
Dr. Steve Vargo, IDOC Optometric Practice 
Management Consultant

I am a full time practice management 

consultant for IDOC.



Steve Vargo, OD, MBAThe Science of Selling 
The Psychology Behind Why People Buy



1. Understand consumer psychology

2. Overcome common objections to a sale

3. Get more people to say YES to you

Objectives









• Distrust of salespeople

• Buyer’s remorse

• Being lied to

• Incurring debt

• Unknown

• Bad past experience

• Prejudice

Consumer fears





1. Self-centered





1. Self-centered



• Salary – failing to mention this sends the message that pay must not be very 
good, otherwise you would of mentioned it. No need to mention specific pay, 
but at least use a term like “competitive salary/pay”. According to a 
CareerBuilder study, this is the #1 thing people look for in a job ad.

• Benefits (if applicable)
• Work-life balance (i.e.. No evenings or weekends)
• Professional development opportunities (i.e. Cont ed allowance or willingness 

to train for a specialty)
• Ability to implement a specialty (might be attractive to a candidate who has 

previous training or interest in specialty contacts, dry eye, etc.)
• Opportunity for ownership or partnership
• Ability to practice full-scope eye care (might attract an OD burned out with 

routine refractive care)
• Advanced office technology / instrumentation
• Supportive and friendly staff
• Lifestyle benefits (affordable housing, great schools, local parks, etc.) 
• Anything else?



2. Visuals



2. Visuals



Staffing – hire, train and motivate





2. Visuals



3. Contrast



3. Contrast



3. Contrast



4. Tangible



• United Kingdom 2009

• The EASE study (Enhanced Approach to 
Selecting Eyewear)

• Patients given trial lenses to assist with 
frame selection.  Control group with no 
CLs

• CL group was more likely to be fit with CLs 
(33%)

• They also spent more on eyeglasses

Ease Study



5. Emotional



5. Emotional





• Self-centered

• Visuals

• Contrast

• Tangible

• Emotion

5 stimuli of the “consumer brain”



2. Autonomy

1. Clarity1. Clarity
I don’t want to be pushy.



1. Diagnose the pain



2. Autonomy

1. Clarity1. Clarity
Are you having any problems with your 

vision?



2. Autonomy

1. Clarity1. Clarity
Are you having any problems with your 

vision?

Tell me about any problems you’re 

having with your vision.





Staffing – hire, train and motivate









2. Autonomy

1. Clarity1. Clarity
We use state-of-the-art equipment to process 

digitally surfaced lenses. These lenses are custom 

made, designed specifically for your prescription. 

These lenses take into consideration eye 

dominance, how the eyes naturally move, head 

posture, and eye center of rotation. Digital 

technology allows both the front and back surfaces 

of the lenses to work in tandem to result in optically 

clear, distortion-free lenses.
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2. TIE FEATURES TO BENEFITS



3. Differentiate your claims



4. Prescribe solutions





2. Autonomy

1. Clarity1. Clarity
What do you think about 

all this?



• Listen and empathize – neutralizes the 

objection

• Repeat their concern – displays an 

understanding

• Reposition – provide additional education 

taking objections into consideration

Dealing with the price objection







Thank You!!

Svargo@idoc.net


