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Welcome to the latest issue of FYeye...
your monthly Growth Team update!
FYeye is our way of keeping you in the loop of the latest goings-on in
the team to make sure you are fully informed.

With each monthly instalment, you will get the latest updates from 
each area of the Growth Team, including marketing campaigns, 
brand activations, rebrands, practice press coverage, social media 
campaigns, SEO, websites and window campaigns.

This month, you’ll find out more about the latest Euroscole event, our 
Q1 Marketing and Featured campaigns, Google My Business, The 
Independent Optician and of course, there’s loads more to read from 
all areas of the Growth Team.

While making sure you’re informed with the latest updates from the 
team, we also hope these snapshots will generate some inspiration 
of how to grow your practice and your overall marketing and digital 
strategy. 

If you would like to discuss anything in the next few pages, don’t 
hesitate to get in touch.

Thank you for reading and we hope you enjoy.

Catherine Hogan
Head of PR & Communications
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Euroscole Event

Leading lights in European optometry visited Greater Manchester last 
week for a two-day educational workshop to advance the profession’s 
knowledge of scleral lenses. 

The advanced workshop was hosted by internationally acclaimed 
contact lens designer Daddi Fadel who founded Euroscole - The 
European School of Scleral Lenses last year and has already taken it to 
around 20 different countries. 

The event included lectures on the scleral lens fitting process, scleral 
topography and lens design, intraocular pressure and scleral lenses, 
scleral lens in keratoconus, prisms and empirical fitting. 

The event was attended by representatives from within the Hakim 
Group family. Speakers included Brian Tompkins of Tompkins Knight 
and Son Optometrists, who said: “This event has educated people 
about how to deal with problems, how to manage patients and has 
given them the opportunity to see things they might not get chance to 
see in their own practices.” 

Keyur Patel, Clinical Director and Partner at TK&S, John Davidson, 
Optometrist and Partner at Querido and Davidson Opticians, Simon 
Falk, Optometrist and Partner and Julie Clarkson, Contact Lens and 
Dispensing Optician at Simon Falk Eyecare also attended the event 
along with Magda Peppa, Contact Lens and Dispensing Optician at 
BBR Optometry.

For more information on Euroscole visit: https://www.euroscole.com

https://www.euroscole.com
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Featured Campaigns - Q1 Lens 
Promo

Featured campaigns have become a proven,

effective initiative for HG, as an evolution of

the campaign guide. These full 360 campaigns

ensure cohesive messaging across all

touchpoints for our practices.

To welcome in the New Year, the Marketing Team 

at HGHQ have once again teamed up with our 

approved lens suppliers.

The Lens Promo is a perfect opportunity to drive 

footfall to your practice and increase your average 

dispense value.

To help you shout about the offers, the Marketing 

Team have created various multi-channel 

marketing campaigns that will be live from 

January 20th - March 31st.

To cover all bases, we have created 5 different 

concepts to capture all the different promotions 

you can run in practice.

Click here for more information - https://bit.ly/

lenspromo23

Contact marketing@hakimgroup.co.uk  if you 

have any questions.

ONE PAIR
FITS ALL
No more switching between reading and distance glasses! 

Varifocal lenses can help correct your vision at any distance. No more switching between reading and distance glasses! 
Varifocal lenses can help correct your vision at any distance. Discover our range of affordable,

quality eyewear.

One pair 
is never enough 

Buy one 
pair get a 

second pair 
of lenses 

half price

Contact us for 
more details.

T&C’s apply*

https://www.hghelphub.com/marketing-2/lens-promo
https://www.hghelphub.com/marketing-2/lens-promo
mailto:marketing%40hakimgroup.co.uk?subject=Featured%20Campaigns
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Make Your Sight A Priority

January is a time for new beginnings and people 

are looking for ways that they can better their 

overall health.  

With this in mind, we have redeveloped our ‘Make 

Your Sight a Priority’ and ‘See the Difference’ 

campaign to help drive eye examinations within 

your practice.

This campaign will remind patients of the 

importance of eye examinations and how this can 

impact our overall well-being.

