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(A View from the Top)

Integration in
the Asia Pacific

Key opportunities in the

value that we can build on.

Asia Pacific arising from the

Carl Zeiss — SOLA merger.

As we continue through the challenging task of merging

historically stronger but the Zeiss brand has significant

Not taking our Eyes off you!

With everyone’s focus on a smooth integration, there is

these two complex, global companies, key opportunities are
arising for the Asia Pacific region.

Much as we're seeing in all global regions, the key
opportunities for us come in the form of both partners
being able to utilise and build on each other’s established
presence and infrastructures.

SOLA and Zeiss have extremely synergistic operations
here in the Asia Pacific. For example, Zeiss will be able to
leverage off SOLA's historically strong presence in Australia
and New Zealand, whereas SOLA will capitalise on Zeiss’
strong position in South Korea and India. There will also be
significant opportunities for expansion for both companies
in China, Japan and South Africa where SOLA has been

a danger that we lose sight of actually doing business in

the market and living up to the high expectations of our
customers. We are committed to making sure our customers
receive the great service they always have from SOLA, and
balancing the two is really a matter of prioritisation.

We've identified some specific market initiatives for both
SOLA and Zeiss that we simply cannot afford to lose
momentum on, and we're progressing these
simultaneously with the integration process.

We will keep you updated with all the
exciting changes across the Carl Zeiss
Vision Group network, in future

issues of Eyespy.

Australia

SOLA Optical Australia

Sherriffs Road, Lonsdale SA 5160
Tel (61)-8-8392-8392

Fax (61)-8-8392-8100

SOLA Technologies

24 Heath Street, Lonsdale SA 5160
Tel 1800 882 041

Fax 1800 677 087

National Sales Team

Australia & New Zealand
Sales Manager

Brad Bairstow — 0414 392 814
Email bbairstow@sola.com.au

New South Wales

Andrew McKie — 0414 322 599
Email amckie@sola.com.au
Sarah Haggerty — 0404 455 150
Email shaggerty@sola.com.au

Victoria/Tasmania

Sasha Sergejew — 0414 310 966
Email ssergejew@sola.com.au
Noel Goard — 0419 032 262
Email ngoard@sola.com.au

Queensland
Leighton Virgo — 0414 882 622
Email lvirgo@sola.com.au

South Australia
Todd Spencer — 0414 440 299
Email tspencer@sola.com.au

SOLA Optical Shanghai

No. 279 Dongtai Road
Luwan District
Shanghai 200021 PRC
Tel (86-21)-5382-8978
Fax (86-21)-5382-8182

Western Australia
Tel (61)-8-9228-8700
American Optical

19 Cooroora Crescent India
Lonsdale SA 5160

SOLA Optical Lens Marketing

National Account Manager 101 Eric House
Mary Koutalis — 0414 999 232
Email mkoutalis@aolens.com

China Fax (22)-2521-1257

SOLA Optical Beijing
6/F No. 4 Hangfeng Road
Fengtai Technology Zone

Japan
SOLA Optical Japan

Fengtai District 5th Floor, Nissei Fushimi machi Building

Beijing, 100070 PRC

Tel (86-10)-8368-2110 or
(86-10)-8368-2238

Fax (86-10)-8368-2119

4-4-1 Fushimi machi

Tel (81)-6-6202-2672
Fax (81)-6-6202-2675

SOLA Optical Guangzhou

o 1389 Jiufo West Road Middle East/North Africa
Baiyun District SOLA Optical Middle East
Guangzhou 510555 PRC PO Box 341828

