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Dr. Gaston Bérubé
Vice President 
Research and Development
IRIS 
3030, boul. La Carrefour, suite 1200  
Laval, Quebec 
H7T  2PS
Canada


Dear Dr. Bérubé,
I will be graduating at the end of this semester and am currently looking for full time employment. I had the opportunity to review a number of companies in the optometry field and I have chosen to apply to IRIS because I feel it is a leader in its field. I believe the core values of IRIS as demonstrated by its emphasis on high quality products, excellent customer service, state of the art facilities and excellent customer relations are what characterize its strengths. I have witnessed this first hand by personally visiting three different IRIS stores in different malls in Montreal and I was very impressed with the service I received in selecting my glasses and contacts. 
During the course of my studies, I have had the opportunity to participate in stages in the Montreal area which allowed me to directly apply the theory and the techniques that we acquired during the course of our studies. This stage also gave me an opportunity to develop critical skills in customer relations, product knowledge, and ability to work under pressure, team work and independence which I believe are critical elements and essential qualities for an optometrist working at iris. I believe that my theoretical background coupled with my leadership and teamwork skills which I have acquired over the various stages, have prepared me to be able to take a position within one of the IRIS franchises and to bring a value added contribution to the IRIS network. 
I am deeply motivated and inspired to achieve success within your organization and am available for an interview at your earliest convenience and discretion. Until then, if you require any more information feel free to reach me at the contact information below. I look forward to hearing from you.

Sincerely,
Raphael Sebbag
Raphael Sebbag

Tel: 514-690-0318


Raphael Sebbag
5587 Cavendish Boulevard
Montreal QC H4V 2S1
Tel: 514-690-0318

Objective
To begin my career in optometry in a franchise where my skills will be maximized and my client base will be of a great variety.
Education
Bachelor of Science, Major in Exercise Science
Concordia University, Montreal, Quebec

Dawson College
2007-2009
Obtained a Diploma of College Studies in Health Science 
Westmount, Quebec

Hebrew Academy Elementary and High School                                                                     1996-2007
High School leaving diploma

Summary of Skills

Organizational

· Experience in general office and client relationship management
· Producer of Hebrew Academy High School’s first fashion show 
· Head of special events committee in high school which involved organizing assemblies and presentations for the student body

Secretarial 
· Experienced in document formatting, proofreading, and administrative assistant duties
· Skilled in Microsoft Word, Power Point and Excel

Communication 
· Fluently trilingual (spoken and written) in English, French and Hebrew and basic understanding of Spanish
Work Experience
Office Assistant                                                                                                  June-August 2005
Chabad, Cote Saint-Luc, Quebec
· Assisted the organization of Chabad Cote Saint-Luc’s capital campaign fundraising projects and in general office management


Day Camp Head Counsellor                                                                                 June-July 2006
Camp Benyamine, Montreal, Quebec

· Oversaw all activities taking place in the day camp
· Planned special activities and theme days
· Edited the weekly newsletter that was distributed to parents
· Ensured counsellors were performing their duties

Day Camp Counsellor                                                                                           June-July 2007 
Camp Chaverim, Cote Saint-Luc, Quebec

· Responsible for carrying out a daily program of fun filled activities for 6-8 year old girls
· Help children create new friendships and interact with their peers and teach them the value of teamwork and respect through group activities
· Work together with my colleagues to ensure that the children enjoy their activities within a safe environment
            
Teleze Inc.                                                                                                           July-August 2008
6900 Decarie Square #3270, Montreal, Quebec
· Telesales involving the solicitation of newspaper subscriptions.
· Surpassed objectives and obtained numerous bonuses as a result of superior performance in sales.

