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A STUDY ABOUT BUYING PRACTICES OF HOUSE
HOLD GOODS AMONG WORKING AND NON
WORKING FEMALE OF MAHESANA CITY

* Archna N. Raval **Hemlata, J. Patel

The term “Consumer behavior” can be defined acquired in the market and actually consumed. It
the behavior that consumers display in searching faonsiders the goods and services actually consumed
purchasing, using, evaluating, and disposing eother than the satisfaction derived from them. It is
products and services that they expect will satisfimited goods and services acquired in the market.
their needs. The Study of consumer behavior is the The term buyer behavior and consumer behavior
study of how individuals make decisions to spendre frequently used inter changeaflizey cover the
their available resources (mondime, efort) on entire decision-making, buying and consuming
consumption related items. It in dudes the study pfocess regardless of how many individuals are
what they buywhy they buy it, how they buy it when involved.
they buy it, where they buy it, and burgeoning billion- TYPES OF BUYING BEHAVIOR- Process of
dollar business. A study of consumption behavior iconsumer decision-making varies with the type of
this area would investigate what kinds of consumemslying decision. There is variety of products in the
buy it, where they buy it, how after they buy it, andnarket ranging from a small needle to a big house.

when they drink it. The more complex
There are two types ) and expensive
of goods. Free goods Mo " decisions require
and economic goods. more deliberations
Free goods are those on the part of buyer
which you can use Buyer’s Black Box Buyer Responses and may involve
without payment e.g., more people in the
sunshine. They are | Product Choice decision making
Brand Choice
free goods of nature. Dealer choice process. Cotler
Economic goods on e S (1988) distinguished
the other hand are four types of
scarce and can be had ‘ consumer behavior
only on payment. In based on the degree
the civilized times of of involvement of
today most of the buyer in the purc

things that a man needs to satisfy his wants fall in thitegree of difference among brands.

group. They are man made and limited in quantity = Complex Buying BehaviorThis type of behavior
However a good may be free today and beconoecurs when consumers are height involved in the
economic good tomorrow or it could be free undgrurchases and are aware of significant differences
certain circumstances and economic under othexisting among brands. Consumers are generally
conditions e.g., air is free but in a deep mind it imvolved to a great extent in purchase of rare products
artificially provided so it is economic good similarlywhich are expensive and are not frequently purchased,
water is free in rural areas but in urban areas you hangky and durable

to pay for it. Services of any kind purchased by a Decision Reducing Buying BehaviorSometimes
consumer for example, electrigibanking, insurance, while purchasing expensive infrequently used and
doctors, lawyers, and architects. Plane afsky productsthe consumers may be highly involved
Consumption. It means the goods and servicésit they do not see much differences in the brands .In
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such a situation the buyer may shop around to firide ability to analyze the available products with regard
out what is available but can buy fairly quicklyto the use or uses or uses to which they are to be put.
because the differences in various brands are not véiy the third place, the consumer-buyer needs to
pronounced. However the consumer might experienaaederstand the fundamental principles that are
post purchase dissonance because of some reasonalved in good buying and to work out on the basis
Then he / she start to find more information on how tf the basis of the principles a set of the principles
reduce the decision asset of buying polices and practices which will be to

Habitual Buying Behavior- Many Products of his advantagelhis study was to make an effort to
day-to-day use are bought under conditions of lofind out that different practices of buying house hold
consumer involvement because there may be absegoeds and services among working and non working
of significant brand differences. In such a situatiofemale of mehsana city of Gujarat.
the consumer does not pass through the normal belief, METHODOLOGY- This study was base on
attitude or behavior sequence. The consumers in sunbthod of serve. Interview schedule was used as a
case follow brand belief formed by passive learninigstrument for data collection.192 female was sample
followed by purchase behavjevhich may or may not of study The sample was classified into two group
be followed by evaluation. The consumers thus dbat is working female and non working female and
not form an attitude toward a brand but select ratio was 50-50. The data was analysis by frequency
simplifies because it is familiar percentage, score and t-test.

Variety Seeking Behaviorin Some buying RESULT AND DISCUSSION-Data revealed the
situations although there is low consumeresponsibilities towards purchasing household goods

involvement, there are by the
significant brand . respondents.
differences. The Factors Influencing Majority of the
consumers in such Consumer Behavior respondents,
situations do a lot of 93.75 percentand
brand differences. The 89.58 percent,
consumers in such Social were purchasing
situations do a lot of Personal ([ peycho- grocery Majority
brand switching for the N lifsopole logical of the
sake of variety rather then groups Occupation Motivation e respondents,
dissatisfaction,  for ity Economio R 86.45 and 80.2
example soap and T, e percent, from
detergents. Roles Ry Bl and service and home
HOW TO STEGE L — —— maker  were
IMPROVE CONSUMER _‘r_" purchasing
BUYING- The varied and clothes for
long lists of goods, which children and

