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Train the people who love your stu�
Retail employees should know your 
products inside out.

Invest in the right people
People are out there who 
love and use your products.

Reward expertise
Employees who love your stu� 
want to be rewarded with it.

Evangelize the value of helpful expertise
Finding the lowest price doesn’t build 
relationships. Ask questions, find out more 
to help your customers find the right fit.
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