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CONSUMER BEHAVIOUR

WHAT ARE THE ROLES OF CONSUMERS IN MARKETING?
WHO IS A CONSUMER?

A Consumer is an individual who buys products or services for personal use and not for manufacture or resale. A consumer is someone who can make the decision whether or not to purchase an item at the store, and someone who can be influenced by marketing and advertisements. People sometimes use the two terms interchangeably, but the term “consumer” has a more distinct definition compared to “customer.” A customer is simply a buyer, while a consumer is the individual who both buys and uses the product or service. A consumer is a customer, but a customer isn’t always a consumer in a business transaction. A consumer also is called the end user.
An example of consumer is a person who purchases a new television.  A consumer is one who is the decision maker whether or not to buy an item at the store, or someone who is influenced by advertisement and marketing. Every time someone goes to a store and buys a shirt, toy, beverage or anything else, they make a decision as a consumer. 
Marketing is defined by the American Marketing Association as "the activity, set of institutions, and processes for creating, communicating, delivering, and exchanging offerings that have value for customers, clients, partners, and society at large." The term developed from the original meaning which referred literally to going to market with goods for sale

The Chartered Institute of Marketing defines marketing as "the management process responsible for identifying, anticipating and satisfying customer requirements profitably." A similar concept is the value-based marketing which states the role of marketing to contribute to increasing shareholder value. In this context, marketing can be defined as "the management process that seeks to maximize returns to shareholders by developing relationships with valued customers and creating a competitive advantage."

Marketing is about meeting the needs and wants of customers. Marketing is a business-wide function – it is not something that operates alone from other business activities. Marketing is about understanding customers and finding ways to provide products or services which customers demand.

The consumer is the one who pays to consume the goods and services produced. As such, consumers play a vital role in the economic system of a nation. In the absence of their effective demand, the producers would lack a key motivation to produce, which is to sell to consumers. A consumer can be a person (or group of people), generally categorized as an end user or target demographic for a product, good, or service. Any product, good, or service that is developed must have a target market in mind, in order to be effectively marketed and sold.
Consumers play a vital role in marketing. They include:
(a) Encourage Demand: Consumers are the main source of demand for all the goods. The producers of industrial goods or the producers of brand, products are all producing the various items according to the demand in the market. According to Prof. Marshall, it is the demand which controls the production or market. Hence, the consumers create demand in the market and producers produce goods or services accordingly. When a consumer wants something or is in need of it, he makes demand for it and thereby encourage demand and also supply from the markerters.
(b) Create Demand for Various Products: The different consumers have different types of demand or a single consumer can also demand different types of products. These will encourage the producers to produce various types of products in the market. For example, some consumers want to consume plantain chips, whereas some consumers want to consume potato chips. There are some consumers; who want different brands of plantain chips and potato chips also. Also, there are some consumers who prefer fairy dishing washing soap whereas other consumers prefer morning fresh dishing washing soap. Therefore, to satisfy all the types of consumers, producers must increase the production of various products.

(c) Increase Demand for Consumer Goods: Consumers create more demand for all the types of consumer goods, like durable, semi- durable and perishable goods. Durable consumer goods include furniture, utensils, televisions, etc. and for semi-durable goods like clothes, books, shoes etc. On the other hand, perishable goods like bread, butter, vegetables, fruits etc. are all demanded by the consumers for their consumption purposes. Naturally, all these create an atmosphere to increase demand for consumer goods.

(d) Enhance Service Diversification: Consumers not only consume different varieties of goods, but also consume large varieties of services to maintain the standard of living. These include health service, educational service, banking and insurance service, transport and communication service, etc. Day by day the consumption of these services is rising. This will lead to expansion or enhancement of service sector within the economy.
(e)Product Feedback: The consumer also plays a role in the feedback-gathering process after a company’s offering hits the market. After implementing your marketing plan and releasing the product or service, you need to track results and continually monitor consumer needs so you can improve on the offering in the future. For instance, software developers seek feedback from consumers regularly to help them develop new and improved versions of programs.

(f)Bring in New Consumers: Consumers also can act as agents to further the effects of your marketing plan. With word-of-mouth marketing, consumers who have used your product review it both offline and online and can refer other consumers to the product. This marketing is free and very effective, as individuals tend to trust the word of people they know when it comes to trying new products and services.
