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each of the four colum ly. In the development
an attitude* toward tuying, teachers dy and enalyze a great
ny more facts, knowledges, understanding ? harn are presented here.
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FPACTS KNOWLEDGES UNDERSTANDINGS CONCEPT

Less then 50 zercent of the average buyer's dollar
is spent on focd, clothing, and shelter.
) What is bought by & family
Parents buy h00 worih of goods and services o is affected by the number
rrovide for a one-year olid. and ages of the individuals
in the ncusenold. Coods and services purchased
A family of four srends, on the average, $321 per oy individuals in ne
year on medicel bills. e buying of an individuel’ basic necessit a
is influenced by fad, personal to sustein 1if n
Twenty-five percent cof 2ll zre g cexrds, 27 percent tastes. educational dackground, escentigls the
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savings made on & single large item ALl buyers nsed to bde
aware tnat to satisfy a whim of tThe moment, no matter hon

buying The store Just around the corner, the hair siylis

in the shopping center, the pain reiiever on the grocery
stcre counter, and many of the self-service arrangements
in retail outlets make buying convenient. Convenience

buying is seldom based upon deliberatio
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the convenilence has value in relaticn to such factcocrs as

cuantity, quality, and price.
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people who ars 1ittle affected by styles and fads are the
. 2 .. . . . X o .

clder ones. Many older people attemrt To buy nseded major

itzms before retirement and then buy only necessities and a

Tew Luxuries affter retirement. For the majority of Americans
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style seems to be an accepted

way cf 1ife, This type of buying for the mejority can exist
only in an economy in which there is a high level of income.
People with 1little purchasing power cannot and do not give

much attention to such things as style, color, convenience,

impulsive buying relate directly to how people buy in this
country. However, at most times, people practice buying

procedures somewnere between these two extremes. Az 2
resuit, perhaps in each individual purchase, people demon-
strate some slement cf deliberation and, at the same time,

By

some element ¢f impulse., No buyer wants hls purchase tec be

L. Yunich, Address made before American
Va”k“u“na Amqoeia ion Waldorf Astorie, New York (City, New
York, February 18, 13965,

Margaret Parton, "Gur Lives Were Good, Cur Lives
" Ladies Home Journal, XLVIII, No. 10 (June, 1961),
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and trat are readily available in the market place. They
want freedom of choice when making their purchases To
maintain tnhis freedom of checice, buyers must make the effort
Te rtuy Irom manuracturers and retailers who provide the best
guality merchandise for the lowest price. The average buyer
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buyer himself. Ee should deal with the reliable business
rms that nave the gocd reputations that they want tc
be ccnstantly and persistently curious

-

avout costs, inciuding those involving delivery, alterations,
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pefore he buys it Impreovement in buyving 1s invariably the
immediate result of the awareness of and practice c¢f these




Wnat peopie duy 1s & direct resuit cf their eccnomic
vosition, the demeands cf society, and their personal desires
Tns pagic necessities orf 1ife noitwlthstanding, & study of
wnat veople buy is in essence a gtudy in scciclecgy itssl?
Tre egonomic pecsition of mest Americans ig consideranly
Detter than that ¢f either their parents or their grand-
parents, and they are 1iving in a different society: conse-
cusntly, tne products that each generation chooses vary

7
greatly.

Pzople buy those things that add to the satisfac-
tion and enjoyment of life at a particular time These
i1tems include focd, shelter, clothing, transportatiocon,

education, physical and mental well-being, prctection
recreation, and communicaticn At present 1t seams
There ig aveaililable zalmost any item that an individua
want or need. Products and services available in th
place are 3¢ varied in type and vast in number that
intonceivarle for any individual to consume a substan
sampling during his l1ifetime People have uniimited
and ars demanding even greater variety in products a
2 - .
services tney are also demanding that gquality and

venience be included in the products and the services
“Editors of Fortune, The Changing American Market,
Garden City, New York: Ilanover Hcuse, 1953}, pp. 25-3C.
2. . B, . . .
Mercedes Wood, The Sunday Oklahoman, March 13, 1946
v. 5
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Gezi To the Tamily, and ner 1osg could mean a great expense

sdervices, and cther domestic services that nomemakers pericrm
JMors and more mediceal insurance 1s peing bougnt I0or protec-
Ticn against the hign costs of medicel services A larger
segment of Americans 1s realizing the penefits provided by

thne services bought with tax dollars. Few Americans ever

stoep to realize the extent To which they receive indispens-

gvle governmental services. These services are increasing
vearly Police protection, fire protection, free highways,

standard of living i1s upgraded through these services, and
buyers need to realize that tax dollars provide needed bene-
e

Tits for many who could not have them in any other way.
The zmcunt of time for recreation has increased fcr

The people of Ihils nation primarily because of automation.
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Americans are buying physical healtn.
Better fcceds and increzsed knowledge about medicine have
increased the life span of Americans. Yearly hea
ups can prevent serious illnesses as the illnesses can b2
cavght before they reach an advanced stage. Much money 13
being spent on medical research so that hopefully even
greater advancements can be made.

