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The AADO 2016 Fall Educa on Conference and Exhibit Hall held in Tucson,
AZ was enjoyed by all. Approximately 80 op cians a ended educa onal
classes and reviewed new products on display from 18 exhibitors. The over‐
all response was very favorable on mee ng in Tucson in the future.
Thank you to the AADO conference speakers, David Lipkin of Walman In‐
struments and Ed DeGennaro sponsored by Essilor of America.
To all exhibitors, a special Thank You for your support.
AADO also says Thanks to all the a endees and to those AADO members
who worked to make our conference a success. A special thanks to Mary E.
Teed, AADO Ex. Director and the staﬀ at the Radisson Suites of Tucson for
their excellent service.
We ask that you save the date of Sunday, June 11, 2017. We will meet in
Presco , AZ to celebrate the 20th anniversary of the AADO Northern Chap‐
ter’s op cians mee ng. The mee ng and the host hotel will be the Has‐
sayampa Inn. See registra on informa on in this issue of Eyewire. See you
in Presco !

Gary Scheer, President

Mary E. Teed, Execu ve Director

Thanks for your
Membership!

David Lipkin, Walman Instruments

Ed DeGennaro ‐ Sponsored by
Essilor

Terry Yoneda tyoneda@youngerop cs,com

AADO Fall Conference and
Exhibit Hall
Thank You Tucson
Great—Speakers
Great—Food
Great—A endance

Lunch was scrump ous!
And plen ful!

Ed DeGennaro, Speaker
Lori Sco , Ex. Director
AZ St. Board

Thanks for all the help Lucy
and Sue!

Some of the most educated

Prizes Galore!

Thank you
Vendors

Thank you
Vendors

Thank you
Vendors

You made our conference more enjoyable and
possible by your support of AADO.

SECOND URGENT MESSAGE
TO ALL ARIZONA LICENSED DISPENSING OPTICIANS AND FUTURE LICENSED
DISPENSING OPTICIANS
On March 30, 2017, AADO’s Lobbyist, Lori Lus g wrote, “While we were successful in ﬁgh ng
back HB2378, the Governor has not given up the eﬀorts to streamline the Healthcare Boards
and Commissions. While the Ophthalmologists and Optometrists are not in danger, Op cians
are deﬁnitely ‘on’ the bubble.” AADO’s Lobbyist speciﬁcally refers to Item #3 in the Execu ve
Order (EO) (a ached).
We are seeking informa on on approximately how many corneal abrasions and other related contact lens problems your doctors treat a month from pa ents wearing non-prescribed
plano contacts that are frequently found being sold illegally on the internet, beauty parlors,
convenience stores, ﬂea markets or other non-op cal en es.
We are not seeking HIPPA protected informa on on the above cases, moreover just an es mate of the number of cases a prac ce may treat a month. Please submit any such informa on to the AADO, in care of Mary E. Teed, Execu ve Director (440 N. Alvernon Way,
Tucson, AZ 85711)
How important is your license? Remember, this is your license, not your company’s or doctor’s.
AADO cannot continue to pay $4,000 per month to protect your license. We need your help in
the form of a contribution, NOW.
Yes, I want to do my part to protect my license.
Name ________________________________________
Address ______________________________________
City_____________________ State ______ Zip ______
Amount

$50.00

$100.00

$200.00

Other

Make checks payable to AADO Fund. Send to AADO, 440 N. Alvernon Way, Tucson, AZ 85711
Please charge my credit card #______________________________ exp. date ____________ security code ______

