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In the year that was forecast
to be truly Annus Horribilis, it
turned out to be a year that
witnessed membership grow
by 50 new members.
The staff and management of HearBuy
would like wish all its members a happy
and prosperous 2010. We would to thank
you all for your continued support in 2009
and realise how important an individual’s
success is to the whole group – we are
all spokes in a wheel but together we can
make one very big wheel.

The Independent - HearBuy newsletter is
brought to you by HearBuy Ltd.

2010….what shall we expect from the
economy, how will this affect our
businesses? The chief economist of the
HSBC, Dennis Turner predicts some
stabilisation for the UK economy
towards the end of 2010 – interest
rates rising slightly which will hopefully
give our customers more return on their
savings and investments.
When it comes to purchasing…..size
matters!
continued on page 2
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HearBuy before and after – a brief history
of what can be achieved when
independents unite with a goal towards
fair and proper prices!
In April 2002 Ian Goodfellow approached the
CEO’s of Oticon and Starkey, who immediately
threw their full support behind the HearBuy
concept. With the support of Oticon and Starkey
and a list of 55 independent dispensers (including
a number of AIHHP dispensers) this loyal group
sealed the momentum required for HearBuy to be
born. Initially other manufacturers were a little
cautious, but the trust and reputation of HearBuy,
its philosophy and aspirations for its members has
resulted in all UK hearing aid manufacturers
supporting the group.
In 2002 the ability of the smaller retailer to achieve
competitive prices in comparison to larger retailers
was impossible because of the small bat they
wielded.

There will also be challenges to the group in the
form of ‘short term special offers’ from our
manufacturing partners, which on the surface may
seem attractive. Please be cautious; a few percent
here and there today, will cost us all a lot more in
the long term.
There is an Ethiopian Proverb ‘when spider webs
unite, they can tie up a lion’. Together we can spin
some serious size webs in 2010.
Ian Goodfellow
PS HearBuy has facilitated a doubling and
tripling of discounts for the independent – with
your support lets go for Quadruple.

There is more to HearBuy than pricing
and buying power………..
• one source – save time and money, both
valuable assets for any business

The pricing differential between large and small
retailers was huge and disproportionate. It
seemed that one sector received no or very little
discount where the other sector seemed to get
product at incredible prices! Thanks to HearBuy
and the support of the hearing aid manufacturers
this un-fair situation has changed.

• thinking of becoming an independent
audiologist – we can help, with our start up
tool kit

The bat is now 425 times bigger –
HearBuy now has 425 members
benefitting from membership
grades from Silver, Gold &
Platinum.

• HearBuy’s own National Conference attended
by some 180 delegates, made it the biggest
solely Independent conference of the year,
with great networking, education and 10.5
CPD points thrown in.

Membership now carries the
competitive edge for the smaller
independent - which can now
achieve two to three times
improvement compared to the
2002 pricing structures for
independent hearing aid
dispenser. Protect what you
have and prosper even
further! 2010 will see many
opportunities to gather more
momentum in membership
numbers and the returns
available through membership and
loyalty to the group.

• HearBuy is also your accounts department,
with Hearbuy you can simplify your accounts
so that you have one bill at the end of the
month to pay, we can sort out the problems
with manufacturers, reconcile your account,
go through any issues you may have at any
time. In the coming months with our ties to
oto-tech, you will also be able to purchase
your accessories on your HearBuy account
making your business even easier to manage
– leaving you with more time to spend
growing your profitability!

• in-house training facility, last year alone we
were able to provide up to 38.5 structured
CPD/BSHAA points for our members via our
Training Academy at Nottingham.

Thinking of joining – 425 members can’t
be wrong!
To find out more about the benefits of
membership benefits please call 01773
533777
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Who’s smiling now?
Your custom patients will be smiling when you tell them about the new remote microphone (RM) instruments from
ReSound Live™. The ﬁrst real innovation in custom instruments in over 20 years, this revolutionary design lets you
ﬁt powerful yet discreet custom solutions that simultaneously use the natural shape of the ear to improve directivity,
wind noise protection and sound localization. With new 312 battery models, you can offer your clients with more
severe hearing loss even more power, ﬂexibility and longer battery life.
For more information about ReSound Live™ call 0800 023 2128 or visit www.gnresound.co.uk/live.

