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Psychiatrist is right: Happiness is buying a new car
fﬁ’\ auto talk

My Jast new ear and the wasket
{urces that drove mie to do it cane (o
wmind reeently when | ogot a release
from a company called g Re-
search, a California-based reseatch
ontfit that was founded by a psychl,
trixt who claims (o have an under-
standing of the deep forces within
prompt peaple to buy new cars,

" The cuerent slump in car sajos is
pa ly due to something Dr. Plog
calts “shapping anx which was
suppused te have diminished sone
what when the Berlin wadi fell

it theory  which
e of the aixicty §
had to overcame the bast time 1
bonght a ne ar Or mayhe it
when the dogs charged e as 1

1]

walked up to Mr. McLellen's front
door.

THE LAST new-car purchase de-
cision 1 made was the result of a
careful study of the options and mar-
ket forces as they flitered down to
the side of the road fust west of
Harailton, Ontarlo. Which was where
the oil pump on the old Omnl had
dlecided o confirm that the red light
#n the dash wasn't really broken, but
the ol pump was.

Shortly afterward the noise from
the engine managed to overcome the
nheise fromn the loose muffler, and the
car divd in an epileptie fit.

In fact, the decislon te actually
buy a new car, rather than attempt
anather repair ~ this one the auto-
mative equivalent of open-heart sur-

‘v Dan
s McCosh

gery — was made a little later.

FIRST, [ wandered down the road
¢ an entrepreneur whoe ad-
vertised used hubeaps, apples and
engine rebuilding bad set up shop,
titting in the garage space [n the cor-
nur of the junkyard, which wasn’t on
the sign, but which held, lo and
behold, a mirror image of my car —
another Omni that had nearly every-

1hing wrong wlth It except its engine.
At [cast that's what Mr. McLellen
told me after [ asked to use hls
phone and got into a bit of conversa-
ton about my problem. A hall an
hout later and my Omni was on the
end uf a tow hook heading for the
engine rebuilding yard.
A couple of days later I returned
train to pick up the result - a
completely repowered car, with a
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{"“This baby won't glve
you any trouble,”} engine, which
hopefully U.S. customs wouldn't rec-
ognize as not meeting full US. emis-
sion certiftcation. {Thls was alse my
first Jessun in international trade.)

ANYWAY, THE engine did Indeed
last almost a tmonth, or maybe even
tonger, for all 1 know, since shortly
after [ got home the front axle began
making a little nolse. By now I was
attuned to the way to deal with such
matters and promptly drove to a
certificd Dodge mechanie, who had
set up shop behind a Dodge deales-
ship cather than i combination apple
orchard, junkyard and hubeap stand

I nearly made it, too. In fact I was
rolling toward the door where they

buzz you inside, thankful for the lack
of dogs like those protecting Mr,
McLellan's establishment, when the
driveshaft dropped un the ground.

That's when ! decided to buy a
new car.

THE SALESMAN told me it
wasn't the worst car he had seen
come in for a trade. The worst, he
said, was one where the guy had got
it rolting a half block away then
jumped into the driver's scat and
sort of coasted up Lo the front of the
place The idea was to hide the fact
that his trade-in didn’t have an en-
gine.

It doest't take a psychlatrist to
tell me that sometimes the best way
1o relieve stress is (o buy a new car.
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Every successful small business
has it. Average businesses strive to
achieve it. Failing busincsses don't

Effective selling power comes
from a team of salespcople with
high-caliber selting skills, people
who are interested In maxlmizing
their sales performance by capitaliz-
ing on strengths and overcoming

In today’s competitive selling
arenas, building profitable sales in-
volves much more than a team of
fast talkers with charming smiles. [t
demands Individuals who have de-
veloped well balanced and profes-

How powerfu) is your existing
sales staff? Powerful sclling extends
beyond the realm of product knowl-
cdge and a friendly, helpful attitude.

selling Is actually a
hlcnd of two kinds of power repre-
senting two types of selling abllities.
Thesc are the skills of strategle plan-

Too ofien sales training cfforts
"across-ihe-
board"” skill improvements to devel-
op arcas where management be-
lieves training is needed. Rather
a “balance of

power"” approach, management may
il

dale of cumulalive value of
market high invesiment a:coum on 12/31 By Mary DIFsolo
specint writer
t | 11/20/80 $5,000 $4.758
mutuals o 0000 5050
realize it exists.
Seminar:  "Current Investment 12/27/82 15.000 16.807 What Is it? Selling power,
Strategy: Buy, Sell, or Hold?” spon-
sured by the Observer & Eccentric 11/29/83 20,000 25,999
Newspapers and Coordinated Finan-
cial l’hnning will be 7-9 p.m, on 1/06/84 5.001 32.480
sdity, July 17, In the offices of 25.000 '
ated  Financial Planning, R .
tield Office Park, 3250 W. Big 12:16/85 30.000 47212 | weuknesses
er, Sujte 540, Troy 48084.
¢ 4 12/02/86 35,000 62.308
For reservations, please call 643-
BRBE. 8/25/87 40,000 68,270
Sil Mittra is @ professor of 10/21/88 45,000 83,985 4 2
Smanee, school of business at sional seling skills.
Oukland University and ouner of 10/09/89 50,000 12,77
Coordinated Financial Planning. . '
Table 2 Value of $1,000 on 3/31/1990 Theso ife the sl o sratest
. . . are  gearcd toward
10-year peried S-year period 1-year period
total annual tolal annual tolal annual
than
© A24.10% + 18.02% - 121.20% C 1T 21% »12.70% < 12.70%

incorrectly focus on pt skills

st sellers

areas are neglected and may lead to
salespeopte whe depend on force to
close sales. Because lhey lack both
planning and persuasive skills, these
salespeople rely en a reactive selllng
style.

Thcy aften come across ¢ custom-
crs as toud, uninformed and lacking
compassion. They are also overly de-
pendent on price cuts and deals.
Salespeople with a reactive selling
style need immediate attentlon be-
cause they are a negative facter in
any business.

Ideally, a salesperson who has
perfected his or her planning and
persuaslve skiils is a sales genlus.
Realistically, there are very few
peaple in the selting worid who have
all of the necessary planning and
persuasive abllities. But the more of
these professional selling character-
istles a person has, the greater his or
her chance of success.

Most salespeople are Inherently
more proficient in one area of pro-
{essional selling than in another. A
salesperson who Is competent in
planning but weak in persuasive
power will often appear autocratic,
demanding and impersonal. A
salesperson who is a poor planner
and excellent persuader Is*usually
percelved by customers as manipu-
lative and harassing.

In two weeks, we will discuss the
specific  skills and characteristics
that 's natu-

training as opposed to planning or
vice versa,
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