
The Opticians Association of America State Society 

September/October 2015 Newsletter                           Editors: M. Asif & A. Raths 

Location: Dave & Buster’s  

    6010 Richmond Ave. 

                  Houston, TX 77057 

                  713-952-2233 or 713-346-0706 

                   

Registration: 6:00 pm - 7:00 pm 
Dinner:  6:30 pm - 7:30 pm 

ABO Seminar:  7:30 pm to 8:30 pm       Cost: 2015 Annual Members - FREE 

                      Non-members - $25 

RSVP by  

September 26th 
Online: www.coat.tv 

Text: 713-890-2520 

Founded in 1930, Vision-Ease Lens has become a recognized leading manu-
facturer of quality ophthalmic lenses through its superior technological ingenuity. 
The sole objective of Vision-Ease Lens is to develop and manufacture products 
that are both innovative and unmatched in quality. When you love what you do, 
you tend to do it better than anyone else. Every lens we make is a combination 
of passion, technology and common sense. We don’t just make lenses that work 
better on paper. We make lenses that work better on people. A company of real 
people making lenses for real people. Isn’t that the way your lens company 
should work?  

This course is an overview on the effects of blue light on the ocular system in 
terms of color, vision and acuity as well as its ability to cause photo damage to 
ocular tissues. Participants will understand blue lights effect on our circadian 
clock (rhythm); the non-seeing part of our visual system and the deleterious 
effects of blue lights disruption of our circadian rhythm. Participants will also 

see a comparison of luminance (lux) from sunlight, tablet screens and 
handhelds and a comparison chart of blue light by currently available filters, 

absorptive tints and coatings.  
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Established in 1926, the Opticians Association of America (OAA) serves  
as the only national organization representing opticianry's business,  

professional, educational, legislative and regulatory interests.  
 

OAA fosters, supports and sponsors programs of competency certifica-
tion, licensing and continuing education for professional development.  

 

For more information please contact the Opticians Association of Ameri-
ca's home office at 3740 Canada Road, Lakeland, TN 38002, 901.388.2423, 

chris_allen14@att.net, or www.oaa.org.  

 

George Carter has been in the opti-
cal industry, working with opticians, 
optometrists, and ophthalmologists 
for the past Nineteen years. Prior to 
Vision-Ease Lens, he worked with 
Universal Ophthalmic Instruments 

and Lombart for eleven years in both equipment 
sales and repairs.  
In 2007, George became an account manager 
for Vision-Ease Lens, and works with eye care 
professionals in Houston and the surrounding 
areas. He is a Level I and II Technical ABO ap-
proved speaker.  

COAT CHRONICLES 

By 

Mustafa Asif 

Hello Members, First of all I would like to Thank 
each and everyone who attended the meeting in 
July at Dave & Busters on the Katy Freeway 
which was hosted by Zeiss Vision. Jeff Hopkins 
was our speaker, who did an excellent job. 

One of our main goals as COAT leadership is to 
promote the profession of opticianry in the state of 
Texas. We are working with the Opticians Associ-
ation of America to educate the local residents of 
the state. Hopefully by November we will have 
some great news for you guys. I would like to en-
courage all members to sign up for the OAA Roy-
alty program with VisionWeb. The details are on 
the next page. This helped COAT in the past and 
it is off no cost to you. We could use all the sup-
port we can to make it a great organization.  

Also, if  you know any opticians in the city, who 
are not COAT members, please bring them to 
meetings and encourage them to learn from the 
excellent learning opportunities that are provided 
by our sponsors.  

Schools have started which is I am sure great 
news for all the parents. It is also an opportunity to 
educate our patients about the importance of eye 
exam for their children.  

September also means  FOOTBALL !!!! 

Go Texans  
COAT is always looking for your  valuable 
suggestions, questions, comments, ideas, 

thoughts, etc.,  

Please do not hesitate to contact me via              

Email: coatpresident@yahoo.com  

Phone or Text: 713-890-2520.  

