1-day disposable lens. It's a great example of science
and technology creating a novel and very comfortable contact lens.” Paul M. Karpecki, O.D., FAAO

Eyetopia Members can get additional savings omrtbst advanced contact lenses on the market when
they buy a one year suppty.

! Please refer to your Membership Card or contactdbusr Relations for your specific plan benefitanstard plan members pay more out of
pocket for these premium products, but can s#llize a significant savings.

We've found the easiest way to decide which plavest for you is to evaluate your last vision cotigan
purchase. If you paid $400 or more for your last paspectacles or your contact lenses cost $250 o
more — the Gold plan would be the better choi¢grol paid $250 to $300 for last pair of spectacles

your contact lens expenses were $150 or less & e wiser to take the basic Eyetopia plan and
spend less per month.

Enrollment: Just complete and return the enclosed form to gayroll department. Please remember to
list all eligible dependents if you are enrolliray family coverage, regardless of their vision eotion
needs. You can expect your membership card(s)miitihee weeks after the closing date of your open
enrollment period. You do not need your card attiime of your appointment; the Providers are #ile
verify eligibility through our website or by phondust identify yourself as an Eyetopia Member when
you make your appointment.

You have a Provider Directory in this packet tlistslthe doctors offering the special lens matetiated
above, but you can also go on the website to seedimplete directory. If your doctor isn’t on tHarp
let us know and we’ll recruit him/her to join. Aftall, what doctor would not want to participate'the
perfect vision solutict?

Sincerely,

Jay T. Haight

Eyetopia Sales and Marketing Exhibit 3

<
28120 U.S. Hwy 281 North w Suite 108 w San Antonio, Texas 78260
800-662-8264w 830-438-6296w Fax: 830-438-6221 w www.EyetopiaPlans.com



Summary of Benefits

Eyetopia Vision Care Benefits |Co-pay’

Eyetopia provides two vision benefits each eligibility pmdi By coordinating your coverage with your heatisurance
wellness eye exam you have the opportunity to migryour Eyetopia benefits.

BENEFIT ONE? (choose either one of the following 2 options evE2ymonths):

1. Refractive Exam-One refraction (CPT Code 92015)r@ Routine Vision Exam $5.00
2. Warranted Anti-Reflective Coating or any othert tineatment, coating, or service of an equal or
lesser value.

BENEFIT TWO (choose only one of the following Vision CorrectiGptions): Eyetopia Vision Care Provides you with
three (3) options for correcting your vision. Yoayrselect one of the following every 12 months:

1. Prescription Eye Wear (lenses and/or framé)*
Prescription High Index or Polycarbonate singléorisbifocal or trifocal lenses that also inclubasic UV
and Scratch Resistance coatings — covered 10@¥%PAL wearers, the Pro Fit Optix AcullyPAL comes
with a premium anti-reflective coating and is caad00%. None
Specific to Pro Fit Opti® Premium Lenses Only:
Premium Anti-glare, anti-smudge, anti-scractch Wiltd Protection
Optimized Manufacturing Technology

Tint (Solid and Gradient) $12.00
Standard Anti-Reflective Coating $45.00
Warranted Anti-Reflective Coating $65.00
Frame: The member may select any frame on display. Ey&tgjsion Care provides an allowance
of $150.00 to be applied toward the frame selecite member pays any amount exceeding the None

$150.00 allowance.

2. Contact Lens OptionEyetopia Vision provides a $250.00 allowance t@pglied toward the
Participating Provider’s usual and customary (U&€3s toward prescription contact lenses.
This allowance can be applied toward the cortadt fitting fee and all other charges including None
follow-up visits and contact lens&$.

The Eyetopia allowance for SafigeDaily wear lenses is $300 - must get a one yepplsti

Medically necessary contact lenses - $400 tdimhvance®

3. Refractive Surgery Option.”® You may select refractive surgery instead of st or contact lenses
during each plan period. Eyetopia Vision Care mtes a $500.00 per eye allowance toward the feg
for refractive surgery, for the following procedsr®RK, CK, LASIK, INTACS, or ICL. The member
pays any amount exceeding the $500.00 per eye afioav

S None

1 The co-pay must be paid to the Participating Prewvit the time of service.

2Special Lens Materials: The member may select apketis materials (transition, ultra light, premiALs, etc.) provided they pay

any amount exceeding the participating provide® fees for the covered lenses.

% Non-covered items: Any items not specifically nimmed above, including but not exclusive to rusivise, service agreements, special lens
materials, oversize and other extras are paidyftindpatient at the time of service.

“|f the contact lens exam or “fitting” is performadd the patient decides against getting contasitdeithe patient is responsible for the cost of the
contact lens fitting fee.

® SafigeD daily wear contact lenses are the most advanaedatdenses on the market, they release a wettjagt throughout the day that is
proven to provide maximum comfort. Your Eyetopi@dolan benefit is $300 when you order a one-gepply.

%To qualify as medically necessary an applicableicatdiagnosis must be provided.

"Non-covered Items and Exclusions — Facility feesditations and enhancements or treatments relaiEshiplications.

