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strong listening skills and it is my

responsibility to become their busi-

ness advisor and help them get

beyond simply asking about the

cost of a pair of lenses.” 

Sue Larson

General Manager 

National City Lab

Costco Optical

San Diego, Calif.

CHOSEN BECAUSE…“In the male-

dominated field of optical lens man-

ufacturing laboratories, Larson has

worked her way up the ladder to

where she is held in very high regard

in the lens manufacturing world.”

Sue Larson is that

industry rarity, a

female top execu-

tive of a major opti-

cal-laboratory.

Shortly after grad-

uating from high

school, Larson went

to work at the Opticraft lab in Portland,

Ore., spending 18 years there before join-

ing Costco Optical in 1992, at the ware-

house giant’s lab in Tukwila, Wash. “I’ve

been a lab rat my entire career,” she said

proudly.

For the past three years, Larson has

been general manager of Costco Optical’s

second U.S. lab, in the San Diego suburb

of National City, Calif., with full responsi-

bility for that lab’s product and profitability. 

The lab, one of the country’s largest

lens manufacturing facilities, currently

does 18,000 to 20,000 jobs per week for

Costco’s more than 360 U.S. in-store

vision centers. “There are very few labs

of our size in the country, doing what we

do,” she said. 

SHE SAYS…“I love what I do and

the role I play with my crew, and I

really enjoy seeing them succeed.

As a mentor, I let less-experienced

team members think through a

challenge on their own, then I

share my knowledge—and I keep

learning, too, from listening to them.”

Debbie Roney

Director of Logistics/Customer

Support

Aearo Technologies

Chickasha, Okla. 

CHOSEN BECAUSE…“Debbie Roney

provides excellent leadership and

mentoring within our company and

is a strong role model for many of

our female employees and man-

agers. Roney is widely recognized

by lens manufacturers as a strong,

yet fair, buyer of lens blanks and

often provides feedback that

improves the lens manufacturer's

procedures and processes.” 

Coming up on her 10-year anniversary

with Aearo Technologies, Debbie Roney

has been in the optical industry for over

26 years with 14 years at Triconic Labo-

ratories and three years with the Nassau

Lens Company. She started her career

working part time for an optical lab with

plans to obtain her real estate license

and move into sales. She found the opti-

cal industry fascinating and soon recog-

nized that optical was a good career choice. 

Today, Roney is responsible for lead-

ing the customer

support team at

Aearo. She is heavi-

ly engaged in their

systems architecture

and works tirelessly

on process controls

and improvements.

While considered

a mentor by her employees, Roney

points to two mentors in her own life

that have guided and influenced the way

she works with her staff—Jeff Zeidner,

one of the “smartest optical profession-

als that I have ever had the pleasure to

work with” and Larry Headlund, an

optical/mathematician/systems guru who

was (and still is) an inspiration to her.

Her personal philosophy of leadership is

to help her team achieve success.

“When folks can see and feel your pas-

sion, feel your appreciation for their

efforts, the results you are looking for

from them follows,” said Roney.

SHE SAYS…“Success is gained if

you can positively influence others

to achieve their best. This is some-

thing that I work hard on each and

every day and it never disappoints
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me. I tell other women to work hard,

albeit smart. Don't be afraid to be a

turtle....in order to get somewhere

you need to stick your neck out.”

Josephine Shallo-Hoffmann,
PhD, FAAO

College of Optometry

Nova Southeastern University

Fort Lauderdale, Fla.

CHOSEN BECAUSE…“She is

respected as an educator by her

peers and students and deserves to

be recognized for her contributions

to the profession.”

Bringing new under-

standing to the field

of vision science is

Dr. Josephine Shal-

lo-Hoffmann’s pro-

fession and her pas-

sion. An experienced

educator, Dr. Shallo-

Hoffmann, who holds a PhD in psychol-

ogy, has for the past decade served on

the faculty of the College of Optometry

at Nova Southeasten University (NSU)

in Fort Lauderdale, Fla. She currently

chairs NSU’s Research and Graduate

Studies and Institutional Review Board. 

Dr. Shallo-Hoffmann developed and

instructs in the Masters in Clinical Vision

Research course at NSU and works

closely with the students to maximize

their learning potential. She has been

selected as professor of the year three

times and has received the NSU profes-

sor of the year, Student Life Achieve-

ment Award. She continues to con-

tribute to the profession with her

mentoring, publications and research.

“My inspiration is to build a program

of excellence,” she said. “The goal of

our program is for our students to make

a meaningful contribution to vision sci-

ence and to the literature. We’re teach-

ing them to provide better patient care,

diagnosis and treatment of eye condi-

tions and diseases.” 

SHE SAYS…“Advancing the aca-

demic knowledge in our field and

helping our students become better

physicians is what’s most important

to me as a teacher.”

Vicky Sheppard

Contact Lens Program Manager

Vision Essentials by 

Kaiser Permanente Southern Calif.

Los Angeles, Calif.  

CHOSEN BECAUSE…“In her cur-

rent role at Kaiser Permanente,

Vicky Sheppard trains and provides

technical support to 26 clinics in

Southern California that fit contact

lenses. Sheppard has helped

expand and advance the contact

lens program while training and

supporting ODs, fitters, techni-

cians, and clerks across the region.”  

