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Dr. Jason E. Compton Financial Disclosures

OD, FAAO

Founder/Owner, Compton Eye Associates. Y

Founder/Owner, TheRightContact.com A | c 0 n

Founder/Owner, Betterl Better2.com

Adjunct Faculty, SUNY Optometry °

i, el ane Tocheah e Johnson & Johnson
Regional Trustee, New York State Optometric Association
Past Chair, AOA’s Contact Lens and Cornea Section

* Coopervision

Lyndon Jones

PhD DSc FRSC FCAHS FCOptom FAAO FIACLE FBCLA Research Partners

Over the past three years, CORE has received research funding and/or honoraria from the following
18 companies & 8 funding agencies:

+ Director, Centre for Ocular Research &
Education (CORE)

+ Professor, School of Optometry & Vision « Alcon * Hoya « Oté Pharma
Science « Allied Innovations «+ i-Med Pharma « Santen
* University Professor, University of + Azura Ophthalmics + Johnson & Johnson Vision  + SightGlass
Waterloo, Ontario, Canada + Bausch +Lomb Corp « Menicon « SightSage
+ CooperVision + Novartis + Topcon
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Dr. Sheila Morrison

OD, MS, FSLS, FAAO

+ Optometrist, Mission Eye Care Centre for
Dry Eye and Corneal Disease, Calgary
AB Canada

+ Co-Founder, The Myopia Academy

+ Co-Founder, Canadian Contact Lens
Academy

+ Co-Supervisor, Mission Eye Care
Residency in Corneaand Contact Lens

+ Adjunct Faculty, Northeastern State
University, Oklahoma College of
Optometry

+ Continuing Education Committee,
Member, Alberta Association of
Optometrists

+ Past Fellowship Chair of the Scleral Lens
Education Society

Dr. Janelle Davison

oD

Founder/owner of Brilliant Eyes Vision Center & Visionary Dry Eye
Institute

Co-founder and Chief Visionary Officer at Paradeyem Software,
Member, American OptometricAssociation

Member, National Optometric Association

Member, Elite Optometry Diva
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Topics for Discussion

What is the state of contact lenses within today’s practice?

What are methods of increasing interest in contact lenses?

How can the staff play a role in efficiency of the contact practice?
How do you set expectations (including fees) for your patients?
How does technology impact our contact lens practice?

How do we increase the number of contact lens patients we have?
How do we prepare for success?
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State of CL within today’s
optometric practice

Lyndon Jones

School of Optometry B Vision Scence

CORE [ ammamyroneo
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% of Wearers Dropping out of Lens Wear

A Review of Contact Lens Dropot

Sulley [retrospeciive) 2017

(prospective) 2018

CL dropout was frequent

= average 21.7% (range 12 - 27.4%)
#1 reason in established CL wearers -
discomfort
#1 reason in neophyte CL wearers - vision
CL dropouts can successfully resume
wear up to 74% of the time
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Lyndon Jones

PhD DSc FRSC FCAHS FCOptom FAAO FIACLE FBCLA
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Biggest Challenge for CL Practitioners?
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Reasons for Lapsed Wear

n<dDyears W2 dlyears
N=4207

Discamfort
Deyness
Red 6o —
Too expensive E—
Handling issues | —
Ran outof lenses | m—
Lens maintenance | —
Eye infection | —
Poor vision (D) | ——

Allergies
Poor near vision | ——
Pregrant
£GP recommendation R Comfort/dryness most common in both age
groups
?
““'"ﬁ:" — Ve e e o i s
o —
] 5 10 15 0 5

% of lapsed wearers

Lens 2013; 39;1: 93-9.
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‘ Dumbleton et al: The impact of contemporary contact lenses on contact lens discontinuation. Eye Contact
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Fitting habits over time !

Proportion of all soft lens fits that are Proportion of all soft lens fits that are
silicone hydrogel lens fits 2000-2020 daily disposable lens fits 2000-2020
Silicone hydrogel lenses Daily disposable lenses

Fitting :

Trends? =

Vear

@ CORE 1. Morgan & Efron. Global contact lens prescribing 2000-2020. Clin Exp Optom 2022; 105;3: 298-
ul

dication ‘
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Daily wear SCL material and modality split *

N=13,136 fits ;000

—
across 22 12
countries o0 30
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. . FR lenses?

27 = Hydrogel
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1. Morgan et al, International contact lens prescribing in 2022. Contact Lens
‘ Spectrum 2023; 38;1: 28 - 35
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Early studies on DW FR success (not DD) Early studies on DW FR success (including DD)

* Reduced complications 2 * Enhanced vision 13

* Enhanced comfort and . * Enhanced comfort and
satisfaction -3 - satisfaction -3

* Fewer unscheduled visits ! * Reduced complications 13

* Fewer unscheduled lens

replacements 2

* Fewer visible deposits 13
* Fewer unscheduled visits !

