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Master the Marketing 3-R’s 
3 R’s: refers to the foundations of the basic skills in education 

 

 

 

 

 

 

 

 

 

Too often, businesses don’t take advantage of what looks like a small job and build it 

into a big job. They’re afraid if they push too hard on an “upsell”, they will turn off the 

prospect or lose the sale completely. Because that is a conideration, it is imperative that 

some effort be made to learn something about your prospect so that you can avoid 

pushing someone who may have made up his mind. We will learn later about the path to 

purchase all of us go through. If you know where the prospect is on this journey from 

prospect to patron, you can more effectively upsell. 

 

However, rather than being a turn-off, it may be surprising to learn how often up-selling 

can relieve the prospect from the torment of the purchase decision. No one wants to waste 

money, or make a needless purchase or make the wrong one and have to do it again later. 

 

To understand the “money/mind grid” is to better understand the psychology of your 

prospects and how to use your products/services to go from perceived pain to relative 

pleasure. Consumers probably want you to sell-up to better products. It’s as simple as 

moving from a state of resentment to a state of reward. 
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Let’s imagine that, in a bathroom, the handle on the hot water side of a sink faucet 

breaks.  A consumer is faced with three choices: 

 

 CHOICE    FEATURE    BENEFIT  ATTITUDE 

        Repair     Function      Identical    Resentful 

 

        Replace     Form       Improved               Resigned 

 

        Remodel     Fashion    Innovative      Rewarded 

Repair, Replace, or Remodel.  If you sell repair to the consumer, his function (operating 

hot water) is returned, but he still has an old faucet and he resents spending the money - 

driving down the price he would want to pay and pretty much doesn’t supply customer 

satisfaction. 

 

Replacing isn’t much better.  The form (size, shape, etc.) is the most important aspect and 

the customer has improved his situation to the degree where he has a new faucet that 

probably won’t give him further trouble.  He’s resigned to spending the money, limiting 

your sales price and profit. Bottom line, the customer had to spend money to get back 

where he thought he was before the problem occurred. Thus, his resignation. 

 

Remodeling, where the opportunity exists to give the customer a new sink, and even a 

new bathroom, features fashion, design, looks, etc.  The benefit is the opportunity to be 

innovative in his home, and be rewarded for the expenditure - and the supplier can make 

the most money and profit, and have a happy customer for future work. 

 

As you can see by the grid, the more you as a professional respond to your customers 

desires, the more you are in control of the sale.  It also illusstrates that given the 

opportunity the consumer wants to be rewarded by spending more money. 




