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EyeCover is a forwardthinking value added
product provider
EyeCover is a forward-thinking valueadded-product provider. We have
championed the innovation of some
of SA’s market-first solutions. Our
designs are available directly to the
public as well as through an established
optometric customer base throughout
South Africa. EyeCover maintains its
independence in that we are not a
Financial Service Provider; we partner
with experienced Financial Services
Board Accredited Providers to ensure
best of breed solutions.

Our Mission
Our mission is to combine a unique set
of products as a multifaceted approach
to solving some of the challenges the
independent optometrist face. Enabling
them to have access to, and provide
products and services previously
not possible.

Our Vision
Our vision is to become the primary
provider of innovative solutions to enable
the independent optometry practice to
grow and prosper by means of digital,
technology and insurance related products.
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A CLOSER LOOK
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WHAT ARE YOU
DOING TO RETAIN
CUSTOMERS?
The Business of Your Practice

Products are
primarily used
as a form of
treatment in
complement to
services as an
integral part of
your offering as
a practice.

What makes your practice different to other health professional practices is the fact that at least 76% of the revenue is
driven by products. Products are primarily used as a form of
treatment in complement to services as an integral part of your
offering as a practice.
This in effect splits the practice into two segments namely,
Products and Services. The direct sales of products is driven by either New customers or returning customers, each
with its own set of requirements and challenges to manage
and improve.

OPTOMETRY PRACTICE REVENUE

Products
76%

A C LO S E R LO O K AT O P TO M E T RY
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Services
24%

A closer look at O ptometry

YOUR PRACTICE
76% OF YOUR REVENUE

24% OF YOUR REVENUE

PRODUCTS

SERVICES

CONSUMER PROTECTION ACT

HPCSA

CUSTOMER

PATIENT

ACQUISITION

RETENTION

NEW

RETURNING

Understanding the importance between successfully managing the difference between the
“Practice” side of your practice, and the business part of your practice is where we find our focus
as a company. We start by looking at some of the challenges the optometry practice finds itself
in this day and age, and build solutions to solve it:
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An average
of 65% of
customers is
made up of
your repeat
customers,
and they are
extremely
profitable.

CHALLENGE 1:
WHAT ARE YOU
DOING TO RETAIN
CUSTOMERS?

The returning customer: Why is it
important to your practice?
Let’s say you noticed your practice wasn’t acquiring as many
new patients, and you wanted that to change. So you have
spent the last few months putting together killer promotions,
setting up new products, and promoting your social media
messaging through Facebook. All of that is great, but the reality is that the customers you attract from those promotions are
not nearly as profitable as the customers you already have.
Obviously, the acquisition is important because you can’t have
a repeat customer if they never make that first purchase. The
problem is that the average optometry practice devotes more
than 80% of their marketing budget to the acquisition, and
retention takes a back seat.
An average of 65% of customers is made up of your repeat
customers, and they are extremely profitable. But why are
they so profitable?
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1. A REPEAT CUSTOMER IS MORE LIKELY
TO PURCHASE FROM YOU AGAIN
AND AGAIN
After one visit a customer has a 27% chance
of returning to your practice. However,
if you can get that customer to come
back and make a second and third purchase they have a 54% chance of making
another purchase.

2. A REPEAT CUSTOMER IS EASIER
TO SELL TO
According to Paul Farris’ book Marketing
Metrics, a repeat customer has a 60% – 70%
chance of converting. This is great news for
your practice. Adobe conducted a similar
study that looked at conversion rates of
repeat customers. Adobe found that a customer who has purchased with your practice
2 times before is 9x more likely to convert
than a first time customer.

3. REPEAT CUSTOMERS SPEND MORE
ON EACH PURCHASE
Not only do repeat customers convert more
often, they have a higher average order
value than first-time customers.
A study by RJMetrics found that loyal customers that purchase from you frequently
are much more profitable than your average customer. The research found that your
loyal top 10% spend 3x more per order than
the lower 90%, and your top 1% of customers spend 5x more than the lower 90%.
Clearly repeat customers have a high lifetime value, which contributes to a higher
value per order over time.

4. REPEAT CUSTOMERS SPEND MORE
AT KEY TIMES

The increase in sales comes from both increased demand leading to more potential
shoppers and from people purchasing more
due to the season. But how much more do
consumers buy in the busy season?
According to Adobe, the average customer spends 17% more per transaction during
the busy season. This is great news, but
your repeat customers spend even more.
Your practice’s repeat customers actually
spend 25% more per transaction during the
busy season.
The same study found that in recessions
repeat purchasers are even more important.
In Europe’s recession, the percentage of
revenue from repeat customers increased
even while times were bad. This illustrates
that your repeat customers will stay loyal
even through hard economic times.