Asscciated similearly with medical services are lega.

services. In the past, few people sought legal advice unless
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in the American society a great deal of emphasis is
placed on fads. As new items are introduced into the market
place, pecpie want to be the first to buy the items so that
they can attain or maintain a desired sccial standing. Many
Times, the decision of when to buy is governed by the values
piaced upon fad items.

Teenagers are exerting more influence on producers
than ever before. In a speech before the American Marketing
Association, David L. Yunich stated that around "thirty
billion dollars' worth of family purchasing is thought to
be teenager influenced.”l These same teenagers presently
have eleven billion dollars of their own money to spend as
they wish. Teenagers have definite ideas abcocut what they
do and do not like and represent the fad creators and fol-
lcwers. They are more sophisticated because of mass com-
munications, and they demand better quality products and
services. Yunich indicates that no high pressure sales
techniques are necessary to "sell" teenagers. Teenagers
buy when they are in the store.

The life cycle is an important factor that deter-
mines when people buy. As family circumstances, age, size,
and geographic location.change, buying habits also change.
Purchases must be made to enable the family to satisfy needs

and wants at a particular time in the life cycle.2

1

-

David L. Yunich, op. cit.

2M. R. Neifeld, Neifeld's Manual on Consumer Credit
(Easton, Pennsylvania: Mack Publishing Company, 1961), pp.
34-35.
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The decision of when to buy for young marrieds 1s a
simple one. They buy now. With easy credit terms available,
young marrieds do not have to put off buying furnishings
and appliances to set up their new household, and because
of the considerable investment required to acquire the
capital goods of a home, they spend a greater percentage
of their total earnings during theii first year of marriage
than at any other time.

As the young married couple develops into a family,
the buying pattern changes. More diverse demands are placed
on the money available for goods and services because the
individual members of the family vie with one another for
the available purchasing power. One individual might have
to wait to buy so that another individual can buy to satis-
fy his immediate particular need or want. The decision as
to when to buy gocds and services so that the greatest satis-
faction can be accomplished for the entire family provides
an interesting challenge for a great majority of Americans.

As the family becomes mature, the size of the
original household is composed again of two individuals.
Because of a lifetime of accumulation, needs and wants are
generally few. With private and governmental retirement
plans, many older people are afforded the privilege of

buying when they desire to do so. Thus, as the family
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tyclie pregresses, wants and needs change, which in turn
affects to a great =xtent when people buy.

Another factcr that affects when pecple buy is
price. I1f there are strong inrlationary indications, many
individuals make purchases that they might have put coff for
a few months if they thought prices were gocing te remain

!

table. In cther words, some people set up a "stock pile"

1 ¢/]

of gocds, no: realizing that by injecting more money into
the economy, they are aggravating the inflationary price
spiral. If pecple expect;é”recession, many times they will
refrain frem buying all items that are not absolutely essen-
tial, even thcugh prices remain unchanged and sg% up a
3tock pile of money rather than goods. Prices become very
impertant to individuals when they see the word "sale."
Because prices are usually reduced during a sale, many
people purchase items for which they have no firm nesd
at that particuliar time. Certainly, price is an important
factor to consider in determining when to buy, but price
is only one of many factors, and should be considered in
the proper perspective. Through careful planning, sales can
prcvide a way to obtain items while saving money at the
same time. However, if individuals are not gocd buyers,
they might pay no lower price, and/or they might get
lewer-quality merchandise.

The time of day affects when people buy. Many

mothers buy when they return from driving their children
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to scheol. Others wait until evening so that either their
husbands can baby-sit, or the entire family can shop. Many
working women shop either in the gvening or on weekends,

as this is the only time available for making their purchases.
Some women who do not work take advantage of slack periods
to browse leisurely and take advantage of unhurried store
personnel. Shopping when the store is not crowded can be

a nleasure and can result in more effective buying. The
time of day when people buy depends primarily on the factor
cf convenience.,

The weather is also an important consideration as
to when people buy. Any realtor knows that houses sell
better on sunny days than on rainy ones. Automobiles are a
second example of this. When the weather is bad, people
stay at home rather than brave the elements for anything
that is not absolutely essential. Perhaps this is because
shopping is not absolutely essential. Perhaps this is
because shopping excursions have become a type of recreation
for many families.

