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Study Finds Avallability of Ahancing May
Impact Patients Furchasing Behavior

97 % of shoppers . 86% of cardholders

surveyed made their surveyed making an

purchase in-store -. eyewear purchase said
- they are extremely

likely, very likely or
somewhat likely to

23% ceeunnn... shop theretailer

obtained more often

financing

in-store

32% of cardholders
surveyed said they

1/3of survey would have gone
respondentswho to another retailer

ornot madethe
purchase if financing
wasn't available

used financing

for their purchase
said they spent
more than initially
anticipated

Overall, Synchrony cardholders surveyed were more satisfied than general big-ticket shoppers
with both the quality of items purchased and in-store sales process.

To help introduce your patients to promotional financing through CareCredit, contact your

Practice Development Team at 800.859.9975 (option 1, then 6) and request display items
for your practice, scripting ideas for your staff and toolsto help educate patients about their
out-of-pocket investment.

Yet to add CareCredit asafinancing solution? Call 866.853.8432 and get started for FREE

£ CareCredit

1 6th Annual Major Purchase Consumer Sudy, conducted by Synchrony, 2017 aSynchrony solution
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What is Telemedicine
N Uptometry?

elcome to the fourth issue

of Corporate Optometry

Today! where we dig

right in to the controver-
sial topic of telemedicine to reveal how
some corporate optometrists are ap-
proaching this fast-growing reality today.

In our feature article on the topic—Tele-

Corporate Optometry?, starting on page 10—our
expert Contributing Editor Maria Sampalis, 0.D., tells
us that “Telemedicine [in optometry] harnesses ad-

“l want to use telemedicine as a
service after an in-person baseline
exam is established for those who
are having office-visit-type prob-
lems to really triage and/or treat.”

—Torrey Carlson, 0.0., who has five practices affiliated
with LensCrafters in Tennesseeg, tells usin
TeleCorporate Optometry?, page 10

vancing technology to provide refractions and even full
exams outside a traditional optometrist-controlled
exam lane.”

Dr. Sampalis also checked in with members of
the @CorporateOptometry Facebook group for their
thoughts about the use of telemedicine in corporate
optometry. Some of the key concerns included:

» “missing or misdiagnosing medical conditions”

» “Rx remakes”

4 CORPORATE OPTOMETRY TODAY! » MARCH 2019

» “decrease in job market”

» “patient dissatisfaction”

» and “competing against it in their own
corporate sublease.”

In our feature on the topic, we check in
with three corporate 0.D.s to examine the
good, the bad, and the future of telemedicine in
optometry. It's definitely a compelling read.

And, there’s so much more in this content-packed
issue of COT! On page 14, check out our must-read
interview with Jeff Cole, the former chairman and CEQ
of Cole National Corporation. Today, Cole is still active
in GrandVision (which he co-founded as Pearle Europe
in 1996) and he’s on the Board of Directors at Safilo
and other companies. In this issue, he answers
Corporate Optometry Today!'s 5 big questions on
corporate optometry.

Want more? Check out our Facebook page:
@CorporateOptometryToday! We hope you enjoy

the issue!

Erinn Morgan
Editor-in-Chief + Editorial Director
Cormorate Optometry Today! + Eyecare Business

aall BT

In this issue of COT!, we dig
into the controversial topic of
telemedicine, checking in with
3 corporate 0.D.s to learn how
they are approaching it.




Robotic' OCT &
Fundus Camera, All in One

The New Glaucoma Hood Report?is now available.

This innovative report simplifies and accelerates
the decision making process.

FISCAL YEAR END SAVINGS!

TRADE-IN SPECIALS RENTAL PROGRAM
$7,000 $5665
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$4000 $580
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HURRY! | Ofllers expire March 31,2019.
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CONTACT TODAY
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Brett Julian: National Account Manager | 858-245-9997 | bjulian@topcon.com
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1 Auto alignment, auto focus, auto capture.
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TREND TRACKER

COT! PINPOINTS THE KEY TRENDS OF INTEREST FOR CORPORATE OPTOMETRISTS

A
Green Is the Word

One of the Top 10 Retail Trends for 2019 (according

to Stores magazine) is consumers demanding trans-
parency regarding a retailer’s “green-ness.”
According to forecasters, programs aimed at reduc-
ing a brand'’s or retailer’s carbon footprint, having a
backstory focused on sustainability and products using
recycled materials, and a retailer’s green business
practices will be rewarded at retail.

Keep that in mind when planning merchandising and
marketing.

