
Three reasons to change

T
hree years ago to the day o f the latest product 

launch day at Widex, Jon Billings walked 

through the doors of the brand new offices in 

Chester with a few early recruits. A couple 

o f months after that, the business opened its 

doors to customers. Summing up that time 

Billings said, “We’ve done a good job; we’ve won a few 

awards!” The team has achieved 155% market growth 

since taking over from the previous supplier of Widex 

products. “One o f the key reasons for this is the eighteen 

product launches we have had in those two and a half

years. Widex have really leap-frogged the market and we 

continue to push on,” Billings said.

The latest édition to the product portfolio from Widex 

is DREAM, a complété product family available in 

four performance levels with six models in each sector. 

Thomas Kyhn, an engineer from Widex Denmark 

guided delegates through the new products. In designing 

the latest product, Widex knew there were “still issues 

that needed to be considered and taken care o f to give 

dispensers the best possible tools to help their clients.” 

Kyhn continued, “The DREAM project is about
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providing the technology and the tools to help your 

clients.” The product has a completely new chipset called 

TrueISP and the marketing for the products is based 

on giving clients and customers ‘3 reasons to change’ 

to Dream, which Widex classify as ‘MORESOUND’, 

‘MOREWORDS’ and ‘MOREPERSONAL’.

To offer MoreSound, Widex have looked at the input 

range o f the hearing aids. True-Input technology has 

been developed to widen the input range of the hearing 

aid, as “full sound in equals richer sound out,” Kyhn 

remarked. MarkeTrak Vlll data shows that hearing aid 

use in noisy situations still causes the lowest satisfaction 

ratings. 25% of people stated they were totally 

dissatisfied in noisy situations, compared to 11% being 

satisfied. To overcome this dissatisfaction, Widex have 

increased the input range of ail DREAM products. Kyhn 

explained typical high end products have a top input 

range o f between 92 and 106dB SPL before the product 

starts to distort. Concerts, sports arenas, parties, large 

family gatherings and conservations in city noise can ail 

fall within the 90 -  1 lOdB input range, meaning that ail 

these situations could be distorted in a typical product. 

DREAM can take 113dB SPL before clipping which 

is lOdB more than previous Widex products. Sound 

quality preference tests from the Office of Research in 

Clinical Amplification (ORCA) in Chicago showed an 

80% preference for DREAM products compared to high 

end products from other manufacturers and existing 

Widex products.

There are various différent stratégies to handle input. 

Batteries constantly challenge the industry, in fact Kyhn 

stated, “We are the most challenged industry when it 

comes to battery power and the need for calculation 

power.” To try to improve this area Widex have 

introduced PowerSaver. The TRUE ISP chip has been 

designed to use 20% less power. The DSP chip relies on 

good input for good output and Switchmode technology 

used on standard power packs has been introduced to the 

DREAM chip. “It’s ail about how well the AD converter 

converts the analogue signal,” Kyhn explained. Previous 

AD converters covered a dynamic range of 7 -  103dB 

SPL; the DREAM AD converter has been shifted up 

lOdB to cover a dynamic range o f 17dB to 113dB SPL. 

Kyhn: “This shifts the range above the microphone noise 

floor, which actually makes the hearing aids quieter;

»  My.Widex.com
W idex are  now offering end-users a unique after-sales tool, my.widex. 

com. 

therefore we are not reproducing the garbage from the 

noise floor!”

Because of the True Input level in DREAM products, 

Widex believe that customers will also have greater 

speech intelligibility, hence the MoreWords slogan. 

Kyhn explained how products that clip sound at 103dB 

will distort the speech signal in noisy environments as it 

will take out the speech signal at the clipping points (like 

vertical blinds). “With DREAM True Input technology 

the peaks are not clipped so the speech signal is left 

intact.” This change in processing has a direct impact on 

other Widex technologies such as HD locator and Speech 

Enhancer. In existing Widex 

products HD locator will go 

into omni direction for very 

loud sound environments, 

but this will not happen 

with DREAM products.

Speech enhancer will still 

work over 103dB SPL 

with the True ISP chip. In 

the studies undertaken at 

ORCA, for ail SNR levels 

measured, DREAM offered 

significantly higher speech 

intelligibility compared to
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traditional input handling. In addition, “when noise 

réduction and the directional microphones are active, 

the speech intelligibility is best supported and is 

significantly better than when the same features are 

active in instruments with traditional input handling.”

