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Sales and Advertising Assignment
Part 1: The Salesperson's Attitude
A good salesperson embodies various characteristics that allow them to make sales and satisfy the buyer's overall shopping needs. These characteristics also attract the buyer to the product since a deficiency is often created for the product. Moreover, each feature is often essential to conducting effective business and increasing sales (Herjanto& Franklin, 2019). I had the opportunity to experience a service from a salesperson from one of my best stores, where I get quality jeans. Specifically, while going through my options in the store, a salesperson approached me politely. During our engagement, one of the notable characteristics was the fact that the salesperson made a pitch.
The pitch made included various highlights that defined it and the salesperson in general. Specifically, the pitch was primarily based on my needs since the salesperson inquired about what I was looking for in the store and how he could help. Moreover, the pitch contained detailed information on the product in question, including the material and the durability, since it was a pair of denim trousers. The salesperson also made an effort to compare with another brand presenting the same pair and pointed out the differences. Although the product he pitched was an alternative product to what I wanted, his pitch created a need to purchase the alternative product. 
The general attitude of the salesperson was polite and engaging, which encouraged me to communicate my needs and what I wanted to purchase. It was also welcoming since he related to making a similar purchase, which created a common ground for me as the consumer. Consequently, due to his attitude and approach, I reacted positively and politely to the salesperson and immediately felt comfortable and safe enough to engage him in selecting the perfect pair of denim trousers for my needs. Moreover, he gained my attention by approaching me and requesting to offer his help and recommend a product in the section. Additionally, after his greeting, I politely responded, following the tone and environment created.
The information on the salesperson's attitude while engaging a customer depicts some of the core concepts included in sales and advertising and understanding customer behavior. Specifically, to make successful sales, a salesperson is required to understand the customer's behavior to present a pitch that aligns with the customer's behavior (Victor et al., 2018). This may include a pitch that avails a product that saves the customer's time, solves their problems, and has the right price. Moreover, depending on the purpose of the advertisement, it should be presented to potential customers; therefore, understanding customer behavior is essential. Besides, understanding the customer behavior also helps a salesperson personalize the selling, specifically to meet the customer's needs.
Part 2: The Product Pitch and Promise
After the salesperson approached me, I inquired about a pair of denim trousers since I was looking for a durable pair. Therefore, in his pitch, the salesperson made various promises about the recommended pair of denim trousers. Specifically, some of the made promises included the assurance that the pair would not fade with every wash, and it would also not change in size after the first wash, as it is with many denim clothing. Moreover, the salesperson also promised the durability of the brand and that it would last longer than what the typical denim clothing lasts. To make the deal even better, he promised that I would be allowed to come back to the store and demand for a refund in case of any inconveniences with the product.
Since it was a walk-in store, various policies governed the process of product returns. Specifically, the company allowed for a 15 days return policy. Moreover, the return policy provided was based on the quality promised and the customer's experience. Therefore, the promises made by the salesperson align with the company's policy of product returns, which makes it possible to receive the promised care. Besides, the product return policy of the company is based on various factors, including the cost of the product, the condition of the returned product, and the basis of the return. Additionally, the customer's compensation after the effective return of the goods is often in the form of store credit; therefore, the customer does not receive a refund.
Additionally, I disagree with the with product guarantee because every product is bound to depreciate after use, especially clothes after being cleaned. Therefore, contrary to the salesperson's promise, denim trousers are bound to change after the first wash and continually change over time. Additionally, I can't entirely agree with the store's return policy because customers do not receive a refund for overpromising by the store as a whole. Based on this, I am willing to risk buying a product based on a product guarantee compared to a return policy due to various reasons. For instance, no customer is often assured of compensation once they return products to the seller. This is because the process involved is complicated, and many lose interest and abandon the issue. As a result, the customer is left unhappy with the product and the store, which facilitates the loss of loyal customers. 
In conclusion, the whole process involving a salesperson and a customer comprises various considerations that ensure that the customer's needs are met and the customer is satisfied with the rest of the services. For instance, a salesperson should understand customer behavior to make decisions that facilitate making a sale (Victor et al., 2018). Additionally, customer behavior also plays a significant part in the advertising process since to impact the target population; the salespeople are expected to understand the consumer behavior and tailor the advertisements to the interests of these populations.
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