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MODEL: CHARLIE
3 COLOURWAYS



MODEL: QUINN
4 COLOURWAYS



MODEL: JODIE
3 COLOURWAYS



MODEL (TOP TO BOTTOM): 
JODIE - 3 COLOURWAYS
LEIGH - 3 COLOURWAYS

QUINN - 4 COLOURWAYS
MODEL: QUINN
4 COLOURWAYS



MODEL: QUINN
4 COLOURWAYS



MODEL: QUINN
4 COLOURWAYS



HOW EQUAL CAN ENHANCE YOUR PRACTICE

• Equal is exclusive to Hakim Group with all models custom developed for this 
range. 

• Equal fills an essential gap in our current product portfolio. 

• Beautifully designed product with high quality finishes and detailing. 

• Minimalistic, clean and crisp branding perfect for the younger audience. 

• Opportunity to target a younger demographic. 

• Exceptional profitability. 

• Products can be regularly swapped out in order to ensure collection stays 
fresh. 

• Supporting online presence to drive footfall and new patients into practice. 

• Photography, contemporary POS and display materials to enhance its 
presence in practice.

VIEW THE FULL COLLECTION
SCAN OR VISIT WWW.HGSUPPLIERPORTAL.COM/EQUAL-EYEWEAR 
TO PRE-ORDER



Will my practice have to do 
aftercare for online customers?
Our unique, national network of 
independent opticians enables us to 
provide an unparalleled level of aftercare. 
As such, aftercare (such as fitting) will 
be directed to the patient’s local stockist 
which gives a potential new customer to 
talk to about sunglasses, contact lenses and 
additional pairs. For every online order on 
Equal, the stockist geographically closest 
to the patient be attributed with the sale. 
Some online patients may never need any 
aftercare, but the practice will always get 
the revenue from online sales.

How do I process returns?
For any practice purchases, a full returns 
process will be outlined closer to launch.

For any online purchases, the returns 
process will be managed directly with the 
patient, the practice will not be expected to 
manage any online returns.

Can I do swaps on any slow-
moving stock?
Yes, swap outs will be available at regular 
intervals.

What ethical messages are 
relevant to this range?
The cases and cloths are made from 
recycled plastic.

All single use items involved in the frame 
packaging are bio-degradable materials.

There are exciting plans for initiatives 
featuring charity partnerships as the range 
develops.

What POS is available?
There is a POS pack available including 
a product glorifier and brand block and 
this will be provided FOC with every initial 
order.  Additional sets can then be ordered 
through the HG Marketing team.

How will the pricing work online?
The frame retail is £140 both in practice 
and online. We will be selling single vision 
only through the website and the lens 
pricing online mirrors that in the standard 
practice lens pricing.  This is because the 
online element is there is support you 
rather than compete with you.  Throughout 
the online journey, the patient will be 
pushed towards the local HG practice to 
encourage in practice purchasing, whilst 
still allowing a fully online journey if that is 
what they want.

Equal FAQs
When does Equal launch?
Equal will be launching in Summer 2022.

What is the cost price?
Cost price is £17/SKU.

Due to the online element of this range, 
there will just be one retail price across all 
practices i.e. there is no Ruby, Emerald, 
Sapphire pricing.

What is the minimum order 
quantity?
The full range is 35 SKUs (11 models, 
multiple colours) and the minimum 
collection size is 25 pieces.

Who is the supplier?
We have chosen to work with Millmead 
Optical group on this exclusive project.

How do I see the range?
A preview of the range can be viewed after 
the product launch presentation on 6.12.21 
at the Annual Retreat.  After this, the range 
can be viewed from your local Millmead rep 
as soon as their sample sets arrive (exact 
date TBC, likely Q2 2022).

Can my competitors get hold of 
this range?
Absolutely not. This range is permanently 
exclusive to HG and all models are 
developed specifically for this range.

Why is the range being 
pre-ordered?
Equal is a new, bespoke product range 
and requires initial production and supply 
planning. Being exclusive to Hakim Group, 
all stock in the supply chain will be for our 
practices so it’s imperative we have plenty 
of stock. Taking pre-orders for this range 
allows us to do two things:

1) Supply the range as soon as it is available 
to all the practices who want it. 
2) Plan further supply chain stock based 
on the actual number of initial stockists, not 
forecasts. 

This will make the supply chain planning 
even more robust to ensure seamless 
service.

Equal will be available to order at any point 
ahead of launch and post launch, but pre- 
order stock, repeats and parts will be our 
priority and thus, any practice who orders 
the range after the pre-order period may 
have to wait a bit longer to receive the initial 
order (up to maximum of 6 months). If you 
like what you see, don’t miss out on placing 
your pre-order!

How do I replenish my stock?
Once the range is in practice, replacement 
stock can be ordered from Millmead group.

Why is this range being sold 
online?
Equal will launch as an in-practice range, 
exclusive to HG, with a supporting online 
presence to capture those customers who 
want to shop online, and which we may 
otherwise lose.

Targeting a younger audience, an online 
presence is crucial for the range.

The range will be sold at the same price 
online as it is in practice so online will not 
undercut our pricing in practice. 

Will my practice have to service 
online orders with stock?
Fulfilling online orders will be done 
centrally without touching the practice.

Online orders will include a postcard 
signposting the local stockist to drive future 
footfall to the practice.



If there are two close practices, 
how do you allocate the online 
profit?
The main thing to say here is to not get too 
hung on this as this is predominantly an 
in-practice range, we do not anticipate 
huge online order volumes.  When the 
delivery address is entered, an algorithm 
will automatically work out which practice is 
closest “as the crow flies” and the aftercare 
postcard for the patient alongside the 
revenue will be allocated to that practice.  
We would expect regular, loyal patients to 
buy in practice so anything that deviates 
from this will be an exception rather than 
the rule. 

Has complete pricing on this 
range been considered? And at 
£140, which is more expensive 
than the likes of Cubitts, is it a bit 
too expensive?
Absolutely yes, we spent many, many hours 
discussing complete pricing, recognising 
this as the standard model for a lot of the 
brands targeting these younger patients. 

We are working with Millmead on a glazed 
package element and how we use this 
to best effect which we will share in due 
course once the details are clearer, but 
the intent is to enable you to offer a lower 
price or a complete price, likely at set 
promotional periods in the year.  Bear with 
us on this whilst we work out the details.

We feel this range has the potential to 
become one of our best-selling brands 
as it presents such a strong opportunity 
to plug a gap in their product profile for 
most practices.  The strength in this offer 

is product and brand that can confidently 
stand shoulder to shoulder with existing 
consumer brands and hold its own but 
without the cost price that comes with 
traditional branded product.  Given how we 
sell all our other brands (frame retail plus 
lens) it makes this range margin dilutive if 
we roll too much into the price. We want 
this to be a core part of how we support 
you in growing your margin and complete 
pricing as a permanent price offer 
undermines this intent.  DTC brands have 
completely different business models but 
we have to be considerate to how we work 
already and we definitely don’t want to have 
to try and curb volume!

We are totally confident that the materials, 
designs, detailing and overall brand make 
£140 a really competitive price for this 
range and if you managed to touch and feel 
the samples I’m sure you’ll agree.  

Remember we offer something that 
none of the DTC brands are able to – a 
unique, exceptionally qualified network 
of independent opticians.  This means we 
add more value to the purchase than these 
other brands.  We know that our industry 
has been more protected from the shift to 
digital than others as patients want to try on 
the product and know that in person fitting 
is really important so don’t underestimate 
the value this adds to a patient and the 
‘price premium’ this can maintain.
 


