Assessment 1 
Consumer Decision-Making Mode
Write a three-page paper using the five-step consumer decision-making model, describing a complex purchasing decision you have made in the past. Explain each step of the decision-making process in a separate paragraph, and analyze how human motivation theories, such as Maslow’s hierarchy of needs, influenced your decision.
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Introduction
Consumer behavior is one of the most intriguing topics in marketing, offering insights into why consumers buy certain products but not others and what drives specific items to become must-haves. To understand these behaviors, it's essential to grasp the role of consumer behavior within the discipline of marketing and various approaches to decision-making. While pinpointing exact reasons behind every consumer action can be challenging, recognizing overarching themes like convenience provides valuable insights.
The complexity in consumer behavior creates numerous categories of customers and a wide range of product choices. Understanding how consumer behavior has evolved and anticipating future trends is crucial for marketers aiming to meet customer needs and enhance profitability. One such approach involves examining the standardized process consumers often follow during complex purchasing decisions, as detailed in theories related to models for consumer decision-making.
For this assessment, you will review and describe the five-step consumer decision-making model. Using this framework, you will also detail a complex personal purchasing experience, breaking down each step into separate paragraphs. Additionally, reflect on how human motivation theories, such as Maslow’s hierarchy of needs, influenced your decision process.
By successfully completing this assessment, you will demonstrate proficiency in analyzing consumer behavior within complex purchasing decisions, applying a consumer decision-making model, describing the influence of the decision process on behavior, and evaluating how human motivation impacts consumer decision-making.
Preparation
To prepare for this assessment, please review the following about the consumer decision-making process.
Consumer Decision-Making Process
Although there can be great variation in the types of goods and services consumers purchase, most consumers employ some version of a fairly standardized process for certain types of complex purchasing decisions. Understanding the theories related to models for consumer decision-making is a first step for marketers who want to make sense of consumers' actions.
Many variables affect the type of decision processes a consumer will use, but patterns in decision-making do emerge. For example, when a consumer is buying their first car or first home, the consumer is likely to fully engage in each of the steps in the consumer decision-making process. In contrast, when a consumer becomes loyal to a particular brand of cars and is about to buy their eleventh vehicle, they may truncate the decision-making process.
Overview
Consumer behavior is one of the most interesting topics in the discipline of marketing. Attempting to understand why consumers buy certain products, but not others, or why a particular product becomes a must-have item requires some detective work. To engage in these types of activities, it is necessary to understand the role of consumer behavior within the discipline of marketing, as well as the different approaches to consumer decision-making. Although understanding precisely why consumers behave the way they do is not always possible, it is generally possible to understand themes or the overarching rationale for certain types of behavior. For example, convenience is a theme that pervades an enormous number of goods and services.
The wide range of consumer preferences creates many different categories of customers and a large number of choices of products. Because of the variability within consumer behavior, it is important to know how consumer behavior has evolved and what trends may appear in the future. By understanding how consumer decision-making impacts the products that are available now and in the future, marketers may help direct their companies to decisions that meet customer needs and bring greater profitability.
Instructions
As consumers, we all undergo a decision-making process when considering which products to purchase and use. Some consumer decisions are more complex than others, and the more complex a decision, the more likely it is the consumer will utilize the steps in the process.
· Review the consumer decision-making model in the course textbook or research online resources about the “five-step consumer decision-making process,” then describe the steps in the model.
· Use the consumer decision-making model in a step-by-step fashion to describe how you experienced a complex purchasing decision in your personal life.
· For clarity, describe each step in a separate paragraph.
· Include additional comments at the end of the submission describing how a clearly defined theory of human motivation, such as Maslow’s hierarchy of needs, impacted the process of your consumer decision-making.
Use proper APA style and formatting. The content of your assessment should determine its length. Visit Evidence and APA for help with APA.
Additional Requirements
Your paper should also meet the following requirements:
· Written communication: Written communication is free from errors that detract from the overall message.
· Page length: Minimum of three pages.
