Course Name: Consumer Decision Journey

Course Purpose: Introduce Sales Consultants to the consumer purchasing lifecycle

Target Audience: Sales Consultants for digital marketing company within the automotive industry
Key Strategy: Follow the purchasing process of two fictional consumers to bring this concept to life

Menu o
Menu Consumer Decision Journey ) Consumer Decision Journey

Choose your Character

e Objeces Click to choose the
Consumer it character you want to Follow. ’
Dec's'on » Summary

Journey

Drew

Male, late 20's, single, “outdoorsy” kind of
guy. Still paying off student loans. Hopes to
purchase truck once he is debt-free...

Female, early 30's, married with one child.
Hopes to expand family in the near future.
Current sedan is starting to feel too small...
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- car, but no immediate
plans to buy
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» Consumers aren't restricted by rational considerations

* They're building a mental wish list for their next vehicle
+ Major life event may propel them into action

« O <PREV | NEXT > Sl O <¢PREV  NEXT >

Laurie Gilmore Farley, Work Sample/Consumer Decision Journey Page 1



Menu

vy .

Consumer thoughts ...

During this stage ..
Dealer's Perspective
Buy: Shopper Activity
~ Oown
Consumer thoughts
During this stage .

Dealer's Perspective

Own: Shopper Activity

~ Quiz
Question 1
Question 2
Question 3
Question 4
Question 5

~ Summary
Exit

Menu
v
» Overview: Five Stages

Question 1

» Summary

Consumer Decision Journey

Resources

Stage 4:
BUY

O < PREV NEXT >

Consumer Decision Journey

Click and drag the five stages of the Consumer Decision
Journey into the correct order.
1., Dream
2. Own
3. Select
4. Consider
5. Buy
Ll SUBMIT
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During this stage ...

P It's time to transact;
the deal seamlessly

progresses to

completion

» Transparency at each step builds long-term trust

+ Expectations around paperwork now focus on O satisfaction Statistics
speed and ease
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