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PRESIDENT’S REPORT

The first few months of my presidency has been quite eventful, to say the 
least. In your recent mailing you have been updated on issues including 
the Ontario Disability Support Program, Workplace Safety and Insurance 
Board, Veterans Affairs Canada, Power Workers Union, and Health Canada. 
Preparation, attendance and follow-up from these meetings require a 
substantial commitment and are in addition to our regular AHIP Board of 
Director’s meetings. I would like to thank my fellow board members and 
the AHIP office for their constant support and assistance.  We will continue 
to keep you as current as possible on these and other ongoing and new 
matters as they arise. 

On behalf of AHIP, Joanne Sproule and I will be attending the 64th Annual 
International Hearing Society convention in Orlando this September. We 
look forward to being involved in important international discussions 
and attending the Chapter Leadership Conference and Licensing Board 
Conference. 
 

Best Regards,
 

Lisa Simmonds Taylor H.I.S. 
AHIP President
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I would like to take this opportunity to thank the 
AHIP Board of Directors whom you have elected 
to serve and represent you in all aspect of the 
profession. In addition to their own careers, they 
dedicate countless hours and deal with stressful, 
complex issues with often very little recognition. 
Their personal dedication ensures the responsible 
development of the profession in the best interest of 
the hard of hearing. From an historic perspective, it 
is important to recognize that if these members, past 
and present did not step forward, quite frankly, the 
profession as we know it, would not exist. To assist 
your elected board it is important that you continue 
to provide input and your perspective on any issues 
which arise affecting the profession. 

Have a wonder autumn!

Respectfully Submitted,

Joanne Sproule
Executive Director

Dear Members,
EXECUTIVE DIRECTOR`S REPORT

In what seemed like an extremely short summer, 
we look ahead to the fall in this issue of the Signal. 
We have resurrected the Q & A feature, where 
Pam Ashton interviews Hank Dabrowski as they 
discuss his history and family. There is an article 
from Hearing Health & Technology Matters on ‘The 
Business of Hearing Health Care: What Does Your 
Patient Want?’ I personally liked this article as they 
used the line “If we are to survive, we must disrupt 
or die.” Which is all too true this day in hearing  
health care.

The Fall Signal also features three of our regular 
columnists. First is author Gael Hannan’s plea to 
run a loop system around your office. Next we have 
financial planner John Niekraszewicz discussing tax 
free investing. Wrapping up our trio of familiar writers 
we have Doug Wuebben’s third part to his report on 
living pain free.

Finally, Linda Jackson of NBC-HIS, discusses all 
things about becoming a Board Certified Hearing 
Instrument Specialist. She shares some history, 
explains why you would want to become a BC-HIS, 
the benefits, and how to become one.

I hope you enjoy this issue and find something new 
you didn’t know before. I look forward to getting right 
back to work on the next issue of Signal, although it 
will most likely be out when the snow hits the ground, 
sorry for that thought! As always if you’re interested 
in writing an article for the Signal I’m always open for 
new submissions! Just email me at chris@ahip.ca. 

Enjoy!

Chris Arnold
Editor-in-Chief

Greetings Members,

M
ESSAGE FROM

 THE EDITOR-IN-CHIEF

mailto:chris%40ahip.ca?subject=


Give Me Telecoils or Give Me…
By Gael Hannan
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About the Author
Gael Hannan is a writer, actor, and public speaker who grew up with a progressive hearing 
loss that is now severe-to-profound. She is a director on the national board of the Canadian 
Hard of Hearing Association (CHHA) and an advocate whose work includes speechreading 
instruction, hearing awareness, workshops for youth with hearing loss, and work on 
hearing access committees.

Gael is a sought-after speaker for her humorous and insightful performances about hearing 
loss. Unheard Voices and EarRage! are ground-breaking solo shows that illuminate the 

profound impact of hearing loss on a person’s life and relationships, and which Gael has presented to appreciative 
audiences around Canada, the United States and New Zealand. A DVD/video version of Unheard Voices is now 
available. She has received several awards for her work, including the Consumer Advocacy Award from the 
Canadian Association of Speech Language Pathologists and Audiologists.

Gael lives with her husband and son in Toronto.

…well, just give them to me, OK?  Looping and 
telecoils is not the hill that I’m willing to die on, 
unlike Braveheart – but I’ll make as much noise as 
I can about what I need, even paint my face blue if 
necessary. And while we’re at it, I want Bluetooth and 
wireless connectivity and Smartphone-amazing-ness.

I want everything that I can afford—hell, even the stuff 
I can’t afford—that will help me connect and hear 
better.

You see, once we get a little taste of what it’s like to 
hear again, perhaps to enjoy music and certainly to 
have an effortless phone conversation, it’s hard not 
to want everything.

Starting with telecoils. I have them now but I had to 
fight for them.  Some people ask for telecoils and their 
hearing care provider says, “Oh no, you don’t want 
that!  Because:

A. It doesn’t work very well.
B. It’s old technology.  
C.  Your manufacturer has a fabulous kit that connects 

you to everything in your house (for an extra few 
hundred bucks or so).

D.  You want Bluetooth instead and your hearing aid 
can’t have both...oops, wait a minute, yes it can! 

Points A and B are baloney.  Point C may be true 
but sometimes I like to leave my house.  Point D is 
a win/win.  In my brand new hearing aids, I have 
both Bluetooth and telecoil, but I’m still learning to 



navigate programs.  If I push the button a titch too 
hard, I bypass the desired Telecoil program and end 
up in, say, the Music program which, with all filters 
removed, sends me through the roof.  

