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STARKEY VISITING EXPERT PROGRAMME:  WELCOME

Welcome to Starkey’s  
Visiting Expert Programme 
We are excited to offer our Visiting Expert Open House 
Programme. We have many years’ experience delivering 
consistently successful results from these events. Each 
year, Starkey Hearing Technologies, generates significant 
additional revenue to our customers through our Visiting 
Expert Open House programme. 

We only offer the Visiting Expert Open House to our best 
customers. These are special events where existing patients 
and new prospects have the unique opportunity to learn 
about and experience first-hand the latest advancements  
in hearing technology and meet directly with the experts 
from the manufacturer, Starkey Hearing Technologies.

With our Visiting Expert Open House Programme  
we aim to assist you in: 

•  Generating short term sales revenue

•  Growing your patient database

•  Building existing patient relationships
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STARKEY VISITING EXPERT PROGRAMME:  PLAN

STEP 1: Planning 
Select a date for your event. You may wish to consider hosting the event over 
consecutive days as well as optimal timings to secure maximum attendance  
such as:

•  Market days when footfall is busier
•  Practice anniversaries
•  New practice openings
Once you have decided upon the timing of your Open House date, contact the Starkey 
Marketing Team to confirm availability of your Starkey Visiting Expert. 

We recommend planning 6-8 weeks in advance to allow time for implementation of 
promotional plans and to meet advertising and mailing deadlines. We also recommend 
running no more than two events each year.

STEP 2: Marketing 
Advertising and Direct Mail are the key components for booking out the day. 
Our proven marketing creative has been designed to drive footfall to your event.

• Direct Mail. Our marketing team will customise the Open House letters for your 
event. We recommend including a strong price offer on the day. The letter should be 
issued to either prospect customers on your database, a targeted mailing list in your 
local area or both. Starkey can create, merge, print and post your letters for you. 

• Local Newspaper Advertising. Begin to plan and schedule advertising 4-6 weeks in 
advance of your event. Please provide our design team with the dimensions as soon 
as possible to ensure that artwork is completed and sent to the newspaper. 

• Facebook Lead Generation Campaigns can also be an effective channel to promote 
your Open Day and bring new prospects into your practice. Talk to our marketing 
team for further information on building your campaign.

• SMART points can be used to cover marketing expenditure.

Other ways to promote your event:
• Word of Mouth. Tell everyone who comes into your practice about the event.  

Ask them to tell their friends and families to spread the word!

• Literature. Place flyers in local GP clinics, optical sites or retirement centres.

• Instore point of sale.

• Press Release. Promote your event in the local press. Invite esteemed local 
dignitaries to your event to give opportunities for follow up coverage in the  
local media. 

• Website. Add a flash to your website to inform any passing traffic of your event.

“Plan your event today - it’s simple!  
Step 1: Plan your dates & book your Expert 
Step 2: Promote your event  
Step 3: Run through our event checklists  
Step 4: Enjoy a successful event!”



76

STEP 3: Pre-Event Checklist
Once you’ve completed the promotional activity for your event, the below 
list is a useful detailed planning checklist to ensure you are set to maximise your 
return once you begin to receive enquiries.

Request all appointments to have a spouse or family member present.  
A recent study indicates that over 60% of individuals are more likely to make a positive 
decision toward better hearing when a third party is present during the testing and 
decision-making processes. 

Use phone support to ensure a solid schedule with quality appointments. 

Schedule appointments effectively. When scheduling appointments, start with the 
first day of your promotion and fill it up if possible. 

Begin by making  appointments every hour from 9 a.m. to 5 p.m.  
Then move to 30 minutes once your schedule is full. Also, during the promotion, do not 
schedule service for existing patients unless absolutely necessary. Inform them that 
this is a new product sales event and schedule them accordingly.

Confirm, then confirm again. All appointments, whether call-ins or telemarketed, 
need to have an appointment confirmation card mailed as soon as the appointment 
is made. This not only reminds the individual of their appointment, but informs their 
spouse and/ or other members of the family of what is going on. Use large print and 
be sure to include directions with landmarks. Confirm all appointments the day before 
and make sure they have good directions. Remind them to ask their spouse or another 
family member to accompany them. 

