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33.           OFFICE LAYOUT AND DESIGN  
FOR SALES 

 
 

 
OUR OBJECTIVE HERE IS TO KEEP YOU FROM SPENDING HUGE 

AMOUNTS OF MONEY DESIGNING AN OFFICE THAT IS 
INEFFICIENT AND MAKES YOU UNPRODUCTIVE! 

 
 

 
 
 

 We explain how to layout your office so that all employees 
that work there can assist in the sale of hearing aids.  The first 
and foremost ingredient is to solve hearing problems.  Solving 
as many as possible is the objective ! 

 
 
 
 

SOMETIMES MINOR ADJUSTMENTS TO  
YOUR OFFICE LAYOUT 

WILL SIGNIFICANTLY ENHANCE 
THE WORKING ENVIRONMENT 

 
 

WE WILL SHOW YOU INEXPENSIVE AND EASY WAYS TO MAKE 
THOSE ADJUSTMENTS 

 
 

 The layout of every station in the office is addressed.  The 
image and presentation of the office is what demonstrates 
professionalism to the prospect.  Every room in your office is 
discussed and you will know what you have to do to make 
those necessary changes. 
 
Remember:  The prospect will decide within a very short time 
whether or not he wishes to do business there or not ! 
 
 
 
 



 

 

THE  PROSPECTS  FIRST  IMPRESSION  
IS 

A  LASTING  IMPRESSION ! 
 
 

 
 

THAT TRIED AND TRUE STATEMENT IS HUGELY VALUABLE IN 
OUR INDUSTRY! 

 
 
 

READ THIS  MANUSCRIPT 
 TO FIND OUT WHAT SIMPLE AND EASY CHANGES  

YOU MUST MAKE TO ENHANCE YOUR  
“SILENT SALESMAN” OR “VISUAL DEMONSTRATION.” 

 
 
 
 
 

AFTER YOU READ THIS MANUSCRIPT, IF YOU HAVE QUESTIONS 
 
 
 
 
 

JUST E-MAIL US AT: 
 

GARYHEAR@AOL.COM  
 

OR 
 

JUST CALL US AT: 
 

210 - 896 - 3030 
 
 
 
 

WE ARE SO HAPPY TO HELP YOU DOMINATE YOUR 
MARKET WITH ALL OF THE AMMUNITION NECESSARY ! 
 


