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DEFINITION

• Organizational behavior is defined as the rational decision making process in 
which organization buys goods and services when they have need of any 
goods or service for their organization.

• The purchased products and services get identified, evaluated, and chosen 
among alternative brands and suppliers.



THREE TYPES OF BUYING SITUATION

• The straight rebuy: it is the buying condition in which the buyers buy the 
products frequently. Buying of those products will be a routine task for the 
organization.

• The modified rebuy: a business buying condition in which the buyer wants to 
change the product specification, its price as well as terms or suppliers.

• The new task: when the organization buys any products or services for the 
first time then it is called ne task.



PARTICIPANTS IN THE 
ORGANIZATIONAL BUYER BEHAVIOR 

PROCESS
• User: the members who uses the products or services.

• Influencer: the people who affect the buying decision in an organization are 
called influencers. 

• Buyer: In organizational buying Centre, the person who actually purchases 
the goods and services are called buyers.

• Deciders: the people who have formal or informal power in order to select or 
approve the final supplier in organizations buying center are decider.

• Gatekeepers: the person who controls the flow of information to others in 
organizational buying is called gatekeepers.



PROCESS OF ORGANIZATIONAL 
BUYER BEHAVIOR




