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Over the past few months, we have done a lot of 

market research in preparing this pricing guide. The HG 

recommended retail prices (RRPs) are designed to be 

competitive in the current UK contact lens market whilst 

providing Sharks and Clinicians alike the clinical freedom to 

select from the best lenses and lens care products available 

on the market today.

The contact lens sector is now a very commoditised part of 

our market, so it is vitally important we have a competitive 

pricing structure to ensure all our patients are being offered 

the best possible solution to their visual requirements 

and at the best possible price. Customer retention is key, 

so we hope this framework will go some way to help us 

all maximise our ability to retain our patients for all their 

eyecare needs.

What have we done so far?

• Created a HG RRP list for all soft contact lenses,

designed to harmonise pricing across the estate and

provide Sharks with a reference point to ensure an

optimal pricing structure

• Minimised VAT payments on all cash customers by

maximising the professional services elements of the

pricing and updated the Optix CL catalogue to reflect this

(please note - it is currently not possible to mirror this

approach for direct debits, but we are working hard on

this as a future development).

• Suggested which products to use based on a balance of

clinical performance and commerciality

• Outlined our recommendations on what to include in

your direct debit pricing, and why

• Shared insights on the benefits of contact lens direct

debit schemes and the value that contact lens wearers

bring to your business

What do I need to do?

• Read and digest this document and raise any questions

you have with either your Practice Buddy or the Contact

Lens Team

• Consider appointing a contact lens champion in your

practice to take ownership of your local CL plan, monitor

progress and milestones and ensure CLs stay on your

practice agenda.

• Identify which lenses, if any, within your contact lens

portfolio need an adjustment in RRP. Then, define a

timescale for adjusting these prices. We have provided

tools and resources to help in Appendix 1.

• Think about how you might effect these changes

whilst creating the least amount of disruption to your

customers. Some practices might choose a ‘soft launch’

methodology, whereby patients are captured on a one-

to-one basis as they come into practice to collect their

lens supply or have their check-up. Other practices

might choose more of a ‘blanket’ approach whereby

letters are sent to all affected contact lens customers,

informing them of a price adjustment, detailing the

reasoning behind this. You will find more information on

this in Appendix 1.

• Set your own personal practice Rhino Contact Lens

Goal! Work with your teams to define what is right for

your practice. We recommend including a key metric of

CL turnover as a percentage of your total turnover.

• Remember, if you are already charging higher prices for

your CL plans, we do not recommend you reduce pricing

to be in line with these RRPs! There may be instances

where you want to look at this, for example when there is

poor uptake and/or retention of specific lenses, however

this can be discussed with your Practice Buddy or the

Contact Lens Team if required.

• If you would like to adopt these pricing plans on

any lenses, please contact the Operations team on:

operations@hakimgroup.co.uk.

HG Contact Lens Recommended 
Retail Price List

 All RRP lists referenced in this document are available on both Sharkhub and Helphub. 

mailto:operations%40hakimgroup.co.uk?subject=HG%20Contact%20Lens%20Recommended%20Retail%20Price%20List


What’s in the price list?
For quite some time now, many of our Sharks have been telling 

us they would like some guidance on how to price contact 

lenses. This guide is intended to give you “HG RRPs” for all 

contact lenses in our soft contact lens portfolio. Due to contact 

lenses being a very commoditised product, we have decided 

not to issue Ruby, Emerald and Sapphire pricing, there is only 

one HG RRP, as pricing is driven more by the market than the 

local demographics of a practice. 

The price lists that are available are as follows: 

• Full RRP list including cost price - https://www.

hgsharkhub.com/hg-rrp-gbp

Euro version:  https://www.hgsharkhub.com/rrp-list-for-
soft-contact-lenses-roi

• Full RRP list without cost price - https://www.hghelphub.

com/approved-suppliers/rrps-for-soft-contact-lenses

• RRP list for product only, intended ONLY for practices

who charge for professional fees via a CL eyecare plan -

https://www.hgsharkhub.com/hg-rrp-gbp-product

Euro version: https://www.hgsharkhub.com/product-
only-rrps-for-soft-contact-lenses-roi

• As above, without cost prices - https://www.hghelphub.

com/approved-suppliers/product-only-rrps-for-soft-

contact-lenses

The price lists show a recommended retail price for 
each lens in the following options:
• Dailies:

– Monthly direct debit: 90 pairs per quarter (full time 
wear)

– Monthly direct debit: 60 pairs per quarter (part time 
wear)

– Monthly direct debit: 30 pairs per quarter (occasional 
wear)

– 30 pairs pay as you go (cash) purchase

• Monthlies:

– Monthly direct debit: 3 pairs per quarter with solution

– Monthly direct debit: 3 pairs per quarter without 
solution

– 3 pairs pay as you go (cash) purchase

The pricing is structured to encourage customers to go onto 

direct debit (there is more detail on why we recommend this 

route later in this document.) 