GOVERNOR DOUGLAS A. DUCEY

STA T E O F A R I Z O NA

*

EX E C UT I V E O R D E R
Executive Order 2017-03
Internal Review of Training Requirements, Continuing Education, Fees, and Processes
WHEREAS, government licensing requirements should be as limited as possible; and
WHEREAS, onerous licensing requirements and excessive fees can create unnecessary barriers for Arizonans
who want to enter the job market; and
WHEREAS, burdensome training requirements , excessive fees, arbitrary investigations and economic
protectionism stand in the way of Arizonans' right to work an honest job; and
WHEREAS, regulatory Boards serve one purpose and one purpose only-to protect the public from harm; and
WHEREAS, all other issues beyond that one purpose can and should be handled by the private market; and
WHEREAS, each regulatory Board should undertake a critical and comprehensive review of its processes,
fees, and training and continuing education requirements and take action to reduce all unwarranted regulatory
burdens, and administrative delays; and
WHEREAS, Article 5, Section 4 of the Arizona Constitution and Title 41, Chapter 1, Article 1 of the Arizona
Revised Statutes vests the executive power of the State of Arizona in the Governor ;
NOW, THEREFORE, I, Douglas A. Ducey, by virtue of the authority vested in me by the Constitution and
laws of the State of Arizona hereby declare the following:
1. Each Board subject to this Order shall review and report all requirements for each type of license issued
by the Board. At a minimum for each type of license, this report shall include training requirements,
continuing education, initial fees, and renewal fees along with the number of states which require a
license for this profession and national average for training requirements, continuing education, initial
fees, and renewal fees.
2. For each of the requirements identified in paragraph (1), if the requirement in Arizona is in excess of the
national average for that license, the Board shall provide its justification with specific reference to
potential harm to individuals in the State of Arizona.
3. If twenty-four or fewer states require a license for this profession, the report shall include the Board's
justification for why that profession should be licensed with specific reference to potential harm to
individuals in the State of Arizona.
4. The report shall also include whether applicants with a criminal record are barred from being licensed ,
for how long they are barred, and why the Board believes the bar is necessary. If the board does not have
a complete bar, but may use a criminal conviction to deny an applicant based on character; the Board
shall report how many applicants with criminal convictions were denied due to character concerns each
year for the past five years.

Executive Order 2017-03
Page Two

5. The report shall include:
a. the number of consent agreements enter into each year for the past five years, the total amount of
fines and fees imposed pursuant to such an agreement each year, and the ten most frequent
violations resulting in a consent decree, and;
b. the average timeframe for approval for each type of license issued by the Board.
6. Each Board shall submit a report including the information required in this Executive Order to the
Governor's Office no later than June 30, 2017. Reports may be submitted electronically.
7. For the purposes of this Order, the term "Board" includes without limitation, the State Board of
Accountancy, the Arizona Boxing and MMA Commission, the State Board of Acupuncture, the State
Board of Athletic Training, the State Board of Barbers, the State Board of Behavioral Health, the State
Board of Chiropractic Examiners, the State Board of Cosmetology , the State Board of Dental
Examiners, the State Board of Funeral Directors and Embalmers, the State Board of Homeopathic and
Integrated Medicine Examiners, the State Board of Massage Therapy, the Arizona Medical Board, the
Naturopathic Physicians Board of Medical Examiners, the State Board of Nursing, the State Board of
Examiners of Nursing Care Institution Administrators and Assisted Living Facility Managers, the State
Board of Occupational Therapy Examiners, the State Board of Dispensing Opticians, the State Board of
Optometry, the State Board of Osteopathic Examiners, the State Board of Pharmacy, the State Board of
Physical Therapy, the State Board of Podiatry Examiners, the State Board of Psychologist Examiners ,
the State Board of Respiratory Care Examiners , the State Board of Technical Registration and the State
Board of Veterinary Medical Examining.
8. This Executive Order expires on September 1, 2018.
IN WITNESS WHEREOF, I have hereunto set my hand
caused to be affixed the Great Seal of the State of Arizona.

GOVERNOR
DONE at the Capitol in Phoenix on this Twenty-Ninth day
of March in the Year Two Thousand Seventeen and of the
Independence of the United States of America the Two
Hundred and Forty-First.

Secretary of State

Seismic. Rippling
Opportunities Abound.
Well, it’s been almost four weeks...so the immediate
reaction to the news about the Essilor and Luxottica
merger has somewhat subsided, although the reverberations of this long-rumored combination continue
to pulse and swirl.
With a prospective deal valued at some €50billion,
between two players that have touchpoints with virtually all participants in the vision business in the U.S.
and around the world, it’s not hard to view the Jan. 16
announcement as rather seismic. It’s one thing to
speculate. It’s another to see it happen.
An estimated $15 billion in combined sales, creating
“an integrated player dedicated to visual health and
superior consumer experience” is the stated goal of
the group.

And let’s not forget (how could we?) it’s a digital world;
brick-and-mortar offices and companies absolutely must gain
know-how and find resources to be more efficient. Yes, there
is strength in numbers and nothing but opportunity ahead for
those with an independent view to cultivate and maintain
points of differentiation to the consumer.
The deal is major. But “major” doesn’t mean “over.” It’s the
beginning of a newer, modern era as the optical industry revisits how it will operate and how it will impact the vision
and eyewear needs of consumers everywhere.

