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WITH THIS, our annual Lab

Innovator of the Year award, we honor the

core of our industry. Without innovation,

the independents could not compete (with

apologies to the corporate labs, of course).

In order to succeed, an innovative lab must

have a complete understanding of our industry,

from vendors through internal needs to

customers’ desires.

This year’s recipient, Luzerne Optical

Laboratories, Ltd., located in Wilkes-Barre,

PA, epitomizes all that is necessary for suc-

cess. Without relying on outside consultants

or business experts, this independent

wholesale optical lab has established a

culture for success based upon using tech-

nology to serve its customers needs. If I

have heard it once from Luzerne Optical,

I have heard it again and again, “We owe

it to our customers.” 

That focus, established by the founder

John P. “Jack” Dougherty and his wife

Lorraine, then carried on by the next gen-

eration, Neil, John, Renee, and Yvonne,

and Neil’s wife Elizabeth, continues to

build on that success. With almost 200

employees, it is still a family business,

now an extended family! Jack still works

daily and even on weekends, edging jobs

and checking work on his Vertometer.

As Neil Dougherty said, “Even with

all our technology, our primary strength is

our people. I can’t say enough about our

personnel and the great job that they do.

They’re a big part of why we’re successful.”

Certainly technology is a constant

emphasis, investing early to be the first in

the market, and establishing the learning

curve for labs that follow. Luzerne was the

first lab in the U.S. to invest in a Schneider

generator…way back when Zeiss was the

distributer. It was also the first independent

lab (along with Walman) to install the Crizal®

process. While new technology can be dis-

ruptive to the business, Dougherty said, “We

owe it to our customers.” The proof is in the

lab. For example, its belief in state-of-the-art

digital technology has led it to install three

automated, self-contained free-form lines, two

in production and a third, fully operational line

waiting for demand to increase and occasion-

ally put into use for excess production!

Luzerne Optical is also proactive in

developing private label products, again,

because “We owe it to our customers.”

These include house brand progressives,

free-form single vision and progressives,

photochromic and polarized lenses,

house brand AR, and premium aspheric

and plasma-treated contact lenses…all

products to help its customers compete.

Additionally, Luzerne Optical is a

good citizen, garnering a variety of

awards for its

commitment to the

community and, of

course, a worthy

recipient of this

year’s Innovator of

the Year award. 

Named “Lab Innovator 2010” by Optical Lab Products

Your Friends at

Schneider Optical Machines, Inc.

Our Heartfelt Congratulations
to Luzerne Optical

Innovative surfacing

products for the

ophthalmic and

precision-optic industry

SCHNEIDER Optical Machines  •  972-247-4000  •  www.schneider-om.com

A Model 
of Innovation

JIM GROOTEGOED 
Professional Editor, Optical Lab Products
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PERHAPS it’s no coincidence that Luzerne

Optical was named after the Pennsylvania county in

which it is located, itself named for a man who

came from France to help the colonies gain their

independence during the American Revolution—

Chevalier de la Luzerne. 

In 1973, when corporate lens manufacturers

started buying up independently owned labs

across the country, John P. “Jack” Dougherty

left his position as production manager for

another lab in Wilkes-Barre, PA, to gain his own

independence with the founding of Luzerne

Optical Laboratories, Ltd. Since then, growth

has been steady, and today the lab produces an

average of 1,800 jobs per day for sale through-

out the United States. 

Founded in the days before plastic lenses, Luzerne

at first sold glass lenses and the frames to go with

them. At the beginning, Luzerne employed three peo-

ple, Jack and his wife Lorraine and his business part-

ner/brother-in-law George Albert. 

The business eventually outgrew the first building

it shared with some other local businesses, and in

1984 Luzerne built a million-dollar, 20,000-sq.-ft.,

state-of -the-art laboratory facility in the downtown

Wilkes-Barre Industrial Park. In 1985, the company

added gas permeable contact lens manufacturing on

site, and now it distributes soft contact lenses as well. 

To expand its surfacing area, automate its invento-

ry room, and add a Crizal anti-reflective facility,

Luzerne knocked out the walls to its garage in 2002,

and then in 2009, the company started processing

free-form lenses in-house.

