
BARNET DULANEY PERKINS EYE CENTER

Integrating Digital Tools to 
Achieve MULTIPLE GOALS

Helping the practice to bolster its educational and marketing offerings and 
streamline their delivery is Rendia’s interactive patient education software. 
The practice has been using Rendia since it was launched in May 2013. 

While the initial appeal was the “coolness factor” of the state-of-the-art 
medical animations, Rendia has become integrated into virtually every 
aspect of the practice, says Mark Rosenberg, CEO of Barnet Dulaney 
Perkins. Rendia is used to educate patients about the choices in advanced 
vision technologies, enhance patient satisfaction, and drive revenue. 

“Rendia is pretty much part of our culture now. It’s used in so many ways 
throughout our organization.” — Mark Rosenberg  CEO, Barnet Dulaney Perkins Eye Center

+ +

in action

Effectively and efficiently coordinating patient education and marketing efforts 
is a big challenge for a practice the size of Barnet Dulaney Perkins Eye Center.
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Rendia is educational software that blends stunning clinical artwork 
with interactive technology to help medical professionals and patients 
understand each other better. By bridging the communication gap 
between doctors and patients, Rendia empowers patients to make 
informed health decisions and experience better outcomes.

The doctors at Barnet Dulaney Perkins Eye Center have been 
providing state-of-the-art medical and surgical eye care in Arizona 
for more than 35 years. With 15 locations throughout the state, more 
people have entrusted the care of their eyes to Barnet Dulaney 
Perkins Eye Center than to any other ophthalmology practice in the 
area. Their doctors use only the most advanced technologies and 
surgical techniques to treat patients in all stages of life. The practice 
offers a wide range of vision and hearing services, from annual eye 
exams and cataract surgery to oculoplastic surgery and LASIK vision 
correction. For more information, VI SI T  WWW.GOODEYES.COM. 

A B O U T  B A R N E T  D U L A N E Y  P E R K I N S  E Y E  C E N T E R A B O U T  R E N D I A

SCHEDULE AN ONLINE DEMO to see first hand how Rendia can 
help your practice drive premium treatment options.

Rendia.com   •   info@rendia.com   •   877.321.5481 ext.3   •   1820 Lancaster St., Ste. #110, Baltimore, MD 21231

An Educated Patient is a Happy Patient 

Barnet Dulaney Perkins uses Rendia in a variety of ways. 
Customized videos featuring interviews with their doctors, 
Rendia animations, and patient testimonials are played 
in the waiting rooms and lobbies. Patients are emailed 
educational information on their condition or procedure 
when they make an appointment, and the videos—branded 
with the practice’s logo—are also showcased on the 
practice’s website and social media pages, like Facebook. 

Barnet Dulaney Perkins is very thoughtful about using 
Rendia videos for education and engagement, as well as 
promotion. The videos are also used in a more in-depth 
program for patients who come to Barnet Dulaney 
Perkins practices for cataract evaluations, and in some 
cases, for patients who have already been diagnosed. A 
detailed program has been created where counselors 
describe, with the help of Rendia videos, what cataracts 
are, the various surgical choices, and then show and 
discuss what happens during procedures. A majority of 
patients are really happy with the whole process, says 
Darla Espinosa, Director of Marketing. “We do surveys 
on all our patients and they are really satisfied with the 
whole experience.” 

Where Rendia is used properly, it not only educates, it 
adds to efficiency, says Rosenberg. While educating the 
patient up front takes a little more time, “you save time 
on follow-up calls, managing expectations, and you get 
a happier patient. The more patients understand what’s 
going on, the happier they are.”

How Rendia Drives Premium Treatments

Rendia has also had a direct impact on revenue, says 
Rosenberg. The cataract presentation that helps patients 
fully understand the practice’s treatment possibilities, 
ultimately leads them into the a pricing discussion. “It 
makes it easier to present the surgery options we have 
available. We try to use the cataract story to let them know 
what’s going on with their eye, and the various things can 
be changed with different technologies,” says Espinosa. 
“It’s been very useful for presenting our services.” 

In fact, Rosenberg says that the company saw an almost 
immediate increase in patients opting for premium 
treatments after they began using the new cataract 
story and approach to education. “It’s been very 
successful in that area.” 

As the practice has grown, so have Rendia’s capabilities, 
helping to reduce the burden on physicians, increase 
revenue opportunities, and create more interest in and 
longer visits to Barnet Dulaney Perkins’ web site,  
www.goodeyes.com. 

“Directly driving revenue in this way 
is probably the most rewarding use 
of Rendia for us.” 
— Mark Rosenberg  CEO, Barnet Dulaney Perkins Eye Center

http://WWW.GOODEYES.COM
http://go.rendia.com/bdpec-case-study/schedule-a-demo
https://get.rendia.com/
http://WWW.GOODEYES.COM