The third area of focus in the DREAM products 

is MorePersonal. The biggest component of this is 

my.widex.com which is a personal website for end-users 

(see box). Widex has also redesigned the architecture of 

the audibility extender giving the ability to add this to ail 

programmes if it is needed. Dispensers can now adjust 

the start frequency, the frequency range and the gain 

offset for the transposed signal.

“In the past,” Kyhn said, “some dispensers 

have been switching this feature o fî as 

clients think it sounds odd.” He advised 

delegates that, “It may sound odd but 

patients will start to assimilate to this. They 

will hear sounds they haven’t heard before 

and they will train themselves.” Ail DEX 

products now run with audibility extender, 

if it enabled in the master programme.

The Widex tinnitus solution, Zen, has 

also been made more personal with Zen 

noise-shaped style added to the existing 

seven options. Available in the DREAM 

440, Zen+ is a tool to try to match the 

needs of tinnitus sufferers. Finally, 

acclimatisation has been personalised

with four acclimatisation steps that can be automatic 

or the duration adjusted through the software. InterEar 

synchronisation will ensure that both hearing aids switch

1 ^ at the same time.

To programme the new DREAM range, the Widex fitting 

software has been updated and re-designed. Chris Lakin, 

Territory Sales Manager explained to delegates how the 

company has improved their software. “Compass GPS 

has been designed with the input of 192 users from the 

UK, Canada and France, who told Widex how they used 

the software and what they would change during a total 

of 3,956 software sessions.” The resuit is a new layout 

and new functionalities. In previous software, it took 10 

différent steps through to fit a hearing instrument. This has 

now been slimmed down to five, with the ability to jump 

to différent stages. New functionalities include: personal 

acclimatisation; personal audibility extender; intégration 

with my.widex.com; a compression threshold handle has 

been added; automatic updates will now take place; display 

of NAL targets has been added and you can now log in 

to Widex Leam through the software. Dispensers can also 

personalise Compass GPS to set up their preferred settings. 

Gordon Harrison, acting Sales Manager for Widex UK 

provided a summary of the day for dispensers. He gave 

some insight to the ‘Greenhouse’ team at Widex head office 

in Denmark who come to work every day to “Make things 

better.” He said “You can alter sound in two ways; through 

software features and hardware features and together these 

make things better.” Harrison said that clients need the 

whole picture of sound and True Input Technology gives a 

“Better picture at the start which equals a better picture at 

the end.” He likened the improvements in the new chip to 

the British cycling team; little improvements in every area, 

“The new chip is quieter, with better power consumption, 

offering a better picture.” Whilst he acknowledged 

that my.widex.com will not be for everyone, he asked 

dispensers to take a look at it as “It is a powerful tool.” 

In a new drive for Widex, the complété portfolio is being 

launched at the same time and to celebrate this, Harrison 

introduced a product introduction offer called the 

‘American Dream’, where dispensers can earn a weekend 

in New York or Denmark depending upon unit purchases. 

It was left to Managing Director, Jon Billings to thank 

dispensers for helping to develop the company and 

products over the last two and a half years. Billings said 

o f his Danish head office, “They listen to the UK!”

Victoria Adshead



F
or Starkey Laboratories their events across the 

country in January and February were more 

than just a product launch. “The theme for the 

day is working with you and your business for 

2013 and beyond,” Neil Pottinger told delegates 

at the first occasion in England at Crewe Hall, 

Cheshire in late January. “This is more than just a 

product launch; it’s about the business development and 

the marketing we have to drive your business.” Under 

the banner, ‘We’re making better hearing more personal 

than ever’ Pottinger started the formai présentations 

with a review o f what is new in Starkey Hearing aids. 

“The assumption with SurfLink mobile is that it is a toy 

to use with your mobile téléphoné. That’s not quite the 

story,” Neil Pottinger advised delegates. A Kochkin study 

from 10 years ago showed that the biggest benefit and 

listening improvement sought in hearing instruments by

current owners was for speech in noise. And not much has 

changed over the intervening years. Only 29% of hearing 

instrument users are satisfied with the performance of 

their hearing aids in noisy situations. “Speech in noise 

is the next big challenge that hasn’t been overcome yet.” 

