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We no longer sell eyewear

We sell an
Eyecare
Experience
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A curated frame collection is a
visual invitation to delight.

It is the visual representation of
you as an optician and what you
want for your people:
clients/patients/friends/customers/
family.
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Dictiongry

ﬁ carra-tion

What happens
if you DON‘T
curate?

Data only curation yields
the most popular colors,
sizes and shapes.

We regress to the mean.
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Being an optician is the
perfect combination of skills:

Science People Art
Optics, Anatomy, Geometry, Customer Service, Billing, Frame Styling, Transforming
Manufacturing, Disease Encouragement, Self Images, Projecting
Mechanism, Trigonometry, Emboldening, Discovering Personality, Color Analysis,
Fitting, Manufacturing Needs, Meeting Them Fashion Forcasting,

FRAME BUYING

Curating
Within A
Collection

A collection s a brand or
asegment. All piecesina
collection are made by
the same company
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Bringing in a new collection
is exciting!

Before selecting the very first frame:
1. Have a buying strategy.
2. Know what you need the collection to accomplish.

3. Give yourselfspace and time.
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Buying Strategy

YOU decide how
you will buy.
]
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The Timeline

Promotions may be time bound, but you decide
when to buy.

B
Pull the trigger before you have holes in your
board.
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Use buy-down and buy-back strategies to make

space. L
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\When selecting frames to purchase,
how often do you do the following:
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PROS

« Difficu

« Difficult to kee

* You risk stopping

* Your favorite color

CONS

p track
of color, sty

P
count

number
perhaps before the
piece you need

shows up

may dominate
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PROS CONS
ou giveal « Zerocontrol
untability to the
p to helpyou be « Difficultfor your
successful team to be invested
in pi did not
Fast SE€

+ Promotes trust

PROS CONS

« Universal buy-in * Slow

« Your favorite color
may dominate

Consider Using Brand Ambassadors
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Method 4:
ultiple
| B stsellers
! CONS

PROS CONS

ons make « Slower

+ Requires

ace

+ More work for the
rep
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Method 5:
Activg
Curation
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Steps to
Actlve
Curation

Organize the best of the
collection int

al groups by

color, shape, pattern

Within each group, cull down to

32
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This simulates Eliminate any pieces that do not
what designers have a home
do.

Take photos so you can display
your frames as you have curated
them
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« Each subgroup is tight

+ Color is repeated but not the A men’s subsegment

represents different

same
« Different constructions are sizes, thicknesses and
represented colors

« Different sizes are represented

36
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Pairing
Ophthalmics
with Suns

This buyer had an imagination about
a display they wanted to create.

9/16/2024

Continual Curation

Method 1: Flipping-flip and the collection migrates
naturally without cohesion

Method 2: Rep selects based on what is trending,
available, already selling

Method 3: Invest more time for everyone every time

Method 4: Buy the new bestseller in du eor
triplicate, do what with the stragglers?

Method 5: Examine color groups that sol in the

group with the same or another in the fam ‘
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The best data come from
Frame Board Management

1. Eachcollectionis allocated a
number of board spaces.

. Rather than wait between visits,
you purchase the same frame
from the manufacturer to sell
again.

. Pure data on how many times the
frame sells informs the next
purchase.

4. You will be best able to measure
the performance of a line and
make good decisions with this
practice.

N

W
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Calculating Frame Turns with
Frame Board Management

Find the number of pieces sold (or purchased)

in a given period of time

Divide the number of pieces sold by the

number of slots allotted

Annualize the number by multiplying by the
appropriate number to reach one year

Example 1: Family Eye Care

In the last 4 months, we sold 23 pieces of Brand X frames.
There are 50 board slots allocated to allotted Brand X.

23 Sold /50 Slots = .46
4 months x M =12 months, M=3

46 x3=138Turns

41
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Example 2: Double Vision

Double Vision doesn't use
FBM, nor do they have an
inventory system to report on
sold pieces. When they
originally brought in Brand X
two years ago, they
purchased 47 frames. In the
last six months, they have
purchased 27 frames and
now they have 52 on the wall.

27 frames purchased/ What?

If we use the original
purchase, 27/47 = 57

6 months x M =12 months,
M=2

57 x2=114Turns
If we use the current

collection we get 1.04
Turns
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What is a
good turn?

It's all relative.

Almost always, your highest price line will turn
less than your lowest. That's economics,

Ahigh turn in a value line does not mean you

should give it more

Profitability of the line is ultimately the

indicator. Profit = Revenue - Cost

11
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Frame Board Management
will increase your turns
overall.

Ifyou have the best pieces in stock because you
reorder them, you will sell more of them.

