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° This book contains confidential information 

and is not to be given or loaned nor is any person 
other than the one to whom it is sent to be allowed 

to read it or transcribe its contents. : 

You will be charged a memo charge of $25.00 
and will be expected to return the book to H. Ge) 

Fischer and Company on January 30, 1927. In sending 

the book to you we are relying upon your honor to 

carry out these instructions. | | 
/ : 

H. G. FISCHER & CO., INC. 



_ Thig.¢olldction of papérs is a product of our ~ 

oébsérvation Of tHe results attained by\various salesmen 

through thé employtent of what appeared to be very dif- 

ferent methods; ‘The fact that one man produced sales 

on account of cértain valuable points while another man 

produced sales on account of entirely different points © 

led us to wonder if it would not be profitable to all 

the salesmen, as well as to He Ge Fischer and Company, 

if an effort were made to enable the men to have at 

their disposal, as nearly as possible, the various 

methods of all the other salesmen. 

In requesting these papers it was specifically 

set forth that the data we wanted was exactly what the 

name of the manual implies - “ACTUAL FACTS AND METHODS 

WHICH HAVE PRODUCED SALES". In so far as possible we 
wanted to avoid, in these papers, telling a man what to 

do, what a new man should do, or any advice of that 

kind. Our idea was to divorce the contents of these 

papers from theory.as much as possible and just record 

the facts. We specifically asked that each man give us 

only actual facts and methods which had, in his ex-~ 

perience, produced sales. © / 

This collection has not been edited or changed 

in any material way but is being forwarded to you as we 

received it in reply to our questionnaire. Intimate 

knowledge and association with a great many of the con- 

tributors has led me to make the explanation below. 

In a number of the papers you will find men dis~- 

claiming the use of any high pressure methods. By the 

term "high pressure" they evidently mean dishonest or 

untruthful methods. Knowing them as I do I must point 

out the fact that by disclaiming high pressure methods 

they do not mean that they do not, employ extreme in- 

-gistence on securing the order and great tenacity of 

purpose in continually explaining to a prospective pur- 

chaser the use of the machine, literally almost hounding 

him to death with repeated calls and insistence until he 

does give them the ordere : 

This explanation is made on account of the fact 

that the most successful men on the Fischer sales force 

have employed work, study, and tenacity of purpose to a 

marked degree in attaining profitable results. Anything 

that might create some misunderstanding in the mind of 

the reader along this line would certainly defeat the’ — 

purpose of this collection. Hence the explanation. 

A. W. Mathis 

Chicago, Tll. 
July 17, 1926 
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pear Mire Mathis: 

In response to your letter of April 20th, I am more than 

pleased to give the little technique that I have to- 

gether with my ideas on sales to the boys, if I receive 

in return their versions of “how it should be done", 

I can't imagine that there is a thing I know of that's 

harder for me to do than to tell a man how I sell equip- 

ment » | : * 

Then again there are men with our organization who have 

been with us a lot longer than I have (I've been with 

you actively less than a year) who have a great deal 

more ability than I have, and if they are willing to 

give me their ideas I am more than glad to give them 

mine. | | 
eee 

The first thing I learned when tT "offered equipment for 

sale" was that my competitor knew nothing about technique 

and neither did I. I at that time presumed that — 

probably competitive equipment was being sold in | 

Northern Illinois in spite of the fact that competition 

was weak on his ability to talk and actually demonstrate | 

technique, so I made up my mind to learn to teach the 

subject of Diathermy technique rather than deyote my 

time to studying whirlwind salesmanship. 

So first as (1) I would say KNOW YOUR SUBJECT and be 

- able to DEMONSTRATE. technique, and high 

pressure salesmanship will take care of it~ 

self, rest assured of that. 

As number (2) I always REASON and agree with a pros- 

pect rather than ARGUE, because arguments 

are time wasters and do not make sales. 

(3) Sell him on your product BUT DON'T FOR~ 

GET TO SELL HIM ON THE H.G.FISCHER COMPANY 

(that's where you have competition Licked) s 

(a) Educational Dept. (b} our magazine (c) 
monthly clinics (d) yearly convention, etces 

(4) TI always admit, should the question 

come up, that our competitors make good 

equipment (but I always show him where our 

product is superior ---- has been out longer 

w=-- we make more than anyone else <~-<--~ and. 

we are conceded to be the P. Ts headquarters. 

of America, etce etce) | 
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salesmen (should he ask me about some man ) 

Fischer, have had the training, know more: 

don't know technique. Then I show him why 

W. BRIKSON. 

(5) I always tell him that competitive 

are wonderful fellows, and I usually 

continue by saying that it's a shame they 

he should buy from me. BECAUSE I am with 

about technique (Why shouldn't we when 
almost all the biz fellows have our equip- 
ment and most of the popular techniques : 

used today have been developed on Fischer Ap- 

paratus). | | | 

Then DOCTOR remember this ---- no matter what 

machine you buy it doesn't make any differ- 
ence, because in principle they are all 

practically alike, YOUR SATISFACTORY RESULTS, - 

YOUR ABILITY TO DUPLICATE THE RESULTS YOU | 

READ ABOUT AND YOUR INCOME depends on how 
well you can use your machine, and if my 
competitor can teach you better than l can» 

I want you to buy his machine. But he can t 

teach you better because he hasn't had the 
training nor is he in touch with the big men 

that we are because almost ail the big men 

have Fischer equipment. We are in continual 

touch with them, and if you don't believe me 
here's a copy of our monthly magazine which 
goes to all our users, and I want you to tell 
me of any other company that takes care of 

the doctor AFTER the sale is terminated like 

we do. What other company sends you a 

wonderful magazine like that, maintains an 

educational department; puts on monthly 

clinics; puts on a yearly convention that 

last year cost us $17,000.00. What other 
company does that? 

And sixth I would say, never call on .a doctor 
with the idea that physiotherapy is next to 
a cure-all ---- stay away from the word "cure 
entirely. If he asks me about some pathology 
T usually state whether or not diathermy is 
"indicated" there or not, according to some 
physician he or I may know or according to 
some reprint that I might have on hand. | 

IT am a great one for carrying reprints, clip- 
pings, articles, medical magazines, and 
subjects clipped from medical books where I 
‘can get at them in my brief case. You should 
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see the size of my bag. I make it my 

business to continually collect theme Its 

surprizing how many articles are run in our 

daily papers under the "health column" on 

quartz light and everyone usually reads theme 

You know its great when you can see by a 

prospect's countenance that he doubts you 

and you open your bag and show him some 

Fischer reprint or some article, or news~ 

paper clipping (I used the one on Red Grange 

4n the Chicago Tribune getting his arm fixed 

up with diathermy AND HE PLAYED FOOTBALL THE 

NEXT DAY quite a bit, when he was in vogue ) 

and you get the prospect's confidence, and 

he imagines you probably do know something 

about the subjecte | 

(7) Another stunt I pull while interviewing 

the prospect is to call some one of my 

gatisfied users nearby and get him to tell 

the wonders of diathermy for me, to my 

prospect over the phone. However, be care- 

ful when you do this; feel the doctor out 

first and make sure they are not deadly . 

competitors. | 

(8) LI had worked for Fischer about two weeks 

when suddenly it dawned on me one day that in 

this game time is money, and if I ever 

expected to make real money selling 

diathermies and the rest of our line l had to 

get volume. Unfortunately we are handicapped 

by the doctors office hours many times, so 1 

usually phone a number of doctors offices 

early in the day so I can line up my work so 

as to be in the various offices at the tail 

end of their hours.e Even so, that never paid 

as well as wearing out shoe leather in the 

evenings after the last patient had beat it, 

planning on getting in the doctor's office 

about 8 P.M. Having no territory in Chicago 

in the early days, considerable of my 

commission was spent in hard earned carfare 

trying to get orders and then spending more 

money installing orderse This plus the time 

lost making two trips, was a problem to me, 

even after I was lu¢ky enough to get the 

Ordere < : 

So I made a peddler out of myself, and carry 
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the stuff in the car, ~- call, sell, install 

and demonstrate at one crack, because it | 

saves time. i've never hurt a tat or a cart 

carrying them several hundred miles over bad 

roads, nor have I harmed a Morse Wave Gen- 

erator, and I have never broken an AG 

Hanovia Burner yet, carrying it on the floor 

of the seat beside me, in our regulation 

crate. I usually wrap the "G's", etc. in 

an old blanket. 

Carrying the stuff with you, not only gives 

you many more hours per week but the doctor 

sees what he is buying, (no photo ever does 

justice to any piece of electrical equip- 

ment) and when you hit him “cold turkey" and 

get his enthusiasm all worked ups, g0 down 

and pull the stuff out of the car and 

demonstrate before he cools off and decides 

to sit down and write for catalogs from 

every diathermy manufacturer who advertises 

in the AMA. I know because [We neat 

happen, I've called on a man without my | 

car, got him all worked up, couldn't close 

him, and when I got back there two weeks 

Later to get the name on the dotted line, 

found him all loaded with our competitors 

arguments against our products 

If you carry the stuff right in the car, put 

it in, demonstrate on his patients, etce, 

he never thinks about other machines that 

might be made by someone else. Treating 

patients in his office and telling them to 

come back the next day makes getting 

settlements easier that NIGHT. 

Even if he doesn't settle that night he 

feels under obligations to you for cutting 

up the block tin, using the soap, and 

cutting up the elastic bandage, etc., pilus 

your time, and that, plus pressure and all 

the other arguments you have usually brings 

home the bacon. Always carry extra soap 

(in néw tubes) block tin and elastic bandage 

with you, so if you fall down on a man, your 

outfit is ready for the next man that will 

let you work on his patients. However, I 

want to say this, that in my experience 

whenever a man would let me do all these 

things plus TREATING his patients the 



machine usually stuck. In fact just FOUR 

men have turned me down after doing ail 

these things since I've been with the 

company. That doesn't mean i've just yanked 

out four outfits, because I have bad 

accounts too. The bad accounts 1 don't 

include because I actually got SETTLEMENTS 

on them, and the fact that they fell down 

several months afterwards was not my fault. 

(9) There are many times IL wish I had the 

nerve of my good friend Mr. Hunt of Detroit 

Office and could sell diathermies on the 

surgical side of this intensely interesting 

subject. But unfortunately I have a con~ 

fession to make - 1 have never co-agulated 

a tonsil or a hemorrhoid in my life. One 

reason is the fact that when I am carting 

machines thru the wilderness I can't afford 

to wait in a town long enough for tHe doctor 

to decide whether or not the end result of 

tonsil co-agulation compares favorably with 

his regular surgical procedure. So about as 

far as I get with the surgical end of the 

machine is a quarter's worth of beef from 

the butcher shop and a demonstration on that 

Naturally when demonstrating diathermy 

machines that wear out good rubber easings, Il 

usually ask the doctor to get medical cases 

for me to work on, which I know I can, show 

results in 30 minutes per patient, and I ask 

him to procure for me patients that presum- 

ably have the following pathologies, any one 

of them. a J 

Lumbago : 

Inflammation of the sciatic nerve 

Dysmenorrhea : 9 

Arthritis cases (not arthritis deformens) 

Sprains 7 

Contusions 
Bursitis cases 

If I roll in the machine at @ and can treat 

a half dozen of these cases for him, at 

‘supper time he'll wonder where he has been 

all his life. Now you see if I asked for 

simple goiters, gonorrheas, ankylosed joints, 

fracture cases, etc. etca, I couldn't show 

him any spectacular results the first day fF 
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treated them, altho we all know diathermy 
does a great deal for these unfortunates in 

a comparatively short time. 

I always make the doctor buy a loose leaf 

note book and have HIM draw pictures of the 

connections, etc., for the various techniques 

so he'll quickly get the hang of the machine. 

The reactions of your demanding that he buy a 

loose leaf note book leads him to believe 

‘that you are very probably a master ef. your... 

subject. Then after he's bought the machine, 

proceed to teach him ALL YOU KNOW. 

DON'T MAKE THE TERRIBLE MISTAKE OF RUNNING 

AWAY FROM HIM and for goodness sake don't 

tell him you are in a terrible hurry and 

must get to Blanksville by 4 Pe M. or 9. Pe Ms 

or NOON, Lead him to believe you are there 

until he's mastered the subject, then cali. 

on him until he does master it, then tell 

him he's on your STAFF as a prospect scout 

and if you treat him white believe me he, 11. 

Penh Por Fouts 1). 074.1 : 

Always remind him of his promise to be on 

your staff and tell him you are holding up 

your end by cleaning his gaps and wiping off 

the glass on his meter (in other words 1 

mean actually giving him service tinkering 

around his machine, making SURE everything 

is 100% OK) but he is falling down on his 
end - "Where are the prospects he promised?" 
If you don't believe this works, write to 

Mr. Mathis and ask him how many equipment 

orders I have received OVER THE PHONE from 

men I never had seen or heard of. 

However don't tell him how much you make on 

a machine, but lead him to believe you can 

only make a decent living if he holds up his 

end and talks diathermy to the fellow in the 

next town so you can sell him without 

spending too much time with hin. 

(10) So last but not least, by any means, I 

want to impress on you the amount of good 

you can do yourself financially by continu- 

ally taking care of the men you have sold by 

keeping them pepped up, happy and satisfied. 
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Inasmuch as I promised Mr. Mathis sometime 

ago to write an article (goodness only knows 

why he picks on me) on the competitive | 

selling of HANOVIA QUARTZ Lamps and how to 

teach a doctor to get the results he can 

rightfully expect from an ultra-violet lamp, 

t'll stick to diathermy today. : 

My favorite technique is the SIMPLE GOITER 

work we can do with either a "G" or a Senior. 

It does not work satisfactorily in TOXIC or 

EXOPTHALMIC Goiters, in fact 1 know it does 

them harm, - especially the Toxic types. 50. 

to start be sure of your diagnosis. Give 

600 MA to the neck A and P by means of the 

new style clamp electrode (well soaped) for 

5 or 6 minutes. Wipe off the soap and 

powder the neck or goiter with talcum and 

use the glass HF surface electrode on the 

goiter by means of footswitch contrél until 

the goiter becomes pink. Light the Sands 

Iodine Vaporizer (we have them in stock at 

#5.00 complete) for EXACTLY (very important) 

21/2 minutes and spray iodine on the goiter 

until a light brown color. These fumes are 

absorbed into the tissue very rapidly, so if 

“your technique has been right the neck is 

clean (all iodine absorbed in tissue) in 3 

minutes after the treatment is over. You 

will find iodine in the urine one hour after 

the treatment. Treat them two times a week, 

never oftener and 8 to 15 treatments usually 

does the work. | 

In discussing high blood pressure cases with 

a doctor, always explain that all you can do 

is give them relief for a comparatively 

short time, and that they must be given | 

treatments periodically to keep them out of 

danger. The Senior works best I think tho 

the "G" should work very well. With men who 

have many of these cases I usually hold out 

until I get a Senior order from them, by 

showing them Grover's reprint we have on 
"Hypertension", where he says in plain lang- 

uage to buy a big machine for this class of 

work, It would be well for all the boys to 

carry this reprint as an excellent argument 

for buying a Senior. How Many Of you have 

read the wonderful reprints the company 

gives away free to MD's? Boy, they are a 
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medical schooling in themselves. Read them. 

TECHN IQUE | 

Use the High Voltage Diathermy connections 
and have the patient lie on the cushion 
(clothing intact) which is connected to one 
side of the machine and the nickle plated 

handle which the eon holds in his or her 

hands (lying down) connected to the other 
gide of the machine, First treatment 20 

minutes only at 300 MA to see how the patient 
reacts. Sometimes the doctor completely 
overlooks some focil of infection, which a 
full dosage will stir up considerably, so l 
usually feel my way on the first treatment. 
If I get no reaction I give 500 MA for 50 
minutes the second day and continue this 
setting of technique for 10 consecutive days. 
The patient at the end of the 10th treatment 
should have a blood pressure low enough to. 
be -out of danger (I mean by that low enough 
so as to be out of danger of having a stroke). 
I never hope to get the Be Pe down to normal 
if the patient is elderly or has a deposit 
of mineral on the inside of the arteries. 
I think a great deal of the "H.B.P.Technique', 

tho, many physicians do not think it worth © 
much. There's nothing a physician can do 
except diet the patient, and honest men will 
tell you that's not worth much, and that 
diathermy will relieve the symtoms, which 
are usually very disagreeable, with this 
pathology, gives them a tool with which to 
keep the patient alive that much longer, in 
my estimation, 7 : 7 

PROSTATITIS CASES 

I want to refer to the prostatitis cases we 
have in elderly gentlemen who must urinate | 
a great number of times every night. By | 
using the Prostatitis Electrode covered with 

KY jelly and inserted into the rectum so 
that the flat side of the electrode rests . 
against the prostate, and using the Medium 
Voltage terminals with a large mesh on the 
abdomen, you can do wonders for them and 
they are grateful to the doctor forever 
after, About ten treatments finds them 
urinating twice a night and twenty treatments 

not at all, if they urinate before retiringe 



have them lie on their backse Treat daily 

abdomen and inserting the Chapman's electrode 
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I treat for 30 minutes giving about 104F or 

105F (higher if they can comfortably stand 

it) on the thermometer. Sims position or 

for ten treatments then rest them a week and 

treat ten more timese 

Pelvic Disturbances in the Female. 

I have a great deal of respect for Chapman's 

electrode. By cutting an immense block tin 

electrode that covers the whole female 

in the vagina under the cervix proper (it can 

easily be done without the use of a speculum) 

and by treating at the ABDOMINAL toleration . 

of the patient, wonders can be done for women 

who have pelvic congestion of any type, i) 

ovarian menorrhagia, endocervicitis, etc. | i 

I treat them daily for 30 to 46 minutes for | 

ten treatments and then give them a weeks | 

rest before starting another series of ten 

treatments using the medium voltage connect= 

jong. 1 have found the Corbus endocervicitis 

electrode to be absolutely worthless in the 

FEMALE, (it is useful however in chronic GC 

infections in the male) 

‘LUMBAGO, SCIATICA, DYSMENORRHEA, ETC. 

Undoubtedly these techniques are all familiar 
to you, merely placing one electrode on the 

_abdomen and the other over the Lumbar region 

of the spine, placing the smaller of the two 

electrodes over the region of the pain. in» 

lumbago, place small one over the seat of the 

trouble on the spine, in dysmenorrhea, small 

one over the pubis and large one over the 

spine, etc., etc., in inflammation of the 

sciatic nerve, one electrode over the back 

of the hip and the other on the outside of 

the knee, placing the smaller electrode over 

thé region the patient complains about the 

most. I treat these cases daily for 50 

minutes. Very few treatments clean these 

cases up nicelye . 

E. W. ERIKSON 
Chicago, Ill. 
4-27 26 



| #10 

Cc. co. YOUNG 

My best sales talk so far or the one which has brought 

me the business is very simple. 

T realize that my prospects are not very intelligent in 

the Physiotherapy lines and usually when they decide to 

go into it they get the bug all at once so they require 

immediate action and they don't want to be left in. the 

lurch after they get their machine, neither do they care 

to deal with a Company on whom they can't depend for 

service or know that they are established. Swift shipment, 

honest dealings quick services - as 

I boast of the fact that our heads at the factory are men 

of the highest reputation who are giving of themselves to 

help the Doctor help others and that we keep two boys at 

the Univ. of Wis. all the time doing research work for 

the Doctor; we have the best organized educational de- 

partment of its kind in the work, of any factory in the 

world; we enlighten more doctors with our literature, 

clinics and conventions than any concern of its kind $ | q 

we make many times more machines and sell many times the 1 

machines of all our éompetitors and we specialize on our 

work; we stand ready to prove our theory by actual tests 

with our machines before any learned bodye | 

I call the doctor's attention to the fact that he gets 

with the machine sufficient accessories to do general 

work while many competitive machines are stripped. 

During December I sold a man who had been told by my 

competitor that I wouldn't be able to give service, 

couldn't get the machine to him in a month and that I 

would sell him and leave hime I made no mention of the 

company but told the Doctor that if he would give me his 

order I would show him the swiftest deal in delivery .he 

ever saw, also promised to see him often, told him to 

watch and see how goon he would get goods, also my 

gervice to help set up and show him the technique. It took 

47 hours for that machine, which was an 7.0", to..be | 

placed in the Doctor's office after I got the name on the 

dotted line and TI have secn that Doctor five times to 

render assistance on technique. Remember when you want to 

get into a work like this, a salesman must have a company 

back of him who will give immediate service, and on the 

other hand don't be afraid to believe you have the very 

best company to deal with, and show the Doctor that you 

are willing to give a little time to him and that he is 

always welcome where there is a Fischer mane 

T am proud of my company and my goods and never am IL 
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ashamed to place my goods along side of any one. elses. 

My experiences as & salesman are limited since I never 

sold a cents worth until I sold for Fischer, but, as 4 

epreen man, I have made some gales because IT can talk 

cases of any style to the Doctor, and am able to either 

apply or talk theory as to application and results to be 

gotten on any case. I have no special type of cases to 

talk, but can talk on any of them. 

When I begin my talk on Diathermy for the first time, I 

tell the Doctor that. we are after & heat and not the — 

sensation of electrical current, that the tissues resist 

the current which causes heate Tell them that ‘nature 

suddenly responds to any temperature above or below normal 

and rushes blood to the Localized region to take. care of 

the condition, The blood is made up of LEUCOCYES » 

Erythrocytes and Platlets and an excess of Leucocytes 

or white blood cells are used to devour the bacteria or 

disease germs; they are phagocytice The erythrocytes 

or red cells are to replenish the worn out cellse — 

Therefore, we have an fncerease in metabolism or building 

up and tearing down because metabolism is the chemical 

process of iife. . The heat then attracts more blood to 

the Local region end the excess of Liquid helps to 

dissolve the accumulated excidates and gets them into 

the blood stream and snto the channels of elimination. 

After this short talk the Doctor feels that I have an idea 

of the principles of Diathermy and is prone to have more 

sola and nine chances he asks me to come in and see the 

-eonditions he has to deal with and wants to know if I 

think my modalities would help such casesSe I have in 

mind some treatment for every case and explain just how 

4% will receive benefit by Diathermy or Quartz or some~ 

thing I think he is able to purchasee I don't argue with 

a Doctor nor claim that IT am always correct, but gain his 

confidence by asking him if my theory ssn't logical, and 

most every time T sell, I get some excellent pointers on 

certain types which help me to sell the next mane In 

other words, I talk of .the doctor's patients which he has 

on hand and make him feel that I come to help and not to 

hurt, and that he and I have the greatest opportunity in 

the world to do good, and that we are not going to get 

stung when we deal with the Fischer Co., for if they find 

that they haven't the best, they will soon find the error 

and have the beste | i | 

If a Doctor is crabby and don't want to talk my line, = 

excuse myself and tell him that I am giad to have had the 

pleasure to see hin, and ask him if he knows of any one 

in his town who is interested for I don't want to bore 
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any man but am just trying to call on those who can see 

the new field, those who want to progress and ge6t results. 

J ask this Doctor $f he really knows what he is turning 

down, if he has any knowledge of the work, and tell him 

when he feels that he needs a friend to explain the work 

and help him choose his modalities, refer to my card and 

drop us a line. I sell what I sell because I feel and. 

talk that I heve the best goods and the best company and 

‘am always willing to help the Doctor on his casceSe 

I promise to teach any technique needed by the Doctor to 

whom I sell. | ‘ a 

Ce. C. Young 

_Memphis, Tenne 

429-26 | 
oe | 
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H. G Fischer & COs 

Dear Sirs: 

| I have very little to say about my salesman- 

ship as I do not consider myself a real salesman. ey 

will say this, that what success I have had has been due 

to the demonstration of surgical diathermy to tonsils and 

to benign growths as well as malignant, and to getting 

the Doctor to bring in painful conditions and there 

relieve the patient, especially of lumbagos and fractures. 

Sincerely yours, 

E. F, BRASIER 

Madison, Wis. 
April 28, 1926 
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~The subject of Gonnorheal Epididymitis has been 

directly responsible for the sale of several machines 

for Mee. | | 

JT am convinced that the treatment of this 6x- 

tremely painful and troublesome condition, represents the 

most outstanding and spectacular result that ts possible 

sn the field of Diathermy. 
| 

Tt is true that the general practitioner does not 

have a great number of these cases, put if one is available 

st is a "sure shot", It is not necessary to have a Corbus” 

clamp for the treatment, in fact, I believe the following 

technique is better, not only from the standpoint of con- 

venience to the doctor, but the patient's comfort, as 

well. 
| 

Seat the patient on a large block tin electrode 

placed on an ordinary chaire Slip a folded dry towel 

through the elastic band of our regular #614 hand elec- 

trode and let the scrotum rest on the small electrode. 

No soap lather is necessary. The folded towel prevents 

the two electrodes from coming in contact with each 

other. Use avout 1000 to 1200 M. Ae for 20 to 30 minutes. 

In the average case, of two days duration, the serotum is 

swollen to about the size of a large orange. The skin is 

stretched tight. During the first treatment you can 

actually see the swelling going down, as igs evidenced by 

the wrinkling of the skin. The intense pain is - 

smmediately relieved. 

| If you can show this to a doctor, he will be in a 

good frame of mind to believe anything else you tell him 

about Diathermy. | 

lL 

Some time ago I attempted to discover the reason 

why some settlements for machines were easily secured, 

and others were delayed for days and sometimes weeks. 

After checking back over the delayed settlements , 

T was surprised to find that nearly every one of them was 

due to the fact that the doctor was waiting for a 

definite result on some patient. : 

Tt was formerly my custom to adk the doctor to 

have two or three patients available and we would treat 

them during the demonstration of the machine. Naturally 

—— 
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t explained to him that he could not reasonably expect 

any definite results from a single treatment, but at the 

same time, after treating 2 or 3 patients for him, and 

ne not being able to see any change whatever in the 

condition of the patients, it apparently gave him 

impressions that had a tendency toward procrastination. 

tT figured that if we could secure the signed order 

with "conversation", then the settlement could be secured 

sn the same way, with the added advantage of a few simpls 

demonstrations on the doctor himself. 

There is plenty of time after the settlement is 

secured to teach the doctor technique and he will absorb 

the information more readily, and be more appreciative of 

your efforts, after he realizes that he owns 4 Diathermy 

machine. a. a are 

My motte, therefore, "For prompt settlements treat 

the doctor and not his patients". 
| 

GC. Me Studebaker 

Philadelphia, Pa. 
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H. G. Fischer & Coe, 

233% Wabansia Aves; 

Chicago, Ille 

pear Mr. Mathis: - 

, Relative to your request for an article 

tactual Facts and Methods Which Have Produced Sales", I 

am afraid I am not a good one to Gall on for an article 

on this subject, but I do find that the main thing that 

has heiped me is knowing my techniques, and equipment | 

to the smaliest detail. ee 

T have also madd it a rule to find out 

a Doctor's specialty before calling on him. T tell him 

that I understand he is an authority on his particular 

line and get him to think so even if he is not. I then 

ask him if he has ever used heat in the treatment of that 

particular condition. Tf not, I go into the treatment 

by diathermy, giving him all the information I have on 

that subject. I then give him a copy of reprints which 

T have during our conversation marked at his line. I. 

have tried the order book technique but find they shy 

at it too much if shoved at them too strong the first | 

visit. In a good manytases I have to demonstrate on a_ 

patient and when a Doctor finds you know how to go at it 

without hesitancy, he then begins to have faith in what 

you have told him. Baltimore has always been a very 

conservative town in many ways and the Doctors here have 

to be shown. 
| | 

Very truly yours, 

He Ceo Thomas 

Catonsville, Md e 
May 5, 1926 
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gee G, Fischer & COs, 

Chicago, Ill. 

Dear Mr. Mathis:-. 

Being a comparatively new man $n the field, I have been 

loath to rush in any suggestions as to any particular | 

rule for making Diathermy sales. But, if any one may pro= 

fit from my experience, I am more than willing to outline 

my general procedure. | | 

First of all, I approach my Doctor completely unarmed, 

just for the purpose of making his acquaintance. After 

thoroughly introducing my friend to the entire concern, 

from the shipping department to the President, I assume 

that the Doctor is desirous of adding any known and 

proven means of fighting disease and infection to his 

armamentarium. In nine cases out of ten my assumption 

$s correct. Then it is Diathermy, first, last, and all 

the time. 