But back to my beloved telecoils and looping. For the 
first 20 years of hearing aid  use—various iterations of 
a ginormous, butt-ugly beige BTE—I had a T-switch.  I 
never got the hang of chatting with the phone receiver 
to the side of my head and there was nothing else 
available for the telecoil to work with.  So that switch 
probably rusted shut in my BTEs.  

But five years ago, with new BTEs, I asked for 
telecoils so that I could use them with the phone and 
in looped environments. I had seen how it worked 
and how much my friends benefited.  I wanted what 
they had—and I got it (after first rejecting the offer of 
Bluetooth and the in-home kit).  

It’s only been five years since embracing telecoils 
and hearing loops.  I remember standing at the back 
of a room with 1000 people at the Hearing Loss 
Association of America convention.  I stepped into 
the room and poked myself in the sides of my head.  
Hearing the voice of the faraway speaker directly in my 
hearing aids was amazing.  I stepped backwards—
and heard nothing.  Forward again, the voice.  
I was so thrilled that, in wonder, I did this several 
times.  I looked like I was dancing a slow samba, 
without a partner.

Telecoil-looping is a simple system, but that’s not 
a bad thing.  And frankly, it’s only simple if you 
are scientifically minded – which I am not.  I don’t 
understand how hearing technology works.  I know 
you put a battery in it or plug it in, but that’s it. Besides, 
it’s your job to know that stuff, not mine.  I just need to 
know that it’s easy to use and it makes my life better.  

Yes, the technology may have been around for a 
while but that’s fine, it is working better than ever and 
advocates around the world, including Canada, are 
advocating for more looped venues and services. 
That’s why hotels, subways, theatres, and other 
important venues are installing loop systems. That’s 
why phones are hearing aid and CI-compatible!  And 
that’s why you should loop your offices, from the front 
reception area to the client meeting rooms. (Looping 
the sound booth would be nice, but I guess that’s 
asking too much.)

At the recent annual conference of the Canadian Hard 
of Hearing Association, renowned loop advocated 
Juliette Sterkens moderated a panel discussion on 
looping. The audience of people with hearing loss 
from across Canada were excited about the potential 
of looping to improve accessibility in their home 
communities.  At least one hearing care professional 
left the conference committed to setting up an office 
loop system. 

What about you?

HANNAN
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There are only two certainties in life – death and 
taxes. They can never be eliminated completely, 
but life can be prolonged by following a routine that 
involves exercise, healthy eating habits, and stress 
management. I can’t help you control what you put 
into your body, but I can provide you with a strategy 
that will help reduce your financial stress. 

It’s no secret that the biggest expense we all have is 
what we pay the government in tax. For example, in 
Ontario in 2015, for every dollar you earn as salary 
over $45,000, at least 31% is paid out in income 
tax. The 69%, or less, that you are left with is shrunk 
further by tax whenever you spend money and have 
to pay sales tax. Then the profit you make on the 
money you are fortunate enough to have saved gets 
taxed yet once again.

Unless you are a business owner, it is difficult to 
reduce income taxes, but there is some good news for 
all of us who are tired of paying taxes on investment 
profits. Not paying tax when you sell an investment 
puts more money in your pocket and makes the  
buy/sell decision a lot easier when there is no tax 
penalty involved. 

In 2009 the Canadian government introduced the 
Tax-Free Savings Account (TFSA) as an incentive for 
all Canadians aged 18 and older to save and invest 
for their future without paying tax on the investment 
profits. But after 6 years, many people still don’t 
know how TFSAs work and are unfamiliar with the 
basic elements of the program. For example, do you 
know that you can open a TFSA with a stockbroker, 
financial planner, or insurance professional and that 

Tax Free Investing
By John Niekraszewicz

About the Author
John Niekraszewicz (Nick-ra-shev-itch) BMath, FCSI, CFP, FMA is the Certified Financial 
Planner responsible for the AHIP Health & Dental Benefits Plan provided by JVK Life & Wealth 
Insurance Group. John is also the Principal of JVK Life & Wealth Advisory Group, specializing 
in Wealth & Estate Planning. John welcomes your questions and can be reached at  
1-800-767-5933 or john.niekraszewicz@jvkgroup.com. 

FEATURE
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your TFSA can hold a broad range of investment 
options including stocks, bonds and mutual funds?

If you have shorter-term goals, like saving for a house 
or a trip, and are looking for less volatile investments 
that minimize fluctuations in the value of your assets 
and produce a predictable stream of interest income, 
then a TFSA is for you.

If you have longer-term goals, like supplementing 
your retirement savings, and are looking for higher 
after-tax rates of return and are comfortable with 
regular market cycle fluctuations and investing in 
equities, then a TFSA is for you.