Today Luzerne Optical

processes an average of 1,800

jobs per day. After half a 

century in the business,

Dougherty still comes into

the lab and manages along with his wife and

sons.  He calls himself a “lab man,” and these days he

spends a lot of time at the lensometer, personally check-

ing a couple hundred jobs every day. 

When Luzerne Optical Laboratories, Ltd. was pro-

filed in a report on local companies entitled, The

Wyoming Valley: An American Portrait, Dougherty said,

“Over the years, I’ve heard again and again that develop-

ments would be the end of the independently owned lab.

With every change, however, came opportunity.” 

18 november/december 2010

Growth has been steady, 

and today the lab produces

an average of 1,800 jobs 

per day.

LAB INNOVATOR OF 2010 HISTORY

‘Lab Man’ Maintains Lab’s Independence
John P. Dougherty, self-proclaimed ‘lab man,’ went independent in 1973 by founding Luzerne Optical, 
a wholesale optical lab that is still family-owned and operated with the help of the second generation.

CLOCKWISE FROM TOP LEFT:
Luzerne Optical’s first location shared a
building with a sewing factory, pool hall, and
Pennsylvania State liquor store. Mayor Lee A. Namey (r)
named March 2, 1995 “John P. Dougherty Day” in Wilkes-
Barre, PA. Construction began in 1983 on a new 20,000-
sq.-ft. plant in the downtown Wilkes-Barre Industrial Park.
John P. Dougherty (l) receives the Wilkes-Barre Chamber of
Business and Industry’s “2001 Small Business of the Year”
Award from the 2000 winner, Chuck Lawson, president of
the Lion Brewery.
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HISTORY LAB INNOVATOR OF 2010

1995
Jack Dougherty is
named president of the
Optical Laboratories
Association (OLA).

1995
Wilkes-Barre Mayor 
Lee A. Namey pro-
claims March 2d as
John P. Dougherty Day.

1997 TO
PRESENT
Luzerne Optical is
awarded the Contact
Lens Manufacturers
Association manufactur-
ing Seal of Excellence.

2000 & 2001
Luzerne Optical is
named a Crizal®

Champions lab.

2001
Luzerne Optical is 
honored as the 2000
Corning Laboratory 
of the Year.

2001
Jack Dougherty is 
honored as an Optical
Pioneer Visionary at 
the OLA’s Optical
Pioneers Banquet.

2001
The Wilkes-Barre
Chamber of Business
and Industry selects
Luzerne Optical as
Small Business of 
the Year.

2002
Luzerne Optical is pre-
sented the first ever
Essilor Lenses Lab of
the Year Award.

2002
Luzerne Optical is
authorized to produce
Crizal AR lenses.

2003
Luzerne Optical
employs 180 people
with a multi-million-
dollar payroll.

2006
Luzerne Optical is hon-
ored as Crizal Lab of the
Year by Essilor.

2009
Luzerne Optical is
named The Leader’s
Challenge award win-
ner by Essilor/
Transitions.

2009
Luzerne Optical begins
producing free-form
lenses in house.

2010
Luzerne Optical is 
honored as the
VisionWeb Lab of 
the Year.

TIMELINE – THE HISTORY OF LUZERNE OPTICAL LABORATORIES, LTD.

1960 
John P. “Jack”
Dougherty joins
Balester Optical Co.
after four years in the
Air Force.

1973
Jack and Lorraine
Dougherty found
Luzerne Optical with
Jack’s business part-
ner/brother-in-law
George Albert.

1984
Luzerne Optical breaks
ground on a million-dol-
lar, state-of-the-art,
20,000-sq.-ft. laboratory
in Jack’s hometown of
Wilkes-Barre, PA. 

1985
Luzerne Optical starts
production of custom
made hard and gas
permeable contact
lenses.

1988
Jack and his wife
Lorraine purchase
George’s share of the
business.

1992
Luzerne Optical is
named U.S. Varilux® Lab
of the Year.

1994
Luzerne Optical invests
more than one million
dollars to install in-
house anti-reflective
(AR) facilities.

OLP_1110.qxp:OLP  11/18/10  10:37 AM  Page 19



20 november/december 2010

LAB INNOVATOR OF 2010 Q&A WITH NEIL DOUGHERTY

Built on an Independent Foundation
Now run with the help of the second generation of the Dougherty family, Luzerne Optical of Wilkes-Barre, PA,
continues its tradition of growth as an independent wholesale optical lab.

