
Building a Specialty CL 
Practice As Fast As 
Humanly Possible



W

• Treehouse Eyes, myopia director

• Vision Source, administrator 

• Optometry MasterClass LLC, founder

• Visionary Optics, consulting/honorarium 

• WAVE contact lenses, honorarium

• Weave, honorarium 

• Euclid Systems, consulting, ad board 

• UCI Gavin Eye Institute, honorarium 

• MES Vision, medical records auditor 

• OCOS, RHOS, honorariums

• Contact Lens Spectrum writer

• GMS Symposium, honorarium

• Vision with Answers.com, editor

• Vyluma, ad board 

• Coopervision, honorarium 

• NIDEK, consulting 

• SightGlass Vision, ad board

• Neurolens, honorarium 

• Woo U,  honorarium

• CA Dept of Justice, expert witness

• PECAA, honorarium

• CEWIRE speaker, honorarium

• APME, honorariums

• Review of Myopia Management, honorarium

• Review of Optometry, honorarium

• Eyes on Eyecare, honorarium

Financial Disclosures for Dr. Thanh Mai









Pareto’s Principle
80% of your work output results from 20% of your effort



Step 1: Who 
is your WHO



Beware the N = 1

“External marketing doesn’t work”



Tabbing a Specialty CL Staff Expert

● Your WHO on your staff that helps the patients 
and helps with marketing



Step 2: What is my System?

Best ideas are from 
non-ODs

Best practices don’t 
need people, they 
need systems





Step 3: Master My Time

MON TUE WED THU FRI SAT SUN

1.  Quote: “Don’t show me your priorities, show me your calendar.”  Staff mtg? Marketing?



Step 4 : Internal 
Marketing 



The Reward System

● If you don’t have a treasure chest or 
something like it, you ain’t legit yet.

● Don’t commit myopia malpractice



The E-Book, 
white paper,

etc.



Phone call scripts

● “Yes, you called the right place! Our practice is the 
best when it comes to ________. We usually start 
with a consultation to answer all your questions 
regarding our program where you get to meet the 
doctor directly. 

● Ideally the CL staff expert fields this call



Your First Lecture is Internal

Do specialty CL lecture

● Helps to train them better 
about the WHY and science

● This is your rehearsal



Step 4 : External 
marketing - the fire to 
a 7 figure specialty CL 
practice



Who is your WHO target Niche 
for a Scleral Practice



Hi Dr. Cornea,

I am optometrist in Costa Mesa and we see many patients with corneal diseases (particularly keratoconus). 
I've seen your name on multiple charts throughout the year and the patients are always very happy with 
your care!

I am referring you a patient today for a cross linking consultation who will be calling your office 
soon. 

Lastly, I was hoping to meet you in person for lunch or even just coffee when you have a moment? It'd be 
great to meet you personally so I can comfortably refer. My good optometry friends all tell me you are great.

Thanks,

-Thanh Mai OD FSLS







Success




