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e Virginia Small Business Development Centers (SBDC)
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Virginia Small Business Development Center Network

www.virginiasbdc.org

1( NG Bt e Ry

( - ! + hostorganizaions throughout Veginia.

(& ( 4 Em e e
# ( #H#( (+

% ( #(

((% (
! ] L ((
O (O (-
1 ((

&
| - #
- (C (
#_ # & (
# _#




—

001/020 % #

C2( (&
" 34 (&(
' 5& 600

" 2612/0/27(# # # 7(
(

S

2 001
r- o

(- ( (((

z 5
© 8. ((
- &#(
#((
%w( (
%

(q ( © #
(#-#.00(C #

and tasty treasures are discovered, every day. Thanks
for stopping by.
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Will eliminate purchases ir!
this category H

Will deeply curtail expend
ables

Rarely regards any pur-
chases as unjustifiable
but may reduce the most |
conspicuous consumption |
in this category '

'

'
Is reluctant to regara any !
customary purchase as |
unjustifiable; may not vmm:
0 expand consumption o | =

new types of purchases | §

Behavior Change

Risk of Sales Downturn
oW High
[ Expendables 1
or Wil deeply elimi- Willputoff all durable
Slam-on-the. | UCtandbrand subsiuions nate treatsor seek lower  purchases unless forced 10
Such as private labels: cost substiutes make emergency replace-
Brakes ments; will delay repairs
such as dental deanings
Willseek out favorite Will cut back somewhaton  Willdelay major purchases,
Pained-but. | Diands atlower prices but froquency and quanity and  rpai rathor than repiace,
Settle for cheaper, less: emphasize value Seek value and low owner-
Patient | preferred altematives; will ship costs rather than extra
stock up on good deals features, and negotiate at
point of sales:
Will continue to buy favor- Wil be more selective in Will seek better qualty for
ite brands at prerecession | purchasing luxuries the price; vl negotiate
C°’"ngg: [ harder at point of sale
Willcontinue to buy favor- Wil continue fobuy favor-  May buy ifthere s a great
tisgorTodsy B i ito brands deal
levels levels pone
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