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I totally get what you're saying!And second, if you're only interested in measuring the psychology of
organizational buyers without delving into the communication process, you can leave out certain

decision-process variables like perceptual bias and active search.The model of industrial buyer behavior
in Figure 1 can seem overwhelming with all those variables and relationships.First, you can focus on the

specific product or service being purchased and the type of purchasing organization, rather than
considering all possible variations.But here's the thing: when applying the model to a specific study, you

.can simplify it in a couple of ways.It's all about tailoring the model to fit your specific research goals


