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This Edited Volume "Consumer Behavior and Marketing"
is a collection of reviewed and relevant research
chapters, offering a comprehensive overview of recent
developments in the field of psychology. The book
comprises single chapters authored by various
researchers and edited by an expert active in the
research area. All chapters are complete in itself but
united under a common research study topic. This
publication aims at providing a thorough overview of the
latest research efforts by international authors and open
new possible research paths for further novel
developments.
Retail Marketing and Branding, 2nd Edition looks at how
retailers can make more out of their marketing money
with retail best practices in branding and marketing
spend optimization. The second edition of Retail
Marketing and Branding includes the following updates: *
New and updated case examples * Updated figures and
examples throughout * New interviewers with recent
experiences * Additional chapters
Master's Thesis from the year 2011 in the subject
Business economics - Marketing, Corporate
Communication, CRM, Market Research, Social Media,
grade: 1.0, Thames Valley University, London, language:
English, abstract: This dissertation is a study in the area
of e-commerce. The aim of this study was to examine
the adoption of online shopping and online shopping for
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clothing in particular and factors influencing the intention
to purchase clothing online. A quantitative research
method was used and a questionnaire designed on the
website www.surveymonkey.com and then distributed by
sending out the link leading to the survey via facebook
and emails. 94 useful questionnaires were gathered from
female and male UK students. SPSS 17 was used to
analyse the collected data by conducting chi-square
tests and Spearman's rho correlation tests to examine
the relation between different variables. The constructs
of the technology acceptance model (TAM) were used as
a framework and basis for this research and were
extended by further constructs. Therefore, the impact of
perceived usefulness, perceived ease of use, prior online
shopping experience, perceived risk and product
involvement on the intention to purchase clothing online
was analysed. Perceived usefulness, perceived ease of
use and prior online shopping experience had positive
effects on the intention to purchase clothing online.
Perceived risk had a negative effect on the intention to
purchase clothing online. These findings supported the
hypotheses. Other than hypothesised, clothing product
involvement did not have a significant positive effect on
the intention to purchase clothing online.
The purpose of this study is to identify the factors
influence consumer decision making in purchasing
mobile phone in Sibu. This study examines the seven
main factors which are price, product, promotion, social,
cultural, place and family will influence most to the
consumer decision making.
However, in coffee market, buying a coffee comes
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almost automatically and does not need much
information search. Hence, time limiting pressure factor
won't one main factor to influence coffee consumer to
choose to buy the kind of coffee to drink. However, there
are other factors to influence coffee consumers' kind of
coffee drinking option from cultural, social, personal or
psychological factors. So, coffee taste producer can
follow these factors to estimate how coffee consumers
might behave in the future when making any kinds of
coffee making purchasing decisions. Firstly, social factor
can affect coffee consumer behavior significantly. Every
coffee consumer has someone around influencing
his/her coffee buying decisions. The important social
factors include reference groups, family, role and status,
e.g. when the coffee buyer has high income job and his
friends have good educational level and high income.
Then, he will compare his reference group, such as his
friends' coffee buying behavior choosing which kinds of
coffee taste to drink in habits or lifestyles. If he chooses
the kind of coffee taste to drink, its price is cheaper to
compare his friends' drinking coffee tastes. Then, he
may be influenced to follow his friends to drink the same
kinds of coffee taste in order to keep their same social
status and role between him and his friends.Secondly,
the coffee consumers will be influenced how to choose
which kinds tastes of coffee to drink by personal factors,
such as his age, life cycle state, occupation, economic
situation, lifestyle and personality and self-concept. Age
related factors are such as taste in food, e.g. the kinds of
coffee taste. Although, coffee price is cheap, but if the
coffee consumer's income is more and he/she can often
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spend to buy different kinds of taste coffees to drink.
Then, his/her income level will have much purchasing
power to influence his/her purchasing behavior. Hence
the coffee consumer's frequency of consumption of
different kinds of coffee taste drinking choice behavior
will represent whether his/her income level is high or low
in possible. For example, the consumer needs to go to
automatic coffee shop to buy at least three cups or more
different kinds of high class good taste coffee brands to
drink per week. Although, these high class coffee brands'
prices are higher than the low class of coffee brands. But
the coffee consumer still only buys any one of these
kinds of high class brands' coffee taste to drink. Hence, it
seems that this coffee consumers ought have high
income to let him to buy at least three cups of high class
brand of coffee taste to drink from automatic coffee ship
per week. So, income factor can influence the coffee
consumer to choose either coffer purchase from
supermarket or coffee drinking at automatic coffee shop.
If the coffee consumer only chooses to buy coffee from
supermarket, due to the bottles of different kinds of
brand coffee can provide more different tastes of coffees
choices from shelves to let him to buy to drink at home.
So, it seems that the coffee consumer's income level is
low in general. Otherwise, if the coffee consumer only
chooses to go to automatic coffee shop to buy the high
class brands of coffee tastes to drink at least three times
or more per week. It may mean that the coffee consumer
has high income level to support him/her to often go to
automatic coffee shop to buy different kinds of high class
coffee tastes to drink frequently every week. Some high
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or low income level factor can influence every coffee
consumer individual drinking coffee behavioral options.
