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Make the potential return part of your pitch.

Help customers see what an Envi lane could contribute to their practice.
Connect the equipment investment to their plans for patient capacity, imaging, and growth.

ONE ENVI LANE WITH ENVIEW IMAGING EXAMPLE

Enview Imaging Opportunity

Exam Capacity

10 SESSIONS PER WEEK

10 EXAMS PER DAY

2,500 completed exams per year 500 imaging sessions per year
Example Average Collected: @ Example Average Collected:
$61 average per exam 0 $20 average per session
@ 50 operating weeks per year @ 50 operating weeks per year
$1 52 500 $10,000
POTENTIAL ANNUAL REVENUE y POTENTIAL ANNUAL REVENUE

= $1 62,500

MODELED IN FIRST-YEAR GROSS REVENUE*

*llustrative example assuming sufficient patient demand and staffing. Collection amounts are examples, not reimbursement
rates. Gross revenue excludes equipment and operating costs and does not represent profit or ROI. Actual results vary.

Start with this example. Make it relevant with your customer’s actual volume,
collections, and expenses. Then show how an Envi solution could support their goals.

Let’s turn their growth plans into your next Envi order.

BUILD AN ENVI QUOTE —



