
 

 

I N D E X  
 

SALES AND MARKETING OPERATIONS  
MANUAL  

 
 
 
 
 

GS Anderson Consulting, Inc. 
 

www.GSAndersonConsulting.com  
 
 
 
 
 
 
 

CONFIDENTIAL MATERIALS 
 
 

© 2008 GS Anderson Consulting, Inc.  These materials are proprietary and all rights are 

reserved by GS Anderson Consulting, Inc., hereinafter called The Company.  No part of these 

materials may be reproduced without written permission of The Company.  Clients may make one 

printed copy of the entire document for their personal use per copy they purchase.  Independent 

Subcontractors using these materials are granted a license to make copies for their use in the 

performance of their duties to sell and solicit clients of The Company.    The Company claims its 

copyright on all documents created by its officers, directors, shareholders, employees or agents 

on its behalf and provided herein to Independent Subcontractors by The Company. 



 

 

 I N D E X  
 

SALES AND MARKETING OPERATIONS  
MANUAL  

 
 
 
 
 
1.   AUDIOGRAM DEMONSTRATIONS USED  
      IN THE SALE PROCESS 
 
2.   AUDIOGRAM USED THROUGHOUT  
      THE CLOSING PROCESS  
 
3.   CALL TO ACTION ~~ THE CLOSE  
 
4.   CLOSERS DUTIES AFTER BOOKINGS  
 
5.   COLD CALLING YOUR FILES  
 
6.   DISCOVERY PHASE QUESTIONS AND ANSWERS  
      THAT QUALIFY A PROSPECT  
 
7.   DISPENSING SALESMANSHIP  
 
8.   DISPENSING METHODS TO REDUCE RETURNS  
 
 
9.   DOMINATING GROWTH MANAGEMENT  
      FOR YOUR OFFICE 
 
10. EVOLUTION AND MECHANICS OF  
      THE HEARING AID SALE  
 
 
11. FOUR PHASES OF A HEARING AID SALE ~ OUTLINED  
 
12. GENERAL JOB DESCRIPTIONS  ~  DISPENSING OFFICES  
 
13. GREETING PHASE OF THE PRESENTATION  
 



 

 

14. GS ANDERSON CONSULTING OPEN HOUSE  
      AND COMPLETE SALES TRAINING 
 
15. GS ANDERSON CONSULTING SALES AND  
      MANAGEMENT TRAINING FORMAT  
 
16. GS ANDERSON CONSULTING  
      SALES TRAINING PROGRAM  
 
17. HEARING AID OFFICE LOCATION OBJECTIVES  
 
18. HEARING AID OFFICE IMAGE AND  
      STRATEGY FOR OPERATIONS  
 
19. HEARING AID OFFICE  
      TOP NOTCH CONSULTANT PROFILE  
 
20. HEARING AID SALES AND OFFICE  
      GROWTH THROUGH TRAINING  
 
21. HEARING AID SALESMANSHIP  
      THE OLDER VERSION  
 
22. HOW PATIENTS AND CONSULTANTS THINK  
 
23. HOW TO ANALYZE YOUR COMPETITORS  
 
24. HOW TO HIRE THE TOP NOTCH CONSULTANT  
 
25. HOW TO LAYOUT AND DESIGN YOUR  
      HEARING AID ADVERTISING  
 
26. HOW TO SOLVE ANY PROBLEM  
 
27. INDEX ~ OPERATIONS MANUAL / TABLE OF CONTENTS  
 
28. IS IT REALLY SLOW ALL OVER OR IS IT JUST YOUR OFFICE?  
 
29. MARKETING HEARING AIDS  ~  PRINCIPAL AND THEORY  
 
30. MASTERING THE TELEPHONE  
 
31. NO DEMO ~~~ NO SALE !  



 

 

 
32. OBJECTIONS EASILY OVERCOME ! 
 
33. OFFICE LAYOUT AND DESIGN FOR SALES  
 
34. OPEN HOUSE CLOSERS OPENING DAY  
      TRAINING  GUIDELINES 
 
35. OPEN HOUSE SET UP AND PROCEDURE  
 
36. OPEN HOUSE THEORY AND FLOW OF WORK  
 
37. OPERATING TACTICS FOR  
      YOUR DISPENSING OFFICE  
 
38. OPERATIONS MANUAL OBJECTIVE  
 
39. OUTLINE OF EVENTS FOR  
      THE FORMAL SALES PRCESS  
 
40. PATIENT PROTOCOL REFEREENCE ~ SALES SUMMARY  
 
41. PRO ACTIVE  VS.  REACTIVE  CLINIC  MANAGEMENT  
 
42. PROFITABLE TIME MANAGEMENT  
      FOR YOUR DISPENSING OFFICE  
 
43. PSYCHOLOGY OF THE HEARING IMPARED  
      YOUR FOUNDATION FOR SALES  
 
44. QUESTIONS TO ANSWER FOR COMPETITOR  
      ANALYSIS WHEN ADVERTISING  
 
45. QUESTIONS TO ANSWER FOR MARKET  
      ANALYSIS WHEN ADVERTISING  
 
46. QUICK REFERENCE TO DEMOS ~  STEPS TO CLOSE ! 
 
47. SALES TRAINING ~ THE SILENT SALESMAN  
 
48. SATURATION POINTS ~ OVERSELLING  
 
49. SEQUENCE OF EVENTS IN THE HEARING EVALUATION  
 



 

 

50. SEVEN STEPS TO THE SALE FOR THE BEGINNER  
 
51. SOLUTIONS PHASE FOR THE SALE  
 
52. TARGET MARKETING THE PROSPECT  
 
53. TELEMARKETING GENERAL SCRIPT 
 
54. TELEMARKETING SCRIPT ~ HEARING AID PROSPECTS  
 
55. TELEPHONE SALES AND MARKETING  
 
56. TEST WORDS  
 
57. THEORY AND OBJECTIVES  
      DURING A SALES INTERVIEW  
 
58. TRAINING OUTLINE  
      FOR OPEN HOUSE CLOSER  
 
59. THE HEARING IMPAIRED'S GENERAL PERSONALITY  
      PROFILE FOR SALES  
 
60. TURNOVER FROM OPEN HOUSE CLOSER  
      TO RESIDENT  CONSULTANT  
 
61. TWELVE AREAS NECESSARY TO  
      IMPROVE YOUR HEARING AID BUSINESS  
 
62. VISUAL DEMONSTRATIONS  
 
63. WOW GETS ATTENTION  
      IN ADVERTISING AND MANAGEMENT  
 
 
 
 
 
 
 
 
 
 

 



 

 

THESE MANUSCRIPTS ARE SPECIFICALLY  
TAILORED FOR THE  

HEARING AID DISPENSER  
 
 
 
 

 
 Should you find interest in  some of the subject materials 
listed above, please see our website to select that manuscript.  
READ   and  LEARN !  
 

 
 
 
 
 

If you have questions or need assistance  
contact us  

 
 
 
 
 

E-Mail us at:  
GARYHEAR@AOL.COM  

 
 
 

OR  
 
 
 

Just call us at:  
210 - 896 – 3030  

 
We are so happy to help you !  