· APA format: Use appropriate APA format for a clear, concise presentation of information. Communicate information and ideas accurately, utilizing peer-reviewed sources, including proper APA reference citations.
· Number of resources: Use at least three APA-formatted in-text citations and accompanying congruent APA-formatted references.
Competencies Measured
By successfully completing this assessment, you will demonstrate your proficiency in the following course competencies and scoring guide criteria:
· Competency 2: Explain human motivation and the relationship to the consumer decision making process.
· Analyze consumer behavior within a complex purchasing decision.
· Apply a consumer decision-making model to the purchasing decision.
· Analyze how human motivation impacts consumer decision-making.
· Competency 5: Communicate effectively using professional standards embracing diversity, equity, and inclusion.
· Describe how the decision process influenced consumer behavior.
· Scoring Guide
· Use the scoring guide to understand how your assessment will be evaluated.
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· Criterion 1
· Analyze consumer behavior within a complex purchasing decision.
· Distinguished
· Analyzes consumer behavior within a complex purchasing decision, and distinguishes the phases of the consumer's decision-making process.
· Proficient
· Analyzes consumer behavior within a complex purchasing decision.
· Basic
· Identifies but does not analyze consumer behavior within a complex purchasing decision.
· Non Performance
· Does not identify consumer behavior within a complex purchasing decision.
· Criterion 2
· Apply a consumer decision-making model to the purchasing decision.
· Distinguished
· Applies a consumer decision-making model to the purchasing decision, and contrasts the decision with other consumers' decisions.
· Proficient
· Applies a consumer decision-making model to the purchasing decision.
· Basic
· Discusses a consumer decision-making model relevant to purchasing decisions.
· Non Performance
· Does not apply a consumer decision-making model to the purchasing decision.
· Criterion 3
· Describe how the decision process influenced consumer behavior.
· Distinguished
· Describes how the decision process influenced consumer behavior, and uses the information to make predictions on future purchasing behavior.
· Proficient
· Describes how the decision process influenced consumer behavior.
· Basic
· Identifies but does not describe how the decision process influenced consumer behavior.
· Non Performance
· Does not identify how the decision process influenced consumer behavior.
· Criterion 4
· Analyze how human motivation impacts consumer decision-making.
· Distinguished
· Analyzes how human motivation impacts consumer decision-making, and predicts other consumer behaviors based on motivations.
· Proficient
· Analyzes how human motivation impacts consumer decision-making.
· Basic
· Identifies but does not analyze how human motivation impacts consumer decision-making.
· Non Performance
· Does not analyze how human motivation impacts consumer decision making.


Resources 
Use the resources linked below to help complete this assessment.
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Consumer Behavior
Two-thirds of the U.S. economy is spending by consumers, which means there is great interest in the products consumers choose to buy. The term products refers to both goods and services that people use. Consumers obtain, consume, and dispose of products every day. Obtaining, consuming, and disposing of products is the foundation of consumer behavior. For more information read the following from your textbook.
· Babin, B. J., & Harris, E. (2022). CB9: Consumer behavior (9th ed.). Cengage. Available in the courseroom via the VitalSource Bookshelf link. Watch this VitalSource video for further information.
· Chapter 1, "What is Consumer Behavior and Why Should I Care?" pages 1–23.
· In this chapter, you will learn about consumer behavior and consumer research. You will see how consumer and organizational influences affect the obtaining, consumption, and disposal of products.
The Customer-Centric World
In today's customer-centric world, consumers primarily drive the economy and the market. Customer-centric essentially means that companies focus on understanding the customers, or consumers, and providing what they want. These readings will examine customer-centric ideas and customer-centric organizations, such as Amazon.com.
· Babin, B. J., & Harris, E. (2022). CB9: Consumer behavior (9th ed.). Cengage.
· Chapter 2, "Value and the Consumer Behavior Framework," pages 24–49.
· Chapter 16, “Consumer and Marketing Misbehavior,” pages 338–365.
Foundations of Consumer Behavior
The resources in this section of your reading list includes a video that traces the history of money, from physical barter to bitcoin, demonstrating how it's been built on the back of technology and invention for millennia.
