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 Vocabulary

· Hydrogel Lenses

· Silicon hydrogel lenses

· RGP lenses

· Toric Contacts

· Multifocal Contacts

· Keratometry Readings/Topography

· TBUT/Schrimer test/Tear prism

VOCAB cont.

· Base Curve

· Diameter

· Extended Wear

· Daily Wear

· Flex Wear

· I/R- (Insertion and Removal)

History of Contact Lenses

· Original lenses

· Glass lenses 

· Scleral lenses

· PMMA

· First “Soft Lenses”

· New RGP lenses

Modernization of Contacts

· Disposable lenses had to be:

· Mass production

· Repeatable

· Cost effective

· Health benefits

· Make sense to practitioner, consumer, and manufacturer

Importance of Oxygen Permeability

· Corneal anatomy

· Corneal blood supply

· Hypoxia

· Relationship between water and oxygen permeability in hydrogel lenses

· In silicon hydrogel lenses

Clinical Components of a
Contact Lens Exam

· Refraction

· Topography/Keratometry

· Slit lamp exam (corneal, conj, tear film,lids)

· Current medications

· Other medical conditions

· Assessment of patient’s daily visual demands and expectations

Silicon Hydrogel Lenses

· The good

· High Dk/t values

· Low water (non drying)

· Allow for EW safely

· The bad

· Silicon has to be treated to be comfortable

· Higher modulus

· Potential for SEALS or Staining

Silicon Hydrogel cont:

· The ugly

· Not necessary for everyone

· Small Percent (less then 2%) complain of poor optics (my clinic)

· Comfort issues

· Increased cost in a poor economy (does this matter)

Common Brands

· Acuvue

· Advance/Oasys toric and sphere

· Oasys multifocal

· Hydraclear provides the comfort

· Traditional Lenses

· AV 2

Common SiHi Brands

· Cooper

· Biofinity (sphere and toric)

· Avaria (sphere)

· Traditional Brands

· Proclear

· Vertex

· Frequency 55

Ciba Vision

· Night and Day (sphere)

· Air Optixs (sphere and Toric)

· Coated lenses

· Recently improved

· Traditional Lenses

Bausch and Lomb

· Purevision (sphere,toric, and multifocal)

· Coated Surface

· Traditional lenses

· Soflens 66/Optima FW

Daily Disposables

· Advantages

· Allergies

· Low risk of infection

· Easy of use

· Disadvantages

· Cost

· Changing patients mind set

· Every major manufacturer has a daily

· Overwear happens here but less frequently

Soft Toric Contacts

· Recent improvements

· Comfort

· Repeatability

· Stability

· Broader product ranges

Selecting Patients

· Because of advances fit:

· Low cyl

· High cyl

· Monovision with low cyl

· Let patients see the difference

· How do you charge

Soft Toric Lenses

· Clinic Tips:

· Patient selection

· Topography

· Refraction

· Tear film

· Visual demands

· Providing a “test drive”

Soft Toric Contacts

· Patient expectations

· Vision compared to spectacles

· What benefits to look for

· What is the patient looking for in their lenses

Soft Toric Contacts

· Clinical keys

· Best corrected vision

· Best vision in their contacts

· Contact lens fit

· Cornea after a full days wear

· Cornea contact at the end of a wear cycle

RGP Torics

· When to utilize

· Advantages

· Disadvantages

· Front surface toric

· Back surface toric

· Bi toric

· Translating design

· Concentric design

“Soft” Bifocals

· Recent changes

· Patient selection

· Refraction/topography

· Visual demands

· Tear film

· Brand selection

· Managing patient expectations

· What will they see

· What adjustments you can make at what cost

· Vision v. spectacles

Common “Soft” Bifocals

· Proclear


· Advantages

· Disadvantages

· Purevision/Soflens 66

· Advantages

· Disadvantages

· Ciba Progressive/Acuvue Bifocal

· Advantages

· Disadvantages 

Early Presbyope lenses

· Biomedics EP

· Advantages

· Disadvantages

· Oasys Bifocal


· Advantages

· Disadvantages

· What is the role of monovision

Avoiding the Downward Spiral

· Proper Patient Selection

· Control/Set Expectations

· Forced Choice

· Charge for what you do (guarantee?)

· If it not working offer options

· IF REASONABLE CHOICES HAVE BEEN EXHAUSTED STOP

Clinic tips

· Check all VA’s binocular

· Real life situation

· Trial lens refraction

· Check for proper lighting 

· Educate patient about everyday lighting needs

· Discuss real world environment

· Where does it “work”and “not work”

Insertion and Removal

· Patience is the Key

· Not one approach works

· Look at your patients physical limitations

· What type of teaching space do you have

· First lenses need to be easy to handle

· Remember your first time

· Document/document/document

What If I/R 
Fails

· Tricks to practice at home

· Never let them leave with lenses unless they can handle the lenses

· Who is “helping”

· What lenses are being used

· Come back another day

Communication Drill

· You have to hear your patients not just talk in order to:

· Selection the best option for the patient

· Manage patient expectations

· Teach I/R

· Work through problems

The Solution Maze

· Simple rules to follow

· Not all solutions are created

· No one solution will meet all your patient’s need

· Solutions impact your patient’s comfort and VISION

· NO RUB, REALLY?????

· Are you prescribing solutions????

Common Multipurpose Solutions

· Optifree (Replenish and Express)

· strengths

· Renu

· strengths

· Aquify

· strengths

Solutions cont.

· Complete

· ClearCare

· Equate

Contacts Lenses and 
PROFITABLITY

· Questions to ponder?


· Where should profit be derived from?

· Should an office prescribe based on profit?

· Do big box retailers have an edge?

· If so how do smaller offices compete?

· Is the margin “gone from contacts?”

Contact lenses and
PROFITABILITY

· Be progressive not stagnated!!

· Look at the entire profit per encounter not just the contact sale

· Fit more specialty lenses

Contact lenses and 
PROFITABILITY

· Keep the contact sales in house

· What are your services worth

· Be efficient 

· Uses contacts as a marketing point

Contact Lenses are
PROFITABLE

· Example:

· If a contact lens patient buys a years contacts and provides the office $in gross profit

· And the patient sees a patient every  minutes forty hours a week 48weeks a year

· Assuming half the patients are contact lens wearers

Contact Lenses are
PROFITABLE

· TOTAL GROSS PROFIT JUST ON CONTACT LENS SALES FOR THE YEAR:

· $

· Just remember to compare profit to what could be not what was………