The key objectives this campaign aims to 
achieve are:

• Increase the number of eye examinations

• Uplift in bookings for enhanced services

To find out more information and opt-in, view 
our HelpHub page via this link -  
http://bit.ly/23MYS

Contact marketing@hakimgroup.co.uk  

if you have any questions.

http://bit.ly/23MYS
mailto:marketing%40hakimgroup.co.uk?subject=Featured%20Campaigns
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Q1: Useful Early 2023 Campaigns
Now that we find ourselves in 2023, it is useful to 
push more ‘start of the year’ focused campaigns 
to boost success within your practice during this 
first quarter.

We have a bank of campaigns on HelpHub
which are ready to go. On this page is a selection
of campaigns we think will work best in the next
couple of months.

Useful dates to note include:
Valentines Day - 14th February
London Fashion Week - 17th-21st February
Glaucoma Week - 12th-18th March
Mothers Day - 19th March

Start of Spring - 20th March

Mothers Day - Click Here
Mother’s Day takes place on the 19th of March 
this year. It’s a great opportunity to attract 
potential patients looking for the ideal gift for 
mum.

Valentines Day - Click Here
Share the love with px by showing you cherish 
them through heartfelt messages and a 
promotion.

After a slow January, Valentine’s Day is the first 
time since Christmas that most people will be in a 
gift-giving mood!

Valentines Day is a massive call out on the high 
street. In order to align yourself with other retailers 
and capitalise on this, the Marketing team have 
designed assets to support.

On this page you can find a pack of assets to 
choose from including our updated designs for 
Valentines Day. We also have social graphics to 
download.

World Book Day - Click Here
Celebrate World Book Day by engaging with 

children through book-based activities.

World Book Day falls on March 2nd this year 

which is a big day in school calendars to get 

children involved in reading.

Providing children with activity sheets to complete 

creates fun, positive experiences of being at 

the opticians but also engages them in mindful 

activities to stimulate their brains.

https://www.hghelphub.com/marketing-2/mother's-day-
https://www.hghelphub.com/marketing-2/valentine's-day
https://www.hghelphub.com/marketing-2/world-book-day


6

JA
NU

AR
Y 2

02
3 B

RA
ND

 CA
MP

AI
GN

S

 Q1: Useful Early 2023 
Campaigns – Continued
Styling Consultations - Click Here
Styling consultations are a brilliant way of 
capitalising on a service you already offer 
patients.

Booking in time for a dispense in the diary and 
explaining the different frame shapes, colours 
and brands available can help your patient to 
feel extra special. Creating a personal shopping 
experience rather than a quick dispense can help 
you stand out from the multiples.

February Half Term - Click Here
Children represent an important demographic in 
optics; in addition to their purchasing power they 
can also influence their parents buying decisions.

Why not take advantage of the half term and 
back to school campaigns we have created that 
aim to attract the wandering eyes of children. To 
consistently grow your patient database you will 
need to appeal to children. 

Contact marketing@hakimgroup.co.uk  

to request your campaigns.

https://www.hghelphub.com/marketing-2/styling-consultations
https://www.hghelphub.com/marketing-2/half-term-%26-back-to-school-
mailto:marketing%40hakimgroup.co.uk?subject=Featured%20Campaigns
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Tools To Plan Your Marketing 
For 2023

Here are all the resources you may need to assist 

in planning your marketing strategies for the 

upcoming year.

You may notice that the Marketing section on 

HelpHub has had a bit of a revamp, including our 

new and improved ‘Marketing Planning and Tools’ 

area.

Click here to view the Marketing area on HelpHub.

Understanding Your Brand And Your 
Objectives
To understand which campaigns would work best 

for your individual practice, it is useful to try and 

determine what your practice personality looks 

like. 

Click here to view the Practice Personalities area 

on HelpHub.

Practice Personality Calendars
The marketing team have created example 

calendars packed full of suggested marketing 

campaigns, key dates and promotions you can 

run every quarter.

Click here to view the Marketing Planning 

Calendars on HelpHub.

