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The Power of Suggestion: Basics of Add-on Selling
LESSON OBJECTIVE: Teach the importance of add-on and impulse items and some techniques employees can use to prompt 
customers to purchase add-on items.

ESTIMATED COMPLETION TIME: 10 Minutes

HOW TO USE: Give each employee a worksheet to complete, and then review each question, asking for discussion among the group. 
 
OPENING COMMENTS: Briefly explain impulse items and add-on sales. Impulse items are products a customer didn’t come in 
the store intending to buy. Add-on sales are products that relate to a project a customer is doing or a particular product they are 
buying. Remind the group that as sales associates, they should be proactive in suggesting add-on sales to customers. Reassure 
them that they are not asking customers to buy something they do not need, but rather items that they’ll need to finish a project. 

1. Ask the group to share some of the items they listed in question 1.
• Impulse and add-on items could be many different items in the store, but there are some products that are natural add-ons. 
• Often, the way we merchandise items encourages add-on and impulse sales. Some of the best places to merchandise 

these products are on endcaps, on clipstrips, by the cash register and other service counters, and in dump bins.  

2. There are some obvious add-on sales to the items listed, but encourage employees to be creative and think of the 
add-ons that are not as obvious. We’ve listed just a few of them.

Item   Possible Add-ons 
Power Drill   drill bit, safety wear
Water Heater  pipe wrench, gas supply lines, water heater blanket, water heater pan
Gallon of paint  paint brush, drop cloth, roller, roller cover, clean-up rags
Hammer   nails, safety wear, nail pouch
Lawn Fertilizer  spreader, garden gloves, garden rake
Thermostat screwdriver, furnace filters
Deadbolt   drill bit, carpenter’s pencil, tape measure, chisel, safety wear
Ceiling Fan   wire nuts, light bulbs, electrician’s pliers, electrical tape

3. Why is it important to suggest add-on sales to customers?
• It’s good customer service to help customers find all of the products they need for a project. By helping them 

remember all of the things they need, you’ll save them a second trip to the store; if they leave without everything they 
need and need to make a second trip, they may wind up somewhere else.

• Remember you are helping customers find solutions to their problems. With add-on selling, you are making sure they 
can properly solve their problem. If you effectively help them solve their problem, they will come back to shop with you.  

• The store makes a better margin off a project sale. Add-on sales also create larger transaction sizes. For example, 
the sale of a light fixture might be $30 with an $8 profit. But if you sold the fixture along with light bulbs, an electrical 
tester, electrician’s pliers and wire nuts, the sale would be closer to $75. The margin would also be higher, because the 
margin on add-on and impulse items is often higher than it is on other items. 

4. List three ways you can prompt a customer to buy add-on items.
• Get them to talk about their project. For example, if they are buying a light fixture, ask if they are remodeling the entire 

room, or just replacing the fixture. If they are remodeling the entire room, there may be other items you can sell, like 
paint or electrical outlet covers. 

• As they start talking about a project, help them make a list of the items they say they need.
• Show them the package of the product they are buying and see if it suggests the items needed for installation.
• Think beyond the obvious. For example, selling a work light and extension cord may not seem like a natural fit for the 

light fixture installation project, but they may need a temporary light in the room while they install the fixture.
• Remind them of the money they are saving by doing it themselves. If a customer isn’t sure they want to spend the 

money on a tool for the project, remind them it would cost a lot more to pay someone to install it.

TRAINER’S NOTES


