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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, which influence consumers’ behaviour can be categorised into four distinct categories:
1. Psychological Factors; 
2. Personal Factors;
3. Social Factors; and
4. Cultural Factors.
ii.  A need can be defined simply as a lack of something which an individual finds useful. Each and every person has specific needs which are expected to be fulfilled through the consumption of various goods and services. An individual seeks the satisfaction of needs which are sufficiently pressing. This is called motive. Thus, it can be said that motive is an internal state which directs an individual towards the objective of satisfying a felt need.
iii.  1.  Humans are a ‘wanting’ species whose needs hinge on what they already possess. A fulfilled need is not a motivator. Behaviour can only be influenced by needs which have not already been satisfied.  
2. All needs can be ranked in order of importance from the low biological needs to the higher level psychological needs. Each level of unfulfilled need motivates the individual's behaviour, and as each successive level of need is fulfilled, people keep moving on to the next higher level of need.  
        iv.    The following steps are involved in the decision making process of a consumer when considering a purchase: 
Problem recognition  Information Search  Evaluations of Alternatives  Purchase Decision  Post Purchase Behaviour 
   v.   1. Physiological Needs
The essential needs for substance, shelter, and clothing are necessities of all human beings and must be fulfilled before an individual can even consider other needs, which are higher up the order. A hungry person overlooks other needs until he gets thefoodhe needs to fulfil his craving.
        2. Safety Needs
Needs, which fall under the category of safety, include security, protection from any sort of physical/bodily harm,and preventing anything unexpected from occurring. Fulfilment of these needs may come in several forms, such as, opening of a savings account, life insurance, purchase of radial tires, or membership in a local health club.
       3.  Social Needs
A desire to be accepted by the members of the family and other individuals or groups within a society leads to emergence of such needs. Social Needs motivate an individual to join various groups, so that they can conform to their standards of dress and behaviour and to become interested in obtaining a certain status level as a method of satisfying these needs.
      4. Self-Esteem Needs
 At this level, one needs to feel a sense of accomplishment, achievement, and receive respect from others. The competitive need to do well and to better the performance of others is essentially a universal human quality.
        5. Self- Actualisation Needs 
Self-actualisation needs are at the top of the needs table, as defined by Maslow. Self- Actualisation Needs are the needs for fulfilling or realising one’s own potential and for using one’s talents and capabilities. 
      6. Personal Factors
The purchase decisions of an individual are also impacted by the personal characteristics of that individual. These personal characteristics affecting purchasing decisions include age, gender, education, occupation, income, and lifestyle, stage in family life-cycle and his overall personality and self-concept.
2.  Product              Name of the celebrity             Reference group 
1.  Football Ball        Wayne Rooney                  Family, friendship, formal social group, formal shopping group, work groups
2. Shampoo               Jenifer Lopez                      Family, friendship, formal social group, formal shopping group, work groups
3. Watches                David Beckham                  Family, friendship, formal social group, formal shopping group, work groups.
4. T-shirt                   Conor Mcgregor                 Family, friendship, formal social group, formal shopping group, work groups
5. Perfume                  Johnny Depp                      Johnny Depp
P.S     In my opinion all the references groups are applicable . All depend on the situation and personality. We all humans, we all different. For example, sometimes people can help but you didn’t expect that from them only because they decided to be better. 
· Buyer  - Simon
· User  - Edward
· Initiator  - Edward
· Influencer - David
· Decider - Simon
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