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Reasons why Consumers May Pay a Price above the Equilibrium Price for a Commodity.
Economics has to do with production, consumption, and transfer of wealth. It is quite interesting to know how buyers make their choice while purchasing goods and services. For instance, let us consider the assumptions of classical economists. They believe that consumers cannot pay a higher price to a product than it is worth. As well, economists think that they should spend money on the goods they want and not anything that they come along with. However, these assumptions have been broken by consumers. For example, a buyer may be willing to buy a car that is worth $120 at approximately $200. Buying a product at a price above the equilibrium may be due to emotional motives, rational motives, and future speculations about the cost of the product.
Emotional motives drive a customer to make purchases on goods based on their feelings, emotions, or compulsions. Surprisingly, the majority of the buyers are not aware of their purchasing motives. Primarily, customers are directed to buy a certain product by the feeling that the product is essential. All humans have needs and want but they are not of the same level. The intense feeling of want may force a consumer to buy a product at an extremely higher price than its worth. Research has also revealed that sadness may drive a buyer to make expensive purchases (Clark, 2013). For instance, when some buyers are sad, they can buy a bottle of water four times its worth, and after that, they feel relieved. Other consumers are attracted to the beauty of a particular product and entirely love it. This may as well force them to make an expensive purchase, therefore, achieve their desires.
Also, rational purchase motives force the buyers to acquire goods based on their reasoning, decisiveness, or logic. Before a buyer arrives at a concrete decision to make the purchase, he or she examines the strengths and weaknesses of their intended product (Clark M, 2013). Rational buying motives include a feature like the safety level of a product, durability, maintenance cost, and dependability. The consumers’ behavior to purchase a product expensively indicates that these factors may guide its equilibrium price. For example, a person may purchase a computer at an extremely high price, but he does not consider it expensive due to its properties and its general high quality.
It is also apparent that good economists are future-oriented. They buy goods focusing on its future price that is if its value will appreciate or depreciate. All buyers would like to buy goods whose worthiness will appreciate over time. Researchers argue that when a person owns something, he feels that the commodity is already expensive than it was before he purchased it. According to Clark (2013), several people were given mugs worthy six dollars and possessed then for only two hours. Their instructor then asked them the price they would sell the mugs and they all agreed to sell at nine dollars despite the mugs remaining as they were in the first place. In another incidence, a buyer may purchase a house at a higher price hoping that its price will rise in future may be due to its location and worthiness (McConnell, Brue, & Flynn, 2014 p., 587). If the house is located in an area that is speculated to grow fast economically, then the buyer will make a lump sum income if he decides to sell the house. 
In summation, consumers are either classical economists or behavioral economists. Classical economists are always focused on making profits and realizing their goals by purchasing products at either their equilibrium price or even a price below the equilibrium. On the other hand, behavioral economists portray a different behavior since they can buy a commodity at a higher price following their emotional motives. Sadness can provoke a buyer to purchase merchandise expensively. Rational motives encompass the buyer reasoning critically before concluding whether to purchase a commodity at a higher price or not. Buyers are also guided by the future expectations of a product to appreciate (McConnell, Brue, & Flynn, 2014 p., 587). If the value is expected to rise by a substantial margin, then the buyer gets convinced to purchase the commodity at a higher price than its equilibrium price. 
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