Now in its Fifth Edition, this much-loved text offers
theoretical and philosophical depth as well as insights
into practice. The text covers the entire research process
in an accessible way and provides critical, thoughtful
treatment of important issues like ethics and politics,
making it an invaluable companion for any business and
management student New to the Fifth Edition: Expanded
to include examples from across business and
management including Marketing, International Business
and Psychology Up-to-date, international examples and
cases from a range of countries Introductory chapter
looks at writing proposals in detail Chapter on the
literature review now includes how to critically review
Move towards new technologies and social media
including discussion of wikis and cloud sourcing
Improved structure and flow, with three chapters on
qualitative methods and three on quantitative methods
Additional practical exercises which are linked to key
research tasks throughout The companion website
(https://edge.sagepub.com/easterbysmith) offers a
wealth of resources for both lecturers and students
including, for lecturers, an instructor?s manual and
PowerPoint slides and, for students, author podcasts,
journal articles, web links, MCQs, datasets and a
glossary.
First Published in 2004. Routledge is an imprint of Taylor
& Francis, an informa company.
'Baverstock is to book marketing what Gray is to
anatomy; the undisputed champion.' Richard Charkin,
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Executive Director of Bloomsbury Publishing and
President Elect of the International Publishers
Association Over four editions, Alison Baverstock’s How
to Market Books has established itself as the industry
standard text on marketing for the publishing industry,
and the go-to reference guide for professionals and
students alike. With the publishing world changing like
never before, and the marketing and selling of content
venturing into uncharted technological territory, this
much needed new edition seeks to highlight the role of
the marketer in this rapidly changing landscape. The new
edition is thoroughly updated and offers a radical
reworking and reorganisation of the previous edition,
suffusing the book with references to online/digital
marketing. The book maintains the accessible and
supportive style of previous editions but also now offers:
a number of new case studies detailed coverage of
individual market segments checklists and summaries of
key points several new chapters a foreword by Michael J
Baker, Professor Emeritus of Marketing, Strathclyde
University.

A revised edition of a best-selling work on America's
consumer culture makes observations about the
retail practices of other cultures, describes the latest
trends in online retail, and makes recommendations
for how major companies can dramatically improve
customer service practices. Original.
"Integrated Marketing" boxes illustrate how
companies apply principles.
Attitudes - cognitive representations of our
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evaluation of ourselves, other people, things,
actions, events, ideas - and attitude change have
been a central concern in social psychology since
the discipline began. People can - and do - have
attitudes on an infinite range of things but what are
attitudes, how do we form them and how can they be
modified? This book provides the student with a
comprehensive and accessible introduction to the
basic issues in the psychological study of attitudes.
Drawing on research from Europe and the USA it
presents up-to-date coverage of the key issues that
will be encountered in this area, including attitude
formation and change, functions of attitudes, attitude
measurement, attitudes as temporary constructs,
persuasion processes and prediction of behaviour
from attitudes.
According to Kotler distills the essence of marketing
guru Philip Kotler's wisdom and years of experience
into question and answer format. Based on the
thousands of questions Kotler has been asked over
the years by clients, students, business audiences,
and journalists, the book reveals the revolutionary
thinking of one of the profession's most revered
experts.
In the era of digital technology, business
transactions and partnerships across borders have
become easier than ever. As part of this shift in the
corporate sphere, managers, executives, and
strategists across industries must acclimate
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themselves with the challenges and opportunities for
conducting business. Mobile Commerce: Concepts,
Methodologies, Tools, and Applications provides a
comprehensive source of advanced academic
examinations on the latest innovations and
technologies for businesses. Including innovative
studies on marketing, mobile commerce security,
and wireless handheld devices, this multi-volume
book is an ideal source for researchers, scholars,
business executives, professionals, and graduatelevel students.
The make-take-waste paradigm of fast fashion
explains much of the producer and consumer
behavior patterns towards fast fashion. The evolution
from a two-season fashion calendar to fast fashion,
characterized by rapid product cycles from retailers
and impulse buying by consumers, presents new
challenges to the environment, workplace and labour
practices. This book provides a comprehensive
overview of new insights into consumer behaviour
mechanisms in order to shift practices toward
sustainable fashion and to minimize the negative
impacts of fast fashion on the environment and
society. Concepts and techniques are presented that
could overcome the formidable economic drivers of
fast fashion and lead toward a future of sustainable
fashion. While the need for change in the fashion
industry post-Rana Plaza could not be more obvious,
alternative and more sustainable consumption
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models have been under-investigated. The paucity
of such research extends to highly consumptive
consumer behaviours regarding fast fashion (i.e.
impulse buying and throwaways) and the related
impediments these behaviours pose for sustainable
fashion. Written by leading researchers in the field of
sustainable fashion and supported by the Textile
Institute, this book evaluates fashion trends, what
factors have led to new trends and how the factors
supporting fast fashion differ from those of the past.
It explores the economic drivers of fast fashion and
what social, environmental and political factors
should be maintained, and business approaches
adopted, in order for fast fashion to be a sustainable
model. In particular, it provides consumer behaviour
concepts that can be utilized at the retail level to
support sustainable fashion.
