Opticians & Optometrists
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Ok, here's how opticians and optometrists operate. 
Optometrists test people's vision, check for common eye conditions, and write prescriptions for eye glasses and contact lenses. Opticians sell eye glasses and contact lenses, made from the optometrist's prescription.

A typical optical store has $500,000 of annual revenue, 2000 square feet of space and 6 employees. Many optical stores have an optometrist on hand, although opticians and optometrists also work separately.

In a typical store, an optometrist examines a customers and writes a prescription, which is then used by the customer to buy a pair of glasses. The frames are chosen separately from the lenses and can be very expensive. Applying various coatings to lenses and fitting them into the frames is done in a lab that may be on the premises. 

Stores typically carry an inventory of 500 to 1,000 frame styles bought from various distributors. Prices appeal to a range of customers, from $50 to several hundreds. Customers are drawn from the local area. Contact lenses are a low-cost item that's often bought over the internet.

Here are some strategic things you should know.

Chains like LensCrafters operate hundreds of stores. Competition also comes from optical departments in retail chains like Wal-Mart, that set pricing at the lower end, and from ophthalmologists.

State laws determine the allowed relationship between optometrists and optical stores, which are usually the more profitable operation. States also decide what kinds of treatments optometrists can provide, from eye drops and drugs to LASIK surgery.

Health insurance plans are expanding coverage for eye exams and glasses. Opticians and optometrists that accept insurance plans have access to more patients but must accept the insurers' pricing.

The aging of the US population is expanding the market for opticians and optometrists as deteriorating eyesight requires more-frequent eye exams. Older customers are also likely to spend more money on glasses.
Here are some good talking points.
Do they have an optometrist on the premises?

Do they have their own lab for making glasses?

How many frame styles do they carry?

What's the price range of their frames?

Home many distributors do they buy from?

How much is the average customer purchase?

How much of their revenue comes from insurance plans. 

How much were they affected by the recession?

And finally, how do they see their business changing in the future?

Now, you're ready.

