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The New Buyer’s Mindset 
 Current reports are all pointing towards previous 
overspending as the number one culprit in the economic 
downturn.  Consumer purchasing habits are changing to a 
more needs based spending as opposed to the “have to have” 
mentality and it looks like these changes in spending habits 
may be permanent.   
 
 To adapt your practice to the new consumer mindset, 
it is important to understand how your patients’ attitudes 
have changed.  Resolving yourself to the idea that patients 
want the bare minimum or only what insurance will cover 
will not be effective for anyone.  Your sales will undoubt-
edly decline and patients will leave without products that 
would truly benefit their vision.  Consumers still have 
money to spend but they just want to make sure they are 
spending logically and getting the best deals for their pur-
chases. 
 
  Taking time to educate patients on the value of their 
purchase helps them make an educated decision and allows 
them to give themselves permission to buy.  If they also per-
ceive their need for a product, they will find a way to buy it.  
Packaging (or bundling) of more than one product has been 
a strategy used by retailers and manufacturers for decades in 
both consumer and industrial markets.  The hardware and 
software packages offered by computer manufacturers, vaca-
tion packages offered by the various travel agencies, shaving 
foam sold along with razors are a few commercial examples 
of bundling.   
 
 Consumers are comfortable with  the concept of 
packaging and the convenience it offers.  There is also a per-
ception of getting more for their money.  Packaging within 
your business can be beneficial on many levels.  There are 
so many choices available, it can often be overwhelming for 
your patient.  By offering a “good, better, best” scenario, it 
streamlines the selection process making their decision less 
stressful and time consuming.    
 
 Keep it simple.  One of the main benefits of packag-

ing is making the decision process easier for the patient.  
Have a few simple packages that include the features and 
benefits that will fit most patients needs.  If it takes more 
than one page, it is probably too complicated.  Don’t be dis-
couraged if you find it necessary to “tweak” your program.  
Work on it until you have a program in place that is simple 
to use, easy for your patients to understand and results in a 
majority of patients purchasing lenses that give them the best 
visual performance. 
 
  Trivex, polycarbonate and higher index lenses in-
herently include UV protection, lightweight and thinness 
properties, which makes it easy to present them as “all-
inclusive” material options.  Progressive lenses offer visual 
clarity in virtually all zones with a natural appearance.  By 
combining these materials and lens options with an anti-
reflective coating you will have packages to accommodate 
virtually every patient.  Additional vision advantages, such 
as photochromics or polarization, can be offered at a flat 
price over the package amount. 
 
 Upsell your patients by educating them on the value 
of their purchase and utilizing point-of-sale displays, bro-
chures and wearing the products yourself.  Do not be afraid 
to present the products that will benefit your patient’s vision 
as you are the expert and they rely on you to present the best 
solution to their vision demands. 
 
 To help incorporate packaging into your office, Mid-
west Labs now has frame and lens packages available for 
virtually all of your patients needs.  Simple Choice for econ-
omy and second pair sales, Ono for your fashion forward 
clientele, Pure Titanium rimless for the minimalist look, 
Marco sunglasses and two children’s packages.  Pricing in-
cludes frame, edging fees and lenses, making it almost ef-
fortless to offer these packages to your patients.  We also 
offer customized dispensing mats for your dispensary and 
assistance in setting up your package options.  To receive a 
complete frame package catalog or schedule a time to review 
the frame lines, please contact your Midwest Labs location. 



 

$10 for every pair! 

 
 
 
 

 
For the value conscious customer 

 
In today’s economic climate, patients are searching for the best investment for their dollars.   

Midwest Labs own Naturalite lens products are your answer for your value conscious customers. 
 
          Uncut   Complete 
Naturalite Junior (SV Poly with AR)     $25.00  $35.00 
CR-39 Naturalite & Naturalite Short Progressive    $35.00  $45.00 
CR-39 Polarized Naturalite Progressive     $70.00  $80.00  
Poly Naturalite & Naturalite Short Progressive    $40.00  $50.00 
CR-39 Naturalite HD & HD Short w/ Naturalite AR   $60.00  $75.00 
CR-39 Transitions Naturalite HD & HD Short w/ Naturalite AR $100.00  $115.00 
CR-39 Polarized Naturalite HD & HD Short w/ Naturalite AR  $80.00  $95.00 
1.60 Naturalite HD & HD Short w/ Naturalite AR   $80.00  $95.00 
1.67 Naturalite HD & HD Short w/ Naturalite AR   $100.00  $115.00 
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