Other factors that influence when people buy are
window displays, item arrapgement in the stores, sales
techniques, and advertising. For example, an individual
may be walking down the street and an attractive window
display interests him. If he goes in and buys an item, he

is exhibiting impulsive buying. This is just one example
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of how a display, an arrangement, or an advertisement can
affect when people buy.

It is apparent that numerous factors affect when
peopie buy. For example, the money must be available, and
pecple must be williing to buy. Seasons determine when
pecple will buy, as dc fads. Another important factor is
the 1ife cycle. As family circumstances change, so dc the
decisions of when to buy. Prices and the ecconomic outlodok
influence when people buy. Another factor is the time of
day. The activities in which individuals engage as well as
individual preferences are the primary factors determining
the time of day when people buy. Additional factors are
window displays, store displays, sales technigues, and
advertising. Each of these factors, even when seemingly

incidental, plays an important part in determining when

people buy.

Where People Buy

Shopping takes a heavy toll of time and energy
today. There are numerous places where people can buy. The
final decision as to where the consumer spends his dollar
depends upon the demands he makes on the seller. Consumers
demand a wide selection of goods and prices, knowledgeable
and helpful sales personnel, comfortable surrouﬁdings, de-
livery service, convenience and charge privileges. All -
consumers place different values on these services, and no

consumer demands all of these things all of the time.

L~
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There are various types of retaill establishments
which offer different services to buyers. Buying by tele-
phone is preferred by many people. This method of buying
offers the ultimate in convenience. The primary advantage
of buying by the telephone is that little time is spent.
The sales)ypersonnel receive the specifications for the items
and then the items are delilvered to the home of the buyer.
The entire transaction takes no more than five minutes of
the buyer's time. The primary disadvantage of telephone
buying is that careful comparison shopping is not possible.
There 1s no opportunity to examine the merchandise before
making the purchase. Telephone shopping can be utilized
successfully for items that are purchased regularly, but
caution should be exercised when unfamiliar items are
purchased.

Door-to-door salesmen still provide homemakers
with an easy method to obtain what they need. Many of
these salesmen have catalogs which display their merchan-
dise as well as samples of the merchandise. Door-to-door
salesmen provide convenience to buyers because shopping
can be done right at home with delivery service, toco. The
disadvantages of utilizing the services of door-to-door
salesmen are that comparison shopping for prices is not
possible. There is no assurance that the buyers are getting

the best merchandise at the lowest price.
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A retalling revoliution has been experienced in the
razt few years with the growth of discount houses.:L The aim
of most discount stores today is to provide "one-stop shop-
ping" where everything from food to household furnishings

are availablie. These stores waste little space on displays.

tr
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5
0

ales personnel are used and additional charges are made
for services zuch as delivery, charge accounts, and gift
wrappings. . A wide selection of goods 1s available to the
buyer =0 that comparison shopping is possible. If the buyers
are mcre interested in the amount of money spent in a store
rather than the services received from a store, discount
stores provide them with the opportunity to save money.
Another new concept for shoppers has been brought
about by the suburbs. This new development is the shopping
center, Shcpping centers provide convenience to shoppers
as they are close to their homes so that little time is
spent in getting to and from the centers, and casual dress
is accepted in the centers so little time is necessary for
preparation for shopping. Shopping centers provide the
majority of services available in downtown arsas although
selection of goods 1s sometimes limited. Considering the

time, effort, and transportation costs saved, buyers will

lG:ood Housekeeping, "Readers Surveyed: A Frank Look
at Discount Stores," CLILI, Nc. 4 (Cctober, 1961), 141-43,
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usuzal:y be making a wise choice when they choose to shop
in the centers.l

Mail-order houses are doing a "land-office" business
although most of the business is not conducted through the
mail. Mail-order houses have set up stores in shopping
centers throughout the country. These stores operate as
department stores and account for the major part of busi-
ness for the mail-order house. This transition was necessary
because of the accessiﬁility of transportation to the home
maker and the automatic household devices which enable the
home maker to have more time to spend away from her home.
Those who still. make use of shopping by mail find it to be
a convenient method of buylng. However, selection is
usually difficult because only pictures and descriptions
are provided in the-catalog, but shopping by mall takes
little time and effort for these reasons and is preferred
by some buyers.

Downtown stores offer all the services the buyers
could desire. There is a variety of stores to fill the
different needs and wants of buyers. The disadvantages of
utilizing downtown stores are the distance of the downtown

area from the home, the heavy traffic, and the parking prob-

lem found in most cities. These three factors add up to

lFitzsimmcns, op. cit., p. 202.
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lack of convenience; and for this reason, many people prefer
tO shop elsewhere.

