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People get a lot of information about what couch they should 

buy next. Over the years, they have seen ads, looked online, 

slept on friends’ couches, scanned catalogs, gone shopping, 

and owned other couches themselves. This is all part of 

building their belief system of things they care about when it 

comes to their ideal couch. When they’re considering buying a 

new couch, they’re bringing all of this information with them 

to facilitate their decision.

Identify and list the types of knowledge and motivations 

that consumers might have and how they might affect their 

purchase decisions. This may be done as a way to analyze 

research collected from users or to help ideate opportunity 

areas to investigate further.

Design the ways that potential users might interact with an 

offering in the midst of everything else they’re seeing and 

hearing to help them build the most accurate, real-time belief 

system about your offering prior to purchase. Then, at the 

points where they’re making those in-the-moment purchase 

decisions, connect back to what they’ve experienced in their 

lives so that your offering is the clear choice.

The General Belief System is all the information that people 

are exposed to about a particular offering  1  and of that, what 

they choose to believe, accept and retain  2 . Information 

is constantly—and largely subconsciously—being filtered, 

added and rejected to create a general opinion. When it’s 

time to make a decision, people leverage what they believe to 

make In-the-Moment Decisions to plan what they’re going to 

buy  3 , purchase it  4  and then use or consume it  5 . This 

experience adds more information to their General Beliefs 

about the offering and influences future purchase decisions. 

Define the motivations and behaviors behind how people make purchase decisions
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