The American Society of Ophthalmic Administrators
Congress on Ophthalmic Practice Management
April 10-13, 2010 « Boston, Massachusetts
Audio CDs and MP3 Discs Catalog

Now you can have ASOA sessions on CD ROM discs that you can play in your computer
or download to a portable MP3 player.

Complete ASOA Conference on Audio MP3 CD ROM
$199

PLUS SHIPPING AND HANDLING
CD ROMs play on PC and Mac. (CD ROM will not play in most car CD players or home stereos).
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AMBULATORY SURGERY CENTER (ASC) FoRrRumM CODING
O 600 2010 ASC Government Update O 619 Medicare Reimbursement Challenges for
O 601 ASC Benchmarking Studies 2010
O 602 Compliance with the CMS Conditions for 620 Glaucoma Billing Pathway:
Coverage Documentation and Coding
O 603 Is Your ASC Audit Proof? 621 Administrator's Nightmare:
O 604 Mastering Medicare's Facility Reimbursement Quandaries

m
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Requirements: Spatial, Fire Safety, and O 622 Cataract Billing Pathway: Documentation
)

Equipment Issues for New and and Billing
Existing ASCs 623 2010 Medicare Update
605 Selling Standardization to Physicians
606 Infection Control in the ASC FINANCE/ADMINISTRATION
607 Maximizing the Value of Your ASC's O 624 Gearing Up for Retirement
Physical Environment: Building ASCs O 625 Protocol of A/R Management
Right the First Time and Fixing Those O 626 Managing Your Accounts Receivable
That Weren't O 627 The $165,000 Bonus! Is Embezzlement
608 Do's and Don’ts of the ASC Alive and Well in Your Practice?
Development Process O 628 Surviving Shrinking Reimbursement and
609 Top Ten Compliance Issues for ASCs Increasing Practice Costs
610 Turning Around An Under-Performing
ASC GENERAL PROGRAMMING

611 How Much Risk are You Willing to Incur 3 629 ASOA Opening General Session
in Your Surgical Facility?

612 ASC Efficiency and Best Practices HumMmAN RESOURCES
613 Effective ASC Leaders O 630 There's a Live Body, Let's Hire It!
614 Disaster Preparedness Guidance O 631 Bottom Line Economics Requires Top
615 Introducing Retina to Your Ambulatory Line Employees

Surgery Center O 632 Improving Your HR Skills: Staff
616 Quality Assurance in the ASC Recruitment, Motivation, Counseling,
618 Red Flag Rules and ASCs Discipline, and Mentoring

O 633 The Quandary: Bonuses, Evaluations,
and Pay




INFORMATION TECHNOLOGY

634 Demystifying Databases

635 EMR: What Are You Waiting For?
Our Success Story

636 Demystifying Networks

637 EHR/EMR/E-RX Implementation Pitfalls
and How to Avoid Them

638 Tips to Presenting Data

639 Chart Documentation and Payment
Issues Engendered by Electronic Health
Records (EHR)
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LEADERSHIP, MANAGEMENT, PERSONAL DEVELOPMENT
O 640 Easy and Effective Incentive Techniques
to Motivate Your Staff

How to Blow Up Your Practice
Management Career in 15 Easy Steps
Mentoring Works! Maximize
Development and Minimize Costs

643 The ABC's of Negotiations

644 Rising to the Top: Challenging a
Technician to Lead

Essentials of Management Literature:

A Panoramic Review of Management
Trends in America
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LEGAL ISSUES

O 646 Administrator for a Day - What Would a
Health Care Attorney Do If He or She
Were in Your Shoes?