The price per box for a full time daily lens wearer is cheaper 

than for an occasional wearer. Whilst this means the % 

margin decreases with a higher volume wearer, the cash 

delivered from the higher volume is much better.

On the monthly lenses, you can maximise your profitability 

by making use of the HG bundle deals. For all B&L lenses, 

we recommend you use Biotrue or Renu solution and for all 

other lenses we recommend using the Avizor portfolio, 
particlarly All Clean Soft, as these combinations give you 

premium products and optimal margins.  Should you have to 

use any solution other than those listed above, please 

ensure you adjust the RRP accordingly to ensure you 

maintain your margins.

Details of the Avizor catalogue and pricing can be found 

here: https://www.hgsharkhub.com/avizor-contact-lens-

prices.

Details of the B&L bundles can be found in the Supplier 
Price List: 

https://www.hgsharkhub.com/contact-lens-cost-price-gbp

https://www.hgsharkhub.com/contact-lens-cost-price-eu

The 30 ppq price and the cash price on dailies represent the 

same cost per box, as does the 3 pairs of monthlies (without 

solution) and the 3 pairs cash. The recommendation is that 

when a patient signs up to a direct debit scheme you include 

home delivery as a free of charge option where it would be 

chargeable on a cash purchase. This is just one part of the 

added value of signing up to being a direct debit customer. 

Our recommendation is that you include the below at no  
extra charge for every direct debit customer

• Home Delivery

• CL check up

• 2 yearly eye exam

• At your discretion, you may also choose to offer discounts

on glasses, friends and family vouchers etc

The RRP calculations account for a CL check up every 

year using the HG average cost of £50. They also allow for 

a 2 yearly eye exam at the HG average cost of £50. If your 

professional fees are significantly different to this, you may 

want to adjust the RRPs to reflect this. You can do this by 

using the product only RRPs and adding an appropriate 

monthly fee for your services. An example of how to calculate 

this might be: CLAC fee: £75. Eye exam fee: £100. Annual 

service value based on aftercare every 12 months and eye 

exam every 24 months: (1x£75)+(0.5x100) = £125. Monthly 

value: £125/12 = £10.42/month to add on.

https://www.hgsharkhub.com/hg-rrp-gbp
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https://www.hghelphub.com/approved-suppliers/product-only-rrps-for-soft-contact-lenses
https://www.hghelphub.com/approved-suppliers/product-only-rrps-for-soft-contact-lenses
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Why do we recommend you include so much for direct 
debit customers?

The impact of national lockdown during the COVID-19 

pandemic highlighted the value of subscription revenue to 

practice sustainability. Other major public disruptions like the 

Beast from East have proved that revenue from direct debits 

continues to stream in when customers are unable to visit the 

practice. Contact lens supply is perfectly suited to subscription 

payments, which helps to guarantee regular income in the 

most challenging of times. Once set up, the direct debit 

happens automatically so it is also a really efficient way of 

taking payments from your patients. 

Remember, contact lens patients are almost always dual 

wearers so this is not about swapping spectacle revenue 

for CL revenue, it is about maximising revenue from each 

patient by fulfilling all their eyecare needs. We have included 

some insight on the value of dual wearers in appendix 2. 

Remember that most patients assume they aren’t suitable 

for CL if they aren’t mentioned to them, so it’s pivotal we 

have a conversation with every customer. If they end up 

going elsewhere for their contact lenses, we risk losing their 

spectacle custom also, so providing a comprehensive eyecare 

plan for them is important to help build outstanding patient 

loyalty, as well as to maximise your revenue.

