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Every day contact lens and lens care solution 

manufacturers strive to make products that 

are safer and easier for patients to use. As an 

optometrist, I know that eye care practitioners 

like me are primarily interested in safety and 

efficacy; however, we recognize that patients 

are more likely to comply with convenient and 

easy-to-use systems of contact lens wear and 

care. It’s common to see safety and compli-

ance messaging regarding contact lenses in an 

eye care practitioner’s office and on the lens 

solution’s packaging. However, a critical inter-

section where that compliance message could 

and should be reinforced is at the retail shelf – 

and here’s why. 

————————————————————— 

Patients are more likely to comply with 

convenient and easy-to-use products. 

————————————————————— 

While the overall contact lens market shows 

an increasing trend in the number of contact 

lens wearers, there is also a significant num-

ber of patients who drop out of lens wear each 

year. It’s important to note that a good per-

centage of these “drop outs” may discontinue 

wearing contact lenses because of noncompli-

ance issues. Retailers and pharmacists should 

be concerned about this trend because fewer 

contact lens wearers, using less lens care 

solutions, ultimately means fewer sales of 

these lens care products at the shelf. 

————————————————————— 

A good percentage of “drop-outs” 

stop wearing contact lenses because of 

noncompliance issues. 

————————————————————— 

Proper contact lens care and regular return 

visits to their eye care practitioner are essen-

tial for a patient’s safety and wearing success. 

The reality is that greater compliance has a 

direct causal relationship on patients’ contact 

lens comfort and health, and that is why we 

need to take contact lens compliance very 

seriously. 

————————————————————— 

The reality is that greater compliance 

has a direct causal relationship on  

patients’ contact lens comfort and 

health, and that is why we need to take 

contact lens compliance very seriously. 

————————————————————— 

Why should you care? 

The issue of non-compliance in contact lens 

wear is real. There have been numerous stud-

ies in recent years that have looked at wear 

and care compliance among contact lens 

patients. The following are just a few exam-

ples of more than abundant statistics that 

have been published regarding compliance:  

 

• Up to 80 percent of contact lens compli-
cations trace back to poor patient com-
pliance with recommended lens wear 
and care guidelines.1 

• 40 to 91 percent of contact lens 
 patients are noncompliant in their 
 recommended care and maintenance 
 regimen 

• 25 to 50 percent of patients are non
 compliant in some aspect of hygiene.  

• One-fourth of patients don’t always wash 
 their hands prior to handling contact 
 lenses and 12 percent never do; 

• Most healthcare providers say that only  
 about one-third of patients will follow 
 instructions exactly, one-third will follow 
 some instructions and one-third will not 
 follow instructions at all. 
 
 

As the numbers show, practitioners and manu-

facturers continue to try, but their efforts still 

need reinforcement. Perhaps patients don’t 

understand the message, don’t grasp the 

potential consequences of noncompliance or, 

even more unfortunate, don’t truly believe 

problems can happen to them. 

 

Whatever the reason for non-compliance, it’s 

obvious that to ensure patient safety, contact 

lens wearing comfort and minimize contact 

lens dropout, practitioners, manufacturers, 

retailers and pharmacists can all play an im-

portant role in diligently promoting contact 

lens wear and care compliance with patients. 

 

Conclusion 

One of the reasons for contact lens dropouts 

increase is because of the wide discrepancy 

between what patients should do (in comply-

ing with healthy wear and care) and what they 

actually do. It stands to reason that promoting 

the compliance message in the eye care pro-

fessionals office; on the manufacturers’ pack-

age and at retail will not only help increase 

lens care product sales to a level that’s closer 

to the recommended usage for healthy out-

comes for the user but also keep patients in 

the contact lens franchise and create even 

healthier bottom lines for retailers who carry 

products that help compliance.  

 

Retailers who align themselves with a proac-

tive compliance message in support of con-

sumers’ healthy contact lens care habits will 

ultimately benefit from a healthier bottom line.  

 

1.  Contact Lens Spectrum. Carmen  F. Castellano, 
OD, FAAO. “10 Steps to Improving Contact Lens 
Compliance.” March 2004. 

 
 

 
 
 
 
 
 Introducing LensAlert! contact lens 
 and case replacement timers.  
  Now contact lens wearers can accurately track and  
 replace their lenses and case according to their eye 
 care professional’s schedule.  
 LensAlert! reduces the risk of eye infections and 
 improves lens comfort and clarity by keeping contact 
 lens wearers on schedule. 
 LensAlert! is the first contact lens and case replace
 ment timer on the market. It solves a serious con-
 sumer health issue. It’s good looking, it’s well built, 
 and it’s priced to sell.  
 LensAlert! is truly a great new product for your eye-
 care aisle. 
                       visit  www.LensAlert.com 
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