Taken from Vision Monday’s From the Editor (2/13/2017)

Executives stressed that the deal will take about a
year to close, and that with a governance that proposes two boards operating within a holding company
framework, it will be several years before certain,
going-forward operating decisions will be made.
All of this will unfold as the two giant companies
also explore immediate and longer-term ways of
building business with each other as well as to their
outside customers, including independent ECP’s
which, yes, compose a significant portion of their
total sales.
To this observer, the more near-term impact of such a
merger is the fuel it will give to other combinations
and partnerships. We are not done. It is not finished.
Private equity’s investment in the optical market has
been building in significant ways for the past three
years. The visibility of such a deal with Essilor and
Luxottica will further propel interest in the vision
category. Investors will look to create their own platforms of efficiency, size and clout. This means more
deals, here and abroad.
But the merger is also spurring more of a reality
check among independents and smaller, independent
suppliers and labs to look to each other in new ways.
They are interested in gaining leverage in operations,
systems expertise and responsiveness.

Julie Olson Juliann.olson@hoyavision.com

EVERY MINUTE COUNTS

Sa sfying a Pa ent’s Lunch Hour
When it comes to pa ent sa sfac on, prac ces must meet—or exceed—pa ents’ expecta ons. According to a two-year study of pa ents from more than 500 prac ces across the country, pa ents expect an
en re op cal experience, including exam and dispensary, to take 60 minutes—about the length of an
average lunch hour. If it takes less me, they are more likely to be more sa sﬁed. Conversely, if it takes
more me because they are wai ng for the doctor or op cian, even for just ten extra minutes, the study
found that pa ents are twice as likely to leave a nega ve review of the prac ce online. This is important
because CareCredit’s Pa ent Path to Op cal Care Purchase Study found that 50% of pa ents went online
as part of their decision-making process. And of those pa ents, 58% went to websites that provide pracce reviews. The study found that truly, every minute counts. When pa ents have to wait, it doesn’t
merely impact the prac ce’s reputa on online; it impacts the prac ce’s revenue and bo om line:
If it takes longer than 40 minutes for the pa ent to get to the dispensary, the risk of losing a
sale increases by 30%.
For every minute a pa ent waits, $15 of dispensary revenue, on average, is lost.
50% of pa ents who walk out of the op cal prac ce because they ran out of me will
make a purchase elsewhere.
͠
Winning the Wai ng Game
The ﬁrst step in minimizing pa ents’ wait me is to know what they are currently experiencing. Do a
study in your own prac ce. Record when pa ents:
Arrive at the prac ce
See the doctor and op cian (not escorted to a room to wait)
Complete their purchase and exit the prac ce
If the en re op cal experience in your prac ce is less than 60 minutes, congratula ons! You may be exceeding your pa ents’ expecta ons. If it’s more than 60 minutes, work as a team to iden fy what is
causing the wait me. Is it staﬃng or scheduling issues? Are pa ents taking longer selec ng products
because they are trying to solve barriers to purchasing?
Consider using technology to alert pa ents and set expecta ons if the schedule does begin to run behind. Sending a quick text (with permission) to let a pa ent know he or she can arrive 15 minutes late
for the appointment may be greatly appreciated, especially if the pa ent is rushing to be on me.

EVERY MINUTE COUNTS
CONTINUED

Providing Pa ents with Immediate Gra ﬁca on
In addi on to delivering shorter pa ent wait mes, providing pa ents with a promo onal ﬁnancing solu on with the CareCredit healthcare credit card can help them enjoy the immediate gra ﬁca on of
choosing the frames and lenses they prefer. The Path to Op cal Care Purchase Study found that 52% of
pa ents who did not have CareCredit, would have considered ﬁnancing if it enabled them to get the
care or products they wanted immediately, such as designer frames, prescrip on sunwear or mul ple
pairs for the whole family.
Helping pa ents get the care they need and the products they want without delay can enhance the paent experience—increasing overall sa sfac on, reten on and referrals. It can also enhance your
bo om line.
Yet to enroll in Care Credit? Call 866-853-8432 to get started!

George McLeod

gmcleod@zyloware.com

IN MEMORIUM

Leroy Greenfield
Marshal Town, IA

Deceased
03/02/2017

Known by many as one of the best wholesale sales representatives in America. Leroy’s optical career spans many years at Benson Optical, Minneapolis, MN and Three Rivers Optical,
Pittsburgh, PA.
Gary Scheer and Bob Tinker of AADO and Henry Schyer, CEO of Zyloware Eyewear
worked together for many years. Leroy Greenfield will be missed by many friends and customers in the optical community.

