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KNOW YOUR PRODUCT

Become an expert in the different types of sheds and portable buildings you offer. Understand the
features, benefits, and limitations of each product.

Knowing your product is essential for success in the shed sales industry. As a shed sales
professional, becoming an expert in the different types of sheds and portable buildings you offer is
important. This will allow you to effectively communicate the features, benefits,

and limitations of each product to your customers.

To become an expert in your product, start by researching and learning about each type of shed or
portable building you offer. Read product descriptions, specifications, and user reviews to thoroughly
understand each product. Familiarize yourself with the materials used, construction techniques, and
design options.

Next, assess the features of each product and understand how they benefit your customers. For
example, a shed with a steeper roof pitch may provide more headroom and storage

space, while a shed with a skylight may offer natural light. It is also important to understand the
limitations of each product. For example, a small shed may not be suitable

for larger items such as lawn mowers or bicycles. Be transparent about these limitations to your
customers, and suggest alternative solutions if necessary.

In addition to learning about your product, try to get hands-on experience with it. Set up a display
model or visit a manufacturer to see the products in person. This will help you to better understand
the product and how it works. By becoming an expert in the different types of sheds and portable
buildings you offer, you will be able to effectively communicate the value of your products to your
customers. You will also be able to provide knowledgeable and informed recommendations, making
the buying process smoother and easier for your

customers.
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KNOW YOUR AUDIENCE

Identify your target market and understand their needs
and wants. What are their pain points, and how can you
address them with your product?

Knowing your audience is key to the success of any
business, especially when selling sheds and portable
buildings. Identifying your target market and
understanding their needs and wants is essential for
creating a product that will meet their expectations and
provide value.

The first step to identifying your target market is to
determine who is most likely to be interested in your
product. For sheds and portable buildings, this may
include homeowners, small business owners, farmers,
or contractors.

Once you have identified your potential audience, it is
important to understand their pain points.

This can be done through market research, including
surveys, focus groups, and analyzing competitors. The
next step is to understand the needs and wants of your
target market. Homeowners may be looking for
additional storage space, while small business owners
may need a workspace or storage facility for their
equipment. Farmers may need a secure place to store
their equipment, while contractors may need a portable
office for their job sites. Understanding what your
audience is looking for will allow you to tailor your
product to meet their specific needs and wants.
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KNOW YOUR AUDIENCE

One important aspect of understanding your audience
is identifying their pain points.

For example, a homeowner may have limited space
for a shed, so you may need to offer a compact
design that can fit in a small yard. A small business
owner may be concerned about the cost of a building,
so you may need to offer financing options. A farmer
may be concerned about the durability of the building,
so you may need to offer a warranty or use high-
quality materials.

Finally, it is important to address the pain points of
your target market with your product. By offering a
solution to their problems, you can increase the value
of your product and make it more appealing to your
audience. Additionally, by understanding their needs
and wants, you can better market your product and
create a compelling sales pitch that will resonate
with your audience.

In conclusion, knowing your audience is essential for
the success of any business, especially when selling
sheds and portable buildings. By identifying your
target market, understanding their needs and wants,
and addressing their pain points with your product,
you can create a product that meets the expectations
of your audience and provides value.

Results In a Sale
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CREATE A STRONG VALUE
PROPOSITION

Highlight the unique benefits of your product and why it is better than the competition.

A strong value proposition is critical for the success of any product, especially in a
competitive market. It is a statement that clearly communicates the unique
benefits of your product and why it is better than the competition. By highlighting
the value of your product, you can differentiate yourself from the competition and
create a compelling reason for customers to choose your product over others.

To create a strong value proposition, you need to first understand what makes
your product unique. This could be a specific feature, design, material, or service
that sets your product apart from the competition. For example, if you are selling
sheds and portable buildings, you may offer a larger size, more customization
options, or a higher level of durability than your competition.

Once you have identified the unique benefits of your product, it is important to
clearly communicate these benefits to your audience. This can be done by
creating a statement that highlights what sets your product apart from the
competition. For example, "Our sheds and portable buildings offer more square
footage, more customization options, and a higher level of durability than any
other product on the market.

It is also important to support your value proposition with evidence. This could be testimonials
from satisfied customers, research and development data, or product comparisons..By
providing evidence to support your claims, you can further differentiateljourselffrom the
competition and build trust with your audience.

Finally, your value proposition should be cle@F¢OnCISE, and easy to understandslt
should communicate the unique bengfifS'ofyourproductin a way thatis.elevant
to your audience and resonates with theirneeds and wants: By-creating a strong
value proposition, you can différentiate your product from the competition, create
a compelling reason foicustomers to choose your product, and ultimately drive
sales and growth for your business:
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Build Relationships

Building relationships with your customers is key to success in selling sheds. Get to know them
and listen to their needs. Offer solutions that meet their specific requirements.

As a shed and portable building seller, building strong relationships with your customers is key
to success. In this chapter, we will explore the importance of getting to know your customers
and offering solutions that meet their specific needs.

