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 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. 
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1. Give short answer to the following questions: (15)


I. List the major factors that determine the consumer’s behaviour.

Consumer behaviour is determined on a number of aspects.  Everyone is a consumer and will purchase something almost every day, but what you choose depends on your taste, your age, your sex.  Even a group of teenagers will have different tastes and needs, so will not all choose the same product or brand.  Income will also have an effect on what you can afford to buy.  


II. What is the difference between need and motive?

Need is the individual’s requirement for something, based on what he will find useful.
Whereas, Motive is the internal idea or reason that makes you want to buy something - possibly derived from a need for it. 
Everyone has specific needs, whether it is a personal need for something – like a mobile phone.  Or something that your company needs in order to do 
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its job – new computers for example.  You may decide that your family needs a new car in order to transport everyone around.  This need in itself, is motive enough to go out and source the best product or service that you can based on your specific requirements.


III. What are the basic assumptions in Maslow's Hierarchy of Needs? 

Physical Needs – These are the most basic needs of the Human Being.  Food, Water, Shelter and clothing.  If these needs are not met, it is unlikely that you will even look at other needs further up the ladder.

Safety Needs – Once the basic needs are met, individuals usually look to meet their safety needs.  This could be personal, financial, emotional or health.  People will seek to find good jobs to give them financial security, invest in Health insurance and change their lifestyle in order to lead a healthy life.


Social Needs – Being accepted by family members, friendships, romantic relationships and social groups, all come under the umbrella of Social Needs.  When a person has their physical and safety needs met, they look to fulfil their social needs.

Esteem Needs – 

The fourth level can only really be achieved if all the first three levels have been reached.  This is a need to feel accomplished and be recognised.  A need to have respect and appreciation from others is a fundamental part of determining peoples behaviour.  Having respect and admiration from others goes a long way to helping with personal self-esteem and well being and feeling worthwhile.


Self-Actualisation Needs - 
This is when you as a person feel that you have reached your full potential.  You are self-aware and take no interest in other people’s opinions of you.  You have and can achieve all you set out to do. You are spurred on by the necessity to advance and actualise your goals.
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IV. List the major steps involved in the consumer buying process.

Problem recognition:	Recognising a need for a particular product or service

Information search:	This is doing research into the various types, brands, manufacturers and prices.  This research can be done through online searches, word of mouth from friends or colleagues, getting advice from shops 

Evaluation of alternatives:	Once you have gathered all your research, you will evaluate the information to work out the best product that suits your needs based on price, quality, features that you need and maybe other people’s reviews.

Purchase decision:	Once you have made the decision based on the above factors, you will go ahead and purchase your product.

Post purchase behaviour:	You will then evaluate your product to see if it meets up to your expectations or falls short.  You will look at how the product performs, how it looks and reliability.
	If it meets expectations, then this will result in positive feedback either to friends and family or the manufacturer.  But if you find you are not happy with a product, this could effect the future customers as you will give negative feedback.



V. Explain various factors which influence the consumer behaviours?


Roles:	The role you have in any given situation will determine your status in the decision-making process of buying a product.  For example, at work you may be the manager and have the overall say in the decision when choosing a product or service.  However, at home, it will be the decision of all family members.  Your opinion counts but will not be the overall deciding factor.
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Status:	As with the above, the status you hold within a community, work place or social group will determine your influence in the decision-making process. Your status can also influence other people’s decision if you have a highly respected role within the group.

	Family	:		The family hold a huge influence over the decisions 
                                            made as a consumer. We gain most of our beliefs, 
                                            values and attitudes from our parents and therefore a lot
                                            of our decision would be based around 					                       their opinions
  
Income:		The amount of income you earn will influence your     
                                 decision when choosing a product.  If you are a low 
                                 earning, you will look to buy something at the lower end 
			 of the price scale.  However, if you earn lots of money, 
                                 you can afford to be a bit more selective.


Personality:		Your personality will influence the type of product you	
	                                 buy. If you have a wide choice of products, you will make 
                                            a decision based on what you are like as an individual.
                                            and your personality traits.  If you are a quiet person who 
                                            doesn’t like to stand out, you are hardly likely to buy 	a 
                                            big, brightly coloured product for example.

The above factors are just a few examples of the types of things that can influence our buying behaviour.  Others include Culture, Social Class, Life style and reference groups.



2.Take a magazine and select five advertisements where celebrities are used in the advertisement messages and identify the following: (7)

Product              		Name of the celebrity       Reference group
[bookmark: _Hlk535222874]Nespresso Coffee		George Clooney		Indirect
L’Oreal			Helen Mirren			Indirect
Aveeno			Jennifer Anniston		Indirect
Direct 	Line Insurance 	Harvey Keitel			Indirect
Dior Perfume			Charlize Theron		Indirect			

The above advertisements are all Indirect reference group as they are not in ‘direct’ contact with us.  We see their influence through TV or magazine adverts and do not 
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directly engage in conversation with them in order to make a decision regarding a purchase.

CaseStudy (8)
Edward is an engineering student, he asked his father, Simon, to buy him a calculator.  Simon asked his friend David, to suggest a suitable brand and David told him to buy CasioFx82 Model. Accordingly, Simon bought the calculator and gave it to his son.  Identify the following in this case:

a. Buyer: 		Simon is the person who has actually purchased the product

b. User:		Edward is the person who will be making use of the product

c. Initiator: 	Edward is the person who identified the need and therefore initiated the    purchase

d. Influencer: 	David is the person who gave advice on a specific brand and therefore influenced Simons decision on which one to buy

e. Decider: 		Simon made the decision based on the information he had gathered.
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