‘ Post-Covid Frame & Lens Merchandising
Optometric Management Symposium 2022

o ensure each frame is theroug cfl‘sinfeded our

Opticians will remove them from the displays for you to try

SHEENA

OWNER

TAFF

= pOST-COVID &/

FRAME & LENS
MERCHANDISING

OnS 2022

P



Post-Covid Frame & Lens Merchandising
Optometr ic Management Symposium 2022

WHO IS

SHEENA TAFFZ

licensed Optician
Independant Optical Shop Owner
Small Business Covid Survivor
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DISGLOSURE

| have no financial disclosure or conflict of

Interest with the presented material in this

presentation.
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COVID LESSIONS IN CLEANLINESS

FRAME SELECTION AND PURCHASING

FRAME MERCHANDISING

LENS MERCHANDISING AND PRESENTATIONS

MEASUREMENTS AND NEW TOOLS

PERCEPTIONS AND CLIENT EXPERIENCE



STERILIZERS

Consider the expenditure of manpower and time,
larger UV sterilizers are less expehsive than you mngl\t think!

A large device that cleans frames quickly within minutes is most efficient and although the initial cost is more
expensive, your employees will be putting frames in and back on the board and moving on to the next patient or task
with greater productivity.
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PRE-
ADJUSTMENT
PROTOCALS

Use an ultrasonic cleaner to clean and disinfect
a patients frame prior to adjustments

A patient perception of an elevated customer service experience.

Reduction in contamination of tools.

Ensures staff do not have to handle dirty glasses.

Begins a patient discussion about proper eyeglass care
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The easiest way to end up with a poor inventory mix is to go into a frame buying
meeting without the analytics and knowledge of what is popular with the
demographics of your optical clientele. Using concreate data can also ensure your

buying team isn't buying based on their biases.
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Usihg optical Software
INVENTO RYA ‘mver?tol:) YeFoY{tS be{om Yyou ij

INVENTORY TURNOVER LSTING OF OLD STOCK SLIOV MOVERS

AlAYf‘f Lists the original date of frame receival, |dentify frames that have been in inventory

This report gives the classic inventory which usually coincides closely with the date for a long period of time. Optional "period

: : , of purchase and depending on vendor can criteria can be chosen.
turnover analysis, which allows for a review

of the ratio of sales dollars versus invested be tied to the warranty period of a frame.

inventory.
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INVENTORY
TURNOVER 57

This report gives the classic inventory turnover analysis, which allows for a review of the ratio of sales

dollars versus invested inventory. Allows you to identify brands that have the best turnover. Example: If you
have $1000 worth of Brand A optical frames and have sold $5000 that's a great sell through. On the flip
side, if you have $1000 of brand B and have only sold $2000, that is a 1:2 ratio vs 1:4 of brand A.

USE

This helps you identify brands as a whole that are not performing well in your optical.
You can further use this report to identify if it is the location or displaying of the brand that is having a

negative effect on the sales.
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LISTING OF OLD STOCK =i s

|dentifies frames that have not been received recently, meaning they are occupying valable board/shelf
space for a long time. You can typically identify a “start” date for the report and it will list all products that

have not been received (repeated) since that date. This helps identify frames that should be exchanged or

marked down to make room for new products.

USE

This report will make sure you are aware of stale or outdated stock that is occupying valuable board/shelf

space. Should be pulled at least quarterly.
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l‘ lI l l |dentify frames that have been in inventory for a long period of time. Optional "period” criteria can be
chosen.

USE

This repost helps not only with a snapshot of a brands sell through. It can also be further analyzed to

determine shapes, styles of colors that are not selling well in your optical.
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This report will allow you to see the activity in detail for products from a particular vendor.

USE

Using this report allows you to identify individual frame models that are selling through. You can see how

quickly they are selling and how many times. This can be used to identify top selling styles
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ttow to Sfrengﬂ\en your rep relatithkiF

Your vendor representatives are your partners. Communication of expectations and wants in the

relationship will ensure that you receive attention and assistance in best utilizing their products in your
optical.
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FRAME

BUYIN

ELECTION

Online Catalogues :
and POVgia'.S ®

\Virtual :

Aloro‘mfmehfS ®

Qoard o

o
managementg

Allow you to see frames and inventory availability.
Give you the opportunity to add filters to find the styles or sizes you are lacking.

