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What Kind of Consumer are You?

Name: ______________________________			Date: _________________________

Instructions: Answer the following questions honestly. Total up your answers for each letter at the bottom of the page. Your teacher will tell you what type of buyer you are depending on the letter you chose most often.
7. Salespeople in general…
A. Enjoy talking to you, so why not talk to them? They’re the ones who know the most about the product, anyway!
B. Are annoying, because you don’t factor their opinion in your buying decision.
C. Can be helpful, but usually when you go shopping you’re in a hurry and don’t have time to listen to them.

8. If you were a company executive and had to listen to a sales pitch, your main thoughts would be…
A. To see whether the salesperson is listening to the needs of your company 
B. To figure out the price of the product and whether it’s affordable
C. To make sure the salesperson makes an appointment with your secretary.

9. Buying impulse items, such as magazines or candy, is…
A. Something you just can’t help doing!
B. Something you try to avoid at all costs
C. Usually not a good idea, because most of the items you don’t need.
4. When it comes to sales pitches you…
A. Like talking and getting to know salespeople, especially if you plan to shop at a place often
B. Think they’re a waste of time
C. Don’t really have time for them, but sometimes want to hear the facts

5. Flashy displays make you…
A. Take a second look at the new product
B. Wonder how much of the price you’re paying goes to cover the cost of displays
C. Nothing. They don’t show any benefits of the product.

6. Product cost…
A. Doesn’t really matter to you. If you can afford the product and like what it can do, you’re going to get it.
B. Is a major factor in whether you will buy a product or not.
C. Weighs about 50 percent into your buying decision. You don’t like buying expensive items if they’re unnecessary, but if you can find a use for them and rationalize the purchase, they’re yours.
1. When buying something, your first priority is…
A. Speaking with a salesperson about their experience with the product
B. Comparing prices
C. Identifying how the product will benefit you

2. If the phone you want is a little out of your price range, you…
A. Only buy the phone if the salesperson impresses you
B. Buy a cheaper phone, no matter what the salesperson says
C. Buy the phone if the lasting benefits outweigh the cost

3. The department store salesperson is trying to convince you to buy a new shirt to match pants you’re buying. You… 
A. Enjoy the compliments you’re getting and decide to buy the shirt if it makes you look nice
B. See if there’s a similar shirt for less, because this one is out of your budget
C. Think of the places you could wear the shirt and how easy it is to clean before you decide to buy it





























Totals: 		I am a ______________ buyer.
A. _______________

B. _______________

C. _______________
 Buyer Descriptions

1. Relationship Buyers
If you got mostly A’s, you are a relationship buyer.
Relationship buyers do not enjoy browsing very much. They don’t like comparison shopping or negotiating.
Relationship buyers purchase based on information from a trusted expert, such as a salesperson who works to develop a rapport with them.
	Once relationship buyers find a trusted source of information, they tend to become loyal and be good repeat customers.
Relationship buyers do not consider money a big factor in making purchase decisions.
They are typically open, honest, and pleasant to deal with.

2. Economic Buyers
If you got mostly B’s, you’re an economic buyer.
Economic buyers tend to consider themselves product experts—they do research beforehand to compare prices of different brands, and understand how the products work and the benefits they can provide.
Because they do so much research on their own, economic buyers are not concerned with salespeople, fancy displays, or relationships. 
They are interested in negotiating and getting the best deal possible.

3. Business Buyers
If you got mostly C’s, you’re a business buyer.
Business buyers are the best of both worlds. They are concerned with price and with having a good relationship with a trusted information source.
Business buyers consider price in terms of what their company can afford, but will splurge sometimes if the long-term benefits of the product outweigh the cost.
They are typically busy and don’t usually have time for sales calls, but if the salesperson makes an appointment and shows a commitment to getting the company the best benefit for the best price, business buyers may become repeat customers.