In this region we have enlarged prostates galore, and 

Dr. Chapman's technique and reprints are very interesting 

sales talk. Study them. Hemorrhoids are very necessary 

adjuncts to a successful Diathermy salesman, and agains 

Dr» Chapman's technique and reprints bring home the pointe 

In my territory down here I have gained the reputation of 

‘being quite a handy man to have around during an operation 

by coagulation, due mainly to the efficiency of our 

machine. If this bit of snformation Has preceded my 

appearance into the Doctor's office, so much the better. 

Soon we are friends, mutual friends, and I am going to 

help the Doctor fight his battles against sickness. and 

disease, but we alone cannot do it, we must have Fischer's 

Fducational Department at all times, With the help of 

Fischer, he-can't fail to improve his present methods. 

I always carry a copy of the 1925 convention programe 

Names like Donnelly, Chapman, Cumberbatch, Elsom, Pope, 

and Duval make an impression, and they are always at the 

Doctor's service through Fischer. Our monthly magazine 

is here brought into its ownNne , 

T also use our letter-head with its 34 points of servicé.e 

This interview has consumed 15 minutes up to this point 

of continued conversation, then the Doctor generally gets. 

his inning, or his last half of ite 

Now I find out the nature of the Doctor's practice, and © 
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suggest a Portable "G". No, he doesn't want a machine 

he has to carry outside, he wants office practice. And 

then when I know what he wants I try to arrange for him 

to procure it. . | ae | 

The next question that generally arises is where can he 

learn the proper application and how? Every Fischer 

salesman is a technician and when the machine is install- 

ed. I will be on hand to see that he becomes a Physio- | 

Therapist. I won't leave him until he is one. How long 

will I stay with him? Until he tells me to go home. — 

Now then, can't we start him out on an improved road to. 

inereased prestige and earning power? The investment is 

small, the terms? 5 percent for cash or 1/4 cash and as 

many notes as he desires up to twelve on the balance. In 

48 hours he can begin treating his patients and start 

4mmediately to increase the respect and appreciation of 

his clientele for his very effort to use the latest 

methods known to the medical world to relieve theme — 

This is my. general outiine and in several instances has 

resulted in an order on the first call. No demonstrations, 

just service and co-operation, coupled with the ability 

to answer questions pertaining to technique, in a halfway 

intelligent manner. : | 

if tne first Gall doesn't get your order, you are ina 

petter position to arrive at your objective the second 

‘funk it, and if at any time I can be of any assistance to 

any of the boys, call upon mee : 

Yours very truly, 

Louisville, Ky» -D. He WHITEHEAD 

May 6th, 1926 | | 
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Mr. Ae W. Mathis, Mgr., 
He Ge Fischer & Coc, 
Chiceszo, Lit. 

Dear Mr. Mathisi- 

volume, "ACTUAL FACTS AND METHODS WHICH HAVE PRODUCED 

SALES", I am sending you herewith my little contribu- 

tion. I have not dwelt particularly on any single 

technique as I have considered this on the angle of 

meeting the greatest number of doctors which are the 

average men in general practice. 7 

Answering your Letter of April 20th, concerning the 

When attempting to get a Diathermy into the doctor's 

office, it has been my experience that the interest of 

the prospect is aroused when he begins to realize the 

wide field of usefulness Diathermy has in the average 

doctor's practice. He wants to know what all can be done 

with it and as I enumerate all of its various uses he 

makes mental note of those conditions with which he comes 

4n contact most often, or with which he has unsatisfact- 

ory results in his own work. | 

Tf given a chance he usually mentions those things in 

which he is most interested and if they fit weil into 

the scheme and I can be reasonably sure of good results 

in treating them I get him to have them at his office on 

a given day when I have a machine there. I always 

attempt to have him get a good stiff case of high blood 

pressure, a case or two of neuritis, or somebody with old 

pleuritic pains, and a case of leukorrhea. - These three 

cases will cover three separate fields of work in all of | 

which he is comparatively helpless. These are conditions 

in which with Diathermy you can show very prompt good 

results, and because of the spectacular speed with which 

relief is obtained, they create enthusiasm in the doctor 

and in the patient, who automatically becomes a booster 

for him. | 

The arguments’ in your favor in these cases are manys but 

the doctor must be reminded that this machine, while it 

is the best money can buy, is totally devoid of brains. 

In treating the blood pressure patient, I always mention 

to him that we do not expect him to believe that we are 

curing the patient of his. trouble because his trouble is 

only a result of something @lse which is clearly up to 

the doctor to discover and correct. in the meantime he 

keeps. the patient out df danger and in comparative | 

comfort by the use of Diathermy. These patients always 

make good advertisement for the doctor because they feel 
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and look so much better. 

The point in technique that I would mention is that it is 

better to bring your patient to the point of gentle 

perspiration during the treatment. Sometimes this cannot 

very well. be done but wherever it is possible it is 

advisable. I assume that it is unnecessary to give you 

every detail about the technique in giving auto-condén- 

sation treatments. | | 

While treating neuritis or pleuritic pains the analgesic. 

properties of Diathermy can be well demonstrated. The 

patient, here too, is a great help to you because he gets 

prompt relief and does not. hesitate to say so. 

The treatment of leukdérrhea gives you an opportunity to 

talk about the great amount of gynecological work the 

doctor can do with the aid of Diathermy. As every doctor 

has dozens of stubborn leukorrhea cases as well as dozens 

of high blood pressure cases, with both of which he has 

poor success, these two conditions naturally interest 

every doctor. That is true also of the relief of the 

paing | ee 

Practically all cases of leukorrhea are dependent on an | 

endocervicitis or an endometritis to begin with. Hither — 

of these cases can be cleared up quickly with the aid of 

Diathermy and this affords me an opportunity to explain — 

how at a temperature of 110 and lle degrees Fahr, the 

organisms responsible for these conditions are either 

destroyed or so attenuated that they are easily overcome 

by the other body forces and eliminateds In this way he 

4s cléaring up the cause firste 

The leukorrhea itself is then treated with mercurochrome | 

and the galvanic current which usually produces very good 

results. The technique 48s as followst- | 

"Use a glass vaginal speculum filling it well with a 10% 

solution of mercurochrome. Drop into this solution a 

wire connected to the positive pole of the galvanic 

machine, A large negative electrode should be placed on. 

the abdomen, gradually increasing the current up to 25 or 

30 M. Ae, according to the tolerance of the patient, and 

continue for about twenty minutes." 

This should pe done three times a week and in four or 

five weeks marked improvement will be noticéde 

This treatment gives you an opportunity to work in the 

galvanic outfit, and as the average doctor has so many 
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of these cases it interests him in a second piece of i 

equipment. | | ik 

Fi 0. Wy WALKER ae | 

Detroit, Miche 

May 4th, 1926 
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In my experience no one particular technique nor appli-~ 

cation of diathermy has alone been productive of sales. 

Coagulation of tonsils and hemorrhoids has made some, 

the so-called medical diathermy interests some men and 

$3 undoubtedly the reason for sales, but one point that 

T have found. absolutely necessary and that is to over- 

come the doctor's fear of the machine and the consequence 

of using ite | 

I gain the doctor's confidence in my ability to show him 

properly how to use diathermy, overcome his fear of some 

imaginary terrible mishap to himself or patient, and I 

believe this procedure. has made more sales for me than 

any other. I stress the ease of operation and control 

and the fact that he has a therapeutic agent always at 

hand which he can control as to dosage, etc.e. just as 

accurately as he can control any drug or chemicale 

When some new chemical compound, drugs or what-not is 

listed among the new andron-official remedies in his 

medical journal, he does not feel that he must take one 

of "Sampson's Short Courses" in order to be able to use 

the thing properly or to gauge the results of its USC. 

Tt follows that the doctor then, when properly instructed 

in the use, application and operation of a diathermy 

machine, which any well trained Fischer salesman can 

show him, will get more knowledge of the machine by 2im 

self than he will from these so-called coursese lL sell 

him on the idea that he is not ready to take a course 

until he has a machine. | vy 

In regard to the sale of Kromayér lamps, the one point 

which has made more sales for me than any other is 

contained in the enclosed pamphlet on Pruritus Ani et 

‘Vulvae, by Dre Herbert F. Pitchers, of Haverhill, Masse 

C. OC. BAGSTAD 

New York City 
May 1st, 1926 
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Asked Doctor what his general run of conditions were 

that he is treating at the present times | 7 

Giving doctor full details of the technique to be 

used in these caseéS-« 7 

Going over machine both operating and construction 

with a technique between times when explaining 

machine « 

Noting of Service given with machine along with the 

persisting on making regular call backs. 

Byron B. Collins 

Milwaukee, Wis. 
May 5 - 1926. 
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Mr. As We. Mathis, | | | 

offices, | | | i) 

Dear Mr, Mathis: 

In selling Physiotherapy equipment, I 

generally make my line of attack along six or seven forms. 

of selling. Each form of attack is carefully layed out 

before I meet the particular doctor who is to become my i) 

victim. | | 

Doctors! practices may be placed in three 

divisions and on each one of. these divisions financial dq 

4nvestment can be introduced successfullye Each and || 

every time that I talk of financial investment, I hit ig 

upon the subject cautiously; but in the event that I have i) | 

reached the climax of finance so cunningly as not to have 

aroused his wrath, you will find that money is his weak- 

nesSe 

\\\| 

7 The three divisions of Doctors! practices | 

are’ | | . i) | 

1. The young doctor just out of school, who has 

practically no practices. 

2. The doctor who has been out about 5 years and 

is wearing out shoe Leather making outside callse 

3. The doctor who has six patients and up a day. 

When I meet the young doctor who is just 

out of school, I generally hit upon the idea of his making 

money with physiotherapy equipment, and tell him how, by 

aiding a patient or two, he will have a couple of walking 

advertisements boosting for hime . 

, In one particular case the doctor told me 

his father had financed him through school and would 

undoubtedly help him if he could be interested. The 

doctor spoke to his father without success and I finally 

encouraged him to introduce me to his father. After 

speaking for two hours to the old gent, he allowed his 

son to purchase a quartz lamp and a diathermy machine. 

I later treated the old gent for laryngitis with splendid 

- results, and they soon helped me to sell two more outfits 

and are now my best boosters. 

With the doctor who has a Little outside 

practice but no office practice, I generally hit upon the 

plan of his building up an office practice with the 
installation of Physiotherapy. Ninety percent of the 
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patients that are called on at the home, can get to the 
office if they hear of some apparatus that ths doctor 
has in his office that he knows will do them a lot of 

good. No doctor likes outside work, the office practice 
being the more preferred and the best financial gain. 
In instituting this office practice, it will also 
increase the number of calls, as a series of treatments 
is generally instituted in each case. The patients like 
these forms of treatments and they are generally all 
benefited by them. 

If the doctor has a number of bed cases 
‘that should be treated with the GP, it is worth while to 
call on a few with the doctor and treat them. Making 
the first call with a doctor in a bed case of pleurisy, 
the patient felt so much better that he said if the 
doctor would not buy the machine, he would. To protect 
himself the doctor said he had already purchased the 
machine, and I received his check that night. I have 
often sold patients on the first calls; the effect of the 
new form of treatment so enthused them that they said 
they felt better, and remember, selling the patient 

generally sells the doctor. 

“With the third division of doctors, which | 
I place with those having from six to twenty-five | 
patients a day, I generally lay the most cautious lines 

of attack for the interview. If he is hard to reach, I 
generally quiz his attending nurse or technician and I 
find out when it would be the most proper time to see 
him, It often means night work, but it is well worth 

-while because these doctors as a rule are well fixed 
financially. It is often possible to sell them complete 
equipment. I look up the "Blue Book" rating, and if he 
has had an interesting career, I generally mention it in 
conversation. I then tell him that I have looked up his 
rating and on seeing that he is 100%, we take the 
liberty of making a special effort to place our equipment 
with a doctor-of highest esteem in the neighborhood. A 

Little flattery will never hurt. I show the doctor on 
paper how he can build up a physiotherapy practice, by 
having an attending technician, and making a lot more 
money than he is now making. In a few of these cases 
where the doctor confirmed my program, I hired or | 
interviewed the technician and then sent them to. the 
doctors. Upon being accepted by the doctor, the 
technician ordered the equipment which was generally | 
everything we carry, - thanks to her, It meant hard work 

but it pays and these men always become your boosterse ~~ 

I always lay stress on hemorrhoidal work and I have 
assisted in a Cee many of these operations, which I as a4 . 
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rule, let the doctor know about. This adds to your 

prestige because he is interested in you and he feels you 

will be a great aid to him in the new venture. 

I cautiously approach him on the subject of © 

tonsil coagulation and if I see that he accepts, I outline 

different forms of technique, one that is perhaps worth 

mentioning: "Doctor you undoubtedly would do a lot more 

tonsil cases if you would assure yourself and your patient 

that there would be no necessity for hospitalization, no 

general anesthesic, no hemorrhage, no pain, no edema and 

positively not a day lost at work, The current is tested 

to register 1800 millimeters on dead short, no infiltra- | 

tion is necessary, merely swab the tonsil with a 2% 

solution of butyn. If the tonsil is intact and not in 

shreds, make from two to three insertions with the needle 

depending upon the size of the tonsil. With each insert-_ 

fon hold the current on until you see a little tissue dis- 

coloration, not much, and make your other punctures eithe. 

one or two so that your area of dehydration will be 

directly in the center of your tonsile’ 0 | 

| "this suffices your first days operation. 

Three days later your patient will return and to your 

surprise the tonsil is two-thirds its normal size and it 

has receded from the pillars entirely and given you a 

safer field for operation. Then coagulate the tonsil in 

two or three settings, depending on the size, and I am 

sure you will get. wonderful results. Do one tonsil at a 

time » poe : 

"you can work on your patient every third 

day, the result is wonderful, there is no scarred. tissue, 

the pillars are perfect and the patient never felt their 

removale” — os eat 

"A doctor friend of mine has removed about 

twenty-five pairs of tonsils this way and it worked like 

a charm. He will soon be here to lecture for us." 

il : Cordially yours, 

Roy E. Johnson — 

Chicago, Ill. 
May 4, 1926. 
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Selling points that have helped me. i 

3 | 

lst. The service we have to offer the Doctor. No ql 

matter where he is there is a Fischer repre- Mi 

sentative handy. | 

2nd. When we sell a machine we give the instructions 

and technique needed to operate the machine in 

an intelligent manner. 

3ra, We are the only company doing this at ths time. 

Ath. We can supply the Doctor with any information | 

on physiotherapy he desires, if such is at all ay 

possible to procure. | i 

5th. The Kolischer Spark GAaDe« 

6th. We have the best diathermy machine made today. 

G. A. SMYRL 

Northampton, Masss« 
April 27th, 1926 
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When I call on a doctor or when he comes to my office, the 

first thing I do, naturally, is to tell him all about 

physiotherapy. After same has been well explained to him 

T tell him that it is not necessary to have a $5000.00 

installation to get results with physiotherapy. I insist 

on this because many doctors here who have travelled and 

visited large American or European cities have seen 

physiotherapeutic apparatus only in important hospitals 

and seem to be under the impression that it is used only 

in hospitals, also that they need a full equipment and a 

large staff to practice same. Physiotherapy not being 

taught in the universities of this Provinee, I have a 

certain educational work to do. In 90% of the cases the 
doctor tells me that it is all very nice but he confesses 

frankly he does not know anything about physiotherapy and 

says it is impossible for him to spend three or four weeks 
studying same in some American cities. I then ask him to 

pive me so much of his time every day or twice a week or 

even less. I tell him I am at his entire disposal from 

morning till night. I tell him at the start that I have 
studied medicine for so many years and add that while 
in Chicago I was doing practical work from 9 o'clock in 
the morning till 6 at night, in the most important 
hospitals of this city and also in many private institutes. 
Speaking about Diathermy I often say to a doctor this: 

"Doctor, you remember when you were studying and were 
first shown how to make a dressing. When you knew how to 

make one you knew how to make many others, didn't you? 
Well, with diathermy it is exactly the same. When you 

know how to apply electrodes we will say in a case of 
arthritis, you know how to make many other applications. 
It is nothing difficult, but one has to be shown this, 

and that is my work, Doctor." 

IT attach great importance to the firm I represent. I 
believe a large percentage of my sales were closed owing 

to the fact I had succeeded in inspiring in the client 
full confidence in the firme A man always likes to deal 

with honest people, and when I speak about H. G. Fischer 
& Co. I tell the client that if he buys from us he is . 
then dealing with the largest concern manufacturing 
physiotherapeutic apparatus, consequently getting the 
best goods at the best prices. I try to impress the 
client with this fact and insist upon the good service 
which, above all things, the firm wishes to give,telling © 
the client we take as much care of him after he has 
bought es we do before. I speak about our Hducational 
Department which represents big sums of money; tell him 
that said department receives every medical review 
published in the world and that any valuable article 
therein published, concerning physiotherapy, is immediate- 
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ly reprinted and then made available to thoir clients. 

The most important ones are inserted in our "vonthly 

Magazine" sent to all our customers. As some doctors 

here think that anything that comes from.U. S. ts bluff 

or more or less so, I tell them that there is no pilary 

with H. G. Fischer & Co. About reprints I explain to 

them that these articles were not written especiélly for 

the firm but carefully selected by them as being 

particularly useful to the medical profession. One point 

on which I insist is that the man who buys from us is not 

paying more but getting more. T then explain to the 

client that if he buys an apparatus and is not shown how 

to use it and also not properly trained as to the | 

techniques, etc., he is better without ite A man that 

would buy an automobile and could not use it would not 

find his investment very good. [I tell the doctor that > 

if he buys from a jobber he is paying the same price but 

is getting far less for his money as he is not getting 

any service, which is a most important thing. I tell 

him when he speaks to me about the Wappler machine, which 

is sold through Ingram and Bell here, that the Wappler 

people do not know he has one of their machines. 

But when he buys from He. Gs Fischer & Coe he is dealing 

direct with the manufacturer. The main thing is that in 

such case we teach him how to obtain 100% results with 

his apparatus. I often cite the case of a Professor of 

Laval University who is one of the pest surgeons of the 

Hotel Dieu Hospital of this city. The first time I 

called at this Professor's office I asked him if he were 

satisfied with the- service he was getting from his 

machine (L.0. Cabinet T.P.). He said the machine was 

giving him perfect service. I then asked him if he was 

doing any medical diathermy and he answered that he ; 

would have liked to but the machine was not fit for that. 

I then asked him if he was doing any surgical diathermy 

to which question I got the same answer as above. I 

said, "Doctor, I believe the man who sold you this 

machine knew very little about physiotherapy. The 

machine you have had in your office for three years can 

certainly be used to do medical and surgical diathermye 

If you will allow me I will call tomorrow, will bring 

some meat and wiil show you how simple it is with your 

machine to do electro-coagulation"”. The next day I went 

to his office and showed him how to do medical and 

surgical diathermy. Since that time this surgeon 

practices electro-coagulation three or four times a week 

and is much satisfied with the results obtained. Then 

I say to my future client that this will not be the case 

with him and that he will know as much about medical and 



RAYMOND GAUVIN = — $30 

surgical diatheray after a few days of proper training 

as the above mentioned surgeon knew afte: three yeare. 

In nearly all cases I demonstrate how electro-coagula- 

tion ig done. I explain to the client that in this 

operation the active electrode does not become hot as 

in the thermo-coagulation. I tell him that in pract- 

icing same the active electrode is $0 small compared 

to the indifferent electrode, and recall to his mind 

the fact that when two electrodes of different sizes 

are used the heat goes to the smaller one. T then tell 

him that, the active electrode being so small, instead 

of producing construction of the tissues, it is de- 

struction we get on account of the intense heat. I tell 

him that while in Chicago I often heard surgeons in the 

Cook County Hospital say to visiting confreres who were 

assisting at some operation done with electro-coagula-~ 

tion that in 50% of cases treated preference is given 

to this method. I then speak of Bordier from Lyon, and 

show to my client one book I got from France, entitled, 

"La Haute Frequence en Oto-Rhino-Laryngologie" written 

by Leroug~Robert. The introduction is made by d'Arson* 

val. (Copyright 1925 by Masson & Cie, Paris:} In this 

very recent book Bordier is often mentioned. I know I 

have made a few sales to specialists in oto-rhino- 

laryngology and also to others due to the fact that I 

had passed them the above mentioned book. I consider 

that after having given certain explanations about | 

physiotherapy the idea of lending such a book to a man 

who is already much interested, is frequently the cause 

of his quick decision to buy. In reading this book he 

sees that high frequency currents are much used in 

France and reads about many interesting cases treated 

by Leroux~Robert who is one of the best men in Paris. 

I often say when I go to a doctor's office to lend him 

a book or a medical review, this: "Well, Doctor, it 

is a pleasure that I bring you such a book or medical 

review. I believe I have told you enaugh about physio— 

herapy:’I will now leave the job to one of your con- 

freres, a man who is absolutely uninterested. After 

reading only one chapter, you Will be convinced of the 

nana a attached to High Frequency currents in 

France. | | 

I have also a book entitied “Les Rayons. Ultra~Violet 

en Therapeutique" by Dr. J. Saidman (1925, Gaston Doin, 

Editeurs, Paris). I believe this book will help me 

in selling Quartz lamps. | 

I have sold one galvanic outfit after having lent to 

my client the American Journal of Physiotherapy, Volume 

2, No. 7, in which is published an article written by 

Dr. E. CG. Duval, entitled, "Physiotherapy in Industrial 

Medicine." Said client wroje On my suggestion to in- 

surance companies announcing to them that he was in a 

position to attend to all industrial cases. He used in 
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his letter many arguments reported in Dr. Duvalts 

article. The result was. that he is much encouraged by 

the insurance companies. Since then this client has 

helped me in making a few saics. : 

During my stay in Chicago I bought the Journal of the 

American Medical Association (October 10th). I always ‘ 

carry this number with my catalogue, etc. I have 

passed same to doctors in three or four cases and be-  . 

lieve it had a lot to do with the sales made after the 

reading of said articles. The idea of using a medical I 

review instead of a reprint I may have on hand is that | 

it looks more scientific or less commercial. After he | 

has read the article I say to him: "You certainly know | 

the value of this medical journal and you know perfect— | 

ly that articles published in it are written only by 

medical authorities." | 

I am frequently told by dectors when they come to my 

office that they find the prices high. They say that 

they can get a machine at a lower price. To this | 

objection I answer that often the cheapest machine is | 

in the end the dearest. I tell them that 85% of the — iI 

igh frequency machines used in the U.S. come from our i 

firm and that this means a lot. I tell them to stop i 

one minute and think that this firm has enough commercial | 

sense not to sell an article at such a price if they 

could sell it for less. 

The technics I use are the following, naming them in 

the order of their importance of the use I make of them. 

Llectro-coagulation, Tonsil Coagulation, High ! 

Blood Pressure, Hemorrhoids, Acute Gonorrhea, ~ 

Goiter, Pneumonia, Arthritis. ; 

RAYMOND GAUVIN, 

Quebec, Que., Can. 
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Dear Mr. Mathis: 

Replying to your 1e¢zer of April 50th, in regard to 

various kinds of technic, which I find hekps me to pro- 

duce gales of Diathermy Units. 

T use different technics, of course, in accordance with 

what the doctor specializes in, or cases of which ne has 

a, considerable number. ? : | 

The average practitioner, as I find it, has a consicer~ 

able amount of "G.U." work. If he does not do any Woe a 

work he at least has several cases coming into his officc, 

now and then, which he refers to other dqctors. 

Prostatitis, both chronic and acute, is a condition which 

t find is of interest to the average practitioner. 

I use the following technic; "Prostatitis, both chronic 

and acute, is a condition which is treated very success- 

fully by diathermy. 

We have a special prostatic electrode, which fits next 

to the prostrate, and a large indifferent electrode of 

block tin about 8 x 8 which goes on the abdomen. Due to 

the fact that the electrode on the abdomen is so much 

larger than the prostatic electrode practically all of 

the heat is concentrated in the prostate. We can reduce 

the size of the prostate if it is enlarged. This neat 

dispenses with the soreness and congestion, which causes 

less frequency of urination. 

You can readily see, doctor, with this indication alone 

that it is very valuable to. you in your practice. You 

no doubt at the present time have one or two patients 

where such condition exists. I will have a machine de- 

Llivered to you, treat some of your patients, and you 

may sce the actual treatment given." 

The technic of prostatitis which I have gone through 

very briefly, is one I use considerably, as T° 7 — 

mentioned in the forepart of my letter. I do not try to 

close a doctor on just one technic alone. Ordinarily I 

sive two or three different technics, then sugsest a 

date in the near future for delivery. If he refuses, I 

take it for granted that the date of delivery I men- 

tioned was not convenicnt, s0 I imuediately divert his 

mind from the closing to one or two indications and. 

technics, also mention Colleges and Institutes triat are 

using it. Then I close again in the usual manner only 

having the date of delivery one or two days later than 

y first date of delivery I mentioned when I tried to 

Detroit, Mich. J. N. GRIFFITH. 

April 30, 1926 a 
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Everyone likes to buy, but no one likes to be sold. 

tT don't try to sell them. I try to picture the profit 

and prestige that my product will bring in such a light 

that the prospect becomes anxious to bUYe © | ~~ ae 

I stress the points of profit, pride, prestige and 

future ease of office practicée 

Profit will come through the willingness of the patient 

to pay a big fee for surgical work because he escapes © 

cutting, hospitalization, the need of a general anes~ 

thetic and the saving of all other items of expense. 

In medical diathermy, the fact that an assistant cah 

give all the treatments while the practitioner is away, 

thereby having her bring in revenue instead of being an 

expensee a | | | 

The fact that this work is such # mouth to ear adverti- 

ser brings prestige to the practitioner, ana it: is 4. 

source of pride to him to have patients referred to him 

from distant points. eae | | 

This allows him to gradually build up an office practice 

and to discontinue his unremunerative outside calls. I 

try to paint this picture in the brightest colors 

possible as I believe it is a strong selling point. 

Also the fact that his new work will come mostly from 

the well-to-do, educated, thinking class where good fees 

can be chargéde | , >t | 

Then I dwell strongly on the. value of the educational 

department of the Fischer Company. This seems to appeal 

to the prospect. Finally on the high reputation the 

Fischer goods have enjoyed in the years paste — 

aI. W. SANBORN. 

‘Atlanta, Ga. 
May 1, 1926 
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In the sale of physiotherapy apparatus, I find that a 

good degree of education and knowledge of physiotherapy 

is necessary on the part of both salesman and prospect. 

When I can refer a physician to several. leaders in the 

profession who report successful results in the use of 

physiotherapy, they soon become interested and respon- 

sive to further information. Then I usually follow this © 

with reprints and other Literature issued by H. Ge | | 

Fischer & Co. and I refer the prospect to recent articles 

on physiotherapy in the leading medical arid surgical 

journals. After this information has taken effect, or 

while it is bringing the desired results, I will give a 

demonstration in actual treatment of some malady where 

physiotherapy is indicated. The demonstration is usually 

followed by a sale and general satisfaction on the part 

of the physician, the patient and the salesman. | 

One point that I stress with good results is the exceed 

ing simplicity of operation with convenience in technique 

which is a notable feature of Fischer Diathermy machines » 

Another point that I have used to advantage in selling 

equipment is the fact that FISCHER LEADS IN THE PRODUCT- 

ION OF DIATHERMY APPARATUS, | 

Some sales that I have made have been greatly influenced 

by emphasizing the Fischer iron-clad guarantee which is 

incorporated in each sale agreement and the advantage of 

prompt service in the event of machine trouble. 

The fact that physiotherapy apparatus can be operated 

most effectively by a nurse or trained helper has helped 

to sell equipment to busy doctors who otherwise would not — 

be inclined to purchase. . 

Another means of selling which I have found to be 

effective is to have a prospect refer some of his patients 

to a friendly doctor who is using physiotherapy. This 

can often be accomplished successfully, especially when 

the friendly doctor is your customer and is using your 

equipment . | 

Sometimes you can have a customer help you with a pros- 

pect by talking of his successful treatments and showing 

his machine and even demonstrating in his office to the 

prospect or to. those who have not been considered actual 

prospects. I have madé some sales which haye been due 

largely to satisfied customers giving their support in 

this waye | | 

One enthusiastic Quartz Lamp customer who is president 

of the District Medical Society, is planning to have a 

paper on Quartz Light Therapy read before the next 
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meeting of his society. 