2023 Growth Planner
Here you can find our 2023 Growth planner, 

available for you to plot out all of your ambitious

marketing strategies.

Click here to view the Marketing Planning 

Calendars on HelpHub.

Contact marketing@hakimgroup.co.uk  if you 

have any questions.
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2023 Growth Planner Plot Your Success!

The first step in evolving your business is being willing to adapt to new ideas.

The optical retail landscape is constantly shifting and what was effective just a few 

years ago may not be today. As a business you not only need to have a presence, 

but also to actively be in the hearts and minds of your patients; online and offline.

Your Growth Planner is an opportunity to use your team’s collective knowledge 

of your patients and community to build a successful growth strategy. If you’re 

struggling to find a starting point, please use some of the many resources 

available on HelpHub as inspiration. We also have a resource of previous 

marketing materials from practices across the group that can serve as inspiration.

To give you an idea of how your completed planner might look, here is an 

example of what a well-planned month could look like:

Remember, always be sure your marketing activity ties into your overall 

objectives. If you need any further assistance the Marketing Team are only a 

phone call away!

Group 

Promotions

Keep your eyes peeled for the 

various marketing campaigns 

and toolkits created throughout 

the year from HGHQ.

These handy documents will 

inform you of the latest group-

wide promotions in 2022, and 

help to shape your marketing 

thinking.

January

February

March

April

May

June

July

August

September

October

Noivember

December

 Social Media

  PR

 Digital

  Marketing

  Business Development

 Events

Marketing Objectives

Strategy starts with a solid understanding of 

your objectives. Jot down your top 3 short 

term and long term objectives in the spaces 

below, making sure that they support your 

overall vision for the practice.

Year 1

Year 3

Event -Event -  Brand event with styling consultations
Brand event with styling consultations

PR -PR -  New audiology service, adding value to the community 

New audiology service, adding value to the community 

Windows -Windows -  Transitions window activation
Transitions window activation

Social -Social -  Promote and build awareness on all the above using

Promote and build awareness on all the above using

   supporting assets.
   supporting assets.

      --  Paid campaign to engage new patients
Paid campaign to engage new patients

Your 2023 Overview

V1.0 - November 2022

Digital Objectives

Don’t forget to include all things digital and 

social into your growth strategy.

• SEO
• PPC
• Facebook Ads

• Data Capture

• Web Analytic
 Reporting

• Landing Video

• Online Booking

• Back Linking

Marketing is a combination of

Marketing is a combination of

creativity and outcomes. It is a
s versatile

creativity and outcomes. It is a
s versatile

as you make it so 
as you make it so have fun with it!!

have fun with it!!

Note down and share any ideas you have,

Note down and share any ideas you have,

as crazy as they might seem...

as crazy as they might seem...

https://www.hghelphub.com/marketing-planning-and-tools
https://www.hghelphub.com/marketing-2/practice-personalities
https://www.hghelphub.com/marketing-2/practice-personalities
https://www.hghelphub.com/marketing-2/practice-personalities
https://www.hghelphub.com/marketing-2/marketing-planning-calendars
https://www.hghelphub.com/marketing-2/marketing-planning-calendars
https://www.hghelphub.com/marketing-2/marketing-planning-calendars
https://www.hghelphub.com/marketing-2/marketing-planning-calendars
mailto:marketing%40hakimgroup.co.uk?subject=Featured%20Campaigns
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New Year Website Review

The start of the new year is a good opportunity 
to cast your eye over your website to ensure 
everything is accurate and up to date so that you 
start the year off on the right foot.

Rest assured that the Digital team will 
automatically update the copyright date in the 
footer of your website from the previous year to 
the current one and remove any Christmas hours 
added to the site in December.

However, it is up to you to let us know if you 
spot anything that is out of date or could do with 
improvements on the site so that we can schedule 
these in to be changed.

What kind of things should you include in your 
review? Here is a quick check list that we would 
recommend you take a look at:

• Are your address, phone number and email 
address accurate?

• Are your opening hours correct?