Hearrings...
...are a girls
best friend!
Many of the Independent’s readers may
have met Kate Cross. She runs her own
independent practice based in the West
Country and she has worn hearing aids
since the age of 10. This was when she first
decided that she wanted to become an
audiologist. So on the top of her Christmas
list at the age of thirteen was the latest
Pictorial Guide to Ear Disease!
After working for five years within the NHS and
gaining her Clinical Science degree she
embarked on a career within the private
sector: “The move at the time was a huge step
and many of my old NHS colleagues thought I
was mad. However I could see that the NHS
had its limitations and felt that I could offer
patients a far higher level of service and
expertise within the private sector.

Kate was invited to address the BSHAA
conference last year, and gave a presentation
entitled: “Is it a Bird? Is it a Plane? No it’s a
Hearing Aid!” to look at the media’s perception
of Hearing Aids and ways in which we can
challenge common prejudices about wearing
hearing aids. “As a gimmick for the
presentation, I decided to design and make a
piece of jewellery for my hearings aids, as a
fashion statement. I wore it – and was
approached afterwards by a PR lady who said
it was a great idea that she could get into Elle
Magazine if I was interested. Other people
asked me where they could find them too, so I
started to feel there might be a market
demand for them.”

The private sector over the last ten years has
raised its game and I feel proud to be part of a
progressive and forward thinking profession. I
am also still thrilled by the difference that we
as Hearing Aid Audiologists make to people’s
real lives. I think sometimes we may lose sight
of how much hearing aid technology and what
we do influences the quality of life of so many
patients.”
Hearrings are beautiful works of art that can
transform any BTE hearing instrument.
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This was the birth of Hearrings®, a developing
range of accessories designed to help wearers
both to express their personalities and to make
a fashion statement with their hearing aids.
The Hearring® clips onto a specially made
Behind the Ear earmould and this means that
the wearer can interchange the designs to coordinate with their outfit.
Kate has decided to ‘partner’ with Starkey and
says “I am a committed hearing aid
audiologist, and no matter where this idea
goes, that is what I wish to remain. So I
approached Starkey, who have taken on the
necessary development work and we are
aiming for a full National and International
launch in 2010.”
The idea of the Hearrings® is to not only make
a fashion statement but to get people talking
about hearing aids. Kate now wears her
Hearrings® regularly and has been stopped
and many women have said how much they
like her earrings. Kate explains that they are
Hearrings® and Hearing Aids, and people are
genuinely surprised and interested.
So watch this space for some Press Releases
later this year and you will hear as soon as the
range is launched and available to order, for
you to supply to your patients.

However Kate’s real commitment is still to her
childhood dream – helping people with their
hearing problems. As she says, “This is a
great opportunity, both for me and to change
the image of hearing aids. But I love what I do
already, and that’s where I’ll continue to focus.”

Kate Cross is the owner of Clinical Hearing
Services Ltd.
www.katecrosshearing.co.uk/hearrings
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B U S I N E S S U P D AT E