TFSAs need to be part of everyone’s financial plan 
since contributions can be made every year and offer 
the following benefits:

•  All investment earnings generated from the account 
is 100% tax free

•  You have the flexibility to chose whatever 
investment suits your needs, be it an investment 
that generates interest income, dividends or  
capital gains

•  When it comes to estate planning, TFSAs can  
be designed to help avoid probate and  
associated fees 

•  As of the April 2015 federal budget, the maximum 
contribution limit is $41,000 for all Canadians that 
were aged 18 and older in 2009. If you turned 18 
after 2009, your maximum contribution limit would 
be lower

•  You can withdraw your funds at any time without 
paying tax

•  Withdrawals are added back to the following  
year’s contribution room, which means that 
any profits that are removed turn into additional 
contribution room

A TFSA is in many respects a Registered Retirement 
Savings Plan (RRSP) in reverse. RRSPs provide 
the tax benefit at the time of the contribution, and 
all withdrawals are taxed as income. Whereas in a 
TFSA, contributions are made with after-tax money, 
but the withdrawals are free of tax, regardless of how 

much interest income, dividend or capital gain was 
earned.
With equal similarities and differences, we are often 
asked whether or not a person should invest in an 
RRSP first, or whether they should start to target 
their TFSA first, when saving for retirement. Because 
of the opposite tax benefit, it really depends on one’s 
situation at the time of contribution versus their 
expected retirement situation.

Here are a few situations were a TFSA clearly beats 
an RRSP:

•  When eligibility for income-tested benefits, such as 
Old Age Security, Guaranteed Income Supplement 
or the Child Tax Benefit are a factor

•  When you have low-income earning years and still 
wish to save money

•  As an emergency fund or for short-term savings

TFSAs are not recognized by the United States for 
US Citizens living in Canada, so before implementing 
any tax, investment, life insurance, or estate planning 
solutions it is best to seek professional advice. 
Have an experienced team of professionals work 
together to uncover the weak links in your plans and 
implement the correct solutions. Don’t just leave 
your plans to chance, because without eliminating 
the weak links in your family’s wealth and estate 
plans, often, bad outcomes occur. 

NIEKRASZEWICZ

Save on taxes and invest wisely, 
then you can enjoy life & have fun.
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ABOUT BOARD 
CERIFICATION
The BC-HIS (Board 
C e r t i f i e d  H e a r i n g 
Instrument Specialist) 
designation from The 

National Board for Certification in Hearing Instrument 
Sciences (NBC-HIS) is the internationally recognized 
symbol of excellence in the hearing loss industry. 
Hearing Instrument Specialists and Dispensing 
Audiologists worldwide seek the BC-HIS designation 
to enhance their credibility with their colleagues, 
competitors and clients. 

Some of the most highly experienced hearing health 
professionals in the world share a distinguishing 
symbol – the symbol of certification through NBC-
HIS.  Certificants are fully committed to providing their 
patients with quality care.  The achievement of this 
designation represents your initiative to excel beyond 
the normal requirements for operating a hearing 
instrument dispensing practice or servicing clients. 
In our more than 30-year history we have expanded 
our certification from the US and Canada to such 
countries as Bahrain, Denmark, Germany, Guam, 
India, Ireland, Lebanon, Mexico and Saudi Arabia.

WHY BOARD CERTIFICATION?
At the National Board for Certification in Hearing 
Instrument Sciences (NBC-HIS), we always stress, 
“Be the Best. Be Board Certified.” But what does  
it mean to be the best? Why should you become 
board certified?

You can put your trust in NBC-HIS. We have provided 
over 30 years of service to the hearing health care 
industry. NBC-HIS is the only hearing instrument 
specialist certification board that has accreditation 
by the National Commission of Certifying Agencies 
(NCCA), an organization created to ensure the health, 
welfare, and safety of the public. However, our reach 
is not only national – we have attained international 
status and recognition as a certification agency in the 
hearing health field.

There is a wealth of benefits that you and your 
company can experience. Certification allows you 
to better meet the ever-changing demands of the 
industry and keep up with the technology of tomorrow 
through continuing education. NBC-HIS assists 
affiliated healthcare organizations obtain quality 
speakers for approved continuing education units 
with endowments. NBC-HIS commits you and your 
company to a strict Code of Ethics. Your continued 

THE BEST ARE BOARD CERTIFIED
By Linda Jackson

About the Author
Linda K. Jackson has been executive director of the National Board for Certification in 
Hearing Instrument Sciences (NBC-HIS) since 2006.  She has a BS degree in business 
administration from Wayne State University. Linda has over 30 years’ business experience 
in accounting, management and many other areas of business management. Her experience 
includes over 20 years of personal growth and development training. Linda has over 10 
years of specialized training in the areas of effective communication and team building.
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iN HeariNg iNstrumeNt sCieNCes

founded in 1981, the National Board for Certification in Hearing instrument 
sciences (NBC-His) was created to establish a standardized test for measuring 
the competency of hearing health professionals.  it is the only board certification 
program for hearing instrument specialists accredited by the National Commission 
for Certifying agencies (NCCa).

NBC-His has become a benchmark for excellence in the hearing health industry and 
remains the only organization in the hearing industry with this endorsement. Contact 
NBC-His to get certified.

33966 W. 8 mile road, suite 101, farmington Hills, mi 48335
Ph: 734-522-2900   Fax: 734-522-0900   
www.nbc-his.com Be Board Certified.

NBC-HIS Provider Ad.indd   4 2/7/14   1:45 PM

http://www.nbc-his.com


 SIGNAL FALL14

THE BEST ARE BOARD CERTIFIED

professional development and adherence to the 
Code of Ethics ensures that you meet the highest 
level of professional competency, giving your patients 
comfort in your credibility and expertise.

