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Learmng about them
will make you |




S SALEENDS

Gase F:le #l.
Junho S Pam.c
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Junho wants to
buy sneakers
immediately.

5 e the
- His Fear: 1f 1 don't buy
~ sneakers now, Iwﬂl have to '

buw,r themata
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Dr. M's Diagnosis:

Stop, Junho! You're
buying them just
because you don't

wantto[ |

the sale!
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Prescription Pad

“ : The Cure:
V4 S @ Don't worry about
d! @  missing out. You
o | | will soon see a
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If people can buy a product only for ?_-"*'-. | again.

~__, they often feel
" for it and want to buy it.
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Case File #2s
Yuna's

. That's the hottest dress on

now. Lots of
people are wearing it. I have
to get that dress, too!




——___  Marketing

The Trap: |
rnfematmn ahout a produ-:t can spread quickly
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Case File #3:

a = Tﬂe aszistant 5 T
29 shows her a en, a 40-dollar
Somi’s Dilemma 50-dollar lipstick.

lipstick.

The Symptom:
Somi is looking
for lipstick. 4

0
’ >
Her Reaction: g Dr. M’s Diagnosis: g
Somi thinks the 40-dollar lipstick Hold on, Somi! It only sounds cheap
sounds

because of what the salerperson
showed you | !




The Trap:

Usually, the piece of

becomes an “ " and influences the
shopper's decision. In Somi's case, the
50-dollar lipstick was the anchor.

“The Cure:

Don't just " on the first piece
of information that is given to you.
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The Marketer'’'s Playbook: Case Synthesis

4 % J Strategy Q The Trigger @ The Emotion ﬁ
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- Marketing J -‘:‘ time Feeling “p o
. ) @ for the product.

—
i

_ifi r Marketing Social media ° 5 Wanting it because

it’'s popular.
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The ¢ Effect The #  y'piece of reeling llﬁe -
3 r information found something - 5.
|




Graduate to Smart Shopping

To be a true [ 1, you
must follow three rules:

1. Ignore the ticking clock.

e,

(Defeat - Marketing).

2. Ignore the digital crowd.
(Defeat Marketing).

3. Remember your original

AR

(Defeat the Effect).