Pottinger said. He believes that a triumvirate of solutions 

found in Starkey’s Acoustic Scene Analyser can solve 

the problem of noise by prioritising speech. Voice IQ2 

provides listener comfort and reduces listener effort. 

InVision Directionality offers a 5-6dB improvement in 

SNR and also reduces listening effort and Audioscape 

enhances comfort in altemate listening situations. A new 

patented Voice IQ processing algorithm has also been 

added to improve the signal to noise analysis. Combined, 

Pottinger said these do a very good job of improving 

speech in noise. Whilst Directional Microphones can 

typically offer 5-6dB improvement in signal to noise, this



is ofïten not enough and it is remote microphones that can 

provide the bridge needed. For Starkey, SurfLink mobile 

is the one device that does ail this.

The remote microphone in SurfLink overcomes 

the negative effects o f distance and noise on 

listening comfort and understanding. Pottinger 

reminded delegates that the SurfLink mobile 

has a touch screen with logos that are instantly 

recognisable and has a range of up to 15 feet. 

For streaming of media this range increases to 

45 feet and the unit can recognise up to seven 

separate sources of media; five of these can be 

connected at any one time. When using with 

your mobile téléphoné, ail information from the 

mobile will be streamed to SurfLink, so you will 

be able to see names, numbers and even use call 

waiting to toggle between calls. The SurfLink 

mobile has a new headset profile for Bluetooth- 

enabled landlines.

The first products in the 3 sériés were introduced by 

Starkey in autumn 2012. Now they have added a new 

RIC and BTE case design which has been designed to 

improve directivity. The new case has a dual functionality 

switch where volume and memory can be enabled 

simultaneously. New SnapFit receivers offer easier 

receiver connection and ensure greater stability. There 

is also a new easy to use battery door. Following a full 

review o f the 3 sériés, Pottinger gave dispensers some 

take home messages, “3 sériés is the next génération 

technology and is the default choice for RIC/mini RIC/ 

mini BTE and BTE. The BTE is the smallest Starkey 

BTE and the products are available as wireless or wired. 

For the RIC the 50 receiver is the default, with 60 and 70 

receivers also available.”

Paul Lamb, Technical Director at Starkey introduced 

the Xino wireless micro RIC, which he described as 

“Packed with features and performance.” This new Xino

is a 312 RIC, “Practically the size of the 10A product 

with a better battery life,” Lamb explained. It is available 

in three technology levels: il  10, i90 and i70 and has a 

new multi-functional button as requested by customers. 

The product incorporâtes the IRIS wireless technology 

which is “Truly wireless” Lamb said, with no interface 

to the hearing aid needed, the signal just goes straight 

to the product. The Company offers four accessories 

to use wirelessly: a remote control, a programmer, 

SurfLink media and SurfLink mobile. The Xino micro 

RIC features include Spectral iQ which identifies 

high-frequency speech eues, then replicates them in 

lower frequencies. This feature has the broadest active 

bandwidth of any lowering technology and “Causes less 

distortion than other approaches due to préservation of 

spectral eues and harmonie relationships,” Lamb said. 

Purewave feedback eliminator provides up to 28dB 

of added stable gain in an open fit and up to 15dB of 

additional gain can be achieved in régions of complex 

feedback. As well as the Acoustic Scene Analyser 

(ASA), previously described by Neil Pottinger, the new 

Xino product also has Binaural Spatial Mapping to boost 

the performance o f ASA. Improvements have been made 

to the Independent Speech Optimisation which allows 

for independent control of soft, moderate and loud level 

speech. This allows maximum capability o f adjustment 

for the dispenser and a more personalised fitting to the 

patient’s lifestyle needs. Another new feature is the High

Twitter account: 

Facebook: 

Biog: 

Websites: 

YouTube account:



Fidelity Streaming memory which is optimised for audio 

rather than speech; which gives a much richer experience 

for music.

