
 

 

Get control of your AR by collecting fees BEFORE the exam 
By Dr. April Jasper – West Palm Beach, FL 

 
Dr. Mike Rothschild talks about the personality of our practice incessantly because he knows it 
is the “main thing”.   In my practice the staff and our patients know that the number one thing 
we strive for every day is to change our patients’ lives for the better.   
 
My staff brought to my attention at one of our weekly meetings over 5 years ago that they 
didn’t understand why in our practice we didn’t collect co-pays before the exam.  They made a 
strong case for the fact that the other doctors in town all did as well as other high end service 
industries, like the National PGA spa.  They proposed to me that we do the same in an effort to 
take the money challenges out of the patient experience.   

 
Their argument for this was that if the patient takes care of the exam fees first then it takes that distraction out of 
their mind and the mind of the doctor and staff and allows us to really concentrate on the patient and allows the 
patient to better enjoy the experience.  My staff didn’t even realize that AR was an issue in most doctors’ offices 
they just felt that the process of collection of fees was occasionally difficult and always stressful for them if done at 
the end of the exam because of the number of patients they already had to manage at the desk.   The staff felt guilty 
when they would forget to collect a co-pay and even more guilty on the rare occasion when a patient would refuse 
to pay.   
 
As my staff suggested, we started the process of collecting fees at check in and re-evaluate it often and find that it 
has decreased AR significantly.  The reality is that it is rare and only in the case of the insurance companies giving 
us bad information on the phone when verifying insurance that we have any AR at all. 
 
Patients have become accustomed to our process.   
We have a small, attractive, framed sign at the front desk that describes the 
policy and have it printed on our intake forms so that the new patients 
know ahead of time to expect this.  I think that the ease of implementation 
of this process was also related to the fact that this is the way it is done at 
other doctors’ offices so patients are accustomed to it.  
 
What about the optical? 
Some are opposed to this co-pay idea because they feel it will discourage 
patients from buying glasses after the exam.  What we have found is that our 
office runs almost as two separate offices anyway. We have a medical practice 
and an optical shop.  My patients look forward to shopping when the medical 
evaluation is over and it has never been a deterrent to spending money.  
 
What about those patients who you may not know what to charge until later 
because you don't know what level of contact lens exam they may have.  In 
cases such as this we use a stamp that says "Notified pt of charges" that we 
stamp on the patients routing slip and put a range of $ under it.  This tells me 
that my staff has discussed fees and the patient understands they will be 
responsible for paying once the amount is determined. 
 
What is in your Accounts Receivable? 
If you think this an unnecessary process to implement I would ask you to first look at your numbers.  See how 
much money you have in AR and then imagine having that money in the bank.  This is the best way to determine if 
this process is right for you.    

 
 

Dr. April Jasper 