Essay from the year 2010 in the subject Economics Micro-economics, , language: English, abstract: A
company may think that if it can provide the perfect
product to the customers, they will buy it. Many
customers are brand loyalty therefore sometimes the
good products cannot be competing with the good
brand. However factors influencing consumer
behaviour is not only the product itself but also
advertising, which can be one of the most important
factors affected purchasing decision. Typically every
company realise an essential of advertising as it is
shown in the profit and loss statement. Moreover it is
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noticeable that budget for advertising always high. It
is well-known fact that advertising plays an important
role in people's daily lives. The advertising is
available anywhere both inside and outside home.
Recent research suggests that people spend two
and a half hours on average watching television
(Livingstone and Bovill, 1999 cited Dickinson, 2000).
This essay critically analyses and evaluates the
major factors that could affect consumer buying
behaviour. Nevertheless, I would like to base my
overall main points on advertising as the major
factors which would makes it a lot easier and I could
focus on this scenario and hopefully answer all my
questions. Throughout this essay, the term of
advertising covers all media for instance television,
radio, newspaper, direct mail, yellow pages,
magazine, billboards, leaflets and even on film
(Perreault and McCarthy 1999, p.450). This essay is
divided into three sections. Firstly it will look at what
consumer behaviour is, I will analyse and evaluate
the major factors. Secondly it will discuss the
importance of the advertising, show my
understanding and explain why it is important to
successful marketing. I will, thirdly, analyse the
consumers' attitude and advertising. Finally this
review will mention about advertising influences
consumers buying food. Also, identify and evaluate
key differences between organisational and
consumer purchasing and discuss their implications
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for marketers.
Packaging effect influences consumer behaviorDoes
packaging factor influence the consumer buying
desire to the product? Why does packaging factor
impact consumption behavior? What packaging
elements can help companies to attract consumer
attraction or the product consideration? Has
packaging factor an impact and influences to
consumers' purchase decision?In fact, the primary
purpose of packaging is to protect the product, but
packaging can be used as an instrument for
promoting marketing offer, and for boosting sales in
possible. I shall indicate the reasons at below:The
first reason is that it is only feel packaging is used for
easily delivery and safety purpose in benefit to
consumers, but it has another function, such as it
can differentiate the product brand form other
brands. Companies must understand what
influences consumers in their consumer buying
process. They must also understand what factors
influence the buying behavior and what is the role of
the packaging element toward buying decision
process of consumers during their purchase
decision.Hence, when the consumers recognize the
product's brand packaging is different to other
brands. The consumers will become loyal
consumers to the company , due to it's packaging is
very attractive. The loyal customers tend to buy
more frequently and are less likely to be influenced
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by competitors' promotion and communication
strategies, due to its packaging is very attractive. So,
the brand will be built familiar loyalty to let customers
to know, due to attractive packaging elements
influence. The company can use this right packaging
element design understanding in a very strategic
way in order to offer the right products and services
to the right customers at the right time.Usually,
consumers respond to packaging based on previous
information, learned reactions and individual
preferences. So, packaging elements include:
shapes, colors, sizes and labels which might
influence consumers to respond positively.The
second reason is that packaging is an image of the
product or service to attract consumer consideration.
I shall assume packaging can be built this image by
this elements to attract consumer consideration.
They include: packaging color, label, quality of
packaging material, design of wrapper material,
printed information , the language used on the
package brand image. So, these information will
represent the product image from the package
design to influence consumer consideration or
attraction. Moreover, these packaging elements are
factors that influence the buying behavior of
consumers, such as packaging color, printed
information, packaging information brand image,
innovation and practicality. This is visual packaging
image to influence consumer buying behavior.The
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third reasons is that every element of package will
influence consumer buying behavior. For color
example, colors are used in packaging , which can
help every customer attention because color can
differentiate its product from other competitors, it
makes an important role in a potential customer's
decision making process. Companies use different
colors for emphasizing a different mood, like e.g.
blue is for trust feeling, black is for power feeling, red
is for energy feeling, green is for balance feeling or
fresh or organic. So, colors can influence consumer's
feeling to the product image. Different colors can
represent different product images to let consumers
to feel as well as different colors also symbolize
different meanings to consumers. Hence, color
perception can influence different countries'
consumer cultures to be leaded to let them to
choose the product, due to the country consumers
feel the product color can represent to their culture.
Master's Thesis from the year 2009 in the subject
Business economics - Marketing, Corporate
Communication, CRM, Market Research, Social Media,
grade: Pass, , course: MBA - Consumer Behaviour,
language: English, abstract: Consumer behaviour is
always a very interesting and complex subject for all
marketers and retailers. This study is also about a part of
this complex subject- Impulse Buying behaviour found
among Apparel Buyers and the influence of special
prices and other factors on it. The study dealt with a very
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important topic in the modern fierce competition
scenario, because impulse buying tendency spread all
over the world and it is no more crazy habits of
Americans. The income from impulse purchases
phenomenally increasing every year and that’s why the
subject getting more and more importance these days.