Paul Lamb offered a brief introduction to the new tinnitus 

product -  Xino Tinnitus -  which is a combined hearing aid 

and tinnitus solution. The Xino 90 has 16 bands for tinnitus 

stimulus shaping, 12 charnels for frequency response 

shaping, a capacitive switch and offers up to 70dB gain. The 

product was covered in greater détail in the workshop by Sue 

Falkingham. (see box)

To support the tinnitus product workshop in the moming, 

Sue Falkingham took some time after lunch to speak more 

about the treatment of tinnitus. This interactive session 

involved room discussions about the différent tinnitus 

sounds that patients regularly comment on and also the 

not so common noises they experience. Falkingham 

talked through a tinnitus management plan for dispensers. 

This includes the use of the Tinnitus Handicap Inventory 

(Newman et al 1996) and also the lesser known Tinnitus 

Functional Index (Oregon Health and Science University, 

2008) which is currently undergoing further validation. 

Falkingham said the TFI would be useful if someone has 

a high THI score to investigate further. Alongside suitable 

amplification, Falkingham said “Giving good information 

is one of the best things you can do for a tinnitus patient.” 

As well as support groups such as the British Tinnitus 

Association, there are also self-help programmes such 

as www.tinnituseprogramme.org which is a six week 

programme they can do themselves. This is run by a clinical 

psychologist who is involved with tinnitus patients. It also 

has a support forum on the website, which, importantly, is 

a positive one!

Jonathan Le Brun, a financial consultant working for 

Starkey introduced delegates to the business development 

services available from the company. The présentation 

included a live run-through of a profit and loss (P&L) 

account. Starkey chose to highlight this area of the 

business as they said that every time they engage in a 

business discussion it always returns to the P&L. Le Brun 

and the team wanted to show a financial model of business 

and how the company looks at benchmarking for private 

hearing care professionals to help individual businesses 

they are involved with to improve their bottom line.

»  Tinnitus Workshop
Sue Falk in gh am 's w orkshop started with a cacophony of noises 

Any business wanting input from Starkey will go 

through a process with the company that involves a 

Business Analysis Assessment, Client Deliverables, a 

phone introduction to schedule an onsite visit, an onsite 

visit, a summary report with recommended initiatives,

followed by client éducation if required. Together the 

Business development team and the dispenser will 

review: Financial Data; Performance; Staffing; Systems/

Processes and Market using industry spécifié tracking, 

applying industry benchmarks and guidance in using 

the data. Any business interested in pursuing this should 

speak to their régional sales manager who will put them 

in contact with the business development team.

Text and photos: Victoria Adshead



The Real Power 
of Personalisation

s an industry, you have been asking 

us ‘What can Oticon do to help slow 

the tide o f commoditisation o f the 

independent dispensing market?’ 

Today we focus on putting you, the 

Hearing Care Professional, right

at the heart o f a fitting approach that creates a truly 

personalised hearing care experience -  an approach that 

demonstrates the value that your skills as the HCP bring 

to your customers.”

Powerful words and a powerful promise from Ben 

Colman, Sales and Marketing Director at Oticon, in 

his welcome to invited delegates at Horwood House in 

Buckinghamshire for Oticon’s next-generation premium 

hearing range launch -  Oticon Alta.

As the day’s events unfolded it became clear how 

seriously Oticon takes this commitment to support the 

independent dispenser, unveiling a sériés o f products, 

support and counselling tools dedicated to ensuring that 

a potential hearing aid wearer understands the need to 

go through a hearing care professional to get the very 

best out of their hearing solution.

Under the theme ‘Unlock The Power O f Personalisation’, 

Oticon showcased Oticon Alta, a product range that they 

believe changes what it is possible for a Hearing Care



Professional to deliver in terms of hearing care. Powered 

by Inium, a brand new chip architecture profiled by 

Oticon as the industry’s first Quad-Core processor in a 

hearing instrument, Alta offers faster processing of the 

industry’s most advanced audiological features with 

improved battery life.

To further explain the features and performance of Alta, 

Alison Stone, Training Manager at Oticon, took to the 

podium and demonstrated Alta’s core technologies:

•  Speech Guard E

The enhanced version o f Oticon’s successful Speech 

Guard, Speech Guard E achieves better speech 

understanding in difficult situations by making it easier 

to pin-point voices, select which speaker the wearer 

wants to listen to and engage in conversation. A wider 

linear window provides even better préservation of the 

speech envelope, and transient noises are made more 

comfortable for those users that prefer it.