I find that an agreeable nature with the spirit of 
courtesy and accommodation are valuable assets in _ 
winning a prospect which eventually results. in sales 
in most cases. I have recently closed déalis. with 
two last year's prospects, one of which was of two _ 
years standing. In the latter case the prospect was 
delayed in effecting plans to accommodate the hew 
equipment. | aaa 

BERNARD T. WALKER 

Asheville, N. C. 
May 1, 1926 



#86 
CG. H. BOSNING 

Dear Mr. Mathis: 

I wish to congratulate you on the splendid idea to in- 

duce the salesmen to interchange their ideas concerning 

sales and methods weed to get customers and buyers. I 

will state briefly how I have made sales and satisfied 

Customers. , 7 

First and mainly, honesty;- honesty in conversation and 

honesty in dealing with the buyer. Our competitors seem 

to delight to knock the Fischer equipment — they over- 

state their machines, they even insinuate that an ordi- 

nary practitioner can do the impossivle. In this manner 

they perhaps make a sale but very often not. It does not 

pay to knock; still, I am always ready to meet our com 

petitors in the open fieldg I'm always glad to back | 

up my statements withetual work and demonstration. [I ask 

the Doctor to get patients to his office for treatments. 

A short time ago I made a sale by going out with a doctor 

to a patient who had lobular pneumonia. It was 10 P.M. 

and when we arrived we found out that they had only a 
32V D.C. plant but the neighbor was equipped with 110V 

A.C. so I investigated the ground, got ahold of 500 ft. 

telephone wire and by 12 P.M. we were all set to go and 
the next day I got the order for a G.P. 7 

On another occasion I gave a Doctor some advice as to his 

X-ray technique in treating fibroid tumors; he took me 

up on my statements, got the patient up to his office, 

and I treated her successfully. This gave him confidence 

ope ths Ah an order,- he promised me some more for the 

Future <"- | 

The second requisite in selling phsiotherapeutic equip- 

ment is a fair knowledge of anatomy and a good knowledge 

of the equipment sold, and still a better understanding 

of the competitors’ machinés,— their faults and their 
advantages over the Fischer. This will convince the 

Doctor that the salesman knows his business and that he 

is. competent enough to give him expert advice and ser- 

vice. To many a customer the service is just as import~ 

ant to him as the value of the equipment. Here in my 

tezcitory our competitors advertise their efficient ser- 

vice, but they never give it when wanted, as a Doctor 

when I'm asked to do so, and when I can do so intelli- 
gently. Last year I was installing a 2%" X-ray for a 

clinic, and the Doctor asked me several questions con~ 

cerning the Burdick lamp. I answered. him as good ees 

knew, and he smiled bitterly and said, "Well, that sales- « 
man gave me the impression that I could raise the dead 
with a Burdick lamp; when he comes again I give him the 

gate. : I try to stick as close as possible to the cae 
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Fischer method, rather mee tate than overstate. 
Honesty, integrity and hard work, are the keystones 
to many and good sales. 

Hoping this will reach you in time to get into print, 
I remain 

Very respectfully yours, 

C. H. BOENING. 

St. Paul, Minn. 
May 5, 1926. 
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WALTER HN. HPRRALY 

Being comparatively nev at tne game of sciling, it is not 

difficult for me to recall my first sale of a Diathermy 

outfit. At the outset, I want to state fnat, im spite 

of all theory, there is an essential differcnce betveen 

the average Canadian and ayerage American practitioner. 

This @ifference is chiefly a financial one, in that the 

average Canadian doctor has no% the ready cash that nis 

American friend has. This fact tends to make nim more 

cautious, a litsle more conservative, and thererore, 

harder to sell. He is not able to take such a "chance® 

as he would otherwise be able to do, and before buying 

he must be convinced first of all, thet the use of the 

apparatus will be “ethical", and secondly that it will) 

be a wise financial investment. Therefore, my first 

efforts were centered on.the Physiotherapy department 

of the Montreal General Hospital, in order that 1 might 

be able to quote the institution as a user. While 

attempting to sell to the Physiotherapy Department, f 

heard that the Senior Surgeon of the Hospital was inter- 

ested. I switched over to him. By the time I met hin, 

I found that he had already Been three_other makes of 

machines demonstrated. I got him up to my quarters for 

a demonstration. Knowing that he was intending to buy 

some machine or other, I concentrated on the outstand— 

ing exclusive features pf ours. He wanted an outfit 

for surgical work and which at the same time could be 

utilized for ward work. Had just about decided ona | 

Lieocl-Flarsheim. The only features I toox up with hin, 

after going through the machine, were the price, the 

spark gap, the safety fuse, and the double scale re- 

movable meter. I got his order the same day, for a 

Hospital Unit type "G" on cart. 7 

The next day I went dorm to the Doctor in charge of the 

Physiotherapy Department and intimated that he was 

rather slow allowing another department to cet a piece. 

of Physiotherapy apparatus before he had it in his om 

department. Luckily for me, he got sore, and did not 

calm dorm, until he had been authorized to purchase a 

duplicate machine. | 

As soon as I had my First maehine in, I gave them all 

the service I could. Every doctor to whom I talked, I 

emphasized “Service," and it certainly has been re- 

sponsible for the majority of my gales since, I made it 

a point to give all the pointers I could to the young 

doctor who yas operating the machine and he has directly 

sold three machines for mé€e 

In the Quartz Lamp field, I feel that every sale which 

is lost to a competitor is due to some fault of mine. 

I was called on the phone by a Dr. L. Lamoureux a short 

time ago, who asked me to give him the pricc of the 

Alpine lamp. I told him that I would call on him in the 

morning and talk it over with him. His first question 

was "Why haven't Hanovia Lamps got reetifying bulbs?" 

That gave mg uy start. I explained that the Hanovia 
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Company were the only ones to manufacture an alternating 

current burner. Our competitors have to rectify the 

current and in doing so, employ four rectifying bulbs. 

These bulbs are supposed to give five hundred hours 

service. A set of them costs about fifty dollars. Sup- 

pose your burner is to last two thousand hours, then he 

will have to buy three new sets of rectifying bulbs. His 

first cost for either a Victor or a Burdick is much more 

than for a Hanovia, and if he adds this $150.00 to his 

first cost, he will see that the expenditure is much 

greater than for one of ours. 

He then came back with what I find to be a stock question 

from doctors who have been interviewed by eompetitors: 

"But a Burdick will produce an erythema quicker than a 

Hanovia".: I quoted him the U. S. Bureau of Standards 

which has issued a réport stating that there is no 

essential difference in the quality of the rays emitted by 

the various Quartz Lamps on the market. That is, instead 

of flatly contradicting the other fellow's statement, I 

allowed them to be equal in therapeutic value and came 

right back at the first cost, asking him why he should 

pay more for a thing which the U. 5. Bureau of Standards 

states is not superior. I then referred him to-a doctor. 

in a Local hospital who is using the three makes of lamps, 

who says that he sees no aifference between the effects 

of the various lamps but that if he was buying again, he 

would buy a Hanovia for two reasons. First, because they 

are cheaper, and second, because there is only one chance 

to five that anything will go wrong with the Hanovia as 

compared with a competitive lamp on account of the fact 

that there are four rectifying bulbs and one burner to 

require service on in place of one burner. I convinced 

him the next day after he had interviewed a competitor. 

This contribution will of necessity be short on account 

of my short experience. I believe that a fellow will 

earn big dividends on keeping after his prospects by 

writing them, calling on them and giving them service at 

all times, as well after as before the sale. 

To sum up, I find that it is easier to sell a Doctor who 

has already seen competitive machines demonstrated 

because he is in a position to recognize our superiori= 

ties, and I find that in every case the facts which have 

made my sales possible have been forcing demonstrations - 

inviting comparisons, giving constant service, and shoot- 

ing the order book at them. | 

Cordially yours, 

Walter W. Murray. 

Montreal, Canada. 
“April 29, 1926. 

é ¥ 
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C.H ROBERTSON 
Mr. A. W. Mathis, 
c/o He Ge Pischer & CoO.<, - 

Chiearo, Lil. 

Dear Sir: 

This is offered in response to your valued request of | 
April 20th. Your idea is an excellent one and should be 
of great value to the boys. 

Ina city the size of Cleveland or in any city or com- 
munity where the majority of the professional men get 
together regularly once a week to discuss various angles | 

of their practice, you will find the "rank and file” are | | 
influenced by the opinions of a comparatively few ring | 

| leaders. Their influence is felt largely because they | 
J dominate on hospital staffs and committees and therefore iy 
| are well worth cultivating; they are earnest workers and 
: | usually very conscientious. However, as they are very Nil 
q | sf Biisy, it te cirttonit to a them to try new methods of | 

cl treatment. 

{ With this fact in mind, I arranged an appaintnent with 
one of the busiest and most dominating men in the local 
medical council. Going to him, I made a short statement 
regarding the principles of diathermy, told him his own i] 
knowledge of pathology would indicate the field for the | | 

| 

use of it; simple practical instructions to his tech- 
~nician would enable her to give the treatments, that he | 
would not have to take any man's word for he could prove Hi 
it out in his own office, without loss of time or expense | 
to. him, and asked him when I could bring in the outfit. 

| 

He said it was all quackery and he did not want to waste 
his time on it but if I wanted to bring it in and show 

q what could be done, assume all the expense and responsi- 
q ! bility, to go ahead, show the technician and he would | 
! i see that we got the cases. | | | 

7 , A "G" was installed, the nurse coached and we began to | 
7 treat cases. In tractable pains, stiff joints, aching |] 

Prostates, Lumbago all yielded beautifully, until i 
{ finally the doctor's cupidity got the best of him and he ] 
1 asked "how much discount for cash?" | | 

| q I learned eter that during the first day or two that 
| the "G" was in his office, he had laughingly remarked to 1 
q some of his colleagues that he had a "Quack" in his | 

office and that he was having a good laugh at my expense. eee |||||| 
However, since then he has "discovered" many new and | 
wonderful ways of using diathermy, and considers himself 
quite a "Columbus". He has been of considerable 
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while. 

Practically all of 

readily admit that 
be good." 

Moral: . "Get 

Clevelend, Ohio. 
4/29/26 

value to me since, and his conversion was well vorth 

the local council members will. 

if 8.------- is satisficd "it must 

the tough birds first.* 

Yours truly, 

C. H. Robertson. 
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Dear Mr. Mathis: 

ing selling technique sooner. I am afraid I am unable 
to give you much that is original or definite in the 
line of technique that sclls machines. | 

I am very sorry I have not ansvered your letter regard- 
| 

| 

The only policy that I do adhcre to that is productive | 
of sales for mc is making every cffort to-sce phsio- 
therapy from the doctor's viewpoint. I talk pnysio- : 

therapy and Fischer service and all that service means 
to me to a doctor with the end in view that such an | | 
installation will mean money, prestige, and increased | ! 
practice to him. In talking a particular technique : 
to him, I try to picture the financial benefits he will | 

enjoy in his practice by using such a technique... I find | 

; that the average man is not so much intcrestcd in the | 

g _ finer points of physiotherapy as he is in what they 
will mean rhen applicd to his practice. 

I realize that this is more or less obvious to any ) 
salesman, but personally I find it mighty easy to sell | 
aman for the sake of the sale and the commission / 
involved, but to really sell a machine and make it stay | 

a gold, I have to work from the other side of the fence | 
' as it were. | | . : 

| 

| 

‘When I started selling I was more or less at a loss for 
vords after a few minutes of demonstration, so I made it 
a point when I reached such a stage to talk the finan~ 
cial bencfits enjoyed from diathermy. I found that the 
big percentage of my men were vitally interested in that 
angle of the demonstration so I have felt justificd in | 
making this point a big feature in my gales talk. | 

I am very sorry I am unable to give you something that 
will be of more use to you in your exchange of ideas. 
I am looking forward to reading the technique of some 
of the other men who have approached the subject ~ | 
from a more scientific vierpoint. 

Cordially yours, | 

Lansing, Mich. 
5/1/86 

R. M. Hervey | 

| 

| 

: 
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C. MCB. MITCHELL 

Mr. A. W. Mathis, 
Director of Sales, 
H. G. Fischer & Co. 

Dear Mr. Mathis: 

Being a very new salesman with the H. G. Fischer & COs 5 i 

am afraid at this time I cannot contribute very much of 

a sales talk and lay very much stress on any one 

technique. plus , 

In one instance where I accomplished the placing of our 

"ro" Diathermy in the Mercy Hospital, at Devils Lake, ~ 

North Dakota, I talked 4 great deal on the treatment of 

Pneumonia, and also Arthritis, explaining how simple it 

was in the placing of the electrodes and the ease of 

giving the treatment, what a marked relief it was to the 

patient, and that they invariably inquired for the 

treatment again. It was hard to get this hospital 

interested at first, and really the Mother gave me a very 

short hearing on my first call; but [I returned and had in 

the meantime one of the doctors in town who has by the 

way a cabinet type of another machine, see the Mother and 

talk the Fischer machine to her. He did. The’ conse- | 

quences were that I placed the machine and an Alpine Sun 

Lamp, and they are very well pleased. 

I have talked the efficiency and dependability of our 
equipment and the Kolischer Spark Gap. 7 

Now, as I have stated before, I have only sold a few 

machines, and am very sorry that I cannot contribute 

more, so will have to be this time like a sack of 

cornmeal in a corner with water around it, it soaks up. 

J am anxious to do the same in receiving the technique — 

of the more experienced Fischer salesmen. 

Yours very LrULY > 

C. McBe Mitchell. 

Devils Lake, N. Dak. 
April 26, 1926. | 
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Mr. A. W. Mathis, 
Chacago, itiis 

Dear Mathis: 

Your form letter, dated April 26, with reference to 

"actual facts and methods which have produced sales", 

reached me too late in order to have my reply in your 

hands by May 3rd. x | ae | 

What I have done and am doing can be said in a very few 

words. tI find that over ninety percent of my sales are 

the result of the actual demonstration of the machines. 

As soon as I obtain the doctor's interest and attention, 

I ask his permission to leave the machine with him (if 

it is a portable) for a few days until he can get to- 

gether a few patients for the purpose of a demonstration. 

I then make an appointment with him for a demonstration. 

After the demonstration has been made I try to get a 

settlement from him right away. Tf I am not. successful 

in obtaining immediate settlement, I leave the machine 

with the doctor and tell him I will see him again in a 

few days or on my next trip. If he permits me to leave 

the machine I am reasonably sure of getting a settlement 

out of hime | a 3 | 

IT have lost four sales during the past year because of 

the doctors changing their minds almost immediately after 

I have left with their “deposit” checks, and they stopping 

payment on their checks for some reason oP other. Since 

then I invariably ask them to give me Chicago exchange 

for the first payment as it is not such an easy matter 

for them to stop payment on Cashier's checks. I am not 

now, and for the past eight or nine months have not tried 

to sell Hanovia equipment on account of the despicable 

methods of the Hanovia representative in this territory — 

and for this reason am devoting my entire time to i 

Diathermy equipment. 

I also find that I have to make at least five or six 

calls on a doctor (the average doctor) before I can , 

sufficiently interest him to consent to a demonstration, 

and I am of the opinion that the actual demonstration 

of the machine "makes it 96 percent sold. Further, I 

find that down here in the south it is impossible to 

get by with so-called barn-storming methods and that 

the doctor must be handled very ethicallye 

Cordially yours, 

New Orleans, L&e- 

May 3, 1926. 
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Personally, I believe the first thing to do in the 
successful sales of any.line is to get the buyer's con- 
fidence. I seldom expect a sale on my first interview, 
but do try to gain the confidence of the physician and 
later sell him. With the idea just outlined I will 
relate just how I got an order in competition with 
another salesman representing for several years his house 
in this same territory and he is considered what we 

ugually call a "Cracker-jack". | | 

I called to see a physician and told him I had dropped » 

in not to sell him but to explain Diathermy to him, and 

its usage. Well, I got his undivided attention, and 
was able to talk as long as I cared to. Consequently, 

I could get such points as I considered most important 

to stick and at the same time got such information as 

to about when he would be in line for a machine. 

How did I get his confidence? I did it by not trying to 

sell at that time. I did not see this man for some time 

Later, and by the time I saw him I guess there had been 

tipped off a dozen competitive salesmen. So Il got on the 

train, grip in hand, and started out so as to reach my. 

destination as early as possible next morning. Well, 

you can imagine my feelings when I walked in to find this 
buyer engrossed in conversation with the "Cracker- jack" 
salesman from a competitive house. I met the two, | 

exchanged a few words, and told this salesman I would 

stand back as he had gotten there first. So I left, 

feeling my sale at that point was weil in the balance, 

and under the conditions that other fellow had a little 

the best advantage. Now this salesman stayed in that 

office from eight-thirty AM. until twelve-thirty P.M., 

but he did not.get the order. I returned at one-thirty 

P.M. and asked, "Weil, did you buy a machine?" He said, 

"No, we did not buy from the other salesman, we are 
going to buy from you", | | : , 

Wells 1 began to analyze the facts and I came to the 

conclusion that the only reason for selling that machine 

wag his confidence in what I had told him on my first 

er gs eo 

A. Be WALLACE. 

Birmingham, Ala. 
May 1, 1926. 
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Mr. A. W. Mathis, 
Mgr., Retail Sales, 
H. G. Fischer & Co., 
Chicago, Ill. 

Dear Mr. Mathis: 

‘Yours of the 20th inst. reached me here this A.M. and 
I am very glad to offer my little bit in explanation of 
sales made and how. 3 

The greatest thing about Diathermy is the fact that on 
two of the most obstinate cases in general practice - 
Prostatitis and Endocervicitis - it works! This is not 
simply a theory, because the ability to place the heat 
on the affected part to a degree that is positively 
known and to maintain that heat for a length of time 
sufficient to give attenuation or death to the germs of 
infection, opens a way of treatment for the chronic wha 
has come to be a disagreeable factor in every practice - 
nothing to be done for the old chronic prostate but 
surgery which is often not advisable on account of age 
and in the vaginal cases the extremes to which surgery 
has gone in using the cautery should make any Physician 
who is trying to give value received stop and think, 
before refusing to take on equipment that gives modality. 

/We have seen in our time in sales work in the field - 
@ man waiting on the door step of a doctor whom he had 
cussed out for being a hold-up man, when told that he | 
could have treatments at $3.00 each or $100.00 for the 
case ~ not waiting to cuss him some more, but waiting 
to say that for the first time in seven years he had 
slept for more than two consecutive hours in peace and 
that he was ready to come and be taken care of, if the 
doctor would forgive his burst of profanity the pro- 
ceeding day. But most interesting of all to us was 
the fact that he had a check for £100.00 in his pocket 
and that it was Good! 

Others to whom we have talked have been patients treated 
as long as three years ago and who téll tales of help 
through diathermy that they had searched for for years 
without avail, — 

Gases of Endocervicitis that have been resisting medicine 
obstinately apparently turn and disappear. 

When we consider the other possibilities of the © | 
physiological results of the use of heat in deep seated 
conditions the field widens to a point where it is 
limited only by the user's knowledge of his pathology. 
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R. Bo SHITE 
.No man who will consider diathorny in its proper . place 
i.¢c., a very important adjunct to his practice, can 
fail to make it produce results that are, to say the 
least, very satisfactory both to the paticnt and the 
practitioner. 

I venture to say that in my Limited number of sales 
the majority, possibly 75 percent, have becn dwelling 
on these two conditions. Then when the results are - 
good —~ as they are nearly always ~ when poor pathology 
has been at fault, the doctor who has not been over— 
sold gradually expands his field until in many cases 
he is using equipment of which he was decidedly 
skeptical on first contact. 

Perhaps the reason this angle of mine sells the stuff 
is that I have pergonally followed over a period of 
over three years, two cases of fibrosis of the prostate 
who had been condemned to early death as they had re= 
fused surgery. They arc both still on the job — both 
in good shape and still going Strong. 

Sincerely yours, 

R. B. SMITH. 

Seattle, Wash. 
April 28, 19266 
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Doctor Smith, Anderson is my name, representing H.G. 
Fischer end Company, Diathermy, Sinusoidal and Ultra- 

Violct Ray apparatus. | 

Assuming you have read various articles on treating with 

the Diathermy Current, I might say Diathermy moans heating 

through and through by means of a rapidly oscillating 

cloctrical current producing a local elevation of the 

temperature in tho tissues, and with this current you 

can scdate, you can stimulate, or you can destroy tis~ 

SUCE » | 

Stimulative Diathermy for fractures or breaks. Sedative 

Diathermy for relieving pain or reducing inflamation. 

Destructive Diathermy ("also knomm as Zlectro-coagulation) 

for renoval of Hemorrhoids, stumps of tonsils, and is used 

only where the field is accessible and visible. 

No doubt, Doctor, at some time or other, you have. . 

wished for some form of physiotherapy cquipuent to use > 

right here in your office. Take, for instance, a stubborn 
case of High Blood Pressure. You give a treatment knomm — 

as Auto-Condensation, the patient reclining on a 
leatherctte cushion attached to the machine by means of 

a flexible, well-insulated, rubber cord, and a piece of 

gtcel tubing resting in the hands which is also attached 
to the machine. Turn on the current, gradually | 
stopping it up until the meter on the machine Feads 500 
milliamperes. What is the result? A slight drop of 

the blood pressure, assisting the pores to unload the 

toxins, dilating the arteries, producing a more freely 

flowing arterial Hyperemia. And a good suggestion to | 
your patient, Doctor, is to advise them to drink plenty. 
of water durinz the course of treatments. This helps 
a and they should try to keep bowels moving 

Nov; let us assume the patient complains of 
dizziness. That's a sign the patient was getting too 
strong a current and that's why we have the meter for 
you as a guide. For instance, I called on a doctor the 
other day and he invited me to come in and watch hin 

give an auto~condensation treatment. The meter was 
registering 1000 milliamperes, and you know when the 
treatacnt was finished the patient sat up and said, 
"Funny thing, Doctor, I sec two of you." So you see, 
Doctor, the machine is potential. eae 

Just the other day I met a Doctor from Kalanazoo, 
Mich. more than pleased with his apparatus. I remember 

now he was telling me he cured a number of cases of 
chronic Bronchitis. That's what he said ~ "cured", 

By the way, he has a Diathermy outfit, a Sun Lamp, 
and Sinusoidal equipment. : 
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The euoat ment for Bronchitis, Doctor. Take a large piece 

of block tin and place under the patient's back, and a 
piece of 4x7 on the front. It may take two or three 
treatments; possibly six or eight. At any rate, you 
will surprise yourself. And just think what a walking 
advertisement this patient will be for you! Naturally 
his friends are going to ask how he is, etc., etc., and 
he, of course, is going to tell them how Dr. Smith fixed 
him up - Yes sir, Doctore 

I presume we are all alike, we are all anxious to go 
ahead and keep on increasing our income and what's the 
result? You know, our families are more comfortable, 
happier, and so on. | 

Doctor, as you go along using Diathermy apparatus in 
‘your practice you will feel like so many men. I know 
'it's a valuable adjunct", and if it were the last 
machine you couldn't buy it at any price. Some men say, 
"Mr. Anderson, I am and always have been a little slow 

to take up these things, but if you are willing to show 
me how to use this apparatus, I believe I shall ask you 
to send one up. If such men as Crile or Mayo Brothers 
and different men I have read about use them, I. stl 

minded enough to try it, too" 

Doctor, T am going to send you a machine, instruct you 

in its use, and if there is anything you are not sure of, 

remember, I am always ready to serve you and perhaps you. 

would remember me with the name of prospective friends 

or.some friendly competitor. © ) 

Our obligation starts when we do business with you. For 

instance here -~ here's a magazine sent to you every 

month; here's an article by Dr. Blank, how he treated an 
old chronic Gonorrheal prostate; also one by Dr. --- 
Coagulation:.of Hemorrhoids, and the Technique. 

I shall see you then, let's see, this is Monday - see 

you Friday. Or is Monday a better day? All right, 

Doctor, goodbye. 

Je Ae Andersons 

Citeazo,- til. 
April 50, 1926. 
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Mr. Ae W. Mathis, Mgr., 

H. G. Fischer & ©O., 

Chicago, Tides 

Dear Mr. Mathis: 

Answering your letter of April 20th, concerning the 

volume "ACTUAL FACTS AND WETHOLS WHICH HAVE PRODUCED 

SALES". IT am heartily in favor with this idea as I am 

sure it will prove of tremendous value to us all. 

phere are a number of techniques which I use in selling 

machines as I find that no one technique will sell all 

doctors. I use the technique which IT think best fits 

the practice of the man I am trying to seli. IF -I am 

calling on a surgeon I use Surgical Diathermy in 

carcinoma and in other foreign growths, also; post- 

operative condition. If »f am calling on an eye, ear, 

nose and throat man, I give technique within that range. 

mo a "GU" man I give "GU" technique, etc. | 

However, as you probably know, T have two pet techniques 

to which I attribute a great majority of my Diathermy 

sales. Namely, tonsil ang hemorrhoidal coagulation. Ea 

fina that these especially go over big with the general 

practitioner who is referring most of his surgery to a 

-gurgeon. These men most all heve ambitions to do surgery 

and the simplicity of coagulation offers a way for them 

to realize this ambition; also, the fees that this class 

of doctor receives, mostly outside of obstetrical cases, 

range from $2 00 to @5.,00 while a charge of $35.00 to 

#100.00 fees can be mage for a tonsil or hemorrhoidal 

operation. This does not displease him in the leaste 

TI present the technique to my prospective customers in 

the following manner: +2 

"pr, Blank, you have no doubt neard of the success Dr. + 

Elmer, of Chicago, is having with the coagulation of 

diseased tonsils with Surgical Diathermy. This Doctor 

has successfully handlea over one thousand pair of 

tonsils by coagulation and the end results are fine.” 

The technique is very simple and the cases can be 

handled right in your own officee It is done under a 

local anesthetic and the patient feels absolutely no 

pain, also, they are not incapaciated and can continue 

right at their work without any loss of time. This is 

naturally a big saving to your patient and you will get 

a number of cases that you would otherwise not get as 

they cannot afford to lose time from their work. They 

also save the expense of a hospital bille , 3 



#51. 

For an anesthetic $ of 1% butyn or 2% novocain is used. 

It is best generally to swab the throat and tongue with 

a 10% solution of cocain to reduce the gagging, then 

inject the tonsil at three points, once in the upper pole 

behind the tonsil, once in the Lower pole and once in the 

center, being careful to go in behind the anterior pillar 

and not through it as this prevents some swelling. 

After both tonsils have been thoroughly deadened we place 

a metal electrode, about 6" x 8", on the patients back 

putting a pillow on the back of the chair so the patient 

can lean back against it. to hold the electrode snugly 

against the back. This is the sndifferent electrode, 

We use a special needle, which is furnished with the 

machine, as the active electrode. — 

To determine the depth to which you wish to coagulate, eae 

-you will retract the anterior pillar you can generally 

determine the approximate thickness of the tonsil. We 

then bend the needle at about a 40 degree angle at a 

distance from the point of a little less than the thick- 

ness of the tonsil. i “ | 

After our machine is sét up for Surgical Diathermy and 

the foot switch is connected so that we may operate the 

machine with our foot, we proceed to insert the needle 

in the tonsil and step on the foot switch to turn the - 

current on. As soon as the tonsil turns white around 

the needle, which is generally about five seconds, we 

let our foot up off of the foot switch which turns off 

the machine then the needle $s taken out and inserted in 

another place in the tonsil and the machine again turned 

on. We continue this process until the entire tonsil is 

white, thén repeat the technique in the other tonsil and 

the operation is completed. It generally takes from five 

to seven insertions of the needle in each tonsil to turn 

them white. The entire operation can easily be done in 

from fifteen to twenty minutes. | 

The patient should gargle anila sofiution of Epsom Salts 

four or five times a day to relieve the soreness and keep 

the throat clean. With this technique there is no danger 

of an infection of the throat or of a bleeder like there 

would be if a ‘knife were useGe : 

The treatment of hemorrhoids is equally as simple as that 

of tonsils. They can.also pe handled in your office 

under a local anesthetic and with very little pain to 

the patient. 
| 
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The same solution is used for injection as that employed 

in tonsils. The patient should be laid on their Lert 

side with the left leg extended and the right leg in 

the knec chest position. Two strips of two inch ad~ 

hesive tape about cight inches long is placcd on each 

side of the buttock to hold the cheeks apart and better — 

expose the working ground. 