 

We look forward to seeing everyone at the 

meeting on Tuesday, September 29, 2015 

 

Your COAT President  

Mustafa Asif,  

ABOC  

 

T-SHIRT DESIGN 

CONTEST 

Submit your    
designs to the 
email address 

below.  

Winner gets a 

FREE T SHIRT 

Deadline  

November 1st 

Must Design  

Front and Back 

Good Luck. 

mailto:chris_allen14@att.net
http://r20.rs6.net/tn.jsp?f=001Hp2d6QxYud_LI2s76-plq1EOVpHzCZPs3AiqdiHKXhj6Q85445gmaZ9NqVcYpCcYcYIqxQcLTtfEgZY-hUYiYGI121Hnet7yS4rPTW4VJ3GHQufoUfqJ9w_z7MNexZDBdqh0-AW5jCljQpAjwSwM356rlx_-bFk6&c=fRm98aUhwkkRjDaL81FG6iFpQp7hs3MuS8sUglx-61LZPPe4Y_koGQ==&ch=Wg5Tz
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By ordering ophthalmic products through VisionWeb, 
you can earn non-dues revenue for our state with the 
VisionWeb OAA Royalty Program. In addition to 
streamlining your practice though online ordering, 
every order you place will help our state association  
to earn royalties that will help fund membership build-
ing and practice enriching programs. 
 

What’s more, using VisionWeb to place your eyecare 
product orders online is FREE, and VisionWeb does 
not interfere with your supplier pricing relationships  
or buying group discounts, so you can continue to 
enjoy your discounts when you place your orders 
online through VisionWeb. 
 

How Does the Program Work? 

All OAA members who use VisionWeb are eligible to 
participate. To register, simply log in to 
www.visionweb.com and click the OAA Royalty Pro-
gram registration button. Once you register, all orders 
placed by any member of your staff will count towards 
your practice’s order total for the annual earning peri-
od, which runs from April - March each year. 
 

Once your practice places 600 orders during the earn-
ing period, a 1% royalty is earned on the tran-saction 
fee paid by the 1200 suppliers with whom you order, 
approximately $1 per order. Place orders during this 
time and we will increase the royalty percentage to 2%, 
place over 2,400 orders and we will increase the royal-
ty percentage to 3%. Get Started Today! 
 

Take advantage of the program and FREE online or-
dering by registering with VisionWeb today.  Register 
online at www.visionweb.com, or if you need addition-
al help, please contact VisionWeb Customer Service at 

(800) 874-6601. 

Streamline Your Practice and Support COAT! 

Last Meeting’s Winner was  

Tricia Le  @ Enhance Eye Care 

Thanks for a wonderful 
meeting organized by 
Zeiss Vision.  

From L-R Kimberley, 
Ken and Jeff, who was a 
great speaker.  

Austin being a 
great host and 
enjoying the 
evening with   

fellow COAT 
members. 

Enrique A. 
showing off 
the party 
packets.  

Always in 
party mode. 

It was a Full House at Dave & Busters. Thank You 
COAT members for attending. 

We appreciate the effort 
and support of our spon-
sors; Zeiss Vision and 
all the representatives 
who made this meeting 
possible. Thanks again 
to Jeff Hopkins for a 
wonderful course about 
Digital Eye Strain and 
AR Coating. 
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CAN ONE PAIR OF GLASSES DO EVERYTHING?  
One pair of eyeglasses equals compromise. One pair 
of glasses cannot be all things to all people and the 
reasons are pretty straightforward. Research sug-
gests that patients can understand the need for mul-
tiple pairs when the benefits are explained to them. 
In a recent research study, when consumers were 
detailed the benefits of polarized lenses and asked if 
they were interested in purchasing a pair, the majori-
ty said "yes." Yet in most offices, only about 20 per-
cent of patients have more than one pair of prescrip-
tion eyeglasses. 

WHY FOCUS ON MULTIPLE PAIR DISPENSING?  
Multiple-pair dispensing is critical for superior patient 
care and practice profit and stability. To be success-
ful, a plan and consistent follow through are essen-
tial. Here are the critical components for increased 
dispensing and sales of multiple pairs. 

