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Cross-Selling
Cross-selling is an approach used by companies to encourage buyers to purchase related products besides their selected goods. According to Venkatesan (2017), cross-selling happens when buyers add original items to the shopping list. This method allows the consumer to suggest and narrow down some additional products based on selected items. There are several reasons why companies cross-sell products to buyers. First, the technique aims to maximize the value of the purchase and improve customer experience through added value.  Cross-selling helps promote other products from the selected shopping list of customers (Kocas et al., 2018). Second, companies usually cross-sell to promote growth between existing and new buyers, which helps to maximize their profits. Notably, customers become satisfied when companies understand their needs by providing helpful and relevant products.
In several times, I have experienced online stores that suggest to me additional complementary goods or even put cart for purchase. In most cases, the salesperson usually asks if I have my store credit card as one way of getting extra shopping points.  I believe cross-selling methods help to improve customer buying experience by demonstrating how complementary products increase the initial purchase values.  For instance, when salespersons place bicycles with foot pumps or put laptops together with cordless hard drives. In this way, companies are likely to increase the sale, thus maximizing their profits. Cross-selling also helps customers buy other products likely to improve the conditions of the items brought. 
The approach is advantageous to customers and companies, particularly to customers who are not aware of some of the products likely to improve customer experience. The primary objective of cross-selling is to increase the company's revenues. However, if the approach is made inappropriately, it may have adverse effects on customer's loyalty since it appears to be self –seeking and pushy sales method. The company's sales may be affected when salespersons attempt to sell complementary goods that customers do not require, thus affecting brand reputation.
When I purchased my first laptop, the salesperson told me that both wireless headphones and a mouse would help me operate smoothly with the laptop.  I realized that buying these items together was cheaper compared to purchasing them separately.  Additionally, the salespersons told me that there would be a 5 % discount when you purchase these items.  Although I had not planned to buy wireless mouses and headphones, I had no otherwise but to buy considering the discounts and prices of the additional products. 
Summing up, cross-selling is an approach used by companies to attract customers to buy additional products for good customer service and generation of revenues. Cross–selling helps to promote other products from the selected shopping list of customers. However, if the approach is made inappropriately, it may have adverse effects on customer's loyalty since it appears to be self –seeking and pushy sales method.  One of the complimentary items I have ever bought is a wireless mouse and headphones when I first purchased my laptop. 
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