8 Access to surgeons must come by referral frommatyi Eye Care Provider who provides pre and postanp and counseling.

Exclusions & Limitations

Included Services and/or Eye Wear Only those Additional Professional Services and/or Vision Corections. The
professional vision care services and/or vision member may select professional services and/asrvisbrrection items
correction options specifically referenced herem a not specifically referenced as included in Eyetdfigion Care.
included in the Eyetopia Vision Care. However, these services and/or items are the mésniesponsibility at

In-Network coverage is available through Partidipgt the Participating Provider's (U&C) charge, payadie¢he time of service
Providers. Out of network services are not covered. or of ordering.

Find us onfacebook.com/evetopiavisio
7
For more information please contact customer ser@i@B30 438-6296 or toll-free 800-662-8264
Member@EyetopiaPlans.com or www.Eyetopia.org



Summary of Benefi

Eyetopia Vision Care Benefits | Co-pay’
Eyetopia provides two vision benefits each eligfipiperiod. By coordinating your coverage with ydtgalth Insurance
you have the opportunity to maximize your Eyetdmaefits.

Benefit One? (choose either one of the following 2 options gvE2 months):

1. Refractive Exam. One refraction (CPT code 2@t one routine Vision Exam. $10.0(
2. Standard Anti-Reflective Coating or any othetenial or service of an equal or lesser value. @10

Benefit Two (choose only one of the following Vision Correcti@ptions): Eyetopia Vision Care provides you with

three (3) options for correcting your visionydfur prescription has changed at least ¥ dioptgoor eye doctor recommends a

change of lensey,ou may select one of the following every 12 menth
1. Prescription Eye Wear (lenses and/or franie)
Standard Prescription Lenses — covered 100%

Non-coated CR-39 plastic single vision, bifocefptal or standard Progressive lenses. $20.00
Standard Ultra Violet Protection Coating $12.00
Standard Tints (Gradient and Solid) $12.00
Standard Scratch Resistance Coating $15.00
Standard Polycarbonate upgrade $35.00
Standard Anti-Reflective Coating $45.00
Warranted Anti-Reflective Coating $65.00
Pro Fit OptixAcuityO PAL in 1.50 Index plastic with a premium anti-esftive coating’ $65.00

Frame: The member may select any frame on display. dpjyatVision Care provides an allowance |of
$120.00 to be applied toward the frame selectdte miember pays any amount exceeding the $120{00
allowance.

2. Contact Lens Option ° Eyetopia Vision provides a $145.00 allowance tapglied toward the
Participating Provider’s usual and customary (U&€8s toward prescription contact lenses. This
allowance can be applied toward the contact ldtisdifee and all other charges including follow; $20.00
up visits and contact lenses.

The Eyetopia allowance for SafigeDaily wear lenses is $200 — must get a one yepplgu

Medically necessary contact len§e$400 total allowance

3. Refractive Surgery Option.”® Eyetopia Vision Care provides a $350.00 per elgaalince toward the
fees for refractive surgery, for the following pealtres: PRK, CK, LASIK, INTACS, PIOL, TIOL or
ICL. The member pays any amount exceeding the $858er eye allowance.

None

! The co-pay must be paid to the Participating Prawit the time of service.

2 When Health Insurance Carriers offer an annualnesh eye exam it creates an overlap in benefitSyletopia Members. If this occurs,
the Member may choose another option under Be@efit as described, a $10.00 co-pay is still requoezkercise these other options.

s Special Lens Materials and Non-covered Items: Ttians ultra light, premium PALSs, rush service,\dee agreements, other special
lens materials, oversize, other extras and anysiteot specifically mentioned above may be substitprovided the Member pays any
amount exceeding the price of the covered beneditthe Participating Provider’s usual and custonfieeg for the upgrade at the time
of service.

* PAL wearers (no line bifocals) can upgrade fromrsthedard PAL lens to the Pro Fit Optix Acuity PIALCR-39 plastic for an additional $65.00.

® SafigeD daily wear contact lenses are the most advanagdatdenses on the market, they release a wettjegt throughout the day that is
proven to provide maximum comfort. Your Eyetodanbenefit is $200.00 when you order a one-ygaplgu

® To qualify as medically necessary an applicableicaédiagnosis must be provided.

" Non-covered Items and Exclusions — Facility feesdirations and enhancements or treatments relaisshiplications.

8 Access to surgeons must come by referral frommatyi Eye Care Provider who provides pre and postane and counseling.

Exclusions & Limitations

Included Services and/or Eye Wear Only those Additional Professional Services and/or Vision Corections. The
professional vision care services and/or visiomemion member may select professional services and/asrvisbrrection items
options specifically referenced herein are inclubtethe not specifically referenced as included in Eyetdfigion Care.
Eyetopia Vision Care. However, these services and/or items are the mésnesponsibility at

the Participating Provider's (U&C) charge, payadii¢he time of

In-Network coverage is available through Partidimat service o of ordering.

Providers. Out of network services are not covered.