JIM GROOTEGOED: Please tell us

about the history of Luzerne Optical.

NEIL DOUGHERTY: The company was

started in 1973 by my mother and father.

When my father got out of high school, he

went into the military. His first job out was

with Balester Optical in Wilkes-Barre. He

became their production manager. He was

there for 13 years when a large corporation

started buying independently owned labo-

ratories across the country, and Balester

was one of those. He saw what was going

on and said, “This is a good time to get out

and start my own business.” 

He felt there was a need for a locally

owned independent wholesale lab that

could provide personalized service for its

customers. Most people thought he was

crazy. They said, “You have this great job,

five children, why would you want to leave

this position?” But my mother encouraged

and supported him, so they started Luzerne

Optical in 1973. 

The name came from the county

we’re in, Luzerne County, named after

the French nobleman and minister to

the U.S., Chevalier de la Luzerne, who

was sent to help the American Revolution.

Plastic hadn’t arrived yet, so it was glass

lenses and frames. The business grew

steadily over the years. We outgrew our

first building and in 1984 built a new,

20,000-sq.-ft., state-of-the-art facility in

the downtown Wilkes-Barre Industrial

Park. In 1985, we added gas permeable

contact lens manufacturing on site, and in

1994, we were the first lab in Pennsylvania

to manufacture anti-reflective (AR) in-house.

In 2002, we were so tight we knocked

out the walls to our garage and expanded

our surfacing room. We also automated

our inventory room, installing Lektriever

systems interfaced with our DVI LMS

software. In 2002 we also added the Crizal

AR facility, which was the first non-Essilor-

owned lab installation along with Walman

Optical.

Then, in 2009 we began processing

free-form lenses in house. With the first

Schneider generator distributed at that

time by Zeiss, we probably had free-form

equipment before anybody in the U.S.

Now we’re on our fourth generation of

Schneider equipment. We were waiting

for the free-form manufacturing process

to come along. The software wasn’t ready.

The equipment manufacturers weren’t

ready. So even though we had the tech-

nology sitting there years earlier, we

couldn’t implement it until all of those

pieces fell into place around 2009.

JG: Why did you choose Schneider?

ND: Gunter was so committed to his

machinery, plus they were the first with

proven and productive machinery in the

free-form category worldwide before it

came to the U.S.

JG: I noticed your product list is very

comprehensive in terms of the manu-

facturers you support.

ND: We have a vast array of products, just

about every lens line or treatment.

That’s one of the things that gives

Luzerne a competitive advantage. 

JG: That’s a challenge with new tech-

nologies—AR and now free-form.

ND: We’re well positioned in AR and free-

form. We have two different AR labs with

four AR systems. If one goes down, we

have backup and support. We were one of

the first with the Zeiss process in 1994
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Q&A WITH NEIL DOUGHERTY LAB INNOVATOR OF 2010

when we combined our plastic and glass

surfacing and finishing areas to make room

for AR facilities. Then in 2002 we installed

Crizal, and they required a Class 100,000

Clean Room with a specific footprint, so

we took space from our old glass surfacing

area along with part of our data entry,

stockroom, and customer service areas to

satisfy the requirements.

Regarding our capacity planning for

free-form, we have three lines. Two are up

and producing, and one is on standby in case

one goes down or until production increases,

so we’re prepared with a free-form line

ready and waiting to put into production.

JG: Are you still doing frames?

ND: Both dress eyewear and industrial

eyewear. We offer package programs and

distribute an array of products—sunglasses,

optical supplies, pharmaceuticals, and

specialty products such as binoculars,

telescopes, and rifle scopes. 

We have a nice niche in the low vision

area with all kinds of devices and magnifiers

and glasses. That’s a niche my father devel-

oped many years ago with prismatic spec-

tacles for people who were considered legally

blind. There were a lot of nice stories over

the years from doctors and their patients

who were so thankful to just have

something that could help them see.

JG: How did the second generation

get involved?

