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         You’ll have 
access to a network 
of experts who will 
support you every 
step of the way.

Limited opportunities remain. Secure your 

location today at join.specsavers.com/ca 

Partner with us for comprehensive business 

support in areas like marketing, accounting, 

payroll, and clinical support – allowing you 

to focus on caring for your patients.  

Make ownership a reality today. Your 

location start-up costs are on us when you 

join as a business owner.

https://join.specsavers.com/ca/partnership/?utm_source=opticalprism&utm_medium=print&utm_campaign=2023_joinourteamcampaign&utm_content=partnership
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Dr Ellen Sun, OD

Optometry Partner
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E D I T O R ' S  L E T T E R 

Follow us on social media and subscribe to our mailing 

list for the latest eyewear and eye care news. 

opticalprism.ca/subscribe-now

Y E A R S

SERVING CANADIAN  

EYE CARE PROFESSIONALS  

FOR OVER FORTY YEARS

I
t’s always great news when ECPs can access informa-

tion and tools to help them be more successful, so the 

recently released guide, “The Culture Calculation: 

Data-backed Behaviors for Contact Lens Success” was 

greeted with appropriate fanfare by the eye care community.

Published by the Contact Lens Institute and The Vision Coun-

cil, the in-depth guide is designed to help practices enhance 

their contact lens cultures, in turn increasing patient satisfac-

tion and business outcomes.

In this issue, Assistant Editor David Goldberg presents some 

of the findings from this quantitative research, along with 

practical insights and recommendations from forward- 

thinking optometrists and opticians to help you reap the ben-

efits of adopting a contact lens culture in your practice. Selling 

more contact lenses can be as simple as identifying which  

patients might be interested in contact lenses as well as 

glasses, and making it easy for them to purchase their lenses 

from you rather than online. While respondents reported 

seeing online retail as the greatest perceived threat to contact 

lens culture, the research indicates that convenience is the 

primary reason for online contact lens purchases (52%), well 

ahead of price (39%). And with online buyers reporting similar 

spending to in-person buyers, there’s good reason for eye care 

practices to market themselves as a convenient alternative for 

contact lens patients.

By recognizing contact lenses as an important part of your 

practice and making it a matter of course to offer them to 

your patients in an easy and convenient way, you’ll not only 

increase business outcomes, but also patient satisfaction. 

David’s article contains the highlights, and includes a link 

to the full report and infographics that you may find helpful. 

In other exciting contact lens news, we also bring you a story 

about a new “smart” contact that contains an ultra-thin  

glucose battery powered by tear fluid. How amazing is that?!

It’s still in the development stages, but no doubt we’ll start  

seeing smart contacts on the market in the near future.

There’s no question that contact lenses can and should be  

an important part of your business, and we hope this issue 

gives you the motivation and tools to help you bolster your 

sales and position your practice as a one-stop shop for both 

glasses and contacts.

Finally, since this is our last issue of the year, we’d also like  

to thank all of our readers and advertisers for your support  

in 2023, and we look forward to bringing you more thought- 

provoking articles and showstopping eyewear in 2024.  

Happy Holidays!

http://opticalprism.ca/subscribe-now
http://shillingoptical.com
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F R E S H  L O O K S 

Beater

Cozy

Grail

Boxy

 
KLIIK  

These two new men’s styles from KLiiK 

offer a tailored narrow fit in retro designs 

with a modern twist. K-751 is a classic 

round in triple laminate acetate, with 

contrasting colours and patterns laminated 

along the brow, outer rim and temples. Col-

ourways include Black Rose, Blush Grape 

Blue, Crystal Horn Black, and Teal Taupe.

Made from chunky Mazzuchelli acetate, 

K-747 has bevelling across the eye rim, a 

step-down bridge, and built-up acetate 

nosepads for a more universal fit. Available 

in three colourways: Slate, Crystal, and 

Olive Smoke.

For more information, contact your 

WestGroupe sales representative or visit: 

westgroupe.com

 
KYME  

The first four models in Kyme’s 

contemporary “Fly to Urban  

Jungle” collection are strong, 

angular shapes with contrasting 

coloured lenses. 

Frame colours range from classic 

black and Havana to the more 

eccentric white, golden yellow, 

gray, and peach, while lens colours 

include gray and aviation green as 

well as daring options like orange, 

burgundy, and teal.