Sales Associate at Dynamite                                                                                  July 2009-October 2010
Place Alexis Nihon, Atwater, Montreal, Quebec
· Performing all functions related to the handling of merchandise or cash in accordance with the store policies.
· Administering opening and closing of store and operating the cash quickly and efficiently
· Resolving all customer complaints in a manner consistent with company policy while ensuring customer satisfaction
· Contributing to the overall display and presentation within the store, including stocking and replenishing in mind
· Providing an enjoyable and respectable work environment

Extracurricular Activities
Tutoring                                                                                                                                    2005-Present
Montreal, Quebec

· Help students who have difficulties in subjects such as mathematics, Chemistry, history, geography and French
· Assist students in developing learning strategies and study skills so that they can easily relate the material learned in class to their assigned problems 
· Develop my personal communication skills through the tutor/student relationship 

Awards
· High School Certificate of Achievement: awarded for maintaining an average of 85% and  above 

                                               References available upon request
My Marketing Plan
I am a woman seeking a job in the field of optometry. 
External Influences 
· Macroeconomic factors
As a job seeker in the field of optometry, I will be faced with a number of factors and trends that will affect the number and types of opportunities in this career path. Regarding macroeconomic factors, firstly, the proportion of households that claim to spend money for vision care has greatly increased over the last 20 years. Secondly, the population of Quebec is ageing and requiring a greater need for eye examinations. Lastly, optometry services being excluded from Quebec’s provincial health insurance plan may continue to have impact on optometrists as it has had in the 90’s. These three factors are affecting the macroeconomic factors but may have beneficial outcomes for optometrists. (http://www.servicecanada.gc.ca/eng/qc/job_futures/statistics/3121.shtmlRetrieved September 19, 2010)
· Social and Demographic factors and the impact of technology
Regarding social and demographic trends, a number of issues will affect the opportunities I have in finding a job in this field. To begin with, because of the aging of optometrists who have already been in the field and the continuing steady output of graduates, the difference between the number of graduates and the number of retirement and deaths will continue to narrow and therefore, there will be more employment opportunities relative to the demand for optometry services. Secondly, the numbers of women optometrists have gone up from 48% to 64% in fifteen years and will continue to rise since women represent on average between 75-80% of new graduates. In 2008, women in Quebec represented 60% of professional working in this sector. Finally, in Canada as elsewhere around the world, the increasing prevalence of diabetes and related concern for vision care in diabetics will also increase demands for services. In addition, with continuous changes in technology, more and more people are opting for laser eye surgery, allowing an ophthalmologist to correct certain vision defects. In the long run, this change in technology could lead to a decrease in visits to optometrists.  Furthermore, the increasing use of internet and online sales of eye related products such as eyeglasses, contact lenses or more can also lead to a decrease in requests to services provided by optometrists. (http://www.servicecanada.gc.ca/eng/qc/job_futures/statistics/3121.shtml  Retrieved September 19, 2010)
· Market Size
The market of optometrists in Quebec is approximately 3100 (http://www.servicecanada.gc.ca/eng/qc/job_futures/statistics/3121.shtml  retrieved Sept-23, 2010). In Quebec, health care per capita is $4091 (http://en.wikipedia.org/wiki/Health_care_in_Canada  retrieved Sept-23, 2010). In 2000-2001 the average Canadian spent $333 per year for optometrists, dentists and health professionals altogether other then physicians (http://www.hc-sc.gc.ca/hcs-sss/pubs/expen-depens/2001-exp-depen-1980/2001-exp-depen-1980-2-eng.php  retrieved Sept-23, 2010). Although this is equivalent to $11,410,578,000, (http://en.wikipedia.org/wiki/List_of_countries_by_population  Retrieved Sept-23, 2010) optometrists are a small portion of this. In 2006, the total number of optometrists in Canada is 3121 (http://www.servicecanada.gc.ca/eng/qc/job_futures/statistics/3121.shtml  retrieved Sept-23, 2010). Every year, about 100 graduates from the two feeder universities enter the market and include 40% French speaking people and 60% English speaking people (http://www.servicecanada.gc.ca/eng/qc/job_futures/statistics/3121.shtml  Retrieved Sept-23, 2010). If I were to practice in Quebec, the number of graduates setting up practice far exceeds the number of optometrists who retire or die. In this market there is practically no unemployment meaning that all vacant positions will be occupied by graduates. In Canada, there are only two schools in only two provinces who graduate optometrists. For example, in Quebec, all graduates must meet the requirements of “L’Ordre des Optometristes du Quebec.” Therefore, this body and its feeder school (L’Univeriste de Montreal) can exert a lot of influence. 
· Geographic regions of importance 
In Quebec, in the regions outside of Montreal, Monteregie, Laval, Estrie and Quebec City, there are fewer optometrists available since these 4 regions comprise over 60% of all optometrists in the 16 regions across Quebec (http://www.servicecanada.gc.ca/eng/qc/job_futures/statistics/3121.shtml  Retrieved Sept-23, 2010). In addition, given that the two schools that train and certify optometrists are in Waterloo, Ontario and in Montreal, there would thus be a high demand in the Atlantic and Eastern provinces of Canada. However, the strength and promise of the optometry market does not depend on competition because in this market there is practically zero competition.
Competitive analysis
Although the competition is very limited as there is practically zero unemployment and the competition is more based on who will have the larger client base and sales volume, my competitors in this field would include the more established optometrists who have been around for many years and have well established client bases as well as fellow students graduating from the Optometry program. In order to have an advantage on my competitors, I must higher skills in such areas as solid academic background and a strong theory base, good connection and empathy with patients, strong communication and problem solving skills, patience, observation skills and a friendly approach. (http://www.servicecanada.gc.ca/eng/qc/job_futures/statistics/3121.shtml  Retrieved Sept-28, 2010) However what will most likely give me a strong edge over my competitors given that the majority of us are self employed is mostly strong skills in running a business, management skills, client and customer relationship skills, negotiations and particular areas such as marketing, public relations, advertising and promotions and related business skills. My most difficult competitors will be colleagues who have well established practices and have more experience than I do in marketing, pricing and general management of a patient related practice.