ND: We’re a family of five kids, and it

truly is a family-owned and operated

business. We started out in the lab as

young kids helping assemble boxes for

shipping. In the summers during our

high school years we would work in

various positions in the lab. My father

John (aka Jack/Jake) Dougherty is

president, my mother Lorraine is vice

president, my brother John is vice pres-

ident/purchasing, I am the general

manager, and my sisters Renee and

Yvonne along with my wife Elizabeth

help with accounting and payroll.

NATIONAL MARKET
JG: What about your sales force?

ND: We have a large sales force through-

out the country, most on the East Coast.

JG: Where are your primary target areas?

ND: Luzerne has accounts nationwide.

Primarily in the Mid-Atlantic states and

where we have representation in the six

New England states, New York, Pennsylvania,

New Jersey, Delaware, Maryland, West

Virginia, Virginia, DC, Ohio, North Carolina,

South Carolina, Tennessee, Georgia, Florida,

Mississippi, Arkansas, Louisiana, Oklahoma,

Texas, Nebraska, Wyoming, Colorado,

Utah, and California. We expand a little

each year, but we’re careful about growth

so we don’t sacrifice service.

JG: How many jobs do you do in a day?

ND: Right now, it’s averaging about

1,800 jobs a day.

JG: How much is finished versus uncut?

ND: Pretty close to 50/50, however, we’re

seeing the trend changing. More accounts

are sending us the complete job to be

edged because of the cost involved with

drill mounts, free-form lenses, and AR.

JG: That’s a healthy trend for the labs.

ND: In the East Coast in particular. This

part of the country is known to be the

biggest for uncut lenses. More practices have

edgers in this area than in any other region.

PRODUCTS AND PROMOTIONS
JG: Does your sales force carry a

frame bag as well?

ND: Some do, some don’t. All of them pro-

mote our frame and lens packages, but there

are many of them who focus on the lenses and

treatments. There are some nice frame lines

available, and we do support them such as

Nouveau Eyewear and McGee Eyewear. -
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JG: What kind of promotions do you run?

ND: We participate in manufacturer-

sponsored programs, and we have

unique Luzerne promotions. We don’t

want to be a “me too,” so we come up

with things other labs haven’t done. 

Our “Luzerne Millennium Maximum

Discount Program” is geared toward

Varilux® and Zeiss premium progressive

lenses and their AR that we do in-house.

There’s a one-time membership fee for

ECPs. It’s like a Wholesale Club, buy a

membership to get the best possible pricing

on commonly used items. Members get

entered to win money or lunch for the

office or a travel certificate to go any-

where they want to go. When ECPs join,

Luzerne gives them certificates to try a

free pair of progressives with AR and

gas-permeable contact lenses.

JG: What percentage of your cus-

tomers participate?

ND: Of the customers using those prod-

ucts, 99%. It’s been very successful.

We also have in-house graphic design

capabilities and will customize brochures

and presentations for our customers. 

JG: How much do you charge for that?

ND: We don’t. It’s based on feedback

from our field consultants. It’s how we

help practices grow. 

Several trademarked products help us

stand out as well, such as our SightStar™

progressive lenses and our Photo.Fashion™

photochromics. Shortly, we’re going to be

releasing a new product that is also exclusive

to Luzerne—a new free-form product that

is going to be our SightStar 365 free-form

lenses available in both progressive and

single vision.

JG: You mentioned your proprietary

Photo.Fashion lenses. What are those?

ND: They are a series of six fashion colors

that stay the same color but get much

darker outdoors. We add mirror treatments

that turn into a solid mirror outdoors.

JG: Any other unique products?

ND: Our Polar365™ polarized is a series

of different colors with a special warranty,

our house brand EVC™ (Enhanced Visual

Clarity) is a premium AR with a two-

year warranty at a competitive price,

our gas-permeable (GP) DuraCurve™

aspheric contact lens designs are trade-

marked, and our FeelSoft™ Plasma

Treatment GP contact lenses provide a

more comfortable fit. We’re proud to be

one of a select group of contact lens labs

who have the Contact Lens Manufacturers

Association Seal of Excellence Award for

the manufacture of our contact lenses. 