Varicus factors, other than the goods and services
offered by stores, affect where people buy. Buyers may shop
in certaln stores because they believe that these stores
contribute to their prestige in some manner. Because most
buyers like to feel they are getting something, they buy
in stores that offer something in addition to the product
at its 1list price. For example, trading stamps have influenced
where people buy for several yearsal More and more sellers
are competing with one another by using stamps to get custo-
mers into their stores rather thar using prices as a means
of competition. Women are convinded that stamps do not add
to the cost of their merchandise; thus they patronize those
stores offering stamps.2 However, studies indicate that as
more and more stores offer stamps, the stamps willl lose some
of their appeal and prices will become a stronger influencing
Tactor for buyers in their choice of stores. Also, when
buyers become aware that they can buy more wisely in many
instances through buying at the store which offers the
lowest price rather than the one that offers the most trading
stamps, prices rather than stamps or some similar "gimmick"
will become the primary tool which sellers will use to bargain

for the buyers' dollars.

1Pitzsimmons, op. cit., pp. 207-208

2
Mercedes Wood, "Women Sound Off to Management,"
Sunday Oklahoman, March 23, 1966, p. 5.
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Products are available in a variety of stores.
Buyers can determine which stores provide the products
and services at the prices they desire and buy there.

Cn the other hand, when people desire to buy personal ser-
vices, they cannot go into a store and examine the merchan-
dise. Where people buy services such as insurance, medical
care, legal advire, investments, and so forth, depends upon
what company, firm, or medical center has an individual
with whom people can develop & rapport so that confidential
matters can be discussed at ease over the years. Only when
a rapport is developed can bhe buyer get the best advice
from individuals offering these personal services. Through
trial and error, buyers become certain that individuals
offering personal services provide the quality of service
they desire.

Where people buy depends upon what services they
want to accompany their purchases of goods. Buying by
telephone, from door-to-door salesmen, and from mail-order
houses all provide a great amount of convenience, but none
of these methods enables the buyer to examine his purchases
carefully or to do comparative shopping. Discount stores,
shopping centers, and downtown department stores enable
the customer to examine goods carefully; however, time 1s
required to get to and from these shopping places. Time
and convenience are of great importance when people shop

for goods; however, confidence in the individual offering
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4 personal service 1s the primary factor in selection of
where to buy services. The final determination of where
to buy either a gocd or a service rests with the preference

of the buyer.

Economics ¢f Buying

There are at all times interactions ¢f buyers and
sellers. The amount of buying determines how much will be
produced and distributed. All sellers watch closely their
sales figures, because only when consumers buy encugh of
their products can the sellers make the profits necessary
to remain in the market place. If buyers are cognizant of
this fact and cast their dollar votes wisely, even better
prcducts and services will become avallable to them. Pro-
ducers can maintain their most efficient output and use of
econcmic resources only when there is a continuum of buying.
The amcunt of goods and resources used determines the
nature and the extent of the overall processes of pro-
duction and distribution of goods and services.

The overriding effect of buying is the promotion
of the general welfare and the growth in the economy. The
primary motivation of each individual in buying is to get
the largest quantity of needed goods and services with the
smallest expenditure of funds. This motive is comparable
to the profit mective of a business enterprise. Because of

the large amocunt of economic control that buyers possess,
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they should consider buying with points of view other than
of buying merely to fulfill their immediate needs and wants.
They should understand that when they buy from any retailer,
théy are performing an economic service to that store and
helping it to remain in business. Buyers should exercise
the buying function with businesses and firms that best
supply the gocds and services they desire.

The overriding result in selling is the rendering~
of service to buyers. At the same time, the primary moti-
vation ¢f the seller is to make a profit from the merchandis-
ing activities in which he participates. Many peonle have
come to regard the word "profit" as unrespectable. If it
were not for the profit a business makes, however, it would
be impossible for that business to continue to operate and
to render valuable service in the marketing of goods and
services. Profits are necessary for any business, and
profits are fundamental to growth in the American economic
system of "free enterprise." When people understand that
in competitive price circumstances no business can exist
without profits, they will not so readily succomb tc frauds
and "give-away'" schemes in the expectation of gaining some-
thing for nothing. Of course, many businesses have at times

made "excessg"

profits because of the types of market struc-
ture in which they operated. There is much evidence, however,
that in the American economy that offers so many choices to

buyers, excess profit is the exceptiion rather than the rule.
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At the end of World War II, business and industry
in the United 3States were breaking the barrier of society.
This country was able for the first time to produce more
than it could consume based on past demand. Because of the
rationing which had been imposed during the war, excess money
was available immediately thereafter. Within a short period
of time, these reserves wers depleted ané a new way of in-
ducing people to buy the goods had to be found. The means
used was the expansion of credit,l As buyers began to make
more extensive use of credit, government and business became
more concerned with the demands of buyers because they were
injecting greater amounts of purchasing power, money and
credit, into the economy. Thus, in 1952 conscilousness of
the consumer's buying power in our society was first felt.