For more information, contact 

your Kyme sales representative 

or visit: kymesunglasses.com
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The truth about contact lens adoption 

BY DAVID GOLDBERG

Eyes 
Wide 
Open
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as a whole, not just a set of eyes, and that 

includes identifying lifestyle and quality 

of life advantages for patients that can be 

achieved with contact lenses,” she says.

“Something surprising to me was that 

more than two-thirds of vision-corrected 

patients could not recall contact lenses 

being raised during their previous couple 

of visits, despite the fact that 44% of 

glasses-only wearers express interest 

in contact lenses,” says Morrison. “But 

that is such a huge practice builder at our 

office; a revenue generator. And it goes 

both ways in our office – all contact lens 

wearers need a pair of spectacles, and 

most glasses wearers could benefit from 

the option of a contact lens for some tasks 

in their daily lives.”

To grow your contact lens business 

quickly, Alysse Henkel, senior director 

of market research and analysis at The 

Vision Council, stresses the importance 

of tracking the business impact of 

contact lens sales. She expressed surprise 

at how few ECPs collect and analyze data.

siphoning business from traditional 

brick-and-mortar stores across Canada. 

But ECPs like Dr. Andrea Lasby – another 

optometrist at Mission Eye Care in 

Alberta – says you must acknowledge 

your competition rather than ignore it. 

“We compare our prices openly with 

what customers can find online,” says 

Lasby. “In nearly all cases, we are lower 

than what patients can access online – 

but they don’t know that until we show 

them. There are all sorts of hidden fees 

online, such as shipping, that can add on 

to the price.”

Adds The Vision Council’s Henkel: 

“Emphasizing discounts and rebates 

available to the patients will appeal to 

both in-person and online shoppers.”

Amid the concerns that online retailers 

undercut the independents, the CLI study 

shows that online lens buyers prioritize 

convenience (52%) over price (39%) – 

challenging the common belief that online 

decisions are purely price-driven. 

“We utilize our website platform to allow 

patients to easily reorder online, and it 

also serves to remind them ahead of time 

when they will be low on their contact 

lenses so they don’t make any last minute 

emergency orders elsewhere,” says Lasby. 

Henkel adds, “Lean into this idea of 

convenience by offering trial lenses at 

 “These patients could provide additional 

value to the practice through multiple 

types of eyewear purchases and contact 

lens fittings,” notes Henkel.

VISIONARY LEARNING
Recognizing this untapped potential 

in the glasses-only demographic, the 

emphasis then shifts to the ways in 

which eye care practices can nurture this 

budding interest. According to the pros, 

it’s all about educating patients and staff. 

“Our team is constantly trained on new 

contact lens innovation, the importance 

of contact lens fits and follow-ups, and 

how to answer all questions related to the 

fitting, insertion and removal, lens care 

and order fulfillment,” says Dr. Shalu Pal, 

optometrist and founder of the Canadian 

Contact Lens Academy.

“To ensure our patients know that we 

support them and their contact lens 

lifestyle, we make sure to tell them of 

all the things that we will do for them 

in between annual visits. This includes 

replacing torn contacts, replacing boxes 

if their prescription changes, changing 

products if we need to, topping up 

products until their next visit, seeing 

them right away with any concern they 

may have, and answering all of their 

questions promptly.”  

Building on that notion of patient 

support, research indicates that 

informed patients follow their contact 

lens hygiene regimen better, reducing 

complications and helping spot early 

signs of issues for timely interventions. 

Furthermore, ECPs who prioritize 

education, as the CLI report suggests, 

often see increased patient loyalty 

and more referrals, turning word-of-

mouth into a potent tool for growth. 

Understanding patients’ individual 

lifestyles and preferences can enable 

ECPs to offer tailored lens solutions, 

boosting patient satisfaction.

OUTSHINING   
ONLINE GIANTS
Civil war is raging throughout the 

eyewear industry. Online retailers are 

Eye Care practices 

overwhelmingly believe 

in contact lenses...

Our practice has  
a positive contact  

lens culture.

94%
AGREE

3%
DISAGREE

3%
NEUTRAL

Lean into this idea 

of convenience by 

offering trial lenses at 

the exam and having 

their order shipped 

directly to the patient’s 

home rather than 

asking them to come 

back into the office.

- ALYSSE HENKEL

“Without tracking this kind of 

information, practice owners may not 

be fully understanding the value that 

contact lens patients bring,” she says. 

