Consumer buying 

Responses:
· Products selected 
· Brand selected 
· How much purchased (quantity)
· When 
· Where (which retailer)

The major influences/ factors that influence on our decision-making: 
· Personal- age, life-cycle stage, economic situation, occupation  
· Psychological- motivation, perception, learning (experience, public sources, marketing strategies), Attitudes, personality
· Social- reference groups, culture, sub-culture, social class
· Situational- mood, occasion, time 

Involvement (importance)
Purchasing is on a continuum from low to high 
High involvement is due to:
· More expensive items 
· Less frequency 
· Greater risk 
· May lack experience, knowledge 
· Social longing to belong 
· Financial 
· Performance 
Low involvement is due to:
· Least expensive items 
· Greater frequency 
· Low Risk 
· Thorough knowledge 


Activity
· Purchased a laptop (social factors)
· Birthday gift (situational factors)
· New phone (social)
· New bag (psychological)
· [bookmark: _GoBack]Textbooks (social factors)
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