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Why People Buy – The Psychology Behind
‘Yes’
LORI TURNER | Special to The Daily News
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It takes more to get a “yes” from a prospect than a
strong product with compelling benefits. The psychology
behind buying is complex.

Most consumers make a purchase decision first with
their emotions, later justifying that decision with logic.

Research shows the emotional part of the brain sending
10 times the data to the rational part of the brain than it
receives in return.

So, first touch the heart, and then present your facts. Frontload your sales
pitch with benefits likely to evoke a strong emotional response. Then seal
the deal with the rational justification.

You’ll have greater success if you understand the prospect’s emotional
and rational drivers. Here are some common buyer profiles:

Survivor Buyer – Many consumers buy to fulfill basic needs – food,
clothing and shelter. Today’s consumers, though, have redefined “basic.”
For example, the professional who believes he must have the latest
iPhone to “survive” so he can appear successful at work and advance his
career.

Convenience Buyer – Time is precious. Make the case for your product or
service saving the prospect time. For example, if you run a plumbing
business you might charge $50 to arrive in a four-hour window or agree
to arrive at a specific time for $75. Many consumers would willingly pay
this “convenience fee.”

Scarcity Buyer – Apple is known for creating a sense of scarcity with its
new products. Loyal customers are trained to pre-order products before
they’ve even tried them. How do you create scarcity? Follow Apple’s lead
and limit product distribution early on. Or, if you have a small business,
explain to your prospects that you only work with “select” clients.

Prestige Buyer – A prestige buyer is willing to pay $200 for a pair of “7
For All Mankind” jeans versus $40 for a pair of Levis. The jeans’ features
are similar but 7 jeans are positioned to make consumers believe the
people who wear them have a higher social standing.

Community-Focused Buyer – Social buyers love being part of something
bigger. A social buyer may buy the Harley brand to join the Harley
community. Creating a strong customer community can attract social
buyers.

Value-Minded Buyer – When your product’s perceived value substantially
outweighs the cost, you appeal to value-minded buyers. Wholesale clubs
like Costco drive value-minded buyers to buy more product than they
need and rationalize it with perceived value.

Fearful Buyer – Alleviating a prospect’s fears is a powerful selling point. If

Follow us on Facebook, Twitter & RSS:
  

Get more from the daily news!

Delta Continues to Reject Union
Representation

Do you Believe in Memphis?

Crystal Award Winners Include
Huey’s, First Tennessee Foundation

Collierville Land Swap Update

A Chance of Snow at Graceland

RECORD TOTALS DAY WEEK YEAR
PROPERTY SALES 53 53 14,329

MORTGAGES 97 97 22,652

FORECLOSURE
NOTICES

0 0 9,519

BUILDING PERMITS 0 0 38,144

BANKRUPTCIES 78 78 17,595

BUSINESS LICENSES 23 23 4,943

UTILITY
CONNECTIONS

124 124 25,090

MARRIAGE LICENSES 27 27 5,167

THROUGH THE LENS

Home > Article

More of what you want to know.

Home | About Us | Public Notices | Public Records  Search Help | Your Account | Contact Us | Log In | Subscribe

