43. PSYCHOLOGY OF THE HEARING IMPAIRED:
YOUR
FOUNDATION FOR SALES

THIS IS PERHAPS ONE OF THE MOST IMPORTANT
SECTIONS OF THIS OPERATIONS MANUAL,
because your ability to communicate
your thoughts and ideas to that audience
are drawn from this psychology.

LEARN THE PSYCHOLOGICAL FACTORS THAT
HELP YOU
MOTIVATE YOUR PROSPECT

Learn HOW TO motivate your prospect through the 4
parameters of EVERY sale, using the psychology of the hearing
impaired.

Learn HOW TO redesign your sales presentation to
accommodate that psychology of the hearing impaired in this
operations manual section.

YOUR SALES ABILITY WILL DRAMATICALLY IMPROVE
BY THE UNDERSTANDING
HOW THE PSYCHOLOGY OF THE IMPAIRED WORKS,
AND THEN IMPLEMENTING
THE NEW TRAINING METHODS WE OFFER.

THIS 1S A MUST READ !!!
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IF YOU NEED HELP WITH YOUR SALES PRESENTATION
OR
ANY OTHER ASPECT OF YOUR MANAGEMENT
OR
MARKETING OPERATION

PLEASE FEEL FREE TO CONTACT US :

E-Mail us at:
GARYHEAR@AOL.COM

OR

Just call us a:
210 - 896 - 3030



