
E�ectively Marketing and Selling Extended Service Contracts 
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Extended service contracts o�er customers additional 
coverage and protection beyond the manufacturer's 
warranty. By implementing the key principles and strategies 
involved in marketing and selling these contracts, businesses 
can optimize their marketing and sales e�orts, increase 
contract sales, and enhance customer satisfaction and 
loyalty, capitalizing on a lucrative opportunity. 
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Understand the Value of 
Extended Service Contracts  
Before diving into marketing and sales strategies, it's 
crucial to understand the value proposition of extended 
service contracts. These contracts provide customers with 
security, cost savings, protection against unexpected 
repairs and maximize the perceived and realized value they 
receive from these major purchases. By clearly articulating 
these benefits, you can create a strong foundation for your 
marketing and sales e�orts. 
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Identify Your Target Audience 
It’s essential to understand your target audience’s needs and concerns. 
Analyze your existing customer base and segment it based on factors 
such as demographics, purchasing behavior, and pain points. This 
segmentation will help you tailor your marketing messages and reach 
the right audience with precision. 
Understanding the needs of your target audience is a crucial 
component to further precision in marketing extended service 
contracts. Strategies that can be used to discover these needs include: 
• Conducting thorough market research and customer surveys 
• Identifying pain points and challenges customers face 
• Tailoring extended service contract o�ers to meet customer needs 
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Craft Compelling 
Marketing Messages
Developing compelling marketing messages is key to capturing the 
attention of potential customers. Highlight the value-added 
benefits of extended service contracts. Emphasize how these 
contracts o�er protection against unexpected costs and provide 
long-term value beyond the initial purchase. Use persuasive 
language, storytelling, and emotional appeal to engage and 
resonate with your audience. 
Leveraging customer testimonials, concrete examples including 
repair costs and replacement costs along with other education 
materials, such as guides, can also be helpful tools for messaging. 
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Invest in comprehensive training for your sales team to 
equip them with in-depth product knowledge and e�ective 
sales techniques. Ensure they understand the unique 
features and benefits of extended service contracts. 
Train them to listen actively, address customer concerns, 
and handle objections with confidence. Empower your sales 
team with the tools and resources they need to succeed, 
and provide incentives to motivate them for extended 
service contract sales.  

Train and Empower 
Your Sales Team
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Track and Analyze 
Performance
Implement tracking mechanisms to monitor 
your marketing and sales performance. 
Analyze key metrics such as contract sales 
volume, conversion rates, customer feedback, 
and customer retention. 
Identify areas for improvement and optimize 
your strategies based on data-driven insights, 
and consider using attachment rates as one of 
the metrics you use for analyzing and 
rewarding sales sta� performance. 



By implementing these strategies and best practices, and 
weaving them into your business’ everyday culture, 
businesses can unlock the full potential of extended service 
contracts, boost customer satisfaction, loyalty, and 
generate additional revenue. 
If your business is ready to improve its service contract 
plans, contact Centricity to get started. We’re here to help 
our channel partners create the perfect protection plan 
that fits their customers’ lifestyles. It’s confidence, peace 
of mind and support when they need it most. 
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C ENT RI C I T Y. C OM 

11101 Roosevelt Blvd. N., St Petersburg, FL 33716

Get in touch    888.421.2476      sales@centricity.com 