The tendency is more intense as far as apparel
purchases are concerned. Here the author did an effort
to understand the causes and factors for impulse buying
in apparels. Commonly special price is considered to be
the most influential factor of impulse purchases. This
study was comparative study between the influence of
special prices and other variables. The methodology
used for primary data collection was a combination of a
questionnaire survey and a personal interview after that,
with the customers of a leading retailer store for apparels
in London. About 60 customers were surveyed. The
result was pretty interesting, the variables studied in the
research found to be more or less equal influential on
customers though special prices top the list with a very
little margin. The study concluded that most of the
impulse purchases happen due to a combined influence
of various factors. The impulse generated when a
customer see an in- store display indicating a special
price of a product can be taken as an example. So, for
marketers, in order to make good results in impulse
purchases they should coordinate various variables in an
effective way, instead of concentrating only on a
particular factor. The small size of sample and
uncontrollable condition of current world economic
condition could be taken as limitations for this study;
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otherwise the study was pretty general and standard in
nature and was very useful and informative for practical
applications.
Bachelor Thesis from the year 2010 in the subject
Business economics - Marketing, Corporate
Communication, CRM, Market Research, Social Media,
grade: A, Harvard University, language: English,
abstract: With the increased compound annual growth
rate of the mobile phone market in Kuala Lumpur, the
sale of mobile phones precisely Samsung smart phones
is anticipated to rise in the future. This rising trend shows
the vitality of mobile phones in Kuala Lumpur. A lot of
research has been done on the effects of consumer
buying behavior on smart phones but little attention has
been paid to the factors such as self-perception and
reference group which influence consumers purchase
smart phones. Reference groups and self-perceptions
are one of the major factors which influence a consumer
to purchase a specific commodity according to (Ditmar et
al. 1996). This research seeks to critically analyze
Influence of reference groups and self-perception of
Samsung Smartphone customer buying behavior in
Kuala Lumpur. 1.2.Research problem Understanding
influence factors of consumer buying behavior are a vital
factor for any organization. One of the factors which
determine consumer buying is reference groups and selfperception. According to Merton and Rossi (1949), group
membership is one of the strongest determinants of how
a person will behave. Researches in marketing have
long established that reference groups and selfperception have a long time influence on consumer
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buying behavior. Therefore there is a need for the
understanding of how self-perception and reference
groups affect consumer buying behaviors and how an
organization can harness these factors to have
outstanding results of its brand and business in general.
Any business that intends to establish itself and meet its
objectives, understanding factors which influence its
consumers to purchase their or relevant goods is a
crucial factor. Understanding the impacts of reference
groups and self-perception of smart phones for
Newly revised and expanded, this classic in book design
argues for a non-dogmatic approach, one open to
traditional and modern, and symmetrical and
assymetrical solutions. Jost Hochuli's work of over 30
years as a book designer is showcased, along with
detailed comments by noted designer and critic Robin
Kinross."As a designer, Hochuli's main concern is to
work out individual solutions for individual books. This
book is sure to help anyone who is seeking to develop a
considered attitude toward the design and production of
the book as a codex." -Fernand Baudin, Logos
Online business has been growing progressively and has
become the major business platform within the past two
decades. The internet bulldozed the development of new
business models and innovations that substantially
changed the way businesses run today. This led to a
growth of advanced technologies used in online business
such as data analytics, machine learning, and artificial
intelligence. With higher internet connectivity and the
exponential growth of mobile devices, shopping
processes and behaviors were significantly affected as
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people are consistently connected online. Consumers
can easily gain helpful product information and retail
competitor information in myriad online channels. This
led to a profound effect on businesses where they began
to invest in new technologies and business practices that
aim to align with the effects of globalization. Given the
rapid technology advancements, both businesses and
customers are presently experiencing an exponential
upsurge in the implementation of new business
processes and models. Impact of Globalization and
Advanced Technologies on Online Business Models
explores the ever-changing field of running an online
busines and presents the current issues and challenges
in online business triggered by global shifts in the online
environment and technological changes. The chapters
draw from a wide range of technologies used in today’s
digital marketplace as well as recent development and
empirical researches on online consumer behavior. As
such, this book aims to contribute new dimensions in
managing advancements in online business triggered by
global and technology transformation. This book is ideal
for executives, managers, IT consultants, practitioners,
researchers, academicians, and students interested in
globalization and the new technologies affecting online
business models.
The Encyclopedia of Japanese Business and
Management is the definitive reference source for the
exploration of Japanese business and management.
Reflecting the multidisciplinary nature of this field, the
Encyclopedia consolidates and contextualises the
leading research and knowledge about the Japanese
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business system and Japanese management thought
and practice. It will be welcomed by scholar and student
alike as an essential resource for teaching, an invaluable
companion to independent study, and a solid starting
point for wider exploration.