"Cyclical fluctuations, inflation or deflation, and
the rate of growth of the economy -- all now depend to a
large extent on the consumer. " During recent periods of
economic decline, twc of this nation's presidents, Eisen-
hower and Kennedy, urged buyers to buy more. As buyers
heeded theilr advice, in each instance, the lagging economy
was given the needed boost to reverse the downward trend

and to start its upturn again.

1

Mercedes Wood, "Better Buymanship for Consumers,'
Address delivered before the Workshop on Education in Family ,
Finance, University of Oklahoma, Norman, Oklahoma, July 22, 1965.

2Katona, op. cit., p. 3.
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Today, the buyer is so important in keeping our
society at a high level of production and consumption that
prcducers spend money in determining why people buy, how
pecple buy, what types of prcducts and services-they buy,
wher: they buy these gocds and services, where they buy them,
and how much they buy. The government:s concern with buying
is apparent in the fiscal and mcnetary policy of recent
years. The gecvernment has been reducing taxes and maintain-
ing an easy money policy in an effort to make more monéy N
and credit accessible to buyers. It is apparent that the
business and government sectors of the economy recognize
the impcrtance of buying. Both sectors are intensif§ing
their efforts to educate buyers so that they will be able
to make more intelligent use of their purchaéing power.

With business and government concerned about buyling
‘and selling and with increasing numbers of books, perﬁbdicals,
pamphlets, and other materials concerning buying, it _appears
that the buyer himself should become more cognizant of the
sigrniificance ¢f his actions than he has been in the past.
Today, life can be compared to two sides of a coin -- indivi-
duals should be as much interested in what they can buy with
their money as they are with the amount of money whfch they
can earn. Only if the importance and creative aspects of
buying are recognized will buyers seek more information,

exercise greater care, make wiser choices, and receive greater

+
satisfaction from the goods and services available. Through
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individual and crganized group efforts to upgrade the selling

L.

techniques used by retailers, selling can be improved. Tc
t@e extent that better infcrmed buyefs demand quality in
the prcducts énd services offered by sellers, the overall
circumsﬁénceé of borh buying and selling will be improved.
. ‘ In the past, many buyers have thcought that conly manu-
.fécturers and retailers bgve responsibilities associated with
the prodﬁcing and selling of goods of high quality and the
servicing of those goods when.fhings go wrong. Today, a
buyer cannot place responsibility wholly on either the‘
producer, the retailer, or the repairman. with all cf the
information available, he must accept responsibility for
finding out about the goods and services availabie to him
and choosing those that.will best fit his needs. The buyer
alsc has a responsibiiity to buy new prbduc;s as they are
introduced into the market place. .Such products sometimes
appear to be priced too high, but the grices may be Jjusti-
fiable because awgreat_amount of money has been spent on
research; the producér has had tc cut back on producticn
of one of s other products; and if the new product-is a
success, additional physical facilities might have to be
bui:l_t.:L If buyers do not buy ﬁew products, manufacturers
will not be able to continue to produce them, and without

new productg, the stgndard of living will not ccntinue to

»

1
Why Pecple Buy, op. cit., pp. 244-48.

LS
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rise., The buyer has not only a responsibility for assuring
himseif of a wise purchase but also responsibilities tc the

T

[77]

retailer, .the manufacturer, and the entire eccnomy. He mu

not abuse the many services offered by retailers and manu-

wn
L]

facturers, just gs he must not take advantage of retailers
and manufacturers becaﬁée’they,want to protect thelr custo-
mers: good will. The bdyer has a responsibility to the

. - e -‘ ra— . . .
entire nation” instha® the econgomy will operate at its

~ o > -
maximum utitity only if each individual buyer fully uti-

lizes'%he advantage of his priviliege to buy.

