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SCIENTIFIC ANALYSIS OF THE MARKETPLACE

Sociologists have been studying the buying habits of American
consumers for more than four decades. During this time period,
study after study has shown that American consumers tend to
follow certain patterns in their shopping behavior.

One such pattern that has been noted many times is what is
often referred to as the "20-60-20 rule.” There is no better
way to describe this than to use an example of one test that
was done to prove this rule.

THE TESTING STAGE

The sociologists had set up a stage to test the buying behavior
of consumers in a busy department store. What they did was
rather fiendish once you step back to take a look at the test.

In the department store, they had set up a small stage with
three stoves side—-by-side. On each machine, they put a tag,
which the customer was to take to the cash register for
completion of their purchase. Next, they trained their hidden
cameras to focus on the stoves and the activities of those
folks who contemplated purchasing any of the machines.
Additional hidden cameras were stationed at the checkout
stand to correlate the purchaser to the purchase.

At the end of one month, the sociologists gathered the tags
that were taken to the cash register to make the determination
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as to which stoves were actually purchased.

This is where we expose the fiendish scheme of these
sociologists and the purpose of their test. Each of the three
stoves was exactly the same! The only difference between the
three machines were the price differences on the stoves!

One was priced low, one was priced mid-range, and the other was
priced expensive.

Without fail, 20% of all customers purchased the most expensive
machine shown. For these people, few took the time to examine

the differences between the units. Again without fail, another
20% spent little time studying the differences between the
stoves, and then opted to buy the cheapest one shown.

The people who conducted the test were astonished to note that
most people studied the stoves with extreme care as if to learn
the difference between the machines. Even after taking a long
time to study the three machines, a full 60% of customers bought
the mid—priced range!

The sociologists drew two conclusions from their test.

1. They decided that the majority of the 20% of consumers who
would buy the most expensive item, and the majority of the 20%
of consumers who would buy the cheapest item, cared only about
price.

2. They decided that the remainder were more interested in
buying based on their perceived value of the product. It was
also determined that most of those who bought based on the
perceived value of the product, felt price was a factor in

helping determine the value of a given product. They decided
that the customer felt that the higher price was indicative

of better value.

THE LESSONS LEARNED FROM THE TEST

The lesson for us is that price is the ONLY factor in a
purchasing decision 40% of the time ——- half of those people
will always choose the cheapest product, and the other half

will always choose the most expensive.

The remaining 60% of the consumers in the marketplace are more
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interested in determining the value of a particular product and
making their decision based upon how they perceive the value of
the product they are considering.

As a businessperson, slash salesperson, you must learn to build
value into your product offerings. The more value your customers
perceive, the more they will be willing to pay for your products.

Sure, you could decide to cater to the 20% who want to buy the
cheapest every time, or to cater to the 20% who want to buy the
most expensive. The decision is your own. But by building value
into your product, you can cater to the 60% and pick up a few
more from the upper and lower extremes.

BREAKING THE 20-60-20 RULE

Amagzingly, one city in America defies the "20-60-20 rule!" In

this city there is a manager of a retail store, whom | know
personally.

According to him, the "20-60-20 rule" does not apply to his
city. According to him, every person in his city buys the
cheapest product every time. So, in his delusion, he believes
he must low book every product in his inventory!

No wonder his store sales average is dropping every year! He
is giving away his profits because he believes that his city
is different from every other city in America.

He is in fact wielding a two—edged sword. By teaching his
customers that his store is a low—cost merchandiser, he is
condemning himself to having to continue to compete only on
price! By competing only on price, he is backing himself into
a corner that assures that he has to compete with Wal-Mart.

The truth is that no small store can compete with Wal-Mart on
price alone. The only way to defeat Wal-Mart is to beat them
on value, since the small business cannot buy products in the
guantity needed to get Wal-Mart prices!

A FOOL AND HIS MONEY ARE SOON PARTED

The fool who decides that they must compete with the big
merchandisers on price alone has sown the seeds of their own
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destruction.

In deciding to be a low—cost merchandiser, one has ignored the
fact that the big boys can offer those low prices only because
they turn a much higher volume than their competitors.

By forgetting this important lesson, the little guy who wants to
compete with the big boys on price alone is doomed to business
failure, because he will not be able to cover his costs of
operation and he will end up foregoing all profit.

Don't be a fool. Cater to the 60% instead of the 40%, so that
you can joyfully count your profits rather than your losses.
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Roulette Tips
By BetPrize

Roulette casino game, like slot machines, is a game of plain luck where no skill or strategy is able to
influence its outcome. Every spin of the casino roulette wheel is totally independent of all previous
spins. No mathematical formula can be applied to explain and to predict the unpredictable behavior of
the ball on the casino roulette wheel. Do not expect one of the numerous "roulette winning strategies”
would work for you simply because there is none!

But there is one strong theory that a a roulette player can increase his chances by playing the single
zero roulette. The European or French roulette casino game table has 37 numbers including zero,
while the American roulette table has 38 numbers including zero and double zero. Casinos almost
always have both types of roulette casino game tables. According to this theory, which some people
claim has been mathematically proven, players should only play the French roulette gambling game
with a single zero.

It should make their chances better by a few percent comparing to the American roulette casino game.
When you are going to play the French roulette casino game, ask if the casino uses the "En prison”

rule which increases a player's odds. According to the rule, an even money bet (Red, Black, Odd,
Even, 1-18, 19-36) that results in a spin of zero gets "imprisoned". If this imprisoned bet wins on the
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next spin, the original bet is released and returned to the player.

Casinos with the American roulette casino game sometimes use a version of the "En prison" rule called
"Surrender"”. With this rule in use, player placing even bets only loses half of his bet on a spin of 0 or
00.

Try your luck, hope for the best and have fun!

We do not claim that these roulette tips will help you win money, this article is for information purpose
only.

http://www.betprize.com
- read reviews of the best Internet gambling sites, play 100 free casino games.

We share 25% of our monthly profits with customers.
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