
Three Prescriptions, Three Pairs  
By Mark Mattison-Shupnick ABOM 
 
Objectives: 
1. Learn why three prescriptions makes sense for every prescription patient. 
2. Understand how to organize the office with a plan to improve multiple pair i.e., 
passion, complementary and, primary pair sales.  
3. Know what checklist to use for each patient category. 
 
Course Description: 
The average prescription customer has but one pair of glasses for which they use for all 
their visual needs. It is estimated that less than 10 percent of prescription wearers have 
prescription sunglasses and only about 5 percent of presbyopes have a pair of reading or 
computer glasses. ECPs understand that one pair can’t do it all. This course teaches that 
one should prescribe/recommend three prescriptions. These glasses address the 
passion, complementary and primary needs and wants of every patient. Join us in this 
fun and informative course. 
 
Script  
1. The average prescription customer has but one pair of glasses for which they use for 
all their visual needs. It is estimated that less than 10 percent of prescription wearers 
have prescription sunglasses and only about 5 percent of presbyopes have a pair of 
reading or computer glasses. ECPs understand that one pair can’t do it all.  
 
This course teaches that one should prescribe/recommend three prescriptions. These 
glasses address the passion, complementary and primary needs and wants of every 
patient. Welcome! 
 
2. Here's our objectives. Learn why three prescriptions makes sense for every 
prescription patient.   
 
Understand how to organize the office with a plan to improve multiple pair i.e., passion, 
complementary and, primary pair sales.  
 
Know what checklist to use for each patient category. 
 
3. To navigate each page, follow as I describe the numbers 
1, are the slide titles 
2, is the script so you can read along if you prefer, just click on the tab that says Notes 
3, is the slide itself 
4, adjusts the sound 
5, is pause or go 
6, is your progress 
7, let’s you repeat the slide 



8, and 9, toggle between the previous or next slide  
And, 10, are the downloadable pdf’s of articles, sales materials, dispensing tools, etc. It 
also contains the workbook pages that we will refer to from time to time. 
  
This course will take you about 45-50 minutes. 
 
4. At the end of the course 
 Click the link to 2020mag.com/CE and the Three Prescriptions exam 
 
 Sign in to the Opticianry Study Center 
 
 Complete the exam, requires an 80% pass 
 
 We’ll send your certificate to ABO for you, or print one for yourself 
  
5. Are you one of those… 
Backgammon playing, ballroom dancing, acupuncturists who stargazes through a 
telescope? 
 
6. Are you one of those… 
Fly fishing, art collecting, executive chef who constantly checks their stock quotes? 
 
7. Are you one of those… 
Online poker playing, bird watching, semi-pro golfers who reads e-books on their smart 
phone? 
 
8. Are you one of those… 
Now let’s look at them in comparison, 
 
We have a scrapbooking, foreign film loving, league bowlers who tries to avoid driving 
after dark or a 4x4 driving, mountain biking, amateur videographers who talks softball 
night very seriously? 
 
Is this you, me or are theses folks the real patients in your office.  
 
Frankly, this is the quick descriptive of a patient you need to know, to know what they 
they need to want from you for great eyecare and eyewear! 
 
Where are we headed with this? 
 
9. It’s three prescriptions that will help us help patients to determine what they will 
really want and if they want it – they’ll buy it. If it’s what they need, their not so willing 
to spend the money. It takes “WANT”. 
 



Look at these patients – all different – what do you think they really want for eyecare 
and eyewear? 
 
10. Let me make it a little personal… 
 

1. How many pairs of glasses do you own and wear?  
a. 1, 2, 3 or more 

2. Are you interested in saving patients money?  
a. Yes, No 

3. What percent of your patients buy multiple pairs 
a. ≤10%, 11-20%, >20% 

4. Does the doctor prescribe lenses, materials or treatments in the exam room?  
a. Always, sometimes, never 

 
11. Why focus on three prescriptions? 
 
It provides superior patient care, delivers better vision by task (all distances, computer, 
sports).  
 
You get the chance to promote eye health (UV absorption, impact protection). It also 
adds to comfort (lightness, fit). 
 
