


Background Information

• Sent to 1500 AAOE members in Oct. 2009

• 76 respondents

• Response rate 5%



Comparison to 2008 survey

• Overall results very similar to 2008 Survey

• A few noteworthy changes:

• Practice revenue up more than 10%:

• 37% reported a 10% or greater increase in 2008

• Only 7% reported a 10% or greater increase in 2009

• Plan to spend less on marketing over next year:

• 11% plan to do so in 2008

• 22% plan to do so in 2009

http://www.aao.org/aaoesite/upload/AAOE_Mktg_Member_Survey_3_24.pdf


Practice Focus
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Number of FTE MDs in practice
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Metropolitan Area
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16% Nonmetropolitan (less 
than 50,000)

Metropolitan (50,000 
to 250,000) 

Metropolitan (250,000 
to 1,000,000)

Metropolitan (Greater 
than 1,000,000)



Products/services currently provided by the practice 
include (check all that apply):

49%

50%

60%

74%

89%

Cosmetic procedures

Ambulatory surgical center

Lasik

Optical dispensary

Premium IOLs



What products/services is your practice planning 
to add? (check all that apply)
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29%

43%

43%

50%

Lasik

Optical Dispensary

Premium IOLs

ASC

Cosmetic Procedures



Looking forward to the next 12 months, what 
marketing changes do you intend to make? 

(check all that apply)

15%

14%

22%

26%

47%

47%

59%

Try new advertising media I haven't …

Get a web site

Spend less

Spend more

Cut back on yellow page advertising

Enhance web site functionality 

Focus on professional referrals



What do you consider to be the biggest opportunities to 
improve your practice profits? (check all that apply)

22%

25%

29%

33%

80%

Use physician extenders

Bring back patients who previously left 
practice

Add a doctor

Cross sell additional services and 
products

Add new patients



Marketing challenges

Budget constraints

Recession

Lack of time

Lack of know how

Partners Don't See …
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What percent of revenue is allocated 
to marketing?

43%

38%

13%

7%

1% 0 - 1%

More than 1% but 
less than 3%

More than 3% but 
less than 5%

More than 5% but 
less than 10%

More 10%



What has the revenue growth trend been for 
your practice over the past 12 months?

4
16

29
7

24

21

Not sure

No change

Increase less than 10%

Increase 10 - 25%

Decrease less than 10%

Decrease 11 - 25%



Top Marketing Goals

38%

41%

45%

65%

Grow Revenue Through Elective Services

Improve Bottom Line

Enhance Reputation

Attact more patients



Effective At Attracting New Patients

• Extremely Effective

– Referrals
• From Patients 

• From Optometrists

• Somewhat Ineffective

– Yellow Page ads

• Somewhat Effective

– Patient recall system

– Practice brochure

– Practice Web site

– Newspaper ads

– Health Expos

– Participate in insurance 
plans