The subcutaneous. tissue is first injected then a 

long needle is employed and the sphincter is injected 

entircly around the anus, same is then dilated. This 

dilation can be done with dilating cones that can be 

used on this machine. After this the nemorrhoid will 

be well exposed. Then inject a little behind eacn | 

individual hemorrhoid. We next place a 6t x 8" electrode 

underneath the patient vhich, as in our tonsil tech- 

nigue, acts as an indifferent electrode. We single out 

one hemerrhoid and clamp off same with a very light . 

hemostat or forceps, taking carc to use one that does 

not pinch the mucus-membrane. We next insert into the 

pile the operating needle, which is furnished with the 

Outfit, parallel with the henostat and about 1/8" above 

same, then by stepping on the foot switch we turn on 

the current and leave it on until the pile turns a 

erecnish-yellow, but not until it turns white.In this 

way we destroy the vein but do not destroy the mucus- 

membrane, therefore, we get an absorption of the vein 

‘instead of a sluff of the mucus-membranc. This cuts the 

soreness to a minimum and eliminates after pain. Bach 

pile is treated. individually in this manner, all being 

done at one setting. : 

After the operation a 2% opiate rectal suppository 

is inserted, This is merely a safeguatd. Three or 

four of these suppositories should be given the paticnt 

so that thoy can insert one in case they experience 

any uncomfortable feeling in that arca for trenty=- 

four or thirty-six hours after the operation. 

In mést all cases the paticnt can go back to work the 

day following the operation and they can always 

valk out of your office and go home without any > 

assistance. | 

Doctors doing this class of work are charging fron 

850.00 to $100.00 for the operation and are puild-. 

ing a big practice on these cases as it is 100% 
more satisfactory to the paticnt than cutting. The 

satisfaction you will derive from being able to 

take care of these cases in a manner so satisfactory 
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to your patients will more than repay you for the expense 

of the machine, not considering the amount it will 

increase your income by being able to take care of these 

cases right in your own office." 

if you wish to smooth out the above technique in any way 

you have my permission to do so. I hope you will find 

the above technique of interest. | et 

Cordially yours, 

M. C. HUNT. 

Detroit, Michigan 

. fprid 26, 19266 © 
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The treatment of acute gonorrhea and its complications 

in. the male with diathermy is a very interesting sub- 

ject to about seventy-five percent of the general 

practitioners, and when Tt find a doctor at the outset 

the least bit interested in the subject I lay stress 

on the following technique and sales talke 

None will disagree with you when you mention the fact 

that Dr. Geo. We. Funck of Chicago, who has practiced 

medicine for the past twenty-seven years, gays that 

the same medicines available in those times are available 

today and also used, with a few changes in their trade 

names, and the only step forward in the treatment of 

acute gonorrhea has been with diathermy, the medicinal 

therapy results ranging from three weeks to four months, 

where in diathermy resuits are received in from three to 

ten treatments. | | | 

At this time in my sales talk I make sure that the doctor 

is familiar with the Fundamental principles of diathermy 

which makes your explanation of the technique very simple. 

My next step is to show a few papers by Drs. Funck, Corbus 

and O'Connor with reference to clinical findings as to the 

amount of heat necessary to destroy the Ge C. germs, which 

4g 104°F in thirty minutes and between 108° and 110°F. 

instantly. ) | 

In a patient presenting himself during the first seventy- 

two hours of an acute infection the following method is 

employed. | | | 

The patient sitting on the indifferent electrode about 

ten by twelve inches. No soap is necessarye The active 

electrode being an ordinary drinking glass with a piece of. 

- block tin two inches wide and the depth of the glass and 

across the bottom. About an inch of the block tin is 

outeide of the glass fastened with a rubber band and 

where connection is made. The glass is filled with water 

and salt added making a saline solution and then the penus 

is immersed just a trifle past the meatus. If you are 

demonstrating a type G machine care should be taken as to 

the settirig of the rheostat, which is on button five and 

the three spark gaps closed very tight. The low voltage 

tap is used and then only one point of the spark gap 

turned very little which insures practically no sparking 

in the glass if perchance the penus should come out of 

the water. A patient with exceptionally long hair sur- 

rounding the penus may complain of a pricking sensation 

and in that event place a towel against the hair and slip 

the ends underneath the thighs. The tolerance of the 

patient will range between 250 and 350 M. and s 2 Sh 
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treatments should be given in thirty minute periods as 

holding the glass for over that period is usually very 

tiresome to patient. 

Here your talking points are that the doctor may give 

two or three treatments a day for quicker results, he 

naturally being compensated sufficiently and especially 

if his patient is a married man and must get a quick | 

result. In demonstrating the senior machines the 

rheostat setting is on point nine or ten and spark gap 

entirely closed using the master control open: just a 

trifle, Here I show the doctor where the patient after 

his first treatment regulates his own tolerance and 

practically takes care of his own treatment and he may 

. interview other patients without the loss of but a few 

moments, the time it takes in getting his patient set in 

position. — | | 

In gonorrheal complications, such as sub-acute and 

chronic, I’ demonstrate the use of the Corbus Thermophore, 

Electrode, and in prostatic or seminal vesicul involvé=g 

ments, the prostatic electrode. A specific in gonorrhea 

epididymitis. , | , 

In conclusion along these lines I find it a very good 

point to impound the personal service I will: render him 

after he has our outfit and not expect the doctor to work 

out his own destiny as is the case with most of our. 

‘competitors. If the question arises as to his being able 

to procure some similar equipment through other channels 

I lay stress to the fact that the outfit would be 

practically worthless to him inasmuch as he would receive 

no demonstration or services 3 

H. H. HOLZER, 

Chicago, Llis- 
April 30, 1926. 
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Doctor, I represent the H. G. Fischer Coe, manufacturers 

of physiotherapy equipment. I have cabled upon you, 

Doctor, in answer to your request for literature, hoping 

that I may be of assistance to yous. I hope that you have 

found the literature interesting. 

Of course, Doctor, you appreciate the value of heat as a 

modality. Heat is nothing that is new to your profession, 

because you have used different forms of TG in your 

practice. If heat that 4s merely superficial is of | 

benefit, what can be done with a form of heat that can be 

induced into the tissues themselves, heat that can be | 

regulated, and always under controle 

Diathermy, Doctor, means internal heat, internal heat 

dnduced into the tissues themselves. You can place this 

heat to the affected part and your patient receives no 

burning or blistering; all that he feels is @ nice. 

comfortable heat. © ee, ~ 

Now, Doctor, let me $llustrate the use of Diathermy in a 

disease that you meet with in your general practice. We 

will say that your patient has Arthritis in the joint of 

the knee. Now you know that heat can be usedthers. 

Superficial heat would help but if you can induce the 

hdéat to the very tissues themselves, would not it be 

petter?. You can do it with diathermy, Doctor. 

Here's the effect that internal heat has caused in the 
affected part: This heat causes a marked increase cf . 

 plood circulation through the part with an increase of 

nourishment and tone. Tnereased blood circulation, 

4nereased temperature by virtue of its increased chemical | 

activity and increased absorptive powers, cause a marked 

absorption of the deposits in the 4oint. This condition 

to a lesser degree persists for a few hours following the 

treatment, so what is virtually caused is an increased 

temperature, inereased absorption of foreign matter for 

"a period of two or more hours per treatment... The beauty — 

of the whole thing is that your patient begins to feel 

pelief even after his first treatment and is anxious to 

come back for moré« © eo ea mur 

He is bound to téll his friends, which means good 
advertising for youe _ er e 

Your treatments that you give are all here. in 
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your office, the place that you like to work best. You 

are able to hold your patient and to diagnose your case 

more thoroughly. Because diathermy relieves pain, your. 

patient is willing to stay with you and this allows you 

to get results. : | 

Here, Doctor, are two types of Diathermy apparatus, both 

are excellent machines arid it is a matter of choice of 

which one you will select. As your office is small, I 

would advise you to buy the portable typGe 

ROY B. MURRAY. 

Attleboro, Masse 
May 5, 1926. 
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Dear Mr. Mathis: 

T include two forms of calls I make. However, 

tT will say that I never have @ certain formula. 

I size each man the way I find him. I always 

classify my mens will say classify them in 

four classes. 

#41. The Busy Practitioner. This 4a the oest man 

to get. As a Tule he buys for cash, and buys 

several modalitics. 
| 

#2, The Older Doctor, who would like to build 

up an Office Practice. This is a good man to go 

after. 
: : 

#3. The Four Flusher. Will tell you he only 

docs Surgery, and has no time for different wore 

I might see hin again in six months. . 

#4, The Young Doctor. Just starting: as @ rule | 

he has no moncy, s° don't vaste too much time. 

Case #1. Too busy Doctors. 

Doctor: I am glad to meetyou. I have peen trying 

for several months to see you, but on several calls 

I found too many Patients ahead of me. 

~ 

puuDETE STEEN 
enamel 

tHoctor." What can I do for you, and what is on 

your mind. Take a seat please $ : 

a 
emeenma 

Dr. My name is T. from the H. G Fischer Company. 

A friend of yours, Dr. &., tells me that you vould 

be interested in Electro Physiotherapy especially 

in Diathermy. I solid to Dr. §. the Outfit, and 

the Doctor is doing well. He finds it a great 

help in his practice. 

amm
a” 

“poctor." Yes, I know Dr. S. We are clasenatcs, but 
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I never told him that I wanted to buy anything. 

T don't know much about Electro Physiotherapy. I 

think there is a field for it, but I haven't the 

time - it takes too much time! 

we ies «=m 82 == TT 

Dr. I agree with you. I notice that you are very 

busy. What you need is an Assistant or a good Nurse. 

You have plenty room. Why not install a Diathermy and 

a Quartz Lamp. Doctor, I have sold to several very 

busy Doctors; the busy man has more use for our | 

modalities than the men who are waiting for patients. 

I have taught many nurses the use of our equipment. 

Doctor you need Diathermy every day, also you could 

use the Ultra-Violet Rays every day. You know 

Diathermy gives you the heat where you want it; 

all the heat your patient can stand in comfort is at 

your command by simply moving the lever on the 

Rheostat. 1 think you have several cases right now 

where medicine is of little value, and where Diathermy 

or the Actinic Rays would do much good. Remember 

~4f your patient is given Electro Treatment he must 

call three to four times per week, and in some cases 

every day if possible. Figure yourself what this 

means. JI know you are making moncy, but you could 

easily double your office earnings, and at the same 

time do more good to your patients. Heat will | 

eliminate pain and increase blood supply. There is 

absolutely no danger to the patient, and if correctly 

applied no harm can be done. Therefore, all Medical 

Diathermy can successfully be applied by your 

Assistant. | | 

Then there ig Surgical Diabhermy, which of course 

you will do yourself. <A number of Doctors are CoO= 

agculating tonsils and hemorrhoids, moles, warts and 

tumors. This is all done at your office under local 

anesthetic. It is not painful to the patient, and no 

danger of a hemorrhage. Diathermy has taken the 

field of the cautery in removing certain growths of 

the body. When you coagulate you connect your 

patient with one electrode. The other electrode needle 

you hold in your hand, and you control the machine 

by the use of the foot switch. By regulating your 

Spark Gap you regulate your current; mild or strong, 

and a little practice soon will teach you the rignt 

amount of current you want. In a short time you 

will have developed your own technic. You start and 

stop by the use of the foot switch. There is no , 

hurry, and in the case of coagulating tonsils, if 

you should find that there is yet some to be removed, 

you can do so later. | 7 
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Surgical Diathermy pays well, and many patients will like 

-this method better - besides, st% saves them the Hospital 

expense. Your assistant soon will be in a position to 

make money for you by giving the Medical Diathermy. 

Autocondensation Treatment and Light Treatment: these 

will give you more time for your work. | 

Doctor, we give a 5% cash discount, or sell if you want 

one One-third down after snstallation, and balance in 

10 notes. 

~~ no ce wreiwe wo
e 

#2, Call on Doctor of middle agée 

Dear Doctor. My name $3 Toennig from the H. Ge’ Fischer 

Company. You no doubt have received some of our circu- 

lars regarding Diathermy and other Physiotherapeutic 

Equipments e 

"Doctor." Yes, I have received several booklets and 

circulars from different firms that are about all the 

game, but I don't know anything about Electric treatment. 

-T know some Doctors are using it. I think I am too old 

to learn a new method. "What is Diathermy anyway?" 

Doctor, Diathermy is the most modern and pest Modality 

furnished through the High Frequency Current. You can 

use it with absolute safety. You can jearn to use it in 

a few hours, and by using it you can build up considerably 

your office practice and increase your income. - BY ai 

installing Electro Therapy you are going into a new fielc © 

of Medicine, and you will be surprised how your patients 

adapt themselves to this treatment. They certainly will 

like it better than only medicine. in the first place, 

your patients feel and notice that you are doing something 

for them; they are feeling in many cases instant relief, 

especially where there is pain, because Diathermy is 

nothing but heat Furnished by the high frequency current e 

What heat will do I don't need to tell youe You know it 

sncreases the blood supply. Tf you. apply 2 Metal 

Electrode below the knee, and a second Metal Electrode 

above the knee on opposite side of leg, by turning on 

the current you will get the most heat in the knee joint. 

This applies to all treatment with Diathermy; by using two 

Metal Electrodes one will be positive, the other negatives 

Medical Diathermy is used in cases like Pneumonia, 
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Lumbago, Pleurisy and Inflammation - in fact in all cases 

where there is pain, because the heat will give relief, | 

Remember, you always have this heat under your control on 

any part of the body. BY moving a Rheostat. you increase 

or decrease the heat. As a rule we give the patient all 

the heat he can stand in comfort. Diathermy is a great 

help in G. U. cases, and if properly applied it will 

reduce the time of treatment to about one-third of the 

older method, and by doing this you certainly make a 

friend of your patient. Im cases of Gonorrhea you must 

use injection, In fact in all cases I want you to follow 

your regular technique: use medicine wherever it is 

needed. Diathermy alone don't cure - it is only your 

assistant. Doctor, many larger Industrial Insurance 

Companies insist on the use of Diathermy and other Electr: 

Modalities in their contract. The day of plain prescrip~ 

tion is nearly gone, the patients flocking to the 

Chiropractors, Osteopaths and Naprapaths, and other 

healers. Now if you install some Electro Modalities you 

will get many of this class of patients which at. present 

‘support such healers, and I assure you that you will 

never be without some Apparatus after you have once 

started. There is no better snvestment for any Physician 

today than the installment of Electro: Physiotherapy. It 

is the only investment you can controle 

1. It increases business. 

2, It delivers the goods. 

%3. {It increases your incomee 

After you are acquainted better with your Apparatus you Bax 

start Surgical Diathermy, ana then you are making money. 

By Coagulation of tonsils, hemorrhoids, moles, warts, 

tumors, all this you do at your office. The technique 

of coagulation is very simple: I can show you the method 

of several very successful good men. By doing this 

operation at your office, you are saving your patient 

some money, and make some for yourself. | 

What you say, Doctor? When can iL send you one? 

FRED TOENNIG. 

Chicago, Tlle 



#62 

F.G. TRAUITMAN 

1. Whenever I arrive at a town or city, I get a telephone 

book or City Directory (if possible)" to make an : 

alphabetical list of the names of all physicians, 

given as follows: 

L. Full name 

2. Full address (As to office and residence) 

3. Telephone number | | | 

2. Next I find somebody (usually a druggist) who is 

willing to help me go over the list of names for the 

following: a | 

1. Specialty of physician. | | 

2. Prominence of the physician among the PUD LLC. 

3. Stand of the physician among his professional 

comrades. Paks : 

4. If he ig conservative or more modern in his 

professional thinking. | 

5. His financial standing (Often I get this informa- 

tion from the bank). 

With this knowledge I go from office to office (I take 

no hand bag with me to give the impression that I am a 

salesman, because if I appear as a salesman IT have a hell 

of a time getting admittance). Often the Doctor has an 

office girl. She takes the names of the patients as they 

come in, hence I am a patient. In case Doctor has no 

office girl, he usually opens the door, and asks? "Who 

is the next?" As a golden rule, I am watching my turn. 

Whenever I am admitted, Il make this apology: “Pardon me, 

Doctor, I am a representative of the He G. Fischer 

Company (handing him my card). I know, Doctor, your 

time is valuable, and I don't want to take the time of 

your patients, so I am asking for a convenient hour and 

the privilege of coming again to discuss the unlimited 

possibilities of a diathermy machine in the medical 

profession. It is understood, Doctor, that you are 

under no obligation. I am promising not to ask you to 

buy Diathermy equipment. It will take me about ten 

minutes to tell you what you can do with a diathermy 

machine and 15 minutes for what you can't do". 

Nine times out of ten my good Doctor laughs about my 

statement and says: "Alright, Fischer, if you keep 

your promise not to ask me to buy one of these 'quacker 

machines', I am willing to give you a chance at 5 o'clock 

P.M. Will that suit you?" At this point |] am turning 

towards the door; before I leave, I take the chance of 

giving thanks for his thoughtfulness. 
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Tho next day I cppear with my hand bag, and just as 

soon as I am admitted I begin in this manner. IMlate 

doctor is usually sitting jn his chair while I am 

stancing, looking hin straight between his cye-brows 

until he drops his head. I do this because the doctor 

as a rule gazes at me with a somevhat sarcastic look, 

as though he is telling me I am a fool. By looking 

straight between his eyebrows, I ar converting his 

negative vicvws into positive, and he is ready to 

listen to what I have to sa . Nine times out of ten 

the Doctor will not interrupt me but he is taking 

in all I tell him. dust as soon ae he drops his head, 

I continue: "Dr., no doubt you are eading the A.M.A. 

Journal ang you notice over and over articles dealing. 

with Giathermy. By diathermy we mean the latest 

development and the only method know by which we are 

able to generate heat within the tissues of the human 

body, and within any plpiological limits. The heat 

is produced by the resistance of the tissues To tne 

passage of a very highly oscillating current. The © 

heat may be gauged and regulated within any degree. 

Therefore, you are able to administer heat in 

definite dosage, ctc., cto." 

After T have told him what he can do and wnat he 

can't do with a diathermy machinc, tT conclude with 

these remarks: 'Now, Dr., we don't claim to have a . 

panacea, but we do claim that 85% of all your paticnts 

arc amenable for diathermy, ené again we do clain that 

a diathermy machine is an indispensable arnancntarium 

in the modern medical profession. Te don't ask you 

to invest money in & H.G.Fiscner diathermical 

equipment, bocausc the equipment will pay for atecit 

within six nonths. If you only give one treatment per day v 

in six months, you will have 2432.00, and in case you 

count 50% of this amount as charity the machine is 

still paying for itself. Dr. you will not only give 

one treatment per dey, but within 30 days you will give 

4 to 5 treatments. Profit is gained by increased 

business following as a natural result of results 

achicved." 

At this moment my physician becomes uneasy. He is 

moving about in his chair. Scemingly his lips are 

moving, he is anxious to ‘ask questions. But I don't 

give him a chance, all he wants is to ask questions 

in the "forn of objection." He secs that he is 

beaten, hence he is pattling within himself for 

relief. And often I continuc: 

tpr., "A Fischer Diatherny Mochine" brings patients 

to your office, where you can naturally give them 

/ 
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The next day I eppear with may hand bag, and just as 

soon as I am admitted I begin in this monnmer. ine 

doctor is usually sitting in his oneair. while .2 am 

standing, looking hin straight between his cye-brovs 

until he drops his head. 1 do this. because the doctor 

as a rule gazes at me with a somownat sarcastic. look, 

as though he is telling me I am a fool. By looking 

straight between his eyebrows, I am converting his 

negative vicws into positive, and he is ready to 

listen to what I have to say. Nine times out of ten 

the Doctor will not interrupt me but he is taking 

in all I tell him. Just as soon as he drops his head, 

I continue: "Dr., no doubt you are reading the A.M.A. 

Journal and you notice over and over articles dealing. 

vith diathermy. By diathermy we mean the latest 

development and the only method known by which we are 

able to generate heat within the tissues of the human 

body, and within any pisiological limits. The heat 

is produced by the resistance of the tissues to the 

passage of a very highly oscillating current. The — 

heat may be gauged and regulated within any degree. 

Therefore, you are able to adninister heat in 

definite dosage, ctc., ctc." 

After T have told him what he can do and vnat he 

can't do with a diathermy machine, I conclude Lega al 

these remarks: "Now, Dr., wo don't claim to have a 

panacea, but we do claim that 85% of all your paticnts 

are amenable for diathermy, end again we do clain that 

a diathermy machine is an indispensable armnancntarium 

in the modern medical profession. ‘le don't ask you 

to invest money in a H.G.Fiscner diathernical 

caquipment, because the equipment will pay for itself 

‘within six months. If you only give one treatment per day 

in six months, you will have 9432.00, and in case you 

count 50% of this amount as charity the machine is 

still paying for itself. Dr. you will not only give 

one treatment per day, but within 30 days you will give 

4 to 5 treatments. Profit is gained by increascd 

business following as a natural result of results 

achicved." 

‘At this moment my physician becomes uncasy. He is 

moving about in his chair. Scemingly his lips are 

moving, he is anxious to ask questions. But I don't 

‘give hima chance, all he wants is to ask questions 

in the "form of objection." He secs that he is 

beaten, hence he is battling within himseit Tor 

relief. And often I continue: 

tpr., "A Fischer Diathermy Machine" brings patients 

40 your office, where you can naturally give them 
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far better attention, By conservation thus achieved, 
it enables you to handle more patients. It enables 
you to establish regular hours by definite appointments 
made in advance, thus utilizing the time atherwise 
dissipated in alia from point to point in wide intervals, 
An equipment of this character is an investment, not an 
expense. It speedily replaces the outlay required to 
gel it and thereafter nets clear profit, profit that 
never would have been earned without it. No doubt you 
know, Dr. Me... at the Wallace Bldg., Greenville, S. C., 
according to the bookkeeping of his office girl, he © 
cashed in over $5,000 the last two years. Dre Seseeoe 
in the same building, bought a Portable type just ll . 
months ago,- today he claims that he paid for it, and 
bought himself a Buick for $1800.00, and again installed 
an Alpine Lamp for $470.00, Did it Pay? Dre Weeesee- nual 

Spartansburg, Bs Clas cashed in the first 12 days $105.25, 
money which he consciously claims he couldn't have earned 
without the equipment Did it pay him?" 

Right here, I make a break, putting together the dis- 
played photographs, my note book, etce, while making 
another apology for staying poo than ten minutes, when 
the doctor begins to ask question As a rule I object 
to answer any of them, telling hie I don't have the time 
to answer any questions just now, as I have another 
appointment, but would be delighted to make another 
appointment to answer all his questions. If i do stay 

-and answer the questions "THE SALE IS LOST", because his 
questions are negative, and I have to work AGAINST THE 
SURHAM. But 1f£°T leave him literature and make egubuanee a 
visit his questions are of a different type. The 
privilege to come back to answer and discuss GUC BU LOn = is 
ces granted. 

At my second interview the Doctor asks the questions 
While I am giving the answers as good as I can. The 
questions are usually questions of common sense, And 

after a long interview we are-not only discussing 
diathermy, but other subjects of interest. Before I 
leave the Doctor, I ask him for his. permission to 
demonstrate a diathermy machine. As we are very friendly 
and I again promise him that I will not ask him to buy 
the machine, this request is always granted. I further 
ask the Doctor to produce patients as I would like to. 
treat any of them. He is always. 
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glad to have some of his paticnts 7 treated for nothing, 
while he Corp Cue the fee. 

After the demonstration and treatment of the patients, 
the Doctor begins to ask questions about the prices and 
terms. Whenever he asks for prices and terms, I hold 
the order blank in my left hand in my left coat~pocket. 
I am always ready for that excitement, Bah! 

Here are a few princi -ples a NEVER eremeenasa: 

1. Never tell a lie. | - | 
&.- Never push a sale. The Doctor has to tell me he 

- wants a machine. 3 | 
Oe Never permit a Doctor to have H. G. Fischer equipment 

if he feels that the equipment is not satisractory. 
4. Never create an enemy. 
Se Never do anything that might in any way reflect on 

} my business. 
6. Never be dishonest. 

FP. G. Trautman. 

Greénville, SC. 
May 12, 1926. 
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In solling Fischor Physio Therapy cquipzent I do not 
enuploy any particular method to procure Orders » 

First, I canvass all the doctors if in a. small tom, 

and a sufficiont number of medical men in larser torns. 

I introduce myself and state what firm I represent 

and what goods I sell. I do not at first montionsalling, 

nor price, not until the doctor is sufficicntly interest~ 
fe 

cd in my cquipmenti 

I judge then which of then is mostly interested in 

Diathorny and worth while going after first. I try | 

thon to interest ther still more and work for a chance 

to make a denonstration, using one of the doctor's. 

patients who is afflicted with a condition for. which 

Diathermy is indicated. During this time I find 

out what standing the Doctor has in his cammunity, 

his financial status and reliability. I do this so 

a8 not to waste any unnecessary timc on a man who has. 

no means of paying for goods.after they are sold to hin. 

It takes a great dcal of serious talk to convince the 

doctor that Diathormy is of value in most, and a . 
specific in cortain conditions. Aftcr convincing a 

doctor, by demonstration, of the great help Diathory | 

is, and rill prove to be, in his practice both as to- | 

therapeutic value as well as financial, the Doctor is © | 

usually ready to listen to giving an order. Aan 

Quite a number of medical men I find are not in a 
position financially to give an order, even if 
satisfied of the value of Diathermy and vith the 
apparatus. Such prospects I rvesorve for future calls, 

I find in my territory considerable Physiotherapy 
cquipuent, which was sold but no instruction and 

. service given. To such men I offer my services, in : 
nany cases giving instructions in the use of the - | 
apparatus. , , 

While this means a lot of additional work, 1% offers 
m chance to make an acquaintance with a doctor and 
gain his confidence, waich can be made use of in the 
future, and in several instances resulted in ordera 
for additional supplies, eclectfodes, ctc. _ . 



IT have no set ray of talking, as cxpericnce has 
shorm me that about cvery other man requires. 
different talk and approach. re I sec it, it is 
of the utmost importance to get a Doctor's con— 
fidence, and I think I am safe in stating that once 
I have his confidence I wilt sooner or lJater get an 
order from nin. 

I nevor tell a doctor his business, hor he 
should vrork, but I do insist on tolling him how 
ote apparatus must be used to obtrein tho best 
results. 

A. L. WERNER. 

Chicago, Ill. 
Moy 14, 1926. 
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L, A. CONNORS 

Mr. A. WF. Mathis, 
‘Director of Salcs, 
H. G. Fischer & Co., 
Giicaeco. tii. 

Dear Mr. Mathis: 

Complying with your letter of April 30th, regarding» 
"Actual Facts and Methods which have Produced Sales." 

I find the following technic- employed in the treatment 

of Acute Gonorrhea explained thoroughly to the doctor 
has helped me considerably in holding the doctor's 

attention and he will undoubtedly warm up to you. 

"We have found that Acute Gonorrhea in the male can 

be treated successfully with Diathermy ~ in most 

cases we can clear up the condition in from 6 to 10 

treatments. We employ a glass electrode filled with 

saline solution which has a small metal disc attached 
to bottom of glass, which serves as our active electrode, 

one wire from our machine hooked to this. electrode, 

another wire from our indifferent pole hooked to a 
large electrode in one hand; immerse the head of the 
penis in the saline solution; we then turn on the. mach~ 

ine very slowly until we get a reading of 250 M.A. 
on our meter, which will be about all our paticnt 

will stand. | 

If we were to insert a thermometer in the Urethrawe 

would find a temperature between 104 and 110 degrees. — 

We know that the G. C. bug thrives best at body 
temperature, and will die at a temperature over 105 

so you can readily see, doctor, that by raising the 
temperature to 107 or 110 degrees and holding it there 

for a period of 20 or 30 minutes we actually kill the 

bug. Those cases we treat every day and I know the © 

results you will get will be very satisfactory. 

As you know, most of those cases run along over a period 

of six to eight weeks, sometimes being very discouraging 

to the patient and also to you." 

Here I proceed to close in the following manner: 

“T will send you one of our machines day after tomorrow 

and will teach you thoroughly how to treat some of your 

cases." ee , 

I have my orcer book ready and ask him for his first 
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iio, 1t- he tells mo I proceed by making out th 
order, asking. hin to place his name on this dine hich 
I have marked "X*", 

If this docs notes over I immediately tcll him the 
technic of Chronic Prostatitis ana try to close hin 
aGainN. 

