
CONSUMER BEHAVIOR AND PURCHASE DECISION MAKING

Consumer buying behavior always reflects why do consumers buy consumer's decision-making process involves
recognizing the need.

Most of them said the product tasted like regular beer. For example, the words Drink Coca-Cola might be
flashed for a millisecond on a movie screen. Neuroimaging devices are used in Neuromarketing to investigate
consumer behaviour. Source credibility bias - We reject something if we have a bias against the person,
organization, or group to which the person belongs: We are inclined to accept a statement by someone we like.
People are still fascinated by subliminal advertising, however. To be sure their advertising messages get
through to you, companies often resort to repetition. People have many roles. In an early study of the buyer
decision process literature, Frank Nicosia Nicosia, F. All operate within a larger culture. Hispanics is growing
by leaps and bounds. Gift certificates have been a popular way to purchase for years. Otherkins are primarily
Internet users who believe they are reincarnations of mythological or legendary creaturesâ€”angels, demons,
vampiresâ€”you name it. See consumer theory. You have probably heard of the hip-hop subculture, people
who in engage in extreme types of sports such as helicopter skiing, or people who play the fantasy game
Dungeons and Dragons. Opinion leaders-- Spokespeople etc. Tea is a part of the British culture, hot with milk.
Your gender also affects what you buy and how you shop. On the basis of either being satisfied or dissatisfied,
a customer will spread either positive or negative feedback about the product. Any group that has a positive or
negative influence on a persons attitude and behavior. Perhaps you have seen Girl Scouts selling cookies
outside grocery stores and other retail establishments and purchased nothing from them. The risk associated
with such a decision is very high. They are qualitative rather than quantitative and build on sociological
factors like cultural influences and family influences. We attribute other's success to good luck and their
failures to their mistakes. Physical factors like theseâ€”the ones over which firms have controlâ€”are called
atmospherics The physical aspects of the selling environment retailers try to control.. Grocery stores
frequently place bread and milk products on the opposite ends of the stores because people often need both
types of products. You can thank me later. Are you making an emergency purchase? Credit Cards etc.!!
Purchasing a gift might not be an emergency situation, but you might not want to spend much time shopping
for it either.


