
 

 

An Insight into 

Consumer Behavior for the 

Successful Market Oriented Investors 
 

 
 

By 

Edebali Nurudeen 

 

____________________ 

 

  



An Insight into Consumer Behavior for the Successful Market Oriented 

Investors 

First Edition 

© 2023 Edebali Multi-purpose Enterprise 

All rights reserved. No part of this book may be reproduced, stored in a retrieval 

system, or transmitted in any form or by any means, without the prior written 

permission of the publisher, except in the case of brief quotations embedded in 

critical articles or reviews. Every effort has been made in the preparation of this 

book to ensure the accuracy of the information presented. 

Disclaimer/Warranty 

The information provided in this book, "An Insight into Consumer Behavior for 

the Successful Market Oriented Investors," is intended for general informational 

purposes only. The author and publisher have made every effort to ensure the 

accuracy and reliability of the content, but the information is provided on an "as is" 

basis. The author and publisher shall not be held responsible or liable for any 

errors, omissions, or inaccuracies in the content. 

The strategies, techniques, and suggestions presented in this book are based on the 

author's personal experience and research. However, readers are advised to use 

their own judgment and seek professional advice before implementing any 

investment decisions or strategies mentioned in this book. The author and 

publisher do not guarantee the effectiveness or success of any investment 

approaches described in this book, as market conditions and individual 

circumstances can vary. 

 

 

 

  



Table of Contents 

Introduction 

1. Consumer Behavior 

1.1. Key Factors Influencing Consumer Behavior 

1.2. Importance of Consumer Behavior 

1.3 Structural Aspect of Consumer 

2. Consumer Decision Process 

2.1. Decision 

2.2 Consumer Decision Process 

2.3 Types of Consumer Decision Making 

2.4 Purchase Decision Process 

3. Market Segmentation Process 

3.1 Market Segmentation 

3.2 Factors for Market Segmentation 

3.3 Target market positioning 

3.4 Target Market Tools 

4. Consumer Research 

4.1 Consumer research process 

4.2 Consumer Capability 

4.3 Factors for Consumer Capability 

4.3 Consumer Marketing Channel 

4.4 Influence Consumer Behavior 

4.5 Buying Center Overview 

5. Consumer Adoption Process 

5.1 Customer Satisfaction 

5.2 High Customer Satisfaction is Important for Several Reasons: 

5.3 Total Customer Satisfaction Guide 

5.4 Monitoring Customer Satisfaction 

6. Developing Marketing Strategy 

6.1 Consumer Behavior - Marketing Strategies 

6.2 Marketing-Mix Decisions 

  



Introduction 
Marketing is an essential business discipline, and its contribution to the success of an organization is of 

immense value. An effective marketing result relied totally on how much understanding an investor has 

about the consumer of his or her products or services.  The end result of marketing effort of every 

successful business is valued from the reaction of the consumer of his products or services. A good 

understanding of Consumer Behavior will show you how to take a strategic approach to the task. This 

book will cover helpful hints, deep information and strategic skill of analysis on consumer behavior, 

consumer decision process, market segmentation, getting to the consumers' head, consumer oriented 

strategic marketing etc. This book is an invaluable guide to improving your marketing performance and a 

companion for the students of knowledge. 

  



1. Consumer Behavior 
Consumer behavior refers to the study of how individuals, groups, or organizations make decisions and 

allocate resources to satisfy their needs and wants. It involves examining the psychological, social, and 

economic factors that influence consumer choices and actions. 

 

1.1. Key Factors Influencing Consumer Behavior 

 

Several key factors influence consumer behavior: 

Personal Factors: These include individual characteristics such as age, gender, income, occupation, 

lifestyle, personality traits, and values. Personal factors shape consumers' preferences, needs, and 

motivations, which in turn affect their buying behavior. 

Psychological Factors: Psychological factors play a significant role in consumer behavior. Perception, 

motivation, learning, beliefs, attitudes, and emotions all influence how consumers perceive and respond to 

marketing stimuli. For example, an individual's perception of a product's quality or their emotional 

connection to a brand can impact their purchasing decisions. 

Social Factors: Consumers are influenced by their social environment, including family, friends, peers, 

and cultural norms. Social factors can affect consumer behavior through socialization, reference groups, 

social class, and cultural values. For instance, individuals may buy certain products or brands to fit in 

with a particular social group or to express their cultural identity. 



Situational Factors: The specific circumstances in which consumers find themselves can influence their 

buying decisions. Situational factors include the physical environment, time constraints, financial 

considerations, and the urgency or need for a product or service. For example, a consumer may be more 

likely to make impulsive purchases when they encounter a limited-time offer or when they are in a certain 

mood.  

Marketing stimuli: Marketing efforts, such as advertising, promotions, product design, pricing, and 

distribution, can impact consumer behavior. Effective marketing strategies aim to understand and 

influence consumer decision-making processes. 

Understanding consumer behavior helps businesses and marketers develop effective marketing strategies, 

tailor their products and services, identify target markets, and communicate their value proposition 

effectively. It also aids in predicting trends and consumer preferences, enabling companies to stay 

competitive in the market. 

It's worth noting that consumer behavior is a complex field, and individual motivations and actions can 

vary significantly. Therefore, consumer behavior research often employs a combination of qualitative and 

quantitative methods to gain deeper insights into consumers' needs, desires, and decision-making 

processes. 

1.2. Importance of Consumer Behavior 
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