I hope this letter covers what you have asked ond if you 
seo Tit.to brush ib up a littie 1 would be glad 1i you 
wOouULd: dO 60. 

Cordia ly yours, 

L, A. CONNORS. 

Detroit, Mich. 
Rpril 25, 1940. 
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Sales Help? 

Unfortunately just at this time T am unable *o speak . 

of any good way to make sales or to mention any good 

helps in making sales, but IT can at least contribute 

by saying what it takes to fail to make sales< 

I have found after a long experience that it is easier 

to get into a habit of doing things that fail to make 

gales than it is to form good selling habits. I have 

‘also found that nearly every sale $s made in a different 

way, or closed up by a different kind of a demonstration 

or talk. The substance of the talk or demonstrations, 

of course, is the same in many snstances but each sale 

has a little feature of its own. For instance, Dr. Smit: 

buys because his competitor Brown did; Dr. Jones buys 
‘¢ 

o -, 

pecausé it is recommended by nationally known peopis Lik 

Dr. Young. But these two Features possibly would not 

mean anything to Dr. White; his soft spot has to be founc 

and used. i | | 

The things that fail to make sales, especially when you 

are selling a thing that is to be used, are too sumerods 

to mention in short articles, put the main ones in 

physiotherapy equipment sales have passed before me in « 

short experience and I am giad of an opportunity to pass 

along my experiences for the benefit of others. ? 

First - - the big mistake: When making a demonstration; 

make it snappy and short 4s possible.. If it is slow the 

Doctor will say that $t takes too much time to use ite 

Secorid - - Do not recommend the outfit for too many 

things. Find -his specialty, or 4 point to interest him 

and expatiate and elaborate on this one point. Drive — 

home one "Home Run",- it counts more than a dozen 

"Pop ups". 

Third - - Never demonstrate on a chronic who is at the 

time, free from pain. If you do the Doctor will want 

demonstrations until you get end results. Demonstration 

on a subject who is in pain and relief of the pain gives 

you the operting for a close. 

Fourth - - Never leave an office without leaving your 

addréss. I now have two good prospects who called me up 

on the phone after practically asking me to leave the 

office and not come back. one telegraphed in an order 

because he did not know where to find me. 
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Fifth ~~ Do not get into arguments with your victim, 
‘He knows all and you only know your line. Don't tell 
him what you know, tell him what Dr. Penutski says, 
and show him Penutski's statement. 

Sixth -- Don't give UP. . Seventeen calis on one Dr. 
before you sell him is just as good as seventeen calls 
on different ones with only one sale. 

H. W. WADE. 

Nashville, Tenn. 
April 26, 1926. 



#72 

CURTIS & MONTEIIS 

Mr. A. We Mathis, 

H, Ge Fischer & Co., INCo; 

Chicago, Ill. | 

Dear Mr. Mathis: 

This is in reply to your Letter of April 20. Owing 

to the fact that 1 am 4 new man with the He G- Fischer 

Co. and everything I nave learned has been from the 

older men, I probably cannot tell you anything new in 

my method of selling. However, I will outline the facts 

that have produced most of my salese | | | 

In my approach I attempt to get across to the doctor 

that I have something that means dollars and cents to 

him. Of course they have all heard of the Diathermy. 

and Alpine Lamp, and after talking the merits of the 

machine from a medical standpoint, for a Little while, 

 T attempt to draw out of him a question pertaining to the 

cost of the machine or the cost of operating it. bf 

immediately switch to the commercial basis and state to 

him that owing to the fact that he asked in regard to the 

price, that gets us down to talking the commercial Values 

As long as he has opened up on that basis, 1 can talk 

just as much and just as hard as I care to without 

offending him. In most instances I qualify him. T ask 

him if I can show him a proposition that will be a good 

SInvestment and mean dollars and cents to him, would he 

be interested? To which, of course, there is only one 

answer. Then I proceed, and it is not a hard proposition 

to show him where his investment of physiotherapy. 

equipment over a period of two years will show him a much 

larger return than any of the investments he now holdse 

T have been able, lately, to interest a number of doctors, 

who were rather against Diathermy by g
iving them @ 

technique that I got from Dr. Mel. Waggoner in treating 

chronic joints and pack conditions.e That is by using 

Diathermy in conjunction with intraveneous injections, 

for instance, take an, old gonorrheal kneee Apply your. 

electrode to the knee, let the Diathermy run about ten 

minutes to produce local Hyperemia, then take the 

intraveneous injection and center it, the Diathermy 

treatment should last about ten minutes after injectione 
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But, I have found in my selling, that the surest 

way of getting orders is on the commercial basis and 

all the talk, I can do on technic, etc., while it Betpe 

get interest and is of value, unless I can offer some- 

thing concrete by the way of returns, it is hard to 

geet the signature on the dotted line. ay 

This method is probably not at all new, but it is the 
method I am using to get what results i have and 

certainly will be glad if I can get any other ideas 

tha vill help me put across more sales. 

Trusting this information is satisfactory, I remain 

“Yours very truly, 

CURTIS C. MONTEITH. 

St. Paul, Minn. 
April 29, 1926. 
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Hear Mrs. Mathis: 

Complying with your request for some sales points or 

technique, am writing out two which I hope wiil be of some 

help. Also, I shall look forward with keen interest to 

receiving the folder compiled from the various. letters 

sent ine an 3 8 

First: Ionization with the Galvanic current. thie is 

easy to visualize to the Doctor in the following Inanner: 

Get an ordinary saucer and place in it~ the white of an 

egg, then use a strip of copper + a ground clamp 

purchased from a Radio store makes a nice one - as the 

electrode on the positive wire. Complete the circuit. 

by using an ordinary piece of block tin as the electrode 

on the negative wire. Place the ends of both electrodes 

so that they are immersed in the white of egg, with a 

distance of two or three snches in between. Start tne 

machine and in a little while you will see the copper 

being driven off from the positive pole. Furthermore, 

we have a simple rule to guide us by - testing with 

Litmus paper any discharge ~- if Litmus test shows 

alkaline, use positive pole with weak solution of Copper 

Sulphate. If Litmus test shows acid use negative poe 

with Daiken's Solution 2%. : aa 

Pliability of Fischer D'Arsonval current to meet all 

conditions needed in coagulation Work. That is we naye 

four outlets (outlet #1 upper post handle down - outlet 

#2 upper post handle up - outlet #3 lower post handie 

down - outlet #4 lower post handle up) to give a pre- 

determined milliamperage reading but with different . 

voltages in each case. For example, if we want to 

coagulate an enlarged tonsil we might use outlet #1 so- 

that we have a good sized jump spark and 1800 meter 

reading. A submerged type of tonsil, a small sump spark 

and 1800 meter reading outlet #4, This varying of the 

voltage, or jump, spark, is necessary to meet ail © 

conditions in that our depth of coagulation 1s exactly 

equivalent to the distance the spark will jump. Thus 

inthe two different types of tonsils as outlined above 

we have an absolute need for greater depth of penetration 

in the enlarged type, than in the submerged type. in. 

order to make these variations clear and vivid to the 

doctor I have four test tubes of the same size filled 

with two contrasting colored liquids - blueing in water 

for biue color and any heavy red oil for red color - 

which won't mix, varying the two colored liquids to 

correspond to the variation of .milliamperage and 

voltage as obtained in each of the four outlets. I then 

operate the machine to. obtain 1000 Milliamps outlet call 

and note jump spark (voltage} on direct short to meter 

which corresponds to tube #1, then without moving 
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setting of machine, but throwing switch, I have current 
from outlet #2‘ehich gives me a higher meter reading 
but a shorter jump spark which corresponds to tube #2. 
and so on for outlets #3 and #4 and tubes #3 and #4, 
This combination demonstration helps the doctor to 
realize that when we raise the millilamperage we have 
less voltage and vice versa just as he SEES the seme 
amount of liquids in.each test tube and likewise SEES 
that when we have more blue in one we have less red in the 
other and vice versa. . 

McCaskill. 
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M. YUDIN 
H. Ge Fischer & Co., Inc., 
Chicaso, iil. 

Mr. A. W. Mathis, 

Dear Sir:- 

Regarding your letter, "Actual Facts and Methods which 

Have Produced Sales", I hereby submit the following 

Physiological and Surgical uses for Diathermy, which, l 

believe, in a great measure were exceedingly helpful in 

interesting physicians and surgeons in Diathermye | 

PHYSIOLOGICAL VALUE 

What good, Doctor, is your Sod. Salicylate or Syncophine 

in Rheumatism, where there is a stasis or your iodidss 

in Epididymitis where there is poor or faulty circulation? 

After all, your medication is conveyed to pathological 

areas via the blood stream. Is it not practical and 

better to break up this stasis with internal heat wiuich 

you can produce with diathermy, thus spurring your 

vaccines or medications on to increased activity? In. 

the past, where you had superficial pathology you 

suggested to your patients to go home and apply a het 

water bag or an electric pad on their condition. In deép 

seated pathology today you can supply them with hea 

through the diathermy apparatus, wherever heat is 

indicated, and if the patient does not get this deen heat 

from you, Doctor, where is he going to get it? You would 

not think of taking a horse and buggy to go to Cleveleic 

today, Doctor? We're living in a progressive age, you 

have an agent today which $s an exceedingly good and 

indispensible modality in.diathermy where you want to 

break up. calcareous deposits and stasis. Heat can be 

concentrated at precisely any area in the body and the 

-degree of temperature modified at that focal point maxing 

for either a sedative or stimulative treatment. as desired, 

SURGICAL VALUE 

Regarding hemorrhoids. Doctor, you know that cautery 

leaves a thin smooth sealed wall subject to rupture and 

hemorrhages and are also subject to colon infection. 

With phenol or any acid one cannot guide the area of 

destruction and sloughing ensues. Now with electro- 

coagulation you can guide your area of destruction in 4s 

much as. one can place the needle over the opposite 

terminal and arrange your spark gap area whether it be 

an eighth, sixteenth, or thirty-second of an inch, : 

which will be equivalent to the depth of destruction. 
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So that when you insert your needls in a hemorrhoid or 
any formation for coagulation, you know spherically just | 
the area of destruction you are going to get. Thus 
Sloughing can be prevented, You set up a thick sealed 
wall so there is not your chance for rupture and 
hemorrhage or infection. Trauma is in a great measure 
minimized. The operation is done ambulatory, saving the. 
patient time away from his business. He is not tormented 
by the general anesthetic with its possible complications, 
avoiding the trouble of catherization due to the insertion 
of the rectal tube which presses upon the uretha. This _ 
takes place in seven out of every ten hemorrhoidectomies. 
The patient saves the expense of the operating room, the 
hospital, and in many cases a special nurse's fee. So 
that you save the patient money, doctor, and also make it 
more remunerative for the time you put in. And then, 
Doctor, you can visualize what an asset it is to you when 
one of your patients (a merchant running some small 
business such as a grocery store, etc.) comes to your 
office afflicted with -a case of hemorrhoids and hospital- 
ization would necessarily mean closing his business which 
he could not very well afford. The fact you've treated 
his wife and children and himself on other occasions you 
sure would like to do something for him now without much 
loss of his time. 

I also state the therapeutic, analgesic, pain hips 
bactericidal, and surgical value of the diathermy a 
ment es 

Cordially, 

M. YUDIN. 

Akron, Ohio 
April 26, 1926. 
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Mr. Aw W. Mathis, 
Chicago 9 Ille 

Dear Mr, Mathis: 

Referring te yours ef the 20th, will say that Tt think 

"actual Facts and Metheds Which Have Produced Sales" 

will be a big help; personally I have been with your 

organization such a shert time, I feel that.any. suggest* 

fons I might give you would not be of much impertances | 

However, I feel: like this that if I have taken this | 

line in this territory, without the training I. received 

at your factory, I would have made a complete failures 

It is impossible for me to say which technique is the 

most valuable, I have treated Pneumonia, Gonorrhea, 

Arthritis. I have had.a machine in both Delaware and 

St. Francis Hospital for over a month and have gone there 

every day excepting Sundays and have had from two to six 

patients daily, and if I had not known how to apply this. 

stuff, I would have failed. | | » 

Have had wonderful results in Pneumonia, Arthritis, and 

Gonorrhea. I think the best system to make sales is in 

knowing how to apply and actually demonstrating. I have 

never demonstrated on a patient that they didn't receive 

benefit. By the way, the last order I sent in for Dr. 

Meredith I. Samuels, this is what made him buy. I had 

made several calls on him; incidentally had told him that 

I would move a machine into his office, and demonstrate 

what Diathermy would do, but he wouldn't or didn't let 

me. Five or six days ago he called me up and told me he 

had a real case, that he would like to try Diathermy, 

that he had exhausted all means. he had of relieving heree 

This case, Mrs. Paul Du Pont, Powder King, Arthritis and 

Neuritis right arm, had been in bed two weeks, running ~ 

a temperature 101 to 102. Shoulder the most painful, 

whole arm and hand badly swollen. I applied Diathermy 

forty minutes about six hundred Me, and relieved pain 

entirely. In three treatments she was so much improved 

that she could comb her hair. Coming into town TE Sarcs 

"Doctor, I am going to wire your order in for a Diathermy 

machine". He is sold on Physiothegapy. He has an . 

Alpine Light, and he thinks a lot of it. Sado I, but 

I think Diathermy is the apparatus to relieve pain with 

"right now", not a week from now. | 

I am, 

Respectfully yours, 

W. H, REYNOLDS 
Wilmington, Dela. 

April 24, 1926. 
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GW. G, Fischer & Co., 
2335 Wabansia aAve., 

Chicago, Iii. 

Dear Mr. Mathis: 

Relative to your bulletin of the 20th of April, request- 

ing me to give sone of my sale or technic points in clos- 

ing sales, I might say that I have depended more on out 

and out gales talks than points of technic. 

One of the arguments I constantly hear is lack of space 

for giving treatment. I handle it as follows: ) 

Doctor ~ " I haven't room -gnough" . 

Salesman — Looking around room, 1 point to a place where 

the machine should go and say, “Doctor, why there is 

ample space right there *, : | 

Docter ~ "But that vould be cramping myself." 

Salesman ~ “With the benefits to ye derived from Diathermy 

both in curative and monetary values, you could stand 4 

litcle cramping’. Or else suggest renoval of sone 

apparatus from his office. “And, Doctor, if you are sold 

on Diathermy, you woula agree with me that you wouldn't | 

let tnrc matser of space prevent you from getting 4 

Diathermy Outfit." — | 
: | 

Then-I swing into a recital of technic of indications 

why the doctor should have a Giathermy outfit. 

I have found the above argument very effective in 

combating the doctor who Claims he has not the space. 
SS 

A a en a ae 
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Respectfully yours, 

"Louig Leibovitz" © 

Brooklyn, N.Y. 
April 26, 1926. __ 
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L GUTPHANN 

H. G. Fischer & Co., 
Chicago, fll. 

Gentlenen: 

This is with reference to your lotter of recent date 

asking me to submit some sales facts which I hereby 

enclose. I an not attempting to give you any nev idcas, 

but hope that some points may be valuable, especially 

for nev mene. i | 

It is my custom to first group doctors as follovs: 

CITY DOCTORS COUNTRY DOCTORS | 

GENERAL PRACTITIONER ee ne | il) 

| SURGEONS = AGED DOCTORS — i 

SPECIALIST YOUNG PROGRESSIVE 
: | DOCTORS. 

GENERAL PRACTITIONER: - | 7 ~~ | 

When calling on the general practitioner in the C2 by; 

I usually try toa ascertain his favorite subject by 

asking him direct to that effect. You will find that 

every doctor prefers to do a special type of work. As a 

master of fact, after having introduced myself and having 

told him the object of ny visit I usually start a con- 

versation as follows: | . : | 

"Doctor, I do not know if you have used modalities of 

Physio-Therapy in your practive and if you are at all ‘i 

interested. Maybe your work is of such nature that you a ie 

vould not be interested at this time and in order to save i 

you. time I would appreciate it if you vould let me know 

the type of work you are doing at the present time." 

Having gained this information from thisdoctor, it is 

verv casy to direct my line of sales talk. I try to 

make him ask me questions as to the application and — 

results and heing once engaged in a fluent conversation 

it is comparatively easy to interest him to such an | 

extent os to close a sale or to make a good prospect for 

-the near futures-It does not pay to tell-a Doctor that 

Diathermy or any other modality is a panacea or cure ail. 

I believe it is very necessary to establish a certain 

confidence which will be only possible by frank and 

truc statements as to the results tc-be expectcd in 

different cases. It is up to the salesman to form his 

opinion as to why the doctor is a prospective buyer. 

Some buy to gct results, others to make money, some to 
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do both, and it is up to the ability and tact of the 

individual salesman +o find out how much to emphasize 

the particular points which this salesman dccms advisable 

at this time. There is no sect or fixed rule governing 

same; hovever, I have found by actual expericnce that it 

is best to kecp the doctor's mind on one particular 

subject, the ono he is most intorested in. Telling him 

hor many medical schocls of fame are conducting courses 

on Physio-Therapy will often change a skeptical mind. 

Distrust the man who nots everything about it, but 

Goes not do the work. Also let the doctor knor that you. 

ore alvays near him and that you will be able to give hin 

service at any time. | ; : 

Of the city doctor, I consider the general practitioner 

ang the internal man the best prospects. : 

SURGEON: 

The samo applies to the surgeon, only that I stress some 

of the points relative to surgery, but at the same time 

calling his attention tc the use in some medical cases. 

SPECIALIST: 

This is the most dangerous type as it is necessary fOr 

the salesman to have an absolute thorough knorledge 

of the subject, anatony and pathology. iIn 2 smaller 

city this is my last type to sell to as often this 

type seoms to be very skeptical as to results and will 

often propogate poisonous information to other prospective 

buyers in the same community. One man of this type may 

prevent ten general practitioners from buying equipment. 

In a large city it does not matter, but in a small 

locality I always strive to sell the specialist last. 

Be sure to give 2 doctor the right tcechnic and make 

hin understand the main principles of physics thorough- 

ly, after you have sold him cquipmont and he will De, 

your booster that may lead to other sales. A doctor that 

does not understand technic and docs not gct results 

may retard future sales in the same community, and 

olvays will be blaming you and the equipment for un- 

satisfactory results. a | 

COUNTRY DOCTOR: 

The aged country doctor, usually is the .best prospect. 

He knows whet you arc coming for ond will gladly give his 

time to listen to what you have to say. Many of these — 

claerly men for a life time have been making long calls, 

both night and day, and ara in 2 receptive mood for any 

modality which will build up their office prasticc, This 
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is a very strong point and usually bears good fruit. 

The best way to approach young doctors in the country is 

to call their attention to the fact that a progressive 

man will be quicker able to become the respected and 

recognized physician in the community. Another strong 

point is, to call their attention that they will be able 

to do a certain amount of work in their office which they it 

would otherwise have to send to the hospital. There are | 

numerous small communities without a hospital and every i 

doctor hates to see his patients go out of town for | 

treatment and thereby lose financially. On the other 

hand, by being able to take care of such cases in his 

office and saving the patient both time and expenses he 

will be able to collect a larger office fee and gain in 

reputations. : 

I do not know if this sales data is exactly what you 

wanted, and in case it should not be, kindly let me know 

and I will gladly supply you with the right information. 

L. GUTMANN. 

Birmingham, Ala. 
May 4, 1926. 
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Hactual Facts and Methods Which Have > 

Produced Sales" 

ai endeavor to impress wpon Doctors that I am not an agent 

put a "Fischer Employee", placed in district to help 

users get one hundred percent efficiency out of their 

apparatus, after they have purchaseds that machines have 

our whole organization behind them; all techniques 

written by Doctors and Surgeons , with their names given, 

providing general exchange of ideas, constantly supplied 

them; giving them ideas that nothing is too much trouble 

to do for them, at any time. Offer your help, at any 

time, on any treatmentse We are the only concern that is 

giving this service. Show and explain "Diathermy 

Therapy". Constant study and application to help me meet 

questions and give smooth demonstrations at all times, 

making it appear very simple. Press hard, but not 

antagonize; cultivate them in gentlemanly way; suggest 

new ideas to the ones already using; size them up first; 

always good chance for sale of accessories and further 

equipment. I always feel them out on subjects - aocut 

five of our best - to get the interest, in one or ali« 

-{T always follow each one to a tyes! or "No". Never give 

up. Keep coming back (10 days apart). When l get to 

good prospect, stick until I get to see hin, if it takes - 

several hours; rather see two or three each day 

(thoroughly) than large number. I have found the best 

method of introduction is: "Doctor, my naiie is Richardson 

representing Fischer and Companys Chicago". Then say on” 

'pgathermy and Ultra Violet Lamps", "Heat and Light" 

most healing elements known, etee 1 had man following 

me sell Alpine, because I gian't let Doctor know that 1 

had them. I spent all of my time on Diathermy when he 

atready had a machine (one of first calls). I always 

mention entire line after covering Diathermy. I show 

list of subjects and snvite him to name reprints wanted. 

Always try to get your mailing lists up to date. Stress 

service. This is our best pointe | 7 3 

Respectfully, 

“Homer J. Richardson" 

Tampa, Fla@e 

April 24, 19266 
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Dear Mr- Mathis: 

In reviewing my work during the past years, in order that 

I might intelligently answer your letter of the 20th 

inst., some interesting facts have come to light. First 

and foremost, my sales have not been as many as I had 

expected; secondly, the blame can be placed without the 

aia of the "Pinkertons"; and thirdly, the doctors I had 

expected to find hard to interest have been the easiest 

to sell. | | | 

Every other doctor into whose office equipment has gone in 

my territory has been a "specialist". It is not hard to 

impress a specialist that $n order to get referred work, 

he must get results above the average, and that physio- 

therapy, when used where indicated, gets definite re~. 

actions, and gratifying results. 5 ee 

Special technique I have employed in the offices of nose 

and throat specialists, besides electro-coagulation of 

tonsils (to which some of them are antagonistic) is the > 

treatment of infected frontal sinuses, following the | 

technique of Dr. Frank Knotts of Chicago, using a double 

nasal electrode attached to the Tesla pole, and a sponge 

electrode on the forehead, with a cord attached to it, 

the other end of Which is thrown on the floor for a 

ground. Cate : 

This technique is par excellent for this aggravating »on~ 

dition and is certainly apprectated by 4 suffering 

patient. : | | on 

T understand the Fischer Company have designed a double 

nasal electrode to be used in this worke acca 

Contrary to an opinion previously held by the writer that 

doctors were-an extra smart class of men, I find they 

admit they have a long ways to g0 to reach perfection in 

their profession and are anxious to meet even salesmen 

who "know their business". Therefore, I hope tis | 

reciprocating movement on the part of the Fischer Salesmen — 

gives me some more "eadicashun". 

"the Grand Rapids Fischerman" 

Ge Le Kepner. 

-- Grand Rapids, Mich. 
“April ZO s 1926. 
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Dear Sir: 

In oie to your Letter of April aka I aks submit 

my method of producing sales. 

I go from one subject to another with my prospect, io 

I strike one in which he is particula arly interested. I 

then stick to that subject until I have told him all T 

know about it in reference to our machines. Then I 

continue with the othef subjects and use the same tactics. 

In this wey I do not bore my prospect with a lot. of talk 

in which he is not interested, and I have a bevwvter chance 

Boe core an order from him. 

Hoping this may be of interest to some. of the. other men, 

i remain | 

Sincerely yours, 

HAROLD H. COHEN. 

New York City 
April 24, 1926. 
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Mr. Ao W,. Mathis, 
Home Office. | 

Dear Mr. Mathis: 

In your recent letters you have asked for "actual Facts 

Which Have Produced Sales". I doubt very much that my 

method will be of any value to the other salesmen, as 

they probably have a better one. But, as you say I will 

not be entitled to a copy of the booklet unless I con- 

tribute, I will try to write a few Lines on my general 

sales methode 

When opening up territory my first job is to get the 

names of all practicing physicians in an area small 

enough to cover in three weeks time. I then call on each 

man giving as much of my time and taking as much of his, 

as is consistent with good business. This being my first 

trip, I find out just what equipment the doctor has, 47 

‘any, and then "feel him out" to find out what he really 

needs most. If I get a definite lead as to the type of 

equipment he is interested in, I mention various) 

conditions and the results we have obtained. If then, 1 

get the usual "I may get a machine next Fall, but not 

now", I send him literature and reprints. If I do not 

get a response as. to what the Doctor might be interested 

in, I talk diathermy always. After making my three weeks 

canvass I find a. number of interested prospects, after 

which I begin to re-canvass the same territory. In 

calling back the second time, 1 find I have a much better 

foundation for an interview, and often find doctors whom 

I thought hopeless prospects on my first visit, who were 

really good prospects. Il continue to call on each man 

and find in my experience that l can really call on a © 

doctor three or four times at little cost if I confine 

my work to a small area at a time, gradually kindling the 

spark of interest into a sale, without resorting to the 

so-called "High Pressure salesmanship". | 

Yours very truly, 

E. M. RAUB 

P.S. If this letter is not in line with your request, 

kindly deposit in your wastebasket on your left. It 

positively will not hurt my feelingse | 

Winston-Salem, N. Carolina. 

April 28; 1926. | 
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Herewith my little suggestion and ideas on putting over 

-sales to the Doctorse .— oe or ee hon 

My first atep is to find out if the doctor has been — 

reading: articles on Physiotherapy. If not, I try to lay 

-out a plan that will interest him, asking him wpe. Line 

of physical ailments he treats the most of, statifig of 

course my reason that I wish to show him what can be done 

in the physiotherapy line, where medicine will. riot touch, 

or work much slower than the new method, namely; Medical 

and Surgical Diathermy, the use of air cooled or water | 

quartz light, Morse Wave, etCe = : aw 

If on the other hand, the doctor hag not been reading up > 

on the work, I then approach him as follows: I ask him = 

if he knows what Diathermy is. He of course Will answer 

‘in the hegatives I then proceed to éxplain what Diathermy 

is, its relation to the human system, and what tikes plase¢ 

under a treatment of applied physics. I then proceed 

- with: a few well known phrases in this form of treatment 

known as -~ Electron; Proton, Atom, Molecule, Ten, 

Tonization, Angstrom or wave length measurements, 

Millimicron, this takes ¢n the oscillations per second 

into the speed of light. 

Every doctor is well acquainted with the word osciliatioti, 

and I believe this is a good word to use and work upon 

the doctor to make him sit up and take notice; that you 

know what you are talking about. ae 

On the other hand, should the doctor be interested in 

the work,-has read up on it, but don't feel quite sure 

that he can give treatments should he purchase a machine < 

this is where I shine. I make a proposition with the 

doctor then and there, that if he will put in a machine, 

and trust me as to the Electrodes that will be necessary 

to give these treatments (this is where T include what 

electrodes I think he should have, and as you will notice 

an all my orders I always include from $100.00 to $250.00. 

worth of additional electrodes), I will set aside a full 

day on the installation of the machine to treat whatever 

cases he may have for me to treat, namely, all cases 

from head to foot, not including electro-coagulation on 

the first visit. nase aren | 

Now, when I am with the doctor, I make sure he is with 

me every minute, watching and learning, while Zz try ve 

teach him every point. 
| 
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aside a certain afternoon and evening that will correspond 

with the rest of my route for that week. I always let the 

doctor know when I leave him just when he can expect me. 

on my next visit, and then I break a ieg to be there on 

time, as the doctor never fails to line up a flock of 

pasients for the day he knows you are comings | 

I always give every doctor four of these visits, then call 

on him every six weeks. In this way he gets to know you, 

believe in you and your goods. 7 a 

By giving the doctor this technic he in return takes a big 

interest in the work, lines up the patients for you to 

treat, gets the money, and in a good many cases the doctor 

has.taken in enough money to more than pay for the machine. 

before IT have finished giving him the technic work. This 

of course leaves an open field for a come back for 

additional equipment for his office. | | 

I could go on much further, but I think I have made - 

pi myself clear and to the point. 