Inclusion of CL check ups within the subscription enables 

patients to access care when they need it and removes the 

potential barrier of paying one off consultation fees. The 

frequency of CL check ups will always remain at the discretion 

and judgement of the Clinician but can have a bearing on the 

profitability of your contact lens plans. Below is an example of 

the difference in annual profitability from the same lens, with 

different CL check up frequencies. Whilst a 12 month check 

up has been included in the pricing structure, you may decide 

that a 24 month check up (or longer) may be appropriate 

based on your risk assessment of the patient. The College 

of Optometrists guidance on check up recall periods have 

been updated in the last few years to state (guidance A408): 

“You should schedule contact lens check-ups according to 

the patient’s clinical needs. This will be more or less frequent 

depending on your analysis of the risks of contact lens wear. 

This will depend upon the patient’s clinical circumstances,  

the type of lens and modality of wear”. More information about 

the risks involved in check up duration is detailed in the Nathan 

Efron/Philip B Morgan paper contained in appendix 5. You 

may wish to combine eye exam and check up appointments to 

improve appointment efficiency.

CL check up 
frequency

Annual profit 
full time wear 

(90ppq)

Annual profit 
part time wear 

(60ppq)

Annual profit 
occasional time 
wear (30ppq)

Every 6 months £101.28 £27.20 -£34.88

Every 12 months £151.28 £77.20 £15.12

Every 24 months £176.28 £102.20 £40.12

(this data uses the HG average CL check up cost of £50 and spreads the 24 month 
eye exam cost evenly over each of the 2 years) 

During lockdown, there was a huge disparity between the 

sales decline of direct debit customers and cash (PAYG) 

customers. Overall, there was around a 17% drop in contact 

lens sales due to the pandemic (retail only, not online.) 

Looking at UK sales data from Adaro during the pandemic, 

cash sales saw a massive drop of 85% whereas direct debit 

revenue was robust, dropping by less than 3% This clearly 

demonstrates that direct debit customers are more loyal 

and less likely to drop out as their contact lens supply can 

continue unaffected, even when practices are closed.

Contact lens sales decline during the pandemic 
(Adaro database):

Subscription sales (58% of revenue) 2.89%

PAYG sales (42% of revenue) 85%

PAYG (cash) customers account for around 45% of the UK 

contact lens market, yet they account for 73% of all dropout. 

It is therefore fair to say that direct debit plan customers are 

less likely to drop out of contact lenses. We know it takes 

time and effort to get a new contact lens wearer established, 

so it is critical we do everything we can to keep them in the 

category, buying lenses regularly. Being on a direct debit 

scheme is a key part of maximising retention.



CL patients who are on a direct debit plan are not only less 

likely to drop out of the category but are more loyal to your 

practice, even in extreme situations like we have just seen 

with COVID. For this reason, we recommend direct debit 

subscription as the best method for managing your CL 

patients.

My practice uses eyecare plans for the fees, how does 
that fit in with what you’re recommending?

If you charge separately for the fees element via an eyecare 

plan, you can simply take the RRP and separate out the 

product and fees elements (each practice will have their own 

way of doing this depending on VAT set up etc.) and charge 

these as two distinct elements.

We have created product only RRP lists (linked earlier in 

this document) to help you with this.

How do I set up direct debit patients?

Our recommended route is to use Optix for the direct 

debit and Adaro for the home delivery service to deliver 

an efficient, convenient service. In appendix 3 we have 

attached a “how to” guide for setting a patient up on direct 

debit in Optix.

In appendix 4 we have attached a document outlining the 

Adaro service and how to set this service up. The benefits 

of this service are you have all your fulfilment in one place 

and can pull reporting from this system. You can mix and 

match to benefit from special HG pricing e.g. a J&J reusable 

lens with Avizor All Clean Soft solution. Further, your 

patients can get access to an online portal (with your 

branding on) where they can manage their own subscription 

and order ‘top-up’ lenses. This provides your patients with a 

seamless, in-house route to buy additional lenses online 

from you, even when you’re closed, rather than looking 

elsewhere online.

You can also set up PAYG (cash) customers on the 

portal so they can buy lenses from you online without 

needing to come in to the practice. Nick Black, Shark at 

BBR Optometry, advises they see greater compliance to 

regularity of usage when patients are set up on the Adaro 

system as their lenses are automatically delivered to their 

home, as opposed to relying on the patient having to take 

action to get their next box of lenses.

If you currently manage your contact lenses manually 

(monitoring, ordering, and distributing) there are significant 

efficiencies and time savings that can be made from 

adopting a direct debit and home delivery set up. Consider 

what time is spent in your practice on contact lens admin 

and what other value add or revenue generating activity that 

resource could be doing with that time instead: Following up 

with CL trials to drive better conversion? More personalised 

or premium customer care in practice? Contacting overdue 

recalls to drive volume? Merchandising and stock planning 

to keep shelves full? 

