Bulletin
May, 2015
P. O. Box 6136

Chesterfield, MO 63006
NEXT MEETING

Tuesday, May 12
St. Louis Optometric Society
Officers: 2014-2015
President
Kimberly Layfield, O.D.
314 956-7227
President-Elect
Erin Niehoff, O.D.
636 528-2020
Vice President
Douglas Huff. O.D.
314 997-3833
Secretary
Joseph Castellano, O.”Sutureless
314 863-0000
Treasurer
Andrew Biondo, O.D.
314 542-3600
Sgt. At Arms
Daniel Friederich, O.D.
314 843-5700
Immediate Past President
Jason Riley, O.D.
573 468-4032
MOA Trustees
Jason Riley, O.D.
573 468-4032
Steven Rosen, O.D.
314 843-2020
Executive Director
Barbara Nahlik
Phone: 314 725-2020
FAX 314 961-1041
e-mail: bnahlik8544@charter.net

Website: www.stlouisoptometricsociety.org

2015-2016 SLOS dues are payable now.
Dues forms and applications are available
on our website.

St. Louis Marriott West
660 Maryville Centre Dr.

6:00 p.m.

Light Buffet
Hosted by BioDOptix
RSVP by Thursday, May 7

7:00 p.m.

Business Meeting
Election of officers for 2015-2016

8:00 p.m.

“Sutureless Amniotic Membranes:
When and How to Use Them”
Jeff Varanelli, O.D.
One hour COPE C.E.
#####

NOMINATIONS FOR SLOS OFFICERS
The Nominating Committee of Drs. Craig
Sorce, Julie Emming-Thomas and Tom
Cullinane reported the nominations for officers
to serve SLOS for 12 months beginning in
June.
President:
Dr.Erin Niehoff
President-Elect Dr. Joe Castellano
Vice-President
Dr. Douglas Huff
Secretary
Dr. Drew Biondo
Treasurer
Dr. Dan Friederich
Sgt. At Arms
Dr. Emily Pike
Dr. Kim Layfield will continue on the Board as
Immediate Past President. Additional
nominations may be made from the floor prior
to the election.
###

R. Bruce Tetrault with Lisa Flanagan of Midland

From the April meeting:
“The Financial Implication of
Therapeutic Dispensing”
Mr. R. Bruce Tetreault presented the
continuing education for the April SLOS
meeting. Mr. Tetreault currently works as the
Strategic Accounts Manager at Essilor
Laboratories. The title of this presentation was
“The Financial Implication of Therapeutic
Dispensing”.
Mr. Tetreault highlighted the significant
impact of spectacle lens profitability on an
optometric practice. He pointed out the need
for the independent optometrist to become as
familiar with spectacle lenses as they are with
contact lenses. His method of doctor driven
prescribing, or “DDP”, should help improve a
practice’s optical sales. If a product is not a
brand, then it is a commodity. If practitioners
do not brand what they sell, then they run the
risk of becoming a commodity. Vertical
integration in eyewear and managed care is
greatly impacting the optical market. Vertical
integration has greatly impacted the
commoditization of optical product.
Continued on next page
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Therapeutic Dispensing cont.
Vision plans are going to control their
expenses by limiting the patient’s choices in
eyewear and/or decrease their product quality.
Mr. Tetreault feels there is a huge need for
practices to stay branded and merchandise
properly. There is a lot of money to be spent
by patients on good quality service and care.
Quality care comes from a
professionally trained optical and staff.
Professional selling is not “pitching”. Pitching
is saying the same lines over and over and
hoping some of these lines result in a sale.
Doctor driven prescribing gives patients more
confidence in the products the doctor
prescribes specifically for their eyes. Mr.
Tetreault finds it much more beneficial for a
doctor to say, “I’m prescribing you Crizal
lenses” than to say, “I’m prescribing you antireflective lenses”. This wording provides
branding to the optical products optometrists
provide in their office.
Essilor products that have been available to brand in optical offices include Crizal,
Transitions, Varilux, and Experio. These
brands fuel further research and development
in the industry. These products will be branded
in a strong marketing campaign by Essilor in
2015. These brands will be marketed in
television, radio, and social media for all 12
hepatients to the product specific Essilor
websites which will in turn drive patients to
practices utilizing Essilor labs.
Mr. Tetreault recommends practices
have a very strong multiple pair program ready
to be utilized in their office. Essilor still has
their Power of 3 Event promotion which allows
additional rebates on their second pair
products. Please contact your Essilor representative for any further questions and/or
informatit have been on if your practice is not
utilizing this program.
Essilor performed testing to determine
lens materials’ sun protection factor (SPF). By
adding backside Crizal UV block, Essilor was
able to raise the SPF of their lenses from an
SPF of 5 to a minimum of SPF 25. This is one
area where practitioners can change their
conversation from the concept of commodity to
a health related discussion.
Continued on next page

