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SESSION PLAN

COURSE:			ABE Level 5 Buyer and Consumer Behaviour
ELEMENT:			Element 1 – Internal and external factors affecting consumer purchase behaviour

LEARNING OUTCOME 1
Analyse the major influences on consumer choice (Weighting 25%)
1.1 Analyse the personal characteristics of the consumer as an individual
1.2. Analyse the concept of motivation and its role in customer decision-making
1.3 Discuss the external forces that influence customer buying behaviour
1.4 Explain aspects of contemporary customer behaviour 

NUMBER OF SESSIONS:	Four - approximately 12-16 hours in total (plus self-study)
SESSION TOPICS:		Session 1: The personal characteristics of the consumer as an individual
				Session 2: The concept of motivation and its role in customer decision-making
				Session 3: The external forces that influence customer buying behaviour
				Session 4: Aspects of contemporary customer behaviour 
Note to tutors: these are the recommended session outlines for element 1, learning outcome 1 of ABE Level 5 Buyer and Consumer Behaviour. You should follow the plan, using the resources (referenced as ‘slides’) and activities provided. It is important to enhance all sessions with local examples and case studies, involving the learners ACTIVELY wherever possible. Homework tasks are in addition to reading the recommended texts referenced in the study guide.
SESSION 1: The personal characteristics of the consumer as an individual
	Approx. duration
	Topic
	Tutor Activity
	Slides
	Learner Activity
	Formative Assessment

	3-4 hours total
	Introduction to the Unit
	Facilitate: Class discussion

Start the session by providing students with an overview of the unit and its learning outcomes.

Set out some learning objectives based on the students’ responses and the learning outcomes. 
Ask learners to write down the three key things that they want to learn from this unit and share these with the class.

	
	Contribute to Class discussion  

Write down the three key things that they want to learn from this unit and share these with the class.
	

	
	Module Introduction Activity 

	Facilitate: Module Introduction Activity 1

This activity is designed to explore (rather than test) students’ levels of existing knowledge about buyer and consumer behaviour and to help introduce the topic.

As students to work independently to read through the activity brief and answer the questions. Allow 10 minutes for the activity and encourage students not to dwell on the questions but to answer them spontaneously.

Debrief the activity by providing constructive feedback and introducing the core themes of the module including:

· The major influences on consumer choice
· Purchase decision-making in different situations
· How research is used to provide insights into buying behaviour
· How consumer behaviour theories influence the marketing strategy decisions

	




	Module Introduction Activity 1
Read through the brief for this activity and independently to answer the questions. 

Share and compare your answers with the rest of the group.
	5UBCB E1 LO1 Activity 1 - Module introduction






	
	Introduction to session and learning outcomes
	Facilitate: Learning with PowerPoint slides

Use 5UBCB Tutor Presentation E1.pptx. N.B Some slides display an arrow which is a web link that should be clicked on-screen. 

Element 1 LO1: Internal and external factors affecting consumer purchase behaviour

Introduce the session and what is going to be covered. Explain the learning outcome and assessment criteria.

Provide a definition of buyer and consumer behaviour, making it clear how important it is for marketers to gain a deep understanding of their target audiences.

	1-4
	Listen, make notes and ask questions as necessary.
	

	
	LO1 1.1

1.1 Analyse the personal characteristics of the consumer as an individual 
	Facilitate: Learning with PowerPoint slides

Explain the concept of internal and external influences on buyer and consumer behaviour.

Facilitate: Learning with discussion
Ask students to join the discussion by explaining who has the most influence on their purchase decisions.
	5-6








	Listen, make notes and ask questions as necessary.

Contribute to class discussion.

Who has the most influence on your buying decisions? Think about your friends, family, colleagues and other groups who are important to you.
Explain why these individuals have an influence on you.
	

	
	The personal characteristics of the consumer as an individual
	Facilitate: Learning with PowerPoint slides

Introduce the concept of personality and explain the dimensions using Fisk’s 5-Factor model.

Expand on the principle by explaining how personality traits influence human behaviour.
  
Explain how people have a public self and a private self – how we seek to project an image that we have of ourselves to others and how different this can be about our actual self-belief.

Finally, explain how these perceptions affect our decisions and reinforce our judgement about ourselves.
	7-11
	Listen, make notes and ask questions as necessary.
	

	
	
	Facilitate: Activity 2

Ask students to work in pairs to read the brief for Activity 2 that considers the ‘Big 5’ personality traits.

Encourage students to share the outcomes and to highlight any difference of opinion between themselves and their partners.


	




	Activity 2 

Read through the brief for this activity and work in pairs to identify your personality traits using the ‘Big 5’ framework.

Discuss your opinions with your partner giving and receiving constructive, helpful input. 
	5UBCB E1 LO1 Activity 2 – Personality traits of the consumer






	
	The power of emotions in making purchase decisions

	Facilitate: Learning with PowerPoint slides

[bookmark: _GoBack]Explain the concept of rational and irrational decisions made in purchase behaviour.