• Is your About Us/Meet The Team section up 
to date?*

• Is the list of services correct?

• Are the brands on the eyewear page correct?

• Is your MySight turned on and easily 
accessible to patients via the website?

• Do any images need changing? E.g. Outdated 
images inside of the practice, or brands you 
no longer stock.

• Is the content accurate?**

*For team changes please send us a photo of the 
team member taken in practice, including their 
name and job description, so we can add them. 
Please tell us when a member of the team no 
longer works there so we can remove them.

**For content changes, please specify exactly 
what needs changing and provide us with the 
content you’d like us to replace this with.

If you spot anything you’d like the Digital team to 
address, please email digital@hakimgroup.co.uk 

We aim to respond to all enquiries promptly and 
work with you to publish changes that you are 
happy with.

mailto:digital%40hakimgroup.co.uk?subject=New%20Year%20Website%20review
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Updating Your Opening Hours on GMB

Google My Business Profile is a free tool that allows businesses to manage 

their online presence across Google, including Search and Maps. One of the 

key features of Google My Business is the ability to update your business’s 

information, including your opening hours. 

Here’s a step-by-step guide on how to change your opening hours on 
Google My Business:

1. Sign in to your Google My Business account.

2. Once you’ve signed in, you will be taken to the dashboard of your account.  

    Here, you will see an option to “Edit Info.” Click on this option.

3. Once you’re in the editing page, you will see a section called “Opening  

    hours” scroll down until you find it. You can now change your hours of  

    operation according to your business schedule.

4. In this section, you can also set your business’s hours for specific days of 

    the week, including weekends and holidays.

5. Once you’ve made your changes, be sure to click the “Apply” button to save 

    your updates.

6. Verify that your updated information is showing correctly by looking at your 

    Business listing on Google Search and maps.

Please note that it might take some time for the changes to take effect 
and display on all Google platforms.

It’s a good idea to keep your business information, including your hours of 

operation, up-to-date and accurate on Google My Business. This will help 

potential customers find your business more easily, and can also improve your 

visibility on Google Search and Maps.

Also, you should be very attentive when adding or editing your opening hours, 

because this can be a decisive factor for the clients. You want to make sure 

that the hours are up to date and accurate all the time, to avoid any confusion 

or disappointment from the clients.

In conclusion, updating your opening hours on Google My Business is a quick 

and easy process that can help you better manage your online presence. 

By keeping your hours of operation up-to-date, you’ll be better able to reach 

potential customers and may even see an increase in your online visibility as a 

result.



10

JA
NU

AR
Y 2

02
3 P

R

The magazine is both funded by Hakim Group 

and our brand suppliers advertising in the 

magazine. There is a small cost to cover the 

cost of the personalisation, all details are on the 

HelpHub page below.

For those of you that haven’t seen the magazine 

before, this is your opportunity to have a 

personalised magazine in practice for your 

patients with your practice branding. The Independent Optician
Issue 3 | Final Call!
Our deadline is fast approaching...

The Independent Optician is your personalised 

magazine for your patients. The magazine is 

all about championing independent practices, 

whilst also providing your patients with important 

eye health messages and information on the 

services you provide.

The front and inside front cover are fully 

personalised for your practice to appear that you 

are the editor of your own practice magazine. 

The inside pages for each magazine stay the 

same for every practice. We have used key 

clinicians within our group who are experts in 

the field to be contributors and leveraged our 

supply base to provide credible and varied 

content.

To view the magazine: Click Here 

You may see some familiar faces from the HG 

family in the articles in the magazine too.

The deadline to place orders is
Friday 20th January, for more info 
Click Here

Alternatively, you can fill in the Jot Form 
here to place your order: 
Click Here

If you have any questions, please email 

Catherine Hogan Head of PR and 

Communications directly: 

catherinehogan@hakimgroup.co.uk
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What to expect in 
an eye exam

As optometrists, we understand that an eye examination can seem like 
a daunting experience for our patients. If you’re not sure what to expect, 
here is a handy visual guide. It’s important to make clear that every eye 
examination varies dependant on the patient and the optometrist. This is a 
general visual guide of what you might expect, but don’t be surprised if your 
eye examination varies slightly from this.

