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Refection on Salesperson’s Attitude and Product Pitch and Promise
Part 1: The Salesperson’s Attitude
For the purpose of this project, I walked into a store with the aim of shopping for some utilities and I was approached by a salesperson. The salesperson made a sales pitch about a certain spice that is used to make chicken stew. Among the key highlights of the sales pitch was the name of the product. It was very catchy and caught my attention. Another highlight was the features and benefits of the product being advertised. The benefits were some things I was looking for. The last highlight was the push for me to try out the product. It was catchy and classy. It motivated me to try out their product.
The general attitude of the salesperson was good. I liked his attitude because he kind of knew how to approach his marketing and respectfully approached me as a potential customer. The first thing that drew my attention to the salesperson was his happiness shoed by his big smile. As he talked to me, he was polite, acted with respect and smiled most of the time. Another good thing that I noticed was the fact that the salesperson was talkative. Despite that, he engaged me with some questions that made our conversation very lively. The salesperson asked me if I have ever heard of their product and what products I use that serve the same purpose as theirs.
The salesperson got my attention when he stopped me and gave me a warm greeting with a smile. It was just nice. It took me away from my thoughts and brought me to what he was saying. As the salesperson was nice to me, it made me cheerful and I responded well and replied to the salesperson’s greeting happily. I did that because the salesperson’s approach was welcoming. The salesperson was not rude and neither was he sad nor looking gloomy. There is also the fact that his warm greeting and his smile made me let go of all the thoughts I had in my head at that particular moment. It was really good.
A sales pitch is a very important part of the sales and advertisement strategy of a brand or a particular company. It makes the shopper aware of a new product or the latest improvements to the product being advertised. The fact that the salesperson I met made a sales pitch of the brand to me made me aware of the product. Customer behaviour is how customers purchase things under the influence of their emotions or responses to behavior. The fact that the salesperson treated me well and was engaging made me think about purchasing the product from their brand.
Part 2: The Product Pitch and Promise
As I got towards the section displaying various types of spices and food additives in the retail store, I asked about the spices that were available in the store for making stew. Then the salesperson approached me and gave me a sales pitch of their product and brand that I did not know about. The salesperson promised me that the product would give me wonderful results in the stew I made. The salesperson also told me that the aroma the spice would give off from my stew would be very breathtaking. The salesperson also promised me that the product was completely natural and made from raw ingredients. The salesperson promised me that there were no allergens in the spice.
I was assured by the salesperson that the brand had a guarantee for their product. The guarantee was that in the event that the product was expired or had a foul smell, I could return it. In the guarantee, there was also an option of substituting that product with another one that served the same purpose as the one I bought before. Even though after the substitution, the product could not be returned. However, something good was that, if I chose a substitution, they were going to deliver it for free at my place. On top of that, they guaranteed that they are going to provide me with a refund of the money I used in purchasing the product, in case I was not up for a substitution.
The brand allowed the return of products. However, a customer had only seven days to return a product. According to the salesperson, the seven-day return policy was observed strictly and a return could not be accepted after seven days. Nevertheless, I did agree to the brand’s guarantee and seven-day return policy. The reason I agreed to the guarantee and return policy is that it seemed fair. Therefore, I was willing to purchase the product and try it out. After all, if it let me down, I knew I could return it within the seven days stated in the guarantee and be refunded. Another reason is that I could get a substitute for the product I bought.
Offering a product guarantee on a product can only show that you are confident as a brand on your product. This works well in the satisfaction of customer needs by a brand. It also, to large extent, gives them confidence in the brand as they know that they are buying a quality product. It somehow influences their purchasing decision. Having a guarantee on a product also has a positive impact on sales and advertisement. It is a good method that can increase the sales of a particular product from the brand. In this case, their guarantee on the product made me think that the product was really of good quality and I bought it. For the brand, they made a sale easily.