Health check your
John Elstub FCCA
Good practise is to review your VAT
method every few years; common
practise is to arrive at a method for
your first VAT return and follow it
habitually.
So if you haven’t reviewed your method
in a while then what better time for your
VAT Health Check than now. If you use
an accountant for your VAT then ask
them to conduct the review or better
still, do it with them. You need to know
that you are operating within the law and
getting the best you can from the VAT
system.
So what to review? Well, everything in
your VAT calculations. You should
understand why each part of the
calculation is as it is and why you use
the rates and percentages that you do.
For instance are you;
• Recording transactions in a
convenient, useful and compliant way?
• Using an approved partial exemption
method; is it the best one for you?
• Getting the highest exempt proportion
you can?
• Applying the correct rate to non
appliance sales; batteries, repairs etc?
• Attributing VAT on costs and expenses
appropriately?
• Claiming all the VAT expense you can?
• Doing the annual review at the right
time?
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Your review could easily bring you savings
of £1,000 a year, for the life of your
business, and if your savings are more
modest you can congratulate yourself on
getting your VAT calculations right.
Finally, remember that from 1 January
2010 the VAT rate reverted to 17.5% so
if your return spans this date you need
to use both rates in your calculation.
Oh, and if you’ve always used the 80:20
split then the best thing you can do is
get expert advice.....now.
John is the leading expert on Audiologist
VAT in the UK and his firm Crimson
Harvest specialise in business and tax
advice for audiologists nationwide.
Contact John on 01480 461111 or
audiologist@crimsonharvest.com
Crimson Harvest offer a VAT review
package from £545. For Hearbuy
members the full review is £395 and
comes with a money back guarantee.

Who can I trust to
give me the best custom
hearing instruments?

Experience Custom Excellence with Siemens Hearing Instruments.
Did you know that Siemens Hearing Instruments has been manufacturing custom instruments in the UK for over 30 years?
That’s longer than any other manufacturer! So we certainly know a thing or two about making custom hearing instruments.
We have an extensive range of custom instruments including the Motion models, which are available with Siemens Tek, our
excellent connectivity package - even the CICs! www.siemens.co.uk/hearing
To learn more about Siemens custom instruments please call 01293 423700 or
email: info_hearingaids.shi.uk@siemens.com

Answers for life.
JN5294

INDUSTRY NEWS

Regulation
by the HPC

To take another example, imagine you’re
doing an annual audiogram on an
existing patient. If there are no otological
symptoms and the a-c thresholds have
not changed since the previous test, then
there’s no audiological need to do b-c.
The HPC would accept that you are
acting professionally in skipping b-c on
this occasion; the HAC however requires
full audiometry every time.
Imagine how often you want to
undertake a quick hearing check during a
service call, perhaps just a few a-c
thresholds to confirm there’s been no
change, but have to do a full and
pointless audiogram to satisfy Clause 9.
Of course if a full audiogram is required
for good patient management and wellbeing then it must be done, and the HPC
requires us always to perform
appropriate tests.

When we wake up on April 1st this year we’ll be
registered with the Health Professions Council instead
of the HAC. I can’t give you exact details of how this will
affect our work – you need to refer to the HPC
themselves for that – but I’d like to share a few thoughts
on the possible differences between then and now.
Perhaps the major difference in the way the two bodies do
business is that the HAC requires us to adhere strictly to
their Code of Practice, the HPC simply requires us to
behave professionally.

Audiometry
Take a simple example, perhaps you are dropping in on a
patient to change a wax trap. As long as you change the
wax trap properly and perhaps take the opportunity to
check the ears for wax, the HPC would be happy. The
HAC however requires you to have an audiometer etc with
you for all appointments, so as well as your otoscope and
wax traps you’d need to take your full kit with you on this
service call.
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So the HPC requires us all to behave
properly, putting the patient’s interests
first, and using our judgement to
determine what’s best. There will be
occasions when you won’t be certain
what the best approach is – in which
case go back to the old HAC Code for
advice. For example the HPC are unlikely
to spell out what the referable conditions
are, but they expect us to refer when it’s
appropriate, and the current Clause 5 is
a good guide to best practice.

