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EXHIBIT S3

Factors that Affect the Consumer Decision-Making Process

Social Factors Cultural Factors

Individual Factors ‘ ‘ Psychological
Gender z Factors
Age and family
life-cycle stage
Personality, Decision-Making Learning
self-concept, Process Beliefs and
and lifestyle attitudes
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1. Need Recognition
You realize you need a better backpack to travel across the country
after you graduate.

2. Search for Product Information
You begin looking at different backpacks on the Web, talking to friends about
them, and visiting stores to look at them.

aluative criteria,

6. Disposal of the Product

You decide you like the backpack so much you buy another one or an upgraded
version of it. Or you throw it away, give it to friend, or sell it on eBay.
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