We have included below a testimonial from Shark Neil Hilton 

who moved Bennett & Batty from standing orders to direct 

debit subscriptions (collected via Optix) and fulfilment and 

home delivery via Adaro:

In Bennett & Batty Opticians we have approximately 350 

Direct Debit customers and in the region of 100 regular 

cash-purchase only customers. On average we spent 

3 hours per day dealing with CLs (orders, deliveries, 

collections, etc). This is now down to less than 30 minutes 

per day on average. The automation of our CL service has 

not only been well-received by our customers but has saved 

us money through team efficiencies. It is difficult to quantify 

exactly the time saved by CL automation versus general 

efficiencies because of COVID, but by utilising our team in 

a different manner, we have made several working days 

saving per month, resulting in a drastically improved labour-

to-sales ratio and EBITDA.



Other points that are worth highlighting from our 
experience:

• Switching all customers onto a single portal has

reduced both our workload and margin of error - 1 place

to look is easier than 4 or 5

• All orders are easily identified in the portal thus

eliminating the need to make copious notes on the

patient records every time the patient collects lenses

• Automating delivery has meant we have been able to

minimise the amount of contact lens solutions held in

practice - less wastage, improved margins and cash

flow

• Automating delivery has also seen a better retention of

those patients ‘moving away’ for Uni etc. - post can go

anywhere

• Adaro offers you a ‘professional’ look to your CL

service - consistent with what the multiples are offering.

Impressive for a little independent!

• Offers/marketing can be included in the packaging at no

extra cost – this is a great opportunity to market to this

section of our business

• By delivering the lenses to the customer’s home

address you are further reducing your wastage from

uncollected stock

• By delivering the lenses to the customer’s home

address it is less likely you will bring their regular

expenditure with us to their attention, thus reducing the

likelihood the patient will cancel during more difficult

times such as COVID

• Soon we will have an Adaro portal (on our practice

websites) for customers to use and ‘top up’ their lens

supply from the comfort of their own home, further

reducing the workload on your team that the cash-only

customers create; customers can also check on the

status of their delivery, eliminating the need to ring us in

practice - again, time saved!

Tip: 

• Care should be taken when registering patients on

Adaro and activating delivery, to allow for current stock

of lenses held in practice (if any)

• Regular reports of DDs collected by Optix must be run

to ensure we capture any payment issues before Adaro

dispatches lenses to the customer. This is one area we

must be careful not to overlook

At BBR Optometry we have been using Adaro Direct 

for direct to patient contact lens supply for some time. 

The sophistication of their systems has made managing 

and updating all elements straightforward and painless. 

Definitely a positive addition to our services and  

enjoyed by patients and staff.

Nick Black, Shark, BBR Optometry

We love Adaro Direct and have 100% confidence in it.  

Long gone are they days where patients would phone up 

asking where their lenses are - finally a system that works, 

getting the correct lenses to the patient on time with little 

effort required on our behalf. An easy to use website and 

with fantastic support on the phone should you need it.

Emma Thomson, CLO, Conlon’s of Barrow



Common Scenarios

We are often asked about retailing contact lenses and 

competing with multiples and online. As such, outlined 

below are some thoughts for you to consider against the 

common scenarios we are asked about:

• Buying on a direct debit as opposed to PAYG/Cash:

– We recommend you include the patient’s CL

aftercare and 2 yearly eye exam when they sign up

to a direct debit

– Where you use Adaro, we also recommend you

include free home delivery

– Direct debit plus home delivery gives the patient a

convenient, hassle free solution and ensures they

never run out of lenses as they always arrive on their

doorstep

– Including these services reduces your profit slightly,

but gives you regular, recurring revenue and drives

patient loyalty and retention

– It’s a great conversation piece with regular cash

patients about the extra benefits they would enjoy by

signing up to DD

• Benefits of buying CL from an independent as
opposed to online:

– Local, accessible, specialist care always on hand for

questions or problems

– Guaranteed genuine product direct from the

manufacturers and intended for the UK market

– Regular aftercares to ensure the lenses aren’t

affecting eye health (that the patient might not be

aware of without those checks)

–  If you use Adaro, you can match the convenience of

home delivery and online ordering (using the Adaro

portal)

– Online retailers are not regulated by the governing

bodies and often have servers based outside the UK

to deliberately circumnavigate the UK supply rules

on medical devices. This can be a powerful thing to

advise patients of.