a family must buymake the problem of the modermearly 80 percent were purchasing clothes for her self
buyer increasingly difficult. The increase in theand for their husbands only 40% were purchasing.
productive capacity of the industries, bewildering arrajlearly, 45 percent respondents from both the groups
of variations in the products mode available in therere responsible to purchase electric appliances. 50
market, deceptive looks of products, for example raygercent were purchasing non-electrical appliances, but
looking like silk, or cotton finished like that of wool very few 25 percent, respondents from both the
etc. and the attractive packages and price offers, @m®ups were responsible for purchasing electronics
adding to the woes of the present day consumer appliances. 47.91 And 59.37 percent of respondents
In the market situation therefore the consumepurchased furniture from the groups of housewife and
buyer first of all, needs to acquire a wide range afervices women respectivelearly 75 percent were
information about the goods that are available in thesponsible for purchasing home decoration
market. In the the second place, he needs to devetapessories and gold from both group. About 65
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percent were responsible to purchase medicine, heattrhome makers 1.04 respondents purchased goods
related items and cosmetics from both the groups. Data credit. The data revealed for null hypothesis “there
expressed that majority 80 percents respondents waiid be no significant relationship between working
always used retail shop for purchasing Groé€ry status of the respondents and awareness regarding
percents respondents wholesale market sometime, auticriteria kept in mind while purchasing.” The t- value
20 percents respondents were always used fomnd 3.32 and result shown significant the result
operative store for purchasing groceFfie cloth was concluded that working status of the respondents was
also purchased from retail shop and sometime thsignificantly plays an important role in planning before
purchased cloth of children from the mall when thegurchasing.
dose shopping from out side ciffhe equipments Conclusion- The term buyer behavior and
were also purchase from retail shop, which situatedémnsumer behavior are frequently used inter
their own city and near by house. The electronics iterahangeablyThey cover the entire decision-making,
also purchased from company show room and it [iglying and consuming process regardless of how
also a one of retail shop. 100 percent respondemsny individuals are involvedoflays market is a
were purchased furniture pieces and furnishing itereemplex market because consumer has more choices
from retail shop, which is available in their ci@nly  in varieties of goods so consumer need perfect
10 percent people used shop for purchasing outsidecision making in buying. The study was attempted
of their city when they visited mall. Gold, Medicineto find out buying practices and awareness about
and Cosmetics were also purchase retail shop whishusehold goods among female. Majority of the
is situated near by house and in market. respondents were responsible for purchasing grpcery
In Mehsana city the respondents did nodwn clothes, children clothes, household equipments,
conceptual with name of shopping centre like localosmetics from the both group. But for purchasing
bazaar mall system, phone order method, tallyand, gold electronics goods and house they need
shopping and E-buying. None of uses all thedeelp of their husbands or they were not responsible
shopping technique. Data reveled that mood &br it. Majority of the female use retail outlet for
payment by the respondents majority of thpurchasing goods and wholesale outlet was used for
respondents from both group purchased that goodeasonal grocerMall outlet was not preferred by
By cash payment and very few 3.12 percerioth groups. The t- value found 3.32 and result shown
respondents from both groups were preferresignificant the result concluded that working status
purchasing goods by credit caréryfew 1.04 & 3.12 of the respondents was significantly plays an
percent were used method installment system and oityportant role in planning before purchasing.

RESULT AND DISCUSSION: Table-3:
Table showing practice of payment of purchasing house holds goods by the
responden'.s.

3 9 Hi ki Worki
Table:t Home maker Working women or. No, |Practice of | Fome maker orge women
, , payment No % No | %
Table showing  working | N=75 N=45
1 Bay cash 96 98.95 91 94.79
status  wise opinion
iy No % No % 2 Oncredit |01 1.04 00 0
i responsibilit
regardmg osp y 3 Instaliment 0t 1.04 03 3.12
purchasing.Responsibilities . S ¥l 12 = 12
to purchase goods Tabled
Groce! 90 93.75 86 '189.58 Table showing “t” value of criteria kept in mind before purchasing
ry ' consumer goods among working status wise respondents.
Clothes
| d
' i Calculated | T:
Children 77 80.20 83 86.45 \ Group Mean 0 N alcula abulated
| T T
Ladies were 74 7708 |76 79.16 L o
Working 28 2.06 96 3.32 1.67
Gents were 43 4479 36 375 Home maker | 27 242 |96
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House hold equipment
Electric 39 40.62 44 45.83
Non electric 47 48.85 54 56.25
Electronics 23 23.95 26 27.08
Furniture 46 47.91 57 | 59.37
Home furnishing articles 75 78.12 71 73.95
Gold 76 79.18 69 71.87
Medicine health 60 62.5 65 67.70
Related items cosmetics 60 62.5 77 80.20
Table-2
Table showing percentage of from where respondents purchased household
goods.
Sr. | Name of | Retail Wholesale | Co- Mat
No. | shopping shop shop operative
centre shop

Name of items A S |N A S N A 8 N [A (S IN

1. Grocery 80 |00 00100 |50 {00 |20 00 100 {00 |00 |00
2. Cloth:
Chiidren 80 QG |00 GO [OC [OO |OO GO |00 |20 |30 ;00
Ladies wear 100 | 0C | 00 7 ‘0;(7)7 00 |00 {00 00 |00 |00 |30 O(T
Gents wear 70 (00 {C0 |00 0O |00 |00 00 {00 |30 00060

3. Household

equipments:

Electrical 400 {00 100 |00 |00 100 |00 00 100 00 |05 |00

Non eiectrical 100 100 100 {00 |00 100 |00 00 (00 OC;H 05 {00

Electronics‘ | 100 |00 {00 0D | DO } 0O |00 00 100 {00 |00 {00
4. Furniture 100100 {00 {00 |00 ;OO0 |00 00 |00 |00 |10 |00
5. Home 100 |00 {00 {00 |00 {0D [0OO 00 (0O |00 |10 |00

decorative

accessories

6. Gold 100 {00 {00 |00 {00 {00 |O0O 00 |00 |00 |00 |00
7. Medicines 00 {00 |00 {00 {00 (00 |0OO 00 {00 {00 |00 |00
8. Cosmetics 100 {00 (QO {00 {00 {00 {00 0C |00 {00 |00 |00
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