





A broad knowledge to share

The assurance of your success

Your Varilux University partners

The courses at Varilux University are designed, organised,
and coordinated by four permanent staff members who
head an international team of over 30 experienced and
highly qualified instructors. From opticians, optometrists
and ophthalmologists, to orthoptists, psychologists, and
professors, all professions in the field of eyecare are

represented.

Choose the right location
for your learning needs

At our centre equipped with the latest educational tools
A conducive and professional environment equipped with
all the latest facilities and technologies needed to ensure

an effective learning experience:
e 370 m? of confortable and functional spaces,

e 2 classrooms (equipped with facilities for simultaneous

interpreting),
e 6 refraction units in 3 separate rooms.

Located within walking distance of metro, bus and railway
stations. Varilux University’s neighbourhood is filled with
hotels and restaurants which rank amongst the most

desirable in Paris.

At your own premises wherever you are in the world

We tailor our curriculum to your specific learning needs
and organisational constraints. As a result, the same
classroom and workshops courses taught at Varilux
University in Paris can be delivered right on your own

premises or next to it.

Varilux University publications
Your reference sources
during and after training

The Ophthalmic Optics Files, is a collection of publications available
in more than 10 languages and which cover the essential technical
concepts in the eyecare professions. Books on a wide range of
topics have already been published, with “Progressive
Lenses”, "Practical Refraction” and “Materials and Treatments”
being the latest. Used as teaching materials during workshop
training courses, they also serve as reference sources for you
and your staff and can even be used to explain aspects to your
customers. The Ophthalmic Optics Files are sought and endor-
sed by many eyecare professionals around the world.

The Varilux Fitting Guide is an indispensable guide. Published in
over 25 languages, it helps you to understand and correctly fit
progressive lenses for all your presbyopic customers.

AUl Varilux University publications are available for downloading or
purchasing at www.varilux-university.org

E-learning at Varilux University
Web-based training

Varilux University's e-learning curriculum allows you
to learn at your own pace. You select the courses you
need and benefit from post-course follow-up. It also
provides a way for your staff to receive training without
having to take a leave of absence.
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A complete range of workshop training

All training sessions are taught by experienced instructors over a period of two or three days and
include both classroom and workshops.

Practical
Optics

Boosting
your sales

Learn the basics  Learn innovative
and methods used and productive
in optical practices. sales techniques.

Varilux University is a training centre accredited internationally to deliver training

professionals.

Increasing the Practical Low Vision
satisfaction of Refraction

presbyopic

customers

This course en- Learnaboutor  Add low vision
hances participants’ refresh your services to your
understanding of knowledge on this offering. Expand
presbyopia and key procedure and your skills in low
progressive lenses improve your skills vision and provide
so that they can  with workshops  effective solutions
provide their practice and to the rapidly
customers with  binocular vision'  growing demand
better service examinations. for low vision aids.
and thus boost
their sales.
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visit www.varilux-university.org
for more details on dates, prices, registration, and additio-
nal information on our continuing education workshops.

Visitors to the Varilux University website can also:

e order the Ophthalmic Optics Files and Varilux Fitting
GII ide,

. q}der refraction or dispensing instruments,

-/ind publications and books written by our experienced
/ instructors.



Practical Optics

tearn the basics and methods used in optical practices.

Aims:

Teach participants the knowledge
needed to work in an optical
practice.

Duration: 2 days - Location: Varilux University

DAY 1:9.00 to 18.00
SELECTING THE RIGHT EYEWEAR

e Introduction to optics: basic concepts, anatomy of the
eye, refractive errors, accommodation and presbyopia.

e Customer management: greeting, identification of
needs, frame selection, interpreting prescriptions.

e Lens selection: geometries, materials, treatments.