0.
2 cinicalp eplacementand

@ jnces CLAO ) 1596;22:4 250.7.

B a1

Contactlenses. Clao ) 3005, 385 1247,

1585192 55102 *
Pritchrd. 1996,22,1: 539
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Convenience: Cleaning and wearing !

* Half the steps required to care for DD vs RU
lenses!
* enhanced compliance

53 - 26

1. Adapted from Young: Diligent disinfection in 49 steps. Contact Lens Spectrum 2012;
<) COR 725
Cortrefor Oauar
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Avoidance of solution issues

Infiltrative Keratitis & DD Contact Lenses

Age and Other Risk Factors for Corneal Infiltrative and
Inflammatory Events in Young Soft Contact Lens
Wearers from the Contact Lens Assessment in Youth
(CIAY) Study

Law,* Both )
AR oo e

Multicenter Case-Control Study of the Role of
Lens Materials and Care Products on the
Development of Corneal Infiltrates

Rebin L Chalmen”, L o i Kers

“12x lower risk of IK with DD lenses”

T CORE 1. Chalmers et al.: Age and otherrisk factors
- S from the! Youth (CLAY)study. 2011; 52,9: 66906,
Ee Y 2. Chalmerset al. of I
infiltrates. Optom Vis Sci 2012; 89;3: 316-25,

Compliance with replacement: DD

* Daily disposable wearers are more likely to
replace their lenses when advised to 13
* BUT
* still have some 10-15% of patients who reuse
their DD lenses 3¢
* store in inappropriate solutions ¥
* tap water; blister-pack saline 68 & \ :/

(© CORE |

e or Ocula
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Comfort: Avoiding Solutions..

Comfort scores at end of day with fresh lens and

reused/cleaned|enses * “All lens care

10 products tested
° reduced subjective
N responses relative to
; DD modality,...”
.
3
2
! 77 76
o
End ofday dryness end of doy dryness

Mean score (0-10)

“Senofilcon A
performed best
when used on a
DD basis.”

. by reused with either MPS or H202 solutons.

P Lazon dea Jara et al: Effect of lens care systems on the clinical performance of a contact lens. Optom Vis
Sci 2013; 90;4: 344-50.
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Comfort: DD Cl vs Emmetropes & Spec Wearers

w“ * Initial comfort among Emmetropes was not
significantly different from any of the lens types
or spectacle wearers

« Comfort deteriorated during the day in all
groups

. * End-of-day comfort for Emmetropes was
significantly better for only lenses B and D

| =

3 ot .o

% . « Comfort and vision with some

§ . [: ary daily disy ble contact
g lenses were indistinguishable from

non-wearing emmetropes

€ core

P Lazon de la Jara et al: Measuring Daily Disposable Contact Lenses against Nonwearer Benchmarks. Optom
Vis Sci 2018; 95;12: 1088-1095.
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Summary: State of CL Today

 Daily disposable options provide
substantial benefits

* Now available for almost every
patient

— new options become available on a
regular basis

* Use new technology to keep
patients in lenses and reduce droy
out and dissatisfaction

€ core |
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Panel Questions

How low do you
think we can
reduce dropout to,
from the 22% it
currently stands at?

33

Dr. Janelle Davison

35

Panel Questions

What do you see as
being the next big

S revelation in CL
‘ - materials?
S

32

Topics for Discussion

What is the state of contact lenses within today’s practice?

What are methods of increasing interest in contact lenses?

How can the staff play a role in efficiency of the contact practice?
How do you set expectations (including fees) for your patients?
How does technology impact our contact lens practice?

How do we increase the number of contact lens patients we have?
How do we prepare for success?

NoupwNpRE
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Methods to increase
interest in contact lenses

3/7/2024
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Practitioner In a Unique Embrace
Position: + Innovation

» Research has shown that 86% of patients expect
their ECP to start the conversation on the
benefits of CTLs and discuss if he/she is a
candidate for contacts.

« ‘"Innovation is the
ability to see change as
an opportunity, not a
threat" - Steve Jobs, Co-
founder and CEO of
Apple.

— According to a 2002 survey conducted by the
contact lens institute:
i. 11% recall contact lenses discussed as
an occasional alternative for glasses.
ii. 8% recall contact lenses discussed as a
replacement for glasses.
iii.4% recall contact lenses discussed as a
replacement for reading glasses.

knowledge?sso=y
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Bin 10 contact ens wears want YOU to Tips on how to start the conversation

start the conversation on technology
a. Duringthe examination ask the patientif they wear both glasses and contacts. Prescribe from the chair for
both glasses and contactlenses.

i. If the answeris only wearingglasses. Ask if they have interestin learning more about the benefits of
contacts.

