
By Diana Canto-Sims, OD

I have heard ODs and opticians say, “Lost 

another patient to an online sale. I think I 

am going to buy $5 frames and offer glasses 

online to my patients. If you cannot beat 

them, join them!”

Even though the loss of revenue or fear 

of the loss of revenue is the reason for this 

sentiment, I want to give you five reasons 

why the grass is not always greener on the 

other side.

5 reasons to not sell frames online

1
You are already late to the party. The 

big boys (Essilor, Luxottica, Amazon, 

Warby Parker, and Zenni) have entered the 

game, and smaller practices likely have little 

chance against them. Zenni advertises com-

plete glasses starting at $6.95, so the theory 

of buying cheap frames makes it almost im-

Implementing a strategic plan 
helps create revenue for your 
practice

By Carl H. Spear, OD, MBA, FAAO

For many, the grind of a day-to-day practice 

and the responsibilities of being the doc-

tor, procurement officer, human resources 

specialist, sales trainer, staff trainer, jani-

tor, and so on leave little time for important 

things like planning and analysis.

We now look at developing a strate-

gic marketing plan. Marketing your prac-

Selling glasses 
online may not be 
answer for ODs

Why it’s important to 
have a marketing plan

See Marketing plan on page 12

See Online glasses on page 30

T
he ocular surface is the first refract-

ing surface of the eye; therefore, the 

tear film provides the basis for good 

vision. An unhealthy tear film can 

cause an almost 1.00 D fluctuation in vi-

sual acuity.1,2

In the case of patients un-

dergoing cataract or refractive 

surgery, optometrists ensure a stable oc-

ular surface before the surgeon performs 

preoperative calculations. In my practice, I 

evaluate patients using a tear break-up test 

and vital dye staining of the cornea and 

conjunctiva, and then if necessary, sched-

ule them back for a presurgical dry eye dis-

ease (DED) examination.

My full DED evaluation includes meibo-
See Ocular surface on page 26

By Leslie E. O’Dell, OD, FAAO

APRIL 2018
VOL . 10 , NO. 04

Prep ocular surface 
BEFORE SURGERY
Patient education and physician partnership 

are part of the process

&Q   A | DR. VIOLA KANEVSKY UPTOWN NYC PRACTICE, PEDIATRICS, AND GUATEMALA CIVIL WAR SEE PAGE 38

PRACTICAL CHAIRSIDE ADVICE
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A. A 51-year-old Caucasian female presented with reduced vision because of progressive cataract. Presur-
gical ocular wellness exam included dry eye testing with dry eye questionnaire, LipiView II imaging, meibog-
raphy, lipid layer thickness and blink analysis, Infl ammaDry, and an ocular surface evaluation using vital dyes. 
She was found to have dry eye disease, predominantly evaporative, due to obstructive meiboniman gland 
dysfunction with mild infl ammation and mild hyperosmolartiy. B. Prior to surgery, she elected treatment with 
LipiFlow thermal pulsation in addition to lifetegrast (Xiidra).  

A

B

fewer patients report 
end-of-day dryness2*3X

SEE COMFORTABLY.TM

*Compared to habitual lens care solutions (at baseline); 

Based on patient responses to a survey after trying 

OPTI-FREE® Puremoist® solution for 2 weeks; n=10,602

1. Lally J, Ketelson H, Borazjani R, Senchyna M, Napier L. A new lens care solution provides moisture and comfort with 

today’s contact lenses. Optician. 2011;241(6296):42-46. 2. Lemp J, Kern JR. Results from a global survey of contact lens-

wearer satisfaction with OPTI-FREE® PureMoist® Multi-Purpose Disinfecting Solution. Clinical Optometry. 2013;5:39-46.

Don’t let Irritating Lens Face ruin 
your patients’ important moments.

Recommend OPTI-FREE® Puremoist® with HydraGlyde® Moisture 

Matrix to help your patients stay comfortable in their contact 

lenses from morning ‘til night.1
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