We normally begin by asking you some 
routine questions regarding your current 
vision quality, health conditions and 
medical history. These questions can vary 
but it’s so we get a better idea of your 
overall eye health and the reason for your 
visit. 

Make sure you raise any questions or 
concerns you have because we are always 
happy to discuss these with you.

Professor Nicholas Rumney, 
Senior IP optometrist

Sometimes the optometrist will 
put drops into your eyes to make 
your pupils (the little black dots) 
larger. This is called dilation. We 
do this so that we can see more of 
the retina at the back of your eyes. 

The drops can make your vision 
blurred for a few hours, so you 
won’t be able to drive afterwards. 
We also sometime to this for 
children also to better asses their 
prescription.

To assess your vision we ask you to read a letter 
chart whilst showing you different strength 
lenses. We then objectively measure your 
prescription or the power of your eyes by 
either shining a little light into your eye (called 
retinoscopy) or using a machine to do this.

This is especially important for children or 
people who aren’t able to communicate with 
the optometrist on whether lenses make their 
vision better or worse.

We also need to look at the 
health of your eyes both inside 
and out. Your optometrist will 
use either a lens or a hand 
held instrument, both of which 
involve bright lights, to examine 
the different parts of your eyes.

Your optometrist may offer 
you an assessment on an 
OCT or optomap machine. 
Both of these sets of 
equipment can look deeper 
and wider than traditional 
methods. These images can 
provide early detection of 
serious eye conditions and 
also provide a permanent 
reference of your eye health 
so we can compare on your 
next visit.

Finally, when the optometrist 
has all the information they 
need about your eye health 
and your vision, they will 
discuss the best possible 
solution for your individual 
eyecare needs and answer 
any questions you may have. 
Your optometrist will always 
recommend a plan that,
no matter what, will ensure 
the best solution for your
eye health.

Once you have discussed 
your options, you will 
then have the option to 
try on and  choose some 
glasses, or return at a 
later date for a dispensing 
appointment.
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Can anyone wear contact lenses?
Providing there are no preventative underlying health or 
ocular conditions, there should be a contact lens for every 
prescription and age range. 

Can contact lenses get lost behind the eye?
No, the front surface of the eye has a soft pouch of skin
attaching it to the back of the eyelid. If a contact lens moves 
off the center of the eye, it could only go as far as behind the 
top or bottom eyelid making it easy to retrieve.

What are the different types of contact lenses?
Broadly speaking, there are soft contact lenses and hard 
contact lenses that have various different uses. Some contact 
lenses are worn overnight to correct vision, some are worn 
during the day and some types of contact lenses can be worn 
continiously and left in throughout the day and overnight.

What’s the difference between dailies and monthlies?
Daily disposable lenses are designed to be replaced after 
each wear and then disposed of. Doing this reduces the 
risk of eye infection and inflammation. They also tend to 
be very comfortable. Non-daily disposable and or monthly 
replacement lenses are often used for more complex contact 
lens prescriptions, where the lenses are tailor made to fit the 
eye and correct the vision with a more complex prescription.

Can I wear contact lenses for sport?
Yes, definitely, they’re ideal for sport. However, with sport it’s 
important to consider whether some form of eye protection 
should be used as well. For example, a squash ball can 
damage the eye quite badly if it hits the eye socket. So 
although you may have contact lenses to see, it would also be 
worth wearing protective eyewear too.

Can I also wear contact lenses while swimming?
Yes, you can. It’s better to use daily disposable contact lenses 
to reduce the risk of an infection because there are lots of 
microorganisms and fungus that can be found in swimming 
pools, which can damage the eye. With contact lenses it’s 
advisable to use tight fitting swimming goggles over the top 
to try and avoid getting any water onto the contact lens.

Can contact lenses fall out whilst I’m wearing them?
It’s very unlikely, however some types of small, rigid contact 
lenses can be displaced. It’s unusual for soft contact lenses to 
be knocked out. If you are playing contact sports, there are 
certain types of contact lenses specifically designed for this 
kind of physical activity.

