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Purchase Decision Chain Dynamics

The Purchase
Decision Chain

1) Awareness

2) Purchase Motivation

3) Product Acceptance

4) Brand Preference

5) Purchase Transactions

6) Customer Satisfaction

Conscious Mind

/ Knowledge of company,
product names and very
\ few basic facts

Functional needs recognised.
Rational case for purchase

\ beginning to take place

/Product meets functional needs\
Rational case for purchase grows,
but it is slower than the emotional

\ decision

/ Product is better fro me than \
alternatives.
Rational case for purchase is

\ made

A

4

Purchase conditions and
activities are acceptable
or are worth the effort

4

Product, service, company,
employees live up to functional

expectations

N )

A

Unconscious Mind

General impressions and
feelings about company and
products - do | like them?'

Emotional needs create
sense of | want', 'l need'
and 'l should

Feels right, expectation of
emotional gratification. Attraction
outweighs avoidance. The
'real'decision is made

| like this one better than the
alternatives and | feel good
about the way things are
being done

Transaction is comfortable,
not annoying. If it is annoying
it's worth it.

Emotional gratifications live
up to or exceed expectations

Details

Advertising and Marketing
Communications

Sales

Customer Services





 




 