Vicky Sheppard’s

career in the optical

industry started

when she answered

an ad for a recep-

tionist position at

Benson Optical in

Minnesota in 1979.

After training as an

optician and then as a contact lens fitter,

Sheppard discovered she liked the med-

ical aspect of the job and the relation-

ships she developed with her patients.

Moving to California for the warmer

weather, Sheppard spent 10 years work-

ing at private practices as a pediatric CL

fitter before moving over to Kaiser five

years ago.

A Fellow in the Contact Lens Society

of America and on their board of direc-

tors, Sheppard was recently appointed to

the board of the National Contact Lens

Examiners. Her mission at Kaiser Per-

manente is to increase knowledge,

awareness and promote usage of contact

lenses at the 26 clinics she manages.  

As a mentor to others, Sheppard

acknowledges the mentors and organiza-

tions in her life that have had a positive

impact on her career. “Oakley Waite

taught me the basics of contact lens fitting

and gave me a great foundation. I am also

extremely grateful for educational soci-

eties like Minnesota Contact Lens Society

and Contact Lens Society of America.”  

SHE SAYS…“I love helping people

see better, especially kids. I am

able to work with a lot of different

people and whether it is a patient

who hasn’t been able to wear con-

tacts successfully in the past or

helping a practitioner be success-

ful, I find it’s fun to get others

excited about contact lenses.”

Jean Simone

Director of Special Sales

Charmant USA

Morris Plains, N.J.

CHOSEN BECAUSE…“Jean is a

strong, results-oriented woman who

is kind and influential. She moti-

vates everyone around her, leading

by example. Jean is truly deserving

of recognition for the fantastic

career she has had and the way she

has met and surpassed everyone’s

expectations.”

Jean Simone started

in the optical indus-

try 31 years ago and

has held a number

of significant posi-

tions, including

national sales man-

ager for Tura and B.

Robinson. She came to Charmant USA

three years ago as director of special sales

where she oversees retail department

sales, sales to corporate and regional

chains, export into Latin America and all

of Charmant USA’s customer service and

sales support efforts, as well as continu-

ing to travel globally. A laundry list of

responsibilities she meets with a level of

professionalism, energy and good humor

that raises the bar for everyone.

Believing the optical industry is more

of a family than any other industry she

has known, the close knit nature of the

industry and the relationships she has

formed over the years have helped

cement her reputation for honesty and

fairness. Her personal philosophy

includes a desire to contribute to a

greater good and to help her company, or

an individual, grow and succeed. As

someone who admits to having had

many mentors in her own life and who

believes everyone you come into contact

with has the ability to give some sort of

direction, she strives to be a positive

influence on all those around her. 

SHE SAYS…“I have always felt that

doing my job is about helping oth-
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It takes hard work to excel in any career — but it takes real passion to truly soar.

Congratulations to Andrea Saia and Barbara Rhodes on being named two of the Most Influential Women in

the Optical Industry by Vision Monday. Thanks to their leadership, dedication and innovative thinking, the

CIBA VISION® philosophy of Shared Passion for Healthy Vision and Better Life is clearer than ever.

Andrea Saia, Chief Executive Officer
Honored in Executives Category

Barbara Rhodes, Manager, Global Integrated Marketing
Honored in Innovators Category

T H R E E  C H E E R S
T W O  W O M E N
O N E  P A S S I O N
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Congratulations on being named two of 

the 50 Most Influential Women in Optical.

Natasha D’sa 

Sr. Director Mvc Sales & Operations

Lisa Gear

Director Optical Frame Buying

LensCrafters | Pearle Vision | Sears Optical | Target Optical | EyeMed Vision Care | Sunglass Hut | ILORI | Luxottica Optical Manufacturing N.A.

Your significant contributions to the industry are clear.

ers do the job they need to do. If I

can help them do it better or get

the things they need faster then I

am here to help them. I know that

to be successful we all have to get

behind the ship to push it.” 

Pat Stiles

National Accounts Manager

Essilor

Union, Ky. 

CHOSEN BECAUSE…“She brings a

comprehensive understanding of

products and processes to her cus-

tomers.”  

Having been in the

optical industry for

over 30 years, Patty

Stiles is widely

respected for her

knowledge and pro-

fessionalism. She

began her career in

1967, working in the accounting depart-

ment at Onondaga Optical, a Syracuse,

N.Y. wholesale lab run by brothers Vic-

tor and Lionel Gilels. She rose through

the organization to become general man-

ager, remaining with the lab for 20 years.

“There were very few women manag-

ing labs at that time,” she recalled. “I owe

a lot to the Gilels brothers. They didn’t

care if you were a male or female, as long

as you were good at what you did.”

Next, Stiles was recruited by Essilor’s

Silor division to be a detail sales rep in

upstate New York. She soon took on

greater responsibilities, eventually man-

aging detail sales east of the Mississippi

and then became wholesale manager in

upstate New York and New England.

As Essilor’s national accounts manag-

er, she has called on Empire Vision,

Davis Vision, National Vision and Lux-

ottica, which is currently her sole focus.

“It’s great because I get involved with a

little bit of everything, from new prod-

ucts and technologies to IT issues.” 