Allow flexibility.

. Saferand easier
. Canaccommodatea wide range of prescriptions.

2
3.
4. Great for sports and outdoor
5.

past with contactlen:

b. Don’tjudge a book by its cover. Leave cost out of your recommendation.

i. Give the best option for the patientregardlessof cost. Surveyshows that 7/10 patients expect ECP to
make the best recommendation despite cost.

Don't forget about your UNSUNG patients

i. High astigmatism
ii. Young potential wears

iii. Presbyopic patients

Patients Expect You to Discuss Innovation

-

CVIdata on fle 2018. YouGov oriine suvey on sicons hydrogel enses. N=1520 adut CL wearers
(US 519, UK 501, Japan 500)

- T ,

§ L
« Clams Research, August 2023 1PSOS), Alcon dataon fle.
= - -
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We Live in a Digital World

+ 13 Hours per day with screens
+ Research shows the blink rate is decreased by

Create An Experience

50%-60% while on a device a. Online scheduling for patients to schedule an exam at
o Contributes to digital eye strain their convenience online.
= Dry eye>>>Contact Lens Drop Out ii. Surescripts did a survey of 1000 patients and it

revealed that 44% of patients prefer doctors that
allow online booking.

iii. 40% of consumers make appointments after hours.

b. Don’t take on the task alone, get the whole office
involved. Providing an omni-channel experience (don’t
forget about when on the phone and on hold messages)

i. Website indicates you fit contact lenses.
1. Spherical
2. Torics

3. Multifocal

4. Specialty

Wolffsohn JS, Lingham G, Downie LE, et al. TFOS Lifestyle: Impact of the digital environment on the ocular surface.
Ocul Surf. 2023;28:213-252. ippi i i ‘hedul
Eyesafe. COVID-19: Screen time spikes to over 13 hours per day according to Eyesafe Nielsen estimates. https://eyesafe.com/covid-19- statistics/

screen-time-spike-to-over-13-hours-per-day/. Published online March 28. 2020.
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https://www.mobihealthnews.com/47059/44-percent-of-patients-prefer-doctors-that-offer-online-appointment-scheduling
https://www.zippia.com/advice/appointment-scheduling-statistics/
https://www.zippia.com/advice/appointment-scheduling-statistics/

Streamline The Process

8. Have a process how to
handle converted eye exams C. Perfect Calculating OOP
atcheckin to ensure no Charges. G N RIEEED
disruption to clinic day.

+ Are you doing both a * My office we have an « Take time to train staff on « Staff training
glasses and contact lens additional 1-sided contact how to calculate contact « Trial restock
exam today? lens i lens supply (consi « Rebates.

for a quick signature. allowance/rebate/etc. R TTeETS
* Yellow clip board with « Invest in technology
contact lens tracker form * Marlo

and purchase quote form « Abbie

to route with patient.

« This lets the doctor know
immediately before
entering the room that

* Paradeyem
* Doctor Contact Lens

the patient is a contact
lens patient.

43

Panel Questions

How do you handle
‘ converting patients
Th on the day of their
- comprehensive

‘ exam to a contact

lens evaluation?

45

Topics for Discussion

What is the state of contact lenses within today’s practice?
What are methods of increasing interest in contact lenses?

How do you set expectations (including fees) for your patients?
How does technology impact our contact lens practice?

How do we increase the number of contact lens patients we have?
How do we prepare for success?

NouhwWwNE
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How can the staff play a role in efficiency of the contact practice?

3/7/2024

Panel Questions

Do you still use the
term fitting to
e differentiate a
ol
- contact exam from

‘ a glasses/routing

exam?

Dr. Jason E. Compton

oD, FAAO




Increased Efficiency

* Compliance with Regulations: Ensure that your practice is in

49

(&) reocms rsoecomussen

51

53

compliance with FTC regulations regarding the Contact Lens Rule to avoid legal
issues.

Al Utilization: Adopting Al-driven strategies, contact lens practices can
significantly enhance the quality and effectiveness of patient education.
Quality Control: Regularly review and update protocols to ensure the
highest standards of eye care are met.

For felease

FTC Sends Cease and Desist Letters to Prescribers Regarding
Potential Violations of the Commission’s Contact Lens Rule

Recipients warned that they must comply or face significant civil penalties

Togs: Cons

What is the Contact Lens Rule?