What if a complaint goes to the
HPC about you?
Consider a hypothetical case of an illfitting aid.
A patient complains to the HAC because
the aid is whistling. The HAC will instigate
a full investigation, examine all the
paperwork and, if they find any fault, you’ll
be fined and have to pay costs. A minor
clerical error on the audiogram or receipt
could be very expensive. Meanwhile the
patient still has a whistling aid.
The HPC is far more likely to mediate
and get you to sort out the problem with
the patient. If this fails they can move to
arbitration and even a disciplinary

The HPC has far more flexibility in its
procedures resulting in fairer treatment for
professionals and patients. But don’t confuse
a light touch with a soft touch. The HPC has
real teeth when necessary, and if they believe
there may have been a serious case of
misconduct they can even suspend you
pending investigation, which the HAC cannot
do. The HPC will also liase with Trading
Standards etc, which in theory means they
could intervene in financial disputes and
require you to give refunds, which again the
HAC cannot do.
A full description of the HPC’s disciplinary
powers may be the subject of a future article,
but although they will prosecute where
appropriate they have no powers to levy fines
or costs if you are found guilty. They can, of
course, enforce a range of other sanctions
and conditions against you including taking
away your license.

Commercial Issues
As mentioned above the HPC will liase with
other agencies where necessary. Unlike the
HAC the HPC will not get directly involved in
commercial issues (pricing, guarantees,
advertising etc) and if a case falls outside their
jurisdiction they’ll pass it on.
A recent HAC case involved an advert run by
a national retailer which was felt to be
unethical, but the advert also attracted the
attention of the Advertising Standards Agency.
The HAC might have prosecuted (expensively)
under Clause 1, but the ASA simply discussed
the advert with the retailer and got their
agreement not to run it again, a simpler and
more practical approach. Of course the
retailer would have got into very serious
trouble with the ASA had they not agreed to
withdraw the advert.
Issues regarding prices, refunds and
warrantees will now go to Trading Standards.
The policy of Trading Standards is to
prosecute if it’s in the public interest. A case

of overcharging or not providing a proper
refund for a faulty aid would result in
mediation – you’d be invited to put things
right with the patient first of all. If that fails you
could be looking at a court case. Depending
on the seriousness of the offence you’d be
tried in a County or a Crown Court and face
fines or even imprisonment – but you would
usually have been given the chance to put
things right first.
Trading Standards like to keep a record of
frequent offenders and, unlike the HAC, can
act as a watchdog, even sending in mystery
shoppers to check up on you (armed with
hidden cameras and microphones - just like
on the television).
There are quite a few laws in this country to
protect consumers. The Unfair Commercial
Practices Directive is one of the latest and
applies to all trade, including us. It’s a very
wide ranging set of rules that can be
summarised as a requirement to treat the
customer fairly. In most cases it’s pretty easy
to spot fair and unfair treatment, so the lack of
many specific rules probably makes it harder
for tricky lawyers to find loopholes.
In summary I’m looking forward to the new
style legislation. I appreciate that the
punishments for malpractice will be very
severe but I have never deliberately committed
malpractice. I have made many errors and
had to deal with a few patient complaints, but
every case was resolved to the customer’s
satisfaction without the need for external
investigation. Under the new rules even if a
patient complains directly to the HPC rather
than to me, I know I will get a chance to sort
things out before they get out of hand.

A Personal View

hearing, but if they can solve the patient’s
problem by getting you to fix the feedback,
and close the case without recourse to threats
and litigation, they will do so.

So how will I change my practice for the
HPC? ………Probably not much.
Robert Rendell
The author is a practicing Hearing Aid
Dispenser and Teacher in Audiology. He is
also an HPC Panel Member. The article
represents a personal view, not qualified
legal opinion.
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open evolves

New crossover hearing instrument
offers the best of open ﬁt BTEs and
seriously small CICs

Fuse’s three distinguishing design features deliver exceptional comfort and ﬁt rate
World’s ﬁrst articulating joint
moves naturally in ear canal

ated a
solution:
lution: an a
articulating joint to
eliminate pressure points and
improve retention in the ear. What
began as a concept for creating a
non-occluding hour-glass shaped
module with an externally mounted
receiver and dome, evolved
into what you see todayy. Fuse has
become a sleek, super small, all in
the ear hearing instrument loaded
with purpose-driven features. The
original prototype quickly
demonstrated that Fuse must ﬂex or
articulate in order to accommodate
the changing shape of the ear canal
for a comfortable ﬁt. The physical
efﬁcacy of each new design was
thoroughly tested using a rigorous
digital ﬁt rate approach. The
prototype’s externally mounted
receiver was also enclosed into a
silicon sleeve to provide protection
against debris and improve durabilityy.
This silicone sleeve and receiver are
the basic design elements that make
up Fuse’s articulating joint – an
industry ﬁrst brought to you by
Unitron.
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Fuse overcomes occlusion
by design