Self Assessment (See Appendix for table)
Overall I am an extroverted person. I am a sociable, good in crowds, talkative, able to communicate with all types of people of any age, and am assertive. I definitely value harmony and am good natured and cooperative. People have no problem trusting me and working with me. I am motivated by my own personal growth, see value in establishing close bonds and rarely intimidate others. No matter what the situation I am a person who is highly dependable, always punctual, reliable, thorough, organized, able to plan and persistent. I am patient and emotionally stable however I do find comfort in the familiar rather than the new and am more conventional then imaginative. I tend to rely on speed rather than creativity for success and often struggle to achieve the most I can in the least amount of time. I like to get things done quickly and multi-task the majority of the time. I am organized and like structure but sometimes experience stress. Personality wise, I can also say that I use my senses rather than my intuition and I am realistic and logical. I am not generally a person who identifies opportunities, takes initiative and makes a change.  However, I have the ability to succeed in coping with environmental demands and pressures and am able to perceive, evaluate, express and regulate emotions and feelings. I am a focused and determined person, get good grades at school and will always get my work done on time and believe those who are successful will be rewarded. Overall, I think that I have many positive values that would make me a great addition to any company.
SWOT Analysis
· Strengths
Given that the vast majorities of optometrists are self-employed and thus have to run and develop a business, it is necessary as was described, to have very strong interpersonal and strong customer and client building skills. In addition it is important to have a positive attitude and a friendly disposition. As my personal tests indicate, I have many of the attributes and skills required to support good customer and client development. For example, good communication skills, sociable, punctual, reliable etc… In running a business, one must also have strong organizational skills, ability to work under pressure and to multitask. These requirements are also supported by many facets of my personality test results. 
· Weaknesses
Once again, with respect to potential challenges and weaknesses for me, in developing my client base as an optometrist, working in a very competitive environment as I enter the market I will be particularly challenged in the marketing and public relations aspect of the business. My weaknesses in creativity, alternative approaches, imagination etc… may make it more difficult for me to develop solid outreach and strategies to develop my clientele. 
· Opportunities
In order to maximize my opportunities upon entering this market, I will need to focus on outlying regions i.e. rural versus urban. I will possibly target the older population given that there demand for eye care is significantly higher than the rest of the population. Finally, I may network and develop closer links with large insurance companies to become one of their recommended suppliers of services. 
· Threats
One of the potential threats in developing my business as an optometrist is being faces with many upfront business development and costs such as marketing, staffing, inventory, rental, overhead etc… while having a very limited client base to support the expenses. Another threat is the extent to which alternative and very competitively process solutions such as internet and Hong Kong based eye suppliers could eat away at my market and pricing strategies.
My Marketing Objectives
Within twelve months of graduating I hope to be an employed optometrist working in a median size optical franchise. From there, I hope to gain experience and learn everything it takes to become a great optometrist. During this period I will be developing my skills in client based relations, management skills, operational skills and everything related to the management and business of optometry. This way, I will be able to be self employed in the long run. Within three years of graduating and after having gained experience, I would like to run my own optical store, develop my clientele; hire employees, and order equipment and supplies (http://www.bls.gov/oco/ocos073.htm  Retrieved Oct-3, 2010). Pay for optometrists depend on experience and where a person works. Immediately upon graduation I would like to earn approximately $60,000 a year. Within twelve months I will probably still be earning the same salary I have started with however I do hope to gain more. Within three years experience I would like to earn between $69,000 and $85,000 a year. Beyond three years experience I hope to earn between $85,000 and $104,000 a year (http://www.careers.govt.nz/default.aspx?id0=60103&id1=J25171  Retrieved Oct-3, 2010). Upon graduating and twelve months after, I would like to work in Montreal in a median size optometry franchise. Within three years, After having put a bit of money aside and armed with a backload, I would like to continue to live in Montréal however I will select a high density suburban mall in a high income residential area where there is a large traffic flow and a decent size rental place where I will open up my own franchise and be a self employed optometrist.
My Target Market 
The prime prospects I have selected are two well-known optical franchise stores in Montreal, IRIS and Greiche & Scaff. My first prospect, IRIS, has 170 locations across Canada with over 500 opticians, optometrists and ophthalmologists. In Quebec, there are 97 IRIS optical franchises with an Optometrist at every location to provide eye health and vision examinations. IRIS stores are distinguished by the quality of their products, their personalized service and exceptional buying power. To obtain a job as an Optometrist in this franchise, we must contact Dr. Gaston Bérubé, Optometrist and Vice President of Research & Development by phone or email. Vital qualities that are looked for in potential employees include a strong academic background but more importantly to provide the customers with respect and ensure strong customer service and relations. (http://iris.ca/Home.html  Retrieved on November 22, 2010) My second prospect, Greiche and Scaff has over 75 locations throughout Quebec, mainly in mall environments and over 80 optometrists. Annual sales for a typical outlet is an estimated $ 315 968 (http://www.manta.com/ic/mtqqkzr/ca/greiche-scaff-optometristes,http://www.greiche-scaff.com/html/accueil.php?lang=en  Retrieved on Nov-22, 2010). Available positions are filled through competition. Such franchises typically look for an optometrist with a strong academic background, strong communication skills, patience, and a positive and friendly attitude. 