5. REPEAT CUSTOMERS SHARE YOUR
PRACTICE MORE
A repeat customer gives your practice increased word of mouth advertising, which
is almost always regarded as the best kind.
A number of people a customer refers your
practice to increases with a number of purchases they have made, according to Bain
& Company. Each time a customer makes a
purchase they are becoming more comfortable with you, and thus are more willing to
make a positive referral.
Bain found that after 10 purchases you refer
50% more people than a one-time purchase
to a practice. This study demonstrates that
repeat customers can actually increase their
profitability by attracting more clients.

The majority of optometry practices make
the bulk of their revenue through one particularly busy season.
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CHALLENGE 2:
WHAT ARE YOU
OFFERING AS A
COMPETITIVE
ADVANTAGE?

3

The more
times you get
a customer
to return, the
greater their
potential lifetime
value becomes.

The problem with Discounts: Don’t give a
discount, give value.
The more times you get a customer to return, the greater their
potential lifetime value becomes. If you want to increase the
profitability of your practice you can start by encouraging your
existing customers to come back for a second and third time.
Just be careful how you entice them.
It’s a fact: people like to save money. Whether you have a little
or a lot to spend most people are always on the lookout for the
best deal, which makes discounting a hot topic. Everywhere
you look practices are using marketing campaigns that target this desire, promising “50% Off” and “Free Second Pair”.
However, even all of these marketing promises can’t keep customers from looking for additional value somewhere else.
You may immediately think that giving a discount on the next
pair is a great way to get a customer to return. Discounts are
effective at getting a customer back, but they almost always
set an unwanted expectation.
At a glance, this might not seem like such a bad idea. After
all, it’s bringing new customers to your practice and delivering what customers want, right? Unfortunately, the reality of
discounting isn’t quite that rosy, as the perpetual “race to the
bottom” has proved to be an unsuccessful long-term business
model. Discounting 101: The Death Spiral.
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SHORT-TERM SALES
INCREASE

FREQUENT
BIGGER SALES

CONDITIONING

MARGIN
SHRINK

INITIAL SALE

SALES DROP

After your first sale, your practice’s revenue is
going to experience a quick burst of growth.
This growth is not only good for you as an optometrist but also for the customer – the more
revenue you make, the more likely you are to
reward them for doing business with you by
holding another sale.
Unfortunately, that initial discounting has lasting negative consequences. Now that they’ve
been introduced to your products at a much
lower price point, the customers you attracted
to your practice with that first sale are being
conditioned to expect discounts with every
purchase. This mentality encourages deal hunters as opposed to repeating customers, which
is not beneficial for your business.
Once customers discover that discounts have
stopped, your sales will begin to take a negative hit as they take their business elsewhere.
Your repeat customers may also begin to
leave if they feel your sale was offered purely for first-time buyers. Whether it’s true or
not, your loyal customers may feel alienated and under-appreciated, prompting them
to lose trust in your brand no matter how
much they like your products. This means
you’re not only losing revenue but also a key
customer demographic.

LONG-TERM
LOSS OF
REVENUE

With so many customers buying more product at significantly lower prices, you’ve been
sacrificing more profit out-of-pocket in an
effort to keep up with the supply and demand. The costs of continuous discounting
aren’t affordable for any business and with
disenchanted customers looking for nothing
but the cheapest option. Customers tend to
assume products are discounted because
they’re of poorer quality, are out-of-date, or
because a practice is doing poorly. Whatever
assumption they choose to make, it’s severely
damaging to your brand and devalues your
products exponentially.
Forbes has even reported that many larger brands are offering fewer promotions to
improve profit margins, choosing to focus on
customer experience instead. That being said,
there are smart ways to offer your customers
additional value without hurting your business.
Customers who receive a discount either come
to expect a discount every time or wait until
a discount exists to make another purchase.
Instead, use retention tools like Breakage
Cover to encourage customers to come back
to your practice.
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E Y E C O V E R
I S

A

EyeCover
F O R W A R D T H I N K I N G

V A L U E

A D D E D

P R O D U C T
P R O V I D E R
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BREAKAGE COVER

R E TA I N C U S T O M E R S
A N D B U I L D YO U R
PRACTICE

BREAKAGE COVER

B reakage C over

1

INTRODUCTION

What is Blanket Cover?
Retain
customers
and build
your practice.

BC covers accidental damage caused by patients on all
frames, sunglasses and lenses sold by your practice.
This means additional cover over and above the traditional
manufacturer warranty.

What does accidental damage cover?
Breakage Cover enables your practice
to provide blanket
cover on all eyewear
products sold for
up to 2 years. When
your patient accidentally damages their
eyewear, they return
to your practice for
replacement. You
replace it to them,
and we pay out the
fee to your practice.
This means changing
a daily, argumentative headache to a
profitable fuel for a
word-of-mouth, value added service.

