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Common Misconceptions - Workwear & PPE

Workwear and PPE can feel unfamiliar at first, and it is easy to form assumptions that make the category seem more
complex than it is. These misconceptions can create unnecessary hesitation, especially for people who are still building
confidence. Addressing them helps remove pressure and makes the category far more approachable.

"l need to be a technical expert.”

This is one of the most common concerns. In reality, most customer conversations are not about technical standards or
specialist terminology. They are about understanding who wears what, how items are managed, what causes frustration
and where consistency matters. Customers rarely expect technical detail unless they are already specialists, and when
they do, supplier partners provide the expertise. The role here is to understand the customer’s environment, not to
interpret regulations.

"Workwear and PPE are the same thing."

Many people group these together, but they serve different purposes. PPE includes items designed to protect people from
specific hazards, such as gloves, eyewear, helmets and respiratory protection. Workwear covers the clothing and
footwear people wear for durability, comfort, visibility or brand identity, such as trousers, jackets, polos, fleeces, hi vis
garments and safety footwear. Customers often use both together, but the buying motivations and conversations can be
slightly different. Understanding this simple distinction helps dealers feel more confident when exploring the category.

"Customers already have a supplier, so there’s no point asking."

Many organisations use multiple suppliers without realising it. Different sites, managers or teams often order
independently, which leads to inconsistency, duplication and gaps. Even when a customer has a preferred supplier, there
are usually items they struggle to source, areas where service could be improved or opportunities to simplify what they
use. Asking about their current approach is not challenging their supplier; it is understanding their reality.

"Workwear and PPE is only relevant for certain industries."

It is easy to associate this category with construction or heavy industry, but almost every organisation uses some form of
clothing or protective equipment. This includes customer-facing uniforms, high-visibility garments, safety footwear,
aprons, gloves, identification clothing and simple protective items. The category is broader and more widely applicable
than many people expect, and it often appears in places where people do not initially think to look.

"It’s all about safety standards."

Safety matters, but it is not the starting point for most conversations. Customers typically want clothing that is
comfortable, durable, consistent and easy to manage. They want items that fit well, last well and look appropriate for the
role. Technical standards only become relevant when the customer raises them, and even then, supplier partners provide
the detail. There is no need to lead with safety terminology or feel responsible for technical interpretation.
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"It’s a one-off purchase."

Workwear and PPE create ongoing demand. Items wear out, teams grow, people leave, new starters arrive and branding
evolves. Many organisations also have seasonal peaks or project-based requirements. This makes the category naturally
suited to long-term relationships rather than one-off transactions. It is easy to underestimate how frequently customers
need to replenish or update items.

"Customers know exactly what they need."

Some do, but many only know the outcome they want, not the specific items. They may describe challenges such as
discomfort, inconsistency, poor durability or difficulty managing stock. They may not know the names of garments or the
differences between options. Good questions help them articulate their needs without requiring them to specify products.
The aim is to explore, not to prescribe.

"It’s difficult to talk about without sounding like I’'m selling."

This misconception comes from feeling that Workwear and PPE is a product-led category. In reality, it is a people-led
category. When the conversation is grounded in how the customer works, it feels natural and supportive. Asking about
teams, tasks, replenishment or consistency is not sales-driven; it is part of understanding their environment. The aim is to
learn, not to persuade.

Key takeaway

Most barriers to discussing Workwear and PPE come from assumptions, not reality. Technical expertise is not required,
and existing suppliers are not an obstacle. The most effective conversations focus on roles, tasks and practicalities. When
you approach the category with curiosity rather than technical detail, it becomes straightforward, relevant and comfortable
to explore.
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