Tel (86-20)-8749-0001
Fax (86-20)-8749-0079

Amman 11134, Jordan
Tel (962)-6-552-9731
Fax (962)-6-552-9730

803 A Tower International Plaza

16th Road, near Ambedhar Garden
Chembur, Mumbai, 400071
Tel (22)-5595-2003-12-19

Chuo ku Osaka 541-0044

Malaysia

SOLA Optical Malaysia
13A Jalan Cahaya 15
Taman Cahaya

68000 Ampang
Selangor

Tel (60)-3-9285-9425
Fax (60)-3-9258-0194

New Zealand

SOLA Optical New Zealand
Unit 6, 1 Portage Road

New Lynn, Auckland

Tel (64)-9-8277-904

Fax (64)-9-8273-805

Territory Manager
Nik Jobson — 021 440 079

Singapore

SOLA Optical Singapore
1200 Depot Road
Singapore 109675

Tel (65)-6-275-3383

Fax (65)-6-274-9203

Carl Zeiss Vision General Manager Asia Pacific

Korea

Carl Zeiss Co. Ltd

2F, BR Elitel Bldg.,

141-1 Sangsu-dong, Mapo-gu,
Seoul 121-828, Korea

Tel 850-2-2238 8477

South Africa

SOLA Optical Johannesburg

20 Friesland Dr

Longmeadow Business Estate South
Edenvale 1610

Tel (27)-011-456-5000

Fax (27)-011-608-0158

Email reception@solasa.co.za

SOLA Optical Vereeniging
Tel (27)-016-455-1692

Fax (27)-016-422-1132
Email richardr@solasa.co.za

SOLA Optical Cape Town
Tel (27)-021-939-9517

Fax (27)-021-939-8042
Email andreg@solasa.co.za

SOLA Optical Durban

Unit 2

Green Fields Business Centre
1451 North Coast Road

Red Hill 4071

Tel (27)-031-569-4406

Fax (27)-031-569-4065
Email suraiya@solasa.co.za
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Reading the

SOLA ACCESS is set to render traditional
reading glasses obsolete and provide
Australia’s growing population of
presbyopes with unprecedented
performance and comfort in near vision.

While eyecare professionals have traditionally
defined “near vision” as being vision at a
distance of just 30-40cm away, or “reading
distance”, this interpretation hasn’t always
been shared by the general public. Research
has repeatedly shown that most spectacle
wearers actually consider their “near vision”
to include anything up to 2m away.

Not surprisingly, this has led to considerable
frustration among presbyopes with the
restrictions imposed on them by the limited
performance of traditional “reading glasses”,
particularly those available over-the-counter
from various department and convenience
stores. With the advent of the SOLA ACCESS
lens, however, such limitations need no
longer exist.

SOLA ACCESS clearly differentiates itself from
standard plus-powered single-vision lenses
by incorporating SOLA’s highly advanced

lens design technology. Rather than the

lens providing clear vision at only 30-40cm
distances across its entire surface, ACCESS
locates its full-powered reading-distance area
in the lower portion of the lens, then smoothly
reduces power throughout the middle and

upper portions. This progression allows the
user clear vision right throughout the upward
rotation of the eye to a final distance of
200-400cm, depending on the prescription.

According to SOLA’'s Mark Thyssen, Sales &
Marketing Director Asia, this has created an
entirely new category of eyewear. “What we're
talking about here are not reading glasses, but
near glasses,” he said.

“ACCESS is perfect for reading, of course,
but it’s also noticeably more useful and
comfortable for the majority of presbyopes
when it comes to their other daily tasks.

“For example, it's extremely effective for
people who spend a lot of time working with
computers.”

Mr Thyssen said that although ACCESS was
most obviously suited to presbyopes who
didn’t require any distance correction, it was
equally suitable for those who did require some
distance correction but spent the majority of
their time in an office environment, so required
optimised near vision. A large number of
Australian practitioners also use ACCESS

as a preferred option for children suffering
accommodation shortfalls, he said.

Al indications are that
ice the SOLA
near—w;mn lens will allow eyecarlt\accEss
g;ofess:onals to better cater to the needs
an enormous, and increasing, market.

“Near vision” opportunities
on the rise

In Australia, for example, the presbyope population, typically aged
45 and over, is currently estimated at 6.7 million, and growing at
4.5% per annum.

In 2004, Australian yearly spectacle sales through ophthalmic
services outlets to this group were as follows:

Single Vision: 2.483 million pairs
e 1,118 million for distance correction only.
e 1.365 million for near correction only (reading).

Bifocals: 667 thousand pairs.
Progressives: 1.117 million pairs

In other words, at least 1.365 million traditional reading glasses
were sold in Australia last year to people who would almost
certainly have derived far greater satisfaction and utility from
SOLA ACCESS “near glasses”.

Source: “An Analysis of the Australian Eyewear Industry”, F R Perry & Associates Pty
Ltd, March 2005. Research and report commissioned by ODMA.

(eyespy experts)—

For further information on the benefits of SOLA ACCESS, contact your local SOLA Territory Manager.

ACEESS
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Truly

Personalised

Lenses

- SOLA is poised to genuinely
revolutionise the industry’s
concept of how much
personalisation it is possible to
achieve in prescription eyewear.