fhe major respornsibility of buyers to the entire
eccnomy is to guide and control the production of gcods and
services. This is why the consumer often has been called
"king." Today, many people believe this idea to be more
fiction than fact because of the strong influence business
exerts on ouyers. Troelstrup believes that the consumer
perhaps can really be "king" if he faces up to six major
responsibilities. These responsibilities are: (1) to be
an alert, informed, and responsible person; (2) to exercise
independence of Jjudgment ang action; (3) to recognize the
dangers inherent-in néedlesshwasxe of limited nétural and
human resources;. (4) to buy products and services that are
produced most efficigntly; (5) to be honest in his dealings
just as he expects sellers to be in theirs; and (6) to write

letters of protest to irresponsible industries, merchants, and

repalrmen. Troelstrup indicates that consumers should use
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their freedom of choice in the market place in ways that will
maximize consumer satisfacticns and minimize the waste of
natural human resources. Buyers should accept the unofficial
role of inspectors and should support businesses that pro-
vide quality merégaﬁdise and service at fair prices. Buyers
should also support private and public agencies that provide
standards of business conduct and quality of consumer goods.l
These resronsibilities are great, especially in an increasingly
complex market plece. Through buyer education, collective
buyer action, self-discipline of business, and effective
legisiation, the role assigned the buyer in the market place
can be fulfilled.

In summary, buying is an activity in which all
people engage. The way in which a person buys determines
the effectiveness of his spending and, in turn, his way of
life. Buying is the essential counteraction of selling and
thus is important to the seller who is dependent upon it as
his Qﬁurce of income. Both effective buying and effective
selling are essential to the growth and development of the
economy. The importance of buying cannot be stressed too
much because it is through buying that an individual either

efficiently or inefficiently exerts his purchasing power in

obtaining goods and services that he needs or desires.

lTroelstrup, op. cit., pp. 15 & 20.



80

Summary
Buying is an activity in which every person engages.
- That activity can be fascinating and challenging; however,
too few people icck upon it as such. No one person can
pcssess enough facts about every item in the market place
to make a wise purchase each time. Each person should know
what promotional agencies cr services he can turn to for
the correct information.

This chapter has dealt with seven categories of
buying. The informaticn presented shows that there is a
deeper meaning 1in buying than is usually associated by
most consumers with the acts of buying. This information
makes it apparent that good judgment and creativity are
essential to better buying.

The information and data make it abundantly clear
that people buy to satisfy both psychological and physioio-
gical needs. Because of the high standard of living attained
by much of the populaticn of the United States, increasing
amounts of money are being spent on psychological needs. In
many instances, fulfillment of the psychological needs causes
buyers to engage 1in impulsive buying. They let sellers and
advertisers determine their wants. When a buyer lets impulse
govern his buying habits, he is seldom able to gain maximum
satisfaction from his purchases. A deliberate buyer, on the
other hand, is in control of his buying habits and is able

in most instances to gain maximum satisfaction from his
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purchases, as he tends to maximize his purchasing power. What
these two types of buyers purchase, whether it be on impulse
or with deliberation, depends primarily upon their economic
positions, the demands of society, and their own personal
desires. The means used in determining what the purchases
will be is the determining factor as to whether or not an
individual maximizes his income and satisfaction when buying.

Another point that 1s made clear in this study is
that people buy when they have the ability and willingness
to buy. Of course, people are more willing to buy where
they receive good service, where it is ccnvenient to buy,
and where there is a large selection of products from which
to choose. FEach business firm wants as much of the consumer
dollar as the firm can possibly get, for only when the consu-
mer buys enough of the business's products can they make the
profits necessary to remain in the market place. Thus, the
economy functions around the buyer, because the way in which

people buy determines the economic level of the nation.



Today, there i1s general recognition that no cne
can help the buyer maximize his efforts in the market place
better than the buyer himself. This realization has led to
concern for more appropriate education directed toward the
improvement of individual abilities to cope successfully
with buymanship. Efforts, as illustrated by this research
study, are being expanded to extend literacy about buying.

Only as educational opportunities are improved to
include more study of the information pertinent to effective
buying will people attain acceptable sophistication in the
fulfiilment of their individual buying responsibility. Ade-
guate instruction in buymanship 1s dependent upon not only
careful preparation cf prospective teachers, but alsoc upon
centinual updating of the knowledge of teachers in the
field. There must be awakened in teachers the desire to
extend and refine the concepts and understandings that are

inherent in better buymanship. This research study was

directed toward the end of providing a guide to scme of the

knowledges and understandings that constitute the substantative

82
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In thiz =ztudy, no attempt was made to categorize
all of the elemsnts of buying with which zan individual either
might Cr shouid be Kknow.edgeable. Neither does this study
propose either where or how such conceptual idsas and re-
lated understandings should be utilized tc enhance current
curriculum patiterns., The concepts and undzrstandings pre-
sented do rspresent some of the elsments from which pecple
may gain clearer percspticn of their buying behavior.
he effcrts made toward compietion ¢f this study
were initiated by developing an appropriate pattern of
defining the varicus divisions of the extensgive amount of

