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Chapter 1

Introduction 
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Many of us get involved in the activity of buying and selling and even some of us make it a profession. Although buying and selling seems like a simple activity with you not having to use much of your brain power to do it, this activity is actually complex with well established and time tested concepts and theories behind it.

For example, Have you ever wondered why it seems that there are online sellers who are so careful with their approval ratings that they stoop even to devious ways just to built up their store’s approval rating?

Is a store’s approval rating really so important? Well, this book would explain this and much more as it explains the inner workings of a buyer and seller’s brain. How they think, what strategies they implement to get the best deals or get the best prices for their goods and much, much more.

If you are just starting out in your retailing business whether with an online store, a physical brick and mortar shop or both, the buying and selling concepts explained in this book would definitely come in handy for you especially if you fully understand how to implement them.

For a buyer or seller, please take note that the concept and theories explained here are not meant to be underhanded techniques to get the better of your buyer or seller but are merely concepts and theories developed and tested through the decades which have proven to be very successful.

It would still be however up to you to decide if you think they are but normal to implement or are more of psychological weapons best left unused.  

However, let me point out that these concepts and theories are already being regularly taught in schools especially those with business and psychology courses. So its safe to say that they are already accepted and a part of modern society and business.
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Chapter 2

Upward Bartering
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Situation: eBay started with it’s founder being able to sell a broken laser pointer thereby trading an item that is already destined to the garbage bin for money.

This situation is about eBay's founder, Pierre Omidyar, selling a broken item as the first sale on the site is true. The first item sold on his website, originally called AuctionWeb, was a broken laser pointer. Omidyar was surprised that anyone would buy a broken item and contacted the buyer to confirm they knew it was defective. The buyer replied that he was a collector of broken laser pointers.

This story has become a well-known part of eBay's history, demonstrating the founder's initial insight that there was a market for virtually any item. While the story about the broken laser pointer is true, another famous origin story—that eBay was founded to help Omidyar's fiancée trade Pez dispensers—was later revealed to be a fabrication created by a public relations manager.

This concept is called “Upward Bartering” where a skilled seller is able to find a buyer and make them pay more for their product’s worth.

In our example, the seller is the eBay’s founder, his product is a broken laser pointer which has no useful/practical value at all, and the seller is the eBay buyer of the broken laser pointer.

Many amateur sellers are not imaginative enough to sell many objects when the truth is every object can be sold if you market it properly. Even products perceived as garbage can be sold at a premium if marketed well enough. 

The proof to this are people selling literal garbage for many purposes like being land fillers, sources of energy, fertilizer and so on.

If someone can literally sell garbage then there is no reason for you not being able to sell your products because they are better than garbage.
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Chapter 3

Impulse Buying and Unplanned Purchases
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Situation: There are people who would buy an item just because they saw it and would only consider the price as a secondary matter. This happens too in online marketplaces.

This is a key concept in consumer psychology: impulse buying and unplanned purchases. This behavior, which is observed in both physical and online retail, goes against the traditional economic model of the "rational consumer" who carefully weighs all options before making a purchase.

Here's a breakdown of the psychological reasons and theories behind this behavior:

The "See-It-and-Buy-It" Phenomenon: Impulse Buying

Impulse buying is defined as an unplanned, spontaneous purchase, often made in the moment and driven by emotions or a sudden urge. It's a break from the typical, logical decision-making process. The factors that contribute to this behavior are both internal (psychological) and external (situational).

––––––––
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1. THE DOPAMINE RUSH and Instant Gratification

When a person sees an appealing item, a part of their brain's reward system can be activated, leading to a release of dopamine. This chemical is associated with pleasure and reward, creating a positive feeling that makes the act of buying enjoyable. This immediate gratification can be so powerful that it overrides rational thought about whether the item is truly needed. Online, this is even more pronounced because the purchase is just a click away, making the gratification almost instantaneous.
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2. EMOTIONAL TRIGGERS and "Retail Therapy"

People often use shopping to manage their emotions. Buying something new can be a way to:

Boost a positive mood: Celebrating a good day or a personal achievement.

Cope with negative feelings: Shopping can be a distraction from stress, anxiety, or boredom. This is often referred to as "retail therapy," where a purchase provides a temporary emotional lift.

Express oneself: A person may buy an item because it aligns with their identity or a desired self-image.
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3. FEAR OF MISSING Out (FOMO) and Scarcity

Online marketplaces are particularly effective at leveraging the fear of missing out. You see this with:

Limited-time offers and flash sales: "Today only!" or "Sale ends at midnight!" creates a sense of urgency.

Scarcity tactics: "Only 2 left in stock!" or "4 other people are looking at this item right now!" makes an item seem more desirable and creates a pressure to buy before it's gone.
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4. THE POWER OF VISUALS and the "I See, I Buy" Mentality

The rise of online marketplaces, social media, and visual-first platforms like Instagram and Pinterest has made shopping highly visual. A stunning photograph, a video of an influencer using a product, or an attractive product display can bypass a person's rational decision-making and trigger an immediate desire to own the item.
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5. EXTERNAL CUES AND Suggestion Impulse Buying

Marketers and retailers are masters at creating environments that encourage unplanned purchases. This can be seen through:

Strategic product placement: Putting small, low-priced items near the checkout counter to tempt shoppers as they wait.

Personalized recommendations: Online stores use algorithms to suggest products "you might also like," based on your Browse history. These suggestions can introduce you to items you
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