Identify the emotional criteria and the role it plays in the final purchase decision.

Introduce the rational factors and how consumer seek to balance the two in order to come to the right purchase decision.
	12
	Listen, make notes and ask questions as necessary.
	

	
	
	Facilitate: Class discussion

Ask students to identify those purchases that they believe are most likely to be influenced by their emotions and those that are most likely to be more rational purchase decisions.

Encourage students to discuss the example of the car that they can see on the slide.

Bring to discussion together making the links between emotions, rationality and the influence of our personality; some people are more rational, others more emotional depending on their characters.
	
	Contribute to class discussion 

Think about those purchases that will be most influenced by emotional drivers and those that will be most influenced by rational drivers.

Discuss your opinions with the group as well as the example of the car that you can see on the screen.
	

	
	Aspects of learning and memory
	Facilitate: Learning with PowerPoint slides

Explain how purchases can be a result of learned behaviours and introduce the concept of repetition and conditioning in the learning process.

Help students to understand the significance of learned behaviour for marketers and how they use specific tactics to help achieve one or both types of learning.

	13
	Listen, make notes and ask questions as necessary.
	

	
	
	Brief Activity 3 as homework

Ask students to prepare for the next session by watching this video and come ready to discuss the key learning points about motivation. 
https://youtu.be/2I0tHcCuNz4 
(11.19 mins)
	
	[bookmark: _Hlk498932696]Activity 3 - homework
Watch this video and come prepared to discuss the key points at the next session.

What is human motivation? How does it control our lives and how can marketers harness the power of motivation to develop effective marketing strategies?
	5UBCB E1 LO1 Activity 3 – Motivation is a powerful force






SESSION 2: The concept of motivation and its role in customer decision-making
	Approx. duration
	Topic
	Tutor Activity
	Slides
	Learner Activity
	Formative Assessment

	3-4 hours total
	Activity 4 Reminder Session 1
	[bookmark: _Hlk498246255]Activity 4 Reminder Session 1

Ask students to write down the three key learnings from the previous sessions that addressed the personal characteristics of the consumer as an individual

Don’t prompt students on the topics; allow them ten minutes to reflect on the core themes. 

Debrief the activity by providing constructive feedback and reflecting on:
· Personality factors 
· Environmental factors
· How decisions can be both rational and emotional
· How some purchase behaviours are the result of conditioning or simply habit.

Encourage students to identify those topics they know well and those that they will need to revise further.
	
	Activity 4 Reminder for Session 1

What do you remember most from the session that addressed the personal characteristics of the consumer as an individual?

Using the template provided, write down the three things that stood out for you.

Share and compare your answers with others in your group.
	5UBCB E1 LO1 Activity 4 – Reminder of Session 1


	
	Review of Homework 
	Facilitate: Class discussion

Ask students what they learned from watching the video in their Homework (Activity 3) from the last session.

Encourage them to explain the principles and power of motivation.


	
	Contribute to Class discussion 

What did you learn from watching the video set as Homework (Activity 3)?

Discuss your understanding of the principles of motivation and how they influence our purchase behaviour.

Provide your thoughts and give examples to support your arguments.
	

	
	LO1 1.2 Analyse the concept of motivation and its role in customer decision-making

Introduction to session and learning outcomes 

	Facilitate: Learning with PowerPoint slides

· Explain the concept of Maslow’s Hierarchy of Needs model giving examples to support the key theories. For instance, how hard it is to concentrate on anything else when we’re hungry, cold or thirsty. 
· Introduce the alternative views put forward by Hertzberg and his 2-factor theory and McClelland’s 4-factor model.
· Explain how we can find ourselves conflicted by different emotions and the three responses that are likely to result.
	14-17






	Listen, make notes and ask questions as necessary
	

	
	
	Facilitate: Class discussion

Ask students to think of an example for each of the three conflict situations and encourage them to explain the detail. Prompt them by giving examples such as, buying a cheap pair of shoes to save money or buying an expensive pair of shoes that will last, but you’ll have no money left.

Draw the discussion to a close by making the links back to personality; emotional and rational decision-making.

	18
	Contribute to Class discussion 

Consider a situation where you were faced with one of the three conflict situations.

Be prepared to join the discussion by explaining what was involved. How did you manage the situation and what was the outcome?
	

	
	
	Facilitate: Activity 5 - Concept of motivation

Ask students to work in groups of three or four to read through the activity brief.

Encourage them to reflect on Maslow’s Hierarchy of Needs model and to select appropriate advertisements that reflect their chosen motivations.

Enable students to share their advertisements with the rest of the groups and stimulate discussion about their findings.
	
	Activity 5: Concept of motivation
Work in groups of three or four to understand the activity brief.
 