SHE SAYS…“Learn everything you

can, have a can-do attitude, and

find good mentors.”

Danne Ventura 

Director of Professional Relations

Essilor of America

Dallas, Texas

CHOSEN BECAUSE…“Danne has

received the highest award from the

Joint Commission of Allied Health

Personnel in Ophthalmology (JCAH-

PO), is well known and respected

for her education and leadership in

opticianry, optometry, and ophthal-

mology and annually directs the

Varilux Optometry Super Bowl.”

After 25 years in the

optical industry,

Danne Ventura

could wallpaper a

room with all the

awards and honors

she has received. In

fact, in 2007 she

was even named a Fellow in the Ameri-

can Academy of Optometry, an uncom-

mon distinction for someone who isn’t an

optometrist.  

In addition to her honors, she also sits

on a number of boards including the

National Academy of Opticianry, the

JCAHPO Education and Research

Foundation, the Vision Council Educa-

tion Task Force and the Commission on

Opticianry Education. 

If these qualifications alone didn’t

make her exactly the kind of person stu-

dents entering the optical industry turn

to for guidance and advice, her role as

director of professional relations at

Essilor of America certainly would. As

part of her job, she works with schools,

associations and students, administers

and runs Essilor’s student grant program.

Ventura also believes that the newer

generations of women in optical are def-

initely making a place for themselves.

Since the sheer number of women in

optometry schools has already out-paced

men, as they graduate and start to prac-

tice, women will become even more

influential in associations and shaping

the industry, she said. Ventura was hon-

ored by VM in the First “Influential

Women” issue in 2003.

SHE SAYS…“Balance is the key.

Women just starting out today real-

ly need to keep a balance and not

sacrifice their real lives for their

work.” 
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Ann Harrison

Director of Broadscale Marketing

and CRM
1-800-CONTACTS, Inc.
Draper, Utah 

CHOSEN BECAUSE…“Ann Harrison

is leading the television, direct-to-

consumer and in-store marketing

behind the 1-800-CONTACTS'

alliance with Wal-Mart. This alliance

will create the largest optical net-

work in the industry to span across

optical stores, call centers and the

Internet. I hope you can compre-

hend the scale and complexity of

what she is accomplishing on an

alliance that will have a profound

impact on the industry.”

Ann Harrison has

been with 1-800-

CONTACTS for

the past eight years.

Harrison worked as

a marketing manag-

er for four years

before becoming

the director of

broadscale marketing including televi-

sion, radio and print, and customer rela-

tionship management (CRM). Prior to

joining 1-800-CONTACTS, she worked

in the health benefits management

industry as a health benefits consultant.  

Her newest project, the integration of

marketing for the new alliance between

Wal-Mart and 1-800-CONTACTS, will

bring contact lenses to more Americans

at lower prices and more convenience.

The combined marketing efforts being

created by Harrison will drive awareness

of the alliance and enable consumers to

take advantage of these benefits.

Harrison’s favorite part of her job is lis-

tening to contact lens wearers—gaining

understanding of their needs and wants

in the contact lens purchasing process

and in their lenses. She enjoys finding

ways to simplify the process of getting

contact lenses, which is why she’s so

excited about the alliance between 1-

800-CONTACTS and Wal-Mart.  

Harrison was honored by VM in the

“Influential Women” issue of 2006.

SHE SAYS…I’m inspired by the

many women in the optical industry

and in other industries who are cre-

ating change. I tell other women,

‘Go for it.’  The optical industry is a

great place to be.”    

Patty Perreira

Co-Founder and Designer

Barton Perreira

Venice, Calif.  

CHOSEN BECAUSE…“In today's

market that is dominated by big

corporations, Patty has designed an

eyewear collection that was bought

by all the major U.S. department

stores and is also sold in only the

top independent stores. It was an

amazing feat to start her own com-

pany and design a line that has very

quickly made such a big impact.”

Patty Perreira got

her start in the opti-

cal industry in 1986

answering phones

at a newly founded

eyewear company

called Oliver Peo-

ples. Over subse-

quent years, she did a number of jobs in

the growing company, eventually set-

tling into a creative role where she did

everything from marketing to design, all

without formal training. 

Along with Larry Leight, she’s worked

on collections for Prada, Miu Miu and

Vera Wang along with Oliver Peoples, as

well as bringing Paul Smith Spectacles to

market. She cites as some of her biggest

mentors: Leight, who gave her the oppor-

tunity to design; Smith, who she calls a

creative genius; and Kenny Swartz,

another founder of Oliver Peoples and

the person who taught her the more tech-

nical aspects of making frames.   

In 2006, Perreira left Oliver Peoples.

Later, along with Bill Barton, the former

OP president, the two started luxury

eyewear line, Barton Perreira. She said

the greatest challenge to starting her

own line was finding the confidence

within herself. 

She admits it was a huge step to

believe she could do it without corporate

backing but her perseverance, knowl-

edge and keen sensibilities have gar-

nered her line acclaim and respect, both

within the industry and out.  

SHE SAYS…“I think it is important

to continue to look outside the

industry and not have tunnel vision

when it comes to looking at what

you do. You need to keep an open

mind, be patient and stick with it.

