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Executive Summary

Customer buying behavior is the decision process and acts of people involved in buying and using products. This report explores how different variables impact on customer buying behavior. Demographic variables including perceived economic situation and age; Extrinsic Cue including brand (Advertisement, WOM, and Perceived Price) and Intrinsic Cue that includes perceived quality, perceived value and perceived risk are the important factors that influence customer buying behavior. Present study includes the most important variables including price, brand concentration, brand recognition, that impact the customer buying intension.  Using a structured questionnaire this study analyzed data from fifty respondents. Through several descriptive statistics, this study explore some interesting areas including how customers are being influenced, how they react towards a product, how they became familiar with a product, why they ignore or not buying product, how to build a strong customer relationship. Based on the data collected from the customers buying different plastic products from RFL-Best Buy most important variables were identified which include  brand equity, perceived value, price, attitude, quality and knowledge. On the basis of the results several important recommendations were forwarded for the practitioners. 
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[bookmark: _Toc526338342][bookmark: _Toc526339433]Chapter-1
[bookmark: _Toc514158194][bookmark: _Toc514198831][bookmark: _Toc515588344][bookmark: _Toc526339434]Introduction

[bookmark: _Toc526338270][bookmark: _Toc526338343]

Consumer behavior is a great field of study that includes buyer attitude towards product and services, before and post purchase effect, stimulus that helps to influence consumers’ needs and wants. An industry must know consumer behavior due to do business. They must know how the people react, what their economic condition and in which condition how they react with each of the product. All practices that individuals take part in will be somehow connected to utilization. Individuals are in any case participating in shopper conduct through voyaging, staring at the TV, shopping. To make up requirements and needs it can abridged that individuals are participating in item choice and buy. 
This report chipped away at joining showcasing techniques and mental hypotheses to outline the prime states of buyer brain science. The hypothetical structure are underscored on: Internal impacts, which comprise of discernment, consideration and translation. The measurements of the perceptual procedure and the impact of showcasing jolt are being endeavored to clarify by covering these themes. Purchaser identity for the most part affected by outside inspiration and existing feelings of buyer.
[bookmark: _Toc514198832][bookmark: _Toc515588345][bookmark: _Toc514018331][bookmark: _Toc526339435]Motivation of the Study
Few days earlier from when I have taken factors influencing consumer behavior I was thinking from where my demand is creating! Is it predetermined from the perspective of religion! Is it my subconscious mind that guided me to do this! Or is it my conscious need! Then I got this plot to do my study.

I have motivated by several things that made me mesmerized. I am a growing child in a new consumerism era where people always in purchasing something. People are measuring their happiness by their purchasing power. For this lot of companies are available with a same product or by differentiating little bit. Market becomes too much competitive, advertisement increasing day by day. Marketing becoming more complex. Subliminal message are being used. Viral marketing, propaganda are using in digital marketing. But in all sectors seller keeping in their mind how to increase demand.

All the time it’s not a matter of influencing consumer behavior because there is something inherent nature that drives the people to buy. Marketers must keep in mind in which segmentation they are going to do business. If it is elite class then they must offer premium product with a sophisticated purchasing environment, well behavior and after purchasing benefit. When they are going to segment elite class they must keep in mind about people’s income, family members, expenses etc.
[bookmark: _Toc514158195][bookmark: _Toc514198833][bookmark: _Toc515588346][bookmark: _Toc526338273][bookmark: _Toc526338346][bookmark: _Toc526339436]Objectives and limitations of the report

The main target is to look at if individual, social and mental qualities have impact on customer purchasing conduct. The second goal of this postulation is to pick up learning on how the buy choice process is being made by singular purchasers. 
Another objective is searching the factors how peoples demand are creating in their mind. Neuroscientists have shown that almost 95% decision that people take from their sub conscious mind. By born human being start to take information from everything around them and from all of this chaotic information they decide a predetermined decision. It’s like at the age of childhood someone liked to buy a cycle but he couldn’t but now he has money and he wants to buy a motor cycle.
How people influence from their culture, sub culture, society that is another concern of this study. Imposing any culture to other culture it’s not like just a matter of culture it’s a matter of business. If US culture take the place of Islamic culture their business will increase as well.
The limitation of the report is time limitation and shortage of data.
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[bookmark: _Toc526338274][bookmark: _Toc526338347][bookmark: _Toc526339437]Chapter-2
[bookmark: _Toc515588349][bookmark: _Toc526338275][bookmark: _Toc526338348][bookmark: _Toc526339438]RFL Best Buy Overview and Literature Review

