
Curated learning experiences provide 
autonomy, but prevent customers from having 
to fend for themselves to find information on your 
brand, products, or services.

seed can reduce stress, calm nerves—and 
educate and empower your consumers.

It can also ensure that dispensaries are 
providing consistent messaging, which 
helps with compliance.

CONSUMERS LIKE 
TECHNOLOGY — 

IF THEY ARE IN CONTROL.
Self-service apps and kiosks provide both 
customization and control.

More than 40% of shoppers say that digital 
displays can change what they buy be-
cause relevant information is served close 
to the point of purchase.

WHY CANNABIS
EDUCATION IS CRITICAL

REINVENTING THE CANNABIS 
CUSTOMER EXPERIENCE: 

PSYCHOLOGY PLAYS A BIG ROLE IN THE BUYING 
PROCESS. THE MORE EDUCATED YOUR 

CUSTOMERS ARE, THE MORE LIKELY THEY ARE 
TO BUY YOUR PRODUCT.

Consumers are increasingly open to experimenting 
with new products, including concentrates and infused 

edibles, as the legal cannabis industry matures.

Those gains far outpace the 11% rise in sales of marijuana 
flower, showing that demand trends in Colorado’s 

cannabis industry are evolving quickly.

Retail sales of concentrates in Colorado’s medical and 
recreational markets surged 125% in the first quarter of this 
year from the same period in 2015, according to BDS 
Analytics, which provides cannabis industry data based on 
point-of-sale information it gathers from retailers.

Today’s customers have unlimited 
information easily available,

so offering customers the right tools to 
evaluate and research your brand and 

products is key.

Education is essential to customer loyalty and 
improves their overall spend per visit because 

customers are more confident and
comfortable after being educated.

Part of that is enabling your associates by 
ensuring they have the same or better 
information and tools needed to offer 

customers the desired experience.

INTERACTIVE TOUCHSCREENS HELP 
INFLUENCE 

69% of customers 
would be more likely to 
make in-store purchases 

if they had access to 
interactive displays.

75% of customers 
would be more likely to 

make a purchase if 
they had a self-service 
solution to compare 
products or prices.

It’s predicted that, by 
2020, customers will 
manage 85% of the 

relationship with 
a company without 

interacting with 
a human.

69% 75% 85%

According to research,
customer education increases trust.

The more customers know about the 
products available, the more 

appreciative they become of good 
customer service and timely information.
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11%

THE CUSTOMER EXPERIENCE CAN BE A 
CORE DIFFERENTIATOR AND DRIVE 

Buyers are naturally 
suspicious — so it’s 

important to establish a 
relationship built on trust 

and credibility.

Efforts to enhance customers’ 
service knowledge have a 

positive and strong impact on 
customer trust.

The dispensary’s goal is to 
help customers feel 

confident about their choice.

GET STARTED

Learn more about the 
power of interactive education.
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Nearly half of U.S. consumers are loyal to 
brands that actively engage them .

According to research, by 2020, customer experience 
will overtake price and product as the key brand 

differentiator. And 70 percent of buying experiences are 
based on how the customer feels they are being 
treated. If that wasn’t enough to convince you, 

consider the fact that 72 percent of businesses say that 
improving the customer experience is their top priority.

WITH EXPERIMENTATION COMES THE NEED 
FOR INCREASED EDUCATION. 

https://www.facebook.com/getseed.io/

http://www.getseed.io/demo/
https://www.instagram.com/getseed.io/
https://www.linkedin.com/company/getseed/



