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COURSE TITLE: CONSUMER BEHAVIOUR.

Answers: 

COVID-19 is the name given by the World Health Organization (WHO) on February 11, 2020  for the disease caused by the novel coronavirus SARS-CoV-2. It started in Wuhan, China in late 2019 and has since spread worldwide. COVID-19 is an acronym that stands for coronavirus disease of 2019.Most people who fall sick with COVID-19 experience mild to moderate symptoms and recover without special treatment.

 The first case of corona virus wasor could be traced to the cold in 1960. According to the Canadian study 2001, approximately 500 patients were identied as Flu-like system. 17-18 cases of them were confirmed as infected with corona virus strain by polymerase chain reaction. Corona was treated as simple non fatal virus till 2002. In 2003, various reports published with the proofs of spreading the corona to many countries such as United States America, Hong Kong, Singapore, Thailand, Vietnam and in Taiwan and so may others. Several case of severe acute respiratory syndrome caused by corona and their mortally more than 1000 patient was reported in 2003. This was the black year for microbiologist. When microbiologist was started focus to understand these problems. After a deep exercise they conclude and understand the patho-genesis of disease and discovered as corona virus. But till total 8096 patient was conrmed as infected with corona virus. So in 2004, World health organization and centers for disease control and prevention declared as “state emer-gency”. Another study report of Hong Kong was conrmed 50 patient of severe acute respiratory syndrome while 30 of them were conrmed as corona virus infected. In 2012, Saudi Arabian reports were presented several infected pa-tient and deaths.COVID-19 was rst identied and iso-lated from pneumonia patent belongs to Wuhan, china.MicrobiologyCorona virus is spherical or pleomorphic, single stranded, enveloped RNA and covered with club shaped glycoprotein. Corona viruses are four sub types such as alpha, beta, gamma and delta corona virus. Each of sub type corona viruses has many serotypes. Some of them were from other affected animals such as pigs, birds, cats, mice and dogs.People can get the infection through close contact with a person who has symptoms from the virus includes cough and sneezing. Generally corona virus was spread via air-borne zoonotic droplets. Virus was replicated in ciliated epithelium that caused cellular damage and infection at infection site. According to a study published in 2019, An-Corona virus causes respiratory infection including pneumonia, cold, sneezing and coughing while in animal it causes diarrhea and upper respiratory diseases. Corona virus transmitted human to human or human to animal via airborne droplets.

The virus that causes COVID-19 is mainly transmitted through droplets generated when an infected person coughs, sneezes, or exhales. These droplets are too heavy to hang in the air, and quickly fall on floors or surfaces.One can be infected by breathing in the virus if you are within close proximity of someone who has COVID-19, or by touching a contaminated surface and then your eyes, nose or mouth.Most infected people tend to develop mild to moderate symptoms, such as;fever,tiredness,dry cough,aches and pains,nasal congestion,runny nose,and many others.According to findings,it takes 5–6 days from when someone is infected with the virus for symptoms to show.it can take up to 14 days.Therefore People with mild symptoms who are otherwise healthy have been adviced to practice self-isolation or Seek medical attention if they  have a fever, a cough, and difficulty breathing.Unfortunately,there are no specific vaccines or medicines for the virus COVID-19.Treatments are under investigation, and will be tested through clinical trials.

At the other hand, Consumer behaviour is the study of individuals, groups, or organizations and all the activities associated with the purchase, use and disposal of goods and services, including the consumer's emotional, mental and behavioural responses that precede or follow these activities.It can also be seen basically as the study of how people make decisions about what they buy, want, need, or act in regards to a product, service, or company.As the Coronavirus crisis continues to bear down on the world’s population, and as their behaviour adapts, companies with a strong ecommerce offering can ensure that they are there when consumers need them.Nike, for example, has managed to increase digital sales by 30% as a result of their fitness and e-commerce apps being particularly well integrated.As consumer behaviour changes and results in more and more customers shopping online, so too will the marketplace change to become ever-more competitive as companies seek to capitalise on this trend. If your site is not found in search engines for relevant searches, or your site’s responsiveness lags behind your competitors, your ability to compete will be severely diminished. In today’s tough economic climate, this is the digital equivalent of rubbing salt in a wound.This implies that, rather than stopping marketing activities such as Analytics, Search Engine Optimisation (SEO), Content Marketing, Conversion Rate Optimisation (CRO), Pay Per Click (PPC) and Paid Social etc., companies could be best served by investing into (if not doing so already), or investing more heavily into these types of activities. While each business is different and will face its own challenges, investing into these areas may actually help companies thrive in a competitive space, and help offset the financial impact of the loss of offline sales. The issue of the virus COVID-19 has really affected consumer behaviour in so many ways.

