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Process of consumer behavior

recognition of needs search for information evaluation of alternatives

purchase decisionafter-sale evaluation



Research

éinfluences on consumer 

behavior in furniture purchasesé



Method of approach (survey)

Å number of respondents : 131

Å sex of the respondents: 

ï74 male

ï57 female

Å age of the respondents: 

ï25-40 years (67)

ï41-60 years (46)

ïover 60 years (18)



Process of consumer behavior

recognition of needs



51 %

35 %

9 %
5 %

»Do you intend to buy any furniture products
in the near future

(within the next two months)?«

I have no need or desire to purchase furniture

I did't think about purchase but I certainly need some furniture product 

I'm thinking about purchase, but I'm not convinced what to buy

Yes, I intend to buy furniture product



27%

73%

»Have you ever bought a furniture product 
ǘƘŀǘ ȅƻǳ ŘƛŘƴΩǘ ǊŜŀƭƭȅ ƴŜŜŘΚζ

Yes No



47 %

42 %

11 %

»Why did you decide to buy
afurniture product
ǘƘŀǘ ȅƻǳ ŘƛŘƴΩǘ ƴŜŜŘΚζ

The low price (the campaign, discounts ...)

Due to successful marketing activities of company

Other reasons