[bookmark: _Toc514158203][bookmark: _Toc514198836]

[bookmark: _Toc526339439]About RFL-Best Buy
Best Buy is a sister concern of RFL group. It is the retail chain of Rangpur Foundry Ltd (RFL), where all the products including plastics and other of RFL are available. In October, 2011, it started its journey. Offering fine goods to the consumer through retail shop with a solid chain of supply is the main purpose of this brand. The main chant of Best Buy is to offer best service with innovative design and unique product series. Ensuring suitable delivery to the customer and make them accessible in the door step are strong aptitudes of Best Buy brand. 

With a sum of 2000 product lines, it is showing its brilliance all over the country. It’s rapid progress towards target to achieve maximum figure of revenue per month. After reaching to a definite trust level of the customers, Best Buy is spreading its wing transversely the national frontier and stepping into intercontinental market with robust brand presence. Very soon it aspires to become biggest retail chain and compete as one of the fastest mounting concerns globally.

[bookmark: _Toc526339440]Consumer Psychology
Consumer psychology means how consumers are influenced to do purchase. Psychology is the controller from when it deals with different dimension. One of them is consuming something. When a customer want to purchase something his or her psychology analyze the available information they gathered and go for purchase.

[bookmark: _Toc526339441]Importance of analyzing customer psychology
Analyzing customer psychology is important because it helps to identify how customers will react with the product, how frequently they will purchase.
Like children psychology is always aggressive of getting something.
Women are more likely to purchase ornament. Clothes, baby products and kitchen accessories. They are the prime customer target. That’s why TVC has the main concern to influence them to buy.
Influence – There are lot of impulses that influences consumer behavior
Needs – Fulfilling needs is a prime concern that influences purchasing behavior
Lifestyle – Peoples lifestyle influences their purchasing psychology
Necessity – Computer for doing official task.
Based on consumer’s impulse, need, wants and wants and demand, lifestyle, necessity purchasing behavior of consumer happens. 

[bookmark: _Toc526339442]What factors impact on customer buying behavior?
We have four main factors that affect consumer behavior they are (Keller);

[bookmark: _Toc526339443]Consumer Behavior – Cultural factors
Culture plays a very vital role in the determining consumer behavior it is sub divided in

[bookmark: _Toc526339444]Culture
Culture has a great impact on society. As people maintains society they keep in mind what they are purchasing that is sociable or not. Like in Islamic culture short tops are totally profited where in Western culture that is a matter of as usual.
Cultures puts distinct type of rules and regulations based on religion and most accepted rituals. Cultures plays an important rules what to be chose or what to be eliminated. Red Panjabi is less preferable than white Panjabi due to some cultural phenomenon.

[bookmark: _Toc526339445]Sub-Culture
Sub culture means one culture holds some different cultures under a one roof. Like Hindu, Muslim, Christian all the sub-culture may run together under a religious culture.

[bookmark: _Toc526339446]Social Class
There are lot of class exist in society. Not only economy makes this class but also there are others aesthetics class, intellectual class. All of these classes has different way of thinking, different way of needs. Product must be produced after segmenting these class. 

[bookmark: _Toc526339447]Consumer Behavior – Social Factors
Social factors are also subdivided into the following:

[bookmark: _Toc526339448]Reference groups
Product which is referred by someone customer like to buy that product. In this case they feel less hesitation.

[bookmark: _Toc526339449]Family 
Family is the first place where each other influence each other’s choice. As an example if anyone of the family say that the Red Panjabi you deciding to purchase that would be worst rather take this blue one. This way family influences purchasing behavior.

[bookmark: _Toc526339450]Role and status
To maintain status and playing the role people also think to purchase in different way. Like a rich man always try to differentiate his car from others who are less rich than him. 


[bookmark: _Toc526339451]Consumer Behavior – Personal factors
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Consumer Behavior – Psychological factors
4 psychological factors affect consumer behavior very strongly. Let’s look at them in detail.

