
Mindset Validation
Buyer - You are a young chef and business founder in this scenario
Tomorrow, you have a very large, exclusive group of 100 people dining in your city centre restaurant. 
But you have a problem. You don’t have enough food in stock and you are busy getting the restaurant organised as two key staff are ill. You are typically very likable and easy to get on with, but today you are a quite stressed.
You don’t have much time and all your normal suppliers can’t help you at such short notice. You’ve called a new local market trader and they have told you they can drop by and hopefully help you. You are happy to meet as long as they are friendly, polite and learn about the problem before trying to solve it. 
Over the years you have learnt that whenever a salesperson dives straight into business talk, you quietly take offence and often lie about what you need because you don’t like salespeople who prioritise business over the relationship. You also deliberately buy less from these people as you don’t trust their motives. Sometimes you don’t buy anything.
Whilst you are always pleasant, you also make it a rule never to volunteer information to salespeople. You only provide information when asked a question. Courteous salespeople who ask questions always seem to sell more.
What you want to buy
You would like 50 kilos of carrots, but it’s not essential if the salesperson doesn’t have carrots. You are happy to pay £1 a kilo for carrots, but no more.
You need 50 cauliflowers in order to make one of the dishes on the menu. But you know you could switch this to another dish if the salesperson offers parsnips. You will pay £2 for each cauliflower and £1 for each parsnip.
It is essential you buy 100 leeks and you will pay up to £3 per leek.
Your total budget is £400 but know you could spend a little more. That said, any saving is always a great bonus in the food business!
Time is more important to you than money today.
Learn this brief and plan to meet the seller.

Mindset Validation
Seller - You are a new food market trader in this scenario
As a food market trader in a city, you’ve taken a call from a restaurant chef who urgently needs some vegetables, and you’ve agreed to drop by as the place is very close.
You feel this could be your lucky break as you really want to supply local restaurants. This could be a great new customer and an opportunity to sell and make a good profit.
You have never met this person before. 
Plan to meet the buyer.


Mindset Validation
Observer - You are an observer in this scenario
A buyer and a seller are about to meet to discuss the potential purchase and sale of food ahead of a large event at a restaurant.
You will observe the meeting and take notes.
Focus most of your attention on the seller’s behaviour and answer the following questions:

1. To what extent does the seller ask questions of the buyer?

2. Does the seller listen to the answers?

3. Does the seller ask further clarification questions that show they have listened to the answers?

4. Does the seller take notes?

5. Is there any evidence that shows the buyer warms to the seller?

6. To what extent does the seller recognise the deeper needs of the buyer?

7. Was there any tension in the meeting as a result of the conversation?

8. Who did the most talking in the meeting and what is ratio of talk (between buyer & seller)

9. What was the result of the meeting (what was sold and how much was spent?


Record all your answers and share them after the role play is complete.
