Chatper 7
Understanding Buyer Behavior

Review Questions

1. According to the Strategic/Consultative Selling Model, what are the three prescriptions for the development of a successful customer strategy?

2. Explain how Maslow’s hierarchy of needs affects buyer behavior.

3. Describe the four social influences that affect buyer behavior.

4. What is meant by the term perception?

5. Distinguish between emotional and rational buying motives.

6. List three commonly accepted theories that explain how people arrive at a buying decision.

7. What are the steps in the buyer action theory?  To what other sales promotion methods does this theory apply?

8. List the five basic beliefs that serve as a foundation for the need-satisfaction theory.

9. List and describe three methods salespeople use to discover buying motives.

