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Do you have internal roadblocks?





THE Question is why do frames/lenses cost so much?
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Premium products must be offered to every patient – more than once

Where and how?

Good, Better, Best



Script it and make it your own





Easier to come down in price rather than go up.
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The first step is an automated lens cleaning and stripping. If the lens has a factory coating, this step will strip that coating off. Lenses are also microscopically pitted to ensure maximum adhesion of the hard coat layers. The result of this step is a lens where the layers will not crack or peel while delivering superior scratch resistance.

The second step involves applying a two-sided scratch resistant coating. The Crizal hard coat consists of 50% silica particles (finely ground glass) that are suspended in a flexible polymer matrix. The silica provides scratch resistance and durability while the flexible polymer matrix allows the coating to expand and contract making the lens resistant to cracking and peeling.

Step three is lens surface preparation. After the scratch resistant coating has been applied to both sides, the lens is placed in a vacuum chamber where it is bombarded with high energy particles which will hyper-clean the lens right down to the molecular level and activate the lens surface before the AR application. This also microscopically pits the lens ensuring the molecules from the AR layers will be driven deep into the lens, making the AR layer a part of the it and facilitating a superior bond between the scratch-resistant coating and the anti-reflective coating.

Multiple anti-reflective layers are applied to both sides of the lens during step four. Chemicals used to form the coating are placed in an AR vacuum chamber as a solid. As the lenses are spun in the chamber of the coating machine, an electron beam gun heats them. As it does, the chemical vaporizes into a gas and its molecules fall uniformly onto the lens surface. This step is repeated for each layer in the multi-layered AR stack. Each layer is precisely placed with a predetermined thickness that is needed to cancel reflections in a particular range of wavelengths from the visible spectrum. This critical step must be performed effectively to make a high quality AR coated lens.

An anti-particulate layer is applied in the fifth step. Why is this layer important? As coating surfaces are cleaned, the rubbing motion between the cloth and the lens creates a static electrical charge, referred to as the triboelectric effect. This static electricity continues to attract dust, lint and other minute particles long after the lens has been wiped. Because of this effect, the lenses will become dirty much too, which will force the patient to clean them again … and renew the static charge. With an anti-particulate layer, the lens nullifies the static charge, which keeps it free of minute particles, which keeps the lenses cleaner longer.

The sixth step in the Crizal Integrated Process is the application of the super-hydrophobic coating, which was discussed earlier. This coating seals the lens, reducing water and grease and making it easy to clean.
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An anti-particulate layer is applied in the fifth step. Why is this layer important? As coating surfaces are cleaned, the rubbing motion between the cloth and the lens creates a static electrical charge, referred to as the triboelectric effect. This static electricity continues to attract dust, lint and other minute particles long after the lens has been wiped. Because of this effect, the lenses will become dirty much too, which will force the patient to clean them again … and renew the static charge. With an anti-particulate layer, the lens nullifies the static charge, which keeps it free of minute particles, which keeps the lenses cleaner longer.

The sixth step in the Crizal Integrated Process is the application of the super-hydrophobic coating, which was discussed earlier. This coating seals the lens, reducing water and grease and making it easy to clean.
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Dry cleaning cloths, typically used to clean AR coated lenses, are subjected to a dry 4000 cycle mechanical rubbing to replicate the typical action seen in normal use.  This is done on the surface of an uncoated standard control lens.  

Haze is measured before and after the test to determine abrasion characteristics.  It is best to perform several tests to compare results.  

Three AR standard control lenses are used to determine an average in each case.
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Lenses are placed in sealed desiccators, which maintain 95% relative humidity.  The oven maintains 65°C for a period of 8 hours then the lenses are removed and inspected for crazing and delamination.

All lenses are left in ambient laboratory conditions (72°F; 50% RH) for 16 hours and then the steps are repeated twice more.  Typical effects seen from this test are crazing and delamination of the coating.

This test has been correlated to actual wear through clinical studies.  If effects are seen at the end of the first cycle (day), there is a very high probability that the same effects will be seen during the first 6 to 10 months of normal wear. 

Effects seen during the second cycle have a very high probability of being seen in one to two years of normal wear.  The third cycle illustrates effects that may be seen after two years.

Tests Completed in conjunction are:

Crosshatch Adhesion

QUV Accelerated Weathering
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Customized for your patient

Digitally created for accuracy to 1/100th of a diopter

Better peripheral performance







Uses computerization

Free-form PALs use aspheric and/or atoric curves.  This kind of configuration enables the designer to reduce aberrations by levels greater than those achievved with conventional techniques.  This means lenses will provide clearer, more comfortable vision.  Aspheric curvature also helps flatten a lens profile and makes them lighter.



More precise lens powers.  Clearer than previous standard designs.



Traditionally surfaced lense are only available in a limited number of base curves.  



Frame measurements are also taken into consideration.
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Light waves vibrate in all directions equally

Non-polarized



When non-polarized light waves reflect

Polarized – only one direction



Washes out color, reduces visual detail, and makes view uncomfortable

Solution – eliminate plane polarized light







Polarizing filters eliminate plane polarized light



Venetian type blind



Polarized lens test



The point at which detail and color are at maximum is the point at which the polarizing filter is oriented 90 degrees to the plane polarized light
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Wear computer glasses. Computer glasses are an increasingly popular solution for reducing both digital eye strain and the potentially damaging effects that increased digital use can have on vision. They help the eye adjust to intermediate-distance objects, such as computer screens, are available in all shapes and sizes and can be made with or without a prescription. They look like regular glasses but the difference is in the lens. Depending on your visual needs, some computer glasses  have a modified lens power that relaxes the eye while providing a large field of view, while other computer glasses  feature an anti-reflective coating that helps combat eye strain by softening the glare from harsh indoor and outdoor lighting and improving contrast. Some computer glasses even feature lenses that selectively absorb harmful blue light, preventing it from entering the cornea and causing eye damage. Computer glasses can include all three of these features, or only the feature or features that your eyes need.
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Wear computer glasses. Computer glasses are an increasingly popular solution for reducing both digital eye strain and the potentially damaging effects that increased digital use can have on vision. They help the eye adjust to intermediate-distance objects, such as computer screens, are available in all shapes and sizes and can be made with or without a prescription. They look like regular glasses but the difference is in the lens. Depending on your visual needs, some computer glasses  have a modified lens power that relaxes the eye while providing a large field of view, while other computer glasses  feature an anti-reflective coating that helps combat eye strain by softening the glare from harsh indoor and outdoor lighting and improving contrast. Some computer glasses even feature lenses that selectively absorb harmful blue light, preventing it from entering the cornea and causing eye damage. Computer glasses can include all three of these features, or only the feature or features that your eyes need.
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Why are frames so much?

Material

Amount of handwork

Embellishments

Colorization and Finishing processes

Brand or designer label

Distribution method





Injection mold vs hand crafted

Imbedded pieces, laminating, number of laquer layers

More laquer layers increase and enhances color

Do they distribute through a direct sales force, online or catalog, through labs

Expensive doesn’t always mean better
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Increase revenue

Increase customer satisfaction

Word of mouth referrals

Being considered the expert in your community
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