
 WhoisaConsumer?

Anyindividualwhopurchasesgoodsandservicesfrom themarketforhis/her

end-useiscalledaconsumer.Insimplewords,aconsumerisonewhoconsumes

goodsandservicesavailableinthemarket.

Forexample–‘A'mightpurchaseabicycleforhissonor‘B’mightbuyashirtfor

himself.

Intheaboveexamples,bothAandBareconsumers.

 WhatisconsumerInterest?

Everycustomershowsinclinationtowardsparticularproductsandservices.

Consumerinterestisnothingbutwillingnessofconsumerstopurchaseproductsand

servicesaspertheirtaste,needandofcoursepocket.

Fore.g.– Both’A’and ‘B’wentto thenearbyshopping mallto buydressesfor

themselves.Thestoremanagershowedthem thebestdressesavailablewithhim.‘A’

immediatelypurchasedtwodressesbut‘B’returnedhomeemptyhanded.Thedresses

werelittletooexpensivefor‘B’andshepreferredsimpleandsubtle-mindsetandability

tospend.

 MEANINGANDDEFINITIONOFCONSUMERBEHAVIOUR

 MeaningofConsumerBehaviour

Consumerbehaviouristhestudyofhowindividualcustomers,groupsororganizations

select,buy,use,anddisposeideas,goods,andservicestosatisfytheirneedsandwants.

Itreferstotheactionsoftheconsumersinthemarketplaceandtheunderlyingmotives

forthoseactions.

Consumerbehaviouristhesocial,economicand psychologicalbehaviourof

consumersastheybecomeawareof,evaluate,purchase,consumeandmakeupthe

ideasaboutthegoodsandservices.Consumerbehaviourspecificallycomprisesof

threebasicactivities-acquiring,consuminganddisposing.ConsumerBehaviourisa



branch which deals with the various stages a consumergoes through before

purchasingproductsorservicesforhisenduse.

Letusunderstandtheconceptmoreclearly–

 Whydoesanindividualbuyaproduct?

o Need

o SocialStatus

o GiftingPurpose

 Whydoesanindividualnotbuyaproduct?

o Norequirement

o Income/Budget/Financialconstraints

o Taste

 Whendoconsumerspurchaseproducts?

o Festiveseason

o Birthday

o Anniversary

o Marriageorotherspecialoccasions

Thereareinfactseveralfactorswhichinfluencebuyingdecisionofaconsumer

rangingfrom psychological,social,economicandsoon.Thus,thestudyofconsumer

behaviourexplainsasto:

 Whyandwhynotaconsumerbuysaproduct?

 Whendoesaconsumerbuyaproduct?

 Howaconsumerbuysaproduct?



 DefinitionofConsumerBehaviour

 AccordingtoWalterandPaul,“ConsumerBehaviouristheprocesswhereby

individualsdecidewhat,when,how andfrom whom topurchasegoodsand

services”.

 AccordingtoBelchandBelch,wheneverneedarises;aconsumersearchesfor

severalinformationwhichwouldhelphim inhispurchase.

Followingarethesourcesofinformation:

o PersonalSources

o CommercialSources

o PublicSources

o PersonalExperience

o Perceptionalsoplaysanimportantroleininfluencingthebuyingdecisionof

consumers.

 NATUREOFCONSUMERBEHAVIOUR

1)Systematicprocess: Consumerbehaviourisasystematicprocessrelating to

buyingdecisionsofthecustomers.

Thebuyingprocessconsistsofthefollowingsteps:

 Needidentificationtobuytheproduct.

 Informationsearchrelatingtotheproduct.

 Listeningandevaluatingthealternative.

 Purchasedecision.

 Postpurchaseevaluationbythemarketer.

2)Influencedbyvariousfactors:Consumerbehaviourisinfluencedbyanumberof



factors.The factors that influence consumers include marketing,personal,

psychological,situational,socialandculturaletc.

3)Differentfordifferentcustomers:Allconsumersdonotbehaveinthesamemanner.

Differentconsumersbehavedifferently.Thedifferenceinconsumerbehaviourisdue

toindividualfactorssuchasnatureoftheconsumer'slifestyle,cultureetc.

4)Differentfordifferentproducts:Consumerbehaviouris differentfordifferent

productstherearesomeconsumerswhomaybuymorequantityofcertainitems

andverylowquantityofsomeotheritems.

5)Varyacrossregions:TheconsumerbehaviourvaryacrossStates,regionsand

countries.Forinstance,thebehaviourofurbanconsumersisdifferentfrom thatof

ruralconsumers. Normallyruralconsumersareconservative(traditional)intheir

buyingbehaviour.

6)Vitalformarketers:Marketers need to have a good knowledge ofconsumer

behaviourtheyneedtostudythevariousfactorsthatinfluenceconsumerbehaviour

ofthetargetcustomers.Theknowledgeofconsumerbehaviourenablesmarketers

totakeappropriatemarketingdecisions.


