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Eyes Wide Open



It Happens Here

TLC owns and operates refractive centers throughout
North America and is the largest provider of excimer laser
eye surgery services. Laser eye surgery corrects common
refractive disorders such as myopia (nearsightedness),
hyperopia (farsightedness) and astigmatism. TLC’s 
core business is providing laser eye surgery in
partnership with its affiliated network of more than
12,500 well-trained and experienced doctors.

TLC Locations
American
Brea, CA
Newport Beach, CA
Ontario, CA
Palm Desert, CA
Sacramento, CA
Silicon Valley, CA
Torrance, CA
Denver, CO
Boca Raton, FL
Fairfield, CT
Ft. Lauderdale, FL
Miami, FL
Tampa, FL
Atlanta, GA
Chicago, IL
Indianapolis, IN
Waltham (Boston), MA
Annapolis, MD
Baltimore, MD
Rockville, MD
Ann Arbor, MI
Detroit, MI
Kalamazoo, MI
Lansing, MI
Minneapolis, MN
St. Louis, MO
Billings, MT 
Charlotte, NC
Raleigh, NC
Elmwood Park, NJ 
Mt. Laurel, NJ
Las Vegas, NV
Albany, NY
Garden City, NY
Manhattan, NY
White Plains, NY
Cleveland, OH
Columbus, OH
Oklahoma City, OK
Tulsa, OK
Pittsburgh, PA
Plymouth Meeting, PA
Charleston, SC
Greenville, SC
Johnson City, TN
Arlington, TX
Austin, TX
Houston, TX
San Antonio, TX
Fairfax, VA
Reston, VA
Madison, WI
Milwaukee, WI

Canadian
Moncton, NB
Toronto, ON*
London, ON
Waterloo, ON
Windsor, ON

* Two Centers



TLC’s success comes from our strategy,
our focus, and our strong partnerships
with doctors.

Elias Vamvakas
Chairman and Chief Executive Officer

Fiscal 2001 was yet another year in which
we maintained our position as the leading
premium provider in the fast growing and
quick changing laser eye surgery industry.

We Went into Fiscal 2001 with Our Eyes Wide Open.

Just six days into the year, TLC announced its strategic decision not to participate

in an escalating price war that had engulfed the laser eye surgery industry.

The foundation for that choice was, however, laid some time earlier.

When we opened our first center more than eight years ago, we saw our 

core competence as TLC’s ability to bring patients together with some of the

best-trained and most experienced doctors.

We have never wavered from the belief that superior quality of care and

outstanding clinical results will be the long-term determinants of success in

this business. That conviction has always driven TLC to put patients first and

to strive to be the best.

We knew that refusing to compromise in the midst of such industry turmoil

wasn’t necessarily the most expedient choice. We also anticipated that TLC

would face mounting demands from all sides to alter our course. Despite both

external pressures and internal temptations, we let ourselves be guided by

TLC’s core values:

• Integrity

• We do what is right

• We always seek to improve

• We accept personal responsibility

Building respect and trust – TLC is known for its honesty and integrity. This

has enabled us to hire, and partner with, some of the most respected people

in the industry – people that are the drivers of our continued success. 

Doing the right thing – By refusing to compete primarily on price, by

partnering with local doctors and not competing with them, and by always

putting patient care first, TLC has built an enduring brand and maintained 

our leadership position in this exciting industry.



Striving to improve – Recognizing the Company was operating in a new

competitive and economic environment, a comprehensive performance

improvement program designed to maximize revenues and reduce operating

costs was successfully launched mid-way through the year. Total operating

expenses for the fourth quarter of fiscal 2001 improved by 36% from the

same period a year ago. 

Taking things personally – Our emphasis on putting patient care first has

had an incredible effect on both the clinical results that our patients have

experienced and the very large number of referrals that have resulted. This

has provided a solid foundation for the growth of our business. The daily

rewards from thankful patients affect the hearts and souls of our employees.

They strive for excellence because they know they are helping to improve 

the quality of patients’ lives. 

The Strategy

Sticking to our core principles was necessary but not sufficient to ensure

success. Throughout the industry tumult, TLC focused on enhancing the

competitive strengths that drive our leadership position. 