Will contact lenses make my eyesight worse
after regular use?
No, there’s no evidence to show that that’s the case. Usually 
changes in prescription are genetically pre-programmed but 
there can be social influences, in childhood. Being indoors 
a lot and doing a lot of close-up work may have an impact 
on the growth of the eye. It may increase the chances of you 
becoming short-sighted. However, there are certain types of 
contact lenses and glasses can slow down the development of 
this in children.

The FAQs 
   Contact lenses

John Davidson
Contact lens specialist and optometrist

Does it take long to get used to contact 
lenses? John answers this and some of 
the other frequently asked questions he 
hears in his practice.

Can I wear contact lenses whilst wearing sunglasses?
Wearing contact lenses means that you can wear any 
sunglasses you like, rather than relying on prescription 
sunglasses, which increases the choice of styles available 
to you.

Does wearing contact lenses hurt?
Not at all. Having a contact lens placed on the surface of the 
eye feels a little bit like a drop of water going on to the eye. 
Sometimes the lens can tickle initially until it settles down but 
this takes less than a couple of minutes. You’ll barely have any 
awareness that soft contact lenses are there at all. 

Can I use water to clean my contact lenses
after wearing them?
Definitely not. It’s something you must never do. Using water 
can increase the risk of really nasty infections by something 
called acanthamoeba. This could cause blindness
and loss of vision by damaging the cornea. It’s an incredibly 
rare infection. But it’s so severe that we advise never to use tap 
water at all.

And then the final question is how should I dispose of my 
contact lenses after use?
The best thing to do would be to keep the contact lenses,
as well as the packaging, then return to your local 
independent practice. They should be able to recycle them 
for you. It’s best to have them recycled specifically through a 
contact lens recycling scheme to ensure everything has been 
recycled correctly.

If you wear glasses in any 
capacity there’s no reason why 

you can’t try contact lenses

https://www.hghelphub.com/_files/ugd/aef892_90627647045e4a3dbbd5c495bbaf04b9.pdf
https://www.hghelphub.com/log-in
https://form.jotform.com/223343790564055
mailto:catherinehogan%40hakimgroup.co.uk?subject=
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I Love That Every Day For Me 
Is So Different
Independent practice owner with Hakim 

Group, Nichola Mason, on starting her 

day with a Peloton ride and why creating 

a positive experience for patients is her 

ultimate practice ambition.

Nichola Mason has run independent 

practices as a partner at Hakim Group 

for eight years. She walked OT through 

a typical day, from an early morning 

Peloton ride to evenings powered by TV 

boxsets and pan-fried salmon dinners.

Read more here

Reflecting on 2022
On the High Street Christmas lights blink 

on in the afternoons, bright against the 

dark evenings. Snow is piled up in the 

corners of the garden that the winter sun 

does not quite reach, and only the last 

few days of the yearly diary still remain.

As the end of 2022 nears, OT asked 

optometrists, practice owners, optometry 

associations, and members of the AOP 

for their reflections on the past year, 

their stand-out moments, and thoughts 

on what might arise in 2023.

Read more here

As Seen In The Press

A Big Standout Moment
Isha Saghir, pre-reg optometrist at 

Bennett and Batty Opticians, a Hakim 

Group independent practice in Liverpool, 

on encountering macular pathology in 

her first few weeks. 

“I started my pre-reg in August 2022, 

two weeks after graduating from the 

University of Manchester. The transition 

from being an optical assistant to 

pre-registration optometrist has been 

quite smooth. Prior to my first eye 

examination, I was mainly dispensing 

and sitting in on sight tests. During this 

time, I learnt that to be a well-rounded 

optometrist I need to have a good level 

of understanding”. 