People want things to happen so

fast nowadays but it is better if

they take their time to make sure

things are done right.”

Gai Gherardi 
& Barbara McReynolds

Co-Owners/Co-Designers

l.a.Eyeworks

Los Angeles, Calif.

CHOSEN BECAUSE…“l.a.Eyeworks

has been creating original, invigor-

ating eyeglasses since 1979,

designed by the company’s co-own-

ers, Gai Gherardi and Barbara

McReynolds. They have also rede-

fined perceptions with explosive

marketing concepts that meld

trademark humor, ‘low-brow’ mate-

rials, politically-charged messages,

and spiritual encouragements.”

Since 1979, l.a.Eyeworks’ iconoclastic

glasses have changed the way people

think about eyewear. Its designs are

immediately recognizable for their mod-

ern strokes and bold color innovations,

infiltrating the popular culture landscape

in everything from art to movies, and all of

the brand’s success can be traced back to

founders and partners, Gai Gherardi

(above, right) and Barbara McReynolds

(above, left), who own and design the line. 

Gherardi and McReynolds, who start-

ed their business because of their love of

eyewear, are still to this day inspired by

the idea of being able to put one of their

designs on someone’s face and seeing it

make a difference. They claim it is that

spark that has continued to sustain and

inspire them, while driving on their suc-

cess. A level of success the duo has

reached by not backing down and being

open to what is going on around them.

They believe that though success gives

you power and it is what you do with

that power and staying true to yourself

that is the real challenge. 

With three namesake retail stores in

Southern California, l.a.Eyeworks frames

are distributed to exclusive retailers and

opticians worldwide. Despite the com-

pany’s success it is still privately owned

and operated and fiercely proud of its

independence.

THEY SAY…“Women need to rec-

ognize and connect with our intu-

ition and act on it. We have to trust

our intuition and not be afraid to

follow it. Some of our best deci-

sions have come from not going

with the norm but believing in our

intuition and the choices it has led

us to. Those choices give us fear-

Women who have initiated new product developments or special programs in the arena

of marketing, technology or retail. They have spearheaded innovative business enter-

prises that are achieving marked success.  
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lessness. Women need to fear

nothing and no one.”

Barbara Rhodes

Manager, Global Integrated

Marketing

CIBA Vision Corporation

Duluth, Ga. 

CHOSEN BECAUSE…“She devel-

oped and launched the FreshLook

Color Studio, a revolutionary

Internet-based technology that

allows visitors to try on FreshLook

Color contact lenses… Web site vis-

itors have increased 125 percent

over the launch period.”

Barbara Rhodes refers to the develop-

ment and wildly successful launch of the

FreshLook Color Studio as her second

“baby” (she had a baby boy last year).

The interactive, online tool, launched ear-

lier this year, allows consumers to upload

their photo to

freshlookstudio.com

and “try on” contact

lenses in a range of

colors. Rhodes refers

to the studio as “a

virtual solution offer-

ing consumers a way

to experiment with

color contact lens-

es. And once they have their photos they

can get opinions from family and friends

by posting it online or emailing it

around.”  

Another advantage of the studio: less

chair time once consumers go to their

eyecare practitioner and the simpler sell

is something that CIBA is marketing to

ECPs as part of their brand communica-

tion message. 

Rhodes, who has been with CIBA

Vision for two and a half years has more

than 15 years of experience in the mar-

keting and advertising world. Currently

responsible for Web-based marketing for

all of CIBA’s CL brands, Rhodes has

spent most of her career in the industry

handling healthcare clients at media

companies. The best part of her job?

“It’s nice to work on projects that do

good things for people.”  

As for the future, Rhodes is working on

taking the FreshLook Color Studio experi-

ence to the next level and is in the process

of rolling out the technology on a global

level to more than 20 countries worldwide. 

SHE SAYS… “I'm inspired by the

possibilities life brings to us—what

is new, what is on the horizon and

how I can make it work for us in

helping others. Personally, I believe

in doing the best I can and being

the best I can be in a continual

search for a happy, fulfilled and bal-

anced life.”

Terri Wilson

Vice President, Strategic Alliances

and Sales Operations

VSP Vision Care

Rancho Cordova, Calif.

CHOSEN BECAUSE…“Terri leads

numerous cutting-edge programs

and Best in Class initiatives…

through her efforts, she has mas-

terfully enhanced VSP’s approach

to exceptional client satisfaction.”

The hot new trend

in managed vision

care these days is

maximizing the con-

nection between

eyecare and overall

wellness—and VSP

Vision Care’s Terri

Wilson is definitely

in the midst of this innovative move-

ment.

After beginning her career at a Wis-

consin HMO, Wilson has spent 11 years

with VSP, initially working with the

managed-vision giant’s provider network

to implement programs related to the

company’s panel of eyecare profession-

als; she also spent some time on the

sales side. 

About a year ago, Wilson added

account management functions to her

I n n o v a t o r s
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role; in January, she took on additional

responsibilities working with third-

party vendors and payers to develop

patient data.

Today, her primary responsibility is in

VSP’s expanding health care initiatives,

helping the company demonstrate how

private-practice independent ECPs

help manage patients’ overall health.