While it might be sensible to remain invested in online marketing activities such as SEO and Paid Media to promote your brand during this crisis, it’s likely that the specific tactics employed will change.Both SEO and Paid Media might need to change the focus of campaigns due to changes in demand, and focus on different sets of keywords based on new consumer search behaviours. For example, we have noticed that Fashion brands are attempting to pivot to loungewear items, given that most of the population is stuck at home.In Paid Media, bid strategies will probably need to be adapted (we have some specific tips about this on our blog here), and SEO might find new opportunities for new types of content and changes to on-page optimisation.Editorial content is usually seen as a quick win since it normally requires little technical input and can therefore be developed and implemented rapidly. The key is in understanding your customer’s intent and providing content that meets or exceeds their needs. We have noticed some ecommerce companies are attempting to pivot their content marketing to capture users who, as of the beginning of lockdown, are at home with far more time to surf the web.This shows us that companies should probably perform a deep-dive into their Analytics and really understand the current needs of customers, since these needs will almost certainly have changed recently.

In this new world, as customers are having to spend much more time shopping online, even small changes to a site’s user experience and page load times will likely have a much bigger impact on customer retention and conversion rates.Performing a careful analysis of how fast a site’s pages load within different devices will usually reveal opportunities to improve site speed, many of which can be fairly simply to implement and therefore represent quick wins.Remember, page speed is a ranking factor in Google and others these days, and there has been much research published showing a direct inverse relationship between the speed of a page and the number of consumers.While the world is reeling from the effects of the Coronavirus pandemic, user behaviour is being forced to change and shoppers are increasingly moving online. Ecommerce sites are in a position to be able to capitalise on this, but only if they are able to be found by customers in the first place.While tactics may need to be adapted to the new environment we find ourselves in, businesses should consider retaining investment in their analytics, online marketing and online content so that they can remain competitive and meet the needs of shoppersIn these  uncertain times, there are still opportunities. it just takes a slightly different mindset and approach, and a positive attitude.If you feel you want help understanding the impact of COVID-19 ones business.
Its been confirmed from findings that Overall, 71 percent of Americans are now “very concerned” about the news surrounding COVID-19, compared to 47 percent who said the same thing two weeks ago.Fifty-nine percent `of consumers now believe the COVID-19 crisis will last up to three months; 25 percent believe the crisis will last four to six months, and 10 percent believe it will last over six months.Fifty-four percent of consumers are no longer considering the purchase of big-ticket items (homes, cars, trips, luxury goods) over the next three months. Instead, consumers are focusing on two tiers of consumable products, which has been deemed the “Survival” tier and the “Sanity” tier.Where consumers are buying their products has also changed. Over the last two weeks, consumers are beginning to fear crowding and lack of inventory, and said they are shopping less at wholesale and big box retailers (at a decrease rate of 33 percent and 35 percent, respectively).Meanwhile, despite concerns about deliverability of packages, online shopping has increased 31 percent in the past two weeks; visits to local grocery stores have increased 28 percent.

 The attitude or behaviour of consumers have really changed as a result of the COVID-19 , as a lot of consumers are now coucious or where they go to buy their things and who is selling to them. People are extra careful on how tge ybpurchase things and where they are been transported from. For example in the market, consumers tend to select what they buy and who sells to them before they can buy any food stuff. Theyhave this fear that the person selling to them might have the virus. This also happen in malls, as things are displayed on the shelve for people to pick whatever they want. People no longer buy from the mall, because they can't tell if someone with the virus has touched any of the food item. People now prefere buying things online and havingnit delivered to their doorstep. This has actually reduced the range at which people buy things from the mall to consume, as a result of fear for contacting Corona virus. People are therefore adviced to keep their environments clean and practice personal hygiene , to stay safe and stop the spread of COVID-19.