Several eyewear companies are already on board with
this concept, touting their recyclable (or recycled) materi-
als and green business practices. Working in tandem with
them—and highlighting those products’ claims—can
foster goodwill and loyalty from patients. —Susan Tarrant

B CORPORATE OPTOMETRY TODAY! » MARCH 2019

You’re Hired

What are the most sought-after skill sets in the job market?
First off, speak up.

According to LinkedIn's 2018 U.S. Emerging Jobs Report,
“Oral communication remains the skill group with the biggest
shortage in nearly every city across the country.”

The report pinpoints the 10 most in-demand skills (and nearly
half are soft skills!) in today’s competitive landscape:
1. Leadership
8. Graphic Design
9. Data Science
10. Web Development

—Kerri Ann Raimo

Oral Communication

. People Management
. Development Tools

. Social Media

. Business Management
. Time Management

SOOI EWN =

+

Pearle Shines

For the 11th year in a row, Pearle Vision has
been recognized as one of the coun-
try’s top health franchises by Entrepre-
neur magazine. It's ranked No. 75 on the
magazine’s “Franchise 500" list, placing it in
the top 15% of all franchises. The key factors

for consideration are costs and fees, size and growth,
support, brand strength, financial strength, and stability.

The ranking comes during a period of growth for Pearle
Vision. In 2018, new franchise locations opened across the
U.S., including multiple locations in Florida and California.

Inearly 2019, Pearle Vision plans to open franchises in cities
across Pennsylvania, lllinois, Florida, and Ohio, and the brand
will continue an aggressive push into Canada. —S.T.
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-+ BUSINESS INSIDER

L earning
+Earning

An inside look at the best Vision Expo
East has to offer corporate 0.0.s

MARK YOUR CALENDARS.
March 21-24 are the dates of this year's
Vision Expo East in New York, and the
lineup includes a lot of learning op-
portunities for corporate optometrists.
Here's a glance at some of them.

CORPORATE OPTOMETRY

» Career Zone
There's an entirely new destination
this year for corporate 0.D.s,, new
grads, and anyone interested in learn-
ing more about corporate optometry.
Located on Level 1 of the Exhibit Hall,
The Career Zone offers a vehicle for
corporate optical companies and as-
sociations to meet face-to-face with
potential hires, such as young profes-
sionals and students. The area will be

B CORPORATE OPTOMETRY TODAY! » MARCH 2019

designed for relaxation, community,
and learning.

» Corporate Optometry Panel

and Reception
Moderated by Erinn Morgan, editor-
in-chief of Eyecare Business and
Cormporate Optometry Today!, the
panel will take place Saturday, March
23, from 4-5:30 p.m. in the NewGrad-
Optometry & CovalentCareers booth
(C4067), located in the center of the
Career Zone. Engage with the indus-
try’s thought leaders to discuss the
range of business models in which
optometrists can practice corporate
optometry today.

Following the panel, enjoy compli-
mentary beverages and networking.

CLINICAL EDUCATION

New clinical courses have been added

to the education program. They include:

» A New Myopia Track
Courses present opportunities for
clinicians to educate patients, as
well as to integrate new prevention
methods and strategies to manage
and slow the progression of myopia.

» March Madness: Case Challenges
in Optometry—Optimizing Ocular
Imaging
Panelists will compete against each
other by presenting interesting cases
highlighting imaging technology. The
audience decides who wins via inter-
active attendee polling technology.

BUSINESS EDUCATION

» The New Innovation Series
Differentiating your business means
staying ahead of trends, along with
introducing innovative products and
services. Explore what's new and
next with courses that will help you
reimagine the status quo and move
your business into the future.

» The Leadership Forum: Inspire,
Transform, and Drive Change With
Roberto Monaco
The forum will help you increase your
leadership effectiveness, eliminate
anegative mindset, embrace and
implement change, and improve
communication skills...and unlock
your greatest leadership potential.

» The Business and Practice
Expertise Track
Actionable, business-focused content
in more than 31 hours of education
is related to five key areas: leader-
ship, customer experience, human
resources, data, profitability, and
growth. A new course of note
is Learning the Critical Building
Blocks of Your Business. coTt

—Stephanie K. De Long

For more info on all that Vision Expo
has to offer, go to: visionexpoeast.com.
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collection

Alexander Collection™ is designed
to complement women of all face
hapes (petite to perfect fit). Styles

are available in eye sizes 47 — 59 mm.

FIT MATTERS

EYEWEAR DESIGNED FOR SPECIAL FIT NEEDS.

Exclusively by A&A Optical | VEE #2543 | 800-492-4465 | aaopticalco.com

EYEWEAR
THE ORIGINAL | 2002

XXL™ Eyewear is engineered for
the man with special fit needs.