 

 

 

 

Set Goals for the dispensing portion and the sales 
portion separately. For dispensing that's capture rate, 
multiple pair ratio, product knowledge and scripting. 
For sales include ASP (average sales price), COGS 
(cost of goods sold) and percent material costs (get 
copies of lab invoices and frame costs for COGS 
numbers). This means that an analysis of the prac-
tice is required. Go back and measure the last 3 
months. Establish this as a baseline. In an office 
meeting determine what are reasonable goals for the 
next three months. Benchmarks are 60 percent cap-
ture rate, 30 percent materials costs and a 20 per-
cent multiple pairs ratio as benchmarks. Determine 
area(s) of focus and set targets.  

ENGAGE THE TEAM  
Engage the team with individual goals. They are the 
assignment of reporting responsibilities, personal ed-
ucation, and actions for reception, pre-testing, exam 

 

and dispensing. 

Individual goal setting will assist with making the plan 
work since it addresses the areas where attention is 
required to meet the plan over the next three months. 
So for each individual, develop 3-6 goals per review 
period (1, 3 and 6 months) that complement business 
goals. All staff must understand the compromise of 
general-purpose eyewear and the advantages of spe-
cific multiple pair options. What gets measured gets 
done. 

ORGANIZE THE OFFICE & ESTABLISH A         
PROCESS  
At each office to patient touchpoint, integrate some-
thing related to multiple pairs. This way the process 
leverages the entire patient experience. Consider 
reading material, signage and POP in reception, 
questions asked in reception and data collected dur-
ing pre-testing. Develop methods to record this info 
and use it in the exam room and during the pass-off 
to the optician. 

 

 

 

 

 

 

TRACK AND REVIEW PROGRESS REGULARLY  
Once monthly, by owner and as part of an office 
meeting, review the numbers. For each category, list 
the successes, issues and actions required for  

By Staff 
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improvement. (Remember to praise publicly and 
counsel privately). Focusing on the positives encour-
ages others to perform better and be part of the 
team's success. Be sure to also look at the trends for 
the previous 3 and 6 months. Eventually a look at the 
previous 12 months is good as well as a direct com-
parison with the same month a year ago. 

MAKE ADJUSTMENTS  
Every month list successes and issues. Develop 1-2 
action items to address each issue. It may mean 
training or re-training, lab considerations, new POP, 
etc. The key to continuous improvement is realistic 
reviews and considered adjustments.  

"Reprinted with permission, The Opticians Handbook, 
Jobson Medical Information LLC, all rights reserved. 
Please visitwww.opticianshandbook.com, register (it's 
free) and enjoy more contemporary information about 
opticianry."  

More Highlights from the 
meeting.  The staff from   
Optic Vision enjoying the 
meeting. Laura and Michelle 
posing for the camera. Mark 
Rice is always the life o f the 
meeting. It’s a great honor to 
have COAT mentors to guide 
us every year. Thank You  

http://www.opticianshandbook.com/
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All ABO and NCLE certifications are for three (3) years. 
Continuing education credits (CECs) must be earned 
within the three year certification period and may not be 
accumulated and carried over from one period to anoth-
er. All CECs and renewal fees are due on or before your 
expiration date.  If you fail to complete the requirements 
on time, you have a 4th year to complete them. During 
that year, your certification is suspend ed. This suspen-
sion year is not an extension, but will overlap into your 

next certification period.  

Continuing Education Renewal Requirements: 

 ABO Certified: Send in 12 ABO approved CECs (up to 3  
  may be NCLE approved) and the $85 fee. 

 NCLE Certified: Send in 18 NCLE approved CECs (up to  
  6 may be ABO approved) and the $85 fee. 

 ABO and NCLE Certified: Send in 21 CECs (9 ABO  
  approved and 12 NCLE approved) plus the $170 fee. 

 

Acceptable Continuing Education Credit: 
For ABO: 

 Spectacle related courses approved by ABO with an as 
  signed course number. 

 Advanced certification prerequisite courses (ABO or NCLE). 

