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[0 O She decides to stop at one more store that sells Casablanca fans. She asks the salesperson to see some
lower-priced fans. These fans turn out to be more expen-sive than either the Hunter or Economy models. Noting
their prices, she says to thesalesperson, "Thats not what | had in mind," She walks away as the salespersonsays,
"Thanks for coming by."[0 [0 What should the salesperson have done? When the customer walked into thestore,
the salesperson knew her general need was for a ceiling fan. However, thecustomer had wrongly assumed that all
brands are alike. It was the salespersonsjob to first ask fact-finding questions of the customer such as: "Where will
you usethe fan?J What color do you have in mind?] Is there a particular style you areinterested in?" "What
features are you looking for?" and "What price range wouldyou like to see?" These questions allow the salesperson
to determine the customersspecific needs and her attitudes and beliefs about ceiling fans.[0 [0 Learning the answers
to these questions enables the salesperson to explain thebenefits of the Casablanca fan as compared to the Hunter
and Economy brands. Thesalesperson can show that fans have different features, advantages, and benefits
andexplain why there are price differences among the three fans. The buyer can thenmake a decision as to which
ceiling fan best suits her specific needs. Knowledgeof a buyers learned attitudes and beliefs can make sales; with this
information, asalesperson can alter the buyers perceptions or reinforce them when presenting thebenefits of the
product.
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