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ÅThis course is designed to help maximize the 
profitability of your contact lens practice by 
knowing what numbers to track, avoiding 
common mistakes and applying best practices. 



ÅAt the end of this lecture the attendee will 
ƪƴƻǿ Ƙƻǿ ǘƻ Χ 

1. Analyze the practice numbers 

2. Identify and fix practice problems 

3. Implement Best Practices for Contact Lenses 



Practice Standards: Best practices 

Numbers 
you need 
to know 



Sources of Practice Revenue 

Eyewear 
43% 

CLs 
16% 

Exams 
22% 

Medical 
exams 
17% 

2% Other 

Materials 
43% 
16% 
02% 
61% 

Service 
17% 
22% 
39% 





Contact Lens Sales 

 

20% of practices 
that focus most on 
prescribing contact 
lenses derive up to 

30% of revenue 
from contacts 

 
 



What percentage of patients 
wear contact lenses? 

   MBA practices: 33% of the active patients 
wear contact lenses either full or part-time 



How many new contact lens 
patients are fit annually? 

20% 













22.1 % 31.9 % 

Are you maximizing the 
use of specialty lenses in 

your practice? 









Overwear Schedule 

University of Waterloo School of Optometry 

 

Daily lenses:  15% overwear 

Monthly lenses:  29% overwear 

Two week lenses:  59% overwear 



Rx the best CLs for patients vs Most popular 

Rx the best CLs for patients vs Tiered price points 

Rx highest performance CLs vs Lowest cost 

Adopt new tech quickly vs Slowly 

Track product mix vs No tracking 



Analyze your current sales mix 







Analyze your current CL mix 

Identify brands that offer highest performance 

Match lenses to lifestyles 

Refit current CL wearer in new tech 

Upgrade from HEMA to SiHy 

Rx soft torics 

Rx soft multifocals 

Call new fits 1 week post dispensing 

Track lens usage 

Educate patients 

Best 
practices 





CL 

capture rate 

78%  
Independents 

22% 

Other sources 

11% 

Mail order 

Internet 

11% 

Retail optical 





7% 



Fix 
pricing 

problem 
1 SD 

from ave 



No profit goals 

Mark-ups are inconsistently applied 

Lower profit margins on higher cost product 

Not keeping up with price changes 

Competing with mass merchandisers price 

Aggressive mark-ups 

Retail prices rounded to nearest $5 

Problems 



$7.65 
$5.95 
$4.00 
$17.60 

 
 
28 minutes of staff time is 
needed to complete a typical 
soft lens transaction involving 
an Rx order placed with a 
contact lens supplier. 

 
With an average staff cost per 
hour of $16.40, that translates 
to $7.65 in administrative cost 
to fill an order. 

 
Many orders also incur shipping 
and handling charges that are 
typically $5.95.  

 
$3 to $4  
Å in-office inventory 
Å managing the burgeoning 

stock of trial lenses 
Å handling returns 
Å reconciling supplier 

paperwork 



Internet vs In-office 


