
Shodh, Samiksha aur Mulyankan (International Research Journal)—ISSN-0974-2832 Vol. II, Issue-7 (August 2009)225

The term “Consumer behavior” can be defined as
the behavior that consumers display in searching for,
purchasing, using, evaluating, and disposing of
products and services that they expect will satisfy
their needs. The Study of consumer behavior is the
study of how individuals make decisions to spend
their available resources (money, time, effort) on
consumption related items. It in dudes the study of
what they buy, why they buy it, how they buy it when
they buy it, where they buy it, and burgeoning billion-
dollar business. A study of consumption behavior in
this area would investigate what kinds of consumers
buy it, where they buy it, how after they buy it, and
when they drink it.
There are two types
of goods. Free goods
and economic goods.
Free goods are those
which you can use
without payment e.g.,
sunshine. They are
free goods of nature.
Economic goods on
the other hand are
scarce and can be had
only on payment. In
the civilized times of
today most of the
things that a man needs to satisfy his wants fall in this
group. They are man made and limited in quantity.
However a good may be free today and become
economic good tomorrow or it could be free under
certain circumstances and economic under other
conditions e.g., air is free but in a deep mind it is
artificially provided so it is economic good similarly
water is free in rural areas but in urban areas you have
to pay for it. Services of any kind purchased by a
consumer for example, electricity, banking, insurance,
doctors, lawyers, and architects. Plane of
Consumption. It means the goods and services

acquired in the market and actually consumed. It
considers the goods and services actually consumed
rather than the satisfaction derived from them. It is
limited goods and services acquired in the market.

The term buyer behavior and consumer behavior
are frequently used inter changeably. They cover the
entire decision-making, buying and consuming
process regardless of how many individuals are
involved.

TYPES OF BUYING BEHAVIOR- Process of
consumer decision-making varies with the type of
buying decision. There is variety of products in the
market ranging from a small needle to a big  house.

The more complex
and expensive
decisions require
more deliberations
on the part of buyer
and may involve
more people in the
decision making
process. Cotler
(1988) distinguished
four types of
consumer behavior
based on the degree
of involvement of
buyer in the purc

degree of difference among brands.
 Complex Buying Behavior-This type of behavior

occurs when consumers are height involved in the
purchases and are aware of significant differences
existing among brands. Consumers are generally
involved to a great extent in purchase of rare products
which are expensive and are not frequently purchased,
risky and durable

Decision Reducing Buying Behavior- Sometimes
while purchasing expensive infrequently used and
risky products the consumers may be highly involved
but they do not see much differences in the brands .In
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such a situation the buyer may shop around to find
out what is available but can buy fairly quickly
because the differences in various brands are not very
pronounced. However the consumer might experience
post purchase dissonance because of some reasons.
Then he / she start to find more information on how to
reduce the decision

Habitual Buying Behavior- Many Products of
day-to-day use are bought under conditions of low
consumer involvement because there may be absence
of significant brand differences. In such a situation
the consumer does not pass through the normal belief,
attitude or behavior sequence. The consumers in such
case follow brand belief formed by passive learning
followed by purchase behavior, which may or may not
be followed by evaluation. The consumers thus do
not form an attitude toward a brand but select it
simplifies because it is familiar.

Variety Seeking Behavior-In Some buying
situations although there is low consumer
involvement, there are
significant brand
differences. The
consumers in such
situations do a lot of
brand differences. The
consumers in such
situations do a lot of
brand switching for the
sake of variety rather then
dissatisfaction, for
example soap and
detergents.

HOW TO
IMPROVE CONSUMER
BUYING- The varied and
long lists of goods, which
a family must buy, make the problem of the modern
buyer increasingly difficult. The increase in the
productive capacity of the industries, bewildering array
of variations in the products mode available in the
market, deceptive looks of products, for example rayon
looking like silk, or cotton finished like that of wool
etc. and the attractive packages and price offers, are
adding to the woes of the present day consumer.

In the market situation therefore the consumer-
buyer, first of all, needs to acquire a wide range of
information about the goods that are available in the
market. In the the second place, he needs to develop

the ability to analyze the available products with regard
to the use or uses or uses to which they are to be put.
IN the third place, the consumer-buyer needs to
understand the fundamental principles that are
involved in good buying and to work out on the basis
of the basis of the principles a set of the principles
asset of buying polices and practices which will be to
his advantage. This study was to make an effort to
find out that different practices of buying house hold
goods and services among working and non working
female of mehsana city of Gujarat.

METHODOLOGY- This study was base on
method of serve. Interview schedule was used as a
instrument for data collection.192 female was sample
of study. The sample was classified into two group
that is working female and non working female and
ratio was 50-50. The data was analysis by frequency
percentage, score and t-test.

RESULT AND DISCUSSION- Data revealed the
responsibilities towards purchasing household goods

by the
r e s p o n d e n t s .
Majority of the
r e s p o n d e n t s ,
93.75 percent and
89.58 percent,
were purchasing
grocery. Majority
of the
r e s p o n d e n t s ,
86.45 and 80.2
percent, from
service and home
maker were
p u r c h a s i n g
clothes for
children and

nearly 80 percent were purchasing clothes for her self
and for their husbands only 40% were purchasing.
Nearly, 45 percent respondents from both the groups
were responsible to purchase electric appliances. 50
percent were purchasing non-electrical appliances, but
very few, 25 percent, respondents from both the
groups were responsible for purchasing electronics
appliances. 47.91 And 59.37 percent of respondents
purchased furniture from the groups of housewife and
services women respectively. Nearly 75 percent were
responsible for purchasing home decoration
accessories and gold from both group. About 65
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percent were responsible to purchase medicine, health
related items and cosmetics from both the groups. Data
expressed that majority 80 percents respondents were
always used retail shop for purchasing Grocery,50
percents respondents wholesale market sometime, and
20 percents respondents were always used co
operative store for purchasing grocery. The cloth was
also purchased from retail shop and sometime they
purchased cloth of children from the mall when they
dose shopping from out side city. The equipments
were also purchase from retail shop, which situated in
their own city and near by house. The electronics items
also purchased from company show room and it is
also a one of retail shop.  100 percent respondents
were purchased furniture pieces and furnishing items
from retail shop, which is available in their city. Only
10 percent people used shop for purchasing outside
of their city when they visited mall. Gold, Medicine
and Cosmetics were also purchase retail shop which
is situated near by house and in market.

In Mehsana city the respondents did not
conceptual with name of shopping centre like local
bazaar, mall system, phone order method, tally
shopping and E-buying. None of uses all these
shopping technique. Data reveled that mood of
payment by the respondents majority of the
respondents from both group purchased that goods.
By cash payment and very few 3.12 percent
respondents from both groups were preferred
purchasing goods by credit card. Very few 1.04 & 3.12
percent were used method installment system and only

in home makers 1.04 respondents purchased goods
on credit. The data revealed for null hypothesis “there
will be no significant relationship between working
status of the respondents and awareness regarding
out criteria kept in mind while purchasing.” The t- value
found 3.32 and result shown significant the result
concluded that working status of the respondents was
significantly plays an important role in planning before
purchasing.

Conclusion- The term buyer behavior and
consumer behavior are frequently used inter
changeably. They cover the entire decision-making,
buying and consuming process regardless of how
many individuals are involved.Todays market is a
complex market because consumer has more choices
in varieties of goods so consumer need perfect
decision making in buying. The study was attempted
to find out buying practices and awareness about
household goods among female. Majority of the
respondents were responsible for purchasing grocery,
own clothes, children clothes, household equipments,
cosmetics from the both group. But for purchasing
land, gold electronics goods and house they need
help of their husbands or they were not responsible
for it. Majority   of the female use retail outlet for
purchasing goods and wholesale outlet was used for
seasonal grocery. Mall outlet was not preferred by
both groups.  The t- value found 3.32 and result shown
significant the result concluded that working status
of the respondents was significantly plays an
important role in planning before purchasing.



àææðÏ, â×èÿææ ¥æñÚU ×êËØæ¢·¤Ù (¥‹ÌÚUÚUæCïþUèØ àææðÏ Âç˜æ·¤æ)—ISSN-0974-2832,Vol. II, Issue-7 (August 2009) 228

REFERENCES

* Kotler P. “Marketing Under Attack” Marketing Theory and Practice, Banker M. J. New York : The Macmillan Press Ltd.,
1976, P.148 Sighted from Gandotra V. & Divatia A. 2005 “Consumer Education” Dominant Publishers and Dislibutors,
New Delhi

* Kotler P. 2000 “ Marketing Management” The Millennium Edition, Prentice Hall, New Jersey
* Raval  A. 2009 “A study of buying practices of household goods and services among female of Mahesana city.” Unpublished

Master Dissertation submitted to Hemchandracharya North Gujarat Univercity , Patan.


