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Ergonomics brings a shine to a
sale second only to the ‘green’
factor. We take a look at exactly
what the ergonomic question
means to the office products
dealer salesperson, and how
you should be pitching it.

Ergonomics

itting comfortably? Then you might be one of
the lucky ones whose boss has taken the time to
ensure that operating in their workplace won’t

lead to any number of ailments easily avoided
through the judicious application of ergonomics.

The fact remains that while you may be well looked after
(or so completely warped after years working in non-
ergonomic environments that discomfort has now become
comfortable), a lot of people in the working world are not.
They might think they are for the moment, but they’ll even-
tually start showing some malaise born of not sitting with
your spine aligned or having too much glare coming out of
the old work tube.

To save them, you, the office products dealer salesperson,
must don your cape of commercial justice and re-fit their
entire offices with an ergonomic focus. For those still strug-
gling with the lingo, office products manufacturer, Fellowes
describes an ergonomic workplace as one where, “form,
function, comfort and safety are all in balance, creating a
productive environment for people to work in”.

Look at your own work space - your desk area, for exam-
ple. Looking it at it from top to toe - do you have adequate
lighting? Do you have enough space? Is your computer
screen/monitor at eye level? How about how you are sitting
- does your chair adjust and do you have adequate support
for your back to help your posture? How about the heating
around where you work - is it comfortable for you as an indi-
vidual? True ergonomics, according to Fellowes, creates a
suitable workspace for an individual’s needs and require-
ments, rather than the other way around, matching the per-
son to the workspace.

Without ergonomics in place, space remains for those
daily reports about rising stress levels in the office and an
increase in injuries among office workers. According to sta-
tistics from pen manufacturer Stabilo, Repetitive Strain
Injury (RSI) affects some half a million UK workers and that
number is rising every year. A tangible factoid stemming
from this widespread problem is that the cost to business of

the 5.3 million working days off a year that staff suffering
from RSI take accumulates to a staggering 20bn per year.
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ergonomy tips

@ Rest your hands frequently,
especially when any tingling,
numbness, pain, cramping occurs.
@ Rest your palms, not your wrist,
on a wrist-rest or the desktop.

@ Keep your hands in-line with
your forearms as much as possi-
ble, not bent in/out or up/down
at the wrist.

@ Rest your elbows on your chair's
armrests and adjust them so the
weight of your arms is supported

by the armrests, not your shoulders.

@ Use a foot rest if your feet aren’t
flat on the floor.

@ The top of your monitor should
be about eye level so you aren’t
bending your neck up or too

far down.

@ Sit upright so your head is
above your shoulders. Don't slouch
forward.

@ Take frequent breaks and do
stretching exercises to replenish
blood flow which is restricted by
continuous muscle use, especially
involving your hands.

@ Position your monitor and key-
board in front of you, not to

the side.

@ Use larger barrelled pens (1/2"+
diameter) to make them easier
to grasp.

® Don't type with long fingernails.
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In order to help avoid this, offices need to get
ergonomic — from the pens they use to the furniture,
even to the furniture’s arrangement.

“An ‘ergonomic workplace’ must therefore fit to
the physical and psychological needs of people in
order to enhance efficiency and reduce the risk of
injury. In basic terms, an ergonomic workplace makes
working more productive and comfortable,” explains
Stabilo’s marketing manager, Sarah Noye. “Even the
simplest of products can be a nightmare to use if poor-
ly designed. Our ancestors didn’t have this problem.
They could simply make things to suit themselves.
These days, the designers of products are often far
removed from the end users, which makes it vital to
adopt an ergonomic, user-centred approach to design,
including studying people using equipment, talking to
them and asking them to test objects. This is especial-
ly important with ‘inclusive design’ where everyday
products are designed with older and disabled users in
mind.” Not to mention pregnant women.

Educated marketplace?

So how well has the market been educated to the ben-
efits of ergonomics? According to Fellowes, progress is
certainly being made and the company’s research
shows that about 79% of people claim to be aware of
ergonomics.

“However, end users could still benefit from better
education,” continues Louise Shipley, senior European
marketing manager, Fellowes. “Four out of five people
surveyed said that they would buy a product if they
were made aware of its ergonomic benefits at point of
purchase.”

Backing up simple good sense is the law - the
Health and Safety at Work Act covers many problem
areas that fall within the ergonomics remit, including
lighting, heating, computer monitors and importantly,
the need to carry out workstation assessments to iden-
tify any potential problems and ensure a work area is
ergonomic, safe and comfortable. More specifically,
adds furniture supplier Eurotek’s chief executive, Terry
Kubhler, the BSEN 9241 - 5 regulation is the ergonom-
ic requirement for office work on visual display termi-
nals, workstation layouts and postural requirements.

Besides legislation, some companies in the industry
are taking a more light-hearted approach to opening

their customers’ eyes to the importance of ergonomics.
Esselte’s The Leitz Office Games promotion is
encouraging stationery buyers, many of whom have
sedentary jobs, to become “fitter, happier and more
productive, without leaving their workplace”.
From the beginning of January, end users can log on to
www.leitz.com/officegames web site to receive month-
ly fitness emails and tips designed by Sharron Davies,

ex-Olympic swimmer and fitness supremo.

Educated salespeople?

These types of promotions are proving important
when essentially bringing science into the sale.
However, they are not all permeating, and it’s impor-
tant, if you are to maximise the sales benefits achiev-
able from the plethora of ergonomic ranges out there,
to understand first what this sector is all about — and to
be able to pass that information on to the consumer to
help inform them about their decision. Eurotek’s
Kuhler reminds salespeople not to be reticent in
researching this area through suppliers to enable you
to better sell the benefits into your customer base.

Fellowes agrees, with Shipley advising that the best
way to educate the consumer is via a workstation
assessment and a ‘zoning’ approach.

“An assessment is really easy and simple to do but
it also provides a way for the dealer to educate buy-
ers,” says Shipley. “Fellowes offers an interactive CD
in order to conduct assessments on individual work-
spaces which also assists in determining the most
appropriate equipment required.”

How about benefits for the salespeople? Do
ergonomically designed products bring better mar-
gins? Kuhler advises that, while ergonomic products
offer benefits for the seller and the buyer - better qual-
ity, better conditions, better sales value — that doesn’t
necessarily translate into better margin.

Noye adds that ergonomically designed products
have a strong potential for differentiation through
allowing people to fulfil tasks faster and easier. If prod-
ucts offer identical technical functions, people and
companies are willing to pay more for those products
that enhance their productivity and offer a better
experience through an ergonomic design.

“Ergonomic products focus very much on the user,”
she adds. “So the benefit of ergonomic products is not
only that users might have less health problems when
using this product but they also prefer those products
from an emotional point of view. Therefore, if a user
finds a product that feels right to them, they are likely
to choose it over a cheaper alternative that feels
‘wrong’.”

So what are you waiting for? Get zealous about
the ergonomic sales crusade and start saving your
customers today! @