The Contact Lens Rule is a set of regulations enforced by the Federal Trade Commission

(FTC) that governs the prescription and sale of contact lenses. The rule aims to
protect consumers by ensuring they have the freedom to purchase lenses from
their choice of vendors, while also safeguarding their eye health. Key provisions
include:

Prescription Release: Eye care providers must automatically provide a copy of the
contact lens prescription to the patient after a successful fitting.

Verification: Sellers must verify the prescription with the prescriber before
dispensing lenses.

Record-Keeping: Both prescribers and sellers are required to maintain records of
prescriptions and verifications.

Consumer Rights: Consumers have the right to receive their prescriptions without
extra fees and to buy lenses from the seller of their choice.

Compliance: Non-compliance with the rule can result in legal repercussions,
including fines.

ngoulREMENTS

2@

FOLICIES ™

COMPL\ANCE

I q;:uu:s

TRANSPARENGY

ReGuLAﬂoNS

STANDARDS
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Is your eye doctor violating
the Contact Lens Rule?

52

Increased Efficiency

* Compliance with Regulations: Ensure that your practice is in

compliance with FTC regulations regarding the Contact Lens Rule to avoid legal

issues.

= Al Utilization: Adopting Al-driven strategies, contact lens practices can

significantly enhance the quality and effectiveness of patient education.

* Quality Control: Regularly review and update protocols to ensure the

highest standards of eye care are met.

54
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Al Strategies

Patient Communication: Utilizing

chatbots enhances patient
communication by providing instant,
24/7 responses.

Content Creation: Leveraging Al for
blog and social media post creation
enables the practice to consistently
produce engaging, informative
content.

Continuous Learning: Implementing
Al-driven platforms for continuous
learning ensures that staff and

doctors remain informed about the
latest product developments.

Benefits of Al-Driven Content
o

reation

—  Efficiency: Dramatically reduces the time
required to generate educational
materials.

—  Consistency: Maintains a steady flow of
high-quality content.

— Personalization: Tailors content to the
interests of a specific audience.

Applications in Eye Care Marketing
—  Blog Posts: Al generates informative
articles on eye health, care tips, and the
latest advancements.

‘Welcome to our chat! jBienvenidos a nuestro chat!

English o Espaiol

Confidence Score: 0587
Hello! Thank you for reaching otit to ComptonA(eye). How can |
assist you today?

Revise answer

| was wondering about getting new contact lenses

Of course! I'd be happy to help you with your contact lenses. Could

Confidence Score: 0.863

you please let me know the type of contact lenses you are interested
in? We offer regular contact lenses, specialty contact lenses (such as
gas permeable or scleral lenses), color contact lenses, and prosthetic
‘contact lenses.

Content Creation

— Social Media Posts: Automates the
creation of engaging posts, updates, and
responses to increase online presence
and patient interaction.

Al Chatbots

Al chatbots are intelligent virtual assistants +  Benefits of Using Chatbots

designed to simulate conversation and interact
with patients in real-time.

56
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— 24/7 Availability: Patients have access to
information and support anytime, improving

patient satisfaction and engagement.
) — Instant Responses: Reduces wait times for
answers to common questions, streamlining

the patient experience.

— Personalized Interactions: Tailors
conversations based on patient preferences.

Applications in Eye Care Practices

Appointment Scheduling: Automates booking,
ing. and remi - optimizing clint

clinic

operations.
— FAQs and Educati

n: Provides instant answers

to common queries about eye health,
treatments, and procedures.

— Feedback Collection: Gathers patient feedback
efficiently, offering insights into service

improvements.

Compton A(Eye)

Some told me | keratoconus. Can you fix that?

Confidence Score: 0.831
Absolutely! At Compton Eye Associates, we specialize in addressing
vision issues like keratoconus. Our doctors can perform a
comprehensive specialty contact lens exam to evaluate your eyes
and determine the best course of action. We offer custom-fit lenses,
such as scleral lenses, hybrid lenses, traditional rigid gas permeable
lenses, and specialty soft lenses, that can provide unparalleled
comfort and visual acuity for individuals with keratoconus or ather
types of irregular astigmatism. These lenses are designed to fit your
eyes perfectly and improve your vision. Would you like to schedule a
comprehensive specialty contact lens exam with us? You can do so
by clicking here [https; com,
us at 800-936-0036. Our dedicated team is here to provide you with

intment] or calling

tailored solutions that will transform your sight and enhance your
quality of life

Revise answer

Compton Eye Associates Hose - Aot

)

y -,.:y

AN
£

[ in i ic Link

Can Red Light Therapy Help Manage Myopia?

