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 Consumer Buying Behavior berhubungan

dengan perilaku pembelian oleh konsumen

akhir(individu&rumah tangga) yang membeli

barang &jasa pada untuk pemakaian secara

personal

 The central question for marketers is:

“Bagaimana konsumen merespon berbagai

usaha pemasaran yang digunakan
perusahaan?
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Consumer Buying Behavior
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Model of Buyer Behavior
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Factors Influencing 

Consumer Behavior
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Maslow’s Hierarchy of Needs
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Physiological Needs
(hunger, thirst) 

Safety Needs
(security, protection)

Social Needs                                       
(sense of belonging, love)
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(self-esteem)

Self  
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Buyer Decision Process
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Consumer Behavior and Services
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•Search qualities

•Experience qualities

•Credence qualities
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