Focus on Consumers:  Individual Consumers v. Organizational Buyers
To better understand the consumer this week you will take on the role of the individual consumer, and then that of the organizational buyer – for the same item.
Identify a major purchase you have made recently.  Name that item in the subject line of your post.
[bookmark: _GoBack]1) Explain the stages you went through to purchase this item; what sources of information did you use to purchase this item?
Let's see how your decision process compares with two well-known decision models.
· The classic consumer's purchasing decision process is illustrated in Figure 3.9 in Reading #2 Consumer Behavior....
· The new consumer decision journey can be found in the exhibit in reading #3.  
2) Which model describes your buying process better, the classic consumer buying process or the new consumer decision journey?
3) What type of organizational buyer might purchase this item?  If you were an organization in the market for this item, how do you think your buying process would differ?