Provides fashion & style (thinness, Brands, style, color, texture) 
  
12. Answering that from the business perspective  
 
Improves practice profitability & stability by adding revenue, usually outside insurance 
 
It increases revenue per patient, by staff member, per ft2. 
 
Real benefits for patients are merchandisable. 
 
Adds to a professional identity 
 
Improves loyalty and recommendations 
 
13. How do you get started? 
 
First you must, must, must, add metrics. You can’t fix what you don’t know about or are 
not measuring. 
 
14. Here’s a sample worksheet of the items that need counting. Visit the resources tab 
for a copy of this sample Excel file. 
 



Look at the left column and read along with me. 
 
15. I’ve added in numbers I made up – for example for exams, and purchasers we have 
the numbers that drops out the capture rate.  
 
16. It also describes the ratio of multiple pairs. That’s the result of dividing the number 
of pairs sold by the number of purchasers. Here 20% one month, half that the next – 
why? 
 
The Excel file in the Resources tab has a blank template that allows you to add your own 
numbers as well as the ability to graph the results so you can begin to measure your 
own sales. 
 
17. Next, fill the appointment book. If there aren’t hoards of patients, there’s little 
opportunity to increase sales of passion pairs let alone primary. 
 
So, understand days in advance what the flow will be – when possible, consider bringing 
patients forward to fill cancellations. They often appreciate the opportunity given 
everyone’s busy lifestyle. 
 
If you appoint online check appointment schedules frequently and publish the numbers 
so all in the office understand workflow and workload. Consider a very quick report at 
the weekly staff meetings. 
 
Understanding the load allows the right staffing as well as the opportunity to fit 
someone in for new eyewear or repairs without it seeming a burden.  
 
18. Send recall cards/emails/texts, Pre-appoint (if patient prefers) 
 
Use electronic schedulers, Know the “who and why” for the visit 
 
Consider what slots have no appointments 
 
Stay on-time, keep records, improve on-time rates 
 
Booked till when? 
 
Pre-complete paperwork 
 
Stay on top of these and add others 
  
19. Next, focus on capture rate 
 



Remember from Module 2 of the First 90 days, independents deliver the majority of eye 
exams, chains sell more eyeglass units… 
 
Therefore, understanding how to “Capture” the patient is a challenge that every office 
faces.  
 
What is capture rate? I define it as “patients examined that also are purchasers”  
 
So, divide purchasers by patients completing a comprehensive eye examine. The 
Benchmark is 70% 
 
20. If the capture rate is <70%, determine why patients are leaving.  
 
Doctor, consider escorting the patient to the Optical department – it allows you to 
discuss briefly what you prescribed in the exam room as solutions.  
 
Write the reason and solution on the prescription, discuss new lens technologies in 
overview terms and let the opticians know what doors were opened.  
 
Mention and wear new frame styles or frame lines, that goes especially for the new 
lenses and treatments – nothing goes farther than personal recommendations. 
 
Opticians, wear new frame styles, AR, lens styles, etc. Again personal recommendations 
go a long way.  
 
Review and constantly improve lens and frame product knowledge so you become the 
patient’s trusted advisor.  
Tomorrow, when you get to work, take a critical look at the Optical gallery and see what 
the patient sees. Are the shelves dusty, windows need a cleaning, counter cards and 
displays fresh?? 
 
Lastly, do you have all the tools that are needed for you to do the best job efficiently? 
Do you have all the sales brochures needed – do you know what is available. Visit the 
library in Empower U and see everything that you can get to improve you and the 
patient’s knowledge. 
 
21. OK, you’ve set up metrics, apt book is filled and they’re staying in your office to hear 
what you’re saying, what are you saying? 
 
I always get a chuckle from the audience when I show this in a class. 
Reeedicuuuulouuusss huh? In fact, everyone agrees. So, why don’t patients buy more 
than one? 
 



22.  My experience has been that patients understand it if explained. So, I suggest that 
you make the case for: 
 
 Photochromics and sunglasses 
 Progressives and readers 
 Progressives and computer eyewear 
 Everyday and sports eyewear 
 
To do that you must know the advantages, actual patient benefits, the pricing and 
compromises so a patient can quickly say yes or no. You also must be able to strike a 
balance between the three prescriptions you and the doc are prescribing that respects a 
patient’s budget.  
 
