Confessions of an Infomercial Junkie

By:  Gary Kurz

Hello, my name is Gary.  No, I am not an alcoholic.  But I am a junkie; an infomercial junkie.  I admit it.  I have a problem.  Marketers have found a way around my natural male tendency to hate shopping by bringing the stores right into my living room.  In my weakened, American male, zoned out in front of the television state, I have been easy prey for them. 
I think the word "junkie" has never been used more appropriately then when assigned to those who routinely fall for infomercials, as my closets are full of useless and unneeded junk that I purchased in my weakened state.  I feel shame every time I open a closet door.   The words of Gomer Pyle echo in my brain, “Shame, shame, shame.”  But as shamed as I am, I know that I will need another fix soon and will find myself channel surfing, hunting down the next incredible device or gizmo.

Though there is no room in my closet right now; there soon will be.  It is time for another yard sale, an increasingly regular event these days, where some other fool can get an even better deal on this junk than I did.  But until that time it all remains a testimony to my addiction.  More evidence of my dependency exists in the homes of friends and family, which are littered with hand-me-down exercise machines that I excitedly bought but had no use for.  
Quick thinking allowed me to pass on my good fortune to them before they realized I was actually giving them something else to clutter their homes.  I would never have perpetrated these dastardly deeds on family if the machines could have been sold at one of my many yard sales.  Unfortunately, supply and demand are in a great imbalance for these items as countless other junkies are unsuccessfully offering their machines in their own yard sales just down the block.
I know you are laughing at me and I deserve it.  However, I will bet that yours is a nervous laughter because you know that you are probably as guilty as I.  You are likely an infomercial junkie yourself. You hate to admit it, but you are as weak as I am.  Your closets are probably mirror images of my own.  You may try to deny it, but your next credit card bill and your next yard sale will be all the proof we need.
Am I saying that all infomercials offer useless and inferior products?  I am not.  There are some great products out there, but there are some real losers too.  I am especially wary when they offer a second product for the price of one.  To me that means that the product is not selling and in order to move it faster they are offering two for one deals.

On the other hand some of the products are so ridiculous that you wonder how you ever fell for them.  I don't know how many times I zapped myself with a shocking device that was supposed to help me lose weight before the federal government came out and told the public that it was a sham.  In my mind I salvaged my dignity by telling my wife "I knew it all along", but she is does not suffer from my addiction, so she wasn’t buying it.
But again, there are credible products available.  There are great diet plans and get rich quick ideas offered.  I have not had a lot of success at the former, but the latter has proven quite beneficial to me.  I have spent a lot of money on real estate infomercials and made my investment back many, many times over.  
I have had the pleasure of meeting some of the real estate gurus who grace our living rooms on these television spots.  I attended a party in Houston years ago thrown by Ron LeGrand and also had lunch with him.  He trained me and I made a lot of money in real estate because of him.  His product met all of my expectations.
My point is that infomercials are not the culprit.  Rather, it is our impulsiveness.  I have learned to deal with my impulsiveness.  I now google everything and read about it before I make any decisions.  And I also wait three days before I decide to purchase an item.  Often that is long enough for the whim to wane; and if I truly need the product, that need remains.
Whether a product, service or idea works for me (or you) depends on a lot of factors.  So after three days I ask myself:
· Do you really need this product or are you buying on a whim?

· Is it right for you?  If you weigh 450 pounds can you really see yourself mounting a tiny little exercise apparatus whose weight limit is 250 pounds?

· If you are allergic to peanuts, is that nut and berry diet a good idea?

· Did you do your homework online?  (Simply type in the name of the product and add the word “scam.”  If there are any negative comments or legal issues with that product, the search will show them to you.  Then simply “Heed what you read!”)
· Check your closet; is there room for it there?  Okay that was meant tongue in cheek.
The point is, don't allow yourself to be impulsive.  Infomercial products are generally good things if you need them.  Therein is the key…if you need them.  Impulsiveness is the life-blood of infomercials.  Why do you think there are so many full-length television programs on high-cost products with motivational orators hosting them?  Motivational speakers can hype you up emotionally.  And emotions lead to impulsiveness.  They know that hype will move people to be impulsive.  
Discipline yourself.  Before you start watching an infomercial that may interest you, ask yourself "Do I need this product or service?"  If the answer is "No", then turn the channel before the hook is set.  
My experience as an infomercial junkie has led me to finally develop a fool-proof process to determine if I need a product or not.   It works every time, all the time.  If, after going through the above checklist I still want to buy a product, I simply ask my wife if it is a good idea.  She is never impulsive, very frugal, and quite unsympathetic to my addiction.  
Employing this strategy has kept my closets empty, eliminated my need for yard sales and stopped my friends and family from avoiding me.  So in keeping with the sales pitch of infomercial “You really need to try this.”