12

A broken frame, a scratched/chipped lens, a missing temple
or nose-piece, etc. Any and everything prohibiting the patient from using his/her spectacles as intended. It excludes
lost/stolen eyewear.

Why two years?
The majority of medical aids only provide benefits every two
years. Damage during this in-between gap might leave the
patient financially and visually stranded, leaving him ever
grateful for your generous and free value added service.
Secondly, the majority of frames, lenses and coatings only
provides a guarantee/warranty for 12 months. In our experience, when the patient returns after 12 months he/she still
expects you to replace it - leaving you with the bill and lowering your profit margins in order to keep the patient happy.

THE EYECOVER SUITE

Administered by Geneva Risk Management Solutions (Pty) Limited, an Authorised Financial Services Provider No 43914. Underwritten by Bryte Insurance (Pty)
Ltd an Authorized Financial Service Provider FSP No. No 17703

B reakage C over

What else does it cover?

BREAKAGES CAUSED BY YOU
AND/OR YOUR STAFF
Let’s face it, it happens. Whilst adjusting
a frame, or replacing a nose-pad it occasionally leaves you with a red face and a
practice expense. If taken into ownership,
you are covered.

DISCONTINUED STOCK
Fashion changes regularly and sometimes
you need to replace a set of glasses, but
you find that the particular style has been
replaced or discontinued... Breakage Cover
assists you here in keeping your cost of
sales low, and margins remaining high.

Is this going to add any admin to my practice and staff? No
NOT EVEN DAILY?
By simply purchasing eyewear products from your practice, each purchase automatically
comes with Breakage Cover to your patient. There is no daily registration or application process. The patient or staff does not have to fill in any documentation.
HOW ABOUT MONTH END?
On the first business day of the new month, a custom Sales Conversion Report is generated
by your software provider (Optimax or Eminence) and automatically sent to the appointed
administration company from which a once-off Fee will be calculated. This report includes all
the minimum information required in order for us to confirm cover at the event of a claim.
For more information please see below under heading: Administrative Process

THE EYECOVER SUITE
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What is the cost
of implementing
this into my
practice?
We will guide you in
calculating the exact
additional, and negligible
margin to your frames
to absorb the cost of the
Cover (Approximately
7.2%). This is based on the
unique metrics of your
practice, and implemented correctly can lead to
additional margin from
day one.
The Fee is calculated at
3% of the covered value, a
predetermined rate based
on the product revenue
of your practice. Thus
for every R1000 covered,
and an average rate of
R30.00 will be due as a
once-off Fee.
For more information
please go to page 18.
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BENEFITS TO MY
PRACTICE
How does this benefit my practice?
Our business is all about improving your business, and we
achieve this by using Breakage Cover to do the following:
ENSURING YOU RETAIN CUSTOMERS:
As previously mentioned, keeping your existing customers
is key to the long-term growth of your business. Providing
Breakage Cover on all product sales will keep them coming
back and provide opportunities to engage and up-sell your
returning customers.
GROW YOUR NEW CUSTOMER BASE
Similar programs in other industries have proven to increase
sales as this is an obvious benefit to the customer and competitive advantage to the practice. Market research done results
in 75% of consumers would prefer to go to an optometrist that
provides Free breakage Cover over one that does not.
INCREASE THE TURNOVER AND PROFITABILITY OF
YOUR PRACTICE
• By taking away replace• Reducing your cost of sale,
ments done in good faith to
by having cover on all your
keep the customer happy
eyewear stock, which is
and changing it to a claimreplaceable when staff damable and profitable event.
ages eyewear or when you
• Implementing the program
experience discontinued
into your costing models
stock.
provides VAT deductible
• Potentially lowering your
benefits.
Business and Professional
• Returning customers means
Insurance, having a positive
an increase in moving stock,
effect on your net profit.
and opportunities to up-sell.
(See section C for more)
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YOUR PRACTICE
76% OF YOUR REVENUE

24% OF YOUR REVENUE

PRODUCTS

SERVICES

CONSUMER PROTECTION ACT

HPCSA

CUSTOMER

PATIENT

Our business is to continually improve these aspects of your business and marketing it more profitable.