For example, with the knowledge from 

a CLI study that 24% of adults wear both 

contacts and glasses, an ECP could use 

their own data to identify which patients 

to target as dual wearers.



https://www.bausch.ca/en-ca/products/contact-lenses/contact-lenses-for-presbyopia/ultra-for-presbyopia/
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Among factors ranked as most important in a respondent's practice; multiple selections allowed. n=173
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Preparing for a Dynamic Contact Lens Future

Practices that want to keep pace with a vigorous contact lens marketplace should keep their teams well-

informed about forthcoming innovations and practice management opportunities, according to their peers.

CL Product 
Advancements

31%
Access to 
Stock

20%

Access to  
Fit Sets

18%

CL Treatment 
Advances

15%

Patient Purchasing 
Incentives

15%
Manufacturing 
Support13%

Practice  
Revenue

12%

Continuing 
Education

6%

Practice 
Prescribing 
Incentives

8%

Practice 
Profitablitiy21%

Greatest Predicted Impact: 2023-2026

the exam, and have their order shipped 

directly to the patient’s home rather than 

asking them to come back into the office.”

Data suggests that many patients still 

prefer an in-person visit to their ECP, 

and they will reward excellent customer 

service with repeat business. In a 

separate study by The Vision Council 

(outside the CLI report), 81% of people 

who had an eye exam in the prior three 

months – and who also purchased 

contact lenses in the same time period – 

did so from their exam provider.

Eye care is changing, and the keys 

to competing in today’s competitive 

business landscape include educating 

patients and offering tailored, 

convenient services. The data from CLI 

and The Vision Council highlights the 

importance of a strong contact lens 

culture that meets patient needs. 

Even as online shopping grows, personal 

and informed care from ECPs will be 

vital for success. For lasting growth 

and patient loyalty, focus on informed 

choices, competitive prices and great 

service. OP

To view the full “Culture Calculation” report, highlights and infographics, visit: 

contactlensinstitute.org/resources/see-tomorrow

http://contactlensinstitute.org/resources/see-tomorrow
https://coopervision.ca/practitioner/our-products/misight/misight-1-day


https://coopervision.ca/practitioner/our-products/misight/misight-1-day
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Style 
TIP

For an elevated 

alternative to the  

classic ubiquity of  

all black this season, 

these versatile  

beauties shine when 

accessorized with 

 holiday metallics in 

emerald green, copper 

or sapphire. 

- WENDY BUCHANAN

Eyewear Image Expert

6.

7.

8.
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In recent years, smart contact lenses 

have emerged as a versatile technology 

that serves many functions, from 

monitoring glaucoma to delivering 

medications and even projecting 

augmented-reality imagery. However, 

one persistent challenge has been finding 

a safe and discreet method to power 

these devices without compromising user 

safety and comfort.

Enter Associate Professor Lee Seok Woo 

and his team of researchers at Nanyang 

Technological University (NTU), who 

may have finally cracked the code. 

Their solution: a remarkably thin, lens-

integrated battery that utilizes water and a 

specialized enzyme called glucose oxidase. 

When immersed in the basal tear fluid that 

naturally coats the eye, this 0.5 millimetre-

thin battery undergoes a chemical reaction 

with sodium and chloride ions in the fluid, 

generating an electrical charge within the 

water of the battery.

To ensure optimal performance, the 

researchers recommend overnight storage 

in a saline solution for at least eight hours, 

allowing the battery to start each day 

fully charged. But as exciting as these 

developments are, it will still be several 

years before this tech hits the market. 

Chau-Minh Phan, research assistant 

professor at the Centre for Ocular 

Research and Education at the University 

of Waterloo’s School of Optometry & 

Vision Science, calls the battery’s design 

“quite clever,” but adds there are some 

issues that need consideration.

“It is important to consider other critical 

factors, such as charge capacity, charging 

time and power output, in comparison 

to more traditional approaches,” he says. 

“The requirement for an enzyme in this 

process may also be incompatible with the 

industry's standard sterilization method, 

which involves heat. Furthermore, 

glucose is not typically added to a cleaning 

solution as it may increase the risk of 

potential microbial contamination.” 

WHAT’S NEXT? 

