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Study: Suggestions do sell 
By Chris Carroll 
Staff Reporter 

When shopping for gifts or 

clothes, people are more likely to be 
influenced by suggestive selling than 
when they are in a grocery store, a 
recent study by marketing professors 
showed. 

Those purchasing groceries tend 
to favor particular brands and gener- 
ally will purchase them, rather than 
less expensive brands, said Shelley 
Tapp, assistant professor of market- 
ing at the University of Nebraska- 
Lincoln. 

Gift shoppers tend to be looking 
for ideas as well as gifts, she said, and 
rely on window displays and sale- 
speople for suggestions, unlike the 
grocery shopper. 

Tapp and Jeff Stollman, a former 
assistant professor of marketing, 
conducted the research. 

Tapp said students from business 
classes in the fall of 1987 were asked 
to fill out questionnaires about their 
shopping behaviors. Interviews also 
were conducted for the study, she 

said. 
The sampling was representative 

of typical shoppers, Tapp said, as 

more than 60 percent of the students 
were older students, married or lived 
in apartments off campus. 

A gift shopper is more likely to 
enter a store if a window displays 
gifts that correlate with the price and 
subject matter he or she had in mind, 

said. 
nee a customer is in the store, 

Tapp said, “How well your salesper- 
son can click with customers,” so- 

lidifying ideas for them, wili deter- 
mine if a sale is made. 

Although gift shoppers are look- 
ing for suggestions, these shoppers 
have a more definite price range in 
mind then does the grocery shopper, 

said. 
te said those purchasing gifts for 

others or clothes tor themselves will 
lake time to compare a more expen- 
sive item to one less expensive. 

A shopper tends to consider who 
the gift is intended for and if a less 
expensive brand would be appropri- 
ate to the situation, Tapp said. 

When completing an outfit for 
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themselves, shoppers may opt for the 
more expensive ones, especially if 
the outfits will be used for special 
occasions. 

She said one way a salesperson 
can increase an overall sale is to sug- 
gest additional accessories, such as a 

scarf or belt. 

A career in hair design not only offers 

creative challenge on a daily basis, but has 

the potential for being one of the best paid 

professions, based on how you develop your 

skills. Our styling instructors can teach you 

the art of hair design using the Scientific 

Educational Systems from Redken. For a 
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more satisfying, profitable 

career, call us today 
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College of Hair Design 
CImms Begin January 3 ft April 3 

For Mote Information Call Greg at 474-4244 
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Holidays ale 
A Christmas gift is magic... 
and the magic comes from you 
and the Post & Nickei! 

Special Gift Ideas at Great 
Sale Prices on Men's & Women's 
ciothing, sportswear & footwear! 
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Downtown at 1,44 No. ,^th StVill „ 
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Perfect"5.0 
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Coupon available for faculty 
and full-time students to 

purchase Word Perfect 5.0 for 

#■4 neOQ Suggested Retail 

$ ■ *33 $495 

Get the coupon for Word Perfect at 

ConnectingPoint jja 
620 No. 48th Street 17th & 'P* Pickles Plaza 

466-1962 477-5353 


