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HIGHTLIGHTS

We dubbed 2017 the Year of Execution. We
focused on key market entry, replicating See to
Earn and See to Learn initiatives, and created
more efficient processes, particularly by
leveraging technology.

Enterprise-wide we sold 899k corrective pairs of
eyeglasses, creating $194 million of income
earning potential at the household level, in 30
countries. We grew 13% over 2016.

Based on end-user surveys we estimate that 71%
of our customers live on less than $4 per day/
and 52% of VisionSpring eyeglass wearers are
getting their first-ever pair from us and our
network of 205 distributing and implementing
partners.

Our India business units had an excellent year.
We exceeded or achieved optimistic projections
across India Wholesale Partnerships, Vision
Access Projects, and Hub & Spoke, which
demonstrated 55% growth over 2016, and
accounted for 58% of our total sales.

Globally, we expanded into new key markets, and
onboarded field teams and logisitics partners.
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Global Wholesale Partnerships grew in its core by
68% and we experienced strong headwinds in the
Bangladesh Reading Glasses for Improved
Livelihoods (RGIL) program and in Kenya, which
we could not counter. Thus, Global team sales
(ex-India) in aggregate were essentially flat.

Underpinning our top-line figures are three
business models implemented by six business
units. Each delivers a mix of VisionSpring
products and services, and has its own operating
model, growth trajectory, and unit economics.
We are running a portfolio of businesses at
various stages of maturity.

Across the portfolio, we manage to a top-line
philanthropic investment per pair (PIPP), which
ensures we balance levels of investment with
sales and revenue achievement. Each business
unit has a PIPP target, which in aggregate
amounted to $4.76 per pair in 2017.

On our journey to serve 10 million people, 2017
marks customer number 4.4 million. In 2018 we
plan to correct the vision of 1 million people.
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CORRECTIVES

Our India team of over 150 people
sold 524k corrective pairs in 2017,

exceeding their upwardly
reforecast target by 11%.
Working with and through

partners, our lean Global team of 17
(based in key markets and New
York) sold 374k pairs; 45% through
the RGIL program with BRAC.

GLASSES TYPES

Corrective glasses enable customers
to maintain functioning, productivity
and income earning potential.

Readers (62% of sales) correct blurry
near vision for adults with presbyopia.
Through India Wholesale
Partnerships, we provide opticians
with the ophthalmic frames (25%)
they need to complete their
prescriptions. In our Delhi Lens Lab
and Hubs, we produce custom
prescription eyeglasses for adults and
children (13%).

In 2017 we also sold 33k sunglasses
and post-operative glasses, but we
do not count these as “impact pairs.”

PIPP

Philanthropic Investment per Pair
(PIPP) is the north-star efficiency
metric established in 2015/16. This
year, we disaggregated PIPP to track
the levels of subsidy required by each
business unit. Depending upon a
business unit’s underlying economics,
capacity investments, and sales
trajectory. PIPP is planned to
decrease, hold steady, or increase.
We work to maintain a sustainable
level of subsidy across the portfolio,
and to trend down over time.
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Variance
CORRECTIVE PAIRS 2016 2017 2017 Act. vs YOY
Actual Reforecast Actual RF Growth
India 338,830 471,956 524,560 1% 55%
YWholesale Partnerships 240,759 3256891 356162 9% 48%
Wision Access Projects 82259 125,214 140467 12% 7%
Hub & Spoke 15,812 21,051 27,931 33% 77%
Global 457,097 444910 374,737 -16% -12%
YWholesale Partnerships 185,249 221,000 126,361 -16% 1%
RGIL-Bangladesh 271848 198910 170376 -14% -37%
Yision Access Projects - 25,000 17,995 -22% N A
Total 795,927 916,866 899,292 -2% 129
Adult Frames
22%
AdultR Adult
:; x Readers
° 62%
Kids Rx
7%
Kids Frames
3%
2016 2017
PIPP Actual Reforecast 2017 Actual 2018 Plan
India $3.48 $4.04 $2.89 $2.81
Wholesale Partnerships N/A $1.96 $1.46 $1.30
Vision Access Projects N/A $7.29 $5.20 $5.30
Hub & Spoke N/A $16.97 $9.45 $16.37
Global $2.89 $3.45 $4.03 $4.13
Wholesale Partnerships $2.05 $2.90 $4.18 $4.37
RGIL-Bangladesh $3.47 $3.77 $3.67 $3.47
Vision Access Projects - $5.74 $5.87 $16.15
Total $4.47 $5.06 $4.76 $4.77
i 1 VisionSpring




ATTRIBUTES
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HIGHLIGHTS

India Wholesale Partnerships (IWP) is scaling. 2017
marked two especially notable achievements.

First, we exceeded our original optimistic target
established in January, hitting 356k pairs of
corrective glasses, which represents 42% growth
over 2016.

Underlying the sales success were key accounts,
particularly eight serving over 10k people each.
These included working with LV Prasad to
introduce reading glasses in the community
outreach of 150 clinics, and a new partnership with
the Tripura State government, Aravind Eye Care,
and the Indira Gandhi Memorial Hospital to supply
44 vision centers in remote areas of the state.

Second, through a combination of sales growth
and cost control, IWP broke through our $2 PIPP
“efficiency sound barrier,” completing the year at
$1.46.

To improve operational efficiencies and reduce
receivables risk, we a) pivoted away from selling
post-operative glasses, b) established a minumum
order quantity of 200 pairs and ¢) introduced a
new payment terms regime. These changes
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decreased our total number of partners, but
improved our overall impact and health of our
customer base.

In 2018, we will deepen our reach in India’s five
most impoverished states, which currently
constitutes 42% of sales - Bihar, Madhya Pradesh,
Odisha, Rajasthan, and Uttar Pradesh - and grow
with governments.

CORRECTIVE PAIRS BY PARTNER TYPE
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