Expressing his enthusiasm for 

smart contact lens development, 

NTU’s Woo says, “Personally, I find 

the most thrilling aspect to be the 

limitless potential for smart contact 

lens development. For instance, 

beyond traditional wired and wireless 

transmission methods, this technology 

introduces an innovative approach 

to battery charging. This not only 

minimizes the necessity for coils but 

also conserves space and simplifies 

circuitry. Reflecting on the past, when 

we marveled at science fiction movies, 

the idea of these innovations becoming 

reality seemed far-fetched. However, 

now they are within grasp, promising 

to enhance our lives with greater 

convenience and higher quality.”

As for the role of eye care professionals  

in the future of smart contact lenses,  

Woo hinted at the possibility of 

automated adjustments based on 

individual eye prescriptions. 

“Perhaps a comparable optical device-

based technology could be employed 

for automatic refraction and dynamic 

adjustments based on individual eye 

prescriptions in the future,” he says.

Optical Prism reached out to several 

contact lens manufacturers who declined 

to comment on Woo’s lens, arguably 

foreshadowing a looming showdown over 

smart contact lens technology and the 

batteries that power it. 

Nik Badminton, chief futurist at the 

Futurist Think Tank, predicts: “Smart 

contact lenses will find their natural place 

where the user needs critical information 

with little room for bulky head-worn 

displays.” He delivered a keynote address 

at a gathering of the Alberta Association of 

Optometrists last year. 

“Imagine a surgeon receiving useful 

information at a critical point in 

a procedure, an industrial diver 

performing maintenance on under-sea 

infrastructure, or an athlete optimizing 

their performance. Wider adoption and 

use cases will be limited; however, this 

really will be an upgrade to those wanting 

to augment their base human capabilities. 

Time will tell.”

The development of tear-fluid-charged 

batteries for smart contact lenses 

marks a significant step toward a safer, 

more convenient and efficient future 

for wearable eye technology, with the 

potential to improve the lives of millions 

around the world.

Optical Prism will continue to monitor 

developments in this area. Watch  

future issues and opticalprism.ca  for 

updates. OP

Associate Professor Lee Seok Woo, from 

NTU’s School of Electrical and Electronic 

Engineering, holds the flexible battery that  

is as thin as a human cornea.

Personally, I find the 

most thrilling aspect to 

be the limitless potential 

for smart contact lens 

development. For instance, 

beyond traditional wired 

and wireless transmission 

methods, this technology 

introduces an innovative 

approach to battery 

charging.

In laboratory tests conducted on a 

simulated human eye, the tear-fluid-

charged battery produced a level of power 

that scientists say would be sufficient 

to support wireless data transmission 

from a smart contact lens for at least 12 

hours. While the current iteration of the 

battery offers up to 200 charging cycles, 

it falls just short of the average lifespan 

of similar lithium-ion batteries, which 

typically last for 300 to 500 cycles.
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1. Boomtown by Smith.  2. Propulse by Rudy Project. 3. Nike Windtrack by Marchon. 4. Actuator by Oakley.  

5. Under Armor Scorcher by Safilo. 6. Nike Flyfree by Marchon. 7. Palometa by Bajio. 8. Carrera FLAGLAB15 by Safilo.
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Sporting
Style

From slope to sand and  

tee to trail, these sports  

performance sunglasses  

take adventure up a  

notch with coverage,  

style and high-tech  

lens options.

BY SUZANNE LACORTE
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on local school boards or professional 

colleges, participating in in-person  

or online events, and engaging in com-

munity vision awareness activities.  

Not only will you find these incredibly 

rewarding, but they’re also fantastic ways 

to expand your network. This field is 

always evolving, and the friendships and 

connections you’ll build along the way 

are simply incredible.

As you embark on this exciting journey, 

I wish you all long and thriving careers. 

Best of luck as you make important  

choices, and always remember: some-

times, all it takes is a leap of faith to  

reach the stars! OP

tions, whether that involves specialty 

training, management, or even owning 

your own practice.

Life is full of twists and turns, and 

being a licensed optician opens doors 

to a multitude of opportunities beyond 

simply dispensing eyewear. Other roles 

to consider include becoming a sales 

representative for frames, lenses, con-

tact lenses or companies specializing 

in dry eye treatments. You could also 

explore buying groups, optical acces-

sories, and so much more. The optical 

industry is vast, offering you room to 

spread your wings.