Research paper from the year 2012 in the subject
Business economics - Marketing, Corporate
Communication, CRM, Market Research, Social Media,
grade: A, Dhruva College of Management, course:
PGDM, language: English, abstract: In India retail
industry is the largest among all the industries, the retail
industry is upgrading itself providing with endless array
for customer choices like changing life style, customers
brand awareness depending on income level of
customers. The retail industry in India is hailed as a
sunrise sector and the value is estimated to increase
from US $330 billion in 2007 to US$640 billion by 2015
i.e., almost double the value. The size of India's retail
sector is currently estimated at around $450 billion and
organized retail accounts for around 5% of the total
market. We cannot take customers for granted because
consumer buying behavior determines how consumer
decides which product to buy and what all factors are
responsible for the buying decision. The firm has to
satisfy the needs and wants of a consumer. Hence the
present study has been conducted to understand the
impact of various factors viz. physical attributes, display,
merchandise, sales people, and overall quality of store
on customers' buying decision in Apparel Retailing.
This book presents a practical approach to proenvironmental challenges faced by companies in the
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process of restructuring. It contains a broad variety of
case studies from different economic sectors, and small
and large businesses, in four European countries:
Ukraine, Romania, Germany and Poland. The studies
are the results of surveys of companies that had either
already restructured or were planning to, and reveal both
the weaknesses and strengths in these practices. The
book is divided into three parts: explorations of how
political and legal factors are embedded in a company’s
strategy and how they influence the company’s
behaviour; analyses of companies’ activities on
matching restructuring with ecology; and approaches to
ecoinnovations within the companies. The case studies
throughout the book show that the restructuring of a
company is an opportunity for the implementation of
proecological action and “green” business models. The
authors trust that the experiences and good practices of
others will prove valuable both for future businessmen
(i.e. students), but also for academics and
representatives of local government, central
environmental agencies, owners and managers of
enterprises to be restructured.
The broad foundation of this book is laid on the
conceptual discussions on consumer theories and
applied arguments on shifts in consumer behavior. This
book develops knowledge and skills on building marketcentric and competition-oriented models. Discussions in
the book illustrate strategies for managing competitive
market interventions through advanced marketing-mix
elements across nine chapters. Various perspectives on
innovation and technology for expanding and
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establishing business in competitive markets are critically
reviewed in these chapters. This book examines
advanced marketing-mix and several consumer-centric
strategies to co-create new businesses in new markets
by associating consumers.

It is one important in-store shelf displayed factor to
influence the traditional fast-moving consumer
individual purchase decision making behavioral
change in any supermarkets or stores when they feel
hurry to do personal time pressure consumption
decision to make purchase final decision in the point
to point counter purchase ( the brand's of products
are moved from the traditional shelf location visual
attention moves to the strange shelf location visual
attention) in supermarket time pressure consumption
environment.Hence, in supermarket time pressure
consumption environment, in -store and out-of-sore
both factors can influence fast-moving consumer
individual purchase decision making. The in-store
factors can influence product packaging, product
placement components as well as the out-store
factors can influence choice task, preference and
brand recognition components. So, it is common to
influence supermarket consumers choose do
personal time pressure purchase consumption
decision of visual attention purchase behaviors. The
different brands' products are displayed to different
shelf locations in order to cause shelf displaying
products' different decision making effect.However,
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instead of shelf displaying location factor, package
will also influence consumers' decision making, due
to the influence of minute differences in packaging
design on visual attention. When, the supermarket
consumer feels the brands are not familiar or
unfamiliar. Then, he/she will spend more time to
evaluate and verify the unfamiliar brands' products
whether which one is value to buy in her/his decision
making process. He/she will feel visual attention
need in order to evaluate in set of brand alternatives
to make conscious demand mind cognitive effort by
involving working memory. So, if the product's
package is attractive, even the consumer is
unfamiliar the brand's any product choices which are
displayed on the shelf location in the supermarket.
The brand's attractive package factor can influence
the consumer to raise whom visual attention. Then,
the attractive package factor can increase much
visual attention chance to many consumers when
they are walking to pass through the unfamiliar
brand's any products' shelf displaying location
considerably. So, it explains when attractive package
factor may solve the visual attention problem to fastmoving consumers when they are visiting one
strange supermarket to find anywhere unfamiliar
brand's products' shelf displaying locations. Because
they are the non-traditional consumers to the
unfamiliar brand's products, they won't be influenced
to choose either buying or not buying the unfamiliar
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brand's products. When the unfamiliar brand's
products are moved to another new shelf displayed
location. So, if the unfamiliar brand has attractive
package to let the non-traditional consumers feel
visual attention when they are passing through the
strange shelf displayed location. Then, it can raise
purchase chance to the non-traditional consumers
target number when they are staying in the strange
supermarket.
Introduction to Business covers the scope and
sequence of most introductory business courses.
The book provides detailed explanations in the
context of core themes such as customer
satisfaction, ethics, entrepreneurship, global
business, and managing change. Introduction to
Business includes hundreds of current business
examples from a range of industries and geographic
locations, which feature a variety of individuals. The
outcome is a balanced approach to the theory and
application of business concepts, with attention to
the knowledge and skills necessary for student
success in this course and beyond.
