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Selling Rigo®

equipment
means selling 

something
that’s much 

more than just a 
product, says
Alessandro

Bardi!

Rigo®: selling
                  -added
         products

high
value

Alessandro Bardi, born in 1968, 
hails from the Romagna region. 
He shows great determination 
and enthusiasm in his work. He 
fully represents the spirit of his 
region, and is a Rigo® agent. He’s 
a professional who really knows 
the ins and outs of his job. He’s 
been representing our Lombard 
company for a number of years.
Whether it’s a painting worksta-
tion we’re looking at, or turbines, 
airbrushes or guns for polyu-
rethane foam, when you propose 
Rigo® machines to customers 
you have to be fully familiar with 

how they work, and their techno-
logy content. You must know how 
to present the item’s pluses, and 
you must even know how to use 
them. That way you can concre-
tely display the product’s value in 
its entirety.
It goes without saying that it’s 
much easier to sell something that 
you like and believe in. This, pre-
cisely, was Alessandro’s starting 
point. The point from which he bu-
ilt up his contacts and consolida-
ted his customer base, thanks to 
his curiosity, abilities, dedication 
and Rigo® machinery know-how.
If you want to find out how to 
sell Rigo® products, testimonials 
don’t come better than Alessan-
dro! 

“There are many : 
reasons for choosing 

Cart Turbine”, says 
Alessandro Bardi. 
“Run-time, multi-
purpose, safety, 

functionality, time-
saving and optimised 
results. It’s a winner 

in all these fields”. 
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Alessandro, how do we sell 
Rigo® products?

The approach to selling Rigo® 
equipment, or any other product, 
will vary according to the custo-
mer. If he’s new or one you have 
already acquired. If it’s a new cu-
stomer, then you absolutely must 
present the company, for them to 
have the context within which to 
consider your proposition. Only 
by telling your customers about 
Rigo® and what it does in the re-
search, development and manu-
facturing areas will it be possible 
to adequately describe the value 
contained in its products. Then 
you must show the machines, with 
commentary, underscoring their 
potentials and, where possible, 
with a live demo of how they per-
form. A demo is often more con-

vincing than a whole lot of words. 
With Rigo® products, showing 
them to people is always impor-
tant and always impresses. If it’s 
a customer whom you’ve alrea-
dy acquired, things change. The 
company and its products have 
already received an accredited 
status, so it’s easier to go into the 
details about new developments 
or finer points. In any case, it’s vi-
tal that you go to a distributor only 
after you’ve studied their various 
characteristics.
Knowing about their customers, 
the work they follow up and the 
products they sell helps you when 
you think over the prospects and 
then issue propositions tailored to 
their needs, to come up with so-
mething that’s really beneficial to 
both our interests and theirs.

A close look at ALESSANDRO BARDI
name: Alessandro
surname: Bardi
height: 1,75 m
sign of the Zodiac: Leo
birthplace: Lugo di Ravenna 
agent since: 2000
the companies I represent must be (three adjectives): dynamic, flexible, high-quality
my motto:  “…if you’re not sure, keep an open mind”

.the Rigo® product that you like best…Cart Turbine.the Rigo® product that you sell most… TMR180E.the product that Rigo® should invent… professional LVLP body airbrush.the funniest question you’ve ever been asked about Rigo® products… if you can spray cooked 
foods with them.the most absurd thing they’ve ever wanted to know about Rigo® products… if they spray on 
their own.what they never ask you, but should… to what extent will the product qualify their sales points.what they always ask you, but shouldn’t… just the cost without asking you about value-added.

: “The LVLP system is a new engineering 
development for spraying systems,” Bardi 
tells us. “Alongside the low volume of 
air we also have a low pressure, which 
means a very great deal of the product 
is transferred and there’s practically no 
overspray at all”.
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Is presenting Rigo®
products an easy task?

As I was saying earlier, you must 
show how they work. We agents 
are provided with a fully-equipped 
TSV mobile painting workstation 
trolley, with which we can demon-
strate all the components, from 
turbine to airbrush. Customers 
often don’t realise the advanta-
ges of Rigo® products in terms 
of practicality and compactness. 
When we have a chance to show 
our equipment at work, they’re 
amazed at just how practical it is 
and how useful it would be for 
their day-to-day tasks.
I think people who sell and use pro-
ducts like Rigo® need arguments 
that tie in with their expectations. 
They should therefore look at re-
sults and functionality. Our aim is 
to provide precisely that − results 
and functionality! 

Rigo® bestsellers,
according to ALESSANDRO BARDI

ACT-AS airbrush, with HVLP technology… maximum Rigo quality
AXV-S airbrush, with LVLP technology … the future is now
Cart Turbine… absurdly beautiful!
TSV mobile painting workstation trolley… compact and functional
TMR 180E Turbine… maximum versatility
R58 gun… a fine tribute to “il Sic”!
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Tell us about the winning 
arguments to be used at 
the stage of Rigo® product 
sales propositions.

The brand, above all. Rigo® goes 
back seventy years. That’s vitally 
important in itself!
The other points are the quality 
and reliability of the machines. 
These aspects get around by word 
of mouth among the people who 
use them. This makes for self-per-
petuating added value. Versatility 
is also a good talking point. When 
you think about the various acti-
vities and materials that applica-
tion artisans use, you soon rea-
lise how important it is to have a 
machine that will adapt to various 
situations and yet be as reliable as 
ever. The important thing here is 
the easy maintenance procedures, 
which also ensure a long working 
life cycle for the equipment.
The performance ratings are equal-
ly important, because they’re like 
a visiting card that you can hand 
over to application workers, and 
a very valid kind of certification. 
Then there’s the price. The price 
is reasonable and fair, because it’s 
competitive and will be amortised 
by the machines’ durability.

Does having Rigo® pro-
ducts in their portfolios 
change agents’ jobs?

I think Rigo® products help agen-
ts, career-wise. They’re a great as-
set as they visit distributors in our 
sector. The intrinsic features of 
Rigo® machines, for people who 
work in such a variegated sector 
as construction, and painting pro-
ducts, may facilitate further ope-
nings and contacts and therefore 
greater chances for acquisition of 
orders.

Do you attend agent trai-
ning sessions on Rigo® 
products?

We certainly do! Both when the 
work starts up and at various ti-
mes thereafter. The meetings 
enable constructive relations with 
the company and allow us to har-
monise with the company’s own 
approach to its work. The mee-
tings also bolster our sales talking 
points and our techniques for get-
ting these talking points across as 
effectively as possible within the 
marketplace! .

Rigo® bestsellers,
according to ALESSANDRO BARDI

Alessandro Bardi

Dynamic, 
flexible, 
high-quality: 
these are 
the essential 
characteristics 
of the 
companies 
represented 
by Alessandro 
Bardi. Rigo® 
is one of these 
companies!