Despite its size, the optical industry has 

a strong sense of community. I urge you 

to delve deeper into it by volunteering 

C
ongratulations! Hold-

ing that cherished 

optician’s license is 

a testament to your 

unwavering dedica-

tion and hard work. 

But guess what? Your journey is just 

beginning! For some, earning this license 

and advancing their existing careers 

happened through distance learning, 

while for others, it’s time to embark on 

the exciting job hunt.

As you embark on your professional jour-

ney, it’s important to remember that the 

optical community is not only vast, but 

also incredibly supportive and intercon-

nected. This network of fellow opticians, 

optometrists, ophthalmologists and 

other eye care professionals is a valuable 

resource. Get ready to be amazed by the 

vast array of opportunities that your 

education has unlocked for you! 

Each business model in this field has its 

unique charm, but always keep in mind 

that, as opticians, we are all equals. Your 

choice of workplace doesn’t define your 

worth; it’s about the difference you make 

in people’s lives. Dedication and passion 

will define your successes and profession-

al satisfaction. Whether you work in a 

retail chain, a big box store or an optome-

try clinic, your mission remains the same 

– assisting and guiding the public to find 

the best products for their visual needs. 

Take the time to explore various roles 

and business models to determine the 

path that resonates with your aspira-

Jennifer Bishop is past president of the 

Opticians Association of Canada (OAC). 

The OAC’s mission is to promote licensed 

opticians and the profession, maintain 

professional standards, and educate and 

inform consumers about eye health. For 

more information, visit opticians.ca.

Starting
Out

Advice for new opticians

BY JENNIFER BISHOP

As you embark on  

your professional 

 journey, it’s important  

to remember that the 

 optical community 

 is not only vast, but 

 also incredibly  

supportive and 

 interconnected. 



https://www.leaduptrainingandconsulting.ca/contact
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A selection of important,  

innovative or unique  

eyewear and eyecare  

products we're loving  

this month.

Level
Eye

1
EYE CHART NECKTIE

This classic, vintage-

inspired Snellen eye 

chart tie makes a 

bold, graphic fashion 

statement. Hand-

silkscreened on 

microfibre fabric. Also 

available in a scarf.

cyberoptix.com

IRIS GALERIE 

This state-of-the-

art photography 

studio captures 

every nuance of 

your iris to turn 

each eye into a 

work of art. Choose 

from a wide range 

of high-resolution 

formats, finishes 

and effects. 

en.irisgalerie.com

2

3

 

EYEBALL PRINT 

SNEAKERS

These unique low-

top shoes for men 

come in white with an 

eyeball print pattern in 

black. Made of canvas, 

with lace-up closure 

and metal eyelets.

grizzshopping.com

4

RUBY 10 PORTABLE VIDEO MAGNIFIER

This portable video magnifier has a 10-inch touchscreen 

and three dedicated cameras for distance and reading, plus 

an extended arm for full-page image capture and optional 

OCR. Available with and without speech. ca.optelec.com

https://www.cyberoptix.com/collections/medical/products/eye-chart-microfiber-necktie?variant=1271036303
http://en.irisgalerie.com
https://grizzshopping.com/products/eyeball-print-pattern-white-low-top-shoes?currency=USD&utm_medium=cpc&utm_source=google&utm_campaign=Google%20Shopping&stkn=3ea2941c47d3&gad=1&gclid=Cj0KCQiAuqKqBhDxARIsAFZELmKenlNbUNrQd1TpicAuRyNe5m3zrJNCEwRuWxduMboUGZEouaO3n1UaAjX8EALw_wcB
https://ca.optelec.com/
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O
ur vision allows us to experience life’s beauty in 

countless ways. From watching our children play  

to immersing ourselves in a captivating film, or  

capturing cherished moments and spectacular sights 

on our smartphones, the opportunities to marvel  

at our visual sense are boundless. The old adage,  

“a picture is worth a thousand words” encapsulates the immense value  

we place on visual experiences.

As eye care professionals, we focus on the intricate wonders of the human 

eye and the visual system daily. But for the average person, eye health 

may not be top of mind. It’s easy to take vision for granted and to forgo eye 

care routines until an issue arises. And sadly, that may result in a scenario 

where “you don’t know what you’ve got ’til it’s gone.”

The consequences of vision impairment or loss can 

profoundly impact work, leisure activities and daily 

routines by reducing independence and autonomy. 

