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The holiday season often brings a heightened temptation to spend, fueled by sales, gift-giving pressures, and 
the urge to create special memories. It's crucial to understand the psychological tactics retailers use and 
establish a holiday budgeting plan to stay �nancially on track.

Price anchoring occurs when retailers display a higher original price alongside a 
discounted price, making the discount appear more substantial and in�uencing 
customers to perceive it as a more attractive deal.

Loss aversion occurs when retailers highlight potential losses, such as 
emphasizing the limited time left on a sale or showing what customers might 
miss out on, tapping into the fear of losing an opportunity and prompting quicker 
purchasing decisions.

Sentimentality is used by retailers to evoke emotional connections, making 
products feel tied to cherished memories or traditions, which encourages 
customers to make purchases they might not have otherwise.

Holiday bundles are used by retailers to package products together, often with a 
discount, creating the perception of added value and encouraging customers to 
buy more than they originally planned by presenting it as a special seasonal offer.

To navigate holiday shopping effectively, be aware of the tactics retailers use to in�uence purchasing 
decisions. Plan your gifts in advance, create a shopping list, and prioritize purposeful items over impulse 
buys. This approach helps ensure thoughtful, budget-conscious decisions throughout the season.