The BC-HIS  designation, (Board Certified in Hearing 
Instrument Sciences), truly symbolizes the highest 
standards of skill and knowledge. Being certified 
increases personal confidence in your  profession, 
but perhaps more importantly, it increases your 
customers’ confidence too. Professional visibility and 
customer recognition both increase dramatically with 
the symbol of certification (BC-HIS). It’s a powerful 
marketing tool that can help take your practice to 
the next level.  We provide ongoing marketing for 
our certificants by having the capacity for them to 
put up to 25 offices on our website, increasing the 
opportunity for potential clients to locate one of their 
offices when they search the NBC-HIS website for a 
hearing health care provider.  

The designation BC-HIS certifies the practitioner 
has demonstrated the knowledge and skills required 
to provide optimum improvement in their patient’s 
hearing.  From a business prospective, the designation 
BC-HIS after one’s name and a certificate on the 
wall increases a practitioner’s professional visibility 
and customer recognition.  Certification provides a 
competitive advantage for those who obtain it, and 
it also enhances their marketing and advertising 
professional stature.

NBC-HIS seeks to elevate the professional status 
of hearing instrument dispensers by encouraging 
all to seek certification by NBC-HIS. It differentiates 
NBC certificate holders from other providers.  NBC-
HIS offers qualified professionals an affordable, 
accessible and internationally recognized advanced 
practice credential specializing in the fitting of hearing 
instruments.

In today’s mobile society, having the BC-HIS 
designation can make it easier to get a job if you move, 
since it is an internationally recognized standard.

BENEFITS
•  Competent skills equals greater client satisfaction 

which equals more referrals

•  NBC-HIS Certification is the distinguishing mark of 
the highest standards of skill and knowledge and is 
an internationally recognized symbol of excellence.

•  Certification increases client awareness, recognition 
and confidence.

•  Enhance your practice’s brand image through  NBC-
HIS’ ongoing   marketing initiatives

•  Demonstrate your commitment to achieving 
excellence in your profession and earn the privilege 
of  using the BC-HIS designation after your name.

•  Only a select few have set themselves apart from the 
field with NBC-HIS Certification.

ABOUT NBC-HIS
Founded in 1981, NBC-HIS was created to establish 
a standardized test to measure the competency of 
hearing health professionals who provide hearing 
instruments to clients having experienced hearing 
loss. It is the only board certification program for 
hearing instruments specialists accredited by the 
National Commission for Certifying Agencies (NCCA).  
In order to attain NCCA accreditation, NBC-HIS must 
meet the requirements of 13 standards with varying 
requirements.   This accreditation ensures that 
NBC-HIS’ exam and exam process meet the NCCA 
requirement that the exam is relevant, and accurately 
measures the candidate’s skills for certification.  
The NCCA requirements also ensure that a process 
to continuously evaluate and update the exam for 
changing technology and procedures.

NBC-HIS has become a benchmark for excellence 
in the hearing health industry and remains the 
only organization in hearing industry with this 
endorsement. NBC-HIS continually promotes the 
continuing competency assurance of hearing health 
professionals and to provide a standard of excellence 
in hearing health care for the consumer.
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EXAMINATION PROCESS
To achieve this designation, you will have to pass 
the NBC-HIS National Competency Exam (NCE).   
NBC-HIS has hundreds of exam sites. There is an 
exam site in almost every major city in the United 
States and around the world. We have exam sites 
in numerous Canadian Provinces, Africa, Australia, 
Austria, Bahrain, Belgium, Brazil, China, Germany, 
Greece, Hong Kong, Italy, Japan Pakistan, Philippines, 
and many more.  Scheduling for the exam is very 
flexible and can accommodate the busiest schedules.  
The exam is offered Monday through Friday at most 
exam centers. 

In order to sit for the exam, you need at least two (2) 
years of dispensing experience and a current license, 
registration or other documents that allow you to 
dispense, as required by your state or province. 
Graduates of George Brown, Conestoga College or 
Grant MacEwan University are eligible to take the 
exam as soon they graduate.  They will also have to 
licensed or registered as required by the province 
they live in.

Applications, study guides and more information 
about the process can be obtained from the NBC-
HIS website nbc-his.com.  

So what does NBC-HIS Board Certification all come 
down to? Simply – “Being the Best.”

BE THE BEST. 
BE BOARD CERTIFIED.

http://nbc-his.com


So what does your customer (patient) want? That 
seems like a silly question; they want to hear better, 
which is why they have come to you. In essence that 
is probably the core answer; however, humans aren’t 
as simple as that. There are many more needs and 
wants at play in their decision to come to your office.

I don’t pretend to be all knowing—a guru! Even 
typing that word hurt my sensibilities, any gobshite 
(an Irish technical term) who describes themselves 
as a guru should be forced to stand in a corner while 
his or her audience laughs at them.

While I don’t claim to be all knowing, I think I do have 
some of the tools to investigate customer needs and 
wants in a deeper manner. I would like to do that 
over a series of articles and I would like help from all 
of you to do it.

If we are to survive, we must disrupt or die. We must 
be innovative in our thinking. We must understand 
and analyze our customer value proposition.

Why it Matters
It matters because we need a deeper understanding 
of our customers and prospective customers if we 
are to continue in business. Our business is open 
to major disruption; we know this to be true. Many 
people across the world are eyeing our business 
with disruption in mind.

One of the key factors in effective disruption is a 
deep understanding of the consumer that you are 
targeting. Understanding them in order that you can 
design a product or service that meets their needs 
over and above how the current model delivers.