Wilson works to develop strategic part-

nerships with disease managers, data

aggregators and health plans in an effort

to identify and manage patients with

chronic conditions—all part of an initia-

tive that has helped bring optometrists

further into the healthcare arena. 

SHE SAYS…“In many cases, the

connection between eye health and

a person’s overall health is new to

the people I talk with, so it’s excit-

ing to share our story, and let them

know the eyes are the window on

wellness.” 

Bette Zaret

Senior Vice President, 

Global Marketing

Transitions Optical

Pinellas Park, Fla.

CHOSEN BECAUSE…“Bette Zaret

is a true visionary, dedicated to ele-

vating the importance of Healthy

Sight through education, eyewear

and eyecare for people around the

world. Her passion has also

sparked a revolution within the com-

pany that is spreading throughout

the industry.”

Zaret has 30 years of international mar-

keting experience with such companies

as Johnson & Johnson, Bristol Myers

Squibb and Disney. Since joining Tran-

sitions Optical in 2001, Zaret has estab-

lished the Transitions Partners in Educa-

tion Program, including the creation of

the Transitions Healthy Sight Counsel-

ing program, a

global initiative

that aims to edu-

cate practitioners

and patients on

potential threats to

good sight and

healthy eyes; fund-

ing of clinical

research in the area

of quality of vision at major academic

ophthalmology and optometric institu-

tions; developing a wide range of contin-

uing education vehicles for eyecare prac-

ticioners; supporting educational and

scientific meetings in the U.S. and

abroad; and spearheading relations with

the World Council of Optometry (WCO)

and American Optometric Association

(AOA). 

Zaret has also been very instrumental

in the launch of the Transitions Healthy

Sight for Life Fund, Transitions Opti-

cal’s global corporate giving initiative.

She’s played a major role in Transi-

tions’ new PGA sponsorship, the 2009

Transitions Championship for Healthy

Sight. Zaret is responsible for all strate-

gic marketing functions and for estab-

lishing and expanding the Transitions

brand equity worldwide. Zaret also

chairs the company’s Global Marketing

Council.  

She is an admitted idealist and opti-

mist. “It’s like a mosaic, where far away

is the big picture and closer up, all the

tiny points fit together. You need a great

team to contribute, expand that vision

and get you there.” 

Zaret has a B.A. cum laude from Syra-

cuse University and an advanced execu-

tive degree from Northwestern Univer-

sity’s Kellogg School of Management.

Zaret was previously honored as one of

VM’s Most Influential Women in Opti-

cal in 2005.

SHE SAYS…“Work hard, find bal-

ance, be honest and have integrity.

I had to fight gender wars when I

was moving up; but today, I am

seeing a different world, there’s a

real transformation and this indus-

try is poised to really change peo-

ple’s lives by helping them under-

stand healthy sight.” 
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NEW YORK—Females continue to raise

their profile within the eyecare professions. 

Women remain the majority of stu-

dents now enrolled in U.S. schools and

colleges of optometry. In addition,

women are dominant among those stu-

dents gaining technological and oph-

thalmics know-how at the leading opti-

cal dispensing and technical programs

across the country.

Further, diversity of today’s female

students—spanning many cultural back-

grounds and age groups—young singles,

mature “second career” women and

working mothers—promises to further

change the professional eyecare and dis-

pensing landscape. 

In optometry, women say they are

drawn to the core values of the profes-

sion, and the various business opportuni-

ties that exist in private practice, group

practice, public health and corporate and

hospital settings. 

The young women coming out of the

schools and colleges, as exemplified by

the students we spotlight here, are

already very active, curious and eager to

extend the scope of their contributions.

The need for educated dispensing

opticians remains paramount. A range of

product technologies, more complex

optical choices and an increasingly

informed and demanding patient base

continue to reinforce this need.

The 3rd edition of this special section,

of Vision Monday’s “Most Influential

Women in Optical” issue, is underwrit-

ten by a grant from the Luxottica Group.

We asked the heads of the country’s pro-

fessional optometry schools and those

overseeing the ophthalmic dispensing

and opticianry tech programs around the

U.S. to recommend a female candidate

to represent their school and the Class of

2008 graduates.

Their choices reflect high standards of

commitment, achievement and accom-

plishment.

—Marge Axelrad

Class of 2008 Student Profiles compiled
and written by Samuel Colon.
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The Next Generation of Leadership is presented by

The Class
of 2008
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Victoria Arellano
Essex County College

Newark, N.J.

Since her 18th birthday, Arellano

has been supporting herself

through school.  Receiving her

licensure as an optician will enable

her to work fulltime while pursuing a Bachelor’s

Degree in Biology and Portuguese at Rutgers

University in Newark, N.J.

While working as an apprentice for the past two

years, Arellano has volunteered for the Gift of Sight

Program and the Lions Eye Banks of New Jersey.  

Arellano said, “My profession in Ophthalmic

Dispensing began unintended, but led to a true

passion for the technology of lens manufacturing.

For the past two years, I have been employed at

a major competitor in the eyewear market and

hold a supervising title at my office.  Working at

this retailer/pharmacy has nurtured my communi-

cation skills as well as the technical skills I have

studied throughout my degree.”

