Chapter 9
One Size Doesn’t Sell
Why Context Changes Everything
The fundamentals of selling don’t change. Listen well. Build trust. Solve real problems.
What does change is how those fundamentals show up in the real world.
You don’t speak to a homeowner the same way you speak to an architect. You don’t approach a hospital the same way you approach a retail client. They live in different worlds, answer to different pressures, and care about very different outcomes.
Good salespeople understand this instinctively. Great ones adapt without losing their core values.
Selling isn’t about sticking to a script. It’s about understanding the room you’re in.

Matching Your Approach to the Market
Most experienced sales professionals don’t live in just one lane. In A/V especially, you may move between residential, commercial, and institutional work in the same month.
Each environment demands a different emphasis.
When you’re selling business to business, decisions tend to move slowly. There are more stakeholders. More approvals. More concern about risk. These clients want reassurance that what you’re proposing will work reliably and won’t create problems down the line. Case studies, timelines, and clear documentation matter here.
Selling directly to consumers is different. Homeowners usually care less about how something works and more about how it feels to live with it. Ease of use, appearance, and enjoyment take priority. If it looks complicated or sounds like work, you’ve probably lost them.
Service contracts and recurring support live in their own category. These sales are about peace of mind. Clients aren’t buying features. They’re buying fewer headaches. Your follow-through matters more than your pitch.
When you’re selling professional services, whether that’s design, consulting, or programming, you’re selling judgment. Clients want to know you’ve seen situations like theirs before and that your recommendations come from experience, not guesswork.
Highly technical or industrial environments bring another layer entirely. Engineers, facilities managers, and procurement teams care about specifications, compliance, and downtime. You need to know your product cold and speak their language without exaggeration.
You won’t always fit neatly into one category. The point isn’t to label yourself. It’s to recognize what your customer values and adjust accordingly.

Understanding the Rules That Shape Their World
Some clients operate under rules that you don’t see, but absolutely need to respect.
Healthcare is a good example. Hospitals, clinics, and care facilities live under strict privacy and security requirements. Even systems that seem harmless can raise serious concerns if they capture or transmit audio, video, or identifying information.
Camera placement, audio pickup, storage, access controls, and even how announcements are made can all fall under regulation. If you ignore that, you’re not just risking a deal. You’re risking your client’s reputation.
The smartest move is to ask early. Who oversees compliance? Who needs to sign off? What data does the system touch, even temporarily?
The same applies to financial institutions, schools, government facilities, and any environment with safety or privacy obligations. Each has its own boundaries, and clients appreciate vendors who understand them without being told.
If you respond to formal proposals, often called RFPs, this becomes even more important. An RFP isn’t just a price request. It’s a test of how well you understand the client’s world, constraints included. Technical skill gets you in the door. Professional awareness keeps you there.
Compliance isn’t red tape. It’s trust. Clients want to work with people who won’t get them into trouble.

Learning Beyond Your Own Industry
One of the most useful habits I’ve seen in strong salespeople is curiosity beyond their own niche.
You don’t need to copy what another industry does. You need to understand why something worked and whether the principle applies to your situation.
Retail has learned a lot about simplifying decisions. Industrial sales have mastered documentation and risk management. Subscription businesses understand retention better than almost anyone.
Take what fits. Leave what doesn’t.
In A/V, that might mean packaging solutions more clearly so customers don’t feel overwhelmed. It might mean aligning systems with broader goals like sustainability, energy efficiency, or long-term maintenance savings instead of focusing on performance alone.
The best examples I’ve seen weren’t about flashy technology. They were about relevance. The solution made sense in the client’s world.

Bringing It All Together
Sales fundamentals don’t change. Context does.
When you understand the pressures your client is under, the language they’re comfortable with, and the rules they have to live by, selling becomes easier and more honest.
You stop pitching. You start fitting.

Final Thought
Sales is never one-size-fits-all.
The more clearly you understand your customer’s world, the more confidently they’ll trust you to improve it.
So before your next presentation, pause and ask yourself whether you’re selling the way you always do, or the way this client needs you to.
Adapt your approach. Respect their environment. Solve the problems that matter to them.
That’s how good salespeople become indispensable.