Read more here

As Seen In The Press

As Seen In The Press
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https://www.aop.org.uk/ot/in-practice/practitioner-stories/2022/12/28/i-love-that-every-day-for-me-is-so-different
https://www.aop.org.uk/ot/in-practice/practitioner-stories/2022/12/21/reflecting-on-2022
https://www.aop.org.uk/ot/in-practice/career-development/2022/12/20/a-big-standout-moment-has-been-patients-requesting-to-see-me
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Paid Campaigns: Proudly Independent 

One of the key aspects we focus on when it comes to paid social 
campaigns is building your practice brand. What do we mean by this? 
Unlike what is sometimes assumed we don’t mean the brands you 
stock and instead are referring to who you are as a practice. 

Are you focused on stocking quirky frames? Clinical excellence? 
Providing friendly service? Those are the qualities that define who 
you are as a practice and are the key reasons your patients visit your 
practice.

The Proudly Independent campaign is crucial to our paid social strategy 
because it directly highlights these aspects, building your practice 
brand from the base up. We combine this messaging with high quality 
imagery/footage of the practice as well as a landing page, which 
expands on the key callouts from the ad, to build a complete experience 
for the user.

If you’re interested and think paid social campaigns could benefit 
your practice, just email jadbiard@hakimgroup.co.uk to learn more! 
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mailto:jadbiard%40hakimgroup.co.uk?subject=Paid%20Campaigns
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Next Month’s Calendar | February
Key: Community campaign   |   Clinical campaign   |   Fashion / High-end campaign   |   Brand activation   |   Promotion   |   Key Events

Monday Tuesday Wednesday Thursday Friday Saturday Sunday

1 2 3 4 5

6 7 8 9 10 11 12

13 14 15 16 17 18 19

20 21 22 23 24 25 26

27 28

You can find more resources, live calendars, and seasonal assets all within HelpHub or contact the team at marketing@hakimgroup.co.uk.

Lens Promo
Silhouette - Brand Activations
Make Your Sight a Priority

Lens Promo
Silhouette - Brand Activations
Make Your Sight a Priority

Lens Promo
Silhouette - Brand Activations
Make Your Sight a Priority

Lens Promo
Silhouette - Brand Activations
Make Your Sight a Priority

Lens Promo
Silhouette - Brand Activations
Make Your Sight a Priority
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mailto:marketing%40hakimgroup.co.uk?subject=
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Confirmed Brand Activations For 2023
Here is the HG Recommends and brand activation calendar for 2023. All activations are fully funded and practices are selected by our brand suppliers based on 

sell in. Practices are then given the option to opt out. Activations include window campaigns, landing pages, and social media assets. Further information will be 

communicated ahead of each campaign.

February March April

May June July

August September October

November December

 
For more information, please contact catherinehogan@hakimgroup.co.uk. Please note some activities are TBC.
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Meet Hannah!
Here at the Hakim Group, we have a diverse 
team of people who all play an important role in 
ensuring things run smoothly and making sure our 
practices are provided with everything they need 
to be as successful as possible. 

Senior Marketing Executive, Hannah Park, joined 
the team in the new year and has already started 
to settle well into her role. 

To get to know her a little better, we asked her a 
few questions…

As part of your role, what do you do at HG?
As the Senior Marketing Exec for the North, I get 
to help the practices with all of their marketing 
material such as window displays, brand 
activation, events and much more. I like to visit 
the practices as well in order to meet the Buddies, 
Sharks and teams that work there.

What is your favourite thing about
working for HG?
Being back in an office! 

What do you enjoy doing outside of work?
I love Spin classes, totally obsessed. I also love 
hiking especially in the Lakes and Scotland and 
most recently in the Dolomites in Italy! The views 

of the towns below were magical!

Cats or dogs?
Definitely dogs!

What is an interesting fact about yourself?
I am half Canadian!!

If you had a dinner party what 3 guests 
(dead or alive) would you invite?
Kate Moss, Leonardo Da Vinci, Henry VIII.

Tea or Coffee?
Coffee.

What is your favourite quote?
Just one small positive thought in the morning can 
change your whole day.

To get in touch with Hannah for any Marketing 
related requests, you can contact her via: 

marketing@hakimgroup.co.uk

mailto:marketing%40hakimgroup.co.uk?subject=



