
Consumers 

The Engine That Runs the 
Economy   



Section 1-1 

 Decisions 
 Decisions 
 Decisions 

 



The Customer is 
Always Right 

 Business have to give customers 
what they want 

 If not, customers will do business 
elsewhere or not at all 

 Customers have the power to 
CHOOSE 



Values 

 Values are the principles, or 
standards, by which you live 

 Values are making judgments--
deciding what you believe is right or 
wrong, good or bad, important or 
unimportant 



Values 

 Life Values 
 Principles most 

important in your 
life 
 Family 
 Friends 

 Work Values 
 Principles most 

important in your 
work 
 Earn a living 
 Help people 
 Help community 



Values 

 Common Values 
 Values shared 

with others 
 Honesty 
 Independence 
 Education 
 Health 
 Family 
 Community 

 Social Values 
 Values held by a 

great number of 
people in a 
society 
 Stay at home 

moms (50’s) 
 Values do Change 



Values 

 Different People have  Different 
Values 
 Does not make one person right and 

the other wrong 



Goals 

 The things you want to accomplish 
in your life 
 Come from your values 
 Come from your wants and needs 
 Come from your hopes and dreams 
 Influenced by your experiences/family/

friends/etc 



Needs and Wants 

 Needs are things 
you can’t live 
without 
 Food & Water 
 Clothing 
 Shelter (Housing) 

 Wants are things 
you would like to 
have but can live 
without 
 Don’t’ confuse 

wants/needs 



Hopes and Dreams 

 What do you want to do?  
 What do you want to own? 
 What kind of person do you want to 

be? 
 Answers can be your goals 



Plan to Reach Your Goals 

 First-Know your Goals 
 Second-Plan How to Reach your 

Goals 
 Third-Stick to your Plan 
 Fourth-Make a budget and stick to it 



Opportunity Cost 

 The value of your next best 
alternative whenever you make a 
choice 
 What you “give up” to reach your goal 
 Different for each person 



Opportunity Cost and 
Decision Making 

 Is the price too high? 
 Is it worth it-is the reward worth the 

cost? 
 Options--goals and values change 

 Set new goals as previous goals are 
achieved 



Section 1-2 

Make Decisions 



Rational Buying 
Decision 

 A choice made in an organized, 
logical manner 

 Choices made this way most likely 
to fulfill your need or want 



Decision Making 
Process  

 Specify-Identify want or need to 
fulfill 

 Search-gather information 
 Sift-look at all options/opportunity 

costs 
 Select-make a choice and act on it 
 Study-evaluate the result 



Step 1:  Specify 

 Need or Want--identify  
 Goal-specifications 
 Values-influence goals 



Step 2:  Search 

 Plan Your Search-gather and 
compare information 

 Impulse Purchases-a purchase 
made on a whim, without the 
decision making process 
 Can be wise, but usually not 



Step 3:  Sift 

 Look at your options--compare 
choices 

 Look at opportunity costs--evaluate 
benefits and costs or your options 



Step 4:  Select 

 Decide 
 Make Choice 

 Based on previous steps 



Step 5:  Study 

 Would you do the same thing again 
 Would you do it different next time 
 Buyers Remorse--regretting a 

purchasing decision 
 Happens at some point 
 Learn from mistake 