CHALLENGES

ACQUISITION

RETENTION

NEW

RETURNING

OUR SOLUTION

HOW

Differentiation/

Free breakage

Free Value added

Competitive

Cover

service to the

advantage

Acquisitions

CHALLENGES

OUR SOLUTION

Retentions
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Free Breakage
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Cover

Marketing

customer and

Material and BC
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given with every

marketing
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Targeted digital

Word of mouth

Digital Marketing

Free Value
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marketing offers

marketing
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a competitive

with free break-

to the customer

age Cover
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age cover

and driving posi-

tential customers

tive marketing

with clear call to
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Marketing

Digital Marketing

Provides a

Communication

Digital Marketing

SMS and email

competitive

marketing of
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value added

attracts new

offering and

customers

promotional
products
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ADMINISTRATION

Administrative Process
THE FOLLOWING IS A DETAILED PROCESS OF ANY AND ALL ADMINISTRATION IN
THE PRACTICE.
Patient Mrs Smith books an appointment at
your practice. She has heard that you include
Free Eyewear Breakage Cover with each and
every frame, lenses and sunglasses.
After completing a thorough eye examination,
the optometrist diagnosed her with mild myopia in both eyes. The optometrist suggested a
pair of single vision lenses to correct her vision
for distance.
During the careful process of choosing a frame,
she was stuck choosing between two beautiful frames. The optometrist reminds her that
she will have free Breakage Cover on both the
frame and lenses… should anything happen to
her glasses, she can bring it back for a repair or
replacement in the event of extensive damage.
She decides to take the more expensive pair, as she
will have peace of mind should any accidental damage
occur to her eyewear that she would be covered.
Her quotation:
Examination
Frame

R390
R1250

Lenses

R740

Extras

R1010

Total

16

R3390

She accepts the quotation and the lenses are
ordered after her deposit was settled.
The day has arrived, Mrs Smith is very excited
to receive her new eyewear and settle into her
progressive lenses.
The optometrist dispenses the eyewear to
her and explains the benefits of the single vision lenses and the normal adaption process.
Handing over her frame case, cleaning instructions and a Breakage Cover card the staff
member reminds Mrs Smith that she now has
Breakage Cover for two years.
IN SUMMARY:
• The Breakage Cover program and benefit
will be marketed by your practice.
• Patients need to be informed about the
Breakage Cover benefits during dispensing
of frames by optometrists and staff. They
also need to be reminded that the cover excluded loss and theft.
• There is no additional administration during
quotations and invoicing. No forms or
registration.
• A Breakage Cover Card is handed to the patient with his/her eyewear. The card lists the
benefits of the program and what to do in
the event of a claim.
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MONTH END REPORTING PROCESS:
On the first working day of each month, a Custom Sales
Conversion Report of the previous month for each of your
practices will automatically be sent to the nominated administrator. The reports have the following fields which are required
to register patients and validate claims against:

A Breakage
Cover Card
is handed to
the patient

Patient name

Lenses Retail value

with his/her
eyewear.

Date of invoice

Lenses Extras retail

Patient Account
number

Sunglasses

Frame Retail value
Professional fees, contact lenses, and sundry items are excluded.
CUSTOM SALES CONVERSION REPORT EXAMPLE

Patient

Date of

Invoice

Account

Invoice

number

number

Frames

Lenses

Lens Extras

Sunglasses

Patient A

1/2/17

123

434

N/A

R1200.00

R800.00

N/A

Patient B

14/2/17

124

11

R3000.00

R500.00

N/A

N/A

Mrs Smith

21/2/17

125

125

R1250.00

R740.00

R1010.00

N/A

Patient D

31/2/17

126

234

N/A

N/A

N/A

N/A

Total

R4250.00

R2440.00

R1810.00

R1500,00

Total Product Turnover
3%

R10000,00

Total Practice Product Turnover

R300,00

Projected Breakage Cover Fee

THE EYECOVER SUITE
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FEE CALCULATIONS
& COSTS TO
PRACTICE

4

The fee is
calculated at
an average fee
of 3% of the
covered total,
based on the
product turnover
of your practice.
EyeCover has
introduced a
profit share
which will be

Fee Calculation and Cost to Practice
Based on the product sales (only frames, lenses, lens extras and
sunglasses), the fee is calculated at a fee of 3% of the covered
total, based on the turnover of your practice. The fee is payable
monthly and provides a 2 year cover on all products sold during
that month (detailed in the report).
In effect the cost of the cover is R30 for every R1000 covered.
For example; In Mrs Smith case, her Breakage Cover Benefit
would cost R 90.00

No claims? How do you gain…
YOU GET A PROFIT SHARE
EyeCover has introduced a profit share which will be
allocated to the practices after the 24 month period.
This can be paid out directly to the practice or be
deducted from the future monthly FEE.

allocated to the
practices after
the 24 month

Profit share percentage will be dependent on:
• The volume and value of claims for the allocated month.
• The overall volume and value of claims for your account.

period.
A R1000 sign-up
fee is required
when joining the

FEE REVISION
After the 24 month period the Monthly Breakage
Cover Fee will also be adjusted to accordingly based
on claims volume and value. This will be a custom to
your practice metrics.

program.
18
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CLAIMS PROCESS

Remembering
that her eyewear
has Breakage
Cover, she
goes back to
her original
practice...

The following is a step by step example
of a claims process:
After 7 months of settling into her single vision lenses and fashionable eyewear, Mrs Smith accidentally drops her glasses. The
result: A Cracked left lens. Remembering that her eyewear has
Breakage Cover, she goes back to her original practice which
assists her in the claim process:

Steps:
1.

