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How to unlock the hidden 95 per cent of the customer's mind that traditional
marketing methods have never reached. This title provides practical synthesis of
the cognitive sciences. Drawing heavily on psychology, neuroscience, sociology,
and linguistics, Zaltman combines academic rigor with real-world results to offer
highly accessible insights, based on his years of research and consulting work
with large clients like Coca-Cola and Procter & Gamble. An all-new tool kit:
Zaltman provides research tools - metaphor elicitation, response latency, and
implicit association techniques, to name a few - that will be all-new to marketers
and demonstrates how innovators can use these tools to get clues from the
subconscious when developing new products and finding new solutions, long
before competitors do.
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Editorial Review

From Publishers Weekly
Harvard Business School professor Zaltman notes that despite enormous amounts of time and money
dedicated to customer surveys and marketing, approximately 80% of all new products fail within six months
or fall significantly short of their profit forecast. This shouldn't be surprising, he convincingly argues, since
"a great mismatch exists between the way consumers experience and think about their world and the methods
marketers use to collect this information." He calls for creative questioning that probes the unconscious
values underlying consumers' reactions to products and marketing campaigns. Drawing on an impressive
array of recent multidisciplinary research, Zaltman is especially provocative on the importance of memory,
metaphor and storytelling in customers' decision making and the ways marketers might use these findings.
Marketers worried about the scale and complexity of the surveys Zaltman advocates will breathe a sigh of
relief as he outlines efficient methods to develop a set of shared values in a target market by creatively
interviewing a small sample of customers. In fact, large vision and practical application go hand-in-hand for
Zaltman. He may caution, rather abstractly, that successfully gauging the mind of the market depends on
developing creative surveys and quality thinking about information gathered, but he also reminds readers to
frame campaigns for a product in terms that vividly communicate its function and its emotional appeal for
consumers. Zaltman's smart, practical analysis and many success stories will hold special appeal for those
facing competitive markets, as well as for those rethinking more limited marketing approaches.
Copyright 2002 Reed Business Information, Inc.

Review
"Any marketing professional will treasure this book." -- Denver Business Journal, December 8, 2003

"Anyone involved in market research should read this book: it’s where the practice is headed." --
brandchannel.com, August 6, 2003

"How Customers Think is exciting ... It advances provacative ideas ... for real learning and change." -- Fast
Company Magazine, February 2003

"How Customers Think offers fresh insights into the consumer mind." -- Rajeev Kamineni, Marketing
Update, October, 2003

"It’s a handy and thought-provoking, if not essential, book for modern marketers." -- Harvey Schachter,
Globe and Mail, May 7, 2003

"The book describes some important, recent knowledge about how customers think, feel, remember, and
construct their realities." -- Marketing Management, July 8, 2003

"The book is informative and verbalizes part of my own philosophy, developed after 25 years in the product
development field." -- Bill Clem, Business 2.0 Magazine, May 1, 2003

About the Author
Jerry Zaltman is a Professor of Marketing at Harvard Business School and a fellow at Harvard University's
interdisciplinary Mind, Brain, Behavior Initiative.



Users Review

From reader reviews:

Richard Benson:

In this 21st one hundred year, people become competitive in every way. By being competitive at this point,
people have do something to make all of them survives, being in the middle of the crowded place and notice
by simply surrounding. One thing that oftentimes many people have underestimated this for a while is
reading. Yep, by reading a guide your ability to survive enhance then having chance to remain than other is
high. For you who want to start reading the book, we give you this How Customers Think: Essential Insights
into the Mind of the Market book as basic and daily reading reserve. Why, because this book is greater than
just a book.

Brad Marcum:

The publication untitled How Customers Think: Essential Insights into the Mind of the Market is the book
that recommended to you to read. You can see the quality of the book content that will be shown to anyone.
The language that publisher use to explained their ideas are easily to understand. The article author was did a
lot of study when write the book, so the information that they share for your requirements is absolutely
accurate. You also might get the e-book of How Customers Think: Essential Insights into the Mind of the
Market from the publisher to make you more enjoy free time.

Madeleine Bandy:

Your reading sixth sense will not betray anyone, why because this How Customers Think: Essential Insights
into the Mind of the Market book written by well-known writer we are excited for well how to make book
which can be understand by anyone who have read the book. Written with good manner for you, leaking
every ideas and publishing skill only for eliminate your current hunger then you still hesitation How
Customers Think: Essential Insights into the Mind of the Market as good book but not only by the cover but
also from the content. This is one reserve that can break don't judge book by its deal with, so do you still
needing one more sixth sense to pick this!? Oh come on your examining sixth sense already alerted you so
why you have to listening to yet another sixth sense.

Donald Scott:

As a college student exactly feel bored in order to reading. If their teacher expected them to go to the library
or make summary for some publication, they are complained. Just very little students that has reading's spirit
or real their pastime. They just do what the instructor want, like asked to go to the library. They go to at this
time there but nothing reading seriously. Any students feel that examining is not important, boring as well as
can't see colorful photos on there. Yeah, it is being complicated. Book is very important to suit your needs.
As we know that on this era, many ways to get whatever we really wish for. Likewise word says, many ways
to reach Chinese's country. Therefore , this How Customers Think: Essential Insights into the Mind of the
Market can make you experience more interested to read.
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