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NARDELLI AUDIOLOGY

HEAR BETTER. LIVE BETTER.



WHAT ARE WE REALLY SELLING?

@

Sales = exchanger Solution = solving Audiology = selling
of a commodity a problem solutions to serious
life problems




WHAT ”SALES” REALLY MEANS
SALES IS THE ABILITY TO BE SEEN AS:

Focused on

Knowledgeable solving their
problem

Meeting
A valuable emotional, tech,
expert and financial
needs
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Understand their problem
Communicate results
Share cost & payments

Address objections

Recommend solutions



B They delay care

B Stigma exists

B Technology is confusing
= Hearing health is changing

B They’re overwhelmed
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Emotional
Social
Financial
Practical

Lifestyle Impact
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Tone

Inflection

Silence

Cadence

Word Choice
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Lifestyle Hearing Health Priorities




SHARE COST & PAYMENT OPTIONS

Payment
options can

Cost # Value help remove
barriers to care

Tie cost to their
problem

We don’t
know their
finances




HOW TO ALIGN

B Same message
B Same mindset
B Same value language

B Training is essential




Objections = confusion
Not lack of interest

Clarify the problem
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Provide solutions




Follow up Video Family
Messaging Involvement
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Understanding the patient’s real problem
Communicating with clarity and confidence
Presenting solutions that fit their life
Making care financially accessible

Following up with compassion



Turning patient conversations into confident yeses
1. The Patient’s Real Problem. (Not the audiogram — the life impact)

What is the patient struggling emotionally or socially?
What does the patient say they miss, avoid, or feel frustrated by?

2. Connect Test Results to Their Life

How will | explain their hearing loss in a way that makes sense to them?
What real-world difficulties does this explain?

3. My Recommended Solution
This solution fits their:
Lifestyle
Listening environments
Technology comfort level




4. Value Language. (What are they really investing in?)
This solution will help them with:
Relationships
Confidence
Daily life

5. Payment Options | Will Offer (Never assume — always present options)
L1 Pay in full

[ The CareCredit credit card
[1 Monthly financing

[1 Membership / service plan

6. If the Patient Hesitates
What did the patient say?

What question will | ask to uncover the real concern?
What solution can | offer?



7. Follow-Up Plan. (Follow-up is care, not pressure)
1 Video message
1 Phone call
L] Email
[ Include spouse/family
When will | follow up?

The information, opinions and recommendations expressed are for informational purposes only. Information has been obtained from sources generally believed to be reliable. However,
because of the possibility of human or mechanical error by our sources, or any other, Synchrony and any of its affiliates, including CareCredit, (collectively, “Synchrony") does not provide any
warranty as to the accuracy, adequacy, or completeness of any information for its intended purpose or any results obtained from the use of such information. All statements and opinions in
this article are the sole opinions of the doctor being interviewed. The data presented was current as of the time of writing. Please consult with your individual advisors with respect to any
information presented.






THANK YOU!





