
 

Why Customers Buy These Products - Tech 
 
 
Technology plays a central role in modern working life. Employees rely on a combination of hardware, software and cloud 
based tools to communicate, collaborate and complete everyday tasks. As organisations continue to adopt hybrid 
working, digital transformation and cloud first strategies, the demand for reliable, user friendly technology continues to 
grow.  
 
Customers invest in workplace technology for a range of reasons, including improving productivity, supporting hybrid 
working, enhancing employee wellbeing, strengthening security and ensuring compliance. Many organisations also look 
for ways to simplify software renewals, manage licensing more effectively and reduce the number of different tools used 
across teams. Dealers who understand these drivers can add value by helping customers choose the right mix of 
hardware, software and services to support their business goals. 
 
 
Common reasons customers buy workplace technology 
 

• Productivity - helping teams work efficiently with the right tools 
• Hybrid working - supporting staff who split time between home and office 
• Comfort and ergonomics - improving posture and reducing strain with better setups 
• Communication - enabling clear calls, meetings and collaboration 
• Compatibility - ensuring devices work smoothly together 
• Replacement cycles - upgrading older equipment that is slowing people down 
• New starters - providing essential tech for onboarding 
• Security and reliability - reducing risk and avoiding downtime 
• Budget planning - refreshing equipment at predictable intervals 

 
 
Why this category offers strong opportunity for dealers 
 

• Repeat business - many tech products need replacing, upgrading or renewing 
• High-margin accessories - peripherals, docking, headsets, cables and stands 
• Licensing and renewals - ongoing revenue from software and security tools 
• Sector-specific demand - education, SMEs, hybrid teams, charities and more 
• Refresh cycles - customers regularly update devices and accessories 
• Add-on sales - simple cross-sells that improve the user experience 
• Growing hybrid needs - more people working across multiple locations 

 
 
What matters most to customers 

 
• Ease of use - products that work straight away 
• Reliability - equipment that reduces downtime 
• Compatibility - confidence that everything will work together 
• Value - not always the cheapest option, but the right one 
• Support - knowing they can ask questions and get guidance 
• Suitability - products that fit their environment and tasks 

 
 
Customers vary in their expectations. Some want simple, reliable solutions with clear guidance, while others may require 
deeper technical detail or specific standards. The key is understanding what matters to each customer and matching 
solutions to their needs, environment and level of expertise. 
 
 
 



 

Key Takeaway 
 
Customers buy workplace technology to improve productivity, support hybrid working, enhance comfort, strengthen 
security and keep their tools up to date. When dealers understand these drivers and tailor their recommendations to each 
customer’s priorities and level of technical confidence, they can provide solutions that genuinely improve the working day 
and build long-term trust. 
 
 


