
It begins with the case history



Å Industry Growth

Å Being the Expert

Å Channel/Band Structure

Å Environment Classification and 

Adaptation

Å Frequency Lowering

ÅWireless Functionality







Å 2.3% growth between 2006 and 2007

Å Smallest percentage gain since 2002

Å Private sector units increased 1.3%

Å VA units accounted for 14.2% (8% growth)

Å Technology advancements have not fueled market growth

Å Typical patient still waits 7-10 years before seeking help





Å Hearing Care Professional

Å Patient Care Coordinator

ÅWhat is the salient event that caused this patient to make this 

appointment?



Å Initiate the patient journey

Å Establish trust and confidence

Å Professionalism begins with initial contact

Å Understand their roles and the roles of practitioner



Å Only 12%[āÌ§} [iÚēĊ ĊÃ§ s[ÍÍ§þûā Ã§[þÆÖ» éþÚiÍ§Ñ

Å0§Ě Ñ[}§ [ÖĜ §´´ÚþĊ ĊÚ }§Ċ§þÑÆÖ§ ĊÃ§ s[ÍÍ§þûā ÑÚĊÆę[ĊÆÚÖ

Å 55% did not provide accurate information

Å 50% could not explain the difference between ENT, Audiologist or 

Hearing Care Specialist



Å Assume the caller is the patient

Å Ask the caller to commit too soon

Å Allowing caller to be in control of the conversation



Å Remember the caller is looking for help

Å Get s[ÍÍ§þûā Ħ=) é[ĊÆ§ÖĊûā name and address

Å Direct the conversation

Å Set appointment



1. Are you calling for yourself or someone else?

2. Do you presently wear hearing aids?

3. Are you experiencing any pain or discomfort in your ears?

4. When was the last time you had your hearing checked?

5. What did they tell you about your hearing?

6. Can you please tell me more

7. Who will be bringing you to the appointment?

8. about that?



Å Effect of Third Party 

on Hearing Aid 

Purchase
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