
©  2012 MarketingHQ.  All Rights Reserved 

Decision Making Process 

Worksheet 

 



Decision Making: The Buying Process 
 
 
 
 
 
 
 

 
 
 
 
 
 

 
 
 

 
 
 
 
 
 

© MarketingHQ. All Rights Reserved 

www.marketinghq.com.au 

Need Recognition 

This is the point at which a person identifies a need.  It can be triggered by: 

 a physiological need “I feel hungry” 

 a  security need “I need to find a house to live in”  

 a need for love and belonging “I need to find a boyfriend” 

 a need for self esteem “I need to improve my golf game”  

 a need for self actualisation “I need to donate to a charity”.   

Often these needs are triggered by advertising.   

Information search 

The information search follows in an attempt to satisfy the need. Consumers ask  

themselves  “What products or services are available that satisfy my need?” and  “Where 

do I go to find out this information?”  This information has an influence on the marketing 

messages and marketing tactics you use to communicate how your business satisfies the 

need. 

Evaluation of Alternatives 

Following the information search, the consumer asks “which one is best for me?”  This 

includes products that satisfy the needs or substitutes.  You must also determine who 

influences the target markets buying behaviour. 

Purchase 

It’s time to make the sale.  Is the purchase a high involvement or low involvement  

purchase decision.  What risk is involved in making the purchase and how can you  

reduce the risk through your marketing?  How easy are you to buy from? 

Post Purchase Evaluation 

After the purchase, buyers determine if they have made the right decision or not.  Many 

product categories benefit from marketing to consumers after they have made the  

purchase to reassure them they have made the right decision. 



Decision Making Worksheet - Part 1 
 
Need Recognition 
 
What need does your business satisfy?  ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

Are there any triggers for this need?   ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

 

Information Search 

Identify where customers search for information ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

         

What benefits are they searching for?   ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

In your opinion, what the most important  benefit? ____________________________________________ 
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Decision Making Worksheet - Part 2 
 

Information Search 

List the features and the associated benefits of your product/service 

 

         

What do you think is the single, most important benefit?  ________________________________________ 

 

Evaluation of Alternatives 

What are the alternatives to your business?  ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

 

Who influences the buying behaviour?   ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 
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Features Benefits 

  

  

  

  

  

  

  

  



Decision Making Worksheet - Part 3 
 

Purchase  

Is it a high or low involvement decision?  ____________________________________________ 

        ____________________________________________ 

 

How do you reduce risk for the purchaser?  ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

 

Explain the process of buying from you.  ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

 

Where do your new client enquiries come from? ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 
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Decision Making Worksheet - Part 4 
 

Post Purchase  

What issues are their post purchase?   ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 

        ____________________________________________ 
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MarketingHQ is a Sydney based marketing  
consultancy that provides strategic marketing  
solutions to small and medium sized businesses. 
 
Contact us: 
 
Ph: 1300 351 141 
E: info@marketinghq.com.au 
W: www.marketinghq.com.au 
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