X

X

X
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Richard S. Case
Tucson, AZ

X

X

X

X

X

X

X

Deceased
01/02/2017

89 years young, known by loved ones as “The Most Interesting Man in the World,” passed
away peacefully in his sleep January 2, 2017. His graceful exit capped a life well lived.
In 1946, after serving in the U.S. Navy, Richard began his optical career. He worked in Tucson building a solid business with thousands of devoted patients.
Richard was an active member of the AADO until his retirement. He will be missed by his
family, many friends and the optical community.

Delivering Top Tier Service

By Alex Benne , ABOC

I recently came across a quote on The Disney Ins tute’s website. The Disney Ins tute, a business solu ons
division of the Walt Disney Company, focuses on improving customer sa sfac on and experience. Their
content is developed primarily for Disney companies and theme parks, but the ins tute oﬀers training and
development for other businesses. Many of their teachings can be applied to service‐based industries, in‐
cluding op cal. According to Disney:
“Excellent service does not simply come from a friendly transac on or helpful technology—it is
the result of truly understanding your customer’s expecta ons and pu ng the right guidelines
and service standards in place to exceed them. When an organiza onal framework properly
unites its people, place and processes by pu ng the customer at its core, excep onal service
becomes possible across customer tough points. This creates greater intent to return and recommend, as well as a stronger compe ve edge”
The Disney Ins tute

This brings up several ques ons: How do you deﬁne value for your customer? How do you exceed
their expecta ons? How do you set yourself apart? The roots of these ques ons should lead you to
the same place — How are you diﬀerent than your compe tor?
Pu ng Pa ents First
There are so many ways to put pa ents ﬁrst, but pu ng them anywhere but ﬁrst can cost your busi‐
ness. Start by changing the experience and making the pa ent feel important. There are many tricks to
providing a great experience, and a great list of ps are provided on the website Business Training
Works!
Here are a few ps from the list, which is compiled for general retail sales.
1. Smile when gree ng a customer in person and on the phone. (And yes they can tell if you are smil‐
ing over the phone)
2. The live customer standing in front of you takes precedence over someone who calls on the phone.
(This can be tricky, especially in small oﬃces)
3. The correct answer is never “I don’t know” unless you add to it, “but I can ﬁnd out for you.”
4. Learn to read body language to see if a customer could use some help (especially if they say they’re
browsing and prefer to be le along. Leave them be, but be vigilant).
Now take these points and apply them to your oﬃce. Many pa ents dread a visit to the optometrist,
why not make it fun? Get them interested and tell them about a new brand of contact you’re trying, or
new technology in the oﬃce. Oﬀer to help and style them in the latest frames. Pa ents some mes
don’t know what to choose, especially ﬁrst‐ me wearers. Be the authority they trust and count on.
Compliment a pa ent about how great they look in their new eyewear. Be excited about your prod‐
ucts. Be conﬁdent. It is contagious and your pa ent will pick up on it.
Con nued on next page

Con nued from previous page:
Delivering Top Tier Service By Alex Benne , ABOC

Delivering your product
The product your deliver is the cornerstone of your business. Your actual products come from a variety of
suppliers—op cal laboratories, contact lens brokers, insurance providers, equipment manufacturers and
frame distributors. Your contribu on to the equa on is the service you provide a pa ent.
An annual evalua on of your suppliers is key to providing an adequate and mely service to your pa ent.
Are your labs providing you with quality products, or have they been making more errors lately? And do
you track the errors made? Are your reps current with supply issues and making you aware of product
changes in the industry, or have they become complacent with providing you face me? These ques ons
are paramount to exceeding pa ent expecta ons because they directly aﬀect the product you provide
the pa ent. This is one big key to providing the best possible experience.
If you feel that you are under‐delivering as a result of your vendors, reach out to the company represent‐
a ves. It is their job is to ensure product delivery and they are usually happy to help in any way that they
can. It is their job to keep your con nued business; make sure to lean on them for help and guidance
with any problems that surface. Your feedback can encourage change and aid the vendor in developing
their business along with yours. If they cannot help, or seem to fall short of your expecta ons, it might be
me to reevaluate your rela onship.
Pa ent experience and the Internet—the new “word of mouth”
Pa ents are being proac ve about their experiences and taking to social media outlets. Yelp, Google,
HealthGrades, Facebook, DemandForce, the list goes on. A simple Google search can provide an endless
supply of informa on, but most pa ents only need to look at a few to determine where to take their busi‐
ness. Most consumers are well informed about your prac ce before they step foot in the door. They
even have expecta ons based upon what they have read about you. For example, does your doctor al‐
ways seem to be 10 minutes behind schedule? Someone probably men oned that in their Yelp review.
Speaking of Yelp, when was the last me you checked your online presence? This should be done regu‐
larly to engage consumers and receive feedback. While you’re at it, see how you compare to your com‐
pe on—no surprise, they’re online too. Read into what your pa ents are saying. But don’t stop there,
reach out and respond to nega ve feedback. Take the me to listen; why are they not sa sﬁed with your
services, and how could you be be er? If you don’t know where you could improve, you won’t know
where to make appropriate changes.
Remember, customers are the reason you are in business. If you take care of them, they will take care of
you. The rela onship you develop with pa ents ensures repeat business for many years to come.