The Midland Optical crew

Therapeutic Dispensing cont.
Recommending higher SPF protective lenses
changes the conversation to a medical
message; practitioners can prescribe lenses
that minimize UV exposure.
Practitioners and optical staff usually
function to the least amount of rejection; they
will sell lenses if patients do not complain
about the lenses. Practitioners need to take
the time to prescribe and discuss with patients
the need for multiple presciptions for computer
lenses, reading glasses, sports specific lenses,
and recreational glasses.
Nationally, 56% of patients purchase
anti-reflective lenses. In Missouri, the average
is 55%. The polarized multiple pair sales
national average runs at 7%. In Missouri, the
polarized multiple sales percentage is 5%. The
national average for transition lenses is 20%, in
Missouri the average is 23%. Nationally, 34%
of lenses are digitally surfaced. In Missouri,
35% of lenses purchased are digitally surfaced.
The best strategies for multiple pair sales
include setting a goal, provide a significant
discount to the patient, and offer a high staff
incentive for multiple pairs. Essilor extends a
50% discount on any second pair lenses that
are polarized or glare technology lenses within
30 days of the first pair purchase.
Continued

Therapeutic Dispensing
Nationally, 5% of spectacles are
prescribed using Custom Fit Progressives. In
Missouri, the national average is 5%. Essilor
offers the Visio Office and the M’eye Fit to aid
in advanced spectacle measurements.
Younger generations are exposed to very high
quantities of harmful blue light starting at a very
young age. In addition to this increase in
exposure to blue light, these generations are
living longer. This combination is likely going
to result in a large increase in age-related
macular degeneration. Essilor funded a study
by the Institute of Paris Vision Center in Paris,
France. The clinic studied the effects of blue
light on retinal stem cells. Their clinic exposed
retinal stem cells from pigs over a long period
of time to various specific nanometer segments
of light. Their study found there was a huge
deterioration in retinal stem cells when light of
415 to 455 nanometers were exposed to the
retinal cells.
Crizal Prevencia deflects the blue light
segment of 415 to 455 nanometers. Instead of
presenting lenses as corrective lenses, these
Prevencia lenses can now be presented as
preventative lenses. These lenses can be
recommended to patients as lenses that if
utilized early, will hopefully help make their last
10-15 years of life more productive.
At the end of Mr. Tetreault’s discussion,
he presented several multiple choice questions
that required figuring the fees for optical
products through various managed care
programs. This exercise demonstrated the
complex problem solving the optical staff
members face when figuring spectacle charges
for patients.
Thank you, again to Midland Optical for
sponsoring the April meeting.
#####
Don’t forget your dues!!!

MOA TRUSTEE REPORT
Drs. Steve Rosen & Jason Riley
HB202, the Non-covered Services bill as been
passed out of 2 committees unanimous Yes votes.
The next step being to go to the House floor for
consideration and hopefully a vote. The MOA is
working to have this happen the week of April
27. Hopefully, this will pass and make its way over
to the Senate. This bill stipulates that Vision Care
insurance companies cannot set prices or discounts
on items that they don't cover. It further would
prevent a Vision insurance from requiring the use of
specific labs, most of which are out-ofstate. Everyone should be prepared to be contacted
when we need to make calls to legislators to educate
them and request that they support the bill.
Besides the obvious benefits of this bill to us and
our patients, it is an important statement that Eye
Doctors must have a voice in how our profession,
and the care we provide to our patients, is
conducted in the future. As you may be aware, 1800-Contacts is attempting to control how
contacts are prescribed and sold. They have
successfully gotten UPP declared illegal in Utah
and are attempting to do the same in many other
states, though at this time, not in Missouri. Bausch
& Lomb, Alcon, and Vistakon have sued in federal
court to stop the Utah law, but who knows what
could happen next? We urge everyone to become
involved politically to help protect our profession.
#####

UMSL UPCOMING C.E. FOR 2015

John C. Galanis, M.D., FACS
Roberta J. Crawford, O.D.

Mark R. Barlow, O.D.
Craig H. Sorce, O.D.

