DESKRIPSI TUGAS
	Mata Kuliah 
	:
	Perilaku Konsumen
	Kode Mata Kuliah 
	:
	BM62G3

	Semester
	:
	4
	SKS
	:
	3

	Minggu ke -
	:
	1
	Tugas ke -
	:
	1

	1.
	Tujuan Tugas
	:
	Mahasiswa memahami mengenai perilaku konsumen di dalam pasar, mampu membuat perencanaan strategi pemasaran dan baurannya berdasarkan karakteristik perilaku konsumennya, memahami aplikasi dari ilmu perilaku konsumen untuk memenangkan persaingan bisnis, dan mengembangkan pemikiran analitikal yang berguna nantinya dalam riset pemasaran.

	2.
	Uraian Tugas
	:
	

	
	[image: ]
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	3.
	Kriteria Penilaian
	:
	Format tugas: 5%

	1. 
	
	
	Isi, kedalaman bahasan, dan tanya jawab: 90%

	2. 
	
	
	Ketepatan waktu penyerahan: 5%
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CONSUMER INSIGHT | b -

Consumption Meaning and Motivation

(Consumer bahavir i the study ofwhy consumers
buy. Undrstanding constmes behavor s at tho et
of marketing strategy and a malorfoous o st
(Goverment agencies must el isas and servces:
(6.9, Tha Afrdaba Gara Act, tax ncraases) o ctzans.
Nonprofts must coninga consumers to contibuta to
heirorganizations (2.9, Salvation Ay, Companics
st persuada consumers o buy ther products and
Saices. Some proclucts and senicas as osssnal.
However, mush of consumption s ot nesd-based,
atloast i a fnctonal ssnss. Many comparies spend
considratla monay and efot convincig consumars to
buy prociuets, serioss, o brands thay don't raaly noed.
And consumers ofan want products and servicasthey
carnot afford,uhich, f acted on cen kad fo negativa
inancil consequences such as onsting cret card
b, I s nsight wa axples soms o e actrs v
g consumer purchasas that v at o dosper maan-
9 of onsumpton beyond mers functon and necasy.
Mesning i the mundans —Sometimes constmers
Ko what thay want —fom simpia and elatily -
pensie cveryday tings ke ik, bread, and socks,
‘which aquia e cacision affor to mora expansive
Hame such as cars, TVs, and homs, Wich racuia
considarabl decision affort, Evenin hasa situations

‘Whers procicts mest bask noeds, here can bs fer
mers maring in th bjects purchesed than migt
mes e eye. Cars and homes can taka on mportant
meanings ove tme when ey aro assosiatod ith
mele avents such as st dats, a o' frst stap, and
59 on. Even truly mundans products can attan gt
enac maaring f associated withimportant avents o
peoplein ons's e, Chiaptar 12 deals with s sa of
rociucts becorming a patof e extonded ssifand as.
 consequencs taking on much dseper maarings than
might il ssom possibe

Meaning 1 avoidance —Consumers ofen know what
they don'twant —at st at tho broadestkvel—an
make consumption choices acoordingly. Consumers.
donit want far of physica an n thlr ves—so they
buy cars with sesty erhanoaman and prochctssuch s
smoke dlarms are carbon monodde defectors foraclca
phsica k. Consumers don'tvert firancil sk 1 thei
s —s0 they buy surance and sxtendod waratiss,
and o franciel plarners. Ak and sk avidancs aro an
importantpart of consumer bahavir and ecision mak-
ing, a5 ciscussad in Chapter 3and Chepter 16.

Meaning in invovatio brands—ThoPhons s
nqusstionably a marketing sucssss. | has elped to
make Appl cne of e most proftabls companis n e




image2.png
‘word 2 Consimers wilngy wat nlong ines forhours.
o avo tho chanca 0 buy a now version o tho Phono.
Aoyt consumars dict know they wardad that prod-
ot il akeacy oxsted. Tho Phono i ceary moo
than ust a phona. 1 has many meanings o consumers—
inclutng nnovative, cuting odigo, soptisticated,
ntolloctua thatconsumers buy as much o moro than
o phono. Infact,abrand's parsonalty can bo 2 much
 hivor of purchaso as how wl i mosts fnctional
requiramens, as dscussod i Chiaptor 10.

"Tho mora radica the fnovation, he moro markctors
must ba bl to 500 ho match befween custommar cora
eods and he possbies creaed by emarging fechrol-
gy. Blow ar0 a ow quotes abou o chalonges of
inovating ahead of tho customar.

‘You ca'tjustask customers what hoy want and
then try 1o g that to thom. By ho ima you got
but thoy' want somating now="

—Stovo Jobs

It ealy hard o design proccs by focts:
‘groups. Alotoffmes, peopl don't know wat
they want il you show it fo them 2

—Stovo Jobs

Tho Phono s a marketar’scraam. Howore, most
w prockucs do not sucooed. Wy s s o and how

a