Patient notifies practice in the event of a claim by completing a short claim form.

2.

Practice assesses the eyewear for obvious signs of abuse,
manufacturing faults or wear and tear damage.

3.

In the case of accidental damage, the practice completes
the online claim form with the practice and patient details.

4.

Uploads the a copy of the patient’s original invoice (stating
her name, account number, insured product details etc)

ORIGINAL INVOICE:
Examination
Frame

R390
R1250

Right Lens

R370

RL Extra

R505

Left Lens

R370

5.

Uploads a copy of the quotation to replace.

LL Extra

R505

6.

The allocated administrator provides feedback with regards
to the approval of the claim.

7.

Once approved, the practice orders the frame/lenses/both
from the relevant supplier.

EyeCover settles

8.

100% of retail

EyeCover is invoiced for the original invoiced value of the
replaced product.

9.

The claim will be paid out within 5 working days upon receiving all outstanding documentation mentioned above.

Total

R3390

value to the
practice.

20

10. Mrs Smith receives back her eyewear with a brand new left
lens and tells all of her friends and colleagues.

THE EYECOVER SUITE

Administered by Geneva Risk Management Solutions (Pty) Limited, an Authorised Financial Services Provider No 43914. Underwritten by Bryte Insurance (Pty)
Ltd an Authorized Financial Service Provider FSP No. No 17703

B reakage C over

Claims report
The practice will receive a monthly claims
report. This report will be an accumulating report stating the name of the patient,
policy inception, covered value, reason for
replacement, etc. This is to assist you in
keeping track of the program and returning
customers.
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Frequently asked questions…
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Q:

Does the Breakage Cover include theft / loss?

A:

No, it only covers accidental damage to the eyewear. The patient must be able
to present the physically broken product in order to qualify for a claim.

Q:

Can the patient claim on the Breakage Cover if he/she wants a new pair
of eyewear?

A:

No. Only the original frame (model, size and colour), lenses (design, extras, and
properties) and prescription will be replaced.

Q:

What happens in the event if a frame is discontinued?

A:

The patient may choose another frame of the same retail price (and supplier)
than the original frame’s invoiced value.

Q:

How many times may the patient claim?

A:

Only once for a complete set (where a complete set needs to be replaced).
Each component of the frame may only be replaced one time.

Q:

What happens if I want to claim, but have no access to Internet?

A:

There is a physical claim book available which can be sent via fax. You can also
contact the claims department at 021 870 1162

Q:

Do patients who received their eyewear before the program started qualify?

A:

No. Only patients who received their eyewear, invoiced from the effective date
will qualify.
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Q:

Do I have to settle the Breakage Cover payment upon receipt of the invoice?

A:

Yes. It must be settled within 7 days of presentation.

Q:

How long does the claim process take?

A:

Claims are processed immediately, however dependent on the volumes processed. The administrator will provide feedback within one working day.

Q:

How long does it take for a claim to be paid out.

A:

Within 5 working days once all the documentation is received.

Q:

Is there any day to day admin added to my practice or staff?

A:

No. The only added step is to inform your patient about the benefit when you
dispense the frame and lenses.

THE EYECOVER SUITE
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SERVICES: A NEW
APPROACH TO MARKETING
IN OPTOMETRY
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D I G I TA L COV E R

1

DIGITAL COVER

What is Digital Cover?
A NEW APPROACH TO MARKETING IN OPTOMETRY:
EyeCover has established a marketing department (Fig Tree Creative)
which can provide Digital Marketing services to your practice as an
additional Fee.
This includes access to building a website, maintaining it, managing
your Facebookto ensure it drives business to your website and ultimately your doorstep. We created tailored packages with set options
to choose from. This will get you going and be the start of building
your online presence.
We understand that the value in providing free access to Breakage
cover to your patients is first to increase sales and secondly retaining
customers. We want to partner with your practice and provide access
to professional digital marketing as a value added offering and assist
in growing your business.

Campaigns defined to critical criteria to a specified
Complete digital in-

Customized branding

Fully compliant with cur-

Call to action leading pa-

target market at a granular

tegration across SMS,

and content creation

rent legislation

tients to your practices.

level with optimised distri-

email and social media

around your practice.

and Popi.

channels.
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WHY BE ONLINE?

Why do you need to be online?
Your market and
competitors are
already there,
interact with
and converse
about your brand
and products-

HERE ARE SIX REASONS WHY YOU SHOULD BE ONLINE:

1
2

become part of
the discussion

3

Your market and competitors are already there. If you
market and sell products or services to a middle and
upper-class clientele, you need to extend your strategy online.
Web users expect the highest convenience and information at their fingertips. All companies need a
website as their central point of contact. If your details
don’t come up in a web search, you will be ignored.
Customers are fickle. They will not expend a lot of
energy to find you. Even worse, if your competitor is
easy to find online, your potential customers will happily turn to them.
Since South Africans are using, socialising and buying

4

on the web - especially because current advertising
spend is still very low - now is an excellent time to
move your marketing into the online sphere and capitalise on a new and connected audience.

