
 

What Makes This Category Approachable - Furniture and Ergonomics 
 

Furniture and ergonomics can appear daunting at first, especially for new starters who may feel they need specialist 
knowledge to talk confidently about products, layouts or adjustments. In reality, the category is more approachable than it 
initially looks because many of the core ideas are familiar from everyday working life. Most people have used different 
types of chairs, desks and shared spaces, so they already understand the basics of comfort, posture and what makes a 
workspace feel supportive. 

 

Customers may not expect technical expertise 

New starters do not need to be experts in design or ergonomics to begin meaningful conversations with customers. The 
most important skills are curiosity, listening and understanding what the customer is trying to achieve. Customers rarely 
expect technical detail. They want reassurance, practical guidance and simple explanations that help them make good 
decisions for their teams. 

 

Where new starters can focus their attention 

New starters often find this category easier to approach when they focus on: 

• asking simple questions about comfort and workspace needs 
• understanding how people use the space day to day 
• using manufacturer tools, visuals and product guides to support conversations 
• leaning on colleagues and suppliers for technical detail when needed 

 
These actions help build confidence quickly without needing deep product knowledge. 

 

Support available to help build confidence 

There is also strong support available. Manufacturers and suppliers provide clear product information, training, visuals 
and planning tools that help bring solutions to life. Many ergonomic products are designed to be intuitive, with simple 
adjustments and clear benefits that are easy to explain. This means new starters can build confidence quickly by focusing 
on the customer’s needs rather than memorising product specifications. 

 

Why customers welcome help in this category 

Furniture and ergonomics is also a category where customers welcome help. Many do not have in house expertise in 
workspace design or ergonomics, so they appreciate a dealer who asks the right questions and offers straightforward 
advice. This creates a supportive environment for new starters to learn, grow and add value without feeling pressure to be 
technical specialists. 

 

 

 



 

Actionable takeaways for new starters 

• Start with simple questions about comfort, space and day to day use 
• Listen for what the customer is trying to achieve, not just what they ask for 
• Use visuals, guides and manufacturer tools to support conversations 
• Ask colleagues or suppliers for help when technical detail is needed 
• Focus on the customer’s goals rather than product features 
• Remember that customers value clarity, reassurance and practical advice 

 
 

Key takeaway  

This category becomes far more approachable when new starters focus on understanding the customer’s goals and using 
the support available. With simple questions, clear guidance and a willingness to learn, anyone can build confidence and 
have productive conversations about furniture and ergonomics. 

 

 