HER SCHOOL SAYS: “There is no other

way to describe her. She is the kind of stu-

dent that every dedicated teacher would

want.” 

Siobhan Gross
Middlesex Community College

Middletown, Conn.

Working as a sales associate in a

retail optical shop, Gross realized

how much she loved the optical

field.  

“It still is so amazing to me all of the things that

I have encountered in this field, and how much I

have learned, especially through my courses the

past few years.”

At school, Gross served as a Laboratory Clinic

Manager at the College Optical Clinic. Currently,

she is serving as a Clinical Fellow in Contact

Lenses at Consulting Ophthalmologists in Farm-

ington, Conn.  Here, she is getting hands-on expe-

rience in contact lens fitting.  

She will be taking the Connecticut State prac-

tical exams this month, and will be moving to

Newport News, Va. by the end of the year, where

she plans to get a Master’s Degree in Health Care

Management.   

HER SCHOOL SAYS: “She has been an

advocate and unofficial tutor for several of

her classmates.”

Laura Huffman
Hillsborough Community

College, Tampa, Fla.

Huffman served as President of

Hillsborough Community Col-

lege’s Opticianry Organization and

also served as the college’s repre-

sentative to the National Federation of Opticianry

Schools’ College Bowl. 

A glasses-wearer herself since the age of seven,

she has always been interested in eyewear.  Now

that she is an optician, she finds great joy in help-

ing the customers with such a necessary aspect of

their life—vision.  

“I have always liked helping people and I

believe providing them with quality products to

help them see is quite rewarding.  My favorite is

always helping the kids that come in and have to

get glasses.”  

In the next year, Huffman plans on sitting for

the Florida State Boards and possibly helping out

at the opticianry program at Hillsborough Com-

munity College.  

HER SCHOOL SAYS: “Laura is the outstand-

ing female graduate from the Hillsborough

Community College Opticianry Program.”    

Nancy Jarin
Roane State Community

College, Harriman, Tenn.

Jarin was elected Opticianry Stu-

dent of the Year, by her class-

mates, representing her school at

the 2008 National Federation of

Opticianry Schools (NFOS) College Bowl compe-

tition in New York City at Vision Expo East, and

winner of this year’s Essilor CRP Award.  

While in school, Jarin performed community

serviced related to the eyecare field and she noted

that her favorite aspect of being an optician is

helping others.  

“Whether it’s an eyeglass adjustment, helping

patients to better understand their prescription,

choosing which eyewear is best for them, or help-

ing them to insert and remove their contact lens-

es, it is very satisfying just knowing that I have

helped someone.”

She is currently working for Sears Optical and

Target Optical, and she plans to continue working

as an optician in the future.  

HER SCHOOL SAYS: “She is definitely a

next-generation leader!” 

Kathie Kazdin
Cuyahoga Community College

Cleveland, Ohio

A recent graduate of Cuyahoga

Community College’s Optical

Technology Program, Kazdin man-

aged to complete school while working full-time

and raising a family.  

After completing her clinical experience at Park

Opticians, a highly-reputable, family-owned opti-

cal shop with two locations in the Greater Cleve-

land area, she was hired by the business. She has

now been there for over a year and is very happy

with her work.  

“I’m learning more each day and hope to con-

tinue to help produce quality items for our cus-

tomers to use and enjoy.”  

HER SCHOOL SAYS: “While in the pro-

gram, Ms. Kadzin showed wonderful time

management skills, and she was an inspira-

tion to those around her.”

Amy Malone
Seattle Central Community

College School of Opticianry 

Seattle, Wash.

Malone, a 37- year-old mother of

two, managed to balance work and

family life with her school schedule, becoming a

top student.  As the president of SCCC’s Scholas-

tic Opticians Society, where she helped raise

money to send students to the Opticians Associa-

tion of Washington conventions.  

She finds that the industry has suited her

extremely well. “I enjoy the interaction with peo-

ple, the fashion component, and the science…it

plays perfectly into my personality and interests.” 

Malone plans to become optical manager at the

private OD practice where she is currently

employed. She is starting an Alumni Association

for Seattle Central’s School of Opticianry, which

“will provide networking for graduates as well as

fundraising to support the program and students.”  

She plans to pursue a Bachelor’s degree in Opti-

cal Business Management and eventually open up

her own dispensary.  

HER SCHOOL SAYS: “…she has always

been a positive influence.” 



Dear Reader:

It is with great pleasure that we celebrate the future leaders of the 
optical industry, inspired by their desire and commitment to providing
the highest standards of care in helping patients see better.

Today, we salute the leading female graduates from each of the major
U.S. schools and programs of optometry and opticianry. We believe
that these women will help change the face of today’s eyecare 
profession by taking on important roles in areas of private practice,
group practices and optical retail operations as well as in education
and technology settings. 

To this end, Luxottica Group remains deeply committed to Working
Together with the new generation of optical leaders, and with our 
valued customers, in providing the programs, products and services
most closely connected to the needs of the eyecare professional.

We are honored to sponsor Vision Monday’s 2008 “Next Generation
of Leadership,” which we are confident will help move forward
women’s roles in the delivery of quality eyecare services.  

Our warmest congratulations to all those who have earned an
esteemed place in this issue.

