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 Consumer motivation is an internal state that drives 
people to identify and buy products or services that 
fulfill conscious and unconscious needs or desires. 
The fulfillment of those needs can then motivate 
them to make a repeat purchase or to find different 
goods and services to better fulfill those needs.



 Psychological consumer motivations are things that fall 
more into the area of need, or at least perceived need. 
They include things like safety, self esteem, love and 
belonging. In other words, when consumers buy 
products based on psychological motivations it is 
because they believe that it is a product that is crucial 
to their personal health, safety, emotional, physical or 
psychological well being. 

Psychological



 This  type of buying motive is  where a person buys a 
product due to status in the society. Like a person 
buys a Range Rover to show that are the they they 
have an important poisition at the organisation. This o 
show his status in the society

Socio-psychological



This factor or buying motive 
believes that an individual is 
influenced by society and close 
groups and social classes. The 
buying decisions of individuals 
are not total based on their 
need, but the desire to follow 
the crowd.

sociological.



 Economic

 The primary consumer buying motives are personal, 
social and psychological, not economic. No one buys 
anything simply because they can afford it nor is it a 
guarantee that people will buy the least expensive 
option available when choosing between competing 
products. However, economics are always a 
consideration in consumer decision making, even if they 
aren't a primary motivator.



economic



 Consumers may be driven to certain behaviors 
by the culture to which they belong. Some 
items may be viewed as normal in one culture, 
yet strange in another. Ethnic background and 
geographical locations play a large part in 
culture and establishing culturally acceptable 
and unacceptable consumer behavior.



culture



 Lifestyle marketing attempts to group customers 
according to some amalgamation of three categories 
of variables Activities, Interests, and Opinions (AIO) 
and identifies the potency of a customer's chosen 
lifestyle for determining the sort of products to be 
purchased and the specific brands that are further 
likely to appeal to the chosen lifestyle segment. 
Lifestyle marketing has assumed a new paradigm in 
today's competitive business world.

Life style




The main stages of the product life cycle are:

 Introduction – researching, developing and then launching the 
product

 Growth – when sales are increasing at their fastest rate
 Maturity – sales are near their highest, but the rate of growth is 

slowing down, e.g. new competitors in market or saturation
 Decline – final stage of the cycle, when sales begin to fall
 This can be shown on the next slide.

Product life cycle

The product life cycle is an important concept in marketing. It describes the 
stages a product goes through from when it was first thought of until it finally 
is removed from the market. Not all products reach this final stage. Some 
continue to grow and others rise and fall.





 Customer profiles are simple, yet powerful, marketing tools. The more you know about 
your customers and potential customers, the more you can tailor your marketing to their 
wants and needs. Profiles also provide information you can use to give your customers 
personalized attention.

Customer profiling

http://desktoppub.about.com/od/marketing/Marketing_and_Advertising.htm


Prospect profiling

Understanding and pre qualifying your target customers and/or new projects 
based upon key characteristics common amongst your most profitable 
customers/projects will help you to maximize the effectiveness of your sales 
prospecting efforts. By systematically eliminating ‘bad’ targets, you will have 
fewer false starts and more time to focus on closing the attractive deals.
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