We Don’t Deliver
We don’t fully deliver to the consumer needs; I 
am not talking about efficacy of fit or customer 
experience. I am talking about delivering what the 
market, the consumer wants. If we did, there would 
be no PSAP market; it wouldn’t exist because there 
would be no need for it. There would be no market 

The Business of Hearing 
Health Care: What Does 

Your Patient Want?
By Geoffrey Cooling
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disruptors launching successful innovations that our 
consumers want to purchase. We would be fat and 
happy with prospect Patients banging down our 
door to purchase solutions.

Our Marketing Sucks
As a whole within our industry, generically speaking, 
our marketing sucks. I mean it really, really sucks. 
Most marketing is based on technology, features 
and services, when it should be based on outcomes 
that address underlying pains.

Have we really stopped to think in a deeper manner 
what those desired outcomes are? Not just what 
they are, but also the deeper psychological meaning 
to them within the prospect’s consciousness?
Yes, no… maybe?

The Value Proposition Canvas

Figure 1. Value Proposition Canvas. 
Image courtesy businessmodelalchemist.com.

So I would like to use a tool called the Value 
Proposition Canvas to explore the value proposition 
of our business. The value proposition canvas is split 
into sections to record different ideas around the 
consumer. If used properly it will allow us to identify 
a complete picture of an extended value proposition.

The six sections of the tool include three for the 
customer profile and three for the proposition 
analysis. They are as follows:

Customer Jobs
Describe what a specific customer segment is trying 
to get done. It could be the tasks they are trying to 
perform and complete, the problems they are trying 
to solve, or the needs they are trying to satisfy.

•  What functional jobs are you helping your customer 
get done? (e.g. perform or complete a specific task, 
solve a specific problem, …)

•  What social jobs are you helping your customer 
get done? (e.g. trying to look good, gain power or 
status, …)

•  What emotional jobs are you helping your customer 

get done? (e.g. aesthetics, feel good, security, …)

•  What basic needs are you helping your customer 
satisfy? (e.g. communication, sex, …)

Besides trying to get a core job done, your customer 
performs ancillary jobs in different roles. Describe 
the jobs your customer is trying to get done as:

Rank each job according to its significance to your 
customer. Is it crucial or is it trivial? For each job 
indicate how often it occurs.

Outline in which specific context a job is done, 
because that may impose constraints or limitations 
(e.g. while driving, outside …).

Pains
Describe negative emotions, undesired costs and 
situations, and risks that your customer experiences 
or could experience before, during, and after getting 
the job done.

•  What does your customer find too costly? (e.g. 
takes a lot of time, costs too much money, requires 
substantial efforts, …)

•  What makes your customer feel bad? (e.g. 
frustrations, annoyances, things that give them a 
headache, …)

•  How are current solutions under-performing for 
your customer? (e.g. lack of features, performance, 
malfunctioning, …)

•  What are the main difficulties and challenges 
your customer encounters? (e.g. understanding 
how things work, difficulties getting things done, 
resistance, …)

•  What negative social consequences does your 
customer encounter or fear? (e.g. loss of face, 
power, trust, or status, …)

COOLING
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•  What risks does your customer fear? (e.g. financial, 
social, technical risks, or what could go awfully 
wrong, …)

•  What’s keeping your customer awake at night? 
(e.g. big issues, concerns, worries, …)

•  What common mistakes does your customer 

make? (e.g. usage mistakes, …)

•  What barriers are keeping your customer from 
adopting solutions? (e.g. upfront investment costs, 
learning curve, resistance to change …)

Rank each pain according to the intensity it 
represents for your customer. Is it very intense or 
is it very light? For each pain indicate how often it 
occurs.

Gains
Describe the benefits your customer expects, 
desires or would be surprised by. This includes 
functional utility, social gains, positive emotions, and 
cost savings.

•  Which savings would make your customer happy? 
(e.g. in terms of time, money and effort, …)

•  What outcomes does your customer expect and 
what would go beyond his/her expectations?  
(e.g. quality level, more of something, less of 
something, …)

•  How do current solutions delight your customer? 
(e.g. specific features, performance, quality, …)

 
This article by Geoffrey Cooling is reprinted from the Hearing 
Views blog by Editors Angela Loavenbruck and Lolly Wigall 
with kind permission from HearingHealthMatters.org.

http://HearingHealthMatters.org
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In Part 2 of the series, we spoke about how we set 
up programing and workouts to train MOVEMENT 
AND NOT JUST MUSCLE. Sounds confusing we 
know. But hold on and we’ll explain.

Think about the lower back and hips. If we  
lose mobility in these areas with tight hip flexors,  
tight thoracic spine, and the inability to maintain 
stability in the muscles – we break down and other 
parts of the body breakdown.  WHY?  It’s called the 
SERAPE EFFECT.

Take a look at the pictures below. Our body works 
as a Serape wrap. What happens above the hips 
will effect what happens below the hips. We have 
an issue with the front side – it wraps around and 
affects the back side hip. We have some problem 
with the inside hip or thigh, and we have problems 
with the outside hip. Low back hurts and we have 
problems, we have difficulty breathing, standing 
upright, rotating, sitting or pain into our lower leg.

