


BECOMING A PRODUCT EXPERT
There’s good news and bad news. I’ll start with the bad news:
       Buyers have more choices available to them now than ever 
before and that complicates the buying process. Now, the good 
news: Becoming a product expert will simplify and shorten the 
buying process for your customers.  

Customers want to know how your product is tested, modified and retested. 
Performance data and specifications are important to most prospects. They 
also often want information about maintenance and service contracts. You 
should be able to supply accurate price and delivery information about your 
products and those of your competitors.  

The more complex and expensive your products are, the more you’re likely to 
get a favourable response, especially in B2B selling, if your proposal 
demonstrates increased productivity and profitability. Rather than saying 
how much a product costs, try talking about how your product can help them 
get more done in less time. Or talk about how your product can help them 
earn more money. 

With so many choices available to customers today, quite often a 
decision to buy will come down to the relationship that a customer has 
with you. Once a customer does buy, be sure to keep in touch by 
providing after-sales service. 
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PRODUCT KNOWLEDGE
The importance of having solid product knowledge cannot be 
overstated. Again, customers want to know how your product is tested, 
modified and retested. They want performance data and specifications. 
Customers are looking to you as being the product expert. What I’m 
saying is, they don’t necessarily want you to train them to become 
product experts.They assume that you already are the expert. So be sure 
to do your homework so that you can answer any questions they have. 

Many of my clients have noticed that customers are looking more and 
more for customised solutions, as opposed to off- the-shelf generic 
solutions. With so many solution providers offering similar products and 
services, becoming a product expert should be one of your priority 
goals. Customers are full of information, but they are starving for 
knowledge. One of the best ways you can assist customers is by helping 
them make sense of all the information that’s available to them. In fact, 
these days most customers are well informed about product 
specifications and features. Your job is to help them make sense of this 
information by helping them understand what it means to them.  

When you’re dealing with complex sales, you need to pay particular 
attention to product configuration. This means selecting the right 
products and services for your customer. In the case of the digital 
signage provider, he often has to customise a solution by bringing 
together many components of his company’s overall product mix-
whether it be LCD or Plasma screens or servers and other high-tech 
equipment. 
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YOU ARE THE PRODUCT 
In the eyes of your customer, you represent the business and they 
expect you to be knowledgeable. They’ll want to know more about you 
as a person.  

What’s your background?  

What do you bring to the table?  

What’s your story?  

What’s your company’s brand story? 

You are the one with whom customers will expect to share the history 
and mission of your organisation.
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BECOME A PRODUCT EXPERT 
So how do you become a product expert? Start by reading your product 
literature. Read you brochures, pamphlets, catalogs and advertisements. 
Go on a plant tour to see firsthand how your products are produced.

Your task this week is to become a product expert. Read your 
product literature, see how your product is produced, speak 
with colleagues and customers. This will make you a more 
valuable resource for your customers. 

ACTION PLAN
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TAKE YOUR SELLING SKILLS TO THE NEXT LEVEL! 
If you have been inspired by this programme, why not take your development to the next 
level? To learn more about our motivational sales keynotes, team role-profiling, coaching, 
sales workshops, sales leadership training, train-the trainer certification and licensing, 
online courses as well as books and other support tools, please connect with us!

SOCO SALES TRAINING PTE LTD 
prosper@socoselling.com 
www.socoselling.com

CONNECT WITH US/

Latest News & Updates Latest Videos

Behind the scenes funProfessional Network

https://www.facebook.com/SocoSalesTraining/
https://www.youtube.com/channel/UCMM01q-domw-UeO5QLvg_yw
https://www.linkedin.com/in/socoselling/
https://www.instagram.com/socoselling/
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