boss

Different Starting Points, Same Opportunity - Workwear & PPE

Dealers come to Workwear and PPE with different backgrounds, so it is natural that the category feels more familiar to
some than others. Those who regularly support customers in industrial, facilities or logistics environments may already be
used to conversations about uniforms, protective equipment or site requirements. Others who focus more on office-based
customers may encounter these needs less often, which can make the category feel slightly different at first.

Workwear and PPE also feels different because it sits at the intersection of safety, branding, comfort and compliance.
These factors can make the category seem more complex than it really is.

Why it can feel unfamiliar to some

o There is a wider variety of garments and protective items than in many other categories.

e Product standards and terminology can appear technical at first glance.

e |tis easy to assume that deep product knowledge is required.

e Buyers may reference risk assessments, site rules or compliance needs, which can sound intimidating.

In reality, most customers already know what they need based on their own policies or risk assessments. Dealers are not
expected to interpret standards or make technical recommendations. The role is simply to understand the task, the
environment and the customer’s preferences. Suppliers can provide clear guidance, product information and support to
help match products to requirements.

Why it feels natural to others

e Some dealers already discuss safety, branding or operational needs with customers.

e They may be familiar with sizes, roles, environments or branded garments.

e They often see Workwear and PPE as an extension of conversations they already have.
e They are used to asking practical questions about tasks, environments and user needs.

And whether a dealer is experienced or completely new to the category, there is meaningful opportunity at every stage.
Workwear and PPE is driven by clear customer needs, regular repeat purchasing and strong supplier support, which
means dealers can build confidence quickly and uncover value even with a simple starting point.

Even for these dealers, supplier input remains valuable, especially when customers need specialist items, have specific
compliance requirements or are introducing new roles or processes on site.

Why this category matters

Workwear and PPE is a high-value, high-frequency category. Many customers buy these items regularly, and they often
need replacements, seasonal updates or new garments for new starters. It also opens doors to wider conversations about
safety, facilities and operational needs. For many dealers, it becomes a natural entry point into broader workplace
solutions.
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A category that works from any starting point

Workwear and PPE is an accessible category for all dealers. Customers typically have clear requirements, and the
products themselves are practical and easy to understand once you know the basics. With a few simple questions - such
as who will use the item, what the task involves and what the environment is like - dealers can confidently guide
customers toward suitable options. Strong supplier partnerships fill any technical gaps and ensure customers receive the
right products for their needs.

Key takeaway

Workwear and PPE may feel more or less familiar depending on a dealer’s background, but it is an approachable
category for everyone. Clear customer needs, repeat demand and strong supplier support make it straightforward to
participate with confidence, regardless of starting point.
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