DAY 2:9.00 to 18.00
HOW EYEWEAR IS MADE

* Measurements: lens centring rules, frame alignment
and adjustment, measurement of pupillary distances
and heights, and frame parameters.

e Ordering lenses: lens type selection, diameter
selection, the ordering process.

e Edging and fitting of lenses: lens identification and
measurement, checking, blocking, edging and fitting.

e Delivery: frame adjustment, lens centring check,
vision quality check, advice on wearing and care.
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Instruction:

e Alternation of classroom
and workshops instruction.

e Teaching material and
tools provided to
participants.

e Practical approach to the
basic concepts of providing
to quality customer service
in optician’s shops.

Mices and additional details visit www.varilux-university.org
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Boosting your sales
Learn innovative and productive sales techniques.

Duration: 2 days - Location: Varilux University Duration: 1 day - Location: your shop

Instruction:

Aims:

Teach participants the skills
and knowledge needed to
apply innovative sales techniques
and upsell to value-added

MODULE 1: SALES METHODS

DAY 1: 9.00 to 18.00

e |ntroduction, aim, environment and expectations.

e The concept of sales and the two qualities of a sales
assistant/consultant.

MODULE 2: INSTRUCTION
DAY 3:8.00 to 18.00

8.00-9.45 (entire team):

e Alternation of classroom
instruction and role-
playing activities in which
the participants are placed

* Quick start-up and additional instruction

e Substance: Greet (takeover bid] - Learn (FOCA) -
Pitch (BAF] - Handle objections (TOQ) -
Cross-selling - Wrap-up.

e Form: Smile - Non-verbal communication -
Postures (standing and seated) - Structuring
and driving a sale - Use of sales tools.

lenses. » Taking over the wheel, making a friendly takeover: in specific sales situations.

how to greet customers appropriately in order to
build rapport.
10 e Understanding the sale process: types of customer,
S types of sale and examples with various occupations.

e Understanding the customerand their needs thoroughly:
the various types of questioning, FOCA (method of
understanding customer needs faster], targeting
questions to shop business objectives, rewording
in neutral or inductive terms.

e Learn to listen attentively and communicate better.

e Summary of day 1.

Group work is used to re-
inforce the concepts learned
during the individual
exercises and to tailor
them to each participant’s

needs and expectations.
10.00-18.00:

e Real sales situations followed by tailored,
individual evaluations to firmly establish
the right reactions (in presence of manager).

During the course, an action
plan is defined for the
specific needs of each

participant’s occupation.
18.15-19.00 (Manager):

e Evaluation of the day’s activities and assistance
in building individual and collective action plans.

DAY 2: 9.00 to 18.00
* Creating.an effective sales pitch: difference between

Held at the retail outlet to
allow the instructor to

a salesargumentand a sales pitch; BAF selling; building
BAFs and demonstrating your shop's flagship products
and lenses; cross-selling. Dealing with resistance

apply the new concepts
learned by the sales team
directly in their environment.

and objections: the form and substance of an objection;
the TOQ method; price objections and upselling, .
demonstrations. _~
¢ Clinching a sale: cross-selling; the telltale signs that
the customer is ready to buy; wrap-up techniques; gt
dealing with final obstacles; reassuring the customer =
and paving the way for loyalty. —
e Building loyalty: delivery; loyalty factors. e —
e Handling delicate situations: over the phone; face to face. e
* Recap of the two days; wrap-up and creation of individual e
action plans.




Increasing the satisfaction of presbyopic customers
This course enhances participants” understanding of presbyopia and progressive lenses
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so that they can provide their customers with better service and thus boost their sales.

Aims:

Understand the current
situation of presbyopia.
Review the principles of cor-
recting presbyopia. Explore
measurement techniques in
detail. Better understand
Varilux progressive lenses.
Know how to solve problems
adjusting to progressive
lenses. Learn how to sell
your progressive lenses
better.

Location: Varilux University - Duration: 3 days

DAY 1:9.00 to 18.00
UNDERSTANDING AND CORRECTING
PRESBYOPIA

e Presbyopia current and future trends.
e Current understanding of presbyopia.
e The keys to successfully fitting progressive lenses.
e Workshops in small groups:
WS1: Determining the prescription for a presbyopic
customer’s distance vision and near vision.
WS2: Prescription trial and checking at the dispensing table
WS3: Measuring and centring methods.