O 647 Physician-Industry Relationships and
Off-Label Promotion: The Good, the
Bad, and the Ugly

O 648 MAC, RAC, OIG, DOJ: Sometimes a
3-Letter Word Can Be Trouble

O 649 Top 10 HR Legal Issues for
Ophthalmology Practices in 2010

MARKETING

O 650 Internet Practice Visibility and
Reputation Management

O 651 Tracking and Following Up on Your
Leads

O 652 Growing Your Practice with Public
Relations and Social Media

O 653 Disruptive Advertising: What's Interesting
and Effective in Elective Vision
Marketing Today

654 Marketing 201 - Going Beyond the
Basics of Marketing

655 Marketing to Reach the Audience You
Want

656 Medical Practice Web Sites: Turning
Static Into Profit

657 Online Marketing to Today's New
E-Patient

658 Interpreting Multiple Levels of Search
and Redefining Your Ophthalmology
Website Experience for an Engaged
Internet Patient Population

O 659 Fresh Refractive Marketing Tactics to

Grow Your Lasik and Cataract Volume
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OPERATIONS AND BUSINESS DEVELOPMENT

660 Time Is Money: Assessing Patient Flow

661 Straight to the Bottom Line

662 Understanding Employment, Managed

Care, and Equipment Contracts

How to Run a Lean Mean Refractive

Practice

Big Practice Problems: What the Experts

Recommend

Now is a Great Time to Develop a New

Facility

Hearing Loss Basics, Testing, and

Hearing Aids

667 25 Tips for Refractive Counseling

668 How to Value Your ASC or Optical Shop

669 Controversies and Challenging Cataract
Surgery Scenarios from a Practice
Management Perspective

670 Your Office as a Practice Tool

671 Preparing a Realistic Strategy for the

Future of Your Practice

From 2010 to 2020: Twenty Ophthalmic

Practice Trends

How to Identify, Measure, and Solve

Practice Flow Problems

674 Transparent Supervision: Your Secret to
Success

675 Selling Your Practice to a Hospital

676 Space Planning - A Step by Step Guide

677 Four Things to Know When Starting a

Practice or Adding a Provider

How Can a Practice Effectively Deal

With Economic Contraction and

Expansion in a Rapid Mode?

663
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665

666
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O 679 As Good As It Gets - Tapping the
Potential for Practice Growth in the Best
and Worst of Times

(0 680 A Case Study - A Continuation of the Ins

and Outs of Converting More Patients to
Presbyopic and Toric IOLs
681 Practice Operational Survival Strategies
682 Practice Preparation and Marketing
Tools for Presbyopia-Correcting I0Ls
and Lasik

[ 683 Innovative Ideas for Today's Financial
Challenges

0 684 Battle of the Administrators: The Quest
for the Compliance Crown

O 685 Issues to Consider When
Designing/Developing a Full Service
Ophthalmic Center

O 686 Beyond Benchmarking: Scorecards and
Dashboards

[ 687 Planning, Design, Construction, and
Cost for an Ophthalmology

[ 688 Using Emotional Intelligence Training to
Advance Your Staff to a Higher Level of
Productivity

[ 689 Practice Management 101 "Redefined" -
For New and Aspiring Administrators

O 690 Secrets to Growing the Use of Multifocal

and Accommodating IOLs in Your

Cataract Practice

Impact of Chart Review on Practice

Valuation
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OpTICAL FORUM
[ 693 How to Diagnose (and Cure) a Sick
Dispensary - Part 1
[ 694 How to Diagnose (and Cure) a Sick
Dispensary - Part 2
O 695 Taking Your Optical Dispensary to the
Next Level
696 Increasing Your Practice's Capture Rate
697 Guerrilla Marketing for Dispensing
Ophthalmology Practices - Part 1
698 Guerrilla Marketing for Dispensing
Ophthalmology Practices - Part 2
699 Adding an Optometrist to Your
Dispensing Ophthalmology Practice
700 How-To Advice About Optical Frame
Buying
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701 Computerizing Your Optical Dispensary

702 Optical Dispensary Turnarounds: A
Panel Discussion - Part 1

703 Optical Dispensary Turnarounds: A
Panel Discussion - Part 2

704 The Optical Laboratory and Your
Dispensing Ophthalmology Practice

705 Retail Sales Techniques - Part 1

706 Retail Sales Techniques - Part 2

707 Optical Dispensary Design and Visual
Merchandising

709 Quality Assurance in the Dispensary

a aaa a o aaQa

PATIENT RELATIONS

3 710 Taming the Tiger: Using Psychological
Strategy to Defuse Angry People While
Keeping Your Cool