All office staff should be available to focus their full attention on the Open House. 
Ideally, when appointments are scheduled every half hour and the schedule is full, the 
patient load should be handled as follows: one staff member does testing, the Starkey 
Visiting Expert introduces new technological options, and another staff member takes 
impressions. This will help to keep patients flowing smoothly. 

Provide a clean, relaxing environment. It’s important that your patients feel 
comfortable while they wait for you. A clean, tidy reception area can make a huge 
difference in how patients view you and your practice. 

Make sure there are refreshments and fresh reading material in the waiting area. 
Coffee, water, and biscuits make good refreshments and give your patients something 
to do while they wait.

Ensure your Point of Sale materials are up to date to reflect the technology you are 
promoting. Check you have plenty of patient literature available.

STARKEY VISITING EXPERT PROGRAMME:  PRE-EVENT

“Ensure you are  
set to maximise your 

return once you begin 
to receive enquiries”
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STEP 4: On The Day 
Contact the marketing team at any time for help with your Open House 
event. We will work with you to do everything we can to make it a success!

Materials 
Make sure all of your materials (audiograms, otoblocks, impression materials, 
pens, brochures, etc.) are to hand. This will make your patients feel more at ease, 
and prevent delays if you get really busy.

Equipment
All equipment must be calibrated and in excellent working order.

Medical Referrals
Have the appropriate medical referrals handy for those who have medical 
problems or need cerumen management. Don’t lose sales because of ear wax!

Enthusiasm
This workshop is special, so create a sense of excitement for the patients who visit 
during this time. Every staff member should not only wear a smile, but also treat 
each patient as if they are the last one you will ever have the opportunity to see.

Price List
Ensure your price list is available and clearly laid out. Make sure all staff are clear 
on which promotions or special offers are to be promised on the day.

Demonstration Aids
Have demo aids ready to programme for each customer.

Free Trials
Free trials are a great sales aid. Make sure you have enough stock for every  
customer you trial.

STARKEY VISITING EXPERT PROGRAMME  :  ON THE DAY

“Treat each patient as 
if they are the last one 

you will ever have the 
opportunity to see”
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Meet the Team 
Each member of our visiting expert team is trained in delivering  
the best outcomes for patients. Through a patient focussed approach,  
they are skilled in understanding your patients’ needs, providing an  
excellent customer experience and ultimately a successful result from  
your Open House.

STARKEY VISITING EXPERT PROGRAMME:  STARKEY CONTACTSSTARKEY VISITING EXPERT PROGRAMME:  MEET THE TEAM

Book your Open Event
Right now, Starkey are at the forefront of the hearing industry delivering  
some of the most exciting and ground-breaking hearing technology. But we  
can only change lives with our innovations in partnership with you, the  
hearing professional.

If you are interested in hosting a Visting Expert Open House Event,  
please contact us on 0800 042 0000 to discuss your requirements.

Scotland 
Margaret Black 
Mobile: 07894 608 206  
Email: margaret_black@starkey.co.uk

North & North West
Sarah Fletcher
Mobile: 07968 108 768 
Email: sarah_fletcher@starkey.co.uk

Ireland
Margaret Black  
Mobile: 07894 608 206 | 1800 992197 (ie)  
Email: margaret_black@starkey.co.uk

Central  & South Wales
Kiran Sihota
Mobile: 07384 216 005 
Email: kiran_sihota@starkey.co.uk

London & South East
Guy Lovell
Mobile: 07879 553 496 
Email: guy_lovell@starkey.co.uk

South West
Lorraine Morley 
Mobile: 07894 608 286 
Email: lorraine_morley@starkey.co.uk

Helen Whipday Margaret Black

Paul Lamb Lorraine Morley Kiran Sihota



A global company headquartered in Eden Prairie, Minnesota, USA.

Starkey Hearing Technologies, 
William F. Austin House, Bramhall Technology Park, Pepper Road, 
Hazel Grove, Stockport, SK7 5BX

t: 0800 042 0000  e: marketing@starkey.co.uk   
w: www.starkey.co.uk | uk.starkeypro.com 
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