Living Pain Free; 
Improving Mobility and Stability:  

More Than Stretching and Planks 
Part 3 of a Three Part Series

By Mark Roozen, MEd, CSCS,*D, NSCA-CPT, *D, FNSCA and Doug Wuebben BA, AS, RDCS (Adult and Peds)

Figure 1. Serape effect.
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LIVING PAIN FREE

As we start to move forward with a program and a 
plan, keep in mind, and we’ve been saying it many 
times (YOU CAN SAY IT WITH US.) – YOU HAVE 
TO TRAIN MOVEMENT – YOU CANNOT TRAIN 
MUSCLE! Here is an example: You have a tight 
back, and what do you do? Lower back stretches. 
Great. Problem solved....or is it?  What is the CAUSE 
of the problem? Is it tight hip flexors or inactive 
glutes, maybe it is a lack of lower abdominal control 
or tight hamstrings? Could it be a tight psoas which 
shifts your pelvic tilt and changes your posture? So 
instead of just doing back stretches, we do lower 
back mobility, hip mobility, abdominal stability, 
hamstring stability all while setting your proper pelvic 
position. WOW – that’s a lot of exercises and a lot of 
work.  Or is it?

What if we do one exercise that can combine doing 
all these exercises into one.  Let’s take a normal 
plank.

The Plank (Figure 2A) will work from a stability stand 
point if we just are in one spot and hold it, and hold 
it.  The other day we had a guy tell us that one time 
he could hold a plank for 16 minutes.  Our response 
– SO WHAT!  When in life will you ever need to hold a 
plank for that long?  In our book – and in THE RIGHT 
MOVES, we progress to being able to incorporate 
mobility in with stability.  Here’s what we do.

Figure 2. Plank position.

Again, do a Plank – but this time, stabilize and lift 
one leg up in the air (Figure 2B). As you do - take the 
leg out to a 45 degree angle!  We have just added 
lower back and hip mobility. Some of you might not 
be able to do this to start with, so we begin with 
simple toe taps! Then we progress to 45 degrees, 
then 90 degrees, then change the movement pattern 
of the legs AND ARMS. As we progress, each step 
requires greater mobility along with greater stability. 
KEY TEACHING POINT HERE: MAKE SURE YOU 
ARE MOVING CORRECTLY AND NOT JUST 
MOVING. If you lift your leg and your hips drop, 
that is BAD WORK. We always want good work and 
clean movements as we move forward. If we don’t, 
they are THE WRONG MOVES – and bad results will 
happen.

To work out and start to set yourself up on a training 
program, think about the order of how to accomplish 
this.

FLEXIBILITY
 Start off with improving flexibility.  Remember, 
flexibility isn’t the same as mobility.  But we have to 
have some degree of flexibility in the joints to be able 
to move right.

ACTIVATION/STRENGTH
To strengthen, we have to make sure the muscles 
can move and “fire”.  If we have tight hip flexors and 
tight low back, chances are your glutes (that bootie) 
isn’t firing.  We need to get the butt to fire so we can 
then strengthen and be able to fire to stabilize.

MOBILITY/STRENGTH
We have strength in different positions!  Take the 
plank example above. Someone might have the 
strength to do toe taps in the plank position.  Lift the 
leg higher and bring out to 90 degrees – and things 
start to fall apart.   So we need to build the strength 
through different range of movement.

MULTI-PLANE
This ties in to the above with mobility and strength.  
We need to build strength in all planes (all directions!), 
not just straight ahead.  Can we move lateral, 
backward, with rotation?  The more directions we 
can move, the more mobile we become – and when 



we train in those different directions, we build up 
strength and stability in all movements we use in life.

LENGTHEN – STRENGTHEN
This comes back to the train movement.  If we just 
train a muscle – it can get stronger, get more firm, 
but if we don’t maintain its ability to move (lengthen), 
we lose the ability to be mobile.

ABOVE/BELOW THE HIP
Keep in mind that what happens above the hip 
effects what goes on below the hip and vice-versa!  
Keep that in mind as you are putting your program 
together and picking your exercises.

You can see that as you begin to put the pieces of 
your workout puzzle together, you can get a bigger 
BANG FOR YOU BUCK by adding in progressions 
and getting to a point where one exercise will target 
four or five areas.  By doing things right, you can 
progress from just doing crunches, planks and 
stretching exercises, to THE RIGHT MOVES to 
improve mobility, stability and your pathway to LIVE 
PAIN FREE.

Mark “Coach Rozy” and Doug are available for 
seminars, speaking, workshops and other events. 
For questions and inquiries contact them by e mail 
at www.livepainfree4u@gmail.com and their web site 
at www.coachrozy.com.

WEUBBEN AND ROZEN
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Question #1: What intrigued you about this 
profession and how did you get started?  

Hank Dabrowski (HD): I was a technician for Zenith 
(1963) in Toronto about one year when I saw an ad in 
the Toronto Star for a hearing aid technician. I went 
for an interview at International Hearing Aids with 
Bob Johnson Sr. and Sally. They serviced multi lines 
of hearing aids Danavox; Omikron this was in 1965 
now they are known as Widex. BJ (Bob Johnson Jr.) 
was just starting into the business with his father. 
Always looking to advance, I saw another ad for a 
technician with Oticon and had an interview with 
Art Elwood. The Oticon franchise was then taken 

over by Jack Farrauto (1980s). A Friend, Tug Wilson 
came to visit from Colorado Springs and said Vicon 
USA was looking for a service man. So I went for 
two-weeks of training in the states and set up the 
Canadian depot at 242 James. St. Hamilton near 
St. Joseph’s Hospital. In those days you got good 
lunches in the hospital cafeterias.