Sincerely, ; 

H. C. BALLARD. 
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As I am only a junior with the company and a very recent 

student of Physiotherapy, I respectfully submit my meager 

Lithe. : | ee 

One of the first things fI found out when I started hand- 

ling this line was, that if I could sell one doctor in a 

small town (such towns as Western Canada is made up of) I 

had the other fellow where I wanted him. Even if I had 

called on all the doctors in this small town and sold the 

last one I called on, I made an excuse to call back on 

the others again the same day, to leave some further — 

literature, etc., and let them know the other Doctor was 

putting in some equipmente- 
| 

The first week I was with the company I was called out 

about six hundred miles from my headquarters to a little 

town of about forty-five hundred. Tt was quite a long © 

jump to make especially if I dia not connect. I sold my 

man and before leaving I sold four out of the five 

Doctors in town. The only way IT can sell machines here, 

. where the Fischer Co. is not so well known and we are 

opening up new territory, where the opposition firms have 

been here for years and have dug themselves in, is by two 

things. The one thing being Service, the other is : 

knowing your goods and what they will do for the Doctore 

Perhaps I am underestimating my opposi
tions salesmen, 

‘put, I often go into a Doctor's office who has already 

installed some equipment and find he is getting very 

-$ndifferent results. In some cases the Doctor does not 

know which tLerminats produce his aifferent modalities. 

The salesman who sold him this equipment dumped it into 

his office, got his money and got out as fast as he 

could in case the doctor would ask him something about ite 

When I am up against a case of this kind, for the cause 

of Physiotherapy as a whole, I generally spend some time 

with this man on an educational talk, letting him sec - 

where he made a mistake buying from 2 firm who did not 

have trained salesmen to thoroughly demonstrate the | 

equipment and also do not have an educational department 

such as Ourse 

Personally, I think there is only one way to sell thas 

equipment, and that is to know what it will do for the. 

Doctor in his particular practice and for his patient. 

I find a great number of the doctors here very | 

snterested in Coagulation of Tonsils, and Hemorrhoids s 

put, they are ail waiting for the other fellow to starte. 

There igs no one in Western Canada doing this worke In 

fact, we have no one here doing anything spectacular 

along the lines of Physiotherapy 4s yete Even our 

hospitals are very poorly equipped. | 
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A feeling I generally try to impress on a prospective 

customer is that, 4f he buys any equipment he will make 

no mistake buying 3% from "The Physiotherapy Headquarters 

of America, the pioneers of Diathermy, with the Largest 

educational department of sts kind. A company who stands 

behind the goods they sell and who are always willing to 

help in every way the Doctor after he puys the equipment 

ag well as before. 
ae | 

I am at the present time treating a Doctor himself for a 

severe Bursitis of 10 weeks standing; giving him one 

treatment a day. As he is a well known Doctor it will 

be a good piece of advertising if I can relieve this’ 

conaitione.e 

t do not think there is anything I can ada at the present. 

very sincerely TOUrs 4. 

JOHN M. HARVEY. 

Winnipeg, Canada. 

May 5, 1926. 
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Chicago, Ill. 

Dear Mr. Mathis: 

In regard. to “Actual Facts and. Methods Which Have Pro- 

duced Sales" I submit the following: 

Most of the sales I have made I sincerely believe were 

made mostly on service talk, that is, where the doctor 

is already sold on Diathermy. : 

T explain to him that my services belong to him as long 

as he uses Fischer equipment and also explain how the 

Fischer representatives do not have such large terri- 

tories and live right in their territories, thereby 

being able to give him the begt of services 

The Alpine Lamp I just installed in the Saginaw General 

. Hospital, I am sure was won by service talk, as there 

were two other salesmen trying to get the order, one 

selling the Hanovia Lamps. } 

I sold a Doctor sn Northern Michigan an X-ray and. 

Diathermy because I had called on him every month during 

the winter. He says that I am the only one who has 

ealled on him this winter. Other saiesmen eall on him 

two or three times in the summer and forget him until 

the next summer. He thinks that is poor Service. 

T do a considerable amount of service work and find that 

4t pays to take care of a doctor as soon as T can after 

getting a call or Letter as they always tell me of a 

prospect when they know of one. 

In cases where the Doctor has to be sold on Diathermy — 

I first find out what kind of work he does. If it is 

general practice IT éxplain how Diathermy is used in 

different cases, the action it has on the different 

cases, and the results obtainable. | 

Would be pleased to have this brushed up and anything 

Left out that you would advise. | 

sincerely yours, 

1p, T. Bush" 

Saginaw, Michigan 
April 23, 1926. 

Se en =o 
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The average doctor in the east has constantly had 

experience with tricky, unscrupulous and bulldozing 

methods; consequently, there $s a lack of confidence on 

his part when he first meets a salesman. I therefore 

found it necessary to establish a confidence immediately, 

for the whole success of the sale will often turn on the 

first two or three minutes of the interviewe 

From the little experience I have had I-make it a rule 

on completion of a sale to note the medical school the 

physician attended, and also the year. In the average 

reception room of the doctor one ean find diplomas, _ 

certificates and registrations, which insert the 

University the doctor you are to interview has attended, 

and also the year. After all, there are comparatively 

very few medical schools in this part of the country, and 

coupled with the fact that the graduating classes are 80 

very small, one will find that when he hag.sold only 4 

very few machines to graduates of different schools, he 

can mention the name of a doctor that has been in the 

class of the prospect, or perhaps 4 year ahead or back of 

him that he has heard of or knows, even though the 

acquaintance may be practicing miles away from his towne © 

Upon mentioning the old familiar name, the doctor becomes © 

"hospitality personified" and confidence is immediately 

T therefore state that the strongest setling appeal is 

the testimonial appeal. Get the apparatus into the hands 

of physicians whose names are known (intimately or. 

slightly) to them, and half of the battle is won. The 

 - average doctor is a heap more apt to be influenced by the . 

tndorsement of a physician he knows, and of course with 

the added impression of knowing that the latter is using 

our product. 

After confidence is established, the next thing is the 

talk on technique on the various ailments that Diathermy 

or any other physiotherapeutic equipment will indicates 

I found that it is not a very good policy for a salesman 

to dwell extensively on various medical terms and 

- @iseases, for after all the doctor studied this "stuff" 

a long time, and to discuss st in a lengthy chat, the 

salesman, who is always a layman, will find himself up 

against some questions that will baffle him, and will 

not be able to answer properly. I therefore only talk 

on a few subjects or conditions, but I try to master 

these few conditions, so that I can leave the impression — 

of having implicit confidence in the technique on that 

respective condition, | . | 
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Usuaily I try to got the physician to admit that he 

has a paticnt "chronic arthritis" condition that he 

is battling with, or a case of hypertcnsion or hemorr- 

hoids, and also alvays ask thom about the"*paticnts : 

who vill not lond thouselvos to troeatment" and who 

therefore never return again, thereby strongly 

charactorizing the fact that the diathcrny troatmcnt 

is very necessary for the initial visit, in order to 

assure the patient coming again frequently. 

As soon as the doctor admits your logical statement 

of the valuc of the apparatus, have the order ready, 

and you have © good chance of obtaining his signature 

to. it. ; Pes 

LOUIS NOAHSON. 

Chelsea, Wass. 
May 35, 19296. 
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It is my impression that a good percentage of my sales 

of Diathermy Machines have resulted from a rather ~ 

forceful play on that modality in urology, more 

especially in Gonorrheal Epididymitis. 

Either Diathermy is of outstanding value in that con- 

dition, or I have been pretty lucky, for I can attribute 

five sales directly to relief afforded patients so 

confined, and each after one treatment, and will say 

further that there is not a single G. U. man in my 

territory who hasn't a Diathermy outfit. © 

This condition is a particularly distressing one from 

a standpoint of pain, but the patient is most often 

ambulatory, and can come to the office for treatmente iI 

have tried to encase the scrotum in a piece of mesh with 

the indifferent Electrode on the back, but was not very 

successful in getting enough heat to be of value without 

the patient complaining of burning sensation, first here, 

then there, then everywhere. During a demonstration at 

the Ingalls Memorial Hospital, Harvey, T1l., I used this 

method, and heard quite a sparking sound lasting only a 

few seconds. The next day I found my patient had quive 

a burn, and I lost the sale, because my competitor 

convinced the Hospital Superintendent that my outfit 

delivered a "Paradic" current or there couldn't be a burn. 

Since you understand that Paradism causes interruptions _ 

or shocks, and not burns, you may well know how much the 

Superintendent knew of Diathermy. However, 1 lost the 

sale. 

Since then I have been using the Corbus Clamp, and, with 

the following technique, have never had any bad results. 

I soap both the testicle and the clamp, and make the usual 

diathermy connections from indifferent and medium voltage 

taps on the G, with meter plugged in lower scale. ci 

always have the patient hold the clamp himself. Place 

Rheostat on the 5th or last button, and open one spark 

point slowly. In about a minute 1 open the 2nd spark 

point, and if you note that the meter réading goes away 

up, you will also note that it almost immediately comes 

down. By this time the meter reads about 300 M.A. and l 

allow it to stay that way for about five minutes. Now try 

_ to open the third gap, and if you cannot, because it 

becomes too hot, or sparks, revert to the two gaps; and 

continue until the end of the treatment, usually about 
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30 minutes, I have nover. gone above 400 MeA. 

I give a treatment cvcery day for about three drys, 

then string it out if neccessary - 

This 46 one form of treatment from which you may. 

expect spectacular results, which more than any single 

vata is conducive of sales, especially on @. sale on 

a demonstra ition basis. 

Chicago, Tile 
May BD, 193 206 
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Chicago, Tz), 

pear Sir: 

- Although T have no exténsive background of experience or 

exceptional success to point out in this field, and I am 

not in a position to give much valuable information along 
the lines outlined in your letter of April 20, 1 certain- | 

ly am anxious to get in on this and profit by the — | 

knowledge and experience of the other men. I am glad to 

“submit a brief review of a few things that I have found 

helpful in making sales. i: : 

With reference to your items of technique, the only thing 

T can think of that might be new to some men and possibly 

might be of some value, is the use of chamois skins | 

underneath metal electrades on both high and low voltage 

current. Soak the chamois over night in order that it 

may be completely saturated. I have recommended this 

in some instances and found that where the doctor had 

previously complained of surface burns, this entirely 
e@liminated it, and gave good results» — | 

SALES POINTS, 

Some of the objections met in selling are: 

, 1. A doctor tells you he wants to take a 

coursé in Physiotherapy before he buys. 

2, -He thinks it takes too much of his time. 
3s He doés not want to buy until he has seen 

: the equipment. 

I believe that all of these objections can be overcome by 

following this method: | 7 = 

: 1. Review briefly.the fundamental principles 

of high frequency currents in simple terms leading up with 

homily illustrations and diagrams to the actual applica- 

tion in certain conditions, making it a. point to convince 

the doctor that Physiotherapy both in principle and *s 

application is a very simple and uncomplicated thing that 

requires no particular previous training or experienceée | | 

2. Carry certain selected electrodes (where 

no demonstrating machine is carried) as for example, the 

Corbus, Chapman, and Plank electrodes, and exhibit theme 

Let the doctor handle them and illustrate how they are 

used, when you reach that point in the talke I find that 

this concrete evidence of equipment used in connection 

with the machine almost invariably creates interest which 
nee 

words alone or illustrations will not put. over, and often 
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results in the sale of a machine with which to use the 

electrodes. It is simply a matter of reversing the 

gelling technique, and selling a machine to operate the 

electrode instead of selling an electrode to use on the 
machine. 

When we run up against -stveng. competition, we stress the 

Fact that most of our competitors quote their Diathermy 

machines stripped of accessories. I know of instances 

where they have sold machines to doctors and the doctor 

has had the machine for a matter of months being ignorant 

as to how or for what to use it because he has never been 

shown, has had no training in technique, and has not had 

' any accessoriese | 

We talk expert service because of the Fischer method of 

branch organizations, replacing jobbers, and prompt 

delivery of equipment, because in practically every 

instance, no matter how long the doctor takes to make 

up his mind to buy, when he finally reaches the buying 

point, he wants the equipment without any delays 

There are a number of other things which we find very a 

helpful but they have been gleaned from the experience © 

of other Fischer salesmen, who, no doubt, will bring 

these points out in their report. , 

| Yours very truly, 

a P. Dah" 

Minneapolis, Minn. 
April 23, 1926. 



ReVENUEI 
re my- ‘sales technique. =e started with Fischer 

Company March .lst., knowing absGiutely nothing of the 

goods J was selling. “Up to thé present date I have sold 

one X-ray, three Lights, ong Galvanic Generator and six 

Diathermys. 

The selling eakidcs that I elaborate. on are these: 

“We can produce | results far in excess of your 

anticipations." | 

we can make you money on your ieveat nor : 

"We can increase the number of your patients and 

accordingly your financial returns." | 

Se nS Ee a " = "We can show you how to improve your i care 

as a doctor in Madd territory. meoeeereion 

Sores 

ate 

I believe if the. suse enumerated sales arguments are 

presented in the proper manner that practically any 

prea cold or warm, can.be landed. | 5 ae SS erm 

Yours truly, 
Se eR 

SSS ea Ee 

See 

oR E, Venuti. 

Dayton, Ohio. 
May 17th, 1926 | 
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tactual Facts and Methods 

Which Have Produced Sates." 

In selling physiotherapeutic equipment I have found the 

following method invaluable; | 

At all times I carry with me letters of a testimonial 

nature, complimentary to the integrity of the Fischer 

Company, commending their products, and incidentally 

lauding my efforts from a service standpoint. 

These letters are not from Fischer users in New York City, 

Denver, Colo., San Francisco, Calif., or Cedar Rapids, 

Towa, but from those located in my own-territory. Of 

course I naturally attempt to obtain these letters from 

physicians who are considered both professionally and 

financially successful. Up to the present time T have 

not failed to receive this type of co-operation from 

any doctor using our equipment. 

While letters from satisfied users are not sufficient 

to close sales, they are often potent factors in getting 

the name on the dotted line. | 

Indianapolis, Ind. 
May 22, 1926. 
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TREATMENT OF DISCHARGING EARS - 

"Doctor, in your practice, I suppose you find cases of 

ear discharging very common in children, and adults as 

well. (Here I refer to some doctors, who have found the 

use of diathermy and quartz light in this condition very 

successful.) "Doctors - - - - - have been using Diather- 

my, and quartz light in cases of discharging ears, and 

claim very satisfactory results in clearing up the 

discharge." | | 

"Doctor, the technique for this treatment with qartz 

light and diathermy is simple and will not take long.” | 

The head band electrode has proved satisfactory; with 

the two pointed electrodes. Cover the eléctrodes with 

a small pledget of cotton, and dip in a saline solution, 

then insert in the ear, as far as permissible and they 

are held in place with the head piece. The current is 

then turned on and adjusted slowly to 250 to 500 

milliamperes. Doctor, you will find the Fischer diather- 

my very convenient, due to its sixteen noints of control 

giving very fine adjustment." - | | 

tthe diathermy produces an increased blood supply and will 

goften the wax, and adhesions, if there are any, leaving 

the ear in good condition to use quartz light, which is 

the next step in the treatment. The time of treatment 

with diathermy is five to seven minutes." 

"after removing the electrode, and washing the cavity 

with a warm boric acid solution, fill the ear cavity _ 

with a 2 oz. solution of Mercurochrome, and it is ready 

for quartz light." : 

'"Mercurochrome is a fluorescent drug, and will increase 

the power of ultra violet ray and carry the light over. 

the entire cavity." , 

"When: using the Kromayer lamp the weaver applicator will 

be most satisfactory. I insert this in the ear, and give 

1/2.to 1 minute exposure the first treatment. The time 

of the second treatment will depend on the amount of 

erythema the patient receives from the first exposuree 

Repeat in three or four dayse" | 

ithe Alpine Sun Lamp can also be.used with the aid of an 
ear specula." 

"Insert the specula and use the small opening in the hood, 

almost in contact with the specula. Ray for about 

three minutes. ar 7 
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L. 2. FLAKE, JR. 
"Doctor, it is very remarkable how few treatments the 
most of these cases require, and in the most persistent 
cases the treatments require very little time. some only 
twenty minutes over all.: These treatments along with 
the good results, leave a very good impression on the 
patient. And you will find they Watt rerer your 

treatment to their friends.” 

Le T.- Flake, Ji. 

Minneapolis, Minn. 
May Bi 1926. 
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Mr. A. W. Mathis, — 
c/o Fischer & Co., 
Chicago, fii. 

Dear Sir: 

Your letter, asking me for a few ‘potnts on sales ideas 
and technique which have helped me in closing sales, 
received today. 

I really feel that with all the technique obtainable 
in both books and imprints, it is indeed hard for me to 
give you anything which we may term new. However, I will 
explain to you a technique which, if you can get the 
opportunity to use when you are demonstrating a machine, ° 
will in most all cases cinch the deal - at least I have 
found that it has for me, 

The technique that I refer ee is using indirect satin 
in cases of muscle soreness, such as a lame back, any 
strained muscle, the old-fashioned charley-horse, and 
is very effective in lumbagos | 3 

My technique is to place the patient on a table, using 
the unipolar outlet by connecting the high frequency 
cord to the high frequency terminal, the other end which 
would of course be connected to the autocondensation 
handle and placed in the patient's hands, and by using 
your foot switch to control the current, you can massage 
the part which is giving the patient discomfort, and by 
drawing the heat out to your finger tips plus the manip- 
ulation on the sore muscle, the relief to your patient is 
very spectacular, both to the patient and to the doctor. 

I really believe that if you can show your "Doctor pros- 
pect" how to do one or two things real well, it will 
close the sale, as he will then believe that your other 
modalities are all that you claim for them» 

Regarding selling points: I icon it is not necessary to 
bring to your mind the disadvantage of knocking your com- 
petitor, and I have found that when your prospective 
customer puts that sly look in his eyes and asks you what 
you think of such and such a competitor! s house, his. | 1 
line, or even himself, that by coming right back at him | 

- with the statement that on account of the fact of having 
so many good things to teil him about your own line, your 
house, and the service connected with it, that you are. 
not going to have any time left to talk about your com- 
petitors -it will bring home to him the fact that you 
are there to sell him on the merits of yore line, and ne 

will like you more for it. 
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IT think another hard man to do business witn is the 

habitual kidder. JI mean by that, the man that starts to 

kid you immediately after you have made your approach, 

and so many of them start out with the same line, which 

runs something like this: "0, yess! you're representing 
the Magnuson X-ray Co. Let's see - they're a little bit 

of a house way out in Omaha, Neb., aren't they?" 

My answer to that man is, "Yes, Doctor, you are right. 

At one time they were a small house with one room for 

an office, but today they are one of the largest organ- . 

izations in the middle west, and they represent factories 

who manufacture goods that are the standard of comparison 

in their particular line, and by having offices in all 

the principal cities, we have been able to look after 

the needs of our customers, and to help them to grow with 

us in a big and prosperous field, and if you will give 

me but a few minutes of your time, I am sure JI can show 

you how you too can increase your already very good 

business, both financially and in added relief to your 

patients". : 

Invariably you have taken him out of that. kiading frame 

of mind, and he is ready to talk business in a business © 
WAY ; | 

And, in conclusion, don't be a bit afraid of competition. 

Go right after it to win, because IT know you will agrees 

with me that there is much more pleasure in writing an 

order where you have had a bunch of competitors on the 

same job than by selling a man who.is all ready to vuy 

your line and just waiting for you to come along to set 

the order. 7 | 

E. M. PHELAN. 

Des Moines, Iowa. 
June 6, 1926-4 

A Representative of 
Magnuson X-Ray Co. 

I EIN EO iE — a ae ona oar ds on = 

= 

—— Son ln amcgupe nae 

SS ee anne = 

ae EI rr om 

SSS 

eset nel agains 

el 

i 
w 

if 
in | 
fey 

me 

ee 

a 

a De ee me aes ae ee 



Fan cent ex Ses el 

EELS TT aE aa 

—— 
aera ee 

Ye eos OR SY. 

Mr. A. W. Mathis, 
H. G Fischer & Co., 
2343-43 Wabansia AVCs, 

Chicaso, Ill. 
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Dear Sir: 

I have received from our Sales Manager, Mr. F. L. Simonds 

a letter. asking that I contribute some item of technique 

whieh I have used in selling Fischer equipment, to be — 

used in your collection of articlos entitle ely “MActue v1 

Facts and Methods Which Have Proauced Sales." 

in your letter to the salesmen you state that a copy 

of this collection rill be sent to those only who have 
helped compile it. As methods that your other salesmen 
are using will be of great valuc to me I am very 
desirous of having a copy of this publication anc it is 
this fact that prompts mc to drayv upon my very iimited 
expericnce in selling Fischer equipment. 

It was my privilcge last December to visit the Fischer 
Factory and as a result of this visit I have beon able 
10 -se6ll Fisener equipmenv, for 1 am sO thoroughly 
convinced that the construction Of’ Ay is the bcaes, ches 
nothing is spared in the development of each modality and 
accessory and that the organization behind it is se re~ 
tieoie, efficient and progressive that to my mind Fischer 
equipment to the Medical profession is what Tiffany is 
tO tie 7eveler. 

Yours very truiy, 

‘W. H. VICKERY. 

St. Louis, Missouri 
June 6, 1926, 

s a a 2 * @ a 2 s oe e 

A Representative of the 
Liagnuson X-Ray Company 
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Mr. Ae We Mathis, 
C/o Fischer & Coe, 
Chicago, Ill. 

My Dear Sir? 

In compliance with. the request of our Mr. F. L. Simonds 

to forward you some real sales experience of my own in 

the sale of Physiotherapy equipment, I am handing you 

herewith just a short sketch of one sale that has been 

my hobby in the approach I have made in practically all. 

the sales made since my service began with the Magnuson ~ 

Company. If it will help someone else to better their 

sales I shall feel rewarded in the proof that it is 

workable and the only way to put across our products. | 

Briefly, I introduced myself to the doctor as representing 

the Magnuson X-Ray Company, and am told that he is not 

interested in X-Ray. I find this is usually the case, 

and at this point have told him that it was not my 

mission to interest him in X-Ray, but to talk te him on 

a matter of investment, on which his returns will be at 

least 100% per year, with the control of his money in his 

own hands. Naturally he is interested, and wants me to 

tell him about it. I find him now in a receptive mood, 

with the usual guard against salesmen downe 

I make an appointment with him for an hour's time to go 
into the situation without any interruption. 

Now, Doctor, we have a limited time to go into the matter 

I spoke to you about today, and am going to ask you a few 

questions in regard to your practice, which will | | 

materially help us in getting to this matter of invest- 

mente : y= : 

’ How many cases of Hemorrhoids can you recall among your 

patients? Some five or six. 

How many cases of Asthma have you from which you are not 

able to get results? About tene 

How many cages of Prostatitis? Three » 

‘Now, Doctor, we have a bagis to work on, and I am gqing 

to state my proposition. —— 

The cases you have mentioned are no doubt among your best 

patients, and you would like to do something for them, 

and only a few cases will give you a clear idea of what 

I am driving ate 

First, Iam going-to-take the six cases of Hemorrhoids, 

any one of whom would be willing to pay fifty dollars. 

to get rid of them. Am I right or wrong? Instead of 
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agreeing they will ali be willing to pay that much, let 
us just figure onc—half, making °%150.00. 

Next, our Asthma patients. If you een give then relief 
it ig a certainty we have a credit of $250.00 here to our 

income, which is very conservative. | 7 

Next, our Prostatitis caseg. These eases meuta add another 

150,00 to our fund, whieh is also very consetvative. 

We have here a crané tetat of $550,060. 

Now, Doctor, you have the necessary Enowledge to treat 
these cases, an@ & bave &n mind a Fischer Diathermy machine, 
placed here in yeur efffee, whic: sekis to you at the low 
price of $758,00 installed in your effiee, n€th atl the 
necessary accessegies to §reat these eases. Along with 
th¢s,. Dector, J witt be Rére to instruct you in the 
mechanical part ef §he weg, and the inceme and returns 
from it are, as § teid you, §n yeur hands, | 

In order to show you my esplgéei*¢ eonfidence in you and 

your ability I am going to offer you this equipment for 

a deposit of $100.00 now, and let you see how it works out 
in the first thirty days, after whieh you can scnd my 

Company. $50.00 each month until the balance ef $650.00 
is paid, if, as I have told you, it will pay for itself 

within @ year. If not, yeu have onfy to let me know, and 
I will take the machine Gack. and you have lost nothing, 

‘but have given relief to your chronic cases, which have 
been no doubt a source of no#fty to you for some time. 

Doctor. Your statements are all very good, but I would 
have to go somewhere to study this work before I could do 

it, and I am too old a man to ge to school again, Further- 
more, every quack in the ceuntry is using these machints, 
and it would bring me inte 411 repute wefe I to do this 
kind of work, 

My answer to this o@jeetion is ~« it was not necessary 
for you to take a speciat eourse every time a new product 
from the laboratory came gut, neither is 1% necessary 
for you to take a specie} course to be able to use this 
modality, as I will personally see that you tnstrueted 
in its uses, As to the part ef your statement that alf 
the quacks arc using it, § vant to disagree with you on 
this point. J vill gramt that a number of thom are, but 
is it not also true that they are using practically all 
the drugs which the Wedg§egl profession are able to obtain? 
This bejng @rue, we wild just look at the patients! side 
of the problem. Are yeu being fair with them if you do not 
use every knovm treatmen§ which might ering them relief, 3 

regardless of whether the unethical element are using 
“ae OF nov? | —— - 



#108 

W. Cc. AYERS 
I believe you to be sincere in your efforts to give 

your patients every possible attention when they come to 

you for service, and I want you to know that I am just 

as sincere as you in my efforts to assist you also in 

helping them, and at the same time increase your earning 

capacity. Let me send you this Diathermy equipment and 

make me prove my sincerity and belief in it. ; 

if, as I have previously told you, it relieves one half. 

of the patients we have mentioned, will it not raise your 

standing in this community? Will it not raise your 

income? Furthermore, do you know of any proposition where 

you could invest your money and make the returns I have 

mentioqned? | 3 ae 

This has been my main argument, and while I have from time 

to time added to it, in all my sales the above has been 

the gist of my sales argument e | 

In concluding I want to say that a knowledge of a few 

things Physiotherapy will do, truthful statements and 

service, are the only requirements that are necessary 

to interest the percentage of Good Live Honest Physicians 

in our products. | 

Yours truly, 

W. C. AYERS 

Topeka, KansSe . 
June 6 9 1926. 

ee e@«@ 2 © 8 o& 8 © 

A Representative of 
Magnuson X-Ray Coe6 
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A.M. BURLINGAME 

Chicago, Tlle  ° 

Dear Mr. Mathis: 

I have at hand your letter asking for my best method for 

selling equipment. Of course it is impossible to give > 

all the different methods which I used as each prospect 

has his individual personality which calls for different 

approach, so I am going to take the method that has sold 

me more machines than any I have used. I find that the 

average doctor today has a good working knowledge of what 

diathermy will do and thru his journals realizes that he > 

could use this modality in his office, but hesitates when 

the cost is mentioned. After the usual approach I start 

in something like the following: 

Now, Doctor, if I came into your office representing your 

local bank and offered you some United States Gold Bonds 

paying 10% interest you would go and borrow the money if 

you did not have it on hand, to take these bonds. Now, 

doctor, I come into your office with a $750.00 investment . 

- that will not only pay you 10% but as high and higher than 

100% each year. Now, Doctor, let's get down to facts, 

and see what is the least that you could expect ‘to realize 

-in your present practice. Now 1et's see what is the very 

least this machine is going to make you in financial gain 

not. counting the increase in professional prestige and 

practice this machine is bound to bring you. Just from 

looking around your office doctor I would say you have a 

veyy nice practice, have you not? Now, doctor, just how 

many patients do you see a week that are old chronic con- 

ditions that you give a little medicine to and probably . 

get 2 or 3 dollars from them knowing that you can't do 

much for them. You say you have about ten, doctor? All 

right, doctor, lets say you only had two a week. We 

usually treat these cases about three times a week and the 

general fees are $5.00, but we will say you only charged - 

f2.00. You see, doctor, with only two patients a week 

this machine is going to pay its own way besides giving 

' you that increased personal contact with your patients 

and you are going to get results and when you do you are 

going to keep most of the cases here in your own town 

that are going to the larger centers for these treatments 

now. You see, Doctor, with only two cases a week this 

machine will make $48.00 a month giving you 4 month for 

vacations, etc. This machine will mean an increase of 

#528 .00 or over 75% on your investment. 