O 711 Communicating with Patients Through a
Patient Portal

O 712 Maintaining the Gold Standard of
Customer Care

O 713 Making Your Call Center Top Notch

PHYSICIAN OWNERSHIP ISSUES
O 714 Ophthalmology Practice Income Division
in Tough Economic Times
O 715 Eye Surgeon Happiness: Determinants
of Career Satisfaction

3 716 Selling Your Ophthalmology Practice in
an Uncertain World: Nuts, Bolts, and
Dollars

717 Five Things Doctors Should Know
About Their Practice

718 How Ophthalmology Practice Buy-Ins
Really Work

719 Hiring an Ophthalmologist for Your
Practice

720 How Ophthalmology Practice Pay-Out

Arrangements Really Work

I'm Ready to Be a Sole Practitioner.

Now What Do | Do?

722 New Doctor Employment Agreements:
Sales Tool, Insurance Policy, Game Plan
for Partnership

721
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ASOA 2010 POST-CONFERENCE - ORDER FORM

600 620 639 658
601 621 640 659
602 622 641 660
603 623 642 661
604 624 643 662
605 625 644 663
606 626 645 664
607 627 646 665
608 628 647 666
609 629 648 667
610 630 649 668
611 631 650 669
612 632 651 670
613 633 652 671
614 634 653 672
615 635 654 673
616 636 655 674
618 637 656 675
619 638 657 676

677
678
679
680
681
682
683
684
685
686
687
688
689
690
691
693
694
695
696

697
698
699
700
701
702
703
704
705
706
707
709
710
711
712
713
714
715
716

SECURE ON-LINE ORDERING: HTTP://STORE.AVMG.COM/ASOA

PRICE PER AUDIO CD SESSION: $18
MP3 Discs $199

717
718
719
720
721
722

Refer to Code
# 2510R

AUDIO CDs

No. of Sessions x $18 $
MP3 Discs

No. of MP3 Entire Conference x $199 $
SUBTOTAL $

Domestic Shipping Rates:

$1.00 - $20.00 = $3.00 $21.00 - $40.00 = $5.00
$41.00 - $60.00 = $7.00 $61.00 - $80.00 = $9.00
$81.00 - $100.00 = $11.00  $101.00 - $120.00 = $13.00
$121.00 - over = $15.00 $

International Shipping Rates:
To Canada and Mexico, 15% of total ($8.00 Minimum, No Maximum)
Out of USA, 20% of total ($8.00 Minimum, No Maximum)  $

TEXAS SHIPPING ADDRESS ADD 8.25% SALES TAX $

NEW YORK SHIPPING ADDRESS ADD LOCAL SALES TAX $
NEW YORK COUNTY

ALL TAXES PAID ON TOTAL ORDER. IF EXEMPT, INCLUDE CERTIFICATE

TOTAL $

MAIL YOUR ORDER TO:
AVMG SPEAKER CONCIERGE

3310 Matrix Drive
Richardson, Texas 75082
Phone: 214.343.2864

Fax: 214.623.5756
Email: orders@avmg.com

wat

PAYMENT METHOD (DO NOT SEND CURRENCY)
Please Note: International customers must pay by credit card and checks must be drawn on
US bank in US funds (US Purchase Orders accepted - minimum of $50.00)

U CHECK MADE PAYABLE TO AVMG

T

EXP DATE

SIGNATURE ON CARD

** Signature authorizes AVMG to charge above account. Should the total be incorrect,
AVMG is authorized to charge correct amount due.

SHIP TO: (PLEASE PRINT CLEARLY) U Business U Residence

NAME

INSTITUTION

ADDRESS

CITY

STATE COUNTRY ZIP

DAYTIME PHONE ( )

FAX NUMBER ( )

EMAIL ADDRESS

QUALITY GUARANTEED - NO REFUNDS -
ALLOW 2-4 WEEKS FOR DOMESTIC DELIVERY, MP3 DISCS 4-6 WEEKS
ALLOW 4-6 WEEKS FOR INTERNATIONAL DELIVERY, MP3 DISCS 6-8 WEEKS

CALL TOLL FREE: 800.283.2864 (9-5 CST) - OR FAX YOUR ORDER: 214.623.5756