For NCLE: 

 Contact lens related courses approved by NCLE with an   
  assigned course number. 

 Advanced certification prerequisite courses (ABO or NCLE). 
 

Contact lens related courses approved by NCLE with an assigned course   
   number. Advanced certification prerequisite courses (ABO or NCLE). 

 

Alternate Renewal Methods: 

 New ABO: You may submit proof of maintaining a valid state   
 license if the state has a satisfactory provision for continu 

 ing education. 

 New NCLE: You may submit proof of maintaining a valid  
 state license if the license entitles you to fit contact lenses  
 and the state has a satisfactory provision for continuing  

 education.  

 For Either: You may also retake and pass the exam for  
 recertification instead of earning CECs, but only in the third  
 or suspension year of your certification. You may not sit  
 for the exam at any other time during your certification. 
 
Send CEC’s and renewal fees to:   
ABO/NCLE - 6506 Loisdale Rd., Suite 209, Springfield, VA 

22150, and include name, address and certificate number. 

 
 Check certification status 24/7 on the ABO-NCLE website.     
                                  www.abo-ncle.org  

 Diamond Level   $995 

- Full page ad (8.5” x 11 “) in 6 newsletters 
- Sponsor page web link 
- Logo on sidebar of five web pages 
- Ad image on Facebook 
- Ad send to members on twitter 

 Gold Level    $695 

-1/2 page ad (7.5”x4.5”) in 6 newsletters 
- Sponsor page web link 
- Logo on sidebar of five web pages 
- Ad image on Facebook 

 

 Silver Level   $495 

- 1/4 page ad (3.5"x4.5") in 6 newsletters 
- Sponsor page web link 
- Logo on sidebar of five web pages 
- Ad image on Facebook 

-Business card size ad (2.0"x3.5") in 6 newsletters    
- Sponsor page web link 
- Logo on sidebar of five web pages 
- Ad image on Facebook 

 Bronze Level   $395 

For More Information Please Contact 

COAT President Mustafa Asif, ABOC 

coatpresident@yahoo.com 

COAT Secretary Martha Dela Torre 

coatsecretary@yahoo.com 

 

You can also call the COAT office line  

Tel: 713-890-2520 

 

We at COAT believe in partnering with sponsors 
and advertisers so we can help educate the local 
optician. Your support helps us bring innovative and  
informative ideas to promote the field of opticianry.  
Thank You for your support. 
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Ads will be posted online for sixty days and in one     

bimonthly newsletter upon receipt of payment.    

1. Email ad to coatsecretary@yahoo.com   

2.  Enclose a copy of the ad & check payable to COAT   

3.  Mail to COAT - P.O. Box 27630 - Houston, TX 77227  

FEE SCHEDULE 
50 words or less - $40 
51-69 words        - $50 
70-85 words        - $60 
86-95 words        - $70 
96 and up            - $80 

Full time, certified OPTICIAN needed to manage a well-
established optical that is affiliated with the adjacent 
MD/OD practice in wonderful Bryan/College Station, Tex-
as. Very competitive salary with performance-based ex-
penses can be arranged. Hours are Monday-Thursday 
8:00-5:00 and Friday 8:00-3:00. No weekends!  Email 
your resume to: houser.jamie@gmail.com  6/18/15 

 

Full time experienced OPTICIAN. Small, family owned, 
high end optical boutique. Rice Village area. Dynamic 
sales skills. Lab skills. 3 Saturdays. Shorter hours during 
week. M-F 10-5 and S 10-4. Very competitive salary. 
Email resume to MKolodny@sbcglobal.net  4/28/15 

Eye Elegance is an independent optical boutique provid-
ing luxury eyewear in Houston, Texas since 1989. Our 
brand is expanding with a second location opening this 
fall. We are looking for 2 MOTIVATED F/T OPTICIANS 
with excellent customer service skills to join our team. 

Our ideal candidates should have at least 3 years experi-
ence in luxury eyewear sales and possess excellent opti-
cianry, written and verbal communication skills. Familiarity 
with the latest lens and frame technologies is essential. 
Applicants should be friendly, self-motivated and have 
strong problem solving skills. Strong computer skills 
would be beneficial. 