I o

iQ SOLUTIONS by SOLA

SOLA ©One

Imagine creating a lens that is uniquely tailored to

the consumer standing before you. Every aspect of
their lifestyle, frame selection, position of wear and
prescription expertly converted into a customised lens.

As eye care professionals, you will have the ability to
respond to each consumer’s personal vision needs.
This is a genuine platform to grow sales of value added
products as consumers see you responding to their
precise needs.

Lifestyle Customisation

Lifestyle has always been a significant factor that
determines how a wearer uses their lenses.

Often eye care professionals match lens designs to the
lifestyles of their customers, such as large near zones in
progressives for desk-bound office workers, or polarised
second pairs for weekend outdoor warriors.

Now it is possible to build a wearer’s lifestyle
profile and customise a progressive design for the
individual wearer.

Assessing Lifestyle

Everyone’s lifestyle is different. If you're a taxi driver,
office worker, shop assistant, teacher, or home provider;
for example, your daily visual tasks will be dictated

by the profile of your day’s activities and your vision
demands will vary as a consequence. It is important

to take this into account when creating personalised
eyewear so that the design of the lens suits your needs
as a person and not just the prescription requirements
of your eyes.

SOLA draws on its extensive vision research to interpret
the relationship between a consumer’s lifestyle and how
they use their lenses.

A computer-based dispensing system — iPilot — is used
to assess the visual priorities of the wearer by identifying
his or her key vocational and recreational viewing tasks
and evaluating the contribution of those tasks to the

daily habits of the wearer. The data from this lifestyle
evaluation are then analyzed in conjunction with the fitting
geometry of the selected frame, and a “Customisation
Code” is computed for each wearer. This Customisation
Code is then used to translate the wearer’s needs into a
unique, lifestyle-customised progressive lens design.

Frame Customisation

Short corridor progressives have gained popularity as
frame styles have become smaller. Now progressive
designs are often selected to match frame size

and fitting height, although this often introduces
compromises. The shorter the progressive corridor (or
length to the desired add power), the more the optics of
the lens design must be compressed, leaving wearers
to tolerate higher levels of peripheral blur, reduced
intermediate utility, and/or narrower viewing zones.

SOLAOnNe Ego is quite literally designed to fit

the frame selected by the wearer, whether it
necessitates a fitting height of 14 mm or 24
mm. This ensures adequate near performance in
virtually any frame style — without unnecessarily
compromising the optical performance of the
lens design.

At SOLA, we believe wearer’s should have the
right corridor length, not just the shortest. And
corridor length needs to be combined with the
wearer’s lifestyle disposition to ensure the total
design is customised to their needs.

Making Lifestyle and
Frame Customisation
Possible
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SOLA has developed and
refined two evolutionary
technologies to make
customised lenses a reality.

SOLA/HD

TECHNOLOGY

High Definition Technology

HD Technology first came to prominence with

the release of SOLAOne HD. By combining the
wearer’s prescription and the progressive design
on the back surface of the lens, the lens power is
optically optimised for the exact prescription and
for the fitting geometry of the lens (i.e. the position
of wear).

The application of our HD Technology is growing,
just like high definition television. The benefits of
greater clarity and wider fields are now available in
more SOLAOne materials and treatments and also
Single Vision.

The flexibility of HD Technology also opens the
opportunity for uniquely tailored designs to be
applied on a lens-by-lens basis. This is the entry
point for SOLAOne Ego.

e —

morphing

technology

Morphing Technology

Morphing makes possible what was previously
a dream - individually customised lenses.

The lifestyle assessment and frame selection
are the two key attributes that determine the
design parameters used in a SOLAOne Ego
progressive lens.

Commencing with the revolutionary SOLAOne
design, winner of the Optical Laboratory
Association’s prestigious Award of Excellence in
Lens Design, the design is transformed to create
a corridor length and zone size balance that
reflect the wearer’s lifestyle and frame.




Lifestyle and Frame needs meet the
individual with SOLAOne Ego

Customisation is increasingly important in creating cutting
edge progressive lens designs. Existing customised or
individualised products are based purely on prescription and
frame fit. They don’t address the different lifestyle needs of
each consumer with their individual daily task profiles and
unique visual demands. Nor do they address the different
preferences of each consumer when selecting frames.

SOLAOne Ego is the first progressive lens custom designed and
manufactured for each individual’s visual lifestyle, frame selection,
position of wear and individual prescription requirements.

