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Research Objective

Jobson Optical Research launched this online
survey in August 2018 to gain an understanding
of how optical laboratory executives view the
current business climate for labs, and how well
they think their company is prepared to meet
the challenges and opportunities they encounter
in today’s optical market.
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Methodology

* This survey went to field on August 2" and came out
of field on August 14,

* Respondents were contacted via email and asked to
click on a link to complete the survey.

* An incentive of a chance to win | of 2 $100 Amazon
gift cards was offered to entice participants.

* A total of 87 active optical laboratory employees
responded.
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Respondents

* Of the survey respondents, 65% work in an
independently owned lab.

* |7% work in a lab owned by a lens manufacturer,
while 2% work in a lab part of a retail chain.

* A little more than half of lab employees

responding, (53%) are owners and/or lab
managers.
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Type of Lab

64.4%

16.1%
11.5%
8.0%
An independently owned lab Cwned by a lens Part of a retail chain Orther

manufacturer

Source: Jobson Optical Research; The Vision Council’s Lab Division
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Position at the Lab

52.9%
29.9%
11.5%
10.3% 8.0%

o - >

—
Owner/llab  Sales Manager Sales Rep Customer Accounting Other

Manager Service

Source: Jobson Optical Research; The Vision Council’s Lab Division
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Primary Strengths of Your Lab

71.3% 69.0% 66.7% —
' 58.6%

56.3% 57.9% 50.6°%

Maintaina  Maintaininga Having streng  In-house Investments in  Offering a mix Offer same day  Offering
continuous  loyal customer relationships  training for  state of the art  of premium  or next day  compettively
work flow base with key  technical staff lens processing brands turnaround en priced private
vendors technology Rx jobs label lenses as
an alternative

Lo premium
brands

Source: Jobson Optical Research; The Vision Council’s Lab Division
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Single Most Important Strength of Your

Lab

25.3%
17.2%
10.3% 9.2%
. 8.0%
6.9%
Maincaining a loyal Offer same day or next  Offering competiovely  Inestments in scace of  Maincin a concinuows  Wolization of Sbe Sigmal
cuscomer basa day wurnarcund on Bx  priced privace label lenses  che art lens processing work flow Lean Manufacouring!
jobs as an alvernative o technology Industry 4.0
premium brands manufacturing protocols

o contral qualicy and

Source: Jobson Optical Research; The Vision Council’s Lab Division e
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Primary Weaknesses of Your Lab

33.3%
28.7% 27 6%
16.1%
Inability to compete with labs Insufficient resources to Inability to attract qualified  Ineffective marketing programs
offering steep discounts or high continuously invest in capital employees
incentives equipment upgrades

Source: Jobson Optical Research; The Vision Council’s Lab Division
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Single Most Significant VWeakness of

Your Lab

21.8%
17.2%
1265 11.5%
10.3%
Inability to compete with  Inability to attract Insufficient resources to  Ineffective marketing Reliance on older,
labs offering steep qualified employees continuously invest in programs outmoded technology
discounts ar high capital equipment
INCENtives upgrades

Source: Jobson Optical Research; The Vision Council’s Lab Division
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Biggest Opportunities for Your Lab

55.2% 54.0%
50.6%

25.3%

Expand preduction  Develop specialty niches Invest in new technelogy Partner with vendors to
capacity to accommeodate that differentiate from to minimize remakes and develop new
anticipated growth CoOmpetitors boost yields technologies

Source: Jobson Optical Research; The Vision Council’s Lab Division

20.7%

Expand workforce
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Single Biggest Opportunity for Your
Lab

27.6%
25.3%

24.1%

9.2%
6.9%

Develop specialty niches Invest in new technology  Expand production  Partmer with vendors to Expand workforce
that differentiate from to minimize remakes and capacity to accommodate develop new
CoOMpetitors boost yields anticipated growth technologies

Source: Jobson Optical Research; The Vision Council’s Lab Division
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Biggest Threats to Your Lab

42.5% 41.4%
' 39.1%
33.3%
27.6%
20.7%
High cost of new Managed vision care Competitors offering Difficulty in Inability to compete Rising labor costs
technology companies that steep discounts  attracting qualified  with better funded
require providers to employees competitors

use the MYC’s |ab

Source: Jobson Optical Research; The Vision Council’s Lab Division
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29.9%

19.5%

13.8%

Managed vision care
companies that require
providers to use the
MVC's b

High cost of new
technology

Competitors offering
steep discounts

Source: Jobson Optical Research; The Vision Council’s Lab Division

VM Labfaik
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Biggest Threat to Your Lab

13.8%

8.0%

Difficulty in attracting
qualified employees

Inability to compete with
better funded
competitors
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