My Marketing Mix
· Product Strategy
My product objectives are to develop competencies and skills that are highly valued assets in optometry franchises. Therefore, over and above the theoretical background hat I have acquired in the university program, I will need to take some basic business courses that will help me to develop the skills necessary in running an optometry practice and to perfect my organizational skills. To develop the specific skills required to excel in the practice, I will manage my time in such a way that I will have the opportunity to take the courses at night and apply the skills and put them into practice during my day job. Part of my tactics will be to focus my coursework, essays and term projects on what I am experiencing on a day t day bass in my optometry employment. I will also be reviewing professional journals from the field, networking with suppliers in optometry, keeping an eye out on innovative marketing practices in other sectors and learning from my boss about how to develop effective cost pricing strategies. In addition, developing a study schedule that includes deadlines and daily objectives will allow me to be better organized. 
· Place Strategy
In the next three to five years, I would like to be a self-employed optometrist in Montreal residential area, there is high traffic density, a large traffic flow and high income. In order to obtain my objectives, I would like to participate in an internship at an optical franchise such as IRIS or Greich & Scaff that will allow me to discover the company’s work environment and to later be an employed optometrist in such franchises upon graduating university. Learning more about my prospect’s respective corporate cultures will help determine whether they are a god fit for me. Working in such franchises will allow me to gain experience and learn the necessary skills it takes to become an optometrist such as developing a clientele and client based relations management operational and business skills and in addition it will allow me to put money aside in order to later on open up my own franchise. In order to execute my place strategy, there are many tactics that I can use in order t expose myself to opportunities that will further my career such as University Career centers, On-Campus recruiting and the internet. University career centers offer workshops, job postings, and help in writing resumes. On-campus recruiting is useful n that many promising candidates are identified there. The good thing about this is that it is a great opportunity to learn more about the organization the positions being offered in the company and what they are looking for in a potential employee. Finally, the internet as well as the newspaper is an ideal place to search for jobs posted by employers or to post resumes n hoe for a call back. (Marketing Yourself, Lesson 7- Personal Price and Place Strategies October 31 2010) In addition as a start up business, since my financial resources will be limited I will possibly use a co-marketing strategy and invite a mini franchise such as a Starbucks or a Second Cup service counter inside my optometry shop. This will give me an added marketing and client advantage. I would ideally like to begin the process of searching for a job and a place as soon as possible and would fill out registration forms and submit my candidacy to IRIS and Greich & Scaff in order to be considered for an internship as well as a job.    
· Price Strategy
Within three to five years upon graduating, working as an optometrist and having gained experience, I would like to be earning between $69,000 and $104,000 (http://www.careers.govt.nz/default.aspx?id0=60103&id1=J25171 October 31, 2010). Since I am currently at entry-level and have only a recent diploma and little experience, I will not obtain such a salary right away and will therefore use a marketing penetration strategy and set a low price for myself in order to enter the market quickly. The price I have chosen for my entry level salary ranges between $50 000 to $60 000. This represents the bottom of the average scale for an optometrist upon graduation (http://www.careers.govt.nz/default.aspx?id0=60103&id1=J25171 October 31, 2010). In order to obtain my objectives I will make sure to complete a high profile franchise internship which will give me some added leverage in securing a higher end first r second year salary. In addition, after two years of solid practice under my belt, I will convince my employer that the extra business, marketing and customer relations workshops conferences and courses that I have attended result n added value to the optometry franchise and therefore justify the higher salary that I will be asking for. 
· Promotion Strategy
My promotion objective is to create awareness of my skills as an optometrist by networking.  I will create my own contacts that I can approach for advice and employment opportunities and a resume and cover letter that express who I am and what I have to offer to the company. In additions, summer jobs in optical franchises and internships will provide me with opportunities to create contacts as well as gain experience in this field. In preparing for interviews to secure my position, I will develop an innovative portfolio in which I will suggest a wide variety of marketing and promotional strategies to expand my client base. In order to promote my strategy, I will show that I am able to develop strategies n the following areas: co-franchising, gift cards, multi-sales promotions customer loyalty and affinity cards, targeted mailing and promotional events, social branding, discounts for seniors and various other strategies that will demonstrate my desire to be creative and innovative and support the business as well as its expansion.  Finally I will also talk to my friends, colleagues and university professors as well as Using the Internet to find out about job opportunities and postings. 
Implementation and Control
My implementation consists of continuously searching online and in person for internship programs and job opportunities in the optometry field before graduating. I will persuade my employers to set up interviews and convince them that I am a good asset to their company. In addition, I will perfect my cover letter and resume and sign up for business related courses that will be helpful for me as an employer of an optical franchise. Finally, as I progress through university and my career, I will update my list of contacts regularly.  As a control I will create a detailed checklist of my product, place, price and promotion strategies so I will be aware of what is done and what it not as well as areas which need more work. 