Master's Thesis from the year 2011 in the subject
Business economics - Marketing, Corporate
Communication, CRM, Market Research, Social
Media, grade: 1.0, - (Thames Valley University
London), course: Marketing, language: English,
abstract: This dissertation is a study in the area of ecommerce. The aim of this study was to examine the
Page 22/35

Get Free Factors That Influence Consumer
Purchasing Decisions Of
adoption of online shopping and online shopping for
clothing in particular and factors influencing the
intention to purchase clothing online. A quantitative
research method was used and a questionnaire
designed on the website www.surveymonkey.com
and then distributed by sending out the link leading
to the survey via facebook and emails. 94 useful
questionnaires were gathered from female and male
UK students. SPSS 17 was used to analyse the
collected data by conducting chi-square tests and
Spearman's rho correlation tests to examine the
relation between different variables. The constructs
of the technology acceptance model (TAM) were
used as a framework and basis for this research and
were extended by further constructs. Therefore, the
impact of perceived usefulness, perceived ease of
use, prior online shopping experience, perceived risk
and product involvement on the intention to
purchase clothing online was analysed. Perceived
usefulness, perceived ease of use and prior online
shopping experience had positive effects on the
intention to purchase clothing online. Perceived risk
had a negative effect on the intention to purchase
clothing online. These findings supported the
hypotheses. Other than hypothesised, clothing
product involvement did not have a significant
positive effect on the intention to purchase clothing
online.
While many marketers acknowledge the importance
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of using the Internet in their marketing mixes, little
research has empirically tested the critical factors
that influence an individual's decision when buying
products or services online. Based on the gaps
found in the literature, this study was designed to
investigate factors that encourage and discourage
purchase intention on consumers when buying
health foods online in Thailand. The study also
examined the relative importance of such factors.
Thus, the research problem investigated in this
thesis is: What are the important factors influencing
consumer's online purchase intention of health foods
in Thailand? The specific objectives of this research
were not only to identify and explore the relative
importance of factors, but also to develop a model to
investigate the factors influencing purchase intention
of consumers when buying health foods online in
Thailand.
Small and medium-sized businesses hoping to enter
the international business realm have multiple
internal and external challenges to overcome before
they can expand. Such challenges can include
technological developments, market conditions, and
reduction in global trade barriers, though these
factors are continuously changing. Determining the
correct course of action can be difficult depending on
the goals of the company. Trends and Issues in
International Planning for Businesses is an essential
reference source that focuses on key external and
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internal factors that enable or disable the creation
and enhancement of success opportunities for firms
that wish to expand internationally. Featuring
research on topics such as cultural norms,
international trade, and global marketing, this book is
ideally designed for international organizations, small
and medium-sized businesses, managers,
executives, directors, business consultants, policy
managers, business professionals, academicians,
researchers, and students seeking coverage on
issues that influence firms in their international
planning.
Shopper Marketing details how marketers can
influence the buying decision in-store. The 35
contributors from top companies around the world
have packed the book with practical advice on
shopper needs and trends, retail environments,
effective packaging and much more to equip product
and brand managers, packaging experts,
merchandising specialists and more with the tools
they need to be successful in this field of sales
promotion. The second edition of Shopper Marketing
has been fully updated to include a new forward by
marketing guru Philip Kotler and 12 new articles that
reflect the current changes in the fast growing area,
focusing specifically on the international scope, the
online presence and the future of shopper marketing.
New case studies from India, China, Brazil and
Japan also add to the depth and breadth of the first
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edition.
Academic Paper from the year 2018 in the subject
Business economics - Offline Marketing and Online
Marketing, grade: A-, Amity University (Dubai),
course: MBA, language: English, abstract: The
objective of this study is to find out the factors that
influence consumer buying behaviour towards
vehicles in the UAE perspective. Purchasing a car is
the second most important and expensive
investment in everybody’s life after purchasing a
house. Consumers have created a strong car brand
image of different car brands and will keep on
increasing in upcoming years. This dissertation
describes and shows the issues or factors which
arise when people decide to purchase a car in UAE.
Different Industries and services which is linked to
car industry segments plays a major role in the
economy. Different types of models and
technologies have been invented by different car
companies which made consumers to afford different
choices and make them way luxurious better than
before. The financial risks and personal taste and
preferences shows the amount of effort the buyers
put when buying a new car. This essence of a high
involvement purchase decision is often the purchase
of a new car Customers attitude is not easy when
buying a car, it varies according to high state of
social and mental contributions. People settle on
their choice by looking every single alternative which
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is worth their interest and cost. The buying
procedure of cars are affected by various factors
such as their income, cars taste and preferences,
instalment choices, maintenance costs and in
addition to fuel costs. The buying behaviour is also
affected by many mental factors such as
observations, inspiration from loved ones, and trust
towards the brand. About different brands,
individuals also try to take different information’s
from companions and associates. Car manufactures
need to consider different financial factors which
impacts the buyers like loan costs, income and rise
in fuel costs. In such a way all carmakers should
make cars according to the needs of the buyers.