information that ~cnstitutes the body of kncwledge charac-

terized as consumer buying.
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Felilowing the definitiocn of the wvarious divisions,
the process of gathering basic Tactual information concerning
buying was analyzed for those items of inrormation that might
be useful in building broader and more compr=hensive ideas
tcward buying. The =teps in the teaching-learning process
discussed in detaiil in Chapter I1 of this study were followed
with careful attention being given tc the construction of
understandings and concepts-pertinent to the selected divi-
sicns of buying. After much time had besn spent in develop-
ing these statements, they were presented to specialists in
the area of consumer buying to test theilr accuracy and
appropriateness. It was the unanimous opinicn of the experts
that the understandings and concepts develcped were, in the
main, accurate and appropriate. The final step involved

the preparation and the presentation of this report.

Conceptual Outline

The majcr method by which necessary information
about buying can be acquired and developed is through the
concept apprcach as described in Chapter II of this study.
There 1s a constant and seemingly ceaseless barrage of facts
available zbout buying, thus the desired behavior by an
individual must be based upon the particular facts which
apply to his situation. Therefore, it was considered
appropriate to include only statements of an understanding
and concept nature in the final draft of this study. All

ideas presented are based upon numerous facts and knowledges
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which were developed prior tc the presentation of the
materials submitted herein.

If individuals and families are to realize the
maximum benefit from their income, they must develop prcper
attitudes about buying. Through presentation of more than
facts to the prospective buyer, interest can be generated
in the buyer tc become well informed so that he can be an
efficient buyer. The preceding chapter has provided back-
ground material for the following understandings and concepts.
The outline represents a porticn of the material with which
ali pecple must be familiar if they are to be intelligent
buyers.

The outiine of significant understandings and
broad concepts which follows here is the major outcome
sought in this investigation of buying. Each of the seven
concepts presented is categorized and designated by means
of an underscored paragraph heading. Following each of
the stated concepts, there are three or more additional
statements designated as "A", "B", "C", which constitute
substantiation of the major idea(s) in that particular
concept.

Definition of buying -- Buying is an activity in

which one individual known as the "buyer" acquires an economic
gcod or service from another individual known as the "seller"
by the giving up ¢f money or other valuable consideraticn in

a manner designed to be beneficial to both.
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A. The buyer should exercise good judgment and
often creativity as he acquires the goods and ser-
vices that he needs and wants within the limits of
his purchasing power.

B. Because buying is an essential and important
activity., it should neitherwbe done as a matter of
fact, or considered as a routine kind of activity
requiring little thought and concern.

C. The act of buylng should be accomplished in
& pleasant manner so that enjoyment of the use of
each product or service bought is enhanced.

Why people buy -- People buy to upgrade constantly

thelr standards of living by advantageously fulfilling
physioclogical and psychological needs and wants.

A, As discretionary income increases relatively
stable physiological needs become easler to fulfill
and larger portions of purchasing power are avail-
able to satisfy learned, psychological needs.

B. Social acceptance is a force that causes
many people to buy goods and services on the basis
of the standards held by particular groups.

C. Recognition of the intent of advertising and
perception of motivational sales techniques helps
individuals make decisions either tc purchase intel-
ligently or to reject goods and services on the basis

of information that is truly vital to buying decisions.
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D. Advertising enables buyers to become aware of
new products and additional uses of existing prcducts
which increases buyer demand and stimulates the economy
as a whole.

How pecpie buy -- The methods by which people buy are

characterized by varying degrees of deliberateness and impul-
siveness, and they reflect the influences of habit, experience,
and personal taste.
A. How people buy is the principal determinant
of whether quality gocds and services that provide

clid satisfactions will become readily available in

mn

the market place.

B. Buying with deliberation requires the buyer
to be highly knowledgeable and well informed about
the quality and the cost c¢f the goods and the services
he buys, and to spend generously of hils time and effort
in acquiring this knowledge and information which results
in monetary rewards as well as personal satisfaction
for the buyer.

C. The impulsive buyer is by his very nature
inefficient, because his wants are ceontrived by sellers
and advertisers, and he dissipates his buying power to
the extent that he acquires things for which he has
either little or no need.

D. The manner in which the buyer exercises his

purchasing power is directly related to the utility
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he receives from each good or service and, in a large
measure, determines how much freedom of choice is
available in the market place.
E. Good practices and procedures on the part
of the buyer himself determine the quality of the

gocds and services offered in the market place.

What pecple buy -- In the final analysis, and without

regard for particular goods and services, what people buy is
dependent upon how they exercise discrimination as they
endeaver to obtain what they want out of 1life and to obtain
what they need to sustain life.’