Lori Turner

Weekly
Edition
Issues | About

converted by Web2PDFConvert.com

http://www.memphisdailynews.com/Subscribe.aspx
http://www.memphisdailynews.com/Default.aspx
http://www.memphisdailynews.com/Default.aspx
http://www.memphisdailynews.com/About.aspx#about
http://www.memphisdailynews.com/Notices.aspx
http://www.memphisdailynews.com/PublicRecords.aspx
http://www.memphisdailynews.com/Help.aspx
http://www.memphisdailynews.com/service/Service.aspx
http://www.memphisdailynews.com/About.aspx#contact
http://www.memphisdailynews.com/Login.aspx
http://www.memphisdailynews.com/Subscribe.aspx
http://www.memphisdailynews.com/Search/Search.aspx
http://www.memphisdailynews.com/Search/Search.aspx
http://www.memphisdailynews.com/lists/ListBuilder.aspx
http://www.memphisdailynews.com/lists/ListBuilder.aspx
http://www.memphisdailynews.com/WatchService.aspx
http://www.memphisdailynews.com/WatchService.aspx
http://www.memphisdailynews.com/DataDirect.aspx
http://www.memphisdailynews.com/DataDirect.aspx
http://www.memphisdailynews.com/Neighborhood.aspx
http://www.memphisdailynews.com/Neighborhood.aspx
http://www.memphisdailynews.com/CrimeReport.aspx
http://www.memphisdailynews.com/CrimeReport.aspx
http://www.memphisdailynews.com/Default.aspx?newsDate=11/22/2010
http://www.memphisdailynews.com/Default.aspx?newsDate=11/19/2010
http://www.memphisdailynews.com/Default.aspx?newsDate=11/18/2010
http://www.memphisdailynews.com/Default.aspx?newsDate=11/17/2010
http://www.memphisdailynews.com/Default.aspx?newsDate=11/16/2010
http://www.memphisdailynews.com/Default.aspx?newsDate=11/17/2010
http://www.memphisdailynews.com/PublicRecords.aspx?recordsDate=11/19/2010
http://www.memphisdailynews.com/PublicRecords.aspx?recordsDate=11/18/2010
http://www.memphisdailynews.com/PublicRecords.aspx?recordsDate=11/17/2010
http://www.memphisdailynews.com/PublicRecords.aspx?recordsDate=11/16/2010
http://www.memphisdailynews.com/PublicRecords.aspx?recordsDate=11/15/2010
http://www.memphisdailynews.com/PublicRecords.aspx?recordsDate=11/17/2010
http://www.memphisdailynews.com/PublicRecords.aspx?recordsDate=11/24/2010
http://www.memphisdailynews.com/Notices.aspx?noticesDate=11/22/2010
http://www.memphisdailynews.com/Notices.aspx?noticesDate=11/21/2010
http://www.memphisdailynews.com/Notices.aspx?noticesDate=11/20/2010
http://www.memphisdailynews.com/Notices.aspx?noticesDate=11/19/2010
http://www.memphisdailynews.com/Notices.aspx?noticesDate=11/18/2010
http://www.memphisdailynews.com/Notices.aspx?noticesDate=11/17/2010
http://www.chandlerreports.com
http://www.memphisdailynews.com/Subscribe.aspx
http://www.memphisdailynews.com/Default.aspx
http://www.memphisdailynews.com/editorial/ArticleEmail.aspx?id=54067&print=1
http://www.memphisdailynews.com/Default.aspx?newsDate=11%2f9%2f2010
http://www.facebook.com/sharer.php?u=http%3A%2F%2Fwww.memphisdailynews.com%2Feditorial%2FArticle.aspx%3Fid%3D54067&t=Why People Buy %E2%80%93 The Psychology Behind %E2%80%98Yes%E2%80%99 - Memphis Daily News - Business%2C Government%2C Politics%2C News%2C Public Records%2C Public Notices%2C Crime Report%2C Neighborhood Report%2C Marketing Lists%2C Research&src=sp
http://www.facebook.com/pages/Memphis-TN/Memphis-Daily-News/77067817854
http://twitter.com/memphisdaily
http://feeds.feedburner.com/memphisdailynews/bbde
http://blog.memphisdailynews.com
http://blog.memphisdailynews.com/?p=1190
http://blog.memphisdailynews.com/?p=1167
http://blog.memphisdailynews.com/?p=1194
http://blog.memphisdailynews.com/?p=1134
http://blog.memphisdailynews.com/?p=1174
http://www.memphisdailynews.com/lists/HomeSales.aspx
http://www.memphisdailynews.com/lists/Mortgage.aspx
http://www.memphisdailynews.com/lists/Foreclosure.aspx
http://www.memphisdailynews.com/lists/Permits.aspx
http://www.memphisdailynews.com/lists/Bankruptcy.aspx
http://www.memphisdailynews.com/lists/BusLicenses.aspx
http://www.memphisdailynews.com/lists/Newcomers.aspx
http://www.memphisdailynews.com/lists/MarLic.aspx
http://www.memphisdailynews.com/Editorial_Images/10571.jpg
http://www.memphisdailynews.com/Editorial_Images/10567.jpg
http://www.memphisdailynews.com/Editorial_Images/10560.jpg
http://www.memphisdailynews.com/Editorial_Images/10554.jpg
http://www.memphisdailynews.com/editorial/Weekly.aspx
http://www.web2pdfconvert.com?ref=PDF
http://www.web2pdfconvert.com?ref=PDF


Account Info
Log In
Your Account
Create an Account

Subscribe
Subscribe to The Daily News
Upgrade Your Subscription

Help
Help
Customer Service

About
About Us
Contact Us
Privacy Policy

MemphisDailyNews.com
Home
Blog
Facebook
Twitter
RSS

Our Services
Public Notices
Public Records
Name & Property Research
Data Direct
Watch Service
Marketing & Sales Lists
Crime Reports
Neighborhood Reports

you sell IT support services, ask your prospect, “When considering your
current technology solution, what keeps you up at night?” If you can
eliminate that fear, you’ll have your prospect’s attention.

So next time you’re talking to prospects, listen for cues about what kind of
buyer they are and be willing to adjust your sales pitch to match.

Lori Turner is managing partner of RedRover Sales & Marketing,
www.redrovercompany.com. You can follow her on Facebook and
Twitter.
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