Two things here… Stay out of your patient’s pocketbook – they make those decisions, 
you make recommendations of everything they would benefit from.  
 
You know which lens or frame features have less value based on Rx or lifestyle. That 
better helps the patient, manage their own budget. Regardless, everyone, you included 
spend more once you understand the product and want it.  
 
23.  Let’s review what we’ve said about getting to Three Prescriptions 
   

1. Add metrics 
2. Fill the appointment book 
3. Focus on the capture rate 
4. Doctor prescribes 3 
5. Optician talks 3 
6. Measure pairs dispensed 
7. Know the ASP and COGS 

 
24. Let’s talk three prescriptions and pairs starting with “passion” – at least about 
glasses. 
 
We want to change need to want and in a passion like skiing where there is usually high 
cost for equipment and it's a feel good activity so also helps one consider new items 
more favorably… 
 
We have glare, UV and wind protection. Projecting a certain attitude and, of course style. 
 
Change that to wants for dark enough lenses, in colors that help with contrast for the 
contours of snow and ice like red/vermillion or grey for very bright days. 
 
With strong lenses in a wrap frame, goggles in addition? 
 



With mirrors because it further reduces glare and projects real attitude and fun in the 
latest of the latest. 
 
25. How about golf?  
 
Its bright out there on the fairway so she needs glare and UV protection, the ability to 
see the contours of the greens and recognize them as with all the colors of the course as 
light levels change during the day. Need to order from the restaurant too while looking 
good. 
 
Brown lenses are the default for their high contrast, a strong and durable frame that can 
survive those club-throwing tantrums and still give great coverage. 
 
SV for golf even for progressive wearers since the segment gets in the way of putting or 
describe how golf progressives work. 
 
Polarized – 50/50 – grass blades reflect and polarized lenses turn the reflections on and 
off so polarized lenses are a personal preference for golfers. Have the discussion. 
 
26. Cyclist? Look at all those guys. This is the Tour de France in the Alps and everyone 
has sunglasses. 
 
Know the needs for glare, UV, road reflection, high contrast for road debris, road 
contours and so on… in any kind of weather. 
   
Here’s where attitude and style are important. You need to look fast and competitive 
while at the same time the frame color needs to match the team colors. 
 
Create the wants for weather tuned colors and darkness’s i.e., red, brown or grey, 
strong and durable when crashing, wrap for coverage and wind, mirrors for road surface 
reflections and attitude all in the latest colors, shapes, technologies 
 
See what we’re suggesting???? 
 
27. What about complementary eyewear. 
 
Excellence in eyewear sales addresses both meanings. The words I think allow us to 
think better about what we mean when we talk of selling “another” pair of glasses to a 
patient. 
 
28. Complementary of complimentary? 
 
It could be Outdoor eyewear, or address the Presbyope’s plight in the Office, on Digital 
devices or just Reading glasses. What about Sports like Golf? 



 
29. What should you say? 
 
“Do you spend more than a couple of hours at a time at the computer or on your tablet 
or smartphone?“ Look at the illustration – “holding things you read farther and farther 
away?” 
 
“Are your eyes ‘tired’ at the end of the day, feel like you need to rest and close them, 
headaches, itchy eyes? Neck, backaches?” 
 
“Can’t see enough through your progressives when reading, at the computer…” 
  
30. To answer start by describing benefits – patients buy benefits like “more comfort” 
not features like “short corridor”. 
 
Say, read along with me. 
 
31. Perhaps a pair of reading glasses would make a world of difference – once you’re 
successful with another pair of glasses, patient listen. 
 
Say, (read along with me)… 
 
32. So, it’s your turn – it’s a guy, age 44 with a 1.50 add and he doesn’t know what he 
really wants but he’s that “…online poker playing, bird watching, semi-pro golfer who 
reads e-books on their smart phone”. 
 
What three prescription pair of glasses will you talk about? Remember, he’ll decide 
what to buy. 
 
33. My ideas are: 
 
Passion 

• Brown Phoenix sunlenses, great looking frame (to be noticed), SV or Sync 8, non-
polarized 

Complementary 
• HOYA Tact for sustained online gaming, Recharge EX3 

Primary 
• iD LifeStyle 2 Clarity, Recharge EX3 

 
Get the idea? So, what’s the plan for you to help implement this with your colleagues in 
the office? 
 