[image: ]

[bookmark: _Toc526339452]Motivation
A person who need to communicate in distance but it is impossible to go every time there cause it’s too costly and time consuming. Here he decided to purchase mobile phone. Here the problem of communication worked as motivation. 

[bookmark: _Toc526339453]Perception
Perception of anything influence customer to buy. Some people have the perception that Chinese product don’t last long. But many product of China is as good as American and German. Here, perception matters.

[bookmark: _Toc526339454]Learning and experience
Those who has knowledge about any product he will more likely to buy that product or if he has a good or bad experience with that product he will think about the past experience before buying the product again.

[bookmark: _Toc526339455]Attitude and beliefs
Id customer made a belief that Arong product is good then they will repurchase from there again and again. But if it breaks because of they become to know that they price 500% more than the price should be their belief will break.
[bookmark: _Toc526338276][bookmark: _Toc526338349][bookmark: _Toc526339456]Study variables
	
[bookmark: _Toc526339457]Gender
In this report gender has studied as a variable to know how customer psychology impact on buying products. Study shows as most of the woman leads a life of housewife they are more regular buyer of household accessories from there preferable market places.
[bookmark: _Toc526339458]Age
Age is another variable which has an impact on customer buying psychology.  In every stage of life needs, demands are changed regarding changed circumstances.
[bookmark: _Toc526339459]Attitude
The report deals with customer attitude. How their attitude changed towards purchasing decision. How attitude of professionals can impact on customer attitude, how responses of employees can impact on customer attitude that have studied on this report. 
[bookmark: _Toc526339460]Brand recognition
The report studied on brand recognition by asking question that to them how much familiar the brand is? 
[bookmark: _Toc526339461]Brand Concentration
How the brand come into their concentration that also have studied through the question.
[bookmark: _Toc526339462]Design
The report studied on design of the product. Such as, does the design preferable to customers? Does the design match with other brand products? Does the design should improve?

[bookmark: _Toc526339463]Alternative Consideration
How customer consider alternatives when they are purchasing one products, why they considering alternatives, how their alternative needs can be fulfilled these things also studied on the report.	
[bookmark: _Toc526339464]Price Similarity
What customers thinking about the price that also have studied?
[bookmark: _Toc526339465]Trustworthy
Do the brand is trustworthy or not that also have studied.
[bookmark: _Toc526339466]Brand Loyalty
How much loyal the customer is if not why not that also has been studied.
[bookmark: _Toc526339467]Knowledge on RFL brands
How the brand came into customer knowledge that also have studied.
[bookmark: _Toc526339468]Reason for not buying
Why customers are not buying that also studied on the report.

[bookmark: _Toc526338277][bookmark: _Toc526338350][bookmark: _Toc526339469]Theoretical framework

The framework has been organized through the help of information available on books and internet. Where demographic segmentation is on the top of the framework that has divided into intrinsic cue and extrinsic cue. Demographic segmentation deals with age, occupation, income, economic condition etc. In an intrinsic cue where organization focused on value, quality and risk that customers perceived. With the advertisement and WOM customers became convinced to buy and if the product or service satisfy them that lead to satisfactory attitude instead that will turn into dissatisfactory attitude. If the attitude is satisfactory towards the product customer decide to purchase, otherwise customer ignore to purchase that particular product.

The aforementioned aspects supporting this study are illustrated in the following figure:

Demographic
Perceived Economic
Situation
Age
Intrinsic Cue
Perceived Quality
Perceived Value
Perceived Risk
Extrinsic Cue
Brand (Advertisement, WOM, Perceived Price)
Attitude
Purchase Decision
Dissatisfaction
Satisfaction                                                                                   
Figure-1: Study Framework
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In almost all condition this theoretical framework works nearly to the attitude of customer buying decision. It is easy to say that if customer is not convinced for buying then why they will go for any purchase. For this reason they have to convince that the product they are going to buy is quality full, have a good value and they may rely on the product. Others extrinsic information also have to be on customer’s side like good WOM and familiar advertisement that can attach them like sellers are careful about customers. 

[bookmark: _Toc526339470]Branding 
Branding means identity. Branding is one of the most important task in marketing sector. Every words or symbols using on the purpose of branding should be worthy. Mcdonalds have made their shape of shop like Church what may create an image to the people a place of belief, a place in which people can rely. Branding can be done through brand ambassadors. Many organizations used to like branding their product with the stars or celebrities.