The stigma and isolation that can accompany vision 

loss have also been shown to negatively impact mental 

health. It’s not surprising that losing sight isn’t 

something anyone wants to think about, but it’s vitally 

important that we do – because prevention plays a huge 

role in maintaining healthy eyes and clear vision.

More than 75% of vision loss is preventable or treatable 

if diagnosed early, and yet we regularly see patients who 

have missed that window of opportunity. Education 

about risk factors and preventive measures – especially 

with conditions like AMD and glaucoma – is important 

to ensure that people don’t wait to act until they experi-

ence noticeable changes to their vision. 

Additionally, we can encourage people to work with 

their healthcare providers to manage conditions like 

diabetes, enroll in smoking cessation programs, and 

adopt healthy lifestyles to delay or prevent chronic 

conditions that can negatively affect eye health. We 

are all deeply aware of the connection between vision 

and overall health, but that link isn’t always so clear for 

those outside of our professions. 

Education through conversation can be very effective. 

As we gather information about health history and 

family health background, we can provide specific  

advice while underscoring the importance of prioritiz-

ing prevention. Identified genetic risk factors are an 

opportunity to explain how regular eye exams allow for 

early detection and treatment. Knowing that patients 

have children or grandchildren means we can inform 

them about the risks of myopia and conditions like 

amblyopia where early intervention is crucial. 

Preventive eye care isn’t just about health and pathol-

ogy; it’s also about safety. By learning about the sports 

and activities our patients enjoy, or the requirements 

of their jobs, we can focus on areas that are sometimes 

overlooked, like safety eyewear and UV protection.  

Simple actions like regular eye exams, proper use and 

care of contact lenses, and ensuring that prescriptions 

are up to date go a long way to ensure healthy eyes 

and clear vision. When people understand the role of 

prevention, they’re more likely to be invested in their 

eye health. 

Vision is precious. When we empower people to do all 

they can to take care of it, we help to ensure that it’s a 

gift that keeps on giving. OP

BY DR. MARTIN SPIRO 

President, Canadian Association of Optometrists

THE CANADIAN ASSOCIATION OF OPTOMETRISTS (CAO) 

is the national voice of optometry, providing leadership 

and support to more than 5,400 members to enhance the 

delivery of healthy eyes and clear vision for all Canadians.

The  
Gift of 
Sight

Protecting
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“To encourage traffic and sales, your 

clinic should be bright and accessible. 

The frames must be presented in a logical 

order, and most importantly, customers 

should be greeted with a warm smile.”

Blais's expertise extends from fitting 

elderly people to children. She emphasiz-

es the importance of trust. “It’s crucial to 

have a dedicated space for children and 

allow them to express their preferences. 

Inspiring confidence with the young 

patient is invaluable.”

Her journey, spanning more than three 

decades, is filled with many memorable 

moments, but it’s her role as a mentor 

that she cherishes most. 

“After 34 years in the field, I still thrive 

on challenges. By passing on my knowl-

edge, I’m happy if I can leave even a tiny 

trace in this wonderful profession.”

Blais’s story speaks to the passion of so 

many in the industry who take pride not 

only in correcting vision, but enabling 

clients to find self-confidence and con-

tentment with a new pair of glasses. OP

However, Blais’s journey is not just 

about milestones; it’s about wonderful 

moments on a daily basis. “It is with  

the feeling of duty accomplished and  

eyes full of gratitude that I look at the 

smile of a patient who discovers their 

new glasses,” she says.

And her long-standing association with 

Clinique Opto-Réseau is a testament to 

her dedication and love for the trade. 

“I have been working in the same clinic 

since the very beginning. The partner-

ship with Opto-Réseau offers me the 

freedom to flourish in a multitude of 

facets of the profession,” she says.

In the ever-evolving world of eyewear, 

trends come and go, but for Marie-Josée, 

the enthusiasm remains consistent. 

“What excited me the most this year  

was the return of oversized acetate 

frames with angular bevels and very  

wide temples,” she says. “Young women 

are daring to wear colourful vintage  

sunglasses. It’s great to make frame 

choices with this type of client.”

Blais believes in a customer-centric  

approach, “Transparency is the secret  

of all communication,” whether she’s 

dealing with a customer who is thrilled  

or tepid at the thought of wearing glasses.  

For an optician to thrive in today’s 

industry, staying updated is crucial. 