TSR}  Understanding Cataract Surgery: Innovations and What You Need to Know

m 10 Eye Health Practices Everyone Should Follow

60

2 PWa

s Karatocsnus in Your Garas?
Undarstanding the Canetic
Can Red Light Tharspy Halp Mansge
syopar

Undarstanding Ctaract Surgery;
Innovations and What You Need to Know

10 Eye Health Bractices Everyone Showid
Fotow

Sesing Cloary with Scieral Lenses: Your
Path 10 Enhanced Vision

Recent Comments

Recent Posts

By e
Con e s ey e
ooty

BEJR Undenunding catwoct
Surgery: Innavations and.
1

PR 1ot oo pcices
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More Than Creating Content

Implementing Al in Content Strategy

— Content Planning: Al tools can analyze trends and
predict topics of interest, aiding in strategic content
planning.

— Creation and Curation: Leverages Al to create original
content or curate relevant information from reputable
sources.

ChatGPT

61

Increased Efficiency

* Compliance with Regulations: Ensure that your practice is in

compliance with FTC regulations regarding the Contact Lens Rule to avoid legal

issues.

Al Utilization: Adopting Al-driven strategies, contact lens practices can

significantly enhance the quality and effectiveness of patient education.

. Quality Control: Regularly review and update protocols to ensure the
highest standards of eye care are met.

63 64

Diagnostic Fitting (COVID-19)

«  This discussion does not typically apply
when fitting most standard soft lenses;
manufacturers supply practitioners with
single-use lenses that can be discarded
after every patient.

* There are greater concerns about scleral
lenses.

+ To address these concerns, a contact lens
disinfection protocol was developed in
cooperation with the AOA CLCS and the
American Academy of Optometry Section
on Cornea, Contact Lenses and Refractive
Technologies.

|\||||I’ AMERICAL Fs; AMERICAN ACADEMY
IV R N2 w OPTOMETRY

Sindt C, Bennett E, Szczotka-Flynn L, Sclafani L, Barnett M; American Academy of Optometry (AAO) Section on Cornea, Contact Lenses &
Refractive Technologies, and The American Optometric Association (AOA) Contact Lens and Cornea Section. Technical Report: Guidelines for
Handling of Multipatient Contact Lenses in the Clinical Setting. Optom Vis Sci. 2020 Aug;97:544-548.

65 66
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Continuous Learning

* Benefits of Al-Driven Learning
— Personalized Learning Paths: Al tailors educational content to match the
unique needs and knowledge gaps of each staff member or doctor.

— Up-to-Date Information: Automatically updates learning materials to include
the latest research, clinical practices, and product innovations in eye care.

— Efficient Knowledge Retention: Utilizes spaced repetition and interactive
content to enhance memory retention and application of new knowledge.

« Applications in Eye Care Practices

— Product Training: Al platforms provide detailed, up-to-date training on new
contact lenses, diagnostic equipment, and treatment procedures.

— Skill Development: Offers modules on emerging eye care technologies,
advanced diagnostic techniques, and patient communication strategies.

— Regulatory Compliance: Keeps staff informed about changes in healthcare
regulations, privacy laws, and professional standards.

Diagnostic Fitting (COVID-19)

‘{F qﬂ\"

'I’

* During the height of the COVID-19 pandemic, there were serious
concerns about office protocols and a need to limit patient contact.

*  While the literature supported the use of contact lenses, there was a
legitimate concern about the safety of reusable in-office diagnostic
lenses.

COovID-19
RESPONSE

Jones L, Walsh K, Willcox M, Morgan P, Nichols J. The COVID-19 pandemic: Important considerations for contact lens
practitioners. Cont Lens Anterior Eye. 2020 Jun;43:196-203.

@ ] 2 AMERICAN OPTOMETRIC ASSOCIATION
In-Office Disinfection of Multi-Patient Use
Diagnostic Contact Lenses

Detailed cleaning process to
be performed after every use
of in-office diagnostic lenses
and every 28 days for lenses

Hybrid and Soft

Gas permeable
Place 3% hydrogen

Place 3% hydrogen peroxide with soft o hybrid,

that have been opened and peroxide with GP lens in non-neutralizing
not reused \cnslxn anon- case for 3 hours.
This report explains what Transfer soft or hybrid
should be done with ~ — — lens to a neutralizing
reusable GP, hybrid, and soft /| Disinfectlens case. Fill with fresh 3%
contact lenses. ' foc 3 hous. hydrogen peroxide. Add

neutralizing disc or tablet
as recommended by
manufacturer.

Putting this evidence-

based research into practice ®
can help practitioners feel )
more comfortable fitting

reusable lenses.

Rinse GP lens with

Multipurpose Solution

(MPS). Pat dry, store
dry.

Neutralize lens for 6+
hours, or as directed by
manufacturer

Rinse soft or hybrid lens
with MPS, Store in a
disinfected case with

MPS.

11



Panel Questions

Can you share any
unique ways that
you are using the

staff in your office?

