44. QUESTIONS TO ANSWER
FOR COMPETITOR ANALYSIS
WHEN ADVERTISING

TO DOMINATE THE MARKET IN YOUR DRAWING RADIUS,
YOU MUST KNOW
WHO YOUR COMPETITORS ARE

You must also know who their patients are and how they
sell their product. Knowing their weakness gives you the
opportunity to capitalize on their weakness.

IN THIS WRITING, WE TEACH YOU HOW TO
ANALYZE YOUR COMPETITOR TO THE
DEPTHS THAT HE NEVER DREAMED
POSSIBLE !

Learn to develop records on each of your competitors with
information to be used in your presentation.

THERE ARE A SIGNIFICANT NUMBER OF QUESTIONS THAT
MUST BE ANSWERED WHEN DOING A COMPETITIVE ANALYSIS !

Those questions that must be answered are centered
around marketing, salesmanship, management and other very
important areas. This is crucial to your competitive success !

THIS SECTION 1S EXTREMELY IMPORTANT
AND IS WHAT MOST CONSIDER TO BE A
“MUST READ !”
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IF YOU NEED QUESTIONS ANSWERED
OR

YOU NEED HELP

PLEASE E-MAIL US AT:

GARYHEAR@AOL.COM

OR

JUST CALL:

210 - 896 - 3030

WE ARE SO HAPPY TO HELP YOU STAND OUT

AND

BECOME
ONE OF THE 202 OF THE CONSULTANTS
THAT DISPENSE 80%0 OF THE HEARING AIDS !