[bookmark: _Toc526339471]Meaning of brand 
A brand is a name, term, plan, image, or other component that recognizes an association or item from its opponents according to the client. Brands are utilized as a part of business, showcasing, and promoting. Name brands are once in a while recognized from non-specific or store brands.

[bookmark: _Toc526339472]Branding systems 
Brand enlargement: The item offering development, or brand expansion is taking a thing with an inside and out made check picture and using that brand name for another thing either a comparative thing characterization or assorted thing class. By executing this framework, the association question is to extend its picture esteem. 

There are three brand strategies can be perceived: Family stamp name (generally called umbrella checking), Individual brand name, and mix check name. Family check name shows the brand name is used for all things, while particular brand name does not recognize a brand with a particular association. The blend of these two brand building philosophy: the family name of the association and individual brand will empower misusing the association reputation and licenses particular brand name end up conspicuous and identifiable. 

Brand from the association perspectives is of amazing centrality since it accept the fundamental part in advancing system and is considered as the most imperative generous assets of the organization. Brand in this way is recognized to be of best most organization require. Of course, to the buyers, a brand demonstrates its impact as an identifier: it enables them to recognize the wellspring of the thing (from where and what distributer or creator the thing is from) and which therefore apportions legal obligation to the thing maker. Subsequently, the brand, in other word gives a certification or bond between the buyers and the makers of the things. What's more, clients get prompt points of interest from brands, both in term of money related and meaningful regard. It is because mark hails the idea of thing, cause or augmentation buyer trust, and reduce their obvious peril and moreover time and effort put into trading/looking costs. In the going with zones, particular estimations of brand are discussed which are seen to be apropos for the examination of RFLs:

[bookmark: _Toc526339473]Brand Equity 
RFL has a good brand equity. People rely on RFL because its high rate of brand equity. Brand equity comes from strong relationship with the customers for a long period of time. RFL provides good value of products to its customers so that people purchase from RFL almost questioning nothing. Customers just see the logo of RFL and makes their purchase decision. Customers asked retailers that does the product is originally RFL. RFL has a strong brand image to its customers mind.	

[bookmark: _Toc526339474]Brand Awareness 
There are some ways to increase brand awareness. Increasing brand awareness is a vital issue to increase organizations sell. If customers are not aware of brand then how they will reach to its product. If customers have no idea what the brand is then how they will search that product to the retailers. So brand awareness is an important issue.

By advertising brand awareness may increase. Promotion can help to increase brand awareness. There are lot of promotional activities available. Organization may arrange a seminar on what product they are going to give by the name of brand that can be promoted there. They may take help of celebrity to focus their brand. They may go for mass media like the playground where held international matches, they can go for television, and newspapers where they can go for front page for advertise their brand name with their product.
In this digital era brand awareness may increase through social media. Several content may have developed. That contents may have viral to increase brand awareness.

[bookmark: _Toc526339475]Brand recognition 
Recognition is not only about knowing the name of a brand but have to know detail about the product that the customer are going to buy. Brand recognition seems to customer that the targeted customer are fully aware about the product that they were targeted.
Brand recognition confirms that the targeted customers have the idea about the product. In the purpose of brand recognition organization makes their commercial keeping in mind the targeted customer.

[bookmark: _Toc526339476]Brand nature through commercial
I phone made their brand nature through their commercials that their product is premium and for elite class. BMW make their brand nature posh through their posh commercials. When Volvo offers for business class bus service that means the brand nature is premium and that is not allowed for economic class. It enhances brand power if it works on its segmented area. If it clashes between each other then it will face loss.

[bookmark: _Toc526339477]Brand familiarity through WOM 
To increase brand familiarity WOM is one of the most effective strategy. Though we can’t say it strategy. The flow of WOM is uncertain. Roshmalai of Comilla becaome familiar all over Bangladesh. But there was no paid advertisement. But from here we can learn something like every zone has its own heritage. Like Nanna Biriyani in Puran Dhaka. We can use these heritage that may work as WOM.