67 68

Topics for Discussion

What is the state of contact lenses within today’s practice?

What are methods of increasing interest in contact lenses?

How can the staff play a role in efficiency of the contact practice?
How do you set expectations (including fees) for your patients?
How does technology impact our contact lens practice?

How do we increase the number of contact lens patients we have?
How do we prepare for success?

NoukwNE
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Expectation Setting

oy =
s % o =) L
Empathy-Based Contact Lens Exam and Materials Fees Patient
Health Care Expectations Service Fees Communication

3/7/2024

Panel Questions

Does your staff fall
into specific roles,

B, or is cross-training

Ty a part of how your

‘ [ business is run

Dr. Sheila Morrison

OD, MS, FSLS

Empathy-Based Health Care

A

“I’ve learned that people will forget what you said, people will forget what

you did, but people will never forget how you made them feel.” Maya
Angelou

12



The development of empathy
in the healthcare setting: a qualitative approach

Chou Chuen YU, Laurence TAN'Z, Mal khanh LE', Bemard TANG", Sok Ying LI, Tanya TIERNEY",
Yun Ying HOY, Beng Eng Evelyn LIMT, Daphne LIM" Reuben NG, Sisw Chin CHIA® and James Alvin LOW'*

Empathetic Care is Evidence-Based

EC is Essential for setting realistic
expectations in today’s health care system

4 iy T s 241 At A5 9304

Health Services Ressarch
™ esine

reh on empathy in heaith care

73

Empathy-Based Contact Lens Fitting

* Listen to previous challenges and failures
— Avoids repeating the same mistakes
— But DO re-take your own measurements consider trying
again
* Ask open ended questions
— What do you like about your current contacts?
— Are there any daily activities that you do not see well
during while wearing your contact lenses?
— Tell me about the comfort of your current contact lenses?

* Learn about hobbies and other visual tools that are
successful; ie sunglasses, OTC readers, etc

* Spend time learning about your patient’s visual goals...

75

Contact Lens Expectations:
Process for Fitting

77

74

76

78

Empathy-Based Health Care

When patients feel like they're being heard and understood,
it improves satisfaction, adherence to treatment and health
outcomes.

Studies show that practising empathy in patient care helps
physicians find more meaning in their work, reduces
burnout and improves wellbeing.

The rising tide rises all ships... Satisfaction of BOTH the ECP
and patient = sustainable PRACTICE SUCCESS

Lagro-sanssen
Jacice! a systemate revew
B JounsofGer e 201563 (608} o76.084. DO 10.3399bigp13X660814

Contact Lens Expectations:
Vision Goals

Use of
Forms and
Contracts

/® MISSION sz

Highly recommended
Ensures that both the ECP
and patient are protected
from abuse and/or
confusion

Prevents staff from taking
abuse

Provides patients with
resource to refer to if they
forget information

3/7/2024
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Setting Realistic
Expectations
for Specialty Lenses

Expectations FEELRGNEN NG EETS L

are, and/or know where to

p Q) Digital documents are best so they can be

regularly updated and changed as needed

79
Setting FIRST: Internally you
for Cost of structure in place
Goods and
Services
Staff must know
)y
81

I Contact Lens
Material Fees

« Should be separate from
service fees

« Review the competition in
your area

* Consider
— Shipping costs
— Return policies
— Warranted changes

* Have patients sign consent
forms with fees before
proceeding with services or
dispensing lenses

83

Consider BCVA with pinhole for hard

Discuss and/or examine retinal
health and media opacities

80

82

84

Setting Realistic
Expectations
for Multifocals

* Goal is to do most daily activities without
the use of reading glasses; for some thing
or extended reading glasses on top may be
needed or helpful

* Part time wear should be considered
successful

* Many tools in the toolbox may be best — ie
several different types of contact lenses or
glasses, for different tasks, may be most
effective

* Emphasize positive gains in vision, not
perfection

Exam and
Service Fees

Chair time versus other metrics
— Relative Value Service Units
Global fees versus pay per visit
— Global tends to be best for CL fits
— Average appointments per fit
* ‘Regular’ contact lenses
* Specialty contact lenses (global fees
should be higher accordingly)
Do not undercharge for contact lens fits and
annual maintenance
— Base fees on complexity of fit/condition (ie
multifocal more complex than sphere),
approximate rates in area, fitter expertise

Patient Communication Pearls...

3/7/2024
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85

87

89

NoOUhAWN R

Panel Questions

Who is responsible
for setting patient
expectations in the

clinic?

o

y
- ,l
p—

Topics for Discussion

What is the state of contact lenses within today’s practice?

What are methods of increasing interest in contact lenses?

