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In the modern world, every marketer’s goal is to get inside the clients’ head and understand what they want. Specifically, marketers need to determine the way the customers make decisions as well as the way they can get them to decide to purchase their products. Notably, the consumer decision making decision process consists of five steps, namely problem recognition, search process, comparison, product selection, as well as evaluation of choice. With that in mind, last week I bought a laptop for my younger brother as a birthday gift. In this process, I followed the available consumer decision process to land on the machine I purchased. 

In my purchase process, I observed the consumer decision process steps to help me make a substantial decision concerning the prevalent products in the market. To begin with, I started with problem recognition. Because my younger brother needed a laptop and it was his birthday, I decided to buy him one. Therefore, my brother's need was the problem that wanted to be solved with immediate effect. Secondly, I engaged in a search process to determine the type and brand of laptop that can satisfy my brother's needs. In this case, I used search engines to find out what I was looking for. On the same note, I contacted my friends and family members to provide an effective recommendation for the excellent laptops. I preferred recommendations from my friends and family members because they give appropriate information about the types of laptops available in the market and their specifications (Lunenburg, 2010). Furthermore, I had a trust factor for them because they are close to me. Lastly, in the search process, I used my experience to solve the recognized problem. 
After the search process, I came up with various alternatives that I was to evaluate. I determined what will satisfy my brother’s wants and begun to look for the best deals in the market. Notably, this was grounded on quality, price, taste, and preference that were important to my brother (Flekel, 2013). In the evaluation process, I had to read a variety of reviews as well as compare prices and chose the one that satisfied most of the aforementioned parameters. In this stage, some of the marketing experts played a critical role in helping me choose a quality laptop. Specifically, they helped me consider the strengths as well as durability factors before deciding on the type of laptop to purchase. 

After evaluating the available options, I had to select one of the prevalent laptops in the market. In this case, I had already considered risk and I was definite on what I wanted to buy. Luckily, I had a good experience with the exact decision as well as the help of friends and family members’ recommendations were important in the selection process. It is noteworthy that the option chosen was of high quality, pocket-friendly, as well as satisfied the needs of my brother. In simple terms, the laptop selected relied on the quality, durability, and the ability to satisfy my brother’s needs. 
Once I made the purchase decision, I had to perform a comprehensive evaluation to determine whether the product bought was satisfactory. In this case, I had to find out whether the laptop I purchased is everything it was cracked up to be. I wanted to make my brother happy and feel good about the laptop (Flekel, 2013). On my side, I wanted to feel good and satisfied concerning the price, quality, and durability of the product. Simply put, the purchase process was successful because the laptop I bought for my brother served the purpose and the young boy was happy and satisfied with it. 

I went through all the provided consumer decision-making process steps apart from the disposal of the product. In this process, all the steps presented above were important; however, information search, as well as alternative evaluation, was most crucial. In particular, both information search and alternative evaluation steps were of great importance in the purchase decision-making process in different ways. To begin with, the search process enabled me to find out the relevant information pertaining to the laptops available in the market, their quality, price, durability, and ability to satisfy my brother’s needs. At this stage, friends, family members, as well as my experience played a role in helping me have adequate information to determine the kind of laptop that would satisfy my brother's needs as well as pocket-friendly. 

In addition, alternative evaluation was an important step in the purchase decision-making process. Notably, this step helped me compare as well as contrast the available products to find out the quality one and which fits my brother's wants. On the same note, the aforementioned step was vital to my purchase decision because it helped me to understand various specifications of the available laptops and be in a position to select the one that suits my wants as well as my brother's needs. 

In my purchase process, I skipped the last stage in the consumer decision process. Disposal of the product stage required me to understand the way the bought product will be disposed after being used. In spite of the fact that the way products are disposed has become important to consumers as well as the society in general, I skipped the step because I was not the one who is going to use the laptop (Lunenburg, 2010). I thought that it was my brother’s business to understand the way the laptop will be disposed when its lifetime ends. 
It is important to note that the selling organization played a critical role in contributing to my purchase decision. Specifically, the organization has been running important adverts in various media that provide significant information about the laptops. In particular, the information on durability, price, specifications, and quality influenced my decision and made me purchase that particular laptop. In fact, the selling organization was crucial in every step discussed above. With that said, it is clear that the available consumer decision-making steps played a vital role in helping me make an excellent decision in buying my younger brother a quality and durable laptop. To determine a quality product that meets one's demands, wants and needs, the steps discussed above take part in showing an individual the right way for the excellent purchase decision.
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