5
6
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Audiences want to interact with and converse about
your brand and products. Give them the opportunity
to do it in a mediated space, and become part of the
discussion.

Online marketing is almost always cheaper and more
targeted than traditional marketing. You can reach the
best customers at the lowest prices.

D I G I TA L COV E R

Digital Media and Marketing Association
(DMMA) interviewed more than
2 200 people
South African internet usage has grown significantly over the last
few years, and the South African online audience (which includes
mobile and desktop usage) is around 14 million active users.
Effective Measure measures just over 14 million “people” or deduped browsers online, which equates to about 27% of the South
African population and includes mobile, tablet and desktop traffic.

South Africa’s
online audience
is growing at a
rapid rate.

South Africa’s online audience is growing at a rapid rate. 62% of
respondents said they read fewer print newspapers and 59% said
they read fewer print magazines.
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OUR PACKAGES
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THE STUDENT

THE GRADUATE

THE PROFESSIONAL

THE SPECIALIST

WEBSITE
Hosting

Basic

Basic

Basic

Premium

Responsive web design (mobile friendly)

1 page

2-3 pages

3-5 pages

5-8 pages

Images supplied

1 stock image

3 stock images

5 stock images

.co.za domain registration









Google maps integration









Contact us form









Social media buttons









Social sharing















Newsletter subscription





Blog feature





Graphic design

Google analytics integration

Monthly backups



Search engine optimization
Search engine optimization

1 page

Search engine submission

up to 3 pages

up to 5 pages

up to 8 pages











Google analytics Reports
Keyword research



Extra Benefits
Email accounts
Monthly core updates

5 Emails

10 Emails

15 Emails

30 Emails









Eyefind.co.za submission









Monthly content updates

Quoted extra

Quoted extra





1 Hour p/m

1,5 Hour p/m

2 Hour p/m

Brand Creation and Design
Graphic design Services
Brand design (logos, email signatures)

Quoted extra

Quoted extra

Quoted extra

Quoted extra

Print Design (flyers, brochures, price lists, posters, banners)

Quoted extra

Quoted extra

Quoted extra

Quoted extra

Facebook page set-up







Page management (post designs, link shares)











Advertising (Online marketing)

Newsletters
Strategic brand planning for online advertising



Social media content marketing



Facebook paid promotions



Blogs



Digital Marketing (EyeCover only)
Highly targeted Digital Marketing

Fixed fee per Month ( Minimum 12 Months)
(Once-off payment packages / options available)



R 250.00

R 500.00

R 750.00

R 2 000.00

(VAT INCLUSIVE)

(VAT INCLUSIVE)

(VAT INCLUSIVE)

(VAT INCLUSIVE)

THE EYECOVER SUITE

31

D I G I TA L COV E R

4

OUR SERVICES
EXPLAINED
LANDING PAGE
Includes web design with a logo, and banner image, 5-10
Practice images, Brand we stock, about the practice, social
media links, Google maps, book an appointment and a contact
form.
3-5 PAGER
Includes web design with different pages (HOME, ABOUT US,
SERVICES, GALLERY, ETC) a logo, and banner image, 5-10
Practice images, Brand we stock, about the practice, social
media links, Google maps, book an appointment and a contact form, order contact lenses form and a patient satisfaction
survey.
WEBSITE MAINTENANCE
Enables the practice to make changes to the website on a
monthly basis. Change details, add promotions, articles where
applicable etc.
DOMAIN EMAIL ADDRESS
Have a professional email address which represents your business as it should.
EYEFIND REGISTRATION
EyeFind.co.za is the most comprehensive and user friendly
geo-location eye care directory in Southern Africa. Traditional
directories only lists optometrist’s location, but what if you
need an optometrist that specializes in contact lenses or low vision. What if you need an optometrist that is contracted to into
your Medical Aid Network? We have made it possible for you to
search for optometrists.
HOSTING
Refers to the physical ability to make your website available online, store the data of the website and emails. Without Hosting,
nothing can live online.
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.CO.ZA DOMAIN REGISTRATION
The first step to creating a website, is choosing the domain you
want people to find you at. Always good for search engine optimisation purposes to have a domain registration more relevant
to your business.
MOBILE RESPONSIVE
More than 60% of people browse the internet using their
phones. We make sure the website will display correctly onto
any mobile device, tablets, phones, etc. This is a very important
aspect as Google prefers listings to mobile responsive websites.
SEARCH ENGINE SUBMISSION AND SEO
In order for Google to recognise and list your website, it needs
to know that you exists. The next step is to make sure the layout of your website is most relevant to what people are searching for. Make it easy for people to find you online.
GOOGLE ANALYTICS AND REPORTING
We install a tracking code into the website, which enable
Google to provide insights into your website. Know how many
people visited you website, where did they come from, which
devices they are using etc. This is valuable date when it comes
to planing your marketing plan.
FACEBOOK PAGE SET-UP
This entails setting up a complete Facebook page for your
business in the correct format in a professional, presentable
way. Usually this is the first point of contact people have with
your business, and it is important that they are able to find the
information they need.
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We are helping you build
your online presence.