Can see the final cost at checkout, better for budgeting purposes.

Allow you to virtually see new products definitions.
Can see collections without commitment of a rep visit in person.

Frames can be modeled by the sales rep and previous sales history can be discussed.

Let's your vendors create a mix of product based on their top sellers.
Can be customized based on sales history with the brand.

Instantly re-order frames sold to increase repeats.
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AT ALTERNATIVE
WAYS TO
MERGHANDISE

FRAMES

TEENl]
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Trends

Grouping frames together based
on a trend or frame

characteristic

Example
Translucent frames in clear,
smoke, blush and watercolors

together

Sizes

Grouping frames together based

on sizes.

Example
Petites frames sized 50mm and
smaller and oversized frames

sized 58 mm and larger

less Gender
D e{—ihihoh

Grouping frames by shapes that

are unisex in style.

Example
Rounds shapes, oval shapes and
classics like the Clubmaster or

Wayfarer shape are genderless
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~ BY TRENDS
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Earth Conscious
Recycled & Repurposed Materials
Nature Inspired Tones
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MERCHANDISING
~BYFHI
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Merchandising
by Fit, \WWeight or
Durability

Many clients seek eyewear based on it's weight. With a lightweight frames being a desirable characteristic.

Grouping frames together by this characteristic will allow for titanium, usually a more expensive frame style to be

grouped together. Creating less differential in price between frames made from the same materials.

Sports specific frames, with additional flexible or ANSI certification can be grouped together and merchandised with
accompanying p.o.p to spark the conversation about a clients lifestyle and activities. This can help the ECP determine

If a more durable frame or multiple pairs for specific sports is necessary for the client.
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MERCHANDISING

ftow to showcase, display and
demonstrate lens features and benefits.

I
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SUN
LENS

MERCHANDISING

e

COMPACT AND €EASY TO STORE. NOT VISUAL, HASTO BE
PRESENTED TO CLIENT.
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SUN
LENS

—

MERCHANDISING

VISUAL AND INTERACTIVE. CATCHESACLIENTS ATTENTION
INTHE OPTICAL.
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SUN
LENS

MERCHANDISING

EYECATCHING, AESTHETICALLY PLEASING, SLEEK DESIGN.
SHOWCASES LENSES BEAUTIFULLY.
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"DIGITAL —
FREEDOM

Digifal cafalogues for .oahehfS

Digifal pamphlets

DemthfYahoh videoS

\/irtual demo's
Virtual try on

Immediate ihvehfor) checks
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TOOLS==MEASUREMENTS

PUPILOMETER TAGLET DESKTOPDEVICE  FREESTANDING

ANDT

Outfitted with a breath guard MEASUREMENTS Safe distance. Small footprint. Easy Safe distance. Large footprint.
or plexiglass piece to offer a Safe distance. An app and device you to locate and visually present. Impressive, visually present.
minimal barrier. have or can buy inexpensively. Small Expensive.

footprint.
ﬂ q

q q

*OPINION AND EXPERTENCE MAY DIFFER
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CLIENT <=
INTERACTIONS

€ nsure clear communication of On the website at time of booking
policies, expectations and document Oh phone greeting

req;uiremehfS ih advance of a Oh coh{-irmahoh email/text
patient visit. Onh the door to the practice

By stagt
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GUESTIONS  Ask patients in advance of their visit if they
— have any special requirements.

0 a REGVIREMENTS Share office safety procedures and patient
I —>

requirements for a visit in advance.

EXI Ec I COMMUNICATE The flow of the visit might be different.
I

—? Explain things as you go. Patients like to
know how the visit is going to go.
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DO iOM HAVE STIONS?

Feel free to make this an open
discussion for guestions or share
jour exreriehce.

I
S