Getting to Know Your Customers

One of the first steps in building a strong relationship with your customers is getting to know
them. This means taking the time to listen to their needs, understanding their specific
requirements, and finding out what they are looking for in a shed or portable building. This
information can then be used to offer tailored solutions that meet their needs and help you
close more sales.

Offering Solutions That Meet Their Specific Requirements

Once you have a good understanding of your customer’s needs, you can use this information to
offer solutions that meet their specific requirements. This might mean recommending a
particular model of a shed or portable building or offering customization options to make sure
that the product you are selling is exactly what they are looking for. By offering solutions that
meet their specific needs, you can build trust with your customers and establish yourself as a
reliable source of information and advice.

The Importance of Building Relationships

Building strong relationships with your customers is essential to success in the world of shed
and portable building sales. Not only does it help you close more sales, but it also helps to
establish a loyal customer base that will come back to you time and time again. By taking the
time to get to know your customers and offering solutions that meet their specific needs, you
can build long-lasting relationships that will help your business succeed for years to come.

In conclusion, building relationships with your customers is key to success in the world of shed
and portable building sales. By taking the time to get to know your customers, understanding
their specific needs, and offering tailored solutions, you can build strong relationships that will
help you close more sales and establish a loyal customer base. So, get started today and start
building those relationships!



Visual Aids

In the world of shed and portable building sales, using
visual aids can be a powerful tool in helping you engage
with customers and build their confidence in your
inventory. In this chapter, we will explore the benefits of
using visual aids and how they can help you sell more
sheds and portable buildings.

The Power of Visual Aids

Visual aids such as photos, videos, and 360-degree
product views can help you bring your inventory to life and
give customers a more complete understanding of

the products you are selling. By providing customers with
a clear and detailed view of your sheds and portable
buildings, you can help build their confidence in your
inventory and make them feel more comfortable with
making a purchase.

Engaging with Customers

Visual aids also help you to engage with customers in a
way that words alone cannot. They allow you to show, not
just tell, customers about the features and benefits of your
products and can help you build a more personal
connection with them. This can be particularly useful
when working with customers who are new to the world of
sheds and portable buildings, and who may not be familiar
with the different types of products available.

B rmyshed

Taking Your Shed
Business to the
Next Level
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Visual Aids

Building Confidence

In addition to engaging with customers, visual aids can also help to build their confidence in
your inventory. By providing customers with a clear and detailed view of your products, you
can help dispel any doubts or concerns they may have and make them feel more comfortable
with making a purchase. This can be especially important when working with customers who
are unfamiliar with the world of sheds and portable buildings, and who may be uncertain about
what to look for when making a purchase.

In conclusion, visual aids such as photos, videos, and 360-degree product views can be a
powerful tool in helping you sell more sheds and portable buildings. By providing customers
with a clear and detailed view of your inventory, you can help to build their confidence, engage
with them in a more personal way, and make the sales process smoother and more effective.
So, make sure to incorporate visual aids into your sales strategy today!
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Demonstrate Value

You can use case studies and testimonials to show how your
product has helped others. In order to sell more sheds and
portable buildings, it is important to demonstrate the value of
your product to your customers. In this chapter, we will explore
how you can use case studies and testimonials to show how
your product has helped others and why it is the right choice for
your customers.

The Importance of Demonstrating Value

When it comes to selling sheds and portable buildings, it is not enough to simply list the
features and benefits of your product. You need to show customers how your product can add
value to their lives and solve their specific needs. By demonstrating the value of your product,
you can help build trust with your customers and make them feel more confident in their
purchase decisions.

Using Case Studies

Case studies are a powerful tool for demonstrating the value of your product. By showcasing
real-life examples of how your product has helped others, you can give customers a tangible
understanding of the benefits they can expect. This can be especially effective when working
with customers who are looking for specific solutions, as you can use case studies to show
how your product has helped others in similar situations.

Testimonials

Testimonials are another effective way to demonstrate the value of your product. By showing
customers what others have to say about your product, you can build trust and show that your
product is the right choice for them. Testimonials can be especially effective when they come
from customers who have had similar experiences or requirements as your prospective buyers.
n conclusion, demonstrating the value of your product is key to selling more sheds and portable
buildings. By using case studies and testimonials, you can show customers how your product
has helped others and why it is the right choice for them. So, make sure to incorporate these
tools into your sales strategy today and start demonstrating the value of your product!
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Financing Options for
Sheds and Portable
Buildings

Offering flexible financing options is an important way to make it easier for customers to
purchase your sheds and portable buildings. In this chapter, we will explore the various
financing options available to help you meet the needs of different customers and increase
your sales.

Rent-to-Own

Rent-to-own is a popular financing option for customers who are looking for a more flexible and
budget-friendly way to purchase a shed or portable building. With this option, customers can
rent the building for a set time, with the option to purchase it at the end of the rental term. This
allows customers to enjoy the benefits of owning a shed or portable building without having to
make a large upfront payment.

