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Selling Without Selling and the Buffet That Looks Abundant

My handling, in three steps. The physical gap, first and immediately: the empty tray is removed entirely —

nothing screams scarcity like a dish with leftovers — and the front is rearranged so the buffet closes ranks:

compact and well kept looks complete; full of holes looks sold out.

To anyone who asks, the truth with a solution and real enthusiasm: “We’ve run out — it flew today. But I’ll

bring you [alternative] right now; it’s freshly made and you’re going to like it.” No drawn-out apologies and no

blaming anyone: honesty served with energy keeps the perception intact. And if the alternative can be

brought to the table by hand, even better: the gesture turns the failure into attention.

And for tomorrow, the record: what ran out, at what time, at what occupancy. The buffet that takes notes

learns; the one that doesn’t repeats the gap every day at 9:40 a.m. What’s missing today is tomorrow’s order

— it should ring a bell from lesson 12, and it’s the same discipline in a different uniform.