How can the staff play a role in efficiency of the contact practice?
How do you set expectations (including fees) for your patients?
How does technology impact our contact lens practice?

How do we increase the number of contact lens patients we have?
How do we prepare for success?

Technology & CL Practice

Equipment

Designs

COo0Oo0O

Materials

Frequency of replacement

Panel Questions

Is it better to use
verbal, hard copy, or
- digital resources to
o\ -
2 clearly establish
‘ fees and processes
for contact lens
| fitting?

S
DN

Lyndon Jones

PhD DSc FRSC FCAHS FCOptom FAAO FIACLE FBCLA

Why does CL wear
lead to CL
Discomfort (CLD)?

3/7/2024
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Blinking & Tear Film Breakup

What Material Factors
Can Help Minimise

Exposed Ares )

CLD?

AR

Guillon et al.; Association Between Contact Lens Discomfort and Pre-lens Tear Film Kinetics. Optom Vis
5¢i 2016; 93;8: 881-91.

€ core

91

Material Factors NOT Associated with CLD Material Factors PROBABLY Associated with CL Discomfort

* Higher Dk/t * Good fit

* avoid excessive movement
* avoid excessive thickness 9\‘
» Shorter frequency of replacer ‘e
* Shorter periods of wear
* comfort worse at end of day
* Lower water content
* High in-eye wettability
* Low friction

* lonicity/charge

* Modulus/stiffness
* Dehydration

* Deposits

* In vitro wettability

* Tear exchange

Jones et al: The TFOS Internation: a\ Workshopon Contact Lens Discomfort: report of the
ctlens materials, design, and care subcommittee. Invest Ophthalmol Vis Sci 2013;
Pk 1 Tros 70

ct lens materials, design, and care subcommittee. Invest Ophthalmol Vis Sci 2013;
54 11 TFOS37-70.

‘ Jones etal: The TFOS Internauona\ Workshop on Contact Lens Discomfort: report of the

1. Proprietary Wetting Technologies: SCL

* Unique technologies to aid surface wetting
* Aquaform®

* Menisilk™ & Nanogloss"" . @
* MoistureSeal™ @ 1{ 0
* SmartShield™ ] "2

What Technologies

© Wetloc™ =Ne N

Exist to Combat CLD? gé

. Rhtcns o™
ol =

i

96
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2. Proprietary Wetting Technologies: RGP

* Tangible Hydra-PEG
* Tangible Science
* 90% water PEG

(polyethylene
glycol)- based
proprietary
polymer mixture
= covalently

(permanently)
bonded to the
surface of the
contact lens

Coatiog promotes stble tear fim acress
Sons suface, Laes suraceis hydrogilkc

(© core
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4a. Elution of Polymers

* High molecular weight PVA released into the tears
over the course of the day
* nelfilcon A (polyvinyl alcohol)

1. Peterson et al. Clinical performance of daily disposable soft contact lenses using sustained release technology.
Cont Lens Anterior Eye 2006; 29: 127-34.

2. Wolffsohn et al: Objective clinical performance of ‘comfort-enhanced' daily disposable soft contact lenses. Cont
Lens Anterior Eye 2010; 33: 88-92.

5a Hydrogel-like Interface Over SiHy (DD)

* Ocular surface and lids “see” a hydrogel interface
* aiming for o
* enhanced wettability )
* low friction 6 E%d* %‘
* Water gradient technology g & &

* delefilcon A m

* “ultra-soft” surface gel (5-6um) g
* Low friction surface :" ”
* LightStream Technology ; |

(© core

101

3. Addition of Internal Wetting Agents

* High molecular weight polymers added to aid
surface wetting

2
* PVP (polyvinylpyrrolidone)
ACLVLE #vest agic
* reusable & DD g Ersi=
* hydrogel =
- SiHy

* HA (hyaluronic acid) ‘

6 e
< CORE |
c b . e

98

4b. New SiHy DD elution polymer (Bausch + Lomb)

 kalifilcon A
+ EWC 55%; Dk 107; Dk/t 134
* US: Infuse™ with ProBalance Technology™
* Canada: Ultra 1-Day™ with ComfortFeel Technology™
* Low dehydration rate
* Reportedly released from the le
* osmoprotectants
+ erythritol & glycerin
© wetting agents
+ poloxamine 1107 & poloxamer 181

« electrolyte
* potassium

2. Reindel et al.: Performance of a Silicone Hydrogel Daily Disposable Contact Lens among Wearers with
Lens-related Dryness The Open Ophthalmology Journal 2023; 17;1.