Secure-ﬁt tab seats
ats FFuse
use
properly
pr
operly in the
t ear

eeping the ear canal as ope
open as
possible, such as with open ﬁt
ﬁ BTEs,
provides one of the best occlusion
management techniques available.
Fuse’s dual-ﬂow vents on either side
of its housing, running from
faceplate to canal, are large enough
for air and sound to pass through.
Providing two vent paths
diminishes the risk of the vents
becoming plugged by debris, skin or
hair. If one gets obstructed, the other
will remain open. Effectiveness of
Fuse venting also wins when
compared to that of a CIC. Only 60%
of all CIC cases can be built with a
cosmetically appealing 3 mm vent.
As CIC vent sizes increase, the
cosmetic acceptability of the CIC
declines. Fuse’s dual-ﬂow vents
provide approximately 5 mm of
venting while still concealed in the
ear. Since all Fuse shells are
identical, every Fuse provides this
size vent. Dual-ﬂow venting sets
Fuse apart from the competition by
providing a non-occluding
completely in the ear ﬁt.

The development of the secure-ﬁt tab
began during ﬁt rate testing, since
approximately 2% of the ears
evaluated exhibited a risk that Fuse
could be inserted deeper than
recommended. To address this risk,
the removable secure-ﬁt tab was
created to provide this small
percentage of clients with a method
to seat Fuse at the proper depth
within the ear canal. HHCPs are
provided with instruction on proper
ﬁtting techniques including guidance
on the secure-ﬁt tab in The Complete
Guide to Fu
use.
The all-new crossover is made
possible by the three distinguishing
design features dual-ﬂow vents, the
articulating joint, and the secure-ﬁt tab.
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Design matters
This is FUSE™. The crossover hearing instrument that puts the best of open ﬁt BTEs inside
the ear. Now add the world’s ﬁrst articulating
joint that ﬂexes for natural comfort, but stays
right where it should. And an entirely new take
on venting for an open, instant ﬁt concealed in
the ear canal. See nothing. Hear everything. Feel
the difference.
Open evolves

01925 247 810 unitron.com/uk

In these uncertain economic times the
opportunity to come together with other
business owners to discuss how to prosper in
a difficult market is more important and
valuable than ever.

and innovations that come from interaction with
other AIHHP members. It is recommended that all
new members join initially as associates. Daily
contact with AIHHP members is available through
online professional discussion forums.

Who better to turn to for support, encouragement
and inspiration than those colleagues in the
industry who know what it is to take those
ultimate risks and opportunities of business
ownership? The Association of Independent
Hearing Healthcare Professionals (AIHHP) has
sought, from the very beginning, to provide this
unique forum, and two main types of AIHHP
membership are available.

Executive membership is open to RHADs who run
their own full time practices, and who are willing
to commit to the high standards of AIHHP
Executive membership. Executive members enjoy
exclusive service level agreements with
manufacturers, and have access to a range of
marketing initiatives, including the right to use the
AIHHP logo to promote their business, the Centre
of Excellence scheme, and promotion of their
practice through the AIHHP website.

