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Meaning and Definition:
Consumer behaviour is the study of how individual customers, groups or

organizations select, buy, use, and dispose 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.

Marketers expect that by understanding what causes the consumers to buy

particular goods and services, they will be able to determine—which

products are needed in the marketplace, which are obsolete, and how best to

present the goods to the consumers.

The study of consumer behaviour assumes that the consumers are actors in

the marketplace. The perspective of role theory assumes that consumers play

various roles in the marketplace. Starting from the information provider,

from the user to the payer and to the disposer, consumers play these roles in

the decision process.

The roles also vary in different consumption situations; for example, a

mother plays the role of an influencer in a child’s purchase process, whereas

she plays the role of a disposer for the products consumed by the family.



Definition Of Consumer Behaviour

1. According to Engel, Blackwell, and Mansard,

‘consumer behaviour is the actions and decision

processes of people who purchase goods and services

for personal consumption’.

2. According to Louden and Bitta, ‘consumer behaviour

is the decision process and physical activity, which

individuals engage in when evaluating, acquiring,

using or disposing of goods and services’.



Nature of Consumer Behaviour:

1. Influenced by various factors:

The various factors that influence the consumer behaviour

are as follows:

• Marketing factors such as product design, price, promotion,

packaging, positioning and distribution.

•Personal factors such as age, gender, education and income

level.

•Psychological factors such as buying motives, perception of the

product and attitudes towards the product.

•Situational factors such as physical surroundings at the time of

purchase, social surroundings and time factor.

•Social factors such as social status, reference groups and family.

•Cultural factors, such as religion, social class—caste and sub-

castes.



2. Undergoes a constant change:
Consumer behaviour is not static. It undergoes a change over a period of time

depending on the nature of products. For example, kids prefer colourful and

fancy footwear, but as they grow up as teenagers and young adults, they prefer

trendy footwear, and as middle-aged and senior citizens they prefer more sober

footwear. The change in buying behaviour may take place due to several other

factors such as increase in income level, education level and marketing factors.

3. Varies from consumer to consumer:
All consumers do not behave in the same manner. Different consumers behave

differently. The differences in consumer behaviour are due to individual factors

such as the nature of the consumers, lifestyle and culture. For example, some

consumers are technoholics. They go on a shopping and spend beyond their

means.

They borrow money from friends, relatives, banks, and at times even adopt

unethical means to spend on shopping of advance technologies. But there are

other consumers who, despite having surplus money, do not go even for the

regular purchases and avoid use and purchase of advance technologies.



4. Varies from region to region and country to

county:

The consumer behaviour varies across states, regions and

countries. For example, the behaviour of the urban consumers is

different from that of the rural consumers. A good number of rural

consumers are conservative in their buying behaviours.

The rich rural consumers may think twice to spend on luxuries

despite having sufficient funds, whereas the urban consumers may

even take bank loans to buy luxury items such as cars and

household appliances. The consumer behaviour may also varies

across the states, regions and countries. It may differ depending

on the upbringing, lifestyles and level of development.



5. Information on consumer behaviour is important to the

marketers:

Marketers need to have a good knowledge of the consumer

behaviour. They need to study the various factors that influence

the consumer behaviour of their target customers.

The knowledge of consumer behaviour enables them to take

appropriate marketing decisions in respect of the following

factors:

a. Product design/model

b. Pricing of the product

c. Promotion of the product

d. Packaging

e. Positioning

f. Place of distribution



6. Leads to purchase decision:

A positive consumer behaviour leads to a purchase decision. A

consumer may take the decision of buying a product on the basis

of different buying motives. The purchase decision leads to

higher demand, and the sales of the marketers increase.

Therefore, marketers need to influence consumer behaviour to

increase their purchases.

7. Varies from product to product:

Consumer behaviour is different for different products. There are

some consumers who may buy more quantity of certain items

and very low or no quantity of other items. For example,

teenagers may spend heavily on products such as cell phones and

branded wears for snob appeal, but may not spend on general

and academic reading. A middle- aged person may spend less on

clothing, but may invest money in savings, insurance schemes,

pension schemes, and so on.



8. Improves standard of living:

The buying behaviour of the consumers may lead to higher stan-

dard of living. The more a person buys the goods and services,

the higher is the standard of living. But if a person spends less on

goods and services, despite having a good income, they deprives

themselves of higher standard of living.

9. Reflects status:

The consumer behaviour is not only influenced by the status of a

consumer, but it also reflects it. The consumers who own luxury

cars, watches and other items are considered belonging to a

higher status. The luxury items also give a sense of pride to the

owners.



Affects Of Consumer Behavior

Many things can affect consumer behavior, but the most frequent factors

influencing consumer behavior are:

1. Marketing campaigns

2. Economic conditions

3. Personal preferences

4. Group influence

5. Purchasing power



1. Marketing campaigns

Marketing campaigns influence purchasing decisions a lot. If done

right and regularly, with the right marketing message, they can

even persuade consumers to change brands or opt for more

expensive alternatives. Marketing campaigns can even be used as

reminders for products/services that need to be bought regularly

but are not necessarily on customers’ top of mind (like insurance

for example). A good marketing message can influence impulse

purchases.

2. Economic conditions

For expensive products especially (like houses or cars) economic

conditions play a big part. A positive economic environment is

known to make consumers more confident and willing to indulge

in purchases irrespective of their personal financial liabilities.

Consumers make decisions in a longer time period for expensive

purchases and the buying process can be influenced by more

personal factors at the same time.



3. Personal preferences

Consumer behavior can also be influenced by personal factors, likes,

dislikes, priorities, morals, and values. In industries like fashion or

food personal opinions are especially powerful. Advertisement can,

of course, help but at the end of the day consumers’ choices are

greatly influenced by their preferences. If you’re vegan, it doesn’t

matter how many burger joint ads you see, you’re probably not

gonna start eating meat because of that.

4. Group influence

Peer pressure also influences consumer behavior. What our family

members, classmates, immediate relatives, neighbors, and

acquaintances think or do can play a significant role in our decisions.

Social psychology impacts consumer behaviour. Choosing fast food

over home-cooked meals, for example, is just one of such situations.

Education levels and social factors can have an impact.



5. Purchasing power

Last but not least, our purchasing power plays a significant role

in influencing our behavior. Unless you are a billionaire, you

will take your budget into consideration before making a

purchase decision. The product may be excellent, the marketing

could be on point, but if you don’t have the money for it, you

won’t buy it. Segmenting consumers based on their buying

capacity will help marketers determine eligible consumers and

achieve better results.


