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Executive Summary: The Revenue Leak in the Prescription Pathway

In many independent optometry clinics, the clinical operation acts as a highly efficient patient engine, while the optical dispensary
represents a persistent revenue leak.

When a patient completes a comprehensive eye exam and leaves with a paper copy of their prescription to buy eyewear online or at
a commercial competitor, your clinic loses its highest-margin business. This is a failure of your "Capture Rate."

To resolve this leak, you must treat your dispensary not as a medical waiting area, but as an active, high-yield luxury retail storefront.
Strategic frame board management and professional merchandising are the two primary levers for retaining patients and driving
double-digit profitability.

"If a frame sits on your board for more than six months, it is no longer active retail inventory—it is a depreciating asset
occupying prime real estate in your clinic."”

| Step 1: Quantify the Economics of Inventory Velocity

An optimized dispensary balances upfront cash investment with sales frequency. To audit your financial efficiency, track your frame
turnover rate using the following relationship:

Sannual
T= ——
1
average
Where:

* T: Annual Frame Board Turnover (Turn Rate)

* S annual’ 10tal number of frames sold over a 12-month period

0 Iavemge: Average count of active frame units displayed on your boards

A healthy independent optometry clinic should achieve a turn rate (T) between 3.0 and 4.0. If your turn rate is below 2.0, you are
over-stocked, tying up clinic capital in duplicate inventory or stagnant styles. If your turn rate is above 5.0, your boards are constantly
bare, leading to lost conversion opportunities due to visual under-choice.

| Step 2: Apply the Visual Psychology of Curation

One of the most frequent mistakes independent practices make is over-crowding their frame boards. Filling every slot with a frame
creates visual clutter, leading directly to patient decision paralysis.
» The White Space Rule: Keep 15% to 20% of your board space open. Visual breathing room communicates luxury and premium
craftsmanship, making the frames on display appear more valuable.

» The "Rule of Three": When organizing frame groupings, arrange items in odd numbers (specifically triplets). Human brains process
balanced visual asymmetry far better than flat, uniform grids.

« Color and Story Curation: Rather than organizing frames strictly by gender, cluster them by color stories (earthy tones, bold acetates) or
specific lifestyles (professional, athletic, minimalist).

| Step 3: Establish High-Yield Brand Tiering

To secure the highest capture rate across diverse patient demographics, structure your frame board inventory into a strategic,
calculated brand mix:

Core | Managed Care Premium Designer Independent | Boutique Value | Package
High-turn, reliable, and Couture fashion-licensed frame Niche, story-driven eyewear Unbranded or budget lines used
recognizable brands that match lines capturing patients who seek brands (free of online retail for complete frame-and-lens
the allowances of major vision brand prestige, supporting higher listings), giving your opticians a bundles, capturing self-pay or
plans, securing baseline volume. retail markups ($300+). compelling exclusive story to sell. second-pair buyers.
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Step 4: Strategic Vendor Management & Exchange Privileges

Independent practice owners must shift their perspective from "buying frames" to "buying board programs." Protect your cash flow by
establishing strict, favorable commercial agreements with frame vendor reps:

Vendor Program Feature Ideal Target Terms Operational Action Step

Frame Exchange Privilege 100% exchange credit, executed quarterly or = Require reps to swap out styles that have failed to sell within
every 90 days. 180 days with no restocking fees.

Board-to-Stock Ratio 1:1 ratio. Zero over-stock or duplicates in Sell directly off the board. Do not purchase back-stock
bottom drawers. inventory that sits in hidden trays.

Consignment Programs Available on specialized premium Leverage consignment options to feature boutique brands
collections. without tying up operational cash flow.

Shipping & Terms Free shipping, Net-60 or Net-90 billing Consolidate vendors. Reduce your vendor list from 30 down to
cycles. a core 8-10 to maximize buying power.

Step 5: Dispensary Ergonomics & Lighting Physics

Your dispensary is a physical sales funnel. Frame placement directly impacts sales velocity based on human physical ergonomics:

The Ergonomic "Hot Zone" (50"-65" from floor) High-CRI Retail Lighting Physics
The physical sweet spot is at eye-level. This is where your highest- Standard medical lighting ruins acetate patterns. Install retail spotlighting
margin independent and premium lines must be displayed. with a Color Rendering Index (CRI) of 95+.

Warm, neutral, and daylight temperatures (3500K to 5500K) reveal frame
The "Cold Zone" Strategy (Below 36" from floor) textures and true colors. Avoid yellow-looking fluorescent lights.

Frame positions below 36 inches require patients to bend down. Use this
area for children's eyewear or basic managed care frames.

Step 6: Master the Clinical '"Warm Handoff"'

The patient's journey to buying frames does not start at the frame board—it starts in the exam chair. A warm, clinical handoff from
the optometrist to the optician is the single most powerful tool for boosting capture rate:

The Practitioner's Role: Walk the patient to the dispensary, introduce your optician by name, and state a specific
recommendation:

"Sarah, I've examined Dr. Hettler's eyes and recommended our custom anti-fatigue lenses with an integrated blue-light filter to prevent digital eye
strain in his office. Please help him select a lightweight, high-integrity frame that will support these specialized lens physics."

This transfers clinical authority, converting a retail transaction into a continuity of care.

Step 7: The Strategic Showroom Refresh: Aesthetics as a Capture Engine

An outdated, worn, or clinically cold dispensary directly suppresses your frame capture rate. Modern consumers associate aged
decor with obsolete medical care and out-of-style eyewear; an old-looking showroom can cause your capture rate to plummet
significantly.

Fortunately, a complete cosmetic overhaul does not require a six-figure budget or practice closure. There are a few professional
design and contracting companies that specialize in swift, highly targeted showroom and office refreshes that are completed without
breaking the bank or causing any practice down times. These cost-effective "facelifts" completely modernize your practice while
maintaining full operational continuity. Before embarking on a refresh, consult with Dr. David Hettler and Mani Vaghedi, President &
CEO, CNS | ORM | ORCSM 1o weigh out your options, analyze your layout, and identify highly optimized retail strategies.

Step 8: Continuous Staff Training & The AI Edge
Keep your optical operations optimized with proactive staff and marketing initiatives:
» The Daily Frame Count: Establish a daily operational checklist. Ensure frames are straight, boards are dust-free, and empty spaces are
immediately filled with replacement stock.

» Weekly Metrics Tracker: Track your optical capture rate weekly. Provide incentives for your optometry staff and opticians when target
capture rates (e.g., exceeding 65%) are hit.

« Al Visibility Planning: Be sure to discuss your Al visibility strategy with Dr. Hettler and Mani. It's one of the most important investments
you can make in your practice's future.
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