With this method you can break down any argument about the 

cost, and [I have Found it to be very effective to the man 

in the smaller towns. Whenever you show a man where he is 
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poing to gather in a few more of those almighty dollars 

he is going to sit up and take notice. Of course I have 

only given you the high spots, hoping these will be a 

foundation to work up your own arguments along these 

lines. a : | 

. | | | Yours very Druly, 

Lincoln, Nebraska, 
dune 6, 1926. 

e & e e @ @ s @ e@ @ 

A Representative of the 
Magnuson X-Ray Company 
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Mr. Ae We. Mathis, 
2555 Wabansia Ave., 
Chicago, Ill. 

(le 

Dear Mr. Mathis: 

Complying with your request as to method employed in 

making a sale. | | | 

Having expounded my knowledge about diathermy to the Doc. 

for fully two hours trying to make him sign the order, he 

finally admitted that he would like to have a machine if 

he could try one out for a week OY SOc 

I said: "Doctor, you know we couldn't do that very well - 

we'd have a lot of second hand machines". | 

"But, I'll make you a proposition, for I feel certain 

that you'll like this G machine. I have confidence in 

you, Doctor, and I want you to have confidence in me." 

"Vou give me a check for $265.00 and try the machine for 

‘9g week. If it is not satisfactory, you may return it, 

and I'll refund the money." : . 

"tow does that suit you?" 

‘well, I guess that would be fair enough." 

I got the check, and called three times that week to make 

sure the Doc was getting along all right. | am 

My slogan is, "To Sell, Demonstrate". 

Yours truly, 

E. NILSSON. 

‘Evansville, Ind. 
April 24, 1926. 
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BW. DEVERICKES | 

Mr. A. We Mathis, 
Sales Manager, _ 
H. G. Fischer & Coc, 

Chicago, Ille 

Dear Mr. Mathis: 

Jt struck me as being rather egotistical for a man with 

as little experience as myself to tell men with years of 

selling how to do their work. Besides, I am not at all 

sure that I am able to read all the signs correctly yet, 

but I will tell you of a sale and the procedure I used. 

LYRA . BF BL te Ne RF OP ay ae ae 8s ah AP 

wan Ww we wae wa ne an 

Dr. Klumpp owned a Wopler until shortly before I saw him, 

He had been treating a patient and had rather severely 

burnt her. As a result, though he was sold on the e 

diathermy treatments, he had lost faith in the machines. 

First, I went over the technique, especially of applica~ 

tion of electrodes, the results of different sizes, 

soaping, etc. After he had asked all the questions he 

desired to on this point, I went into the superior | 

quality of Fischer equipment, talking over both the 

Doctor's and my own head concerning the relation of 

amperage and voltage, of the range of different ratios. 

given on the Fischer machine with which to do different | 

work. 1 spoke of how the Fischer Company, being one of 

the oldest Companies, had both in the laboratory and in. 

actual practice, experimented to find just the exact 

relation which gave the best results with the greatest 

security. The Doctor asked to see the machine that 

evening, and before I left I gained some idea of the terms © 

he wanted, his bank, etcCe, SO when I returned that | 

_ evening I had the notes, etc. practically ready, and after 

the Doctor made a brief inspection of the machine, he 

signed the order. | ee 

In calling on the profession one often finds a Doctor 

with a machine he knows practically nothing about. if 

the salesman will do all he can to instruct the Doctor, 

end not appear to be doing it from a mercenary reason, 

the time spent will often result in an accessory sale or 

a good accessory prospect. , 

Yours truly, 

B. W. DEVERICKS. 

Clarksburg, We Vae 
May 15, 1926. 
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Jo Ae FINAN 

H. G. Fischer & Co., Ince, 
2505-45 Wabansia Ave., 
Chicago, Ill. 

Attention: Mr. A. We Mathis, Director of Sales. 

ventLomens, 

In reply to your letter pbaniieee "actual Facts and 
Methods Which Have Produced Sales", I submit the follow- 
ing brief facts as my part of the contribution: 

First of all I attempt to sell myself to the dectors. I 
tell every prospect what other doctors are doing with . 
Physiotherapy equipment in my territory. I cite a few 
interesting cases treated by each doctor and tell them 
the TRUTH regarding the results obtained. | 

In other cases I have discovered. my prospect! s hobby 
and allowed him to dwell at length on his favorite 
pastime. I find some of the busiest doctors prefer to 
talk about something else po human ills (and their 
Cures e 

After installing the machine I have the doctor select a 
few suitable cases and treat according to approved ~ 
technique. je 

Last, but not least, f promise service and personal 
interest and render same without fail. I find the last 
point the most valuable of ail. Every doctor knows he 
can purchase of an unlimited number of reputable firms 
but securing service after a machine is instalied is his 
chief interest. 

I realize the above contribution is very prief and may 
not be of any value to most of the Fischer salesmen, 
However, I am interested in receiving a copy of the 
edition for which this is intended and if these few 
facts entitle me to same, I will appreciate knowing how 
more corre cae salesmen secure salese 

Thanking you for past favors and hoping to receive a 
copy of your valuable book, I am _ é 

Sincerely yours, 

JOHN A. FINAN 

Zanesville, Ohio... 
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This will answer your letter requesting an outline of 
the writer's method in selling Physiotherapy equipment. 

T find a large majority of Physicians well informed 

regarding. the Therapeutic results to be expected from the 
proper use of various Physiotherapeutic Apparatus.. 

Therefore, I spend very little time in going over the 

many ailments that respond quickly to Physiotherapy 
treatments. 3 i), y 

To those Physicians who still remain skeptics, I go into | 

all phases of treatments for various diseases and con- 

ditions, always alert to catch those conditions in which 

the doctor displays the most interest. This Physician I 

endeavor to personally accompany to the office of a. 
doctor who is getting results in those conditions. After. 

the necessary introduction, I endeavor’ to be top man in 

the conversation so as to direct the course of. the: state- 
ments of the doctor whom we are visiting to correspond 

one hundred percent to all my stateménts made to Doctor gy 

Skeptic. Very seldom do I lose the skeptical physician 

when I have him in a booster's office. aE STE) ae 

I exploit very elaborately the Fischer goods from the 

standpoint of quality, -price, etc. . The growth of the 

concern, its commanding influence over the entire | 

Physiotherapy market, due to the elaborate Educational 

campaigns, Free Clinics, and making the prospect feel. 

that the Fischer Company operates primarily to give ta | 

the professf¥en equipment par excellent, conscientiously — 

educating the profession to the proper use of the added 

therapy, so that they will not unknowlingly use this 

valued therapy in conditions where the same is contrain-~ 

dicated,- thereby rendering a service equal to no other. 

To those with an inclination toward increased financial 

returns, I inject financial advantages throughout my 

entire conversation, being careful not to place my 

statements in too pointed a measure as to imLer tat 

‘such a condition as finance was foremost in the doctor's. 

attitude toward installing Physiotherapy Apparatus. 

Trusting that the above lines cover your request, I am 

Yours very truly, 

W. H. THOMPSON. 

. Chicago, tll. 
Arad. Bos 1926. 
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F.C. KANE, M.D. 
For: Facts: and Methods Which Have Produced Sales. 

In calling upon the doctor prospect for the first time, 

IT ascertain if he has been getting Fischer Magazine and 

other literature regularly. If he is receiving them, I 

then ask him in which department of Physiotherapy he is 

particularly interested. In most instances he will say, 

"Diathermy", and such conditions as Endocervicitis, © 

Hemorrhoids, Tonsils, Sprains, etc. I then arrange to 

demonstrate on any and such patients as he may select. 

In practically every instance lI have my demonstrating 

outfit within easy reach, and endeavor to make the 

demonstration while the doctor shows an interest. At 

other timés I get the Doctor to place an order subject 

to a satisfactory demonstration later. I have rarely 

failed to get a signed order after making a careful 

demonstration, especially on Hemorrhoids and Tonsils. 

In short, I may say that Demonstration is the thing 

that gets the orders, especially when combined with 

thoro acquaintance with subjects under discussione 

F.C. KANE, M.D. 

Fort Wayne, Ind. a 



Mr. Ae W. Mathis, 
The H. G. Fischer & Co., Inc., 
cooo Wabansia Ave., : 
Chicago, Til. | 
Ue Ds. psi 

Dear Mr. Mathis: 

Replying to your letter of the 20th inst., It am herewith 
detailing what I have found to be most productive from 
the standpoint of sales. : | 

When unable to sell a doctor on the first call, I arrange | 
for a demonstration, telling him I want to show him the 
difference between dessication, fulguration, and co- 
apulation, and how these different methods are used in 
surgical diathermy. os i ean Se 

I buy about ten cents worth of lean beef and witha ¥ 
plank set proceed to show the different techniques. With © 

the rheostat on point one and one spark gap open 

(minutely) I spark the current over to the meat, 
demonstrating the fine control. I then open up the 
machine and with the needle in the meat, step on the 
footswitch and demonstrate fulguration, showing the 
doctor how simple it would be to remove warts, etc., by 

this method. I then connect up the piece of beef to the 

indifferent terminal dnd with the Plank needle in low 
voltage terminal demonstrate coagulation. I might say 
that the American Medical Journal describes dessication 

_as the Tesla current sparked over the flesh; fulguration 

as the same current only the needle inserted into the 

flesh before turning on the current; and coagulation as 

‘a bi-polar low voltage current, the needle always 
inserted before turning on current. 

I also demonstrate how coagulation is better for 

hemorrhoids by setting the machine with the rheostat on 

point four, all spark gaps open about one~sixteenth of 

an inche TI then connect my Plank needle with the Tesla 

pole, High, Medium and Low Voltage in turn, demonstrating 

the better results obtainable with low voltage, at the 

.same time pointing out the versatility of Fischer 

equipment. A great many.machines on the market have not 

got a satisfactory low volt coagulation current. | 

Most doctors like to do surgery and they all have patients 

with benign skin blemishes that should be removede 

Surgical Diathermy enables them to remove these blemishes 

with very little discomfort to the patient as compared 

with any other method. 
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J-W. CARTHY = 
' I do not know if the above will be of.value to you or | 

i not. Being comparatively new with you, I will be able | ) 
| to learn a great deal more than I can teach. | 

: | | | | Cordially yours, | —y 

i= W. CARTHY. in | 

Toronto, Canada. 
April 24, 1926. 



Pha. 

H. G, Fischer & Co., 

Attention, A. W. Mathis 

Dear Mr. Mathis: | 

This will answer your letter of April 20th, relative to 
your proposed "Actual Facts and Methods Whieh Have Pro- | 
duced Sales". aan - uae oe 

I think the idea a very good one, Mr. Mathis, and TI | 
assure you I will need a copy even though my name does 
not appear therein. = | ayer 

I wish my experience and sales were such as to enable me 

to quote a couple of good selling arguments, but. due to 

the fact that I have been with you but two short months, 

and my actual sales thus far very discouraging, for me 

to even offer a suggestion would be poor policy. However, 

I assure you that a year from today I can tell a diff- — 
erent story. , i 

It is a problem of Pioneering and Introduction out heres 
Mr. Mathis, as far as "Fischer and Conipany"” is concerned.s 

I've yét to see a Fischer installation in any town where 
t've called except a "K" here and there, and so far ag _ 
they are. eoncerned, they are a big draw-back, for our 

competitors use them as an argument against 'Fischer" .: 
The Doctors as a whole seem to be familiar with every- 

thing except "Fischer", and I find it absolutely 

impossible to get under their skin in the first interview. 

If I were to.tell my methods of selling, I'd have to say 

I tell the doctor who I am, where I live, what I want to 

get acquainted with him for, I'm going to call about. 

every 30 days, and then tell him I want to sell him my 

housé first, second, myself, and lastly, my line, and then 

I lay particular stress on the service I can give hin. 

The free literature, and reprints, etc. we have for him. 

This I find gets me by the "outer sentry” and I am then 

able to feel him out and plant a few seeds of appreci- 

ation and start him thinking and considering. 

T next find out what his speciality or hobby is, and 

shoot appropriate literature at hime Ss 

I trust your “book" will be a mine of information for us 

beginners... . | re 

Yours very LPUuULy, 

“Fargo, Ne De H. W. MANNING. 
April 23, 1926 | 
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W. H BENINGHOFF 
—=— 

_ = =— = — ia =a <=> ‘mites: 

H..G. Fischer & Co«, _ 
Chicago, Ille 

Gentlemen: 

Answering yours of the 20th regarding an outline of my 

selling points, 1 beg to submit the following: 

Probably the strongest argument I have been able to make 

to induce a sale of a Diathermy machine has been on the 

theme of hyperemia, making it clear to the prospective 

purchaser that through. the specific action of Diathermy 

an over-active circulation is brought about, thereby 

hastening the action of the antibodies and phagocytes, 

thus assisting nature in restoring normal conditions in 

the part or parts affected. . 

Next, no doubt, would be the bactericidal effect of heat > 

and the fact that Diathermic heat can be produced deep 

| in the tissues; that it is conversive heat within the 

| | - tissues, and therefore, is preeminently more effective 

than conductive heat, because in the first instance. it is 

produced within the radius of the affected part or parts,. 

and consequently its action is direct - - ~- while external 

applications of heat because of their principle cannot and 

do not penetrate sufficiently to be of any great benefit 

or have any appreciable effect. | | 

a ; | mat Yours truly, | 

: W. H. BENINGHOFF. 

Seattle, Washington 

April 24, 1926. 



a. EJAY 
Mr. A. W. Mathis, 
He Ge Fischer & Co., Ince, 
Chieago, ili. | 

‘Dear Sir: 

The fact that I have been with the Fischer Company only 
a short time, and know very littie about Physiotherapy 
equipment, technique, or sales points, has made me 
hesitate to send in anything to be used in "Actual Facts 
and Methods Used to Produce Sales". | 

From my. experience in selling Fischer equipment I believe 
that I have had the best results in getting orders by 
assuring the doctors of Fischer ceoperation, guaranteeing 
them a thorough installation and service at all times on 
the equipment. | , 

I have just persuaded Dr. dueents of St. Lukes Hospital, 
Duluth, Minn., to put on a one aay course in Diathermy, 
for which he is charging $15.00. I have informed all the 
doctors in my territory of this course, I think ae 
will assist me in making a few Snies, and algo satisty 
the men I have sold. ? 

Yours very truly, 

G. EB. JAY. 

Minneapolis, Minn. 
May 22, 1926. 
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The forceful article in the May issue of "Sales Manage- 
- ment" by Mr. Mathis on "Nailing Down the Order", was the 
inspiration for a first-call sale made the day I read the 
article. | ) | 

His advice to write up the order and ask for the signature 
early in the sales talk is mighty good advice. The idea 
is to keep the order book;yin plain sight, so the doctor 
won't be gun-shy when it is time to "nail down the order". 
Get a sales talk made up on the loose leaf plan, and after 
each presentation, ask for the order. By this method you | 
will not miss the psychological moment. You'll be less 
liable to talk him in and then talk him out. 

| #121 

E. R. LEEDS, M.D. | a 

The morning I read Mr. Mathis’ article, a letter brought 
bad news, and I had to start at once to drive home, but 
determined to sell a machine on the way, just to show I | 
was not down-hearted. 

I made a first call on a physician in a very small. | 
village, his office is in the rear of his drug stored 
Conditions generally did not look good for a sale, but fT 
introduced myself and asked him if he had been reading 
any of the recent articles on physiotherapy now appearing 

in many of the medical journals. 

He said, "Yes, but I'm not going to buy". 

(Parenthetically, that is a good opening question. A 
doctor won't admit he is not up on current literature, and 
he will often admit an interest in physiotherapy. ) 

"All right, Doctor, but surely you'd look at some nice 
photos of new equipment." ue , 

"Yes, I'll look at the pictures, but I'm not ready to 
bye” | 

IT like our collection of photos. It is easy to get the 
doctor to take them in his hands, and as he examined 
them, the salesman soon finds out where the interest lies; 

and is less liable to overlook a sale of some piece of 
equipment that might not otherwise be mentioned. 

In this case, the interest was in Diathermy, especially 

our Hospital G. So I made a brief talk on machines and 
Medical and Surgical Diathermy, and soon came to the 

subject of the Electro-coagulation of Tonsils. This. did 

not get across very well, so I took up hemorrhoids. This 

went betters; some interest manifested itself in the Form. 
of questions. When we had the subject pretty well — 
covered, I wrote an order for an H, G., and asked him to 
Sign. He refused. | 
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Then I discussed the subject of epitheliomas, nevi, moles, 
warts, etc., and kept my erder book and pencil in plain 
view. | | | | Da ae 

I tried for the order until noon without success. Then 
I said, "Doctor, I'm coming back at one o'elock with my 
demonstrator and I'll demonstrate some of the things we 
have talked about". | | ; 

I believe it unwise to ask permission to make a demon- 

stration. The doctor will refuse in order to get. rid of 

the salesman; also a demonstration should only come after 

a strong effort has been made by sales argument, Then - 

if there seems to be a chance for a sale, put the machine 

in, and by all means make the doctor perform most of the 

experiments. 
| : Peta: cate 

In this case I felt that I had a slim chanee, He was 

interested but not yet sold. : oe ee es 

At one o'clock I had my machine set up.in his office. 

I generally demonstrate on a kidney; the eolors are : 

distinct, and a lobe of the kidney may be said to 

represent an epithelioma, a tonsil or a hemorrhoid, or 

what have you... | 

In this case, I treated one lobe by bi-polar electro- 

coagulation, as if it were a hemorrhoid.. Then T handed 

the electrode to the doctor and told him to make a.like 

experiment. He did a good job, so I put the order book 

and pencil into his hand - nothing adoinge , 

Then we did some unipolar work, the so-called Fulguration, 

and I tried again for the order. Still nothing doing « 

The clerk in the drug store was a girl, and I noticed 

some moles on her face, so I went to her and asked if | 

she wanted those moles removed. She hesitated for awhile, 

and finally said, "Yes, if it doesn't hurt". . I promised 

to try just one small mole and to quit if there was paine 

The moles were hardly large enough to require local | 

anesthetic, and I know that girls will stand a lot of 

pain'to be made beautiful. I went at them by this 

indirect method, explaining that I would draw the 

electricity from the mole right into my own, Fingers so 

I would get the same dose she did, and t4d be mighty 

careful not to hurt myself or her eithere | 



F. R. LEEDS, M.D. 

We got along fine. I used an. exceedingly small spark 
till all nerve endings were somewhat deadened, then 
opened another pair of points in the spark gap and hit 
harder and deeper till the whole tumor was dry and glow- 
ing. <A second mole was handied in the same manner, My 
patient was a good sport and said it didn't hurt, much. 

Then I went over the surface-of a third mole, eration 
about half through I told the doctor to finish the “Job 
and showed him how to handle the needle. He did a very 
painstaking and thorough dessication, and hunted up a 
couple more on the girl's neck, and went at them almost 
like an old hands 

I handed him the order book and pencil. Oh, Boy: Aint 
it a grand and glorious feelin’ when they sign on the’ 
dotted line? 

After he had signed, we talked for a few moments and he 
said that he didn't know why he ordered the machine at 
this time because he is not yet ready for it. Then T 
remembered Mr. Mathis’ admonition to get some of the © 
doctor's money invested in the machine so as to make him 
stay put. I asked for and received a down payment. : 

If you haven't read Mr. Mathis! article at least three 
times, get busy. I'm on my sixth reading NOW « » 

FRANK R. LEEDS, M.D. 

Milwaukee, Wise 
June 4, 1926. 
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‘Attention of Mr. Mathis. 

- Dear Mr. Mathis + 

I have yours of April 20th requesting experiences, sales 
talks and technique used by your salesmen that have 
resulted in sales. : 

Being with the H, G. Fischer barely three months and 
having sold only five "G" machines, I am tempted ‘to 
believe you addressed me by mistake. JI-am not conceited 
enough to think that my short experience can be of much 
use to the old timers who have blazed the trail of 
success of H. G. Fischer & Co. However, since you state 
that is the only way I can secure the experiences of _ 
others which I very much covet, I must furnish mine. T 
have therefore no choice and submit the following: 

When I reported for training, I saw after the first 
expose of the activities of H. G. Fischer & Go. that I 
could not familiarize myself with all the apparatus dealt 
in by the Company in three weeks time. I therefore | 
picked on type G and concentrated on finding out all I 
could about this machine. T soon found out how handi- 
capped a doctor was without it and started out imbued 
with that idea, with the firm intention to do all I could 
to help them remove this handicap. I ‘have cultivated 
this complex to such an extent that I really sympathize 
with a doctor unacquainted with diathermy and this feel=- 
ing has considerable to do in equalizing our mutual ~— 
viewpoints and helping me to feel at home with them. 

The two points I strive to drive home from the beginning 
are that type "G" enables a physician to send heat in the 
shortest possible time to any part of the body that may 
need it, emphasizing the simplicity and harmlessness of 
the whole proceeding and assuming that he "the physician" 
knows all about the desideratum of heat. Next I bring 
out the surgical modality that simplifies tonsillectomy, 
the removal of blemishes and surface malignancies in a way 
heretofore impossible. 

At this point it often occurs that a doctor has Been told 
about some other apparatus such-as a lamp or Morse Wave 
generator that is distracting his attention from type "G". 

I impress on the doctor the fact that the most necessary, 
in fact, the elementary apparatus , in Physiotherapy is 
medical “diathermy which is used a great deal more than 
all the otherg and which in the normal development of an 
ordinary practice ought to make enough money for the 
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doctor to buy all the other apparatus he may need. Here 

of course T must watch my P’s and Q's that I do not | 

reveal my newness in this field to the doctor. While it 

.4s true that the average doctor does not know very much 

about Physiotherapy, I don't think it safe practice to 
depend for success on the other fellow‘s ignorance. 

*T have found that the decisive point in my sales has been 

the assurance to the doctor that I was able and willing to 
teach him all he needs to know for the successful opera- | 

Rion of tyoe "GE". °:- peel) 0 wk Ghee ga ee ; 

I made one sale on the assurance that I could relieve a 

case of acute Gonorrheal arthritis complicated with a... 

fresh infection. I got the fellow out of bed in a week. — 

While demonstrating ina hospital I sold a‘machine to: &@ 

patient with chronic Rheumatism on the assurance on-my 
part that long treatment with low emperage would be 

beneficial to him and I proved my point. . : 

I have also found it useful to reassure the doctor from 
the idea that a protracted course was necessary to - _ 
familiarize himself with diathermy, insisting that it is 
simply a new tool that readily fits in to the skill and 

practice he has acquired during the years of his pro- . 
(LESSON. * i | 7; a : 

I regret my experience is not more extensive or*more 

diversified but such as it is, I offer it most cordiallry 

and shall look eagerly for the experiences of others... 

: a eee Paul A. Ajase ;° 

Brookiyn, Ne Ye 
April. 25, 1926. 
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My Soi enon has been that there are three types of 
doctors, namely, (1) the doctor who is not interested, 
does not want to be interested, does not care to be 
convinced and who is not progressive; (2) the doctor who 
is open minded, progressive and is willing to be shown 
that what I say is true or not true; (3) the one who 
knows and who. is. convinced of the value of our merchandise. 

The first class is a hard class to deal with. It ‘seldom 
pays to try to convince them for the time involved in 
making a sale and demonstrating does not make it profit- 
able. In some cases it can be done by putting a machine 
in on a demonstration basis and letting them convince 
themselves. 7 

The second class is the best class to work with. for they 
are willing to be convinced and it remains for the | 
salesman to see that this is done. The first question I 
ask this type of doctor is the kind ef practice he 
specializes in and inform him of the value and technique 
of the apparatus indicated in such conditions. JI have 
found that the quoting of technique in Prostatitis and 
Post Operative. Adhesions appeals to them. They will 
invariably ask for a demonstration or sign an order upon 
being convinced that they can use it profitably and with 
satisfaction. 

The third class represents the doctor who is handicapped 
financially. This objection may sometimes be over-ruled 

by: ‘the partial payment pian. It sometimes can be shown to 
them that it is profitable for them to borrow money in 
order to take the 5% discount and it is found that the 
.terms, discount, appeal favorably to doctors. There is a 
class in this last group who are worth considerable but. 
who have the money invested so that it. is not profitable 
to get ready cash. They are the type who abhor notes and 
who will wait until they get the cash in which to pay for 
aunit. This class represents men who are strong willed, 
who have made up their minds and will not stand pushinge 
If force is used on them they will invariably become 
offended, which may eventually mean the loss of the sale. 

A great many doctors who are ready for Diathermy try to. 
stall the issue until some other time. A reasonable 
amount of sales pressure should be brought to bear and the 
sales book technique will prove valuable in such cascese 

. It has been found by the writer that the salesman's - 

phraseology in using medical terms and conditions, creates 

a favorable impression. This should be watched especi- 

ally in approaching a doctor who is a new prospect as the 
oe first. Ampression is generally a lasting ONG « The sales - aera aa eT TS man's appearance should be neat. The principles of the™ 
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unit you are attempting to sell shoyld be given in brief, | 

and the conditiens which can be treated should be given 

as briefly a& possible. The doctor is generally most | 

A4nterested in the reaction by which results are accomplish~ 

ed. The doctor should be watched for signs of interest iin 

certain conditions and when such interest is evident the 

doctor should be allowed a chance to express his question. 

High pressure methods are to be avoided, for while they 

may bring some additional sales, it generally results in 

cancellation. The doctor who is sold on high pressure 

methods will invariably become a knocker for the product 

which he was sold which will eventually lead to more loss 

than if these tactics had been.avoided. However, a push 

must be put behind each interview for without a certain | 

amount of aggressiveness, sales. cannot be madce 

Technique is a valuable asset to the salesmanie This must 

‘be mastered thoroughly and it will be found that in most 

instances the doctor will look to the salesman as an 

expert physiotherapist. I have not found that any one 

particular technique will make a sale. I have found that 

the record of stability of the machine, its endurance, the 

lack of secondhand value, the warrantees put forth by 

the company and especially the success with which promi- 

nent men and hospitals have used the unit, is particularly 

valuable. 7 | 

Tf the doctor expresses a desire for the competitor's unit 

or if he has already made up his mind but hag not install- 

ed the machine nor placed the order, he can generally be 

made to reconsider by the following method: Advise him 

that the competitor's machine is a good unit but that you. 

do not believe it will give the service he expects. Ask 

him to install the competitor's unit on a demonstration 

basis and also to install our unit on the same basis. 

Have each salesman give him a demonstration and explana- — 

tion of technique and then tell him you are willing Lo 

abide by any decision he may make after he has used both 

machines on a demonstration test. This inspires the 

doctor with the confidence which you have in your own 

unit and it very seldom goes to the point of where the 

two machines are actually installed. 

Briefly, then I can say that the points which have helped 

me most to make sales are as follows: The educational ' 

service of the company, the stability of the machine, the 

proper approach of the doctor, the phraseology of the 

salesman, the salesman's confidence in his own apparatus, 

the willingness of the salesman to be of service to the 

doctor and the familiarity of the salesman with the use 

and application of the apparatus. 

Ww. Ae KILMER, 

Springfield. Tliinois. , 



Be M. KRAMER 
H. G. Fischer & Co., 
2345-45 Wabansia Avé., 
Chicago, Ill. 

Attention Mr. Mathise 

Dear Mr. Mathis: 

In answer to your letter of April 20th, in regard to 

technique and sales points which may be of value to you 

and other men on your sales force, I shall try to be ag 

brief as possible in my explanations. © ee 

In my experience of selling to the medical professions, 

Diathermy and Physiotherapy apparatus, first, I make it 

my point to find out what branch of medicine a man Eh 

interviewing is practicing. Second, what cages has he 

on hand at that time, which I can prove to him by 

demonstration that Diathermy will be a great factor in 

bringing about a quick recuperation to his patients. 