While SOLAOne delivers outstanding versatility for the
majority of wearers, only the completely personalised

SOLAOne Ego lens design can provide true versatility for
each and every wearer.

SOLAOnNe Ego delivers unparalleled optical performance with
a level of customisation that is not possible with traditional
progressive lenses. This revolutionary new technology from
SOLA closes the gap between lens design technology and
the actual wearer’s needs, allowing SOLA to further advance
the state-of-the-art by offering wearers truly personalised
optical solutions that have been specifically tailored to their
individual visual requirements.

(iQ Solutions & SOLAOne Ego)——
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Capturing your
lifestyle profile

i.Pilot is a new computer-based
dispensing system that allows you to
capture the right information from each
consumer about their lifestyle, frame
choice and prescription requirements.

Sophisticated algorithms derived from
SOLA's extensive database are used
to analyse lifestyle factors and frame
selection to recommend the optimal
progressive, single vision or special
purpose lens for the individual’s
visual needs.

The i.Pilot puts SOLA’s research
knowledge into the hands of practitioners
and provides an enjoyable, interactive
discussion with consumers about their
vision needs. The transparency and
authenticity of this process adds to the
confidence consumers feel when they
receive their SOLA lenses.
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SOLA in India

Of the world’s major ophthalmic lens distributors
and manufacturers, SOLA has traditionally been
one of the first to enter emerging markets.
Entering the Indian market was no exception
with SOLA taking a very productive approach.

SOLA first entered the Indian market in 1987/88 with the aim to establish a
local CR39 casting operation in a joint venture with a local firm. Import tariffs
as high as 100% on finished goods made local manufacturing a seemingly
viable option, notwithstanding the fact that plastic lens penetration at that time
was less than 5%. However, severe official requirements and restrictions lead
to this operation being abandoned.

In 1995 SOLA made another attempt to enter the sub-continent. Under the
leadership of Mr John Bastian, then General Manger SOLA Optical Australia,
India was earmarked as a key market as SOLA embarked on an aggressive global
expansion strategy. In November 1995 a Liaison office was set up in Mumbai
managed by Mr Lalit Gore, Country Manager SOLA India.

SOLA set about working with the Indian trade in two areas — SOLA took on the
responsibility of disseminating information on latest developments in the lens market
worldwide, and SOLA commenced a training and education campaign throughout India
through a series of seminars which were held in all the 20 major Indian towns

every alternate year.

\=

SOLA also started setting up a distribution system in India to make SOLA lenses available across
the country through wholesale laboratory customers located strategically to ensure efficient logistics
with regards to lens availability.

The response to SOLA products was promising and encouraged by this, SOLA set up a joint venture
with a leading international manufacturer, established a CR39 manufacturing unit, known as “OLMIL”
(Ophthalmic Lens Manufacturing India Limited), in Bangalore and at the same time, SOLA established
a local marketing and distribution company under the name of SOLA Optical Lens Marketing, or
“SOLM”, managed by Mr Lalit Gore. SOLM’s market strategy was to build on existing strengths and
distribute SOLA lenses through local wholesale prescription laboratories. To create a demand for SOLA
products, a number of well trained lens detailers were employed to form a knowledgeable sales and
service team. This team set about visiting virtually every optician and optometrist in India, in order
to inform them about the product range and advances in spectacle lens technology that SOLA had
made, and was still making. This education campaign was exceptionally well received, particularly
in the area of progressive lens uptake. Within just a few years, SOLA “Graduate” became the most
prescribed progressive lens in India.

As the market developed, local and foreign competition emerged and tariffs started coming
down, a period of consolidation followed, with SOLA adapting its approach to stay on top of
these changing conditions.

As plastic lens penetration in India grows, now estimated at 20% of all lenses sold, India
remains an immense opportunistic growth market for SOLA. The market continues to open
up, and the growing numbers of highly educated young professionals are keen to seek out
the most advanced products available to them.

Capitalising on this trend, SOLA — now under the Carl Zeiss Vision umbrella, following its
merger between SOLA International and the Carl Zeiss Group’s Ophthalmic Lens Division —
recently entered into a joint venture with a leading Indian wholesale prescription laboratory.
This provides SOLA access to a broad range of distribution outlets throughout India.

In short, SOLA is committed to India and excited by the opportunities for growth of the
optical industry. With its vast population of 1.1 billion, India remains a primary strategic
focus for SOLA. The future, for all CZV brands, is bright indeed.




"Bulla"
SOLAOne!

SOLA's leading progressive lens
hits the shores of beautiful Fiji.

Part of the SOLA team recently ventured to the sunny shores of
Fiji to introduce our leading progressive lens design, SOLAOne,
to the market.

An exclusive, invitation only information night was held in Suva
to explain the outstanding benefits SOLAOne has to offer. Guests
travelled from as far as Lautoka, in the far north-west of the
island, and included representatives from both wholesale and
retail businesses.

Sola Optical has a strong brand presence and history with the
country, that spans over 13 years.

The Fijian market has matured during that time with a gradual shift
from Flat tops into Progressives. The new, award winning SOLAOne
progressive design will further drive that shift. The distinctive
advantages of SOLAOne ensures easy adaptation for the consumer,
providing confidence to the optometrist and dispenser.

Encouragingly a survey completed by the guests at the event
suggested that 91% would dispense SOLAOne to the consumer.
This was further encouraged by Dr Asgar's recent decision to
purchase an iPilot during ODMA, to make dispensing even easier
for his staff. This enthusiasm creates a great foundation for SOLA
to work together with our Fijian customers to help the entire
industry move forward and grow.

SOLA would like to thank all those who attended the event and we
look forward to working with you into the future.

Teachers
show theilr
class

Staff rewards bring
increased motivation

Christmas came early last year for staff at busy Sydney
optical laboratory Teachers Eyecare.

Manager Gerald Chan took his team completely by
surprise in early December when he presented each
of them with brand new Apple iPods, obtained through
the 2004 SOLA Benefit Christmas Catalogue.

“They were so excited,” said Mr Chan. “It's amazing
what a positive impact such a simple thing like this has
had on everyone’s morale.”

Mr Chan said most of his staff had given over seven
years of service, so he wanted to do something special
to show them how much their on-going contributions
were valued.

Benefits “important factor”
in supplier choice

Part of Teachers Federation Health, a “closed”
health fund of over 80,000 members for NSW
teachers, their admin’ staff and families, Teachers
Eyecare recently took the decision to consolidate its

(General News)——

suppliers. For a number of reasons, they chose to
focus on SOLA Optical.

“A few years ago,” said Mr Chan, “we reviewed all our
existing suppliers and confirmed that SOLA provided us
with the ideal mix of products and services to match
the values and offerings we make to our members.”

Mr Chan said the SOLA Benefit program was also an
important factor in the decision.

“The SOLA Benefit makes sense to us. Being part
of the program, we can easily see how small
changes in our product mix can change our
business performance.

“And the rewards for doing so are fantastic. Over
the years we’ve collected new optical equipment,
hand tools, and most importantly, of course, it’s
allowed us to use rewards like the iPods to further
motivate our staff.

“At the end of the day, it means greater levels of
customer service for our members. And that's what
we're all about.”

To learn more, simply contact your local SOLA Account
Manager. Or visit www.sola.com.au and
click on the “SOLA Benefit” button.

Thank you for visiting SOLA during ODMAFair 2005. We hope
you enjoyed meeting our team and learning about the new

and exciting innovations coming to you soon from SOLA.




SPELL “SOLAONE” TOWIN $10,000

ust One Pair

“All you need is One” pair of SOLAONne lenses ordered between
September | & November 30, 2005 and you could to win up to $10,000

To redeem your cash prize:

SOLAOne: “AJl Y, _ . - Fill out the information below in its enti
7" Tou Need is One” - official GUEEER  the card for your records and mail the ;E;}:Tfumﬂpﬁe fmzteﬂf
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See gamecard for official rules

One Versatile Progressive: SOLAOne™
The Number One Photochromic: Transitions®

From September | to November 30, 2005, you'll receive one “All you need is One” Game Card
with every pair of SOLAOne clear and Transition progressive lenses you order:

HOW TO WIN

I. Order SOLAONE progressive lenses — clear or Transitions
— through SOLA Technologies or other participating labs.

2. Get one game card with each pair you order.

3. Follow the instructions on the game card to scratch and spell “SOLAONE”.

Each letter you reveal means a bigger cash prize.
Win $2,$5,$10, $25, $50, $100, or even $10,0000!

Authorised Under NSW PERMIT No. TPLO5/7552,VIC PERMIT No. 05/2550,
ACT PERMIT No.TP05/2700, NT PERMIT No. NT05/2582, SA PERMIT No.T05/2830.

SOLA One T];?:?S]hy%?s

PROGRESSIVE LENSES
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