Glaucoma Awareness Con nues
January was Glaucoma
Awareness Month, but
just because the month is
over doesn’t mean we
stop caring about the disease. According to the
Na onal Eye Ins tute
(NEI), glaucoma—which
starts without symptoms
at ﬁrst—is slated to aﬀect
6.3 million people by
2050.
As with anything else,
annual exams and early
detec on are key to comba ng long term eﬀects
such as the loss of peripheral vison or even
blindness. NEI has provided some informa on
about glaucoma.

By 2030,

Glaucoma
What is it?
Glaucoma is a group of
diseases that can damage the op c nerve.
There are o en no
symptoms in its early
stages. Le untreated,
it can lead to vision loss
& blindness.
Most common form:
Primary open angle

4.2 million people
In the U.S. will have glaucoma
Who’s at higher risk?
African Americans 40+
Everyone 60+
Especially Mexican Americans

With a Family history
of glaucoma

What to do?
What are the numbers?

2.7 million people in the
U.S. have glaucoma

Get a
comprehensive
dilated eye exam
every 1-2 years

Arizona Rules and Regulations

Are you one of the many Arizona op cians needing to fulﬁll the
Arizona Rules and Regula ons course requirement for your
upcoming license renewal this year?
Did you know that, as a member of the AADO, you are eligible
to take this course online for free? It’s easy! Just enter your
pin number when prompted. If you don’t know your pin number, contact Mary at (520) 327-6215 and she will gladly provide
you with your number.
Non-members pay a low $25.00 for the exam.
Log on to the AADO website: www.aado.info, choose Online
Educa on and ﬁll out the form. All applicants will then be sent
an e-mail with a link to the exam and a password to enter.
(Make sure to check your spam folder.)
Your cer ﬁcate will be e-mailed to you upon passing the exam.

Blake Garside

blake.garside@alamyamerica.com

Daniel Petry

dpetry@dpetry.com

REPORT VIOLATIONS BY ONLINE RETAILERS

AADO members or any op cal employee who can document any online retailer ﬁlling an Rx before veriﬁca on, past an expira on date, subs tu ons or any other inappropriate prac ce, report these viola ons.

The Arizona Associa on of Dispensing Op cians (AADO) - the American Optometric Associa on (AOA) and
the Arizona Optometric Associa on (AZOA) are con nuing to collect this data at
StopillegalCLs@aoa.org and send evidence to
drhanian@completevisioncare.com
AADO, Ques ons Call
Gary Scheer, President
(520) 327-6215
Gary@alvernonop cal.com

AADO receives numerous calls from members and non members alike asking for clariﬁca on
on Arizona State Board of Dispensing Op cians Con nuing Educa on requirements. We are
happy to pass on this reminder: Post this at your desk, on your fridge or keep it with your
CEC’s .

Each licensee shall submit documenta on to the Board verifying that the licensee has completed 12 hours or more of con nuing educa on, within each three year period. Of the
twelve hours of educa on, each licensee shall obtain at least:

1. Four hours in eyeglass ﬁ ng and dispensing (ABO)
2. Three hours in contact lens ﬁ ng and dispensing (NCLE)
3. One hour in State or Na onal Op cianry standards
*

(plus four other hours for a total of 12)

Only ABO, NCLE or Board approved courses are acceptable.

