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How to Approach the Category Confidently - Workwear & PPE

Workwear and PPE can feel unfamiliar at first, but the conversations that support this category are rooted in the same
principles sales professionals use every day. Confidence comes from understanding how customers work, what their
teams do and where practical support can make a difference. The aim is not to become a technical specialist, but to
recognise where clothing and protective equipment support day-to-day operations.

Start with how the customer works

Most organisations have a mix of roles, tasks and working conditions that naturally influence what people wear. Sales
professionals often already understand these details through conversations about facilities, operations, branding or
general workplace challenges. This knowledge provides a strong foundation for identifying where workwear or PPE may
be relevant.

Useful prompts include:

¢ the roles within the organisation

o how teams interact with customers, equipment or the public

o whether work happens indoors, outdoors or across multiple sites
e how the organisation presents itself

e any seasonal or operational pressures

This approach keeps the conversation grounded in the customer’s world, whether the relationship is new or long-
standing.

Position the category within the wider workplace picture

Customers rarely think about clothing or protection in isolation. Workwear and PPE sit alongside safety, presentation,
comfort, compliance and operational needs. Treating the category as part of the broader workplace picture helps the
conversation feel natural and integrated, rather than separate or specialist. This is particularly helpful with existing
customers who may not realise their supplier can support them in this area.

Keep the focus on roles, tasks and consistency

Most customers already have internal policies, risk assessments or brand guidelines that determine what they need.
Sales professionals can keep discussions practical by exploring:

e who will wear the item

¢ what tasks they perform

e how frequently the item will be used

o whether garments need to align with existing ranges
o whether branding is required

e how often items are likely to be replenished

This keeps the conversation straightforward and ensures the customer leads on any technical requirements.
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Work alongside existing suppliers

Many organisations already buy workwear or PPE from other vendors. This is common and not a barrier. It can be helpful
to understand what they currently use, where they experience gaps or inconsistencies and which teams or sites may not
be fully supported. This approach respects existing arrangements while still identifying areas where additional value can
be offered.

Use supplier expertise when needed

Sales professionals are not expected to interpret standards or make safety recommendations. When technical questions
arise, supplier partners can provide suitability guidance, product comparisons, branding advice, size and fit information or
specification support. This ensures customers receive accurate information while allowing the sales professional to stay
focused on understanding the customer’s needs.

Help customers create order and consistency

One of the most practical ways to add value is by helping customers simplify how they manage workwear and PPE. This
might involve standardising garments for specific roles, creating simple repeatable ranges, keeping size lists for teams,
managing replenishment for new starters or ensuring branding remains consistent. These steps often matter more to
customers than detailed product knowledge.

Introduce the category gradually

Workwear and PPE do not need to be addressed all at once. Many successful approaches begin with a single team,
garment type or site. Starting small reduces pressure and allows the customer to experience the benefits before
expanding. This applies equally to new prospects and long-standing customers.

Recognise the ongoing nature of the category

Workwear and PPE create repeatable demand through new starters, leavers, size changes, wear-and-tear, seasonal
requirements and branding updates. A steady, consistent approach often leads to long-term opportunities that develop
naturally over time.

Key takeaway

Confidence in this category comes from understanding how customers work. By focusing on roles, environments and
practical needs, sales professionals can support customers effectively and build long-term value in a category that
touches almost every organisation.
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