Traditional Financing

Traditional financing is another option that can help customers purchase your sheds and
portable buildings. With this option, customers can apply for a loan from a bank or other
financial institution and make payments over a set time. This option is ideal for customers who
have good credit and who are looking for a more structured payment plan.

The Benefits of Offering Financing Options

Offering financing options can help to increase your sales by making it easier for customers to
purchase your product. By giving customers the ability to choose a financing option that fits
their needs and budget, you can help to remove financial barriers and simplify the buying
process. This can also help to build trust with your customers and establish a strong, long-
lasting relationship.

In conclusion, offering flexible financing options is a key way to sell more sheds and portable
buildings. Whether customers are looking for a rent-to-own option or traditional financing,
having multiple options available can help you meet the needs of different customers and
increase your sales. So, make sure to consider all financing options and start making it easier
for your customers to purchase your

product today!
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The Importance of
Follow-Up in Shed and
Portable Building Sales

The sale of a shed or portable building is not just a one-time transaction. It's a relationship-
building opportunity that begins with the initial contact and continues through the post-sale
period. In this chapter, we will discuss the importance of following up with customers and how
it can help you grow your business.

The Benefits of Follow-Up

Follow-up after a sale is an important part of building a strong relationship with your
customers. By checking in with them and addressing any issues that may arise, you
demonstrate your commitment to their satisfaction and help to build trust.

Additionally, follow-up can help you identify areas for improvement and make changes to better
meet the needs of your customers.

Follow-Up for Non-Purchasers

Just as important as following up with customers who have made a purchase, is following up
with those who have not. Keeping in touch with non-purchasers through email campaigns or
using a good Customer Relationship Management (CRM) system can help you stay top-of-mind
and increase the chances of future sales.

The Importance of a Good CRM

A good CRM system can help you keep track of all your customer interactions, including follow-
up tasks. This can help you to manage your follow-up activities more efficiently and effectively,
ensuring that you never miss an opportunity to connect with a customer.

In conclusion, following up with customers is a key aspect of selling sheds and portable
buildings. By demonstrating your commitment to their satisfaction, keeping in touch with non-
purchasers, and using a good CRM system, you can help to build strong relationships and grow
your business. So, make sure to prioritize follow-up in your sales process and start reaping the
benefits today!
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The Power of Staying in Touch 0 9

Selling sheds and portable buildings is about more than just
making a one-time transaction. It's about building relationships
with your customers that will last for years to come. In this
chapter, we'll discuss the importance of keeping in touch with
customers and how it can help you grow your business.

The Benefits of Staying in Touch

Staying in touch with customers is crucial for building long-term relationships. By reaching out
to them through email, social media, and other channels, you can keep your business top of
mind and build trust with your customers. Additionally, staying in touch can help you identify
new sales opportunities, gather feedback, and improve your customer service.

The Importance of Consistency

When it comes to staying in touch with customers, consistency is key. Regular and consistent
communication will help you build a stronger relationship with your customers and increase the
chances of repeat business. It's important to find the right balance, however, and not over-
contact customers, as this can be seen as intrusive and turn them off.

Choosing the Right Channels

Different customers may prefer different communication channels. For example, some may
prefer email, while others may prefer social media or direct mail. It's important to find out what
channels your customers prefer and tailor your communication accordingly. This will help you
to effectively reach your customers and build stronger relationships.

In conclusion, staying in touch with customers is a crucial aspect of selling sheds and portable
buildings. By reaching out to them through a variety of channels, you can build long-term
relationships and grow your business. So, make sure to incorporate staying in touch into your
sales process and start building stronger relationships with your customers today!
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Continuously Improving
for Success

In this chapter, we'll wrap up the lessons learned from Shed University and discuss the
importance of continuous improvement. Whether you're a seasoned pro or just starting, there's
always room to grow and improve in the world of selling sheds and portable buildings.

The Importance of Gathering Feedback

Gathering feedback from customers is essential to the success of your business. By asking for
reviews and opinions, you can gain valuable insights into your sales process and the quality of
your product. This information can then be used to make improvements and ensure that you are
providing the best possible customer experience.

Using Feedback to Improve

Once you've gathered feedback from customers, it's important to take action on it. Use the
information to identify areas of your sales process that can be improved and make changes
accordingly. This could involve tweaking your sales pitch, offering new financing options, or
making improvements to your product line.

The Importance of Asking for Reviews

Asking for reviews from customers is also important for building your reputation and attracting
new business. Positive reviews can help you build credibility and attract more customers, while
negative reviews can provide valuable feedback for improvement. Make sure to ask for reviews
from all your customers, whether they've had a positive or negative experience.

In conclusion, continuous improvement is key to success in
the world of selling sheds and portable buildings. By
gathering feedback from customers and using it to improve
your sales process and product quality, you can stay ahead
of the competition and grow your business. So, make sure
to regularly gather feedback ask for reviews, and
continuously work to improve your sales process and
product offering.
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