MANUFACTURING TECHNOLOGY
JG: You’re running both Zeiss and

Essilor AR plus your own house brand?

ND: Yes, plus KODAK, Zeiss Teflon®,

and Zeiss mirror coatings as well. 

JG: For standard production, what

kind of generators?

ND: We’re using V-Pros and Schneider.

We’re constantly upgrading. We just

added a couple new Satisloh PRA

blockers in the last two years and a cou-

ple new backside coaters from Satisloh.

About two years ago, we installed the

“Control and Blocking Unit” from

Automation & Robotics in Belgium

[A&R, U.S. headquarters in Milwaukee].

22 november/december 2010

This part of the country
is known to be the
biggest for uncut 
lenses. More practicies
have edgers in this
area than in any 
other region.

LAB INNOVATOR OF 2010 Q&A WITH NEIL DOUGHERTY
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It checks powers, curves, thicknesses, places

your polarized lenses on axis, and then it

will place finishing pads and blocks on the

lenses for edging. You program all your lens

styles, and it takes photos of the lenses to

recognize them. We installed a separate,

interfaced, intelligent conveyor line that

sorts the work. If it’s blocked for edging,

it’ll go down one conveyor line. If it’s

uncut and ready to go out the door, it’ll go

down another conveyor line. If it needs to

be inspected before AR, it’ll send it down

another conveyor line. If it doesn’t meet

the standards or is rejected for any reason,

it’ll go down another conveyor line.

JG: How about edgers? 

ND: Primarily National Optronics 7Es.

We have a robotic edger, the NIDEK/

Santinelli AES-1500 system, which is a

wet cut edger. The NIDEK probably puts

on the best high luster polished edge

than any other edger.

JG: What are your plans for the future?

ND: Further automating the finishing room

is definitely in our plans. We beta tested

some systems in the past, and they weren’t

where they needed to be, so we said, “On

this one we’ll let the other labs work out the

bugs.” When it’s where it needs to be, then

we’ll commit.

JG: That’s quite an investment.

ND: It’s unbelievable what new technolo-

gy costs. Fortunately we’re a beta site for

many equipment manufacturers. We

worked with many of them over the years

to beta test their equipment because we

do such a vast array of lens styles and

materials in-house. It’s not always easy,

but sometimes it’s worth it to get in on

the curve earlier on these technologies.

STRENGTH IN EMPLOYEES
Even with all our technology, our primary

strength is our people. We have approxi-

mately 200 employees. I can tell you we

have many people at Luzerne who have

been in the business 20, 30, 40, 50 years.

We even have one guy who has been in

the business for 60 years who is still work-

ing for us. Our in-house lens consultant,

Charlie, amazes me. He has worked on

the dispensing side, so he understands it

well. He has eyecare professionals call

him every day from across the country. He

can answer the most difficult fitting or

dispensing questions or give guidance on

what lenses to use. Of course, my father

has been in the business for 50 years now.

JG: When Jack comes in, what does

he do?

ND: He loves processing lenses; he’s a lab

man. These days he spends a lot of time at

the lensometer ensuring quality. He person-

ally checks a couple hundred jobs himself

every day. On the weekends he’ll come in,

watch sports, and edge a hundred jobs! Just

because that’s what he loves to do! 

JG: To me, Jack established the culture

that has made Luzerne successful.

ND: Absolutely!

E-Z PACK
5 DECADES OF  SERVICE

OPTICAL PACKAGING & PRINT SPECIALTIES

“E-Z Pack’s custom optical 
packaging helps us promote 
our image and adds value to 
our products by representing 
our vision of exceptional 
quality to our customers.”

— Luzerne Optical 

1-800-950-1351 
www.ezpack.com 
dina@ezpack.com

E-Z Pack Congratulates Luzerne Optical 
as Lab Innovator of the Year

OLP_1110.qxp:OLP  11/18/10  5:07 PM  Page 23



THE LEVEL of technology varies

from lab to lab and is dependent upon the

number of jobs and revenue. What is dif-

ferent about Luzerne Optical is its historic

and continuous focus on technology and

its willingness to invest and be an early

adopter. As general manager Neil Dougherty

said, “We learned the hard way. We went

through a learning curve and made it easier

for those labs that followed us. It’s not easy.