Associate membership is open to anyone with an
interest in audiology, and entitles associates to
reduced rates for AIHHP educational days, which
provide access to business experts, the latest
technologies and experienced speakers. Arguably
the most important aspect of education days are
the opportunities for discussing the latest ideas

Join us

AIHHP MEMBERSHIP

Membership is by application, and AIHHP would
encourage anyone considering membership to
contact AIHHP Chairman, Stephen Fairfield. His
email address is stephen@houseofhearing.co.uk

MODERN HEARING CARE

Modern Hearing Care solutions are
designed to address most forms of
communication:
Face-to-face, over the phone and
audio visual – with one easy-tocontrol fully integrated solution.
12

The Modern Hearing Care concept is simple for your customers to
understand:
· Start with a pairr off Epoq, Dual or Vigo Connect hearing aids
· Add the Streamer to capture and control the desired audio signal
from the ConnectLine system, connect wirelessly to mobile phones
and use it as a remote control for the hearing aids
V and phone adapters for
· Complete the solution with ConnectLine TTV
easy, handsfreee connection to whatever equipment they already
have at home.
Visit www.modernhearingcarre.co.uk
to be a part off the
th future.

smarter
New Sweep™ Technology combines all
the traditional hearing aid controls into a
single touch surface, so adjustments can
be made with a simple sweep or touch of
a patient’s ﬁnger.

simpler
No buttons + no dials =
complete patient satisfaction

Introducing the ﬁrst hearing aid with touch control.
With new Sweep™ Technology from Starkey, your patients will
never have to struggle with small hearing aid controls again. It
replaces difﬁcult-to-adjust buttons and dials with the industry’s
ﬁrst touch surface—the same technology used in the iPhone.
It’s smarter. It’s simpler. It’s Starkey.

StarkeyPro.com
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Advertise here
for FREE!

NEW

XMini BTE

Receiver InTheCanal
(RIC) Technology
reddot
design award

product
design
award

Using the latest in subminiature digital
technology and moving the receiver ensures

This a regular column for all
HearBuy Members to advertise
FREE OF CHARGE to all
Registered Hearing Aid Dispensers.
Use this section to:

that the housing is extremely small and discreet.
Natural sound quality without blocking the ear.
Three receivers for varying hearing losses (45/55/65dB).
The smallest Hansaton hearing system to date.

Available in 7 natural colours
• Sell any items or equipment you
may have for sale

Available in 3 ranges:
LOONA 8 DSP Channels,
Feedback Blocker &
Sound Impulse Management

• Advertise job opportunities within your
business

ESPRIA 12 DSP Channels,
Feedback Blocker, Natural Sound
Optimiser & Bluetooth Connectivity

• Advertise services that may be of
interest to other R.H.A.D.s
To use this area completely free of
charge, simply call Paul Turner or
Ian Goodfellow at HearBuy on

0870 7566999

VELVET 16 DSP Channels,
Acclimatization Manager, Feedback
Blocker, Natural Sound Optimiser &
Bluetooth Connectivity

Conta

ct us tod
ay

for more information

Puretone Ltd, 910 Henley Business Park, Trident Close,
Medway City Estate, Rochester, Kent. ME2 4FR.

TEL: 01634 719427 FAX: 01634 719450
EMAIL: info@puretone.net WEB: www.puretone.net
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Established 1976

Rechargeable
digital hearing systems

Never c h ange a battery aga in

The stateoftheart AQ digital hearing systems feature
advanced recharging technology that provides up to 20 hours of
battery life per charge cycle. Intelligent charging circuitry
monitors and displays charge levels to ensure extended battery
life and prevent overcharging.

reddot
design award

product
design
award

Available in both behindtheear (BTE) and intheear (ITE)
formats with 3 levels of digital technology.

Conta

ct us tod
ay

for more information

Puretone Ltd, 910 Henley Business Park, Trident Close,
Medway City Estate, Rochester, Kent. ME2 4FR.

TEL: 01634 719427 FAX: 01634 719450
EMAIL: info@puretone.net WEB: www.puretone.net

Established 1976
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It is so tiny
and automatic
you can just wear it
and forget it.

It’s so

More Hearing. Smallest Size. Easy Use.
Audéo MINI is not only incredibly small, but also joyfully easy to handle. The newest Audéo is
full of sophisticated features, but still keeps CORE technology simple – and very well hidden.
Audéo MINI is for those who want to hear more but demand ultimate discretion – a fully
automatic system that perfectly suits a life on the go.
www.phonak.co.uk