[bookmark: _Toc526339478]Perceived Price 
Price is one of the most major issues that control customer’s psychology when they are thinking about buying. As buying is a matter of economic transaction. Here people’s income and lifestyles are inter connected. If any product sets for elite class and that is a premium product which priced much but the advertisement and branding seems like that is a product of middle class it may 100% unsuccessful in doing business. Cause middle class people will go for purchasing that product and they will find that the price is too high. Middle class always think about less price and more quality where upper class searching for premium product that differentiates their way of livings, that makes them elegant, that makes them to feel superior, that make them to fell they are different.
By doing price differentiation many competitors struggles in market. Minimizing cost and price also have many advantages to do better struggle in market. Many organization go price differentiation.
The report shows that most of the people have objection on price of RFL-Best Buy. They are familiar with the product and its design but they think that the product is little bit high and because of that they may switch another brand product that provides them the same quality with a less price. 

[bookmark: _Toc526339479]Perceived Quality
Quality is another prime concern while thinking about purchasing. Customers try to know a pre concept about the quality of the product that he is going to buy. Quality of the product may express through advertising or organization may survey what is attitude of customers after purchase. Organization may take post purchase survey to analyze what quality they are providing to its customer.
If product price is less but quality is beyond expectation it leads the customers into dissatisfaction. Sometime price doesn’t concern at most peak of desired level but quality of the product.
Product quality builds a strong relationship with its customer. Customers start to believe organization. Customer start to spread the reputation of the product, they refer their close persons to buy form that place. It enhances the most powerful marketing tool called WOM.
People who have surveyed in this report have showed positive attitude towards RFL-Best Buy product. They are satisfied with the quality of its product. They have said that they are familiar with the product and they can rely on its product. 

[bookmark: _Toc526339480]Perceived Risk 
When a customer is go for a risk it has to be known to organization. When a organization made a strong relationship by providing quality full product to customers and customers can rely on their product at that time customer may take risk on purchasing particular product.
Taking risk mostly happen when organization launch a new product. In this case old customers of old products may also try new product if they hase a strong relationship with RFL-Best Buy products.
Organization may offer different advantages to its customer that they care about their customer. If customer get warranty, guarantee then they may feel more comfortable to take risk.

[bookmark: _Toc526339481]Fulfillment and Dissatisfaction 
Fulfillment is an expression towards product that have purchased already. It is important issue whether the customers need and wants fulfilled or not. A brand always have to focus on fulfillment of its customer. When a customer became fulfilled? A customer shows fulfillment expression when his desires are fulfilled, when the value they get exceeds the value they provided.
Dissatisfaction of customers leads a brand to declining stage. Every company should ignore customer dissatisfaction or they have to minimize the rate of dissatisfaction cause once a customer dissatisfied he will never back to the brand again and he will also spread negative WOM. Dissatisfaction happen when customer provides more value than the value they get from the product.   
[bookmark: _Toc526339482]Disposition 
Disposition of product has a great impact on consumer psychology when they are buying. The most wanted products that’s why put in front of customers or in a most congenial position to the customers. Disposition also helps to find out the product easily. Classification of the product is useful for classified or segmented customers.
Disposition is an important element in disciplining products. Otherwise it creates a chaotic situation which may not desirable for the brand.
RFL-Best Buy has good disposition value. They keep their product in a good systematic way. People can easily find their wanted product. People can easily focus on particular product that they want.
[bookmark: _Toc526339483]Statistic factors 
Age, income and sex has a great impact on purchasing behavior. These factors always provides message to brain to take decision. Basically these things work on sub-conscious process.
[bookmark: _Toc526339484]Age 
People at different stage of age have different type of choice. When people became older they found their childhood choice peculiar. Children mostly like colorful dresses where younger try to wear casual of formal dresses and older people use to take ritual dress or as simple as dresses seems not attractive.
Children are so much aggressive in purchasing. What they want definitely they need it where age old person thinks lot about to buy. They are informative and they look for better price, quality etc.
[bookmark: _Toc526339485]Sexual orientation 
Obviously different sex has different orientation. Though the market is changing. Woman are usually taking shirts and Jeans to wear but their also have some differentiation. Woman are mostly like to consuming. Most of the girl has the first priority of habit is shopping. They like to shop. They like to consume more than man. However, woman works at home and kitchen item and home orientation items are mostly decided to buy by woman.
Man are more likely to buy expensive things. They like to do show off by purchasing some posh or some premium product. Middle class man are likely to buy more carefully on their monthly budget. 
[bookmark: _Toc526339486]Income
One of the most important concern how psychology works is measuring income. When income is high someone will think to buy Sony bravia, if income is less than that then the choice will shift to Walton. Thus income turns the mind shift from one to another product.  