In 1969 I decided to go out on my own. The firm was 
incorporated in 1974 after 21 years of dealing with 
various manufacturers and the hearing aid delivery 
system, I decided in April 1984 to become a fully 
integrated manufacturer and dispenser. This enabled 
the firm to deliver the product more expeditiously 
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Company Bio
Hearing Instrument Services: A Division of Dabro Micro Acoustics

Founded:   1963

Founder:   Hank Dabrowski (centre)

President:   Dan Dabrowski (left)

Office Manager:  Dianne Dabrowski

Current 2nd Year Student in the HIS program at 
George Brown College: Jonathan Dabrowski (right)
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6 Questions with…Hank Dabrowski

Interviewed by Pam Ashton



and to retain control of the total operation. The result 
was better service and more satisfied customers. In 
1988 when the government got involved this was no 
longer allowed.

Question #2: What jobs did you have prior to 
becoming a hearing professional?

HD: I had a small service centre for radios and TVs 
as I was an electronic technician graduate. Years 
before that I worked at Sunnyside Pool in Toronto.

Question #3: Are you involved in any volunteer 
activities?

HD: Yes some years ago (1990s) I went on three or 
four trips with Martin Heinrich and several others to 
Mexico. We took hearing aids and all the equipment 
and supplies needed to fit the hearing impaired of 
various provinces such as Taxco and Acapulco in 
Mexico. The equipment and the many things needed 
to properly do the job were donated by many 
colleagues.

Martin also sponsored a surgeon to come to 
Ontario to see the process and attend our annual 
Symposium. Several of us also entertained him 
during the visit.

Question #4: What do you think has been the 
best event/achievement in your life so far, either 
personal or professional?

HD: I think my longevity in the profession throughout 
the many changes. As well I am pleased that I 
encouraged Dan, my son to join the firm. Now we 
have Jonathan, my grandson learning the profession. 
Dianne is our office manager, she is Dan’s wife. It is 
truly a family firm.

Question #5: What are your hobbies/interests?

HD: American polit ics especially following  
Donald Trump.

I also enjoy hockey. I used to follow the Chicago 
Black Hawks one of the original teams. Then I 
decided to try a change and followed the Tampa Bay 
hockey team.

Question #6: Please share any additional 
information about yourself that  you think readers 
would find interesting.

HD: It’s not really information just that I am excited 
to have the third generation coming into the firm. 
It’s a place where a family takes care of their clients. 
There is a strong bond and rapport between a client 
and clinician in a micro clinic. Many people still like 
the personal touch.

ASHTON
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Current 2nd Year Student in the HIS program at 
George Brown College: Jonathan Dabrowski (right)

Adrian Joseph Laidman, 

7 pounds and 10 ounces. 

Born July 15th, 2015.

Proud parents are Scott Laidman 
and Kelly Van Hoek.

Birth Announcement
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We are independently owned and operated clin-
ics that have been serving the Durham Region 
since 1987. We are looking for a full-time Hear-
ing Instrument Specialist to join our team.
The mission of Advanced Hearing is to serve 
and deliver, in the most ethical and professional 
manner, hearing health care services to individ-
uals of all ages. Our philosophy is to care for our 
patients with respect, offer the best hearing solu-
tions, and provide on-going support.

Qualifications we are interested in include:
 4  College Diploma from a recognized Hearing 

Instrument Specialist program or equiva-
lent.

 4  Current member  in good standing with 
AHIP.

 4  Minimum 2 year clinical/dispensing experi-
ence an asset.

Responsibilities:
 4  Perform audiometric screenings and  

evaluation of hearing loss.
 4  Counseling on hearing aid  

recommendations and expectations.
 4  Daily processing of hearing aid repairs  

and maintenance.
 4  Knowledgeable on all new products and 

services to assist patients.
 4  Knowledge in pairing hearing aids to blue-

tooth devices such as cellular telephones.
 4  Provide professional, courteous services to 

assist patients in a timely manner.
 4  Assist and support all Advanced Hearing 

personnel.
 4  Training and community travel as required.

Other Requirements:
 4  Valid driver’s license as must be able to 

travel between locations.
 4  Commitment to working in a team with 

other clinicians.
 4  Able to work evenings and Saturdays,  

as needed.
 4  Salary with be commensurate with  

experience.

We thank you for your interest.

Please send a cover letter and a resume 
including references:

Contact Name: Brigitte Giroux
Email: 
resume_advanced_hearing@outlook.com

www.audiologyservices.ca

We are looking for an individual that is confident 
and enjoys working autonomously in a pres-
sure-free environment.  Travel will be required 
for this role.

Qualifications:
a) ADP, VAC, WSIB authorizer status
b) A.H.I.P.
c) Preferably 3 years experience 

Classifieds

Clinical/ Dispensing Hearing Instrument Specialist

Part Time Hearing Instrument Specialist, 
London / Windsor Ontario

Please submit your resume to:  mtrodgers911@hotmail.com for consideration.

mailto:resume_advanced_hearing%40outlook.com?subject=
http://www.audiologyservices.ca
mailto:mtrodgers911%40hotmail.com?subject=
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Responsibilities:
 4  A strong background in diagnostic,  

hearing aid fitting, programming
 4  Perform ear impressions
 4  Audiometric Assessments,  

patient counselling
 4  Assist patient with ADP grants, complete 

third party necessary paperwork
 4  Maintain and document detailed  

patient records

Qualifications Required:
 4  Completed college diploma for H.I.S  

with minimum of 2 years’ experience
 4  Member of AHIP
 4  Provide excellent patient service
 4  Experienced in closing sales

We offer a competitive salary:

Send resume to beckhearing@rogers.com

Classifieds

CLASSIFIEDS

Beck Hearing Aid Centre Inc., is currently looking for a part time, 
experienced Hearing Aid Specialist

Population & Public Health Services
Permanent Full Time Position

The Regina Qu’Appelle Health Region is looking 
for a qualified Hearing Aid Practitioner to join the 
team at Population & Public Health Services.  
The Hearing Aid Practitioner will provide a wide 
range of audiometric services to clients/patients/
residents in the region. 