• Laser cataract surgery
• ReSTOR ® Tecnis Multifocal™ Crystalens®
implants
• Fellowship trained glaucoma consultation
• Wavefront optimized implant lenses
• Consultative Optometry
• Co-management of your Cataract, LASIK
and Multifocal implant patients
• Glaucoma consultation, OCT, LTP and
surgery for your co-managed glaucoma
patients
(314) 633-8575
7331 Watson Road, St. Louis, MO 63119
www.drgalanis.com

Coding Update 2015
Monday, May 11, 2015
John McGreal, O.D.
4 hours COPE/CE
UMSL-Penney Conference Center
Info: optometry.umsl.edu
Annual Optometry Academe 2015
Sunday, August 9, 2015
7 CEE Hours
Robert Wooldridge, O.D.
Michael Stewart, M.D.
Pathways in Medical Optometry
Boot Camp
Saturday, September 12, 2015
Scot Morris, O.D.
John Rumpakis, O.D.
Allergan Eye Care Business Advisors
Registration: First O.D, $399
Additional O.D. or staff - $199
Info: 714 427-3688
See Allergan ad for more info
###

SLOS ANNUAL INSTALLATION ND
AWARDS BANQUET
Tuesday, June 9
Forest Hills Country Club

Dr. Erin Niehoff has been developing plans for
the 2015 banquet at the Forest Hills Country
Club off Clarkson Road in Clarkson Valley.
Weather permitting we can take advantage of
the patio overlooking the golf course.
Frank Cusamano, sportscaster with KSD-TV in
St. Louis, will be the featured dinner speaker.
The Installation of new officers will follow the
presentation of the 2015 awards. Invitations
will be mailed in the next week or two. Mark
the date and plan to attend.
###

CONTACT LENS REPORT
Jordan Jones, O.D.

Visionary Introduces Scleral Lens for
“Regular Cornea”


Visionary Optics, the manufacturer of
the Jupiter and Europa brands of scleral
contact lenses, announced their newest
design, the Elara scleral Lens. The
Elara scleral design offers a prolate
geometry to fit the “regular cornea”. The
Elara scleral lens is fit utilizing a 12-lens
fitting set. All lenses will offer Visionary
Optics’ 90 day unlimited
warranty. Contact Visionary Optics at 1877-533-1509 or visit www.visionaryoptics.com.



B+L Launches PureVision2 Multi-focal
Mobile Fitting App


The app is free to download in the App
Store and is compatible with all iPhone,
iPad and iPod touch devices running
iOS 6 or higher. The app will also be
extended later this year to include
Biotrue ONE day contact lenses for
Presbyopia



Accu-Lens Offers Dual-Aspheric Multifocal
Scleral Designs


THE RETINA INSTITUTE
“Spring Retina Update 2015”
Saturday, May 9 - Drury Inn on Eager Rd.
Gaurav Shah, M.D. & Bradley Smith, M.D.
Registration and Continental Breakfast starts at
7:00 a.m. Register by May 1Contact: K. McKittrick 314 367-1181 X2157
Kelly.mckittrick@rc-stl.com

Accu-Lens, Inc. announced their newest
option in scleral designs, a DualAspheric Multifocal. Accu-Lens’s proven
Clarity Plus Multifocal optics is now
available in all their scleral designs
including the Maxim and Easy Fit
lenses. According to the company, this
option provides improved contrast and
clarity of vision throughout a full range of
focal points, as well as maintains the
corneal integrity.
More information is available
at www.acculens.com.
More

MORE CONTACT LENSES

Accu-Lens
Introduces Accent Translating Bifocal


Accu-Lens released its new translating
bifocal for the advanced presbyopic patient
with high add powers of +2.25 and greater.
According to the company, Accent’s design
incorporates a proprietary constant sector
transition zone that eliminates the typical
“glare” in bifocal transitions so patients have
crisp and sharp vision at both distance and
near. In addition, Accent’s One-Cut
positioning chamfer provides exceptional
comfort and clarity.
Accent is available in a variety of materials,
and fitting sets are available upon request.
For more information call 800-525-2470.
###

May 9

CALENDAR
Spring Retina Update 2015
Presented by The Retina Institute
Drury Inn on Eager Road
Contact: kelly.mckittrick@rc-stl.com

May 11

“Coding Update 2015”
John McGreal, O.D
UMSL.
4 hours COPE/CE

May 12

SLOS Meeting
“Amniotic Corneal Grafts”
BioDOptix hosts
RSVP BY May 7

June 9

SLOS Installation & Awards Banquet
Forest Hills Country Club
#####