•  Spatial Sound Premium

Spatial Sound Premium helps organise sounds to 

create an awareness of the world around the wearer and 

prioritise the sounds they wish to focus on, including 

speech. Spatial Noise Management is now customisable, 

which allows dispensers to meet the user’s listening 

preferences in challenging environments.

•  Free Focus

Oticon’s new directionality system in Alta features five 

différent focus modes, ensuring clients have the best 

possible speech understanding with the least effort 

required.

•  Feedback Shield

Oticon’s new advanced Feedback Shield gives freedom 

from whistling and artificial sounds. The Feedback 

Shield efficiently prevents howling, even in difficult 

situations, without compromising the sound quality or 

audibility of sound.

Professional interpreting what the end-user is telling 

them. As part of the fitting process, after having worn 

Oticon Alta through the automatic adaptation process, new ctl|P 

the end user is able to listen to a programme o f sound "u  ' lnium 

scénarios which clearly demonstrate how différent the 

hearing aids will sound by adjusting any combination of 

the automatics. The end-user can opt for the combination 

of settings that produces the sound profile they want to 

hear, based solely on their personal preference.

“This is where Alta is a révolution in hearing care” 

comments Alison. “With Alta, for the first time in our

There was little doubt that the launch of a new feedback 

system from Oticon had been keenly anticipated 

by the audience and a sériés of high-quality sound 

démonstrations using premium hearing instruments 

did not disappoint, clearly demonstrating how Oticon’s 

Feedback Shield optimises performance across ail 

three areas critical to end-user satisfaction: Feedback 

Suppression, Sound Quality and Audibility (gain).

Having outlined why Oticon is confident that Alta is 

the best premium hearing instrument available in the 

market today, Alison then moved the présentation into 

a brand new area, looking at how Oticon Alta supports 

the Hearing Care Professional to fully engage the end- 

user in the counselling and fitting process. Alta achieves 

this with a new feature called YouMatics, which allows 

the end-user to accurately articulate what their hearing 

preferences are, rather than relying on the Hearing Care

Following a break where delegates 

were invited to experience Alta in 

an exhibition setting, they were 

treated to a fascinating insight into 

the world of a severe / profound 

deaf opéra singer, Janine Roebuck, 

international opéra singer and 

Trustee of Action on Hearing 

Loss. Janine was told that she was 

going deaf at the âge of just 18 and

industry, the dispenser can ask the end-user to state how 

they want their hearing aids to sound. No longer does 

the dispenser have to try and second guess what a user 

means by ‘Oh, it sounds too sharp or too dull’. They 

can get the user to express their personal preference by 

listening to différent sound situations directly through 

their hearing aids while the dispenser adjusts the settings 

there and then. This is a really powerful way to put the 

dispenser firmly at the centre of 

the process and that is why we at 

Oticon believe we can support the 

independent dispenser by tangibly 

demonstrating to the end user why 

they need a professionally qualified 

person to fit their hearing aids.”



that she would have to give up her dream to become a 

singer. Being a fighter, she kept her disability secret for 

many years and decided to prove everyone wrong by 

achieving so much in her still flourishing career. Janine 

talked about her experiences with misunderstanding 

leading to isolation and potential dépréssion and how 

hearing aids (Oticon Agil Pro -  soon to be Alta Pro!) 

have changed her life. In particular she was keen to 

stress the importance o f understanding that anyone with 

a hearing loss deserves so much more than just access

to sound. They deserve quality of sound and they have 

the same right as anyone else to interact with people in 

any situation that they choose. This is where Oticon’s 

ConnectLine has made such a différence to her. Janine 

uses Oticon’s Streamer with her Agil Pro hearing aids 

and is able to fulfil a travel and performance schedule 

that would frighten most of us, but without feeling tired, 

drained or any différent from everyone else.

Alison went on to outline 

Oticon’s 3rd génération of 

connectivity in the new Steamer 

Pro. Building on more than 

five years as the market leader, 

Streamer Pro takes connectivity 

to another plain. Offering full 

programmability in the Streamer 

Pro unit itself, from a simple 

remote control device to a fully 

featured unit, Streamer Pro 

allows the end-user to have one 

simple, familiar and powerful 

interface to ail Bluetooth 

streaming devices, T-coil loop

and FM systems. They don’t need to worry about 

attaching and detaching différent lapel devices, drop- 

outs of calls, poor reception and low battery life (the 

new Streamer Pro has more than doubled its battery life 

to 10 hours continuous streaming). And with a modem, 

innovative design, reduced weight and clearer, simpler 

user interface, Streamer Pro looks to maintain Oticon’s 

leadership position in connectivity.