· Assessment 1: Foundations of Consumer Behavior.
Customer Behavior
Complete the following Capella media:
· The Evolution of Marketing.
· Marketing today is quite different from what it was in the past. Now, the primary focus is on the consumer and their needs. Companies are constantly trying to figure out the best way to persuade consumers to buy their products instead of another company's product. View the presentation to learn more about these changes.
· Customers, Friends, and Fans.
· This presentation will give you a better understanding of these categories.
· Customer Behavior Terminology.
· In this course, you will be introduced to new terms and definitions related to consumer behavior. These flashcards will help you review the terms and learn their definitions.
Consumer Decision-Making
Consumer Decision Process
The consumer decision process can be described in a model. Some experts believe that consumers move through this process by first recognizing a need then searching for information about how to satisfy the need. Eventually, the consumer will move through the multiple stages to divestment (which refers to the disposing of a product). The textbook chapter will introduce you to the consumer perception process as part of the overall consumer decision process.
· Babin, B. J., & Harris, E. (2022). CB9: Consumer behavior (9th ed.). Cengage.
· Chapter 12, “Decision Making I: Need Recognition and Search,” pages 260–277.
How Emotions Drive Consumer Spending
Consumers don’t just buy products—they invest in what brings them joy, comfort, and a sense of connection. Whether it’s pets, hobbies, travel, or luxury goods, our spending habits reflect our deepest passions and priorities.
· Assessment 1: How Emotions Drive Consumer Spending.
The Economics of Everyday Things
One surprisingly interesting way to explore consumer behavior is through everyday things. This section of the reading list features podcasts exploring consumer behavior, from the practical needs driving storage unit rentals to the passionate pursuit of better burgers.
· Assessment 1: The Economics of Everyday Things.
Capella Library Guide
You are encouraged to refer to the resources in the Undergraduate Business Research Guide to help direct your research.
Mental Measurements Yearbook
This database is best used for exploration around tests and survey instruments. If you are researching tests for a course assessment or your dissertation, this is an excellent research tool.
· Database Guide: Mental Measurements Yearbook.
ACTIVITY is an example of Topics for 
Consumer Decision-Making Model
Introduction
When developing an effective marketing strategy, it is important to have a good understanding of the role of consumer behavior. Knowing how and why buyers make difficult purchasing decisions is a critical step. This activity will help you understand the impact of the decision-making process on consumer behavior.
Scenario 1
Shelly is relocating to San Francisco to start a new job. Since she is a management graduate, she understands the consumer decision-making model to make decisions and follows it frequently. She understands that the first thing she needs is to rent an apartment in the city.
Question 1 of 5
Which of the following steps of the consumer decision-making model has Shelly taken by understanding that she has to rent an apartment?
a. Problem recognition.
b. Information search.
c. Evaluation of alternatives.
d. Purchase decision.
This question has not yet been answered.
Scenario 2
Jennifer is looking for a good MBA program that also has the option for online learning. She collects information and organizes it in a spreadsheet. On the spreadsheet, she compares the graduation rates, price, and several other criteria for the top seven programs of her choice.
Question 2 of 5
Which of the following decision-making models is being used by Jennifer to finalize the MBA program?
a. The Rational Model.
b. The OODA Loop.
c. Heuristic Decision-Making Model.
d. The Flow Model.
This question has not yet been answered.
Scenario 3
Andy is standing in the check-out line, and the shelf of chocolate bars catches his eye. He is pretty hungry, and it occurs to him that something with nuts would be more filling than solid chocolate bars. So he grabs a chocolate bar that also has nuts.
Question 3 of 5
Which of the following decision-making models is being used by Andy?
a. Heuristic Decision-Making Model.
b. The Rational Model.
c. The OODA Loop.
d. The Flow Model.
This question has not yet been answered.
Scenario 4
Rhonda’s infant son often wakes up at night because his diaper gets too wet. While Rhonda is shopping for a better-quality diaper, she observes that different diaper brands highlight key features of their diapers like comfort, absorption capacity, and softness. She is comparing different brands of diapers to figure out the most absorbent one.
