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the face of vision care sales

97% strongly agree/agree that they like the idea of
seeing an independent sales consultant
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88% believe an independent representative will
be more objective in his sales approach
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ALL prefer the convenience of 1 call detailing 3-4
products rather than seeing 3-4 separate
representatives dedicated to each product*
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*Except for 1 practice that had no opinion




84% are comfortable for the same sales person to sell
similar products from different companies at each visit
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90% would be happy to see and independent
sales person on a similar basis in the future
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Most would be prepared to see an independent sales
consultant every 3-6 months
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84% would be prepared to spend 20 — 30 minutes
with an independent sales consultant
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