THE ARIZONA STATE BOARD EXAMS
Practical Examinations are administered in March and September of each year. Deadlines to submit the application
for the examinations are 45 days prior to the examination date. The Practical Exam is given at 1400 W. Washington,
Phoenix, AZ in Room B-1.
Examination dates for 2017: March 1st, (with application due by January 18th) and September 6th, (with application due by July 21st.).
Requirements to become a licensed optician in the State of Arizona:


Three (3) of the last six (6) years experience working as an optician.



Successful completion of ABO and NCLE exams.



High school graduate or equivalent.



Picture of yourself taken within the past six months.



Completed application and $100 fee.



2 letters verifying employment (in the field of opticianry) over the past six years.



3 letters attesting to good moral character.



Submit application and required documentation to sign up to take the state practical exam.
For complete instructions and requirements— http://www.do.az.gov/licensing

Preparing for the ABO or NCLE Exam?
Have Staﬀ Members That Need Training?
AADO is now oﬀering the complete ABO/NCLE training
program materials from Op cal Training Ins tute for rent
to those studying for ABO/NCLE cer ﬁca on and/or Arizona licensing.
You could purchase this program for almost $500, or you
can rent for 30 days from AADO. Members pay only a low
fee of $30.00. Non AADO members will be billed $60.00
for 30 day rentals. Materials are available to pick up at
the AADO oﬃce or can be shipped for addi onal fees.
Check the AADO website or call Mary at (520) 327-6215
for more informa on.
George Ngai

George@acuityop calusa.com

Optical Bingo
“I just want
what my insurance covers.”

“I’m never
coming back
here again.”

New patient
doesn’t bring
the prescription they’ve
been using

Patient
shows up
late for
exam

Cleaned
“nose
cheese” off a
patient’s
frame

Patient
argues about
insurance

“Why would I
buy two
pairs?”

“Glasses are
Expensive!”

“I opened the
case and they
were like
this.”

“Can I have a
copy of my
prescription?”

“Why is my
prescription
expired? I see
just fine.”

“I can see
better out of
my old
glasses.”

Patient hangs
up on you on
the phone
out of anger.

“I’d like a
refund”

Free Space

Patient belittles your
work with a
smart-ass
comment

“I can get
them cheaper
at XYZ.”

“I’m going to
buy glasses
online.”

“My
prescription
isn’t right.”

“Can you
give me my
PD?”

“I came to get
my glasses on
X but you
were closed.”

“I can’t see.”

“I’d like to
talk to the
manager.”

“I just tore my
last contact.
Can I get a
trial pair?”

“They’ve never
charged me for
that before!”

“I need those
right away.”

20th Anniversary
AADO/Yavapai Summer Conference
Historic Downtown Presco , AZ

The AADO/Yavapai Northern Chapter is celebra ng their 20th Anniversary Conference in Presco
again this year. Save the date of June 11, 2017. We will meet again at the Hassayampa Inn in
Presco . Come up early and join us. It is a beau ful area with many ac vi es.
Historic Downtown Presco is always bustling with art, entertainment and things to do. From picnics to good food and drinks, there’s something for everyone. The square has many shops and
restaurants to explore.
We would like everyone to register online. If not, you can send in your registra on fees to Mary E.
Teed, Execu ve Director at 440 N. Alvernon Way, Tucson, AZ 85711 or give me a call at (520) 3276215 and register over the phone.
AADO Member registra on fees remain $85.00. Non-members—call the AADO oﬃce.

Go online to book a room at the Hassayampa Inn (phone: 928-778-9434)
or check surrounding area hotels.

AADO Eyewire
Arizona Association of Dispensing Opticians
440 N. Alvernon Way
Tucson, AZ 85711
Return Service Requested

MEMBERSHIP APPLICATION
AADO
Arizona Association of Dispensing Opticians
440 N. Alvernon Way Tucson, AZ 85711
(520) 327-6215 / (520) 327-0368 Fax

Or...... Join online www.aado.info

Name_______________________________ Home Add.___________________________________________
City________________________________ State________________________ Zip______________________
Hm. Phone__________________________ Cell__________________________ Fax_____________________
Please provide your email address_____________________________________________________________
Business / Employer Name____________________________________ Work Phone_____________________
Business Address______________________ City_________________________ ST______Zip______________
Type of Membership applied for:
(Circle One) Regular Member $70.00 / Associate Member $50.00
Membership dues ($70.00 for Regular Member; $50.00 for Associate) must accompany this form.
Make checks payable to AADO and mail with this completed form to the address above.

VISA and Mastercard accepted online only. www.aado.info

