
 

What to Listen For - Workwear & PPE  
 

Workwear and PPE needs rarely appear through direct requests. Whether you are speaking with a new prospect or a 
long-standing customer, the signals often come through everyday comments about staff, safety, branding or operational 
challenges. Recognising these moments helps dealers understand where the category may be relevant, without needing 
to push or sell. 

 

Comments from existing customers who may not know you offer this category 

Many customers already have established suppliers for workwear or PPE, or they simply don’t realise their dealer can 
support them. Listen for comments such as: 

• "We get our uniforms from somewhere else." 
• "We’ve always used a specialist for PPE." 
• "I didn’t know you did clothing." 

 
These are not barriers. They are indicators that the customer has an ongoing need, and that there may be opportunities 
to support them in the future, even if gradually. 

 

Signals from customers who use multiple suppliers 

Some organisations spread their purchasing across several vendors. Comments like these suggest fragmentation: 

• "We get bits and pieces from different places." 
• "It depends who has stock at the time." 
• "We use a few suppliers for different teams." 

 
This often means the customer values reliability, consistency and simplicity, which are all areas where dealers can add 
value. 

 

Staff changes or team growth 

Whether the relationship is new or established, any mention of staffing changes is a strong indicator of workwear or PPE 
demand: 

• "We’ve got new starters coming in." 
• "We’re expanding the team." 
• "We’ve had a lot of turnover recently." 

 
These situations naturally create repeatable needs. 

 

 

 

 



 

Operational or site-based challenges 

Customers may describe tasks or environments that require protective clothing or durable workwear: 

• "The team is doing more outdoor work." 
• "We’ve had issues with gloves wearing out." 
• "We’re spending more time on-site." 

 
These comments appear across both new and existing relationships. 

 

Branding or presentation concerns 

Customers often talk about consistency or professionalism, especially in customer-facing roles: 

• "We want everyone to look more uniform." 
• "Our branding has changed." 
• "We’re updating our image." 

 
These are natural openings for branded workwear. 

 

Health, safety or compliance conversations 

Customers may reference audits, inspections or internal policies: 

• "We’ve got a safety audit coming up." 
• "We need to tighten up compliance." 
• "Our risk assessment highlighted a few gaps." 

These comments often relate to PPE or protective garments. 

 

Frustrations with current arrangements 

Whether they are new to you or have been a customer for years, frustrations are strong indicators of opportunity: 

• "Our current supplier is slow." 
• "We can’t get the sizes we need." 
• "It’s a hassle dealing with multiple vendors." 

 
These frustrations often signal a need for reliability and consistency. 

 

Requests for related categories 

Workwear and PPE often sit alongside other workplace essentials. If a customer is discussing: 

• cleaning and hygiene 
• first aid 

 
 



 

• signage 
• facilities supplies 
• site equipment 

…it may be a natural moment to explore whether clothing or PPE is also relevant. 

 

Seasonal or environmental triggers 

Changes in weather or working conditions often prompt demand for: 

• waterproofs 
• thermal layers 
• jackets 
• sun protection 
• outdoor workwear 

 
Listen for comments like: 

• "The team is freezing in the mornings." 
• "We need something more suitable for winter." 
• "We’re doing more outdoor work this summer." 

 
Key takeaway 

Workwear and PPE needs appear in both new and established relationships. Customers often reveal these needs 
indirectly through comments about staff, safety, branding or operational challenges. Recognising these signals helps 
dealers understand where the category may be relevant, without needing specialist knowledge or a hard sales approach. 

 

 