Responsibilities include: 

Providing top notch customer service while working with 
customers to identify and assess their eyewear needs. 

Perform eyewear adjustment/repairs. 

Inspect glasses, take optical measurements and problem 
solve any optical issues. 

Lens and frame ordering through online ordering sys-
tems.Help keep storefront organized and clean. 

We offer a very competitive salary, health, dental and life 
insurance, along with 401k with company match and profit 
sharing. 

Check out www.EyeElegance.com to learn more about 
us! E-Mail resume to mail@eyeelegance.com or                     
Fax 713-622-3339  

Posted: 8-3-15 

University of Houston is currently seeking an OPTCIAN to 

instruct, evaluate, train and work with optometry students 

in the selection, fitting and dispensing of ophthalmic eye-

wear. This Optician will also assist in clinic operations in a 

community health care setting. Additional duties include 

assisting and training students in opticianry skills; fabricat-

ing spectacles in finishing lab; analyzing patient’s optical 

problems and coordinating solutions with other clinics, 

doctors and laboratories; fitting, adjusting and dispensing 

eye-wear to patients; verifying spectacle prescriptions up-

on receipt from laboratory; working with optical laborato-

ries and vendors to maintain and order optical inventory; 

answering patient questions in person and over the tele-

phone; and performing other job-related duties as as-

signed. Candidates must be ABO certified (or working to-

wards certification), possess a minimum of 1 year of di-

rectly job related experience, and good bilingual skills in 

Spanish. 

For more information or to apply, please visit the Universi-
ty of Houston website at https://jobs.uh.edu/ and search 
for Job Posting  # S003137 . 

The University of Houston is constantly seeking talented 
people to join our team and offers a competitive benefits 
package that includes: access to the state-of-the-art Cam-
pus Recreation and Wellness Center, on-campus Day 
Care Facilities, free employee medical coverage, on-
campus Health Center, tuition scholarships and much 
more! The University of Houston is an Equal Opportuni-
ty/Affirmative Action institution. Minorities, women, veter-
ans and persons with disabilities are encouraged to apply. 
Additionally, the University prohibits discrimination in em-
ployment on the basis of sexual orientation, gender identi-
ty or gender expression 6/18/15 

Boutique optometry office in the Spring/The Woodlands 
Texas looking for a RELIABLE, ENERGETIC TEAM 
PLAYER that will join our private office. Job duties in-
clude reception, lens edging, frame styling and adjust-
ments, and excellent sales abilities. Position is full time, 
monthly bonus based on production, paid time off, paid 
major holidays, medical insurance benefits.                
No Sundays and some Saturdays off per month.   

Email resume to: drkpatel@todaysvision.com   6/18/15 

 

mailto:coatmail@sbcglobal.net
mailto:MKolodny@sbcglobal.net
https://jobs.uh.edu/
https://www.facebook.com/hashtag/s003137?source=feed_text&story_id=10155741332095603
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  Mission Statement 
Certified Opticians Association of Texas  

provides educational opportunities to certified  
and non-certified eye care providers, promoting 

opticianry as a Texas healthcare profession. 

September 

29 Meeting - Vision Ease 

November 

17- Meeting - Eye Care Express 

 

Time to RENEW your COAT  

memberships or 2016. 

We will have more information 
at the November Meeting.  

  2015 COAT CALENDAR 

2015 BOARD of DIRECTORS 
  

President: Mustafa Asif, ABOC 
Vice President: Austin Raths, ABOC  
Treasurer: Austin Raths, ABOC  
Secretary: Martha De La Torre 

Location: Dave & Buster’s  

    6010 Richmond Ave. 

                  Houston, TX 77057 

                  713-952-2233  

                       

RSVP by  

September 26th 
Online: www.coat.tv 

Text: 713-890-2520 

Registration: 6:00 pm - 7:00 pm 
Dinner:  6:30 pm - 7:30 pm 

ABO Seminar:  7:30 pm to 8:30 pm        