A, With the vast array of gocds and services
available in the market place, people must exercise
much discrimination in their buying.

B. Gocds and services purchased by individuals
are not only the basic necessities required to sustain
life, but are also those that add to the satisfaction
and enjoyment of life at a particular time,

C. Affluence in the economy enables individuals
to buy even the necessities that are required to sus-
tain life not only because they fulfill a need, but
for their convenience and for the quality they possess
as well.

When people buy -- The decision of when to huy 1s

based primarily upon one's personal economics and preference,
and that decision is exercised only when there exist both

an ability and a willingness to buy.
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A. Use of the specific article to be purchased
influenzes the decision of when to buy, inasmuch as
the needs and wants of the individuals are constantly
changing.

B. The ability to make purchases that will ful-
£ill the wants and needs of individuals at a particu-
ilar time in the 1life cycle determines to a great extent
the buying habits of each family unit.

C. General eccnomic trends affect when people
buy, and the responsibility of the well-informed
buyer is to give due consideration to these trends,
but nct to let them be the sole governing factors in
his choice of when to buy.

Where people buy -- The final decisions as to where
recple will buy depend upon the individual respopnses that
are made to the demands imposed upon sellers.

A. When similar goods and services are available
in numerous outlets at varying prices, each buyer is
charged with the responsibility of buying where his

. purchasing power will be maximized.

B. Through effective buying practizes such as
piacing more emphasis on the product or the service
and less on convenience of shopping, buyers are able
to obtain more for each dollar spent.

C. Time and.-convenience are important factors

operative when buyers are shopping for goods, but
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these factcrs become secondary to confidence when.buyers
are shopping for professional services.
D. Prices and guality should become the primary
tools which buyers use in determining the stores
which they will patronize.

Economics of buying -- The buying habits of an indi-

vidual have a direct relationship to his standard of living,
whereas the ccllective effect of buying by many individuals
determines tc a large extent the level of the economy fdr
the entire nation.

A. Efficient buying enables the consumer to
extend his real income thereby upgrading his standard
of living. )

B. In the short run, buyers and sellers have
adverse interests in that both want to get the maximum
value by giving up the minimum value, and both must
cooperate in establishing values so that, in the
long run, there will be the greatest consumer satis-
faction combined with the best use of physical and
human resources.

C. ©Each consumer must accept his responsibility
for fully utilizing the advantages in his privilege
to buy if he and the entire economy are tc gain solid
utility frem his purchases.

D. Cnly when buyers more fully understand the

large amount of economic control that they have over
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businessmen and the nation's economy will they better
exercise their buylng functions sc that the best use

can be made of the econcmic resources of this nation.

Suggestions for Further Study

The author has concluded that cocllateral aspects of
consumer buying shculd be the subject of further research.
This 1s based on research done in preparation for this study,
informaticn contained herein, and the.considered judgment of
one of the experts to whom this work was submitted. Of major
concern is the role that governmental and/or private organiza-
tions do and shculd play in the educaticn and protection of
buyers. Concise information is of utmost importance and 1its
accumulation, digssemination and assimilation by the public
are, at present, wholly ineffective. Of equal concern are
the legal aspects and responsibilities of the buyer and the
seller and how they can effectively enforce those rights
they presently pcssess. Reséarch based on these suggestions,
by virtue of the dearth of educational and protective organi-
zations presenily available, would have to concern itself

primarily to recommendations.

Concluding Statements

The nature of this research study was such that the
development of conclusions of the type usually found in a
doctoral dissertation was not appropriate. On the basis of

eighteen months of concerted effort to develop background
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material and appropriate understandings and concepts that
relate to buying, the author developed the following general-
ized statements.

1. In its true breadth, buying involves both an
individual and a collective complex of information that is
significant and of prime importance to those who pass through
the many educational systems of this country. These two
aspects must be recognized and constantly kept in mind if
curriculum planning in the area of buymanship is to be
effective.

2. The substantive content of education for buying
should be designed so that students may, through generaliza-
tion processes, 1solate and define the broad ideas and develop
the attitudes that will benefit them when applied to the
various circumstances connected with buying.

3. This study demonstrates that the content of
buying can be conceptually developed and presented so that
greater depth of meaning may be acquired. In the teaching
process concepts and attitudes can be developed to enable
the student to extend his scope of understanding beyond the
factual and knowledge levels thereby acquiring a more bene-
ficial and permanent type of learning.

4., The general education curriculum aimed at

intellectualizing the study of human behavior may be enhanced
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by the conceptual approach to the teaching of buying at any

and all educational levels.
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