Sincerely,

Pierre Fay
Executive Vice President
Wholesale North America
Luxottica Group
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Cassia Niemotko
Raritan Valley Community

College, Somerville, N.J.

Entering the optician program at

17 years of age, Niemotko com-

pleted the difficult curriculum in

two years of full-time study while maintaining a

steady job, making a lasting, positive impression

on her professors along the way.   

She credits her professors, who, she said, “took

the time to assist me in areas where I needed

extra help,” for giving her the opportunity to

begin enjoying opticanry work.  

“It is a very fulfilling job to be able to assist peo-

ple in improving their vision. There is a multitude

of different opportunities that allow you to both

deal with the public and/or deal with the mechanics

and technicalities of fabricating a pair of glasses.”

In the future, Niemotko plans on becoming a

licensed optician. She is now working at Optical

Options in East Randolph N.J., and hopes to be

ready to take the State Board Exam this fall.  

HER SCHOOL SAYS: “We are sure that she

will have a most successful career in her

new profession.  It is a forgone conclusion

that she will be a leader of opticianry soon.”

Vanessa Rivera
Broward Community College

Fort Lauderdale, Fla.

As a single mother, Vanessa Rivera

was wary of going to school to enter

the optical program at Broward

Community College. Once she

started, however, she found immense support

from her community and remained driven to com-

plete the challenge.  

“I tried hard and grew personally in the optical

program at Broward Community College.  I over-

came obstacles and stayed with it no matter how

many times I wanted to quit. Our professors were

awesome and the support I received from my co-

workers and the doctors is what kept me going,

along with the drive to better myself for my

daughter and me.”

Rivera plans to use the knowledge she has

gained and continue her education. She plans to

get a bachelors degree and eventually go to

optometry school.   

HER SCHOOL SAYS: “Vanessa is a wonder-

ful student.”   

Megan Smith
Erie Community College

Williamsville, NY.

At the time of her entrance into

Erie Community College, Smith

was a 27-year-old single mother of

two twin girls.  She managed to graduate with

honors and became a member of the international

honor society, Phi Theta Kappa.  She was also a

tutor for the physics department and she helped a

professor run a class for high school students. 

Previously working for JCPenney Optical,

Smith has recently started working as an optician

and contact lens fitter at Eye Care and Vision

Associates, a private ophthalmology practice with

four different locations in Western New York.

“Right now, the most rewarding part of my job

is when a patient picks up their glasses and they

say, ‘Wow, I can see now!’” she said.

Smith plans to get married this July. “It has

been a wonderful and very busy two and half

years, but I wouldn’t trade them for the world.”

HER SCHOOL SAYS: “Megan demonstrates

dedication, commitment, and strong leader-

ship qualities.”  

Elyse Turner
Indiana University School of

Optometry Optician/Technician

Program, Bloomington, Ind.

Recipient of the “Technician of

the Year Award,” Turner was an

active and excellent student at IU,

working for an optometrist in the summer of 2007

and then as a lab teaching-assistant in the oph-

thalmic dispensing class in the spring  of 2008.

“I have been wearing glasses since the third

grade so becoming an optician/technician just

seemed to fit. I can relate to the patients on a

more personal level.”

Currently, Turner works in a private practice,

she is still enrolled as a full-time student and she

hopes to become an ophthalmic assistant.

Although she noted that it has been difficult bal-

ancing the schedules of school and work, she

remains positive. “Being an Optician/Technician

has been a very rewarding experience.”  

HER SCHOOL SAYS: “She possesses an

exemplary professional attitude and ethical

foundation. Elyse will be an asset to the

profession and we are proud to have her as

a graduate.”  

Yuliya Zhukova
New York City College of

Technology, Brooklyn, N.Y.

Holding a Bachelor’s degree in cre-

ative writing from CUNY Brooklyn

College, Zhukova began her opti-

cal career as an eyewear consultant for Lens

Crafters. She soon became interested in opticianry

and enrolled at the New York City College of

Technology, Vision Care Technology Department,

where she graduated with an Associate’s Degree

in Ophthalmic Dispensing.  

“When I got to school, I saw that there was so

much more to the world of ophthalmic dispensing

than I had imagined,” she said.

Zhukova made the Dean’s Honor List every

semester maintaining a GPA of 3.79.  She is the

recipient of two distinguished awards, the Philip

L. Salvatori Contact Lens Theory Award and the

New York State Society of Opticians Future of

Opticianry Scholarship.  

Zhukova hopes to become involved in manage-

ment as well as frame design.  

HER SCHOOL SAYS: “Since enrolling in the

program, Ms. Zhukova excelled to the top of

her class.”  

T O D A Y ' S S T U D E N T S S A Y . . .

“I overcame obstacles and stayed
with it no matter how many times
I wanted to quit.”

“…it is very satisfying just knowing
that I have helped someone.”

“It is still so amazing to me all of
the things that I have encountered
in this field, and how much I have
learned…”

“I’m learning more each day…”

“It is a very fulfilling job to be able
to assist people on improving their
vision.”

“…the most rewarding part of my
job is when a patient picks up their
glasses and they say, ‘Wow, I can
see now!’”

