How personalities influence our buying decisions

Linda-Ann Bowling, VP Sales Marketing & Professional Success Coach

One of the areas that influences buying decisions is personality styles. As a
retailer, it is important that you and your staff understand personality styles so
that you can begin to recognize those of your customers. This will allow you
to flex your style to meet the needs of your customers and create a better
rapport, and ultimately impact your bottom line. While personalities are only
one element of the buying experience, this is an important aspect to your
success as a retailer. Drawing on the work on Carl Jung, who was a pioneer
in personality preferences, he believed that there are a number of elements
that influence the way we make decisions, energize ourselves, interact with the world, and judge
situations. These elements in personalities are:

Extroverted Thinking — this is the customer who is very forthright and speaks their thoughts out
loud. They are quite paced, speak quickly and are not concerned with details of the product. They
will ask questions related to the purpose of the product. They may also want to know if there are
any discounts. In dealing with this type of customer, they like quick answers and a speedy transaction
as they have little patience.

Introverted Thinking — this is the quiet more reserved customer. They like to spend time thinking
about their purchase. They ask questions about where it comes from, what it is used for, who buys
it, how much it sells for, what the ingredients are, etc. This customer appreciates time to “investigate”
the product, and does not respond well to an assertive sales approach. They like “information” to
inform their purchase.

Extroverted Feeling — this is the customer who loves being greeted at the door as they come into
your store. They are outgoing, personable, love to chat and the buying experience for them needs
to be interesting and exciting. They are more impulsive in their decisions, and are attracted to bright,
shiny objects. You and your staff need to be able to tell good stories about your products to engage
this buyer. This customer also loves personal attention.

Introverted Feeling — this is a similar buyer to the introverted thinking customer except that they will
be more concerned about what the product will do for the person they are buying it for. They are
concerned about how it will make them feel, whether you feel it is a good choice, and whether you
have a good return/exchange policy if it is not suitable. They appreciate a quiet genuine approach
to selling that is warm, but not overly aggressive. They enjoy feeling supported in their buying
decisions and will ask for your opinion.

While no one person is purely only one of these types of buyers, if you begin to notice your customers
through this lens, you will see dominant traits showing up. The Insights Discovery system™ is an
on-line personality profiler that includes an aspect of effective sales. This profile is a good way for
you and your sales team to understand more about their own style of selling so that they can be more
effective on the sales floor with your customers. The best retailers and sales staff are those who are
highly flexible in their sales approach and can be agile across a number of personality styles. Contact
me for further information on this program, or to book a team session.

Linda-Ann Bowling is a Certified Professional Success Coach. She can be contacted at
plannedtransitions@shaw.ca or 604-325-1082.

Chakra Chip Necklace and Bracelet
Quincy Wang - Branding, Graphics & Marketing Specialist

The chakras are said to be the seven power points in the human body that circulates energy. They
are aligned down the center of the body. If the chakras are unbalanced or blocked, it can affect
physical, mental and emotional health. One effective way to bring balance to the energy flow of the
seven chakras is with gemstones, crystals and colour.

Wearing chakra jewelry may help in recharging and re-balancing your internal energy centers. Our
gemstone chakra bracelets and necklaces are made with various shaped chip stones which have
been selected to correspond to each energy center.

This combination of colour and stone can assist the chakras,
enhancing the wearer’s physical, emotional and mental well
being, and even if your chakra’s are in perfect alignment, this
jewelry looks great with any outfit!

Fall 2006 Gift Show Dates & Locations

Gift show season is fast approaching! This is a great time to meet our staff in person, ask
them questions, and place your Fall order! Meet us at the following gift shows:

CGTA Gift Show, Booth 3025, Toronto International Centre, Aug. 13 - 16
Alberta Gift Show, Booth 5133, Northlands Park, Edmonton, Aug. 20 - 23
Montreal Gift Show, Booth 1120, Place Bonaventure, Aug. 27 - 30
Vancouver Gift Show, Booth 1044, BC Place Stadium, Sep. 10 - 13
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STARRY FORECAST
MAY - AUGUST 2006
Margaret Stephens

May and June indications are that folks
are putting their energy into their homes
and families and being careful what
they spend their money on. Any
frivolous spending is done in secret,
sort of a “guilty” pleasure. However,
the new moon in May will improve
communication helping folks to find that
“extra” cash they want to spend. The
full moon in June will have everyone
thinking about getting away from it all
while still keeping the family close.
Summer dawns bright in the AM on the
21st of June and energy of the sun is
welcomed by all.

Extra cash is freed up in July as Jupiter
begins a forward motion, while at the
same time the planet of communication
looks backward once again. So a
reminder to double-check messages,
date and important details in the month
of July. What all this means to the retall
sector is that spending will focus on
items for the home and impulse
spending starts in earnest mid July and
into August. By mid summer everyone
will be feeling more jolly, optimistic and
ready to spend on items they have
been patiently waiting to buy. Sales for
items for the home will be strong this
spring while the more frivolous, impulse
buying heats up with the summer sun,
making everyone feel good.

Margaret Stephens is the accountant for
Nature' s Expression and has been a student
of Astrology and Metaphysics for over 30
years. She has used this knowledge in her
many years of retail experience.
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