Qualifications:
This position requires a Hearing Aid Practitioner 
Diploma.  Certification in Hearing Instrument 
Sciences with National Board for Certification in 
Hearing Instrument Sciences (NBC HIS) is also 
required.  

Other Requirements:
• No Previous Work Experience
• Intermediate computer skills (40 wpm)
• Interpersonal and communication skills
• Ability to work independently  
• Valid drivers license, where required by the job

Interested candidates are invited to 
submit a cover letter and resume 
referencing November 4, 2015 
in confidence to:

Employment Services
Regina Qu’Appelle Health Region
2180 – 23rd Avenue
Regina, SK    S4S 0A5
Fax:  766-5147

Email:  jobs@rqhealth.ca

Hearing Aid Practitioner

mailto:beckhearing%40rogers.com?subject=
mailto:jobs%40rqhealth.ca?subject=
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Quality Hearing Centre is a patient focused 
clinic.  We always strive to do what is best for the 
patients hearing healthcare.  We have a strong 
desire to help people improve their lives with  
better hearing.  This means our team is  
responsible for ensuring our patients receive 
the best possible care each and every time they 
interact with our clinics.  This way we build a 
strong lifetime relationship with our patients.

Quality Hearing Centre has a team focused  
approach.  Every staff member works as part  
of the team.  We provide a culture of fostering 
personal development.  We attend many  
conferences and training sessions in Canada 
and USA.  QHC believes in following “Best  
Practices” that have been gathered from top  
performing clinics across the country.  

Quality Hearing Centre has two offices.  One 
located in Saskatoon, SK and the other located 
in North Battleford, SK.  Both offices are large 
and spacious with up to date equipment.  With 
our company you have room to advance and the 
possibility of managing your own clinic.  We offer 
a competitive wage and a comprehensive  
benefits package.

Saskatoon is an active and growing city.   
According to National Geographic, Saskatoon 
has with a vibrant culture and welcoming spirit.   
It is listed as one of the 50 must see destinations 
in Canada.  Saskatoon is known for its beautiful 
parks and river.  With many festivals and events 
throughout the year, you will get the big city 
amenities with a small town feel.  Our expanding 
airport allows for many direct flights to/from the 
rest of Canada. 

Saskatchewan’s economy is  
strong, hence the growth of our province over the 
last few years.  We boast over 100,000 lakes.  If 
you like the peacefulness of nature, this is the 
place for you, whether you like hunting, fishing, 
hiking, golfing or cross country skiing.

This position requires candidates with vision and 
a desire to take control of the office and help it 
grow.  This position entails the following duties: 
comprehensive diagnostic testing, selection and 
fitting of amplification, counselling patients  
regarding test results and reviews options which 
best meet their hearing care needs, follow up 
service, hearing aid cleaning, and earmold  
impressions.

JOB SKILLS, KNOWLEDGE AND ABILITIES:
•  AuD, Master’s Degree in Audiology, or a 2-year 

Hearing Aid Practitioner Program
•  A willingness to travel to North Battleford as 

needed
•  A driver’s license and reliable transportation is 

required
•  Excellent interpersonal skills that allow  

effective working relationships with a diverse 
customer, colleague, and vendor population.  
This includes listening, sales, and problem  
solving skills.

•  Strong keyboard/computer/Audiology  
diagnostic and hearing aid software and  
equipment experience

•  Strong prioritization skills with the ability to 
manage time effectively

•  Interact with customers in a caring and  
respectful manner

•  Detailed oriented

If you’re interested, please apply to:  
jody@QHCmail.com
Website:  www.qualityhearingcentre.ca
Find us on Facebook:  
https://www.facebook.com/
QualityHearingCentre

Audiologist/Hearing Instrument Practitioner

mailto:jody%40QHCmail.com?subject=
http://www.qualityhearingcentre.ca
https://www.facebook.com/QualityHearingCentre
https://www.facebook.com/QualityHearingCentre
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Hands up if you want to take 
down patient barriers

Introducing the new family of behind-the-ear (BTE) and in-the-ear (ITE)  
hearing instruments available on the North platform. Stride™ is leading the 

way in patient-centric design, with impressive aesthetics, a comfortable 
fit and intuitive controls that patients find so appealing. With choices to 
satisfy every need, our industry-first Flex™ solution and technology that 

lets patients focus on conversations in all of their listening environments, 
it’s never been easier to help your patients find their Stride.

Get comfortable with Stride 
Call 1-800-265-8255 or visit unitron.com

http://www.unitron.com/
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Offer your patients a superior value hearing solution 
that delivers excellent sound quality and speech 
understanding. Industry-leading 2.4 GHz wireless 
accessories stream sound directly to the hearing aids  
and give subtle control. All this in a full family of  
discreet, durable designs.

Clear speech and listening comfort.

The value of hearing well

ESSENTIALS
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