[bookmark: _Toc526338278][bookmark: _Toc526338351][bookmark: _Toc526339487]Chapter – 3
[bookmark: _Toc526339488]Methodology Data Collection and Analysis




[bookmark: _Toc526339489]Introduction 
The motivation incited of this examination to pick the subject with respect to RFL-Best Buy originated from watching direct encounters of sustenance shopping propensities among ourselves and our companions. Having brought up a few issues with respect to RFL-Best Buy few individuals, we got different distinctive reactions. It was fascinating to see feelings contrasted and that emerge the interest and desire to increase better understanding customers with respect to this issue. In addition, the course customer conduct impacted to deal with this theme. Henceforth, customers purchasing conduct of RFL-Best Buy were been the exploration point. 
A while later, the report experienced a few writing concerning buyer practices .Information was accumulated by exploring top to bottom the investigation zone through books acquired from United International University 's library and through web databases. So as to secure savvy learning about this field, dialog was directed with a previous speaker holding course of buyer conduct. By accepting important and supportive suggestion shape the teacher, consolidate with endeavors of looking into books, articles, electronic sources identified with the investigation subject, the writers certainly came to choose to frame inquire about inquiry. Some basic starting ideas were utilized to build up the hypothetical structure draft, including the ideas of natural prompts (discernment) and outward signs (Brand), mentality, and expectation. Later on, The scientists of this examination made a profound examination about current position of all accessible data could be discovered related with the picked RFL, for example, promoting and WOM ); these elements were included.



[bookmark: _Toc526339490]Population and Sample for the Present Study
50 people have been studied on the report and the questionnaire have made on the basis of knowing customer purchasing behavior towards RFL-Best Buy by asking them 20 questions.

[bookmark: _Toc526339491]Information gathering strategies 

There are several strategies have taken on the purpose of gathering information. First of all in this report primary and secondary data have taken from various resources. It used university library, downloaded books from internet, browsing internet, taking the help of faculty, friends. Lot of information have collected from people by answering the questions. By observing people nature information have gathered.
For gathering primary data organization have been visited, interview have been taken. Sales person have helped by answering various questions and they have discussed about how customers react. They have shown some sample of their monthly sales how the sales fluctuate that have been measured somehow.

[bookmark: _Toc526339492]Information accumulation 
[bookmark: _Toc526339493]Secondary information 
Secondary information utilized for this exploration were gathered from different sources including important books obtained from United International University library, past looks into, Journals, logical Articles and different sources on web, for example, RFL landing page, yearly report, gatherings, and sites et cetera. Information have been gathered from RFL site and some data have gathered from the representative who were accessible in RFL-Best Buy branches. The catchphrases have been utilized on the web crawlers for information accumulations are: Extended brand, retailer mark, customer goal, shopper observation, RFL, mark techniques, mark administration... 



[bookmark: _Toc526339494]Survey 	
A survey has taken based on twenty questions among 50 people where 25 were men and 25 were woman. Survey questions have developed taking in mind about how and what factor influences consumer purchasing behavior. !5 variables worked on measuring how customers react towards product.

[bookmark: _Toc526338279][bookmark: _Toc526338352]

[bookmark: _Toc526339495]Data Analysis



Fifty people have studied on twenty questions for measuring their buying behavior in terms of RFL-Best Buy.
Graph shows average age is between 18 to 25 and 26 to 35. Family members are almost more than 3. All of them have almost positive attitude towards RFL-Best Buy. Most of them have heard or knows that RFL-Best Buy is RFLs own brand. Graph shows average people came to know about RFL-Best Buy from watching television. Almost all of them are familiar with the design package of RFL-Best Buy. Average people buy from RFL-Best Buy sometimes. They are somewhat agree that RFL-Best Buy product has similar quality that can be their alternatives for other popular brands. They disagreed that price of RFL-Best Buy is lower than similar products’ of other brands. Most of them agreed that RFL-Best Buy has a good value to them. As a extension brand of RFL buying from RFL-Best Buy is trustworthy to most of the people. Friends, families, social media moderately influential to changes their attitude towards RFL-Best Buy. Acceptable quality of RFL-Best Buy product make them decide to buy from RFL-Best Buy. Buying RFL-Best Buy product most of them feeling somewhat satisfied. They somewhat agreed that it’s trustworthy to buy low-price products from well-known retailers. They all have intension to buy RFL-Best Buy product again. Almost all of them knows that RFL has its own different brands with different price. Most of them given the reason for not buying from RFL-Best Buy is they are not satisfied with the price.