Throughout the year, we worked to:

• Continue to provide the highest level of patient care

• Build the industry leading TLC brand

• Maximize channels of patient access 

• Increase operating leverage by reducing costs

• Deploy advanced information systems 

• Continue to bring new clinical technologies to market; focusing on

proprietary advantage

Financial Strength

TLC has been able to maintain its market leadership while building on its

strong financial position. At May 31, 2001, our cash and marketable securities

stood at US$54 million. Total short and long-term debt was US$15.1 million,

comprised mostly of leases for our medical equipment. TLC’s debt/equity ratio

was 0.08:1 (8%) and our quick ratio stood at 2.2:1. This gives the Company

the financial strength to continue to lead the industry going forward. 

Managing Our Way through a Difficult Environment

TLC’s net revenues in fiscal 2001 were US$174 million. Including the effects

of non-cash charges relating to the amortization of goodwill and intangibles

from acquisitions, along with restructuring and other one-time charges, 

59 centers. 700 surgeons. 12,500 affiliated
doctors. 200,000 satisfied patients. 1 Tiger.
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the net EPS loss in fiscal 2001 was ($1.00) compared to a net EPS loss of

($0.16) in fiscal 2000.

Despite the turmoil that gripped the industry throughout the period, TLC

managed to generate $15 million in cash from operating activities in fiscal 2001. 

Stability Is Returning to the Industry

With much publicity, the two largest “deep discounters”, and arguably the

instigators of the industry price war, declared bankruptcy in the latter part of

the year. Ironically, we believe they will be the only major casualties claimed

by the “below-cost” pricing strategy they embraced in an attempt to gain

market share. 

For the first time in more than a year, the average price across the entire

industry has started to move slowly upwards. 

Research Supports Our Positioning

Over the winter, TLC commissioned a comprehensive market study to ensure

that we were offering and delivering what consumers wanted in a laser eye

surgery services provider. In order to capture as accurate a portrait as possible,

we were careful to include prospective patients, past TLC patients and past

non-TLC patients in the study. The research included a telephone survey of

1,000 adults; nine focus groups in four cities; an on-line survey of more than

1,100 people; and interviews with dozens of TLC staff, affiliates and surgeons. 

I’m pleased to report that the key findings supported TLC’s positioning as 

a premium provider. In fact:

• Approximately 2/3 of the sample population said they would pay in excess 

of $1,500 per eye

• More than 50% of the sample population actually demonstrated an aversion

to discount pricing

• Only 15% of the sample population mentioned price as primary motivator 

• Approximately 93% of the total pretax profit pool in 2005 will be captured by

providers charging more than $1,500 per eye

Those providers that continue to compete on price seem to be quickly rising 

to the $1,000 minimum per eye level. As they continue to compete for, what

we believe to be the least attractive segment of the market going forward,

TLC is left almost alone amongst the corporate providers at the high end – with

superior levels of care and service, The TLC Lifetime CommitmentSM to patients,

and a strong partnership with many of the best doctors in North America.

TLC’s affiliated doctor network includes more than
25% of all practicing optometrists in the U.S.
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The Size of the Potential Market Remains Tremendous.

Our industry was literally just “invented” in the U.S. about six years ago – 

and look at us now! Laser eye surgery has already become the most widely

performed surgical procedure in the country. That growth has surpassed

everyone’s expectations and we have only just scratched the surface of 

this market’s tremendous potential. More than 145 million people in the U.S.

have vision correction needs. To date, only an estimated 2% to 3% of this 

target population have actually had the procedure, leaving an enormous

untapped market.

Looking Forward

Our goal in fiscal 2002 is to be the most successful laser eye surgery services

provider in the world. We define success as having:

• The best reputation

• The best outcomes

• The best profitability

As the industry begins the welcome process of healing, rebuilding, and

reinvigorating itself, we intend to continue to provide it with leadership.

Internally, our focus will remain on providing superior quality of care and

clinical outcomes while maximizing revenues and controlling costs.

As you can see, we are all very excited about our future. TLC is the No. 1

company in an industry that has enjoyed astronomical growth in the past 

and looks forward to more in the future. This presents us with tremendous

opportunities and we have a strong management team that will help us 

take advantage of them. 

We look forward to yet another exciting year.

