
BRAND PERCEPTION AND CUSTOMER BUYING BEHAVIOUR

In this chapter, concepts, theories and relevant models about branding, brand perception and customer buying
behaviour will be discussed in.

Branded products have higher safety No such safety level is there. It is, in our opinion, a specific area of
marketing, which uses special techniques in order to increase the perceived value of a brand. However, the
observed effects were not statistically reliable, indicating that the impact of nutritional information may not be
significant. Consumer actions, in this instance, could involve requesting a refund, making a complaint,
deciding not to purchase the same brand or from the same company in the future or even spreading negative
product reviews to friends or acquaintances, possibly via social media. You might want to look at: Logo.
Typically low-priced items. When people buy goods, paying attention to the brand has become a fashion.
Branding and brand-based differentiation are powerful means for creating and sustaining competitive
advantage. Measurement Development: Demographic data used included gender, age, education and
employment status. Packaging could be the first contact many customers have with your brand â€” make sure
you get it right. Your brand identity is made up of all elements you use to generate an image of yourself to
your customers. Purchase decision The penultimate stage is where the purchase takes place. However, because
his very good friend, a keen astronomer, gives him negative feedback, he will then be bound to change his
preference. Customers always maintain a good relation with a particular brand. One is made by a company
with awesome packaging, fair prices, and strong brand values. For example, having gone through the previous
three stages, a customer chooses to buy a new telescope. If your brand comes across as trustworthy, consumers
will believe the promises you make about your products. So, you now know more about the factors that affect
the way customers see your brand. First, branding can influence whether consumers notice a product or not,
that is, how much attention is paid to a product. Online and Offline Presence Other than seeing your product
or service in stores or ads, where do consumers encounter your brand? As a field of study, consumer
behaviour is an applied social science. Marketer-induced problem recognition When marketing activity
persuades consumers of a problem usually a problem that the consumer did not realise they had. Throughout
the entire process, the consumer engages in a series of mental evaluations of alternatives, searching for the
best value. Respondents understanding of branding. Or as a company with strong values, a clear direction, and
a positive brand image? The strength of the need drives the entire decision process. Purchasing behavior of the
customers depends on the cultural environment from which they are brought up. A coherent brand image is
essential to trust and loyalty. No hassle in exchanging the product. Improving consumer perception of your
brand is the single best way to boost sales and increase your turnover. Brand History and Reputation Have you
ever suffered a brand scandal? The elements of the model include: interpersonal stimuli between people or
intrapersonal stimuli within people , environmental stimuli and marketing stimuli. The provision of easy credit
or payment terms may encourage purchase. Demographic factors include income level, psychographics
lifestyles , age, occupation and socio-economic status. Once consumers have tried a product, the task becomes
maintaining a good reputation and establishing brand loyalty. Through their experiences consumers can learn
and also engage in a process that's called hypothesis testing. Many times branded clothes satisfy the May be or
May not be there. Marketing communications can also be used to remind consumers that they made a wise
choice by purchasing Brand X. Does your product quality accurately reflect your brand? However you decide
to price your products, remember that it has a huge influence on how others see your brand. Do you have a
different perception of the two brands? This process of secondary data is comparatively easy and information
can be easily collected from different sources. If your company is known for fair treatment of workers,
generous charity donations, and a commitment to reducing pollution, customers should feel pretty good about
buying your products. In return, customers become loyal to the business, which secures a consistent revenue
stream for the company and makes it more difficult for competitors to poach customers. Probably notâ€¦
Customer trust is massive when it comes to purchase decision making.