“Being an Optician/Technician has
been a very rewarding experience.”
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Sharanjit Burmy, OD
SUNY College of Optometry

New York, N.Y.

Born in London, England, Burmy

immigrated to Canada when she

was nine years old. After receiving

her BSC from the University of British Columbia,

she moved to New York City to pursue her OD.

At school, Burmy was president of her class for

the past three years. She has also been an active

volunteer since she was a young teenager.

“Optometry has been more than I anticipated it

to be, allowing students and optometrists to be

more involved with their communities, while more

importantly allowing the clinician to participate in

the overall general healthcare of their patients.”  

Next year, Burmy will begin a residency in Ocu-

lar Disease at SUNY College of Optometry.  After

that, she hopes to teach part-time at an optometry

school while working in a private practice.  

HER SCHOOL SAYS:  "Sharanjit represents

the best and brightest among our students.

Not only did she achieve excellence in the

clinical and didactic portions of our pro-

gram, but she was a dynamic student leader."

Marlena Chu, OD
UC Berkeley School of

Optometry

Berkeley, Calif.

As an undergraduate at UC

Berkeley, Chu was an outstanding

student, whose grades and enthusiasm made a

lasting impact on her professors. She was elected

co-president of her class and appointed as a mem-

ber of the School Admissions Committee.

“Optometry allows me to not only care for my

patient’s vision needs, but to be part of their lives.”

Soon she will enter a Low Vision Residency

program at UC Berkeley, where she plans to fur-

ther her clinical experience while helping a neigh-

borhood to which she feels a strong connection.   

“I am very excited to serve the low vision needs

in the Bay Area, a population dear to me, and also

to work with the always amazing duo of Dr.

Robert Greer and Dr. Ian Bailey.”

HER SCHOOL SAYS: “At Berkeley, Ms. Chu

has excelled both in the classroom and in

clinical patient care.” 

Jessica Mai, OD
University of Missouri

St. Louis School of

Optometry

St. Louis, Mo.

Graduating on the Dean’s List

with honors, Mai is the recipient of the 2008 Con-

tact Lens Faculty Clinical Excellence Award, the

2008 Student Ambassador Award, and the 2008

Missouri Optometric Foundation Clinical Experi-

ence Award.  

“I believe that optometry is an outstanding pro-

fession and I am proud to be a part of it. I am for-

ever grateful to those who paved the way and

made optometry what it is today. During my

career, I hope to continue to be involved in pro-

moting the profession and moving it forward for

future generations.”

Mai plans to work in a multidisciplinary clinic in

Kansas.  

HER SCHOOL SAYS: “She was one of two

graduates who distinguished himself/herself

with the honor of Dean’s List with Honors.”

Ashley K. McFerron, OD
Northeastern State University

Oklahoma College of Optometry

Talequah, Okla.

McFerron is a recipient of many

awards, including the NSUOCO

Clinical Excellence Award, the NSU Honor Soci-

ety Award, the Vistakon Award of Excellence in

Contact Lens Patient Care, and the Transitions

Healthy Sight for Life Scholarship.

In 2006, McFerron founded the Bedlam

Optometry Clinic, which provides healthcare for

the uninsured in the city of Tulsa. 

McFerron recently moved to Portland, Ore. and

will be practicing primary care optometry with a

special interest in contact lenses in Woodburn, Ore.  

She has high hopes for the future of optometry.

“I think the profession is moving in a positive

direction. There are so many things changing and

so much research going on. I think things will only

get more interesting.”  

HER SCHOOL SAYS: “Ashley McFerron is

an outstanding female graduate.”

Melissa Schroeder, OD
Indiana University School of

Optometry

Bloomington, Ind.

Schroeder served as the Indiana

University Optometric Student

Association Trustee, increasing membership and

attendance of the organization. While at school,

she was a strong advocate for IU, leading tours,

and hosting prospective lunches.

Schroeder has a positive outlook for her opto-

metric future and the future of the profession in

general. “I am excited to be entering the great

profession of optometry. Optometry has made

impressive advancements in the past few decades,

and it is important for members of the profession

to take interest in our future.”

Schroeder will be joining Urbandale Optical, a

group private practice in Urbandale, Iowa.  

HER SCHOOL SAYS: “Melissa Schroeder is

successful both in the classroom and out.

There is no doubt in my mind that she will

continue her advocacy for the profession

and make an impact wherever she goes.” 

Anita Ticak, OD
Ohio State University College

of Optometry

Columbus, Ohio

After struggling with visual prob-

lems at a young age, Ticak “devel-

oped a passion for eyecare early on,” she related,

and since then, she hasn’t looked back. 

Ticak recently completed a Master’s Degree in

Vision Science concurrently with her Doctor of

Optometry degree.    

A recipient of the AOA Student Leadership

Award and the OOA Senior Student Award, Ticak

served as President of the OSU Optometry chap-

ter of the AOA and the AOA-PAC. 

“Never have I seen such a group of committed,

giving and passionate people as is seen in optome-

try.”

Ticak is currently doing a Cornea and Contact

Lens Residency at the University of Houston Col-

lege of Optometry.   

HER SCHOOL SAYS: “Anita has been an

active student organization participant and

leader throughout optometry school.”