Find us onfacebook.com/evetopiavisio

*

For more information please contact customer ser@i@B30 438-6296 or toll-free 800-662-8264
Member@EyetopiaPlans.com or www.Eyetopia.org
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Company Contact Area Phone ~ax Email
Pro Fit Virginia Schwarz  [Quality Assurance 866-996-7849 866-748-5836 | vschwartz@profitoptix.com
Optix Steve Brewer Exec. Vice Pres. 866-996-7849 866-748-5836 | sbrewer@ProFitOptix.com
Eyetopia Texas & Louisiana | 800-662-8264 866-772-0285 | Khaight@eyetopiaplans.com
Safigel Scott Orphanos Vice President Sales Sales@safigel.com
Eyetopia Texas & Louisiana | 800-662-8264 866-772-0285 | Sales@eyetopiaplans.com
Signature Michael Price CEO 800-765-3937 310-330-2765
Eyewear Kevin Seifert VP Operations 800-765-3937 310-330-2765 | kseifert@sigeye.com
Mitch Whitaker Regional Mgr. 800-765-3937 310-330-2765 | mwhitaker@signatureeyewear.com
Renee Edelstein  [Dir. of Ind. Reps. 800-765-3937 x6625 310-330-2765 | redelstein@sigeye.com
Judy Framan El Paso 800-765-3937 x6020 310-330-2765 | jframan@sigeye.com
Franklin Duncan  [Houston 800-765-3937 310-330-2765 | fduncan@sigeye.com
Debbie McCollough[Houston 800-765-3937 310-330-2765 | dmccollough@sigeye.com
Gregg Daniels Austin, DFW 800-765-3937 x6018 310-330-2765 | gdaniel@sigeye.com
Cynthia Keeney Austin/South TX 210-326-0110 (cell) 210-402-0656 | ckeeney@sigeye.com
[TransAct Joseph Cherry President 281-778-0205 281-778-0206 | jcherry@transactms.com
Mer. Sol. Tom Batchelor Texas Program Dir. | 832-539-1813 832-446-1750 | tbatchelor@transactms.com
Clear Liz Friedfeld Director IPAs 631-787-1723 631-787-1510 | Ifriedfeld@cvoptical.com
\/ision Mark McCann Regional Mgr. 800-228-6329 | markmccann@cvoptical.com
Optical Sherrilyn Miele South TX 512-627-7786 smiele@cvoptical.net
Mel Burkhart Ft. Worth/Central TX| 972-816-5879 Sharme42@aol.com
Diane Glover Houston 832-326-0982 dg77381@hotmail.com
Monty Smith Dallas/East TX 972-754-9419 montyj328@yahoo.com
Bud Witte West TX. 505-362-0896 budwitte@msn.com
Fred Sartin Louisiana 601-946-1195 FredSartin@msn.com
Modern Erin Moltzan \Vice President 800-323-2409, ext.507 | 800-323-3089 | emoltzan@modernoptical.com
Optical Cheryl Evans Reg. Sales Mgr. TX | 800-323-2409 x.503 CEvans@modernoptical.com
Cindy Keeney SouthTexas 210-326-0110 (cell) 210-402-0656 | c_keeney@sbhcglobal.net
Bryan Keeney Houston
Cheryl Evans Louisiana 800-323-2409 x.503 CEvans@modernoptical.com
Europa Larry Parrish National 800-621-4108 800-553-1020 | Info@europaeye.com
International | Jill Burroughs Texas 713-447-9619 Burrowes@europaeye.com

Detailed information regarding these vendors, their product offerings and your IPA discount program can be readily
reviewed at www.NationalEyePA.com. You need to be a registered Member to view this information. You can verify that
you are registered by searching for your name on the home page under Find Provider. If you are not listed under Find
Provider, please contact us at ProviderRelations@EyetopiaPlans.com and we’ll assist you. If you are registered, you
can create your own login and password by clicking on the link “New to this site? Create an account here.”and you will
be guided through the registration process. You can expect to get verification of your registration within 48 hours of
your submission and will then be able to view the details of the National EyePA vendor program.
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Safilo USA | Pat Koran Texas 405-751-0952 973-240-4820 | pkoran@repmail.safilousa.com
Tura Dan Sandoval Texas 570-337-0869 dsandoval@turna.com
DoctorRX | Dr. Dave Reynolds | National 954-426-4660 g]rlrjtle;/r::c())lrorllsod@doctorsopnmalfor
Vision Marilyn McCluskey

West Eye | Cheryl Poirrier Texas & Louisiana | 800-640-9485 x153 757-546-1346 | cpoirrier@vweye.com

VEATCH Staff National 800-447-7511 order@veatchinstruments.com
FoxFire Staff National 800-333-4176 grasslake_girl@yahoo.com
Optovue Staff National 866-344-8948 510-623-8668 | Info@optovue.com

Steve Clenaghen

Texas & Louisiana

510-371-1456

steve clenaghen@optovue.com

These vendors offer various program that are either individual in scope or have special limitations that you need to be
aware of. Please contact these vendors directly or visit the www.NationalEyePA.com site to learn more about and to

enroll in their preferred programs. Remember to tell them that you are a Member of Eyet
want rebate credit to go to Eyetopia or it will not

happen.

Exhibit 5

opia IPA and you