34. Create a plan. Get everyone together, office manager, owner and doctor too, to set 
goals (use the worksheet),  



 
Know and agree capture rate, COGS, ASP, extra pairs targets and their affect on 
managed vision care in your office. 
 
Engage the team, organize and establish a process, then track & review your progress 
regularly. Make adjustments as you need them. 
 
35. Who’s the team? It’s everyone in the office.  
 
From reception through, pre-testing, the doctor(s), optical gallery, whoever does lab 
check-out, recall, follow-up. 
 
Recognize anyone here – yes that’s Marlon in the lower left – he and some of his 
colleagues did the Impressions, from hi to bye module in the First 90 Days. Hi Marlon. 
 
36. Next, put yourself in the patient’s path.  
 
Is it efficient, can you tell the patient how long their appointment will take, will you get 
out of the office in time? 
 
Shadow a patient and live their timing – can it be shortened, improved? What education 
would make you more knowledgeable and more efficient?  
 
Search Empower U for what you need – don’t see it, talk to your HOYA rep or call us. 
 
37. Next, track your progress to know how successful you are at three prescriptions, 
three pairs.  
 
Keep it simple for charts and graphs to show progress. Use graph paper, post it notes or 
if you can use the Excel worksheet attached. 
  
Make adjustments regularly based on Successes, Issues, and if there are issues 
determine what Actions are needed. 
 
38. Implementation requires everyone to do their part. 
 

• Reception 
– Ask patients questions, provide reading materials, wear great eyewear 

• Pre-testing 
– Ask questions, suggest options, wear great eyewear 

• Exam room 
– Prescribe, wear, demonstrate, use a Rx pad with recommendations, wear 

great eyewear 
• Dispensing 



– Do it all, use a questionnaire, use optical sound bytes, wear great 
eyewear 

• Be proud of the eyewear and the solutions you sell, be proud to collect for them. 
Will that be cash or charge, we take half or all to order your eyewear. 

 
39. How do you know needs – history, history, history. 
 
There’s no such thing as a routine exam, it's a series of discoveries. 
 
40. Get a helpful preview of the patient’s lifestyle by adding a questionnaire to your 
website and ask patients to fill it out – again the more info the quicker the doctor and 
you can get to the best vision and product solutions.  
 
41. Let’s talk details for each place a patient touches. In Reception 
 

• Replace non-relevant reading material with good condition product education 
• Consider information video systems 
• Ask questions 
• For Reception:  
•  
“Be sure to bring your prescription sunglasses with you for your appointment.” 
“Do you plan to buy sunglasses today?” 
“Here’s a booklet on sunglasses and how they can make you see clearly and 
comfortably in even the brightest sun.” 
 

42. In Pre-testing, you’re taking a history what a good time for discovery… 
 
Have select brochures like this one for progressives that the patient can review if 
presbyopic or one for the professions concern about blue light and Recharge EX3.  
 
43. In the exam room, the doctor can use the Power of the White Coat. When doctors 
start their clinic studies in Optometry and when students enter medical school, they 
participate in a White Coat Ceremony. The white coat symbolizes ideals of knowledge 
and trust for patients. This symbol works as part of the doctor as she/he prescribes 
products. 
 
Have posters and cards to refer to in the exam room as well as Rx pads that describe 
product attributes or features. 
 
For example, consider saying, “What you’re describing is called digital eyestrain” and is 
easily fixed with a pair of our specially designed computer vision glasses.” 
 
44. The transfer of patient from exam to the optical gallery is an important opportunity 
to highlight and explain again the products and their benefits prescribed. 



 
Read the scripts with me. 
 
45. Many identifiers, all should suggest the retail business that balances the clinical 
setting of the exam room(s) 
 
Makes the prescription real 
 
Ensures compliance with the prescription 
 
If the office is welcoming, well functioning and contemporary in style and product, it 
ensures a high capture rate 
  
46. Sunwear is complementary eyewear.  
 
The elderly typically have multiple issues that require attention and specific 
recommendations. Sunwear is critical for the older adult. 
 