Prophétie words from a delegate at Horwood House! 

Conscious o f long travel times to the venue, the 

Oticon team planned a couple o f hours break before 

the glittering evening festivities began. Kicking off 

with a champagne reception and a group photograph 

up the impressive spiral staircase at Horwood House, 

delegates were invited to a Masquerade Bail in a 

sumptuously decorated dining hall at Horwood House. 

It was wonderful to see ail the delegates dressed up in 

varying degrees of finery, with the Oticon team and 

the hôtel staff suitably attired to support the glamorous 

occasion. One o f the highlights was Liz Duffy and 

Jeff Campbell sporting beautifully crafted authentic 

costumes which must have weighed a ton! Another 

was the length of nose most o f the men sought for 

their masks. But even the simplest mask was able to 

transform the wearer o f a dinner suit into an active 

participant for the evening.

Dinner was excellent and the entertainment from Janine 

Roebuck, accompanied on piano by the established 

Welsh ténor Arwel Treharne Morgan was a real treat, 

singing five beautiful operettas before the meal. Janine 

even managed to incorporate the unexpected frog-in- 

her-throat into her performance - a true professional! 

Alistair Tait, General Manager at Oticon wrapped 

the evening up with a note o f thanks to the delegates, 

organisers and Janine / Arwel, followed by an excellent 

video montage of the day’s events including the dinner. 

Oticon always pushes the boat out at its product 

launches and the Alta launch at Horwood House was 

certainly one to remember.

Text: Victoria Adshead / Images: Oticon
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Telecoils -  making hearing 
aids cool for kids?

earing aid wearers are most familiar with 

their ‘T ’ switch to help them hear better 

in public places fitted with loop systems, 

such as churches, theatres, banks and 

post offices. These aren’t situations we 

generally consider as being very relevant 

to children and young people but a new génération of 

assistive devices have the potential to make hearing aids

‘cool’, improve their listening experience, and increase 

opportunities for language and social development.

“He has been able to speak to ail grandparents on his 

own -  it is wonderful for them and him.”

Induction loop technology is the oldest o f the wireless 

technologies and works with a telecoil, which has been 

a standard feature in NHS hearing aids for many years. 

Room loops help overcome some limitations o f hearing 

aids and reduce the negative effects of distance and 

background noise, improving the signal-to-noise ratio 

and reducing listening effort for the wearer.

During the analogue era o f hearing aids the telecoil was 

always available and a visual MTO switch meant that 

wearers were prompted to ask questions about it or go 

out and research it even if the audiologist didn't directly 

tell them about its use. New and innovative products 

which use magnetic induction technology are making 

mainstream products more accessible to deaf children 

enabling them to share experiences with their hearing 

friends. These include inductive earhooks, neckloops 

and Bluetooth streamers with neckloops. These products 

allow a child wearing a hearing aid to listen to mobile



phones or an entertainment device, such as an iPod, 

MP3 player, laptop or portable games console.

Modem digital hearing aids now have multiple 

programme capability but the telecoil setting must be 

activated. The wearer must be able to reliably change 

programmes as there is no visual indicator the ’T ’ 

setting is being used. Our experience at NDCS is that 

the majority o f children and young people attending our 

events or visiting the Listening Bus do not know what 

the telecoil is and do not have it activated and so are 

unable to try out equipment that could be o f benefit. 

“She can listen to her music, play quietly on her DS 

and hear better on my mobile phone.”

In 2007 NDCS carried out a consultation with nearly 1500 

children and young people aged 9 to 18. The results found 

significant numbers of children and young people in both 

the younger and older âge groups wanted more information 

on deafness and the technologies that can support them.

“I could listen to music without taking my hearing 

aids out.”

•  Not deaf enough for a ‘T’ setting?

Children with any type or level of deafness and who 

use hearing aids can benefit from an activated telecoil 

programme and advice on how to use the programme 

effectively. There are no audiometric contraindications 

to recommending use o f a loop system.