Blais advises fellow opticians to tap into 

various resources, from social networks 

to trade shows, ensuring they remain at 

the forefront of the industry.

She also underscores the importance of 

creating a welcoming environment.  

I
n the vibrant and historical town 

of Val-d’Or, Québec, Marie-Josée 

Blais brings the world into focus 

for countless eyes at Clinique 

Opto-Réseau.

It’s hard not to marvel at her dedication. 

Starting as a bright-eyed student intern, 

Blais quickly climbed the ranks, driven 

by her desire to master the skills of the 

trade and help every client who walked 

through the door.

“My background in optics is very atypi-

cal,” says Blais. “It started in 1989, when 

I was only 14 years old. My geography 

teacher had the ambition to help  

us discover the world. He paired students 

with companies for internships. From 

the first hours, I was charmed by the 

combination of the aesthetic, technical 

and relational sides of optics. 

“My 40-hour internship quickly trans-

formed into a career that should last at 

least 40 years.” 

Insights from veteran optician Marie-Josée Blais

BY DAVID GOLDBERG

Labour  
of Love

After 34 years in the  

field, I still thrive on  

challenges. By passing  

on my knowledge, I’m 

happy if I can leave even  

a tiny trace in this  

wonderful profession.

 – MARIE-JOSÉE BLAIS
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A guide to preparing a business budget for 2024

BY NANCY DEWALD 

Lead Up Training and Consulting

STEP 1: Review Historical Data
Begin by examining your historical financial statements, sales 

data and cost reports from the previous years. This analysis 

will help you identify patterns, trends and areas where you 

can potentially cut costs or increase revenue. Refer to industry 

benchmarks as a guide to identify strengths and opportunities. 

This step is first because it is most important to help you  

truly understand your current business in terms of what the  

Planning
for

Success

metrics mean and how to influence them. Using this simple 

strategy can have an amazing impact on your business – one  

client I coach by phone once a month is experiencing double- 

digit growth as a result.T
o be successful in this ever- 

changing optical business,  

we must always be looking  ahead 

and planning. A well-designed 

budget can serve as a roadmap for your  

upcoming year and help minimize the 

stress of running your business.

Below are some steps to help in this  

planning process.

Refer to industry benchmarks  
as a guide to identify strengths  
and opportunities.

STEP 2: Evaluate Industry & Market Trends
Stay informed about emerging trends and changes in the optical 

industry. It’s also important to be aware of economic changes 

that may be taking place in the community you serve, such as 

unemployment rates, new commercial development (which 

may translate into job opportunities), increased or decreased 

competition, etc.  

Gain insight into market conditions and customer preferences 

so you can take advantage of potential opportunities. This anal-

ysis will help you make realistic revenue projections and adjust 

your expenses accordingly.
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STEP 3: Set Realistic Revenue 
To set realistic gaols, consider factors such as market growth 

rates, customer demands, product/service price changes, and 

potential new business opportunities. Ensure that your revenue 

goals are both challenging and achievable.

STEP 4: Estimate Costs & Expenses
Determine all of the costs and expenses associated with 

running your optical business. These include overhead  

costs, employee salaries, marketing expenses, rent,  

utilities, equipment maintenance, inventory, and any  

other relevant expenditures. 

Consider any anticipated changes in your operating costs,  

such as price increases or new investments. Keep in mind that 

some expenses are variable costs and will fluctuate accordingly, 

such as inventory purchases prior to peak sales seasons.

STEP 5: Consider Capital Expenditures
As an optical business, capital expenditures may be necessary to 

upgrade equipment, expand facilities or invest in new tech-

nology. Evaluate your capital expenditure needs and allocate 

resources accordingly. 

Consider the potential long-term benefits and return on invest-

ment for each expenditure, ensuring that it aligns with your 

overall business strategy.

STEP 6: Continuously Monitor  

& Update Your Budget
Once you have formulated your business budget for the next 

year, regularly monitor its progress. This will help you identify 

any gaps, make informed decisions, and take corrective action  

if necessary.

Now is the time to take control of your business for next year.  

As always, please reach out if I can be of help. OP

Nancy Dewald is a business development professional, workshop 

facilitator and optical industry veteran. She is CEO and founder of 

Lead Up Training and Consulting, which specializes in identifying 

business gaps, implementing solutions and developing leaders. To 

find out more, visit leaduptrainingandconsulting.com.

