Name

Period

Economic Psychology – Experiment One
You have just received the highest grade in the history of my Economics class, and as I still haven’t found out how you cheated, you decide to purchase a reward.  You decide to buy yourself a new Blu-ray player and a movie (PG-13 or below…of course).

You go to the Sherman Oaks Best Buy right after school to pick out your reward, and you choose a Blue-ray player that costs $125 and a “featured item” movie that is on sale for $15.

The cashier happens to be friendly and lets you know that the same DVD player is $10 cheaper at the West Hollywood Best Buy, which is farther from the school than the Sherman Oaks store.  As the guards drag the cashier away kicking and screaming for the crime of sending you to another store, you ponder what to do.

Would you make the trek to West Hollywood or buy the Blue-ray player and movie in Sherman Oaks?

Indicate Your Choice:

______________ Make the drive and save

______________ Forego the savings and purchase in Sherman Oaks
Experiment Debriefing

Directions: Answer all the questions thoroughly, completely, and independently!

1.  Which option did you choose?  Why?  What would have made a difference in your choice?
2.  Which option do you expect most people to choose?  Why?

3.  WAIT TO ANSWER THIS UNTIL MRS. T ASKS THE CLASS.  Do the results surprise you?  Why or why not? 

4.  Why do you think the results followed the pattern that they did?

5. What implications do these results have for the way retailers determine sale prices and advertising?

6.  Do you think it is more effective for stores to offer sales in the form of percentage or dollar savings?  Explain your choice!

ONGOING TASK:  As you shop, notice the savings offers that stores are using to entice consumers.  EXTRA CREDIT:  Over the next month, bring to class three hard-copy examples of how retailers are enticing people into their stores (a process called raising opportunity benefits.