€ core

‘ 1. https://www.bauschinfuse.com/ecp/

100

5b. Hydrogel-like Interface Over SiHy (DD)

* Modification of “water surface” technology
« verofilcon A
* “ultra-soft” surface gel (2-3um)
* SMARTSURFACE Technology
* polyacrylic acid (PAA)
* Low friction surface

 Different manufacturing platf
* thermal curing
« allows for UV-blocking

€ core

102

3/7/2024
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5c. Hydrogel-like Interface Over SiHy (Monthly)

e

* Modification of “water surface” technology L -
* lehfilcon A ==
* “ultra-soft” surface gel
« CELLIGENT® Technology
* MPC (hydrophilic phosphorylcholine group)

+ produces a ‘biomimetic surface’

* Mimics structure of the glycocalyx
* polymer nanofibres

* Low friction surface

* Very ‘soft’ compressible surface :

* Resists lipid deposits and bacterial adherence

* Compatible with solutions __::i (e m

© core

103
Panel Questions
Apart from changing
CL materials, what
other things can
\
— ECPs dg tg try and
optimize CL
‘ comfort?
4
105
Dr. Janelle Davison
107

104

NownHwNE

106

108

3/7/2024

Panel Questions

Can we ever make

contact lenses as
TR comfortable as
— specs?

g

Topics for Discussion

What is the state of contact lenses within today’s practice?

What are methods of increasing interest in contact lenses?

How can the staff play a role in efficiency of the contact practice?
How do you set expectations (including fees) for your patients?
How does technology impact our contact lens practice?

How do we increase the number of contact lens patients?

How do we prepare for success?

18



Internal Marketing

« Utilizing the EHR system
— Root the database
« Patient miner o

— Email marketing w [ o e - o ;
— Text message oL@

« Signage =
- Hang in pretesting are. - - —_—
- Optical 7
- Exam room

109

BRILLIANT EYES
VISION CENTER

Referral Netw

+ Send letters introducing service
— Make it easy to accept referrals
« Referral pads
« Digital referral link or QR code
— Ifyou fit hard to fit contacts send a
lefter to let your colleagues know.
« Coordinate/attend networking events
— Local Continuing education events
« Specialty contact services
Community fairs
School career day
Corporate health screenings
Teacher mailboxes and lunch and
learns
+ Leave information

111

Panel Questions

How do you and your staff
motivate patients to
overcome barriers and
hurdles regarding the
misconceptions about
contact lens wear?

i.e. astigmatism, multifocal or high prescriptions.

."
bV

113

110

112

114

External Marketing

« Traditional Marketing
— Radio, TV, Print Ads
+ Goal Exposure

e WA
ﬁ_'ﬂﬂ WeHave Noved!

« Social Media Marketing o
- IG =8 on ~49
- Linked In =
— TikTok

Word of Mouth

0ld saying “birds of a feather flock
together.”

— Family members

— Coworkers

— Sports teams

+ Consider creating a referral
“perk” to your patients

— Community sponsorships

— Offer in house subscription service
Online reordering

— Marlo

— Dr. ContactLens

— Abbie
Easy payment and verification of benefi|

— Paradeyem

— PracticePal

—  ABB Verify

Panel Questions

How do track contact
lens conversion and
capture rate in your

practices?

3/7/2024
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117

119

Topics for Discussion

What is the state of contact lenses within today’s practice?

What are methods of increasing interest in contact lenses?

How can the staff play a role in efficiency of the contact practice?
How do you set expectations (including fees) for your patients?
How does technology impact our contact lens practice?

How do we increase the number of contact lens patients we have?
How do we prepare for success?

Preparing for Success:
Create Your Vision

Social Media:
Celebrate CL Successes

Dr. Sheila Morrison

OD, MS, FSLS

116

Preparing for Success

* Development of a
strategic plan
— Financial investments
— Staff education
— Professional Education
— Patient scheduling
— Expand your network

— Define your metrics for
success

118
Panel Questions
What is a specific
way that you
A prepare for
-— success in your
‘ contact lens
/l practice?
120

I

3/7/2024
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Panel Questions Topics for Discussion

How do you turn
failed contact lens
fits into successful
encounters and
create loyal, lasting
patient
relationships?

What is the state of contact lenses within today’s practice?

What are methods of increasing interest in contact lenses?

How can the staff play a role in efficiency of the contact practice?
How do you set expectations (including fees) for your patients?
How does technology impact our contact lens practice?

How do we increase the number of contact lens patients we have?
How do we prepare for success?

NownHWNE

121 122

Level Up Your Contact Lens Practice
The Business of Contact
Lenses

Jason E. Compton OD FAAO
icompton@comptoneye.com
Lyndon Jones, PhD FAAO
Iwjones@uwaterloo.ca
Janelle Davison OD
idavison6306@gmail.com
Sheila Morrison, OD, MS, FSLS
Sheilamorrison000@gmail.com
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