










CREATING A UNIQUE CUSTOMER EXPERIENCE AND INCREASING 

CUSTOMER ENGAGEMENT THROUGH MARKETING EFFORTS TO 

ENCOURAGE WILLINGNESS TO PAY FOR  EXERCISE PROGRAMS 

ABSTRACT 

In a sea of competition and an extremely complex and dynamic environment that creates 

new living and working conditions, as well as increasingly diverse needs and desires of 

individuals, companies base their struggle for competitive advantage on research and 

understanding various aspects of consumer purchasing behaviour. The path from attracting 

customers' attention, through motivation and willingness to allocate and spend a certain 

amount of money to purchase a specific product or service, as well as creating positive 

experiences and satisfaction through all touchpoints with the company, to consumers who 

are ready to recommend a particular product/service to people in their environment and 

encourage them to buy it, is extremely long and requires an integrated approach in 

formulating and implementing business strategies. Companies, aware of the consequences 

of the technological revolution and the complexity of consumer behaviour, are trying to 

explore the same by applying different approaches, which are focused specifically on the 

process of making purchasing decisions, as well as on the factors that determine consumer 

behaviour, willingness to pay, customer experience and customer engagement. The 

aforementioned segments represent the lifeblood of consumer behaviour, which is why 

companies aware of their importance are developing marketing strategies focused on a 

comprehensive understanding of consumer needs and motives, to build value that will 

result in a greater willingness to pay, a positive user experience, and a higher level of 

engagement. 
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exercise program, consumer behaviour, motivation, life satisfaction, self-rated health, 
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