Third, service and performance at any cost to myself 

without any inconvenience to my customers. For example, 

delivery of machine within twenty-four hours and be 

there for installation of same. Many a sale I have taken 

from my competitors. on account of them shipping their 

apparatus and not completing installation as long as 

two weeks after samé has been received, bringing out the 

fact that they are not equipped to render service as the 

Fischer representative is. Fourth and last, always 7. 

willing to help your customer to obtain the best possible 

results with his apparatus | | as 

Yours very truly, 

WB Me Kramer" 

Springfield, Ili. 
April Oy 1926.6 
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Mr. A. W. Mathis, Mgr., 
Chicago, Ill. a 

Dear Mr. Mathis: 

Tn complying with your request of April 2Oth, 
as to what I consider has, in actual practice, produced 
the greater amount of sales for me, and has been most 
beneficial in enabling me to secure orders, I feel safe 
in stating that it has been in convincing clients just 
exactly why and how Diathermy is used, what it will 
actually do for a patient, and just how it will bring 
about the cure he wishes it to. Very often I find a 
Doctor that is particularly interested in knowing just 
what Diathermy will do for a certain bad case of - say, 
Neuritis. My outline of talk to him on this subject is 
generally as follows:- | | 

"Good morning, Dr. Brown. Have you heard of 
the excellent results Dr. Jones is getting in treating 
Arthritis with Diathermy? I would like to take a few 
minutes of your time to explain to you just how we get 
these wonderful results in treating these stubborn 
cases. For example, we will take a bad case of Arth- 
ritis of the knee. The first thing we do, is to put 
@ piece of block tin half way around the leg above the 
knee, which is held in placé by an elastic bandage. We 
then put another piece of the same block tin just below 
the knee, (halfway around the leg) underneath, as the 
Diathermy current always follows the shortest route 
from one electrode to another, so by having one electro- 
de in this position, we will get the heat directly in 
the knee joint, where we wish it to be.. The next step 
is to connéct one cord to the machine and connect this 
to the electrode, then connect the other cord to the 
other side of the machine, and connect it also to the 
other electrode. Both electrodes must be well lathered 
before starting the treatment. Next we set the auto- 
control just where we think it will be sufficient to 
overcome the resistance of the knee - then after turn- 
ing on the machine, we gradually open the spark gape 
The gap is opened very slowly because we want the 
treatment very sedative. In about one minute, we 
increase the heat by opening the gap a little more and 
take. about three minutes to reach our maximum heat 
which will be the patients tolerance. All the patient | 
feels is a very soothing heat in the knee. Practically 
every case of Arthritis and Neuritis is relieved of 
pain after the first treatment. Of course, the relief 

is not permanent, but the patient will come back to you 

for continued treatments because you gave them relief 

and naturally they have confidence both in you and the 

machine. By continuing with the treatment, the Die= 

thermy current will greatly increase mobilization of the 
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joint effected. In this way you will get permanent 

results. We treat the patient for about £0 minutes and 
at the end of the treatment we slowly close the spark 
gap because it. will make the heat more lasting than. 12. 
we turned it off abruptly. With the machine, it enables 
you to build up a large office practice, which you would 
much rather have than running around making house calls. 
It is impossible to expect to build up an office practice 

without the necessary office equipment. We will sell 
these machines on the easy terms of one-fourth down, and 
the rest’ in twelve months, so you can naturally see how 
easy the money part of it would be for you. T'iL ters - 
you".what I will do, Doctor, I will send you a machine 
tomorrow and come: out to install it and will treat your 
patients: for you, so that you will be able to see how 
very simple itis to treat your patients." 

You. have my ‘permission to correct this 
whereever you’ see fit, 

Cordially yours, 

W. Se Grimes. 

‘Detroit, Michigan. 
April 30th, 1926. 
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H. Gs Fischer & Co., ING es 
2533-2545 Wabansia Ave., 
Chicago, fil. 

Attention of Mr. Ae We Mathis, 
_ Director of sales. 

Dear Sir: 

Here is my little offering for "ACTUAL FACTS AND METHODS 
WHICH HAVE PRODUCED SALES I trust you may find one or 
two ideas which will be worthy of your publication. 

"Selling equipment to the Medical man who knows something 
about electrical apparatus is vastly different than 
selling to the man who knows nothing about it. In my 
territory physiotherapy is on the whole a new thing as 
compared with Eastern States. For: this reason, when I go 
into a Doctor's Office, whom I know has had little or no 
experience with electrical equipment, I first interest 
him in what Diathermy is from an electrical standpoint. 
By doing this, it relieves any ee they may have ci 
an electrical phenomenon. 

- have found that after ietinastoe what Diathermy is, 
and how we produce heat within the body tissues, he at 
once knows more about the actual application of heat, 
from a medical standpoint, than I do. I always allow a 
‘Doctor to feel that he is a Doctor, and I am a salesman. 
After I have gained the Doctor's confidence, I find that 
they are very willing to accept See ae as to 
technique. | 

I always name off a number of conditions in which 
Diathermy is indicated. In this way I am bound to hit 
the Doctor on one or more subjects upon which he is at 
the time working, and which will at once interest him. 
Every salesman has some particular type of work in which 
he is most interested. My hobby is G. Ue Cases. | 

When I have the Doctor interested énough so that he 
starts to ask questions, then I impress upon him the 
necessity of having equipment, showing him how it opens 
up a larger field of practice, and incidentally increases 

-his income. I have shown Doctors how they can make their 
equipment pay for itself. If I cannot close a Doctor 
with some of the above arguments, I make it.a point to 
set a time for a demonstration, oftentimes treating his 
patients, thus showing him by practical application the 
wonderful therapeutic Booey we have to offer. 

The best method I believe is to have a sales. talk all 
figured out, whereby you can 'shoot your thunder! without 



BUSH 
having to stop and grasp for ideas. 

 Enthuse yourself with a certain sub ject, and it is 
catching + the Doctor will also become enthused. 

Last, but not least, stick to the truth as to the 
Limitations of our equipment, and go into an office with 
the determination of coming out with an orders 

‘Cord¥ally yours, 

| F. P. BUSH. 

San Francisco, Calif. 
Bay 25, 1926. 

e)6hCU6 x - & oe e ° 

A heeue of Robert A. Fischer, Ince. 
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Dear Mr. Mathis: 

In reply to your request for ‘contribution to "ACTUAL FACTS 
AND METHODS WHICH HAVE PRODUCED SALES", -- I regret that 
lack of time prevents me from presenting a contribution 
which would be more complete. In the urge of regular 
business affairs I must necessarily cut it down a bit. 

As, tor technique, I shan't attempt to say anything, as 
some of the other mén will doubtless bring out points of 
techniqte and treatment which will complete the knowledge 
already had by the men. 

There is a set of ap jociiods and obstacles that I meet in. 
the Hast particularly which may seem a bugbear to other 
men. > am overcoming them very easily with a rather 
simple and short selling talk. Practically every dealer 
of electrotherapy here absorbs delivery charges, a good 
many charge no interest on deferred payment, others permit 
an exceedingly small down payment. When the doctor 
springs one of the above on me, and demands the same terms 
that he can get elsewhere, or asks for a reduction of 
price, my come back is as follows: 

"Doctor, T want you to realize that H. G. BiseHer CG 
is one of the oldest electrotherapéutic houses in the 
country, and one-of the very few of the original still 
in business in a profitable way. A concern who has gone 
through the period of trials and tribulations such as we, 
and is doing business on a large scale today, assures its 
customers of a continued existence in business. A man 
always wants to buy from a concern whom he knows will stay 
in business. In order to accomplish this we had to’ 
incorporate business methods in our sales; we have care- 
fully figured out the most liberal terms under which we 
can conduct our business and assure ourselves of. a reason- 
able business profit. This reasonable profit assures you, 
ag the purchaser, that the concern will exist and enable 
you to recéive continued service. The company in turn 
can pay their representatives a living wage, and thereby 
demand that the salesmen give the doctor whatever service 
he may request. Doing business this way gives us the 

funds withiwhich to do extensive research work and invest-~ 
igation in the development of diathermy and its uses in 
the ethical field. There is no concern in the country 
which has contributed, and still does contribute, so much 
to the development of electrotherapy in the ethical field 
as we. We do more to distribute and disseminate authenic 
information and facts about electrotherapy than all 
competing concerns combined. We have for distribution to 
our purchasers a profuse and detailed book on diathermy 
therapy which comprises explicit details and technique in 
the method of treatment as written by leading Shyeic 
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all over the country. We keep our users advised as to 
the progress of therapy as time goes on. Now, doctor, 
this takes money. If we ran our affairs ina slipshod 
manner so that we did not know what was coming in, we 
could not afford to spend the money we do for the benefit 
of you and your ethical colleagues. Conducting our 
business as we do on a firm businéss basis, and in con- 
sideration of the volume of business that we do, we give 
you the best apparatus available at prices always less © 
than any competing make; in other words, 1c prices were 
the same, you get a better machiné in Fischer's, but 
Fischer prices are lower. If express charges are absorb-~ 

ed by the salesman, he cannot afford to give you the 
service afterwards which he would if you had paid the 
full price, because in that event the express charges 
would be out of his own pocket, and sérvice, after the 
sale, doctor, is the most important part of the tran- 
saction." 

By the use of the above, I do niet give the doctor a lot 
of empty excuses, nor try to tell him that I cannot 
afford to give him the concession that he wants, and yét 
I save his pride by not giving him a flat refusal; 
rather, I explain to him why our terms are as they are, 
show him why we must adhere to these terms, and the 
benefits he realizes in dealing with use 

I have one little. objection to contend with here with 
reference to the MacIntosh Portable, which weighs ten 
pounds less than ours. I turn this objection to a | 
favorable selling argument by pointing out that no con- 
cern will put anything in an outfit involving cost which 
could be omitted without impairment to the efficiency of 

the apparatus. The mere fact that a MacIntosh Portable 
weighs ten pounds less than a Fischer Portable, and our 
case is a little lighter, proves to the doctor that he 
gets more than ten pounds additional internal electrical 
apparatus, which assures him of a better and a more 
substantially built machine. 

I trust the idea in back of the above will be helpful to 
some of the men in the field who may be confronted with 

. the same op Oca ee 

Cordially yours, 

Se. Me Ginsburg. 

Boston, Masse 
April 30, 1926. 
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HOW Y HAVE MALE MY SALES. 

Firsts: By sizing up the situation and making a 
mental note of the doctor and his needs + 

~ Second: | By convincing him that I was sincere. in my 
desire to be of real help, and that the thing I was 
explaining to him was something he needed badly. 

Third: $I always try to find out the names of two 
or three patiehts whose conditions are such that they 
would be treated successfully by Physiotherapy. A 
number of sales have been made by knowing one such | 
patient and bearing down on the results to be obtained 
in this particular case. | 

Fourth: — By overcoming his objections one by one, 
which objections can be overcome only by definite 
information concerning the equipment. 

Fifth: | Many of my deals have been helped along by 
selling the doctor's wife or office assistant or by 
getting him a technician who will take charge of the 
work. 

Sixth: . T always try to bear in mind that no one 
wishes to be sold, and try.to work so that a make the 
doctor feel that he is buying. | 

F. L. SINONDS, 

gt. Louis, Mo. 
Jduné 8, 1926. 
S@eeeeoeneeaeeeeveeeee e 

A Representative of 
Magnuson X-Ray Company. 



#136 

A. F.WORLAN 

ACTUAL METHODS THAT HELP 70 CLOSE SALES. 

After working up a Doctor's interest in any 
certain piece of equipment, I nearly always close 
the deal by working out in actual figures just what 
he can expect to realize on the money invested. | 
Almost every. Doctor has savings invested in stocks, 
bonds or land, and he knows that he cannot hope to 
make more than 10 to 15% on his investment, and is 
lucky if he gets that. In installing a piece of 
Physiotherapy or X-Ray equipment, the average Doctor 

can make anywhere from 45% to 200% on his investment; 
in fact, there is practically no limit. I try to be 
conservative, however, and do not place the figures 
too high, for a man will have more confidence in my 
statements generally if the expected returns are 

placed within reason, 3 | | 

- A. F. MORLAN 

Omaha, Nebr. 
June 8, 1926. 

@eouoveeandtevnvaesvseeeeeeene nea 

A Representative of 
Magnuson X-Ray Company. 
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METHODS THAT HELP ME MAKE SALES. 

In selling Diathermy equipment, I first ask the 
Doctor if he belisves in HEAT. After getting some 
expression from him I proceed to explain the advantages 
in the application of Heat by means of Diathermy. I i 
also explain the advantages of giving treatments of 
this kind in that it keeps the patient under observation 
instead of letting him drift to the Chiropractor who 
will give any amount of personal attention. © 

I put the proposition simply, namely, "Diathermy 
is a tangible thing, and thru it you can put i 
on the spot that hurts and makes it feel better" 

Instead of making the field too general or too 
inclusive, I confine my claims to relief in cases of 

fractures, bruises, sprains, dislocations, sciatica, 
lumbago, arthritis, prostatitis, endocervicitis, 
painful Dysmenorrhea and any: conditions that ordinary 
heat will nee. 

Just before trying to close I show something of 
the returns that may be expected. There are 565 days 

‘in the year, ceduct 65 for rest arid recreation. One 
treatment a day, at $3.00, for the remaining 300 days 
will give returns of #900. on a $600 or $700 investment. 
This is about the least that any Doctor could expect 
tO “GOs 

See 

= 

cr a a I a a SETS So tS eee Ce a Ce ee 

83. W.- HOLTON. 

Omaha, Nebr. 
gune ©, I92ZG. 

eo@e~e oe eaew eae seo e ee 8 & F 

A Representative of 
Magnuson X-Ray Company. 
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Mr. Fi L. Simonds, 
Omaha Office. 

pear Sir: 

| In reply to your letter of June 5 regarding 

data for Mr. Mathis, I have read over his two letters 

and think his plan is a very ggod one and would like to > 

shave one of his books, though at present I do not feel 

capable of turning in an% real valuable sales information 
that would be satisfactory to be incorporated in his _ 

-pook. As you know, high fréquency apparatus has always 

been my weak point and I am endeavoring to come up to the 

standard of some of the other boys who have been so 
successful along this line. | | nan | 

| I have stuck pretty closely to the construction 

of the Fischer equipment and tried to show the advantage 

the doctor would gain by the use of high frequency 

apparatus, both for his own financial gain and also the 

benefit it would be to his patients. TI have always 

brought forth the therapeutic value of heat which the 

medical profession has used since the beginning of time. 

| Some of the other salesmen, I know, have had — 
two, three or four years training in medical schools and — 

special training in physiotherapy equipment and can go 

more into medical terms along the line of technique than 

T can. TI always approach such subjects rather easily so 

that I will not display my ignorance to my prospective 

customer. Some of the prospective customers we have, as 

you know, have made quite a little study of high 

frequency apparatus and its value as an agent in their 

offices, and puch customers are only looking for the best 

machine to do their work, while other customers hgve to 
be sold the idea. : | 

| {I always bring out the advantage that can be 

gained through the use of high frequency apparatus in 

cases such as neuralgia, rheumatism and high blood 

pressure, where medicine does little or no good. I very 

often bring out the point that the doctor may permit his 

office girl to collect a revenue from treatments with the 

high frequency machine, while he is out making his calls. 

Yours very truly, 

H. EH. TURNER. 

Denver, Colorada, 
June 7, 1OCG., 

A Representative of _ 
Magnuson X-Ray Company. 
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Mr. F. Le Simonds, | 
c/o Magnuson X-Ray Cor, 
1118 Farnam St., 

Omaha, Nebr. 

Dear Mr. Simonds :- 

| IT am just in receipt of your letter 

asking me for my sales technique. Il do not know that my 

method will be of any hélp to you, but if so I am only 

too glad to pass it along. © ately 

Pirst of all after entering the pro- 

spective purchaser's office, I usually feel my way along 

until I find out what he is particularly interested ins 

For example, an Eye, Ear, Nose; and Throat man that I - 

sold a Diathermy machine to some time ago. To begin with 

I knew that he was a Specialist arid would not be 

interested in the treatment of Sciatica or other ailments, 

of the extremities. After talking with him for a few 

minutes, I learned that he was most interested in Ene: oy 

removal of the inferior Turbinate by electro+coagulation, 

-and the coagulation of Tonsils. I immediately began | 

explaining that electro-coagulation was the thing he had 

been looking for, and it did not take me very long to 

convince him that I was right. Of coursé I explained 

fully what clse could be done with Diathermy, but always 

returned to the subject of inferior turbinate. 1 have 

found as a rule even the. general practitioner is more or 

less interested in the treatment of two or more specific 

cases. After finding that out tell him every thing you 

know upon that subject; never leaving. out the service 

question. Most Doctors like attention whether they are 

your customers or those of a competitor. 

Once I called on a Doctor who had no 

intention of buying a Diathermy machine. He happened to 

be using a Burdick lamp that was not producing the 

desired results. I looked at the lamp and found that the 

burner needed cleaning. Well, instead of telling him to 

send it in to the factory or cleaning it himself, I 

cleaned it for him. Before I left his office I had his 

order for a diathermy machine. I really believe that in 

the long run it pays to spend a little time with most of 

the men, disregarding the fact that they have competitive 

equipment, and never knock competitive equipment, 

especially after tlre Doctor has it installed in his 

office. 
by 

The above sums up my usual sales 
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method. tf <4, has een ee any help to you, I foel 1 more 

than — for having pee it on reo 

Very truly 3 yours, 

Fe Ge BRINKMAN, 

Sterling, Colo. 
neg ee 1926 « 

coerce eecemneeenene
s 

A Representative of 
| Magnuson X-Ray Company 
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MY METHOD OF SELLING. 

In selling a Doctor on the idea of Diathermy, I 
first cxplain what the machine will do and how it doés it. 
To me HEAT is the whole story, and is the point I stress. 
The Doctor may be ignorant of electrical equipment, or may 

be prejudiced against it, but he does know the value of 
HEAT, and we can immediately enter into a discussion on 
this common ground. He is probably not familiar with the 
unusual features of placing heat just where you want it, 
and I explain this ‘in detail. For the man who has heard 

stories of burns, I make it clear that heat is applied in © 

accordance to the toleration of the patient, and should. 

at no time be pushed further. This means that a burn is 
due to negligence or at least carclessnesse 

| After mentioning a list of conditions that can be. 

successfully treated, I usually settle down to a dis- 
cussion of one class. of cases that respond with unusual | 
results. Most Doctors hate to see a G Ceo case come into 
the office for treatment, but after I have explained what 
Diathermy will do, they want to try it out. As many of 
the men in my territory are using this ferm of treatment, 

I have records of definite results to offer, and I quote 

one case after another, , | | 

| | According to authorities the G. C. bug dies 
instantly at 108 degrees and we know we can produce a 
temperature considerably higher than this. I have a 
picture or chart. to show just the method of placing the 
electrodes so the Doctor will have a concrete illustra- 
tion. The usual length of treatment in these cases 18 
30 minutes, but if you want real.results try an hour. 
The extra time makes a world of difference, and will make 
any Doctor a real booster for the results Diathermy gives. 

| I bring out the point that people like personal 
attention, and the Doctor who is doing the business and 
making the money is one who is doing something definite 
and tangible for his patients, for they go out and tell 
what has been done for them. I can make the positive 
statement that a reliable, ethical man using Diathermy 
on his patients, gives the Chiro and Osteo a "run for his 
money" and starts him looking for a new location. 

7: E. B. COUFAL. 
Omaha, Nebr. | 

June 9, 1926. 
@eseveseeeeaeeeeqs9geseseese. 

A Representative of 
Magnuson X-Ray Company. 
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C.C.REMINGION 

Mr e Aw We Mathis, 

H. Ge Fischer & Co., 
23541 Wabansia Avenue, 
Chicago, Ill. 

Dear Mre Mathis: 

| In the presentation of a profitable sales talk 

to a prospect on Physiotherapy, my approach and tactics 

vary as the occasion seems to demand. In my first 

interview it is my endeavor to "beat around" with a 

prospect until I have allowed him to expose his caliber 

and most vulnerable side. For instance: by a few 

questions it may be ascertained that a prospect is 

jealous of a neighboring doctor; that he has surgical, 

medical or industrial practice, and that his office 

overhead may be greater than his office income. ‘In this 

way I determine also what equipment the prospect is most 

likely to be partial to. If, in my judgment, the 

prospect appears to be interested in a Quartz Lamp, g2 

start at the beginning and go through with the whole sales_ 

talk on Quartz apparatus without deviating to any other 

phase of physiotherapy. In my estimation, it is important 

to properly select what you intend to sell your man and 

then stick to it at least through the course of the 

dnterview. In shifting from one type of apparatus to 

another back and forth, I find that I lose a sale. 

altogether. If your judgment is good, and you sell the 

doctor what he needs and can profitably use, your future 

sales with this individual will be easy; you have earned 

his confidence. | a: 

I find that many physicians in general practice 

have a false conception of the responsibility and expense | 

of installing and maintaining a modest X-Ray outfit. It 

is possible by properly visualizing a moderate installa~ | 

tion, with what it entails and the benésfits attached | 

thereto, to interest many physicians who have never | 

dreamed of such an addition to their equipment. For a i 

doctor who does general practice, it is neither expedient | 

nor profitable to maintain.a three to five thousend 

dollar X-Ray outfit, but if it is pointed out that for 

from six to ten hundred dollars they can install 4 simple a 

and compact outfit that will handle all of their emergency | 

work with very little expense or trouble, they will often 

buy. Many times a doctor would like to keep his fracture 

cases right at home in his own office to avoid unfavorable — 

comment when they do not turn out good. Again, on 

difficult fractures the doctor may find it a relief in 

his own mind to be able to check up with an X-Ray his 

results every week or two, which he can do for a few cents 
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with his own outfit, whercas he would hesitate to suggest 
it if the patient was required to spend ten dollars at a 
laboratory each time. In small towns it is of enormous 
advertising value to a doctor to have their own X-Ray 

because the public always go to a doctor with an X-Ray to 
have their fractures treated, and thereby he gets many 
cases from patients that are. outside his regular practice. 
It is seldom a patient cares to pay one doctor to reduce 
a fracture and another to X-Ray it. They figure it is 
cheaper to go to a doctor with an X*Ray for both. In a 
small town where there is no X-Ray the doctor must 

consider the time it takes. to go with his patient to 
another town. Many times a physician and dentist can 
hook up on the expense of an outfit. One doctor recently 
told me that he had lost three fracture cases in one week 
by sending the patients outside his office for preliminary 
X-Ray examination; they simply never came back. The 
average Coolidge X-Ray machine will give a doctor from 
ten to twenty years service without any but trivial 
expense. In short, when it is so absurdly simple and 
cheap to take pictures with our Improved Coolidge Units, 
why should not the rank and file of general practitioners 
enjoy the prestige and benefits attached thereto. 

Very truly yours, 

C. C. REMINGTON 

Milwaukee, Wis. 
June 15, 1926. 
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A. B. BUTINE 
He Ge Fischer & Co., 
zooo Wabansia Avenue, 
Chicago, Illinois. 

Attention of Mr. A. W. Mathis. 

Gentlemen: 

, I regret my delay in supplying my portion to 
the valuable collection of "Actual Facts and Methods 
Which Have Produced Sales", which you are so earnestly 
endeavoring to compile. I have felt that because of my 
rather limited experience I had little of real value to | 
offer and therefore hesitated to send in anything. How- 
ever, I cannot afford to be without these valuable ideas 
which should prove very useful in promoting sales, and 
shall therefore attempt to give you the methods which I 
follow in Cee out sales, 

ib find that the fandemente), necessity is a 
‘thorough knowledge of the products which you are selling, 
together with the ability to demonstrate the performance © 
as well as the various modalities of treatment on same, 
With this foundation the salesman can more easily gain 
the confidence of the prospect, and the prospect will feel 
that you have something worth while, and that the service. 
which you can render him will be invaluable to him. He 

will be more ready to take advice from you when you 
convince him that you know what you are talking about. 
However, this must be done without stepping on his toese 
Show him that.you are sold on it, and point out some of. 
the leading men in his locality that are also sold on it; 
and be ene See about it, as ous counts a lot. 

3 Teenie the ee of ie prospect enables. 
you to hit more at the points of interest to him, and is 
therefore somewhat of a timesaver. If you don't know it 
before talking to him, it is no trouble to ask him out- 
right, and then work accordingly. | 

| , A simple method which I oftimes follow on 
prospects who are not using physiotherapy is to call on 
them. and learn first whether or not they already know 
anything about the subject, and if not, give them a brief 
discussion of the range of application, and some of the 
important accomplishments with its use, explaining brief~ 
ly the:-ease. and safeness of application. If he already 
knows something about it, so much the better; then 
suggest that he line up a few of his stubborn cases, 
selecting those which should respond well to diathermy, 
for instance, and arrange for a demonstration on these 
patients at his office with the portable machine. When 
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you once get it in his office, you can go into a more 

extensive explanation and Gemonstration of its possibili- 
~ 

- 

ties. In many of these demonstrations you: will never 

have to take the machine away. If you see that he can 

handle a larger machine, tell him that you cannot let him 

have your demonstrator, but get his order for a larger 

machine, together with whatever additional equipment you 

can convinces him will be useful and vrofitabie for him 

to have. fab 

When calling on the man who is already using 

equipment, find out how successful are his results. If 

they are satisfactory you can suggest new ideas of 

application and technique that will cali for new 

accessories and applicators or go into other modalities | 

for him to use in conjunction with his present apparatus. 

If his results have not been very satisfactory, try to 

find out why. It may be due to faulty equipment, and 

you can sell him something that will do the work in good 

style. Demonstrate this to him if necessary, and take 

his old machine in for a new one by showing him the many 

advances which have been mace in the seience of physio- 

therapy since the manufacture of the machine he is ga gp pala rene 

to get results with. | 

‘When a man complains about the work taking too 

much of his valuable time, turn around and show him that 

the most profitable and beneficial thing he can do is to 

hire a girl to handle that work for him under his 

prescription and supervision. Agree to assist in getting 

her started to handle the work for hime Show him that 

she can easily earn more than her salary, and not only 

become a great help to his patients and to him, but will 

bring in quite an added revenue which is always welcome 

to any mane i, | 

To promote future business through your 

customers, it is a good idea to keep in touch with them 

from time to time, and try. to be of some assistance ZO) 

them. They will oftimes in turn send their friends to 

you for apparatus, or will make additions to their own 

equipment as they start to see the added revenue coming 

from their first investment, and the good they are 

accomplishing with this new method of therapye 

Tt is a good idea to have a few useful 

applicators on hand to catch a fellow for a demonstration 

when .a case comes along which indicates the use of this 

applicator. You can oftimes get them to call upon you to 

"Go your.stuff" when they get such cases, which they 

ordinarily have difficulty in handling with their regular 

methods. ) | | 
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» I find it better to go out after new prospects 

than to spend very much time on the old hangers on, who © 

are always going to buy, but never do. rae 

Another thing that inspires confidence with 

the prospect is to show him that you are not trying to 

toad him down with everything you've got. Sell him 

within his means - better too Little than too much < 

and he'll come back to you for more. Otherwise jt is 

apt to be a black eye for youe 

The above contains a few of the ideas which 

I follow in my work, and I hope that there may be at 

least a point or so which will prove useful to someone, 

however trivial it may be. 

Very sincerely, 

A. B. BUTINE, 

Portland, Oregon. 
June 18, 1926. 
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_ Mr. A. W. Mathis, 

Chicago, Ille 

Dear Sir: 

Being practically a new salesman with your 

Company, and having mace put few sales, I did not feel 

that anything I could contribute to your "Actual Facts 

and Methods Which Have Produced Sales" would be of much 

benefit, but I feel sure that this:experience of others 

wikl be a great help to all of us in getting sales, and 

I would like to receive a copy of this publication. 

I would like to suggest that practically alae 

the sales I have made have peen produced largely in 

getting in close personal touch with the Doctor, not 

only talking Fischer equipment, but finding out by 

questions his snceome from his practices, and trying to — 

show him what a wonderful opportunity he would have for 

increasing his 4ncome by using electrical equipment in 

treating different conditions. 

Yours very truly; 

W. A. ROUSSEAU. 

Charlotte, NeCe 

ye nena ne 

PEL Son ae nS PIPE 

TRE ETS Keg ye ar eae 

Se 

aa a 



#148 

I WILL. 

This title has a matrimonial sound, but don't be 

alarmed - these words clinch other things pesides life 

and destiny. | 
ets 

| To nail the sale use these words, or their 

equivalent. Don't say anything, just think whet you 

want your customer to say; But think in his words, that | 

is - first person singular. 

You see the doctor hesitates. Then think to 

yourself. “I might as well take this machine now as 

later." 
| i 

Pretty soon you will get your doctor to say what 

you are thinking for him. ‘kc 

I have walked into a room thinking "Where is that 

contract?" and the doctor has greeted me with - "Well, I 

suppose you brought my contract with yout" 

| This may be mental telepathy or anything you care 

to call ite . | . 

ae But any salesman with the conviction in his 

product can at least hasten a closing by thinking 

actually as he would have the customer speake | 

Say to yourself what you want the doctor to say 

to you. 7 ; 3 | 

WM. L. PARKER. 

Los Angeles | 

May 26, 1926. 
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