All frames have WIDER BRIDGES
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TeleCorporate
Uptometry?

0.D.s weigh the good, the bad,
and future of using telemedicine
in corporate practices BY MARIA SAMPALIS, 0.D.

s it has with countless oth-

er businesses and medical

fields, new technology

will continue to enhance
and grow optometry. And the hottest
tech button in optometry right now is
the growing use of technology for tele-
medicine purposes.

But the concept isn’t completely
devoid of controversy.

Many corporate opticals have ex-
pressed interest in adopting a tele-
medicine model to enhance the patient
experience—and to provide access in
areas that have minimal doctor cov-

erage. Some corporate opticals have

T
||

successfully incorporated it into their
business model, while others have
decided that a traditional in-person
exam remains the best model for their
practices and patients.

What is telemedicine in optom-
etry? Telemedicine harnesses advanc-
ing technology to provide refractions
and even full exams outside a tradi-
tional optometrist-controlled exam
lane. Some of the telemedicine models
are performed via an on-site ophthal-
mic tech. The measurements and tests
are done by an ophthalmic tech, and
a remote doctor evaluates and signs
off on a prescription, if appropriate. If
the tests indicate (or if certain age and
health requirements are not met), the
patient is required to return or seek an

optometrist for an in-person eye exam.

“Let’s properly define telemedicine.
It's not an online refraction that is not
nearly as accurate as even the basic
autorefractor found in an office.

The exam must include eye health,

[For the purposes of this article, we
are defining telemedicine as providing
an eye exam that contains more than
just a refraction.] >

external and internal, with IOP.”
—MIKE ELLER, 0.D.

JACKIE NIAM / SHUTTERSTOCK.COM
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Recently I asked members of the
@Corporate Optometry Facebook
group for their thoughts about the use
of telemedicine in corporate optom-
etry. Some of the concerns included:

¥ “missing or misdiagnosing
medical conditions”
¥ “Rx remakes”
¥ “decrease in job market”
¥ “patient dissatisfaction”
¥ “competing against it in their

own corporate sublease”

All are valid concerns and ques-
tions that need to be answered in order
to modify the model and have O.D.s
accept it. O.D.s should be involved in
these discussions in the industry and
set rules and regulations.

Here, we ask three corporate O.D.s
to examine the good, the bad, and the
future of telemedicine in optometry.

THE GOOD
Telemedicine has several positive uses
that can be beneficial in certain areas
of optometry.

It can be incorporated into mod-
els for mission trips and used in un-
derserved areas. Technology such as
Optos and OCT will provide im-
ages that can be taken by a tech and
reviewed by an optometrist remotely,
providing a medical exam to remote
areas and access to care to individuals
who need it.

Many insurance companies have
adapted this method of care and will
reimburse O.D.s for the telemedicine
eye exam. This can increase revenue
for optometrists who are seeking oth-

er streams or for the entrepreneurial

“l want to use telemedicine
as a service after anin-
person baseline exam is
established for those who
are having office-visit-
type problems to really
triage and/or treat.”

—TORREY CARLSON, 0.0.

O.D. who can’t find coverage for their
sublease or is looking to expand to

multiple locations.

“Standard of care would need
to change to allow this. .. [but it
could] compete with an
in-person exam.”

MIKE ELLER, 0.D.

Associate 0.D. adjacent to
Walmartin Jacksonville, AR.

Dr. Eller sees the positive side of tele-
medicine.

“Let’s properly define telemedicine.
It’s not an online refraction that is not
nearly as accurate as even the basic
autorefractor found in an office. The
exam must include eye health, exter-
nal and internal, with IOP,” he notes.

DO YOU THINK THE FUTURE OF
CORPORATE OPTOMETRY IS IN
THE TELEMEDICINE EXAM?

(asked in @Corporate Optometry Facebook group)
# of responses »

“Now, the patient could certainly
schedule this and come in for an of-
fice visit and the measurements could
be taken by a tech and information
relayed to an O.D. Standard of care
would need to change to allow this,
but I think the imaging technology
is good enough to compete with in-
person assessments. | have doubts

about the online refraction, however.”

“l want to use
telemedicine as a service.”

TORREY CARLSON, 0.D.

Five practices affiliated with
LensCrafters in Tennessee.

Dr. Carlson says he sees the potential
for telemedicine putting a practice at a
competitive advantage.