DAY 2:9.00 to 18.00
SUCCESSFUL DISPENSING
OF PROGRESSIVE LENSES

¢ Workshops in small groups (continued).

e Special cases of fitting progressive lenses.
e Analysis of cases in small groups.

e How to solve adaptation problems.

e The design of Varilux progressive lenses.

DAY 3:9.00 to 17.30
BOOSTING YOUR PROGRESSIVE LENS
SALES

e How to increase your progressive lens sales.

e Approaching presbyopic customers.

e Taking control of conversations with customers.
e Determining the customer’s needs.

e Pitching and dealing with objections.

e Successfully selling value-added products.

e Recap and wrap-up.

Duration: 2 days - Location: your premises

DAY 1:9.00 to 18.00
SUCCESSFUL DISPENSING

OF PROGRESSIVE LENSES

¢ Presbyopia current and future trends.

¢ The keys to successfully fitting progressive lenses.

e WS1: Prescription checking and final selection of
lenses at the dispensing table.

o WS2: Measurements, delivery and guidance on distance
vision and near vision.

¢ The design of Varilux progressive lenses.

¢ Dispensing progressive lenses in special cases.

¢ How to solve adaptation problems.

DAY 2: 9.00 to 18.00
BOOSTING YOUR PROGRESSIVE LENS
SALES

e Approaching presbyopic customers.

e Taking control of conversations with customers.
e Determining the customer’s needs.

e Pitching and dealing with objections.

e Successfully selling value-added merchandise.
® Recap and wrap-up.

Feel free to contact us for information on special training
needs (group sessions, sessions outside Varilux University

centre in Paris, sessions at your premises, other languages; ==

etc..). —

Instruction:

e Choice of location.

¢ Alternation of classroom
and workshop instruction.

e Teaching material and
tools provided to participants.

k For-dates, prices and additional details visit www.varilux-university.org




Practical Refraction

Learn about or refresh your knowledge on this key procedure.

Improve your skills with practice and learn about binocular vision examination.

Aims:

Review the basics of refraction.
Know how to determine optical
prescriptions. Acquire a
pragmatic approach to eye
examinations for ametropic
and presbyopic patients.
Learn how to analyse an
optical prescription rapidly.

LEVEL 1: REFRACTION BASICS
Location: Varilux University or your premises - Duration: 2 days
Audience:

Eyecare professionals wishing to learn or refresh their
skills in refraction for distance vision and near vision.

DAY 1:9.00 to 18.00

Morning:
e Lecture: practical theory of refraction.
e Workshop: refraction using the trial frame.

Afternoon:
e Lecture: binocular vision balance and checking.
e Workshop: refraction with the phoropter.

DAY 2: 9.00 to 18.00

Morning:

e Lecture: refraction for near vision and methods for
determining the addition of the presbyopic patient.

e Workshop: refraction for near vision in presbyopic
patients.

Afternoon:

e Lecture: trial and checking of prescriptions at the
dispensing table.

e Workshop: analysing and checking the refraction at
the dispensing table and on refraction practice.

e Wrap-up: Q&A, summary.

LEVEL 2: ADVANCED REFRACTION
Location: Varilux University or your premises - Duration: 2 days
Audience:

Eyecare professionals wishing to broaden their
understanding of refraction, especially on binocular
vision, and who possess solid knowledge of the topics as
discussed in level 1.

DAY 1:9.00 to 18.00

Morning:

e Lecture: review of subjective and objective
refraction methods for distance vision and near vision.

e Workshop: refraction with the trial frame, manual
phoropter or a digital phoropter.

Afternoon:
e Lecture: binocular subjective refraction.

* Workshop: interactions, accommaodation/convergence,
practice of binocular subjective refraction.

DAY 2:9.00 to 18.00

Morning:

e |_ecture: analysis of binocular vision, basic examination.
e Workshop: basic binocular vision examination.

e |_ecture: analysis of binocular vision, in-depth examination.

