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--Why We Buy What We Buy

--Experiment

Welcome to 14 new subscribers!!!

Please feel free to share these tips with your 

colleagues, friends, and family.  You may reprint any 

tip providing you include full authorship and 

subscription information.
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Why We Buy What We Buy
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"You can get all you want in life if you help enough 

other people get what they want."  Zig Ziglar

Would you like to have more fun and sell more of 

your products or services?

It all starts with you.

How do you know when it is time for you to buy 

something?  This is a very good question.  Most 

people have never asked themselves how they know 

it is time for them to buy.  Think about the last 

purchase you made.  Was it a book, new clothes, 

a cup of coffee, new furniture, a magazine, fast 

food, financial services, coaching services, a 

massage, or possibly a big ticket item like a new car, 

a vacation home, a cruise or maybe something really 

exciting?

The buying trance.

How did you know that you were going to buy?  How 

did your body know that it was the right time to do 

it?  Did you spend a lot of time (in your mind) 

visualizing yourself using the product (or service)?  

How much time?  Did you hear yourself enjoying the 

product (or service) or maybe you heard (in your 

mind) what your friends and family were going to be 

saying to you or about you because of your great 

purchase?  In your mind, did you actually experience 

the flavors of the food and/or smell their sensual 

aromas as you were making your reservations over 

the telephone?  Did your mouth water and your 

stomach growl?  Did you notice any bodily 

sensations?  Did your face get flush or maybe you 

felt 

an euphoric sensation.  Have you ever felt the sun 

beating down on your sun-tan-oiled body while you 

were sitting in your office typing your credit card 

numbers into the computer as you purchased your 

get away exotic vacation?  Did you hear some 

exciting music (in your mind) as you saw yourself 

using the product (or service) before you bought it?  

Did the volume change (get louder or quieter) before 

you made the final decision to "buy now?"

This is normally what happens to all of us before we 

purchase something.  We actually go into a pre-

purchase-trance.  The term trance comes from the 

Latin word "tranire," meaning "to pass over, go over, 

pass away, or cease."  A person in trance is less 

aware of what is currently going on around them (in 

the present moment) and they are caught up in and 

often fully associated with their internal visions, 

sounds, smells, and feelings.  When you or I are in 

our pre-purchase trace, we are caught up in our own 

fantasy world.  The question is, how much time do 

you spend in your pre-purchase trance and how 

elaborate is your experience?  Does it depend upon 

the price of the purchase?  Or does it depend upon 

the time of day, your age, your goals, your values, 

your sense of urgency?

The influence of a professional salesperson.

When your purchase involves the interaction with a 

salesperson, what is it exactly about the salesperson 

that either turns you "on" or "off" with regard 

to "buying now?"  Have you ever had an experience 

where you knew you were going to purchase 

something and then you interacted with a 

salesperson and lost your desire to buy?  Did they 

say something that pulled you out of your trance?  

Were they giving you to much information?  Did they 

bother to take a breath or did they just overwhelm 

you with their data?  Did they somehow make you 

feel like a target rather than a human being?  Were 

they going into "commercial mode?"  Were they 

pushing their agenda rather than uncovering yours.  

Or maybe the opposite happened, you knew you 

were not going to purchase today, but then you 

interacted with a business owner or salesperson and 

found yourself reaching for your credit card.  Did 

they somehow get you to fully associate into your 

pre-buying trance?  Did they somehow get you to 

see yourself happily using their product or service 

and feeling great about yourself for doing so?  What 

did they say?  How did they say it?

Become a detective.

In order to really understand your own and other 

people's pre-purchase trance, you need to become a 

detective.  You need to recognize that you (and all 

human beings) have a unique way of representing 

the world and you have a unique way of fantasizing 

about your future.  And when you are about to buy 

something you go into your mind and try it out to see 

if it feels right to you.  This process takes some 

time.  Part of the enjoyment of saving for a purchase 

is all the fantasizing that we go through leading up to 

the purchase.

Increase your potential customers' pre-purchase 

trance experience.  

If you want your customers (and potential 

customers) to really enjoy "buying" from 

you, you need to stop "pushing" and begin 

"learning."  Learn whether or not this human being 

can really be served by your product or service at 

this time.  Then, if you determine that it would be a 

good fit, begin to ask questions that encourage this 

person to go into their "pre-purchase-trance."  

People hate being sold, but they love to buy.  Help 

them love to buy from you.

Develop a few questions that invites your customers 

(or potential customers) to have a great pre-

purchase experience.  Always remember that the 

experience is happening between their ears.  How do 

you do this you may ask?  Start with you vision.  

How will the day and life of your customer be 

improved because of your product or service?  What 

will you need to ask this person to get them thinking 

about how great their life will be in the future 

(immediate or distant) if they were enjoying your 

product or service.  If your product or service 

improves the quality of their life, even in just one 

specific area of their life, have them get clear about 

it.  Rather than pushing your product or service, you 

will get them to go into their pre-purchase-trance, 

which will get them moving towards you.  Human 

beings tend to know what is best for them.  Don't 

rush their experience.  Don't talk so much.  You 

may talk them out of their pre-purchase trance.

Then work at stimulating their curiosity.  Human 

beings are naturally curious.  If you first get them to 

begin experiencing (in the minds) a better life 

because of your product or service, then begin to 

focus them on stimulating their curiosity.  You may 

say things like, "you may be curious about (...)" 

or "what are you wondering about?"  This will allow 

them to begin thinking and expressing their thoughts 

about buying your product or service.  As long as 

you are genuinely interested in them and their 

thoughts and as long as your product or service is 

good, you are on your way to making a sale.   Three 

good questions to ask yourself:  1.) DO I BELIEVE IN 

MY PRODUCT OR SERVICE?  2.) DOES THIS PRODUCT 

OR SERVICE MAKE PEOPLE FEEL WONDERFUL ABOUT 

THEMSELVES (in any area of their life)?  3.) WHAT 

CAN I ASK THIS PERSON TO HELP THEM ENJOY THEIR 

PRE-PURCHASE-TRANCE?

My challenge for you is to go out and make people 

feel wonderful!!!!
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Experiment
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Before you purchase anything today, ask yourself... 

how do I know that it is the right time to buy this?  

Become very aware of your inner experience (visions, 

sounds, fantasies, tastes, sensations, and smells.)  

Do you hear yourself giving yourself permission?  Do 

you create a deadline that "must be met?"  See if 

you can notice a pattern of inner expereinces.  This 

is (most likely) your mind's way of knowing it is the 

right time to buy.  This is your pre-purchase-trace.  

Enjoy it!!!

Peace,

Paul
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email: drpaul@dunncoaching.com

phone: 856-228-2103

web: http://www.dunncoaching.com
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