Question 4 of 5
Which of the following kinds of segmentation for marketing does Rhonda’s scenario demonstrate? (Select all that apply.)
a. Family Life Cycle.
b. Benefits Segmentation.
c. Geographic Segmentation.
d. Usage Rate Segmentation.
e. Demographic Segmentation.
This question has not yet been answered.
Scenario 5
Dan runs a small snow and ice removal company in northern Wisconsin. He removes snow and ice at residential and commercial properties almost every day during the winter months. He is in the market to shop for a new snowblower. He needs a snowblower that will hold up every day through a long winter.
Question 5 of 5
Which of the following approaches to segmentation apply to Dan’s purchasing decision? (Select all that apply.)
a. Geographic Segmentation.
b. Usage Rate Segmentation.
c. Family Life Cycle.
d. Benefits Segmentation.
e. Demographic Segmentation.
This question has not yet been answered.
Overview of the CLASS Assignment 
Hello everyone, today
I want to share some key tips with you
to help you excel on assessment one, your
consumer behavior analysis. Let me first give you
a quick overview of what you'll be doing.
You'll be writing a paper where you apply a
decision-making model of your choosing to
a complex purchasing decision from your own
experience. This could be anything like
buying a car, a house, choosing a college, or
any significant purchase that involved multiple
steps and considerations. My expectations are
simple. I want to see you connect theory
to practice. Take a real experience from
your life and use it as a lens to demonstrate
your understanding of consumer decision
making models. Show me you can think like a
marketer by analyzing your own behavior. Now,
I'll walk you through the scoring guide to
show you exactly what it takes to achieve
distinguished performance on each criterion.
Let's dive in. okay so starting with criterion
number one to reach distinguished level
you need to analyze consumer behavior within
your complex purchasing decision and distinguish
the phases of the purchase the decision
making process and here's what that means
don't just describe what happened you
need to analyze why it happened clearly identify
and separate each phase of your decision making
process use specific examples from your
experience to illustrate each phase connect
your behavior to consumer behavior theories
that we've discussed in this course structure
your paper with clear headings for each
phase of your chosen model this makes it
much easier for grading and it also makes it
easy for me to see that you have distinguished
between the phases all right So for
criterion number two, distinguished performance
means you apply a consumer decision
-making model to your purchasing decision and
contrast your decision with other consumers'
decisions. To achieve this level, you need
to choose a specific decision-making model
and define it clearly. You need to walk
through each step of the model using your personal
experience. And then, and this is key for
distinguish, compare your approach to how
other consumers might have handled the same
decision differently. Consider factors
like demographics, experience level, or
personal values that might lead to
different approaches. So for an example,
if you bought a car, you might say, unlike
a first time car buyer who would
extensively research every option, my
previous experience with honda led me to
skip the extensive information search
phase okay all right so moving on to
criterion number three distinguished work
describes how the decision process influence
your behavior and uses this information to
make predictions about future purchasing
behavior to reach this level you You need to
explain how each step in your decision process
shaped your final choice. You need to
identify patterns in your decision making, make
thoughtful predictions about how you'll approach
similar decisions in the future, and
connect your insights to broader consumer
behavior principles. For example, this
experience taught me that I rely heavily on
peer recommendations for high involvement
purchases. In future technology
purchases, I predict I'll continue to prioritize
social proof over expert reviews,
which aligns with social influence theory
and consumer behavior. See, I'm giving
you guys some great examples. And
unfortunately, you cannot use these examples
in your submissions. So remember, distinguished
work goes beyond just completing the
assignment. It demonstrates deep thinking,
connections to course concepts, and insights
that extend beyond specific examples. Use concrete
details, cite your chosen model properly,
and always ask yourself, how does this
connect to the bigger picture of consumer
behavior? If you have any questions, please feel
free to reach out to me via email for the
quickest response, or we can always schedule
an online appointment. just let me
know because I'm always here for
you guys' success