“T want to use telemedicine as a ser-
vice after an in-person baseline exam
is established for those who are hav-
ing office-visit-type problems to really
triage and/or treat. Many, I assume,
would be directed in for an in-person
exam based on signs and symptoms.
But some could be treated (as they are
now through the medical tele-sites),”
he notes. “I can also see it being used
for diabetes monitoring, glaucoma,
and macular monitoring. Retinal
photos, OCT scans, visual fields, etc.,
can be done on days with no doctor

DONT KNOW

12 CORPORATE OPTOMETRY TODAY! » MARCH 2019
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“[ think that O.D.s’ malpractice
premiums will increase.”

AMAND TASRIPIN, 0.D.

Co-owner of Bridgetown Optometric
Associates near Portland, OR, and
he has five practices associated
with Walmart and Visionworks.

Although Dr. Tasripin thinks that li-
ability insurance will cover O.D.s who
want to provide a telemedicine ser-
vice, it may come at the cost of much
higher malpractice premiums (despite
the fact that most tele-exams would
be routine in nature).

“The ophthalmology liability in-
surance underwriters have done a
cost benefit analysis, and that’s why
they limit who can have these ‘exams’

to statistically healthy age groups.

ANT / SHUTTERSTOCK.COM

XTRAVAG,

The chances of missing something
significant are small and the cost of
an out-of-court settlement is far less
than what can be made off of all the
healthy individuals,” he says. “I think
that malpractice will be quicker to
cover ophthalmologists because they
already pay much higher rates than
we do, rather than cover O.D.s for
telemedicine, and that is why I think
that O.D.s’ malpractice premiums
will increase.”

THE FUTURE

My own view is that telemedicine will
become an addition to corporate op-
tometry practices, but it will not re-
place the O.D.s in this setting.

“l think that malpractice

will be quicker to cover
ophthalmologists be-
cause they already pay
much higher rates than
we do, rather than cover
0.D.s for telemedicing,
and that is why | think
that 0.D.s’ malpractice

premiums will increase.”
—AMAND TASRIPIN, 0.D.

MARIA SAMPALIS, 0.D.,
is the founder of the Corporate Optometry
group on Facebook and corporateoptometry.
com. Currently, she is owner of Sampalis Eye
Care in Cranston, R, and has a sublease at
For Eyes by Grand Vision in Rhode Island.
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THE

INSIDE LINE...

Jell' Cole

WITH

COTsits down with industry legend + global
leader Jeft Cole to answer COT!’s 5 questions

n this exclusive interview with

Corporate Optometry Today!,

Jeff Cole shares his vision for

today’s optical market, includ-
ing how the face of corporate optical
is changing.

From 1983 to 2003, Cole was the
chairman and CEO of Cole National
Corp. “T haven’t been sitting under a
palm tree since I retired in Florida,” he
quips. “I'm still active in GrandVision
(which I co-founded as Pearle Europe
in 1996) and [ am on the board of
directors at Safilo and Hilco Vision.”

COT"had the distinct pleasure of
speaking with Cole about the industry
and what he sees ahead.

Here, he shares some of those

thoughts with us.

MILLENNIALS
0. What challenges do millennials
bring, and how do optical retail-
ers have to adapt?
A. Millennials represent a type of
consumer the industry has not faced
before—a combination of fashion-ori-
ented, experience-oriented, and green...
that is, pure.

I’'m not sure that optical retailers, be
they independents or chains, under-
stand the category, let alone how to deal

with them.

BY STEPHANIE K. DE LONG

MARKETPLACE

0. How are optical chains and
other retailers responding?

A. What we've seen over the last five

to six years is startups that are more
online than offline and more sun than
prescription. They sell inexpensive, dis-
posable fashion that has some perceived
quality, but at a low price. They reach
out more through social media than
traditional optical.

I don’t think anybody in optical re-
tailing, independent or chain, has really
figured out how to reach millennials.
Everybody talks omnichannel, but eye-

wear retailers haven’t perfected it yet.

CORPORATE

0. Why are more independents

eyeing corporate optometry?

A. It’s more and more difficult to be

an independent optometrist, and that’s

making corporate optometry more at-

tractive. Patients are driven by managed

care and the advertising and brand-

ing of chains. We see a multitude of

financial roll-ups of optometric groups

thinking they can consolidate practices.
All this is affecting the independent.

I¢’s pushing new grads into different

directions, including corporate, and

it’s creating alliances of suppliers and

vendor groups being rolled up, too.

CONSOLIDATION

0. Is consolidation the biggest
business-side trend?

A. Yes, the whole industry is in a giant
consolidation phase. Over 22 years ago,
I was doing the consolidating by buying
Peatle. Today, it’s mind-boggling what
is going on.

The challenge? When you consolidate
and create a sameness, you leave room
for innovators and startups. The more
all eyewear stores have the same prod-
ucts, similar promotions, etc., the more
room there is for a 27-year-old to create
a differentiating product, business
model, or brand positioning and sneak

it into the marketplace.