· APPENDIX A
	Self-Assessment Test
	Results

	What’s my basic personality?
	E 13
A 14
C 13
ES 12
OE 9

	Am I a Type-A?
	102

	What’s my Jungian 16 type personality?
	E S F P

	Emotional Intelligence
	Score: 43

	Am I likely to become an entrepreneur?
	Score: 62

	How involved am I with my job?
	Score: 31

	What’s my attitude towards achievement?
	Favour seeing successful people fall: 15 Favour successful people be rewarded: 41

	What motivates me?
	Growth: 17
Relatedness: 17
Existence: 15

	What do I value?
	Peace in the world & Truthfulness and honesty

	What rewards do I value most?
	Good pay, interesting work, flexible schedule, chances to advance, pleasant conditions, friendly coworkers, recognition

	How well do I manage impressions?
	Self-promotion:3.25
Ingratiation:2.75
Exemplification:2.25
Intimidation:1
Supplication: 1

	How well do I respond to turbulent change?
	Score: 43

	How stressful is my life?
	Score: 64

	What type of organization structure do I prefer?
	Score: 67

	What’s the right organizational culture for me?
	Score: 24

	What’s my face-to-face communication style?
	Dominant:-9
Dramatic:-6
Contentious:-9
Animated: -1
Impression leaving:6
Relaxed:-1
Attentive:3
Friendly: 4

	How good are my listening skills?
	Score: 43
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