It can really disrupt an organization when

you install new equipment and systems,

but it’s well worth it. We owe it to our cus-

tomers.” While he said this specifically

about his lab’s installation of its Crizal®

coating system, these comments could

also pertain to many of its other “adven-

tures” into new technologies as well.

AR & DIGITAL LEADER
In 1994, Luzerne installed the Zeiss B-12

bell jar anti-reflective (AR) coater, one of

the first in the U.S. and the first in Pennsylvania.

A Satis MC-380 AR coater was added in

2002 to support Crizal, making Luzerne

the first independent wholesaler (along

with Walman Optical) to install the Crizal

coating system. Additionally, Luzerne now

processes its own AR house brand, EVC™

(Enhanced Visual Clarity), along with

KODAK and Teflon®.  The space and

installation needs of Crizal required the

lab to totally rework its layout, ending up

with two, separate AR facilities. “It wasn’t

planned that way,” said Dougherty, “but

the redundancy is welcomed.”

As another illustration of the lab’s

redundancy, Luzerne now runs two auto-

mated free-form lines separate from nor-

mal production, and a third, fully opera-

tional line is waiting for demand to

increase and is occasionally used now for

excess production requirements for either

standard or free-form jobs. All of these

free-form lines are based on generators

from Schneider Optical Machines (HSC

101, HSC Master, and HSC Smart XP)

along with polishers and the CCL

C*Mark laser, also from Schneider.

Luzerne Optical’s “standard” work

is efficiently handled by PRA block-

ers, generators (V-PROs, Toromatic

CNC-E, and a V95 for glass), and

Toro-X polishers, all from Satisloh.

SURFACING & FINISHING
While over half of Luzerne’s jobs have tra-

ditionally been uncuts, the lab’s emphasis

has been on surfacing, but with finished

work growing yearly to about 57% now,

future developments will center around

finishing. Currently, Luzerne Optical is

running National Optronics 6ESs, 7Es,

and a 7E-HLP along with a Santinelli/

NIDEK AES-1500 robotic edging system.

The first step toward automated fin-

ishing was two years ago when the lab

put in a Control and Blocking Unit

from Automation Robotics in Belgium

(A&R, U.S. headquarters in Milwaukee,

WI). It checks powers, curves, and

thickness, places polarized lenses on

axis, and then places finishing pads and

blocks on lenses for edging. You pro-

gram all your lens styles, and it takes

photos of the lenses to recognize them.

A separate, interfaced, intelligent con-

veyor line sorts the work. If it’s blocked

for edging, it will go down one convey-

or line. If it’s uncut and ready to go out

the door, it will go down another con-

veyor line. If it needs to be inspected

before AR, it will send it down another

conveyor line. If it doesn’t meet ANSI

standards or is rejected for any reason,

it will go down another conveyor line.

Some techniques seem basic yet still

improve efficiency. For example, the loca-

tion of left and right lenses are marked on

each tray. In addition, founder Jack Dougherty

invented lens tape specifically for rimless

jobs that is now sold by consumables sup-

pliers to other labs.

Luzerne Optical has a long history

of working closely with suppliers, test-

ing, evaluating and giving feedback on

new products. The lab has beta tested

several finishing products and is now

in the process of analyzing its experi-

ences as well as looking at other fin-

ishing options before committing to its

next technology “adventure.”

Whatever the choice, it will be to pro-

vide better products and service to its cus-

tomers. As Neil Dougherty stated, “Our

customers deserve the best.” 

24 november/december 2010

Early Adopters
Among the first to install anti-reflective systems and digital surfacing, Luzerne Optical continues
leading the way in the technology for wholesale optical labs.

The commitment to
digital processing 
came early. In 2009
Luzerne began pro-
cessing free-form 
lenses in-house.  

LAB INNOVATOR OF 2010 TECHNOLOGY

Technology in use at Luzerne Optical
includes (clockwise from top) an auto-
mated Control and Blocking Unit from
A&R, rimless lens tape invented by Jack
Dougherty, trays which indicate right
and left lenses, and two coating units.
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SALES & MARKETING LAB INNOVATOR OF 2010

TO HAVE GROWN from a

three-person operation to one of the

country’s largest labs in the last four

decades, Luzerne Optical must be doing

something right when it comes to sales

and marketing. With a sales

force that spans the country

and marketing techniques that

encourage the sale of both

national brands as well as pri-

vate-label products, Luzerne is currently

averaging about 1,800 jobs per day. 

