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Businesses must provide the needed quality services as the market demands so that they retain the competitive advantage. Further, such enterprises win the customers’ loyalty, which is the basic goal of every business venture. The management should take a considerable amount of time to observe the customers' trends to adjust where necessary (Verma & Chandra, 2018). The customer is the essential factor that determines the success of a business. For instance, Chipotle customers have immensely shaped the service delivery of the enterprise. They are high-involvement customers. Chipotle has constantly learned from its buyers by offering the best meals with the ingredients they desire other than what the management decides to provide. By adjusting and putting the customer's preferences on top, the fast-food enterprise has managed to relate with the buyers healthily for a long time by providing high quality, delicious, and natural ingredients ("Ch05_chipotle," n.d.). The greatest psychological factor influencing the buyers of the enterprise is the motivation perception. The customers' internal needs are to find a highly nutritious meal full of any ingredient they would think of having at any time. Or rather, finding a good meal quickly. In addition, finding that Chipotle Mexican Grill can serve their motivation, they choose it as a place to make their purchases.
Further, for a customer to make a solid choice of their purchasing place, the business must meet their individual influences (Ramya & Ali, 2016). For the Chipotle enterprise case, most customers are students and workers who attend a lunch break. Due to the occupation of this category of customers, time is a limited element to them. However, Chipotle is fully equipped to handle this ("Ch05_chipotle," n.d.). There is an unlimited choice of ingredients as well as increased speed to preparing any combination that a customer may wish to have at any moment.
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