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Chapter 6
Consumer's need recognition
The decision process for buying often begins when consumers realize they have the need. They since become aware that they have an issue they need to solve, or rather they feel there exist a gap they need to fill. At such a point, the customer might not have an idea of what will solve the problem at hand. What they might only be aware of is the need to change the situation. They might be having an idea in mind of what will assist them but not sure the exact product or brand that will provide the solution they need. Therefore, the decision-making process usually begins with the recognizing the needs of a consumer.  
Marketers are good at creating an imbalance between the current and the preferred status of the customer. Such kind of an imbalance will create a need hence making the customer to buy that product or service A need does occur immediately which could be a basic impulse that one is bound to experience, e.g., when one develops hunger pains or when a friend informs you of a good movie he watched recently. Marketers create a purchase situation by tailoring new products to reach to the potential consumers.  
There are various ways in which a consumer can recognize a want that is unfulfilled. For instance, when one gets frustrated with the current product, he/she is using for reasons that it's not performing well. Perhaps a slightly damaged car which has for long demanded a lot of spare parts for repair. The consumer, in this case, will have developed a need for a new car. Marketers will act swiftly in making adverts such as car brochures, promotions as well as test drives to prompt the potential customer to make a purchase. Consumers can also recognize unfulfilled need a time when they are aware of some products that are better of compared to what they are currently using. Marketers consistently create newer versions of the existing products to make consumers get tempted in upgrading their older versions. 
[bookmark: _GoBack]Marketing often creates an urge of possessing new things. Marketing makes us aware of the good and services that are in existence for us to spend money on them. Not all people have control on their spending habits. There are those who might find it difficult to control their spending habits and therefore tend to spend much on things they don’t necessarily need at that moment. Therefore, it does not force people to purchase anything because it's not even possible to force someone to buy what he/she doesn't want. I was once persuaded to purchase a product that I was hesitant to buy but after the marketer highlighted its benefits and even showed me how the product was more effective compared to what I had initially thought of buying. When my Dell laptop started running slowly, I wanted to replace it with a new Asus but that was not the case, I was convinced and instead purchased Apple Macbook. However, the marketing company could have given me a variety of choices to choose from and not convince me to buy a particular brand.  
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