
COMPARISION OF HIGH INVOLVEMENT CONSUMER DECISION

High-involvement decisions are those that are important to the buyer. These decisions are closely tied to the consumer's
ego and self-image. When you recognize the differences in how they make decisions, you can create a marketing mix.

Typically, dissonance occurs when a product or service does not meet your expectations. Quality becomes a
very important factor in case of the high involvement decisions. These items are not purchased often. In these
cases, a buyer gathers extensive information from multiple sources, evaluates many alternatives, and invests
substantial effort in making the best decision. Think about when the hostess tells you that your table will be
ready in 30 minutes. Once you realize you need or want something, you search for information, formulate
options, and evaluate the options to narrow them down. For example you have to buy a new vacuum cleaner.
Believe it or not, prior to the s, scarcely anyone could have imagined using a cheap disposable lighter.
Analytics: We would like to improve your experience on our website. Personal selling becomes an important
method of customer engagement and persuasion in case of the high involvement products. Low-involvement
products are usually inexpensive and pose a low risk to the buyer if he or she makes a mistake by purchasing
them. You may not even think about other drink options at lunch because your routine is to order a Diet Coke,
and you simply do it. How do the stages vary for low-involvement decisions? Some of these characteristics are
more important than others. Europeana staff photographer â€” A trench art lighter â€” public domain.
Companies may also try to set expectations in order to satisfy customers. We will not use your data for any
other purposes. Conversion Tracking : We would like to improve the experience and optimiza our content for
you. For smaller items, they might offer a money back guarantee or they might encourage their salespeople to
tell you what a great purchase you made. Postpurchase Use and Evaluation At this point in the process you
decide whether the backpack you purchased is everything it was cracked up to be. Limited problem solving: It
falls in the middle between low and high involvement decision making. In this case, buying process is not time
consuming. Stage 2. High-involvement products carry a high risk to the buyer if they fail, are complex, or
have high price tags. You might do a little research online and come to a decision relatively quickly. If they
seat you in 15 minutes, you are much happier than if they told you that your table would be ready in 15
minutes, but it took 30 minutes to seat you. Do you know anyone today that owns a nondisposable lighter?
The risk of making wrong decisions is also very low in case of low involvement decisions. There are many
more disposable products today than there were in years pastâ€”including everything from bottled water and
individually wrapped snacks to single-use eye drops and cell phones. Stage 5. To do this we'll need to create a
first-party cookie and gather analytical information about your behavior,device and IP address for analytics
purposes. Product Evaluation Obviously, there are hundreds of different backpacks and cars available. How
long does it take you to choose a product, buy it, and get out the door? Other companies are less concerned
about conservation than they are about planned obsolescence.