Reflect on Maslow’s Hierarchy of Needs and then research the website to identify advertisements that you believe reflect at least two of the motivations included in the model.

.


	5UBCB E1 LO1 Activity 5 – Concept of motivation


	
	
	Brief Activity 6 as homework

[bookmark: _Hlk498932941]Ask students to read the article here and to come prepared to discuss the subject of cultural influence on consumer behaviour: hthttp://www.doublegist.com/consumer-buying-behaviour-influence-culture/ 

Pay particular attention to the components of culture; sub culture and individual culture.
	
	Activity 6

[bookmark: _Hlk498932915]Read the article by Doublegist and come prepared to discuss your learnings at the next session.

Pay particular attention to components of culture and its influence on consumer behaviour.
	5UBCB E1 LO1 Activity 6 - Does culture influence our consumer behaviour? If so, how?





SESSION 3: The external forces that influence customer buying behaviour

	Approx. duration
	Topic
	Tutor Activity
	Slides
	Learner Activity
	Formative Assessment

	3-4 hours total
	Activity 7 Reminder Session 2
	Activity 7 Reminder Session 2

Ask students to write down the three key learnings from the previous sessions that addressed the concept of motivation and its role in customer decision-making. 

Don’t prompt students on the topics; allow them ten minutes to reflect on the core themes. 

Debrief the activity by providing constructive feedback and reflecting on:
· Theories of motivation and goal-directed behaviour
· The popular models including Maslow’s (1946) Hierarchy of Needs and Hertzberg’s (1968) Motivators and Hygiene Factors and McClelland’s Theory of Needs (1985)
· How motivation influences customer brand and product choices.

Encourage students to identify those topics they know well and those that they will need to revise further.
	
	Activity 7 Reminder Session 2

What do you remember most from the session that addressed concept of motivation and its role in customer decision-making?

Using the template provided, write down the three things that stood out for you.

Share and compare your answers with others in your group.
	5UBCB E1 LO1 Activity 7 – Reminder of Session 2


	
	Review of Homework
	Facilitate: Class discussion

Ask what they learned by reading the article briefed in Activity 6 (homework).

Encourage discussion about different cultures; sub-cultures and individual cultures.

Draw the conversion together by asking to explain why culture is so important to marketers.
	
	Contribute to Class discussion 

What were the key learning points for you from reading the article briefed in Activity 6 set as homework?

Discuss the components of society and culture and their role in the marketing mix.
	

	
	LO1 1.3 Discuss the external forces that influence customer buying behaviour
	Facilitate: Learning with PowerPoint slides

Start the session by explaining that society and culture are one of several external forces that influence buyer and consumer behaviour.

Reflect back to Slide 6 for an overview.

Explain the concept of societies and culture and give examples of differences, such as how the Japanese and Chinese bow to formally greet people, compared to the practice of shaking hands; kissing on the cheek making the gesture for peace and so on in other cultures.

Introduce the concept of the circular flow of money and how consumer spending power influences an entire economy.

Compare how consumer behaviour differs in emerging economies and the challenge this presents to markers.

Discuss the powerful influence that others can have on a person’s decision-making.
   
	19-23
	Listen, make notes and ask questions as necessary.






	 

	
	
	Facilitate: Class discussion.

Encourage students to consider all the roles that they play in life. Ask them to discuss them and identify which are the most important.

Bring the discussion to a close by highlighting the significance of these roles for marketers. 

	
	Contribute to Class discussion.

Consider all the roles you play in life. Are you a brother; sister; mother; uncle, friend or opinion leader?

How much influence do you have on other when it comes to making purchase decisions?
	

	
	
	Facilitate: Activity 8.

Brief students on the task and ask them to work in groups of three or four to complete it.

Encourage them to read through the research report thoroughly and to make notes concerning changing consumer behaviour during economic downturn.

Stimulate discussion and enable students to compare their findings.

	
	Activity 8.

Read through the brief for this task and work in groups of three or four to consider the research report.

Share your findings with others in your group.


	5UBCB E1 LO1 Activity 8: Influence of external forces

	
	
	Facilitate Activity 9 as homework.

Ask students to read this article by DMN (Direct Marketing News) and to come prepared to discuss their thoughts at the next session.
http://www.dmnews.com/customer-experience/what-change-in-customer-behavior-will-impact-marketing-most-in-2016/article/463187/ 

The article is a collection of interviews with thought-leaders, each predicting the changing nature of consumer behaviour and their predictions for future change.

Explain how students need to use this article as the inspiration for their own forecasts in their region.
 
	
	Complete Activity 9 as homework.

[bookmark: _Hlk498934292]Visit the DMN website to read a collection of predictions about the changing nature of consumer behaviour.

Use these thought-leader forecasts as the basis of your own thoughts about how consumer behaviour might change further over the next 5 years.

Come to the next session prepared to discