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Behaviour




What is Consumer Behaviour?

Consumer behaviour is the study of how individual customers, groups, or organizations select, buy, use,
and dispose of ideas, goods, and services to satisfy their needs and wants. It refers to the actions
of the consumers in the marketplace and the underlying motives for those actions.
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Influenced
by Varlous Factors

Undergoes a
Constant change
Varies fTrom
Consumer to Consumer
Varles From Reglon to
Reglon and Country to County
Irfoarmation on Consumer Bahavor
s Important to Marketers

NATURE OF
CONSUMER
BEHAVIOUR

Leads to Purchase Declslon
Product to Product
Mproves
Standard of Living
Reflects Status
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Factors Influencing Consumer Behaviour

Cultural and Social
Factors

Psycological

Economic Factors Personal Factors
Factors

Personal Income -
Discretionary Income,
Disposable Income

Family Income Occupation

Expectations regarding
future income

Life Cycle Stage Perception

Liquid assest &

consumer credit Lifestyle

Learning Social Groups

Level of Standard of Personality & Self
Living Concept

Lifestyle Opinion Leaders

Attitude Role & Status




INDUSTRIAL BUYING BEHAVIOR

Characteristics of Industrial Buying Behavior

. The
. unigueness of
|\ organizations.

Longer time
lags between
efforts and
results.

Rational but
also emotional
activity.

Industrial
Buying Behavior
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It is a formal °
activity that

follows the

procedures laid
down in an org.



INDUSTRIAL BUYING BEHAVIOR

Major Factors

Authority
Status
Empathy
Persuasiveness
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Organizational

Objectives
Policies
Procedures

Org. Structures
Systems

Level of Demand
Economic Outlook
Cost of Money

Rate of Technology
Changes

Political & Regulatory
Dew.




INDUSTRIAL BUYING BEHAVIOR

Models of Industrial Buying Behavior

Degree
07 ofrisk.

Strategic
06 importance.

Sums of money involved.

05

04 Characteristics of the product.

Affect of purchase on existing routines.

03

Characteristics of the purchasing market.

02

01 Role of the purchasing department in the organization.



High Involvement

Significant
Differences
between Brands

Few Differences
between Brands

Complex
Buying
Behavior

Dissonance
Reducing
buying
behavior

Low Involvement

Variety
seeking

buying
behavior

Habitual
Buying
behavior
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Segmentation

T
Targeting

P

Positioning

Create product
positioning and
marketing mix that is
most likely to appeal
to the selected
audience.

Divide market into
distinct groups of
customers
(segments) using
segmentation
practices.

Determine which
customer group

(segment) to focus
your marketing
efforts on.




Market
Segmentation




. 4

MARKETING SEGMENTATION BENEFITS

Custom Tailored
Messages

Address unique needs,

wants and characteristics.

ifi

Effective Marketing
Strategy

Select the most effective
strategies for each segment.

Attract Quality
Leads

Make sure your message
reaches the right people.

O

Enables Better
Control

Track, measure and control
specialized ads and campaigns.

Differentiate from
Competition

Show how your products and
services are different from your
competition.




8 Benefits of Market Segmentation

Develop effective strategies

Create hyper-focused messaging

Increase response rates

Attract the right customer

Improve brand loyalty

Expand your market reach

Promote new product development

Support decision making



MARKET SEGMENTATION
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Establish what problem your
products can solve

Understand who's the most
likely to need this solution

Learn what secondary
audiences are worth pursuing

o | Test new marketing channels
d  for reaching the identified




What Is Target Market?

Acquires new
Implements clients

Marketing Strategies

Expands in
new markets

Boosts sales
revenue

Increases

Target Market

market share
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