You will also uncover programs, incentives and
rebateswhen you do this.

How do you know if o piece is good
and should be reordered?

A W s
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t f
RYEBING {Fack

T saving the price tag and saving in envelopes or

drawers by vendor

2. Writing down framesthat are winners ina frame

board ordering book
3 Ordering right away

2 Running reports including days on the shelf

47

Curating
Betweqn
Collections
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A T

How do you decide if you will cut a

line?
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At least once a year:

Calculate the turns for every
collection you carry, on the
same day if possible

Put them in a spreadsheet
Sort each brand from highest
turn to lowest

Give thought as to why that
is so and if you could live
without the least performing
line

2 Add to the spreadsheet every
year to see trends over time

iy

.
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Book a Line Review with your Rep

+ Ask them to come prepared with

their data about trends and
performance of your account

« Share data, including how their lines

compare to others in your practice

* Be clear about your performance

expectations

« Celebrate wins

* Be transparent about future plans

Components

contact information:
email and phone

numbers

of a Line Review

RETROSPECTIVE

It include:

CURRENT

umn
information from
previous years, if
available

Cira Collins, ABOM cira@cira.me
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Line Review, Continued:

THOUGHTFUL CONVERSATIONAL

Allows

sugg

CLEAR ASK

ent about
ch be doing
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Cut at

If you intend to evolve your
collection over time, you
will need to cut.
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But How?

T present the datato your rep

2 Review the strategiesyou have
tried and let them know you will
not be continuing with the line

3 Agree to sell the line down or
find a strategy for a swap out

4 put the line on sale

Then what?

Assess if the demographic you were servicing
with that line is still coming to your practice

Rekindle the conversation with the lines you
have had your eye on

Think about the next trend

Consider a higher price point

Do not wait until all the previous line is sold
before pulling the trigger on the new
addition.
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Develop a
Table

You will use this to meet your
demographic needs.

X- axis: Your Values
deas for the X-axis:

Womnen's/Children's, Sizes, Origin,

1) What do you think of this
assortment?

2) How much time do you
think this buyer spends
with reps?

3) Does it feel like frame
gallery?

4) How many pieces do you
suppose this gallery
carries?

5) Would you feel confident
you would find something
here?

6) Would you shop here?

Example 1: 20 Reps, 22 Brands

5

Value: Price

Need

$200-$350 250+

Aspire

Dill Dalli
x

e | Lilly Pulitzer

Lafont

<<=

Cira Collins, ABOM cira@cira.me

60

15



Curating Frame Collections

9/16/2024

Example 2: 12 Reps, 12 Brands

Demographic Value: Construction

Need Metal Acetate
Color Orgreen Lafont
Chunky IMM IMM
Lightweight Mykita Mykita
French Lafont Lafont
Japanese Masunaga Matsuda
Petites Anne et Valentin Anne et Valentin
Rounds Kala Kala

Cateyes Francis Klein
Preppy Barton Perreira Garret Leight
Titanium Theo X

A T

What demographic categories do you
need frames for?

61

Time

Curating Over
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writing down every
time a patient says
something they are
looking for that you

don’t have. It's gold.

16
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Capture their name and contact
information and let them know when

you bring in something matching that welcome Frame Reps

description

« Offer an additional percentage off In your gallery, provide a
Eve n Bette r when they do buy from you warm welcome
Share your intent with
Attend shows, take pictures, gather gatekeepers
cards

Communicate a short
timeframe

Make notes

Set clear expectations

* Make a Pintrest board of frames that
you are drawn to FOR YOUR PATIENTS

.
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« Shop at shows for what
your patients aren’t
finding with you now.

* Make notes about the
demographic
categories each line
you see might fit.

One a Ye

Migrate your collection
too fast or slow and you.
lose loyals.

GENERALLY GO UP IN PRqu
rnmdcryourtcam‘sabmytoseﬁl
& higher price points
INVEST IN TRAINING

Both for brand and sales skil
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S

nnounce
the new
arriva

OCIAL MEDIA

Web assets
from new
vendor

+ Make a series:

why, who, what,
invitation, call
to action

FRAME STYLING
EVENT

DISPLAY HEAVILY

Constant
(]

Curation

[ ]
will:

L o i [+ [l
DELIGHT YOUR BE PROFITABLE DRIVE OUTPACE PA/AI KEEP YOUR
PATIENTS ENGAGEMENT ARTISTRY

All of this to drive your FRAME GALLERY to best
represent you
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Your feedback is taken very
seriously. Please evaluate this
session.

Reach out at cira@cira.me

71

Cira Collins, ABOM cira@cira.me

70

18