Follow me around the eye starting at  
1. Cataract. Live long enough and the lens becomes cloudy and discolored. Good 
sunwear absorbs 100% UV.  
2. No accommodation means a more than a 2.25D add. Multifocal or progressives. 
3. The eye is slow to dark adapt, so finding a seat upon entering the movies is difficult. 
No sunwear during the day over bleaches the rhodpopsin slowing dark adaptation even 
more. Good sunglasses during the day is critical. 
4. UV damage is implicated in AMD and exacerbated by blue-violet light means UV and 
HEV absorbing sunwear. 
5. The vitreous is cloudy so the right filter color in daylight is more comfortable. 
6. The eye may not turn as well so the clearest central vision sunwear with easily 
accessible adds works better. 
7. The yellow/brown lens may need to be removed as a brunescent cataract. Dark lenses 
are too dark. 
8. Small pupils require clear AR lenses, especially at dusk and at night. Not grey sunwear 
but instead brown, for increased transmission. 
9. A drooping lid may reduce the available distance zone of a progressive lens. Critical 
for mobility 
    
47. Sunglasses, for ametropes and emmetropes? They both need and should want them. 
Here’s what to do. 
 
1. Practice a preventative approach 
2. Choose 100% UV absorptive materials 
3. Sunwear is “the other first pair” 
4. Discuss kids potential sun exposure with parents 



5. Describe to seniors that they have special sunwear needs 
 
48. The presbyope’s checklist is logical. Read along with me. 
 

1. Present computer lenses to every add wearer, +1.75D or more 
1. Computer >2hrs/day 
2. Works for long periods at near 
3. Wants to read in bed 
4. Reads for extended periods of time 

2. Bundle as an option with progressives 
1. Includes the discount (?)     
2. Teaches the advantage of excellent readers 
3. Option for progressive readers 

 
  49. And for children, for Every child 

• Durable and protective lenses like PNX Kids 
• Sync 5 that provides a small (+0.55D) boost of power to reduce the demand on 

accommodation and convergence. 
• A spare pair 
• Photochromics or a separate pair of Sunglasses 

 Sell mom 
•  Health care decider 
•  Bundle frame and lenses 
•  Colors, brands, inventory 

 
50. For the Millennial… They’re connected electronically so new products designed with 
them in mind resonate. Consider Sync 8 and Recharge EX3, for the excessive close work 
and potential blue-violet light damage. 
 
MIllenials, for example, expect the businesses that they purchase from to have social 
responsibility. From a style point of view, they’ve driven the Retro trends. 
 
They are connected socially therefore, the market knows what you’re communicating. 
Facebook, Twitter and Instagram posts make you visible and if you’re like this optical 
store, they celebrate their patients and their patients re-post. Google for an optical 
location in Petaluma CA and Uber Optics comes up 1st or within the top 3 because they 
spend significant time using social media.  
 
51. Three prescriptions, three pairs… does that mean I get a discount? 
 
There are more than two sides to this question. For the managed vision care patient, 
their plan may describe a membership discount for additional pairs of glasses. You may 
want to encourage patients with an incentive.  



 
Do the math; while patients won’t always purchase three pairs, more than usual will 
purchase two. With that being said, the second and third pair is insurance-less so there 
are more absolute dollars available. Do the pencil test. Besides, who benefits? The 
patient does as well as your office is patient satisfaction and professional identity. 
 
Some offices allow a discount at the time of purchase, some also at the time of dispense 
or within 30 days. Your lab may allow a 2nd pair discount on lenses when ordered for the 
same patient.  
 
52. Yes, there is price sensitivity for eyewear that doesn’t seem to make sense when one 
looks at other things that the consumer wants. 
 
Great eyewear or lots of latte’s.  
 
53. 10 million iPhone 6’s in the first three days after release. For the price at the Apple 
store, you coud’a had… 
 
54. So, what’s my point? Three prescriptions for three pairs of glasses means having the 
conversion of need to want – top of mind. 
 
55. Congratulations on completing Three Prescriptions, Three Pairs 
 
Take the 20-question course self-assessment exam towards your HOYA certificate 
and/or visit 2020mag.com/CE for ABO credit exam. 
 
 
  
 
  
 
 
 
  
 
  
 
 
 
 