Elias Vamvakas (signed)

Chairman and Chief Executive Officer

July 12, 2001
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Our strength is derived from
the relationships we build.











































































































































































































Corporate & Shareholder Information

Corporate Information

Directors

Elias Vamvakas (1993) 
Chief Executive Officer and 
Chairman of the Board of Directors 
TLC Laser Eye Centers Inc.

Dr. Jeffery J. Machat (1993) 
Co-National Medical Director
TLC Laser Eye Centers Inc.                  

Howard J. Gourwitz (1995) (1)(2)(3)

Attorney and Counselor-at-Law,
Shareholder 
Gourwitz and Barr, P.C.

Dr. W. David Sullins Jr., (1995) (1)(2)(3)

President and Chief of Clinical Services
Athens Eye Care Clinic, P.C.

John F. Riegert (1995) 
Retired Secretary
TLC Laser Eye Centers Inc.

Mr. Thomas N. Davidson (2000) (2) 

Chairman
Quarry Hill Group

Warren S. Rustand (1997) (1)(2)(3)

Managing General Partner
Harlingwood Capital Partners

(199X)  Year appointed director
(1) Member Compensation Committee
(2) Member Corporate Governance Committee
(3) Member Audit Committee

The Board of Directors of TLC believes
that strong corporate governance
practices are essential to the well-being
of the Corporation and its shareholders.
A description of TLC’s corporate
governance policies is available from 
the Company at no charge. Requests
should be directed to Stephen Kilmer,
Director of Corporate Communications,
at the Company’s corporate office.

Officers and Executives

Elias Vamvakas
Chief Executive Officer

Thomas G. O’Hare 
President and Chief Operating Officer

David C. Ang
Assistant Treasurer

Dr. David C. Eldridge
Executive Vice President
Clinical Affairs

Lloyd D. Fiorini
General Counsel & Corporate Secretary

Paul Frederick
Executive Vice President 
Human Resources

William P. Leonard
Executive Vice President, Operations

Henry Lynn
Executive Vice President
Information Systems

Brian Park
Interim Chief Financial Officer

Jay Peters
Executive Vice President
Chief Marketing Officer

Madeline D. Walker
Executive Vice President

Corporate Office

TLC Laser Eye Centers Inc.
5280 Solar Drive,
Suite 300, 
Mississauga, Ontario
L4W 5M8
Tel: (905) 602-2020
Fax: (905) 602-2025

Legal Counsel

Canada

Torys
Toronto, Ontario

U.S.

Arent Fox Kinter 
Plotkin & Kahn
Washington, D.C.

Independent Auditors

Ernst & Young LLP
Toronto, Ontario

Shareholder Information

Transfer Agent and Shareholder Records

Shareholders requiring information 
or assistance regarding individual stock
records or stock certificates should
contact the Transfer Agent:

The CIBC Mellon Trust Company
Tel: 1-800-387-0825

Investor Relations

Shareholders, analysts, investment
professionals, members of the media, 
and potential investors who would like
information about TLC’s activities 
should contact:

Stephen Kilmer
Director of Corporate Communications
Tel: 1-800-TLC-1033 or
Tel: (905) 602-2020
Fax: (905) 602-2025
Email: investor.relations@tlcvision.com

Stock Exchange Listing

Shares of the Corporation are listed 

on The Toronto Stock Exchange and

NASDAQ National Market

Trading Symbols

TSE – TLC, common stock
NASDAQ – TLCV, common stock
CBOE – QKR, options on common stock

Reporting Calendar

The year-end is May 31. The annual
report is mailed in September, and
quarterly reports are mailed in October,
January, and April.

Form 10-K 

Additional copies of the Company’s
Annual Report on Form 10-K (without
exhibits) is available from the Company
at no charge. Requests should be
directed to Stephen Kilmer, Director 
of Corporate Communications at the
Company’s corporate office. 

TLC on the Internet

Interested investors may browse TLC’s
website at http://www.tlcvision.com 
to obtain regularly updated information
including press releases, share 
trading data, quarterly reports and
financial statements.



We believe not everyone is a

CANDIDATE
for LASIK surgery We are as selective with our patients as we are 

with our doctors. When the goal is an outstanding 

outcome for every patient, being discriminating is

the right thing to do.