Afternoon:
e Workshop: in-depth binocular vision examination.
e | ecture: examination of special cases.

Instruction:

e Strong emphasis on
work: summary lectures
and several practical
exercises.

e Teaching material,
“Practical Refraction”
Ophthalmic Optics Files,
and teaching tools
provided to participants.

e The easiest and quickest
eye examination methods
are presented so that
participants can subsequently
implement them easily and
effectively in their practices.
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Aims:

Know how to serve the needs
of visually impaired customers
and provide follow-up In
consultation with partner
prescribers and vision
rehabilitation therapists. Learn
about low vision aids, their
characteristics, and their
uses. Learn about adaptation
methods and how to choose
the right devices to create low
vision equipment. Learn how
to create, organise, and develop
a low vision practice.

Low Vision
Add low vision services to your offering. Expand your skills in low vision
and provide effective solutions to the

Location: Varilux University - Duration: 2 days

LEVEL 1: LOW VISION BASICS

Audience:

Eyecare professionals with practical knowledge of
refraction and wishing to expand their activity with
low vision practice.

DAY 1: 9.00 to 18.00

e Low vision: current and future trends.

e Treatment of low vision: who does what?
e The causes of low vision.

e Rehabilitation of the visually impaired.

e Optical and electronic low vision aids.

¢ Adaptation methods and device selection.

DAY 2:9.00 to 18.00
e Workshops in small groups: refraction in the
visually impaired; measurements; assembly

of low vision aids.

e |nstruction in the use of prosthetics.

e Relationships between the patient, prescriber,
therapist and fitter.

* Practice layout; determining the type and
amountof equipment needed to start up a low
vision activity.

¢

Location: Varilux University - Duration: 2 days

LEVEL 2: ADVANCED LOW VISION

Audience:

Eyecare professionals who have taken the Low Vision
Basics course or who already have experience in low
vision and would like to improve their skills.

DAY 1:9.00 to 18.00

e Psychology of the visually impaired.

e |In-depth look at devices.

e Hands-on workshops: identifying the needs of the
visually impaired; refraction in the visually impaired;
selecting low vision aids and teaching patients
how to use them.

DAY 2: 9.00 to 18.00

e Hands-on work with actual visually impaired patients:
listening to and analysing their needs, and finding the
aids best suited to them. What the visually impaired
expect from an optician.

¢ Case histories: analysis of the records of visually
impaired patients brought in by participants
and/or the instructor.

rapidly growing demand for low vision aids.

Instruction:

e Coordinated participation of
the various professionals
who care for the visually
impaired (ophthalmologists,
orthoptists, optometrists,
opticians, low vision aid
specialists, and psychologists).

Alternation of classroom
instruction and exercises.

Case studies and practice
using real equipment.

Teaching material provided
to participants.

Participants are placed in
real-life situations involving
simulated pathologies and
actual visually impaired
patients.
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International Continuing Education Centre
for Eyecare Professionals

13, rue Moreau - 75012 PARIS - France

contact@varilux-university.org
Tel.+33 141790810 /Fax. +33 1417908 19

www.varilux-university.org

Metro
Line 1 (La Défense - Chateau de Vincennes): Bastille
Line 5 (Bobigny - Place d'ltalie): Bastille or Quai de la Rapée
Line 8 (Balard - Créteil): Ledru Rollin or Bastille

Bus
Bastille station
No. 91: Montparnasse 2 Gare TGV - Bastille
No. 20: Gare Saint-Lazare - Gare de Lyon
No. 69: Champ-de-Mars - Gambetta

Train stations
Gare de Lyon (2 stations away from Metro line 1: 5 minutes)
Gare d'Austerlitz (2 stations away from Metro line 5: 5 minutes)

Gare de 'Est/du Nord (7-8 stations away from Metro line 5: 15 minutes).

Airports
Shuttles to and from Roissy-Charles de Gaulle and Orly airports
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