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Key Communications

Celebrate 2025 results and Key Players
« 2 million in sales +250,000 Exams

» Techs- All cross trained to scribe!

+ Amanda 20% multiples

e Karen 80% Varilux® lenses

Training & Development

« PCC'’s- Review deductibles with all
patients since it's a new year

+ Opticians- Review Katie’s new
insurance guide and videos

+ Clean up To-Do Lists in Leonardo

Operational Tasks

Remerchandise after peak business

Mid Week Trends, Celebrations, and Consultative Selling behavior refocus....
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Goal 60

Prepare-Insurance.

Objective= 65% Retail Capture

+  PCC to share with Optical insurance details daily- who's eligible and additional coverage- Sally doing a great job of informing
Karen and Amanda. Best Practice- to share in AM before we open and again after lunch so it’s fresh in our minds.

. Optical to know Frame Allowance and have frames ready- This has helped us convert. Challenged the opticians to add sun in the
trays along with clear. This will help with multiples.

«  Price a value pair as a back up/second need for every patient- leverage this for our CL wearers. Got two patients to purchase!!!
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