EMPLOYER FAQs
1)  What is JCAHPO’s ACE program?

JCAHPO’s Annual Continuing Education (ACE) program is the world’s largest gathering of ophthalmic allied health professionals. Held concurrently with the American Academy of Ophthalmology’s Annual meeting, ACE is an opportunity for ophthalmic medical personnel (OMP) to take courses, earn credits, network within the eye care community, and develop valuable field skills. Through ACE, OMP gain training and experience to benefit their clinics, their careers, and the lives of patients.

The 2009 program in San Francisco, CA, October 23-27, offers a broad range of lectures and hands-on workshops to accommodate OMP working in all divisions of eye care. The 2009 ACE program includes:


•  Over 200 Lectures


•  13 Grand Rounds


•  63 Workshops


•  42 New Lectures


•  2 New Grand Rounds


•  4 New Workshops


•  Sub-Specialty Sessions 

2)  How will this help my employees and my clinic?

Continuing education (CE) in today’s health care environment is key for providing quality care and operating a competitive clinic. By devoting resources to the professional development of your staff, you are investing toward the future success of your clinic. 

JCAHPO’s commitment to providing quality CE and certification opportunities is internationally recognized and respected. Our educational opportunities and certifications are the standards for excellence in eye care among allied health professionals in ophthalmology. Sending OMP to the ACE program allows your clinic and your staff to be a part of this distinction, and bring quality care to your community. 


ACE equals results:


•  Increased employee productivity


•  Exposure to cutting-edge information and technology


•  More unified eye care team


•  Short-term investment for long-term results


•  Acknowledgement of OMP value to the clinic

3)  Bottom Line: What about cost?


For clinic administrators and physicians, cost remains an important determining factor, as it should be. After all, this is what you largely get paid to do: operate a profitable business. Without revenue, a clinic is nothing more than a fancy building with expensive equipment. 


Yet for the majority of ophthalmologists and clinic administrators, providing quality care remains the top priority. The challenge (particularly in uncertain economic times) is to balance the profitable business end while providing the best possible care.

When a staff member puts in a funding request for professional development, the first instinct may be to say “No”. But take a moment to consider what the employee is asking, and what that really means. This person has demonstrated initiative, leadership, confidence, professionalism, and followed the appropriate request channels. She/he understands the value that education and training can add to the overall efficiency of a clinic, and is eager to contribute. Should they be rewarded? Perhaps. But they should certainly be respected and taken seriously for their commitment to their career and the clinic.

Take a moment to look at the bigger picture. Sending even one staff representative from your clinic is likely to affect multiple areas of your practice. That individual will be participating in the premier professional development event for ophthalmic allied health, but they will also be bringing valuable information back to your clinic. This individual can serve as an ambassador to other staff, relay suggestions for improving workflow, and take on an advanced leadership role in the clinic. Think also about what your investment says to other employees about the clinic’s commitment to staff. Spending resources to cultivate staff involvement and start building an educated, trained staff from within is ultimately a long-term investment in your clinic’s future.
4)  How can I measure a successful return?


The value of supporting professional development for ophthalmic medical personnel might be difficult to quantify. Ultimately, it is the decision of each clinic, physician, or administrator whether or not they wish to invest in employee development. Regardless, this should be viewed as an opportunity rather than a weighty financial burden. 

The results of your investment may arrive in more untraditional means than merely dollars and cents. Broaden the scope of your analysis. Start by asking more conceptual questions for insight.



•  What can the clinic gain from participating in this event?


•  Is this good for the patient?


•  How committed is my staff to me/ the clinic/the patient?


•  Do I value continuing education and training?


•  Do I believe this will improve job performance?

These questions, and others, might lend clarity as you consider this important decision.
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