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Guess the Topic!!!

Buyer Behaviour
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Recap
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Discussion about….

Why to study the buyer behaviour

Consumer vs Organization behaviour

Model of buyer behaviour

Types of buying behaviour

Participants in buying behaviour

Business process

E-Procurement
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Reason to study Buyer Behaviour
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Definition

✘ Consumer Buying Behavior
✗ Buying behavior of individuals and households 

that buy products for personal consumption.
✘ Consumer Market

✗ All individuals/households who buy products 
for personal consumption.
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Consumer versus  Organizational Buyers

✘ Consumer buyer behavior refers to the buying
behavior of individuals and households who buy
goods and services for personal consumption

✘ Business (organizational) buyer behavior refers
to the organizations that buy goods and services
for use in the production of other products and
services that are sold, rented, or supplied to
others
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Difference between consumer and 

organizational behaviour
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Model of buyer behaviour
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Model of Consumer Behaviour

✘ Stimulus Response Model
✗ Marketing and other stimuli enter the buyer’s

“black box” and produce certain choice /
purchase responses.

✗ Marketers must figure out
what is inside of the buyer’s
“black box” and how stimuli
are changed to responses.
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Types of buying behaviour
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Major types of buying situations
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Participants in business buying 

process
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Major influences on business 

buyer behaviour
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business buyer behaviour: 

Business process
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business buyer behaviour: e-

procurement
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Knowledge Check
✘ “----------- is the action and decisions process or 

people who purchase goods and services for personal 
consumption.”

✘ a. Consumer behavior 

✘ b. Consumer interest 

✘ c. Consumer attitude 

✘ d. Consumer interpretation

Consumer Behaviour
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Summary

Why to study the buyer behaviour

Consumer vs Organization behaviour

Model of buyer behaviour

Types of buying behaviour

Participants in buying behaviour

Business process

E-Procurement
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