• Competing with multiples

– The multiple DD schemes always include the

aftercare, the eye exam and home delivery. This is

why we suggest you include these, to maintain a

competitive position on the high street.

– In addition, the multiples usually always offer a

heavy spec/sunglass discount and sometimes

FOC solutions. Including this would push a lot of

CL pricing into unsustainable margins so we don’t

recommend including this, unless your patients

are not too price sensitive and you can adjust your

pricing to allow for this (speak to your buddy or the

Buying team for guidance if this situation applies to

you.)

– Your patients are choosing an independent for a

reason. You can offer a more specialist, premium

level of care and have more discretion over your

appointment book to see them for regular aftercares

at times to suit them. You will also be more able

to react and respond if they have questions or

need clinical guidance outside of their regular

appointments.

– Buying a discount pair from a multiple would not give

your patient the same choice and quality as choosing

from your differentiated frame range offering

something only available in independents.



Appendix 1

If you find your current pricing is below that in the HG RRPs you should look at how you move your customers to be more in line 

with recommendations, to ensure you are making appropriate margin on your contact lens plans. 

Consider what approach is right for your practice on this, bearing in mind you may choose to take a different approach for 

different customers. You could plan increases where needed and choose to send those customers a letter to explain. We have 

included a template for this below. You may prefer to individually call customers and tell them in person, for a more personal 

touch. You could also choose to have this conversation face to face next time they come into practice, although bear in mind 

this approach will delay the changes over a longer period. There is no one solution for every practice, you will need to decide 

individually what the right approach is. Also give consideration to the size of any changes needed. Is the jump reasonable or do 

you need to plan to do small increases each year for a few years to get certain plans to the right place without a huge price jump 

for your customer?

Dear <<Title>> <<Last Name>>, 

Firstly, we would like to take this opportunity to thank you for your continued support over the years, especially over the last few 

months.

As a small business, we are very mindful of providing the best in customer care, whilst balancing this with a competitive pricing 

structure. For the last X years, we have strived to be best-in-class when it comes to providing you with a contact lens solution. 

We do this by regularly re-investing into the latest state-of-the-art equipment and our extensive range of lenses.

During this time, we have seen a significant rise in cost prices across our supply chain and have absorbed these costs over the 

years. We are now at a tipping point in which we are not able to cover a large percentage of the increase.

With the above in mind, the cost of your contact lens scheme will increase by £X a month. This charge will take effect from XX. 

You will continue to receive the best care possible and have the benefit of XX.

(List to be specific to what you offer your direct debit patients in your practice)

Free home delivery

Free online account access

Complimentary contact lens CL check ups and eye exams

X% off spectacles 

X% of sunglasses

Replacement of split or lost contact lenses

Should you have any questions we are here to help, you can call us on XnumberX.

Thank you and stay safe.



Appendix 2

Value of dual wear - Hakim Group

= £275

 +   = £563

 + +   = £693

Ref: Euromonitor 2020 Eyewear Sources Jul ‘19 UK - Sunglasses @ £130. Hakim Provided Data Avg monthly spend CL = £24 x 12 £288 + Spectacles @ £275

Using HG data, the above demonstrates how catering to more of a patient’s vision care needs generates increased revenue.

A patient will see your recommendations, tailored to their lifestyle, as brilliant service and this will keep them loyal to you as they 

do not need to go elsewhere to service any eyecare requirements.

x2 spend on 
spectacles only

x2.5 spend on 
spectacles only

Patient spend - Year 1



Appendix 3

Adding a Direct Debit Scheme in Optix
Open the patient’s record. On the right side under   

‘General’ click on the option ‘Patient Schemes’

This will open up a new page under ‘Scheme’ click on 

‘Join Scheme’

A box will open up on the screen. In the box will be a list 

of all the schemes available that match with the patient’s 

lenses

Click on the scheme of your choice. And then click ‘Next’

A new box will come on the screen. This is to confirm the 

price and name of scheme. Click ‘Next’ if this is correct

Click ‘Back’ if you need to change it
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On the next screen enter the patient’s Sort Code and Bank 

Account Number

Then, click on the Binocular picture

The name of the bank that corresponds with the sort code 

and account number will be filled in. The address will be that 

of wherever the Direct Debits are handled, for that bank. It 

is not the address where the account is held. These will be 

greyed out, so they cannot be changed

If there is a problem with the sort code or account number, 

you will be prompted with a new box

If this comes up, check that you have entered the numbers 

correctly.