Essay from the year 2011 in the subject Business
economics - Marketing, Corporate Communication,
CRM, Market Research, Social Media, grade: 1,0,
University of Gdansk, course: Consumer Behaviour,
language: English, abstract: Currently, the behaviour
of consumers is changing more frequently than it
was decades ago. What used to be "in" yesterday is
"out" today. Identifying and understanding the
subcon-scious triggers that are accountable for
particular customer actions and reactions is a key
fac-tor for enterprises when establishing efficient
solutions. Being unaware to customer behaviour is
not feasible. There are various influences on human
behaviour. The decision-making proc-ess is affected
by cultural and social factors, for example through
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the individual's family and friends. The childhood and
the human's development has a crucial impact on
personal deci-sion making process. Furthermore, it
is affected by individual characteristics, e.g. age and
lifestyle, as well as psychological factors, e.g.
motivation, beliefs and attitudes. Examining complex
relations of a variety of aspects, present at diverse
stages, from arousal to decision, as well as from
purchase to post-purchase experiences is vital in
order to understand purchasing behaviour. For that
reason, this essay intends to give a general overview
on consumer behaviour and to point out the
development and changes of consumer attitude over
time. Concerning this matter, the consumer
behaviour process with its general main stages will
be discussed at first. As major power of influence
within the purchasing process the environmental and
personal fac-tors as well as the marketing mix will be
highlighted especially. For clarifying the importance
of further discussed theoretical models as well as
illustrating its ubiquity an practical example of a dayto-day purchasing decision will be discussed. As a
rounding up for the reader a conclusion will follow.
Utility theory views consumer is as a " rational economic
man". However, the factors influence consumer behaviors
may include these activities, such as need recognition,
information search, evaluation of alternatives, the building of
purchase intention, the act of purchasing choice,
consumption and finally disposal. Hence, it seems that all the
consumer's activities in whose purchase processes. They will
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influence their choice. For example, when the property
purchase consumer, he plans to research different kinds of
properties information concern price, location, housing areas,
room numbers, building facilities and environment facilities.
He will find some sample target properties information to
make comparison in order to decide to buy which of property
is the most suitable to satisfy his living need.However, it is not
only one activity for the property purchase buyer in his
decision making process. It also include evaluation of
alternatives activity when he ensures the accurate property
information number in order to evaluate whether which one of
all these property choices is the most suitable one. Hence, it
explains that property information research and evaluation of
alternatives both activities are needed to spend much time for
this property buyer. If he does not plan to find one property to
live in short time, it is possible that he can spend one month,
even more than one month or more than three months time to
do the only property information gathering activity. Hence, it
seems that time factor is not the main factor to influence the
property buyer to do property purchase decision immediately.
Otherwise, if the property buyer plans to find one new
property to live within one month. Then, time factor is possible
one important factor to influence this property purchase
choice decision. For example, if he felt that he needs more
time to spend to gather information concerns the large house
area size and the properties have more than three bathrooms
and/or bedrooms properties information. Then, he will be
possible not to find any this kinds of all property information.
So, it means that all these properties won't be his choice. It is
because long time property information gathering activity
factor influence.I assume that the property buyer is a
economic man and he does not spend much time to do the
property information gathering activity. So, this kind of
property needs him to spend long time to gather properties
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information in order to make this kind of properties
comparison. Moreover, because he expects to live one new
property within one month. So, he only chooses the
properties, they have less than three bedrooms and/or
bathrooms to gather sample properties information in order to
make property purchase decision within one month. Hence,
the time variable factor can only influence the property
purchaser when he/she needs to make decision to buy one
new property to live in the short time. If some kinds of
properties choices number has a lot and the property buyer
feels to let that he/she must need to spend long time to find
the suitable properties number to make evaluation
alternatives comparison behavior. Then, the time variable
limiting pressure factor will be possible the main factor to
influence the property buyer's choice in order to make the
most suitable kind of property purchase decision. Hence, it is
one case example of how time limiting pressure factor can
influence consumer purchase choice decision, such as
property purchases market case. The reason explains why
the property buyer needs to spend time to do property
information gathering. I assume that general property buyer
behave rationally in the economic sense. They won't only
believe property agent individual property photos
advertisement, it concerns where the property location is and
facility etc. information on property photos in order to evaluate
whether the property price is reasonable to pay.
Consumer Buying BehaviourGRIN Verlag
What is time pressure consumption decision making process
characteristics ?To research consumer behavior, it has
different theory to explain why and how the consumer is
influenced to make the choice by different factors. For
example, utility theory, it explains that consumers make
choices based on the expected outcomes of their decisions.
