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Describe the major types of buying situations
A buying situation is where one has different views surrounding a purchase well described by information and experience of products to be purchased. The buyer has information about the items and the vendors, together with the effort it takes to make the decision of purchasing (Tanner & Raymond, 2015). Buying situations are influenced by the consumer's behaviors which study individuals, organizations and groups. Consumers are also influenced by the ways they choose, buy and use goods, experiences, ideas or services so as their needs can be met and their utilities satisfied. The consumer behavior integrates issues such as sociology, psychology, economics and social anthropology and thus makes one understand the decision of the buyer in buying the products. Literature will cover three main buying situations namely new task, modified rebuy and straight rebuy buying situations.
 The new task is a type of buying situation where the one who is purchasing the product or service is a first timer since they have never bought the product or service again in their lifetime. This is an extensive problem solving the situation where one buys the product to solve an issue in hand. Again, the buyer of the product has no experience whether in the present or the past since it is their first time to use the product or service. According to Gupta & Sinha (2015), the buyer is totally new to the product or service which requires efforts to decide which product to purchase. This may take them some time in making the decision since it might pose a huge risk or the cost may be higher and it may take longer time to get to know the new product or service. In new task buying situation, there exist other services and hence the buyer has
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to consider all factors which include the price, quality, capacity, and most importantly the brand. This makes them spend most of the time than in other buying situations and  mostly affects customer involvement and therefore businesses have to set all right so that they can find new buyers.
The second buying situation is the modified rebuy. This is a buying situation where customers want to change product prices, terms, specifications or those supplying. It is also known as Limited Problem Solving Solution whereby suppliers change the product and helps a buyer have new experience and preference for a product or service. This gives the buyer a new chance to try something new. A customer criterion decision may change if a new brand or product is introduced. According to Tanner & Raymond (2015), modified rebuy may sometimes lead to a trial purchase. This helps reduce elements of newness in the decision of purchase buying. The buyer usually has purchased a product which is similar but has decided to change some of the specifications, for example, the quality level, options or service level. The current vendor is in a more advantageous position in acquiring the sale of the products which are modified in the modified rebuy situation as long as what is being modified is not resulting from the disappointment of the buyer from what they had bought previously.
The final major buying situation is the straight rebuy buying situation (Aarikka-Stenroos & Sakari Makkonen, 2014). This is a buying situation where the buyer buys additional units of what that has been purchased before. They reorder the products or services without any 
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modifications on them. Consequently, straight rebuy commonly known as extensive problem solving situation is often characterized by three criterions for differentiation. The buyers are aware of their choices. They are also aware of what they are looking for according to their choices. What they exactly need is based on the experience which may be either personal, from friends, relatives or customers who have purchased the products or services and have good feedback about that product or service. According to Tanner & Raymond (2015), mostly the customers use less time or even no time in choosing substitutes and the alternative of the product or service. The loyalty of product or service is very high here to buyers. Furthermore, in straight rebuying, the buyer faces a low risk or no risk at all in purchasing the products or the services of the brand. It saves time and effort of the buyer when doing their shopping.
In conclusion, it is evident that there exist three major types of buying situations as mentioned above. Buying situations differ from each other and this makes customers and buyers face different problems in different situations. In every situation, there could be factors which are different and which affect the buyer or customer involvement. In addition, the behavior of the buyers may vary depending on each of the different buying situation. Different researches are being carried out by firms to come up with ways to improve the customer involvement when choosing products to purchase. As it is shown from different buying situations there are huge differentiations between them and they appear different in every situation and a buyer has to choose what they feel is the best according to their needs. 
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