Assignment 9 – Wants, Needs and Value Received
Bus 50

Your Name _____________________________________

Directions: When Finished: go to Blackboard and click on the appropriate Assignment link. Cut and paste from the Word document into the turn-in window (preferred) or type into the turn-in window (preferred), or attach the Word file (only if really necessary).


When a customer plops down their money for a product or service he or she is making a decision whereby they give up something to get something. This is known as a cost-to-value relationship. The cost to the customer is clearly monetary (price plus retail tax, travel costs, delivery, accessories or other $ expenditures to make the purchase) but also includes non-monetary costs (convenience, time, effort, opportunity lost to buy other things, social costs, etc.). 

The Value part is a matter of benefitting, filling wants or needs and generally being satisfied with the purchase and value received as opposed to still having the money (buyer remorse and the establishment of probability of repeat purchase), Generally either the customer is motivate d by filling personal Wants & Needs or by gaining benefits from the product or service…sometimes both are motivators.

Generally, Wants & Needs are a matter of fulfilling desires versus necessities. Disposable (aka Spendable) income goes to necessities and what’s left, discretionary income, goes to desires when purchasing. Generally, Benefits are created and advertised by the business to meet those wants and needs.

Maslow’s Hierarchy of Wants & Needs 

1. Physiological

2. Safety

3. Belongingness

4. Ego

5. Self-Actualization

Types of Benefits Offered in Marketing

· Physical Benefits

· Functional Benefits

· Psychological Benefits

Answer the Questions below:

Part 1 - Identify the Wants and Needs filled for you and the Businesses’ efforts to offer benefits in either a product or service purchase you recently made.

Part 2 - For someone else, representing a different target market or segment than you represent: Identify the Wants and Needs filled and the Businesses’ efforts to offer benefits for the same purchase.