APPEAL

0. With all this change, what are
the biggest draws for corporate
optometry now?

A. One is security, of course. Your busi-
ness isn’t totally dependent on you. The
second is the opportunity for optom-
etrists who want to go beyond examin-
ing eyes to pursue the business side of

both chains and managed care. coT!

KEEP READING!

We had more to talk about. Read the entire COT!
interview with Jeff Cole online at eyecarebusi-
ness.com/supplements/2019/march-2019/
corporate-optometry-today!



THE BACKSTORY

PUTTING A PASSION FOR SOCIAL MEDIA INTO PRACTICE

Sarah Manongdo-Joya, O.D.

Sara (,
Manongdo-
Joya

Sarah Manongdo-Joya, O.D.,
is a full-time employed optom-
etrist at Visionworks in North
Riverside, IL. She's been in

3

corporate practice since grad-
uating from Illinois College
of Optometry in 2005. She's

married, the mom of two
and /oves the Internet!

> Learn more about Dr. Manongdo-Joya here:

sarahjoya.blogspot.com + facebook.com/
VisionworksNorthRiversideMall
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WHY CORPORATE?

“I enjoy a consistent work
schedule, great pay with
benefits, a good work-life
balance, and support from
staff and management at
my office. It allows me to
focus on seeing patients,
minus the hassles of own-
ing my own practice.”

THE INTERNET

“The Internet is great! I used eBay
to supplement my income dur-

ing optometry school, Match.com
to meet the man who became my
husband, and shopped eBay for my
wedding day. I even wrote a book
about that, published by MeGraw-
Hill, in my fourth year at ICO.”

MOMS’ GROUPS

“I started promoting my office via
area Facebook moms’ groups. If, for
example, a mom in the group has an
eve-related question, I get ‘tagged’ by
the other moms to answer.”

FEEDBACK

“Social media allows patients to
share their eye exam experience and
gives me the ability to respond in
real time to concerns or praise. The
reviews also provide my office staff
with helpful feedback.” com

—Stephanie K. De Long
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THE PATH TO
PRIVATE PRACTICE

, HAS NEVER BEEN

_ZINTRODUCING
# \ISION SOURCE NEXT

ARE YOU READY TO ENJOY ALL
THAT PRIVATE PRACTICE CAN
OFFER, INCLUDING...

* Practicing full scope optometry

» Controlling the way you deliver care
RYXICHQ) BQJ WP HTXLW

* Increasing your potential for professional
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...but uncertain how to handle day-to-day
management issues like staff training,
marketing and supplier negotiation?

VISION SOURCE NEXT can help you
WORK IN, ACQUIRE, OR START

a Vision Source practice with guidance and
programs to assist from start to success.

EASIER

WORK IN A PRACTICE

There are many Vision Source practice
owners actively seeking Doctor Associates to
support them with their practice growth &
expansion plans.

ACQUIRE A PRACTICE

Opportunities exist to acquire a practice
outright, join a practice as an equity partner,
or as an Associate with a path to an equity

~ position.

WHY VISION SOURCE?

Vision Source Next represents the latest in a history of innovation for private
practice optometry. Since 1991, Vision Source has lead the way in delivering
unsurpassed buying power, results-based practice management programs,
and access to new patient channels through collaboration with more than 100
physician groups, health plans, and managed health plans. The result: In 2017,
average member practice REVENUE GREW 10 TIMES the industry average.*

and

and with the security of
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If you're ready for

* 5.7% weighted average Vision Source member practice growth for 2017 vs Industry growth of 0.5% per Vision Watch’s vision care
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START A PRACTICE

For start-up practices, Vision Source Next
provides a step-by-step program to ease
your transition into owning and running a
private practice, where you can experience
practicing at a higher level with the nation’s
premier network of private practice
optometrists.

It all starts at VisionSourceNEXT.com
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The World’s FIRST
Ultra Resolution, True Color, Confocal

NOW FEATURNG AUTOR.UORESCENCE

EIDON Wide-Field Mosaic
90° —~200° (Measured from Center of the Eye)

» Fully-Automated, Confocal Technology
Non-mydriatic acquisition through cataracts, media
opacities and small pupils

» True Color (White Light lllumination)

Non-Pseudo Color — Equal to direct retinal observation Alitoflubrescence

» Wide-Field View

Detection of pathology in the peripheral retina l

» Autofluorescence Imaging Infrared

Earlier detection of retinal disorders

Contact Us Today for an In-office Demo

Contact your CenterVue Representative, or Call 1 888-512-3575 | Email infous@centervue.com




