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Marking Criteria:
 We expect the learners to write minimum one well expressed point in three lines against each allocated mark. This means one needs to write 15 lines with 5 well expressed points to get high grades for a 5 marks question.
For high grades use examples and illustrations where appropriate. 
	1 – I – Factors that determine consumer behavior can be categorized into four groups: Psychological Factors (Motivation, Perception, attitudes), Personal Factors (Age, Gender, Income, Education, Occupation, Life Style, Personality), Social Factors (Family, Roles Statues, Opinion Leaders), and Cultural Factors (Culture, Sub-Culture, Social Class).

1 – II – A need is a lack of something which an individual finds useful, while motive is the internal state that directs the individual towards the objective of satisfying that need. For example, a person who has to travel 10 miles per day to go to work, might feel the need for car. Felling this need, that person is then motivated to buy a car, in order to fulfill that need. Motive is the force that drives action, while need is the objective for the action.

1 – III – The two basic assumptions in Maslow’s hierarchy of needs are: Humans are motivated by a necessity to fulfill their needs (which have not yet been fulfilled), and that all needs can be ranked in order of importance (once a need is fulfilled on one level, humans will move on to the next higher level of need). 

1 – IV – The major steps involved in the consumer buying process are: Problem recognition (the recognition of a need to be fulfilled), Information Search (researching the possible ways to fulfill the need), Evaluation of Alternatives (narrowing down the list of options), Purchase Decision (choosing the preferred option and making the purchase), and Post Purchase Behavior (evaluation if purchase matches expectations).



1 – V – The various factors influencing the consumer’s behavior are:
Psychological Factors: This factors relate to what motives the individual to make a purchase. Humans are “wanting” species with a range of needs that varies in priority, and when the individual recognize a need that has to be fulfilled, the necessity to fulfill this need is what drives the individual to make a purchase. For example, an individual is bored and has the need for entertainment, the purchase comes from the necessity to fulfill this need.
Personal Factors: This factors relate to the type of item the individual might purchase. Different individual characteristics determine the type of need and individual might have, for example, a musician has different needs than a mechanic, the same way a toddler has different needs than a teenager. Taking the previous example, both the mechanic and the musician feel the need for entertainment, but the item that they will purchase will not be the same even though the purchase has the same motivation, the musician might purchase a music CD or a book, while the mechanic might purchase a movie or a video game.
Social and Cultural Factors: This are the factors that influence the individual decision making.  The social factor is the human element while the cultural factor is the environmental element. Either by opinion of someone the buyer knows, or by the values of his society, these factors will influence exactly what book will the musician purchase.

2 – GQ September 2015 (USA)
	PRODUCT
	CELEBRITY
	REFERENCE GROUP

	Watch (Longines)
	Simon Baker
	Indirect

	Cologne (Givenchy)
	Simon Baker
	Indirect

	Watch (Seiko)
	Novak Djokovic
	Indirect

	Water (Smartwater)
	Jennifer Aniston
	Indirect

	Shoes (Skechers)
	Ringo Starr
	indirect



CASE STUDY:
Buyer: Simon
User: Edward
Initiator: Edward
Influencer: David
Decider: Simon



Student Statement:

By submitting this assignment, I confirm that this is my own work.


	Student Signature
	Timoteo Marques Martao
	Date
	01/09/2015


[bookmark: _GoBack]
For Tutor / Assessor Use Only
	Total Marks
	

	Marks Obtained
	

	Percentage / Grade
	



image1.png
ﬁ
o R