BASIC FACEBOOK PAGE MANAGEMENT
We manage your page, sharing relevant posts 1-2 times a week
and make sure your community is engaging with your business
and brand. Posts are not customized around your business, but
relevant to the industry. Fresh, interesting and engaging.
PERSONALISED FACEBOOK PAGE MANAGEMENT
We manage your page, sharing relevant posts 4-5 times a week
and make sure your community is engaging with your business
and brand. Posts are customized around your business with a
marketing strategy behind it.
GRAPHIC DESIGN
Includes logo design, letterheads, promotional material, etc.
NEWSLETTERS
A custom newsletter, once a month relevant to your patient
database to keep them up to date with promotions, news and
practice marketing. Call to action to order contact lenses, activate promotions and more.
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PRACTICE COVER+

A UNIQUE, ALL-IN-ONE
INSURANCE SOLUTION
FOR OPTOMETRISTS

Introduced by EyeCover, a forward-thinking value-added-product provider.
EyeCover maintains its independence in that we are not a Financial Service

EyeCover

Provider; we partner with experienced Financial Services Board Accredited
Providers to ensure best of breed solutions.

Marketed by APBCO versekeringmakelaars Kaap who form part of the APBCO
group of companies that has a proud history of over 30 years. APBCO is an
Association of Financial Services Companies which focus on providing a diversified
range of financial products including short-term insurance broking and business
insurance. APBCO versekeringmakelaars Kaap is an authorised Financial Service
Provide FSP No. 13776

The policy is administered by Vanguard Underwriting Managers an authorised
Financial Service Provider FSP No. 45828 and Underwritten by Bryte Insurance
(Pty) Ltd an authorised Financial Service Provider FSP No. No 17703 . Vanguard
Underwriting Managers (Pty) Ltd has a wealth of experience in delivering quality
support and advice to Health, Wellbeing and Health-related Professionals and
Organizations
PRACTICE COVER +
THE EYECOVER SUITE
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1

INTRODUCTION

Introduction
The aim of the
Practice Cover+
Policy is to
provide a one
stop solution
with regards to
the optometrist’s
professional

EyeCover in collaboration with APBCO versekerings makelaars
Kaap share the vision of offering a unique insurance solution to
the optometric industry. The aim of the Practice Cover+ Policy is
to provide a one-stop solution with regards to the optometrist’s
professional indemnity (PI) and business risk insurance by:
1.

Professional Indemnity & Commercial insurance risk policy
in one premium.

2.

Providing highly competitive premiums and excess
structures.

3.

Offering a personal service via a service broker dedicated to
the account.

4.

Providing a reliable and easy claims and underwriting service
through Vanguard Underwriting Managers.

5.

Backed by quality role-players.

6.

Providing trusted advice.

indemnity (PI)
and business risk
insurance.

Who is EyeCover

EyeCover
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EyeCover is a forward-thinking value-added-product provider.
We have championed the innovation of some of SA’s market-first
solutions. Our designs are available directly to the public as well
as through an established optometric customer base throughout
South Africa. EyeCover maintains its independence in that we
are not a Financial Service Provider; we partner with experienced
Financial Services Board Accredited Providers to ensure best of
breed solutions.
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Introduced by EyeCover (Pty) Ltd, not a Financial Service Provider. Marketed by ABPCO Versekerings Makerlaars Kaap, an authorised Financial Service Provide
FSP No. 13776 Administered by VANGUARD an authorised Financial Service Provider FSP No. 45828 Underwritten by Bryte Insurance (Pty) Ltd an authorised
Financial Service Provider FSP No. No 17703
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Who is APBCO?

Who is Vanguard?

AUTHORIZED FINANCIAL SERVICE
PROVIDER— FSP NO. 13776
The policy is brokered by APBCO versekeringmakelaars Kaap who form part of the APBCO
group of companies that has a proud history
of over 30 years. APBCO is an Association of
Financial Services Companies which focus on
providing a diversified range of financial products including short-term insurance broking
and business insurance.