They are viewed as rational decision makers and they only
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consider self interest. Utility theory views consumer is as a "
rational economic man". However, the factors influence
consumer behaviors may include these activities, such as
need recognition, information search, evaluation of
alternatives, the building of purchase intention, the act of
purchasing choice, consumption and finally disposal. Hence,
it seems that all the consumer's activities in whose purchase
processes. They will influence their choice. For example,
when the property purchase consumer, he plans to research
different kinds of properties information concern price,
location, housing areas, room numbers, building facilities and
environment facilities. He will find some sample target
properties information to make comparison in order to decide
to buy which of property is the most suitable to satisfy his
living need.However, it is not only one activity for the property
purchase buyer in his decision making process. It also include
evaluation of alternatives activity when he ensures the
accurate property information number in order to evaluate
whether which one of all these property choices is the most
suitable one. Hence, it explains that property information
research and evaluation of alternatives both activities are
needed to spend much time for this property buyer. If he does
not plan to find one property to live in short time, it is possible
that he can spend one month, even more than one month or
more than three months time to do the only property
information gathering activity. Hence, it seems that time factor
is not the main factor to influence the property buyer to do
property purchase decision immediately. Otherwise, if the
property buyer plans to find one new property to live within
one month. Then, time factor is possible one important factor
to influence this property purchase choice decision. For
example, if he felt that he needs more time to spend to gather
information concerns the large house area size and the
properties have more than three bathrooms and/or bedrooms
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properties information. Then, he will be possible not to find
any this kinds of all property information. So, it means that all
these properties won't be his choice. It is because long time
property information gathering activity factor influence.I
assume that the property buyer is a economic man and he
does not spend much time to do the property information
gathering activity. So, this kind of property needs him to
spend long time to gather properties information in order to
make this kind of properties comparison. Moreover, because
he expects to live one new property within one month. So, he
only chooses the properties, they have less than three
bedrooms and/or bathrooms to gather sample properties
information in order to make property purchase decision
within one month. Hence, the time variable factor can only
influence the property purchaser when he/she needs to make
decision to buy one new property to live in the short time. If
some kinds of properties choices number has a lot and the
property buyer feels to let that he/she must need to spend
long time to find the suitable properties number to make
evaluation alternatives comparison behavior. Then, the time
variable limiting pressure factor will be possible the main
factor to influence the property buyer's choice in order to
make the most suitable kind of property purchase decision.
Research Paper (undergraduate) from the year 2018 in the
subject Business economics - Marketing, Corporate
Communication, CRM, Market Research, Social Media,
grade: 3.8, Limkokwing University of Creative Technology,
course: MA in Project Management, language: English,
abstract: The growing social and regulatory concerns for the
environment lead an increasing number of companies to
consider green issues as a major source of strategic change.
In particular, this trend has major and complex implications on
the technological strategy of a company and on its product
innovations. Even though it is increased eco-awareness of
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Malaysian customers during the past few decades, there are
some barriers to the diffusions of more ecologically oriented
consumption and production styles. Therefore, companies are
increasingly recognizing the importance of green marketing
concepts. The purpose of study was to investigate the
consumer attitudes and perceptions towards eco- friendly
products in FMCG sector and their willingness to pay on
green products. This study was based on both primary and
secondary data. The primary data were collected from the
sample survey that was conducted in the three districts in
western province such as Cyberjaya, Kuala Lumpur, and
Petaling Jaya. 160 respondents were selected for the survey
and respondents were asked to answer the prepared
questionnaire. The questionnaire was designed to obtain the
consumers attitudes and perception regarding eco-friendly
FMCG products under four value added areas such as
product designing, packaging, place and promotion that lead
towards the motivation of consumption. The secondary data
were collected from relevant journals, books and other
published data. The study revealed that the green products
have substantial awareness among Malaysian customers and
they are willing to pay something more on green products.
The majority of customers considered that package is most
important element of such products. The researchers have
recommended some marketing strategies to meet changing
mind set of customers towards the green products.
Marketing expert Martha Barletta presents a business case
for why marketing professionals should focus their undivided
attention on the largest untapped market in the world women. She provides a detailed field guide for creating and
executing a complete marketing plan that targets women.
However, in coffee market, buying a coffee comes almost
automatically and does not need much information search.
Hence, time limiting pressure factor won't one main factor to
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influence coff consumer to choose to buy the kind of coffee to
drink. However, there are other factors to influence coffee
consumers' kind of coffee drinking option from cultural, social,
personal or psychological factors. So, coffee taste producer
can follow these factors to estimate how coffee consumers
might behave in the future when making any kinds of coffee
making purchasing decisions. Firstly, social factor can affect
coff consumer behavior significantly. Every coffee consumer
has someone around influencing his/her coffee buying
decisions. The important social factors include reference
groups, family, role and status, e.g. when the coffe buyer has
high income job and his friends have good educational level
and high income. Then, he will compare his reference group,
such as his friends' coffee buying behavior choosing which
kinds of coffee taste to drink in habits or lifestyles. If he
chooses the kind of coffee taste to drink, its price is cheaper
to compare his friends' drinking coffee tastes. Then, he may
be influenced to follow his friends to drink the same kinds of
coffee taste in order to keep their same social status and role
between him and his friends.
America is no longer a country but a multimillion-dollar brand,
says Kalle Lasn and his fellow "culture jammers". The founder
of Adbusters magazine, Lasn aims to stop the branding of
America by changing the way information flows; the way
institutions wield power; the way television stations are run;
and the way the food, fashion, automobile, sports, music, and
culture industries set agendas. With a courageous and
compelling voice, Lasn deconstructs the advertising culture
and our fixation on icons and brand names. And he shows
how to organize resistance against the power trust that
manages the brands by "uncooling" consumer items, by
"dermarketing" fashions and celebrities, and by breaking the
"media trance" of our TV-addicted age. A powerful manifesto
by a leading media activist, Culture Jam lays the foundations
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for the most significant social movement of the early twentyfirst century -- a movement that can change the world and the
way we think and live.
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