The next page to open up is where you enter the date that 

the Direct Debit is being paid. This is also where any short 

term changes to the payment can be made, e.g. if the first 3 

months are cheaper.

To choose the date that the Direct Debit will be paid,   

click on the arrow next to the red circle

You are given 2 options, Click on the “Add Custom” if you 

one reducing the monthly payment for a short term offer. If 

there are no short term changes to the payment, click on 

‘Add Recurring’

This will mean that the same payment will be paid on the 

same day every month, until it is changed or cancelled.  

The screen will change to this

If there are no changes to be made, click ‘Next’

Click on the scheme of your choice. And then click ‘Next’

A new box will come on the screen. This is to confirm the price and name of scheme. Click ‘Next’ if this 
is correct

Click ‘Back’ if you need to change it

On the next screen enter the patient’s Sort Code and Bank Account Number
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where any short term changes to the payment can be made, e.g. if the first 3 months are cheaper

To choose the date that the Direct Debit will be paid, click on the arrow next to the red circle

You are given 2 options, Click on the “Add Custom” if you one reducing the monthly payment for a 
short term offer. If there are no short term changes to the payment, click on ‘Add Recurring’
 

This will mean that the same payment will be paid on the same day every month, until it is changed 
or cancelled. The screen will change to this

If there are no changes to be made, click ‘Next’

To add any short term changes to the payment, single right click on the payment line, go to ‘Custom
Line’ then ‘Add Before’
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A new box will come up. Change the payment value to the 

reduced amount and add the number of months that this is 

for

When all of the changes have been made, click on ‘Next’

On the next page click ‘Print Mandate’

This will print a 2 part Direct Debit Mandate. Ask the patient 

to sign the first section. You do not need to post this, the

mandate is authorised electronically. The signed mandate 
needs to be scanned and saved onto the patient’s 
record

The second part is the Direct Debit Guarantee and this has 

to be given to the patient. When this is done, click ‘Mandate 
Complete’. Then click ‘Finish’

You are then shown the patients record with all of the 

scheme and payment information

A black DD symbol will appear on the patient summary
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Appendix 4

What is Adaro?
Adaro is a vertically integrated software platform for managing your contact lens fulfilment

• Complex product catalogue supports all major suppliers (CL plus lens care)

• Cash sales, e-commerce and subscription ordering all in single system

• Platform integrated directly into all major suppliers’ systems for direct invoicing

• Messaging and alerts support compliance and engagement with store

• Practice branding on both online portal and packaging with marketing possible on delivery note 

How does it work?

Subscription Simplified

1. Add patient details and preferred delivery address to the Adaro Direct system (accessed via a weblink)

2. Choose your preferred lenses and lens care products

3. Add prescription expiry date (re-routes deliveries to practice if exceeded and contact the patient to

book a check up before supplying lenses)

4. Choose order schedule

5. Consumer can view schedule and delivery/order history information via portal 24x7

Cash/PAYG orders simplified

1. Set up patient as above (step 1 to 3)

2. Store has simple ‘click to order’ checkout

3. Consumers can order via portal 24x7

Delivery presentation

1. Upload practice logo for inclusion of box and delivery note

2. Upload practice marketing message for inclusion on delivery notes

3. All patient deliveries cling-wrapped for weather/ tamper-proof finish
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Why use Adaro?

• Reduce practice administration

• Improve service & delivery accuracy

• Improve service presentation

• Capture more contact lens reorders

• Improve patient recall

• Prevent patients moving to online retailers

• Reduce extended wear and improve patient compliance

Proven, reliable and competitive

• Adaro have 14 year track record in optical subscription service delivery based on a platform proven to handle over 70,000

orders per day

• HG-specific pricing available exclusively to HG partners

• Our platform is simple to use and needs no lengthy training courses

How do I find out more?

The below videos give you an insight into how the system works. To find out more and discuss how Adaro might work in 

your practice, contact customerservices@adaro.net or call 01622 833075 and ensure you advise them your practice is part 

of Hakim Group.

Click on the links below for further details: 

How to add a scheduled order patient

How to add a manual order patient
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