Determine all of the costs and 
expenses associated with  
running your optical business. 

http://leaduptrainingandconsulting.com
http://theopticalgroup.ca
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L
et’s face it – gone are the days 

when patients used to rely solely 

on referrals from their families 

or friends to find a new doctor. 

In today’s digital age, patients rely heavi-

ly on the internet to research and choose 

a healthcare provider. 

Patients are searching for their next 

optometrist or optician online, and they 

aren’t necessarily going back to the same 

doctor every time – despite how much we 

hope they will. This is why having a good 

online reputation is essential in optome-

try and optical.

In today’s world, a good online reputation 

is everything. When potential patients 

search for a new doctor, they search for 

reviews and ratings from other patients. 

If they see a negative comment or review 

Using your socials, you can engage in 

meaningful conversations with  

your target audience and share 

information about your services 

in an interactive way. You can 

also use it to enhance customer 

service by responding quickly  

to inquiries or feedback –  

which helps you create a loyal 

following of patients who are 

happy with the level of care they 

receive from you.

Additionally, social media is a great plat-

form to showcase content related to your 

practice. Patient stories or testimonials, 

before-and-after photos, and videos of 

procedures are all ways you can engage 

potential patients and boost interest in 

what you offer.

Social media allows you to interact  

with potential patients and address their 

concerns or questions. Responding to all 

reviews and comments shows  

that you care about your patient’s experi-

ences and are proactive in solving  

their problems. 

It is essential to keep your social media 

profiles up-to-date, accurate, and consis-

tent with your website’s branding.

YOUR WEBSITE:  
A TRUSTWORTHY  
HOMEBASE

Your website often creates your first 

impression with potential patients and 

customers – and you only get one. 

It’s therefore essential to ensure that 

your website is easy to navigate, smart-

phone friendly, and up-to-date with 

relevant information. Depending on  

your location, you can also showcase pos-

itive reviews and patient testimonials on 

your website, which can help build trust 

and credibility.

A well-designed website sets the tone for 

the rest of your online presence. Having a 

great website means visitors will be more 

likely to explore the rest of your digital 

channels, like your social media and 

Google listings.

Your website is a key factor in estab-

lishing trust with potential patients. 

With an effective website, you can set 

yourself apart from your competition and 

demonstrate to visitors that your practice 

is reliable and trustworthy. 

How to  
Build Your  
Reputation 
Online
BY KERI SCULLAND, Marketing4ECPs

about your practice, they are much less 

likely to choose you. 

It’s essential to monitor and manage your 

online reputation regularly – the more 

positive reviews and ratings you have, 

the more likely you are to attract new 

patients.

Patients trust online reviews as much 

as personal recommendations. Positive 

reviews can increase your credibility and 

authority, which can lead to more pa-

tients choosing your practice over others.

THE POWER OF SOCIAL  
MEDIA PROWESS
Social media is an effective, low-effort 

way to build relationships, increase  

visibility and promote your practice. 
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YOUR REPUTATION  
REQUIRES MAINTENANCE
Finally, you need to regularly monitor 

your online reputation. There are several 

online reputation management tools  

that can help you monitor review sites, 

social media and search engines for  

negative reviews or comments. If you  

do see negative reviews or comments,  

it’s essential to address them promptly 

and professionally.

By using social media, having a good 

website and monitoring your online  

reputation regularly, you can improve 

your online reputation and attract more 

patients to your practice. Remember, 

your online reputation is a significant 

factor in building your practice, so be 

proactive in managing it. OP

Keri Sculland is the manager of editing  

and content strategy at Marketing4ECPs. 

Learn more about Keri and Marketing4ECPs 

at marketing4ecps.com.

1 Ask for reviews in person by listening to patients and using open-ended  

questions about their experiences.

2 Use email or text messages to follow up with patients after appointments 

and to request reviews. The message should be authentic and personalized, 

expressing gratitude for choosing your practice. Be sure to provide a direct link 

to your review page with clear instructions about how to leave a review.

3 Consider using online review management software to streamline the  

process of managing and monitoring reviews from multiple sources. These 

programs allow for prompt and professional responses to maintain a positive 

online reputation.

4 Use social media to promote review pages and encourage patient engagement. 

Respond promptly and professionally to feedback.

4 WAYS TO BUILD YOUR  

ONLINE REPUTATION

http://marketing4ecps.com
http://bespectacular.com/optical
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