“They were able to hear music much better & clearer 

than they used to on headphones.”

•  Too young for a ‘T’ setting?

Children are very technologically aware these days and 

if they have already mastered smart phones, iPods, the 

TV remote control and an X-box they can probably 

manage différent programmes on their hearing aid.

One 8 year old boy used his to listen to his PSP and 

DVD player in the car “He was able to listen directly 

without headphones.”

•  Too hard explaining the technical information to 

a child?

Find out about the child’s hobbies and interests. Talk 

to them about how loop technology could help them

          

%  who think there should be more information and advice

hear music, mobiles and chat with friends more easily. 

Better still can you show them in clinic? Plug in a pair 

o f inexpensive ear hooks to their mobile phone and try 

with their choice o f music. The look on their face is 

usually worth it alone!

“A big différence especially to my daughter as we 

struggle to get headphones for her that will still allow 

her to wear her hearing aids, also she finds when 

making a call or receiving one she struggles to hear 

with background noises or they’re not talking loud 

enough, but with this it made it so much better for her.”

•  Worried about noise interference?

The telecoil setting does sometimes pick up interference 

from other electrical equipment such as strip lighting, or 

nearby loop systems. Explain this to the family. Similar to



»  References

when you change the programming on a child’s hearing 

aid the family’s monitoring and feedback is vital. Children 

are often good at showing us when they aren’t hearing 

well with their hearing aids. If  they don’t tell us they may 

simply choose not to use equipment and if  families know 

what the possible causes are they can monitor this. 

“Amazing product. She can now hear her calls. We 

were relying on text messages before, but this has 

changed everything! Love it.”

might be ail that is necessary at the time. However, many 

deaf children don’t have a radio aid and many that do 

don’t have access to it outside of school. Sometimes an 

inductive loop option could better meet their needs by 

being less noticeable, more flexible, or cheaper. Some 

will work with their FM receivers.

“She can now listen to her MP3 player and doesn’t 

feel ‘left out’ by not being able to use gadgets like her 

friends can.”

•  I don’t feel confident recommending assistive 

listening products?

No problem. There are a lot of products out there, ail 

children are individuals and not ail products are suitable 

for every deaf child. You could instead refer the family 

to the NDCS Technology Test Drive www.ndcs.org.uk/ 

technology. Last year the Technology Test Drive helped 

350 families to make décisions by loaning them products 

to try. Just activate their telecoil programme first!

“She has been able to have a private phone 

conversation (she had to use speakerphone before). 

Also she can listen to her music without everyone else 

having to listen as well.”

•  T or M/T?

There are no général recommendations for children 

regarding T or MT settings so this is something 

that is best done in consultation with the child and 

family. It depends on when they use their T setting 

and their preferences are likely to change over time. 

However having an M/T setting allows sound from the 

environment to be heard along with the sound from the 

loop system. This offers benefits o f feeling less eut off 

and allows important environmental sounds such as 

fire alarms, door bells and sirens to be heard. This is 

probably the best starting point although some young 

people choose to have one hearing 

aid on T and the other on M instead. 

“He was not able to hear the TV 

before using the loop. Now he was 

able to join in with the family more 

and was very excited to hear the 

words to films he had watched 

many times before and be able to 

understand them.”

Loop technology has moved out of dusty meeting halls 

and has become very relevant to deaf children and young 

people. At the same time deaf children and young people 

are reporting that they need more information about both 

deaf and mainstream technologies and how they can 

access these. New technologies are making mainstream 

products more accessible to deaf children enabling 

them to enjoy the same communication, music, and 

entertainment devices as their hearing peers. Telecoils are 

one more tool for children, with the potential to enhance 

their language, educational and social development.

“It means he can use a smart phone which he 

considers ‘cooP amongst his friends -  an important 

factor at 11 years of âge!”

Vicki Kirwin

AU the quotes used in this article come from parents 

following the trial o f equipment from the NDCS Technology 

Test Drive during 2011-12.

•  They already have a personal 

FM system. Isn’t that better?

Great! There are many products and 

technologies which can help deaf 

children at school, at home or when 

socialising with friends. It might be 

that after talking with the family 

you can recommend alternative 

equipment, such as direct input 

leads that they can use with their 

MP3 player or computer, and this
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