Having just reviewed types of customer behavior, please provide a document in which you:
A. As relates to being a consumer making a major purchase, identify yourself as one of the four types. (No one fits any of them perfectly, but one will be a better fit than the others.) In particular, how do you prefer customer service or sales personnel to approach and deal with you? 
[bookmark: _GoBack]My choice was mood and how it impacts on customer behaviors, particular in the context of shopping. As it relates to customer service, I would love sales persons to find read my mood or outlook for the day. They should greet me politely, perhaps ask how I am doing and how I would want to be assisted. Having this brief introduction would help read behavior and mood for the day. For a customer service rep or sales person, it is about reflecting upon how a customer responds to the questions and treating them accordingly. In my view, effective service does not follow a one-size-fits all approach to customers but uniquely knowing how a customer is and importantly, how they would want to be served. Therefore, in overall, I would wish to be handled by someone who is good at establishing rapport and reading one’s mood beyond the words they speak. This does not mean they have to be experts in psychology but just have the basic ability to read the mood and offer more power to the customer in deciding what they want. 

B. Do you think you get the best service using your standard approach? What, if anything do you think you could alter or adjust to get others to really “go the extra mile” for you?
Yes, I believe my approach can be very rewarding because handling people differently and in ways they want leads to more value in the way a customer perceives a business. Naturally, people are very different and would love to be treated in ways that are fulfilling to them. While it is often hard to read everyone’s mood, especially in a busy store, it is important to take a minute and reflect on how a customer is and what they want to be treated. In addition, one thing that I might add is talking freely about my feelings which will offer cues to the sales person on how to deal with me. For instance, I could say, “Today I am in a jovial mood and I’ll like something bright and refreshing”. Alternatively, I would say, “Today I am a little busy so I won’t have enough time, do you have products in XXX and YYY flavors/colors?” Giving such cues would inform their behaviors on how to best serve me to my satisfaction. 
