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Why Are We Still Talking
About This?
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ATop 10 Reasons Why | Donodot Do

| bought it at a show two years ago and it® still
In the box.

lan scared to insert probe tubes. It will hurt the
client.

|dl look iIncompetent or stupid.

What if it shows that the aids | sold them do not
Work?

When | used It years ago, if | matched target,
they didna like it.

The client wona get it.
You dond need it with today® technology.

It talkec tnn0 lona Not enoiliah time
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Market Trends - 2010



About YOUR customer Dase:

Sales Paradigm Shift oday0s
consumer requires unigue and focused
selling propositions and fitting protocols

that specifically resonatewith their
exclusive needs and expectations.

The new-sipsoweoe tf or s al ¢
/0 years young!
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IS this the Image we - may
Inacdvertently: portray?




OR THIS?




What Is the Image ofiyour: office
and the tools you use?

Are you In touch
with consumer
expectations of
technology?

What do your tools
say about your
expertise?
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-.0r does:thys ="esonecite Witk yoL
new targetaudience?

Computerized
Software driven
High Technology

Sleek, modern, up
to date, advanced
state-of-the-art,
competence and
confidence




Images and
EXpectations



Some Facts About YOUR
customer base

10,000 people everyday turn age 50 1
someone every 8.6 seconds!!!

That is ~ 4M new prospects/yr!
But there Is a slight industry problem:

~13,000 retall locations = 6700 new
prospects every year for every location in
the USA or 24 NEW patients everyday!
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Some More Facts About YOUR
customer base

In 2009 40% of the population was 50+
B2% of all online users are this age
demographic!

- 7% of all financial assets are held by
the 50+ market this is where the $$ is



Some Facts About YOUR
customer base

Older adults (50+) are staying in the work
force longer.

AEconomic necessity

AHeath care benefits

A16% of 50-64 year olds say they will NEVER
stop working

This is GOOD news for everyone
n this room!



Some Facts About YOUR
customer base

$2 TRILLION per year spent
$2,000,000,000,000

Over 600 promotional messages every 24
hours Is aimed at this specific age group
(50+)

AED iIssues,RLS,Depression, Energy, Sleep
di sorders, the |1 st goit



Some Facts About YOUR
customer base

Most literate and technology-oriented
consumers In history and we expect
technoloqy to solve problems

Want proof of claims i want to have
confidence and trust in their providers of
goods and services




Some Facts About YOUR:customer
base

Hi gh pressure or shor
longer effective marketing tools
AThey need to seethe results, believein what

they are spending their money on, and
experiencethe improvement.

Show me! ! Gi ve me t |
Involve me In the process, and | just may
buy.



WhO is our market?

MRy Y | Nboomer s o

The
Ayoungo I n 2007

By 2025 over 63M will be 65 years old or
more

Nearly one in two adults will be 50 or
older by 2025

Source: 2009 Pew Research inc.



Who Is our market?

How many people here in this room shop
online or surf the Net?

96 million older adults (50+) are regularly
online and this will grow nearly 15% in the
next 2 years

Age 65+ online users will grow nearly 18%
In the next 2 years.

/3% of older adults (50+) have a computer

at home and 64% have internet access
Source: 2005 eMarketeer, inc.



Why are they different?

/1% purchase products or services
online

A 68% search medical sites for information
A Source: Pew Internet & Life Project,



Why are they different?

Boomers have a different psyche than
previous generations:

More adventurous

Willing to explore new things, new
products, new solutions

Expect technology to solve problems
and improve lifestyle

A Source: Pew Internet & Life Project, Jan.
2005



What 2 majorsevent(s)
happened In the mid-0.7-0 O

Earl Harford, Ph.D
Steen Rasmussen- Rastronics



T :h e «n B Di Makio Cooper
(Motorola)

THEN:

The Dyna Tek

2.5 pounds

10 hours recharge
35 minutes of talk

NOW: 135 grams; 8 hours of talk time;
1 hour fast charge; auto

accel erometer f or rotati on; camer a.



Probe microphone measurementt
thiz €ad reastye.. = 2

Today, (after over 30 years), only about
1/3 of professionals use this powerful tool
Anmost of the ti meo;
the time; 1/3 seldom or never use it. !

1 Mueller, Gus, The Hearing Journal, Probe-mic measures. Hearing
ald rfittingos mo,October,@@0b,ppx22 ed e/ e
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