AUTHORIZED FINANCIAL SERVICE
PROVIDER— FSP NO. 45828
The policy is administered by Vanguard
Underwriting Managers and backed by Bryte
Insurance Pty Ltd. Vanguard Underwriting
Managers (Pty) Ltd has a wealth of experience in delivering quality support and advice to Health, Wellbeing and Health-related
Professionals and Organizations.

They have a national footprint with offices
situated in Pretoria, Centurion, Florida, Cape
Town, Potchefstroom, George and Mossel
Bay. APBCO is an acronym for Association of
Professional Broking Companies.
As the name infers, five independent trading companies are facilitated by APBCO
Consolidated Investments (Pty) Ltd, which
determines the Association’s strategic development, ethical codes, and philosophy and
value system.

Through our association with insurance partners namely Bryte SA (PTY) LTD we share
over 200 years of collective insurance experience. Vanguard being your only Alternative
Health Care, Well-Being, Fitness and Beauty
Underwriter; offers protection for General
Liability Professional Indemnity, Malpractice
and Products Liability.
Vanguard not only offers a stand-alone
Professional Liability Policy but offers a comprehensive Bespoke Product, catering for all
other insurance needs of clients.

Find more info visit www.apbco.co.za
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PRACTICE COVER+
POLICY FEATURES

2

The policy
combines your
commercial
practice
insurance and
professional
Indemnity cover
- you pay one
premium.
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SECTION A - Professional Indemnity
Risk Policy
1. MALPRACTICE, PROFESSIONAL INDEMNITY, ERRORS
AND OMISSIONS.
• Wide definition liability cover is clear and is not only
restricted to treatment.
• A wide range of activities can be insured from the noninvasive to the more invasive types, as well as nontreatment related work and advice.
• NIL Excess on each PI related claim. (Refer to excesses
and policy wording)
2. PRODUCTS LIABILITY
• Bodily Injury to any person and/or 3rd Party
• Property Damage, arising from the sale or supply of any
products.
• Unlimited product sales to your clients (and up to
R1,000,000 to non-clients).
• Limit of Indemnity of R10mil/R20mil/R50mil or R100mil
damages, defenses & claimant’s costs.
• Legal costs and expenses are included.
• Loss of Documents / Loss of Reputation.
• Libel & Slander, Breach of Confidentiality, Unintentional
Breach of Confidentiality or Privacy.
• Unintentional Breach of Copyright or any other
Intellectual Property Right.
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• Includes cover for Teaching, provided
that client is not issuing a Certificate of
Qualification - facilities exist for this.
• Good Samaritan Acts and First Aid.
• 2 years’ Retroactive cover for previous work
performed.
3. PROFESSIONAL BOARD AND PROFESSIONAL
ORGANIZATION
• Included Court costs included up to max of
R10000 per day
• Pre-Disciplinary Hearing and Complaints
costs up to R20000 aggregate
• Breach of Compliance with the Consumer
Protection Act
4. PUBLIC LIABILITY Bodily Injury to any person,
or 3rd Party Property Damage.
5. GENERAL LIABILITY
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The policy
combines your
commercial
practice
insurance and
professional
Indemnity cover
- you pay one
premium.

SECTION B - Commercial insurance
Risk Policy
Increased costs cover for specific items as requested. This
allows for the continuation of the business should an essential
item be damaged and needs to be repaired and another can be
hired.
VALUE ADDED BENEFITS
1. TEMPORARY RELOCATION BENEFIT
• Diversion and hosting of primary business numbers
• Up to 5 Cell Phones for 5 working days
• Up to 5 laptops for 5 working days
• Wi-Fi / 3G access
• IT support services via DD
• Fire and Flood Solution
• Crime Assistance. Includes security Guards for up to
3 days.
2. ROADSIDE ASSISTANCE FOR ACCIDENT AND
BREAKDOWN
3. CAR HIRE FOR UP TO THREE DAYS AT R300 PER DAY.
4. TAKE ME HOME SERVICES, ENSURING RESPONSIBLE
DRIVING AT ALL TIMES (LIMITED TO 5 EVENTS PER ANNUM, PER CLIENT)
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WHAT IS THE
CLAIMS PROCESS?

3

Claims Process

1
2
3
4
5

An initial call to the APBCO SERVICE
BROKER..

He/she will initiate the claim with Vanguard
Underwriters

APBCO & Vanguard will give guidance from the
start.

Vanguard will process and deal with urgent
situations.

Guidance will
be given to help

Guidance will be given to help avoid claim getting worse by assisting with communications to
the complainant. If the situation involves legal
intervention on behalf of the complainant.

avoid claim
getting worse
by assisting with
communications

6

Vanguard will appoint a local law firm to deal
with the matter - If worse comes to the worst, a
court case in SA will be paid for by, or on behalf

to the
complainant.

of, the Insured.
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EyeCover
 021 870 1162


45 Fabriek Street, Paarl, 7646

www.eyecover.co.za

