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Research on Decision-making Process of Customers in Real Estate

Industry Taking Vanke Fifth City as an Example

[Abstract] In the past few years, China's real estate industry has experienced a series
of large-scale rises, which has led to the trend of the unhealthy real estate market. In
order to stabilize the property market, the local governments have successively
introduced corresponding policies and regulations. The most common is that
Restricted purchases and restrictions on loans, but according to research shows that
restrictions on purchases and loans can not completely control the property market
prices, but the large cities have instead experienced a rise in the property market.
Faced with this situation, consumers are increasingly rational, this is the marketing
staff of the real estate industry. This is undoubtedly a big challenge, so this article will
start from the macro environment, taking the Vanke Fifth City project in Dongguan as
an example to study the whole process of consumers buying houses, and find out
more marketing people to market from this process. Suggestions for the activity. At
the same time, using Maslow's demand theory as the theoretical basis, the relationship
between the purchase behavior and the five needs of human beings is analyzed, so
that each consumer has one or more needs in the purchase of the house, marketing
Personnel can make targeted marketing by researching the characteristics of different
needs and combining the actual situation of customers to improve the success of the
transaction. Resistance. In addition to the customer in accordance with the needs of
classification, precision marketing, the paper will summarize each case the most
suitable marketing methods depending on the type of buying behavior and
decision-making actors in different roles characteristics.
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