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Purchasing behavior is the ability of a customer to buy an item base on the accessibility of the product and the role a consumer plays in his or her overall habit when purchasing the product.


 A consumer may decide to buy sunscreen if he or she has been using the product before, but if not, the buyer may choose to ignore the purchasing the product. 


Benefits sought, one person may buy sunscreen so he may be protected from the harmful rays of the sun, while another may buy the product to make her look young. 

Customer's journey stage, a new consumer, may buy a sunscreen product for the first time may not buy again if he does not get proper treatment when purchasing the product, they may not buy the product. Therefore, the marketers used always to make sure they have qualified staff to answer all the questions that a new customer may have. 


Usage is a factor that must be considered when marketing products; it is a reliable indicator if the buy is loyal to the product or not.


 Some me occasions may compel a consumer to buy items as they are needed for that specific session. When adverting, it is essential to keep this in mind it is easier to sell sunscreen during summer, but during winter the product is not needed. 


Customer loyalty is a critical behavioral aspect that should always be a consideration when selling a product, focusing on how to maintain loyal customers should be apriority. Well satisfied customers will keep purchasing sunscreen from the one seller, but if they are not happy with the product or service, they may look elsewhere for a similar outcome. 


If the Customer has the interest of using the product, he or she will have to keep purchasing as his demand for the product increase.



