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Designed to make CLSA educational resources more accessible and more 

affordable, the CooperVision/CLSA Frequent Fitter Program works much 

like an airline frequent flyer program. Increase your CooperVision product 

purchases, and we’ll create a fund that will accumulate “points” that you 

can redeem for CLSA materials and courses. 

EXAMPLE ACCOUNT
CooperVision sales for prior 12 months	 $20,000

Average quarterly sales baseline	 $5,000

Threshold where points begin to accumulate	  $5,001

Q2/2009 actual sales	 $6,000

Incremental sales qualifying for points	 $1,000

Total Points Earned (7%)	 70

HOW THE PROGRAM WORKS
•	An average quarterly CooperVision sales figure (using both direct 

and distributor purchases) for the last 12 months will be determined, 
establishing a baseline  

•	Points accumulate in your account at the rate of seven (7) points for 
every $100 in incremental sales over that baseline (7%)

•	One point is equal to $1 of qualifying CLSA-related costs

•	The fund is reviewed and updated quarterly using both direct and 
distributor purchases

•	You must be a member of the CLSA to participate

Point 
Redemption 
Options
The average Frequent Fitter 
Program member earns more 
than 200 points per year.  

CLSA Offering	 Points

CLSA Membership 	 145 

CLSA Educational Materials	 400

CLSA Course Registration	 299

Travel to a CLSA- 	 400 
Sponsored Meeting	  (est.)

Lodging at a CLSA- 	 300 
Sponsored Meeting	 (est.)

Annual Education Meeting 	 1,295 
Full Scholarship	

A RARE OPPORTUNITY FOR YOUR PRACTICE
FREQUENT FITTER PROGRAM™
CooperVision/CLSA

For more information, contact Krist Jani by email: kjani@coopervision.com,  
or by phone at 800-341-2020, extension 7599


