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P a s t  buye r s  buy value - not  products  

Value - lowes t  c o s t  r e l .  function 
Examples  

(1 )  Ex .  pe r f .  u se  function 

Funct ion - (1 )  work  u s e  
(2 )  s e l l  c u s t o m e r  br ing 

Res .  L a b  Gen. Eng. L a b  
or ien ted  i r o n  

re l iab le  p e r f o r m  u s e  function 
effectively make  buyer  want to buy i t .  

i r o n  c r y s t a l  

new magnets  
Mfg. Lab  

Chiples  s Mfg. 
P l a s t i c  Tooling 

Value p r o g r a m  
Value-  t ime 
P r o m p t  competent  he lp  i n  c l inches  and e m e r g e n c i e s  

F ind  who c a l l s  shots  - s e l l  h im value by h i s  s t anda rds  - 
not  o u r s .  

(MAKE ME F E E L  IMPORTANT) 

(2)  Effect ively cause  buyer  to want to buy 
ch romium - but te r  condi t ioner  - yellow paint  
What i s  the "buy1' to the buyer  - -  "checkout" 

Self e s t e e m  
Keep b o s s  off m y  neck  
Keep bookkeeper off m y  neck  
Something to make  a good r e p o r t  
A plub i n  mgt .  - FW - 22 - 60 - 30 - 20,000 -. 

Sel l  self r e s p e c t  ? $6000 - $4000 
F u t u r e  prof i t  ? 

Sel l  
What t u r n s  the shif t . .  . Engrg .  solutions & p r o b l e m s  

What c a u s e s  the buyer  to buy?  
We ' r e  t rying to have only c o s t  i n  o u r  products  that  make  them work  o r  s e l l  

We a r e  trying to teach o u r  buye r s  to buy functions - not products ;  i .  e . .  . .what  makes  
them work  o r  p l ease  