To make sure that it’s not a “me too”

lab from the viewpoint of eyecare pro-

fessionals (ECPs), Luzerne Optical not

only participates in specials sponsored

by all the major lens manufacturers, but

it also creates its own unique promotion-

al programs. “We try to come up with

things that we haven’t seen out there

before, that other labs haven’t done,”

said general manager Neil Dougherty.

MEMBER DISCOUNT PROGRAM
For example, the “Luzerne Millennium

Maximum Discount Program” is modeled

after a Wholesale Club. ECPs pay a one-time

membership fee and get the best possible

pricing on commonly used items. This par-

ticular program is geared toward Varilux®

and Zeiss premium progressive lenses and

their anti-reflective (AR) treatments that

Luzerne applies in-house. Members are also

entered to win money or lunch for the office

or a travel certificate to anywhere they want

to go. In addition, when ECPs join, Luzerne

gives them certificates to try a free pair of

progressives with AR as well as gas-perme-

able contact lenses.

Over the years, growth has been steady

for Luzerne Optical. “We expand a little bit

each year,” said Dougherty, “but we’re very

careful about our growth to make sure we

don’t sacrifice our service.”

IN-HOUSE GRAPHICS
To further support its customers, Luzerne

Optical maintains its own in-house graphic

design capabilities to design and produce

customized marketing materials at no charge

for ECPs. By helping its customers succeed,

Luzerne increases its business as well. Sales

consultants in the field let Luzerne Optical

know which ECPs could benefit from the

creation of customized marketing materials,

and the lab’s in-house graphic designers do

the rest. It’s a win-win situation.

In some cases, sales and marketing

tools come from organizations other than

Luzerne Optical itself. For example, on

the contact lens side, Luzerne Optical is a

member of the Contact Lens Manufacturers

Association and is among a select group

of contact lens labs across the country

that have achieved the Seal of Excellence

Award for the manufacture of its contact

lenses. Luzerne has achieved this sta-

tus by having the contact lenses that it

manufactures put through an array of

different tests by an independent com-

pany conducting an anonymous study

with ECPs to ensure that it meets the

highest quality standards.

PROPRIETARY PRODUCTS
In addition, with a catalog of its own unique

products, Luzerne Optical is able to differ-

entiate itself from the labs it competes with.

These trademarked products include Sight-

Star™ progressive lenses, new SightStar 365

free-form lenses in both progressives and

single vision, Photo.Fashion™ photochromics,

Polar365™ polarized lenses, the house

brand EVC™ (Enhanced Visual Clarity)

premium AR, DuraCurve™ aspheric con-

tact lenses, and FeelSoft™ Plasma

Treatment GP for contact lenses.

By combining quality products with

proprietary promotions, Luzerne Optical’s

sales and marketing efforts have paid off

substantially both for itself and for its ECP

customers throughout the country. 

Slow and Steady Sales
With its own promotional programs, in-house graphics department, and quality proprietary products,
Luzerne Optical’s sales and marketing efforts have achieved continuous growth.

Embedded in the pavement, Luzerne’s logo
greets those entering the building, and it also
adorns mouse pads as a marketing tool.

Luzerne Optical saved the shovel used by the mayor of Wilkes-Barre,
PA, to take the first scoop when ground was broken on its new
building in 1984. 

Luzerne Optical main-
tains its own in-house
graphic design capabili-
ties to design and 
produce customized
marketing materials.
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Congratulations

Luzerne Optical

on being the

Lab Innovator

of 2010

Transitions Optical recognizes Luzerne Optical’s dedication

to cutting edge technology, superior availability of AR, digital products, 

and their superior nationwide distribution.

Transitions and the swirl are registered trademarks, and XTRActive is a trademark of Transitions Optical, Inc. © 2010 Transitions Optical, Inc. 
Photochromic performance is influenced by temperature, UV exposure and lens material.
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