Findings



RFL-Best Buy mostly came into customer’s concentration over watching television. It takes the peak of the position where noticing at the store and social media plays a same role for brand concentration and that is too much lower than TV – only 4%. Besides, friends and newspaper also plays a role in making the brand concentrated to people and they have the similar proposition at 5% that is also much lower than television and little bit upper than social media and noticing at the store.
Still most of the people like to watch tv when they spend their leisure time. Especially woman like to watch tv whenever they feel free and in most of case they take decision what to buy or not.
But now a day’s social media plays a vital role in making decision and choosing product. Social media influences people lot. In YouTube lot of people uploaded various video on particular product as review. In Facebook in lot group people discuss about various product and they want feedback from each other. It became an interaction process. Even RFL may give FAQ opportunity so that people may ask any kind of question anytime.
Friends are usually referring a product is remain under WOM. It is one of the most important matter where organization should focus. Though no one can intentionally move it forward or backward.



After analyzing data given on graph the report found almost all the surveyed people have a clear knowledge about RFL and its sister brand RFL-Best Buy. They are comfortable with RFL-Best Buy products design. Most of them known about RFL-Best Buy from television. They have objection on the price of RFL-Best Buy product.
Brand has an positive position in mind of customer as RFL-Best Buy is a sister concern of RFL. RFL is one of the most renowned brand in Bangladesh. From morning to night there is not a single person who don’t use any kind of RFL product.
 However, RFL-Best Buy has various segmented product for segmented customers and customers shows their positive intension that they will buy from RFL if the price may become more congenial to them. Almost all of them liked design of RFL. 

[bookmark: _Toc526339496]Discussion
As Bangladesh is a growing economic country and still most of the people living under poverty here price should be prime concern to meet the customer satisfaction. Though the middle class is ready to pay more price in terms of better quality. But after all middle class also think about cost management of their daily life.
Almost all of the people who have surveyed had given positive feedback about RFL-Best Buy. They are knowledgeable about the brand. They have future intension to buy. Most of them have become aware about RFL-Best Buy by watching advertisement on television. They have an objection about price of RFL. If they get similar benefit from others brand on less price then any time they can switch to other brand. It’s a risk to the brand RFL. They must become concern about price and how to deal with these customers.

[bookmark: _Toc526338280][bookmark: _Toc526338353][bookmark: _Toc526339497]Conclusions

Price perception, perceived quality, brand recognition, brand familiarity these issues have a great impact on consumer behavior. Consumer buying behavior mostly affected by pre purchase promotional activities rather than post purchase activities. Segmented area should be monitored as it is segmented and all the initiatives should be taken likewise. Demographic segmentation, psychographic segmentation may work as well. Offerings of the product should be coherent with the needs and wants of customers. 
[bookmark: _Toc526339498]Brand:
RFL has a good brand value to its customer. Customers have an empathy towards RFL Attitude of customers towards RFL also positive. RFL is well recognized to the people. Survey shows almost all the people have found RFL knowledgeable. Most of them became aware about RFL by watching TV, reading newspaper. 
[bookmark: _Toc526339499]Cost 
A large portion of the client the individuals who have reviewed given their choice not to purchase RFL-Best Buy item because of value fixation. As Bangladesh is a developing monetary nation and relatively working class based they requested smidgen less cost from RFL-Best Buy. 
[bookmark: _Toc526339500]Esteem 
RFL has well esteems to its customer. Customers takes RFL as a reliable source of buying. As RFL could create a good brand equity a certain amount of customers always buying from RFL. New types of products may offer to this customers that minimizes the risk of the brand.

[bookmark: _Toc526339501]Disposition 
Other than minority horrible demeanor toward the RFL with respect to quality and hazard, the lion's share have inspirational mentality toward the RFL. Demeanor originates from both from mark commonality and one self-impression of the RFLs items.
Goal: Majority of customers purchase the RFL in the goal of the low value offer. Also positive disposition prompt future obtaining expectation, thus it makes every now and again utilization from faithful shoppers.
[bookmark: _Toc526338281][bookmark: _Toc526338354][bookmark: _Toc526339502]Recommendation 
[bookmark: _Toc526338282][bookmark: _Toc526338355]RFL-Best Buy ought to have maintain center around value settling that their item may helpful to every one of the client. They likewise ought to have center around limited time exercises like more client holding focused notice that may prompt a solid association with the brand. As it is a period of web based life and web they additionally must be all the time proficiently enacted at the on the web. Their reaction to the client ought to be ideal. Via web-based networking media they need to raise their recognition. It will give them the upside of WOM. 

[bookmark: _Toc526338283][bookmark: _Toc526338356]The report most of the people came to aware about RFL-Best Buy by watching television. But we know digital marketing is a growing condition. Almost all the people has a social media account and they actively passing their time there. They browse information and discuss with each other. It is to be suggested that RFL-Best Buy should focus on digital marketing. They can viral their product by attractive advertisement that may attach all of the segmented customers. They may take help of google algorithm and facebook algorithm support. So that they can easily reach to the people they want to reach. 

[bookmark: _Toc526338284][bookmark: _Toc526338357]Another suggestion may work to the RFL-Best Buy that if their segmented group of people is elite class then for them quality and the posture of the product will be in first consideration otherwise for middle class customers they must have to focus that customers are being benefited in price giving situation with comparing what they perceived. 
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Appendix

Survey questionnaire design 
Survey questionnaires constructed based on related theories. The questionnaire composes of 20 questions. There are close-ended questions which “respondents are offered a set of answers and asked to choose the one that is most closely representing their view.” (David, 1996, p. 253) . Question format consists of five rating Likert-type scales. This rating measure the intensity of the particular judgment involved (David, 1996, p. 158), and was used to ask respondents attitude towards The RFLs. The Likert scales are used from (Soe Lu, 2012 ). The questions consist of multiple choice, check box and Matrix (method of organizing large sate of ratings) (David, 1996) were also utilized in the survey of this thesis. The questionnaires are designed in the English language. Sample is given below:

1. Gender
[image: ]
[image: ]
2. Age
[image: ]
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[image: ]



3. How many people currently live in your household?
[image: ]
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[image: ]
4. What is your attitude towards RFL-Best Buy?
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5. Have you ever heard or known RFL own brand – RFL-Best Buy?
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[image: ]
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6. How did you know about RFL-Best Buy?
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7. Are you familiar with the design package of RFL-Best Buy?
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8. How often do you buy RFL-Best Buy?
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9. Some assortment of RFL-Best Buy product has similar quality that can be my alternatives for other popular brands
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10. The price of RFL-Best Buy is lower than similar products’ of other brands
[image: ]
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11. RFL-Best Buy is good value for what I give
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12. RFL-Best Buy is an extension brand of RFL, therefore it’s trustworthy to buy
[image: ]
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[image: ]
13. How likely your friends, families, social media, change your attitude towards RFL-Best Buy?
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14. What make you decide to buy RFL-Best Buy product?
[image: ]
[image: ]
[image: ]
[image: ]
15. I feel satisfied buying RFL-Best Buy product
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16. it’s trustworthy to buy low-price products from well-known retailers
[image: ]
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17. Do you have intention to buy RFL-Best Buy product again?
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18. Do you know RFL has its own different brands with different price?
[image: ]
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19. It’s trustworthy to buy low price product from well-known retailers
[image: ]
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20. What is the reason you do not want to buy from RFL-Best Buy?
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Study variables
Attitude	Purchase	Alternative consideration	Price similiarity	Value	Trustworthy	Attitude	Deciding elements	Brand loyalty	Trustworthy	Trustworthy	Reason for not buying	1.26	3.1199999999999999E-2	1.76	4.28	1.28	1.18	2.92	2.2999999999999998	1.96	1.96	1.26	3.9	


Brand concentration

I notice at the store	TV	From friends	Social media	Newspaper	0.04	0.32	0.05	0.04	0.05	

Study Variables

Brand recognition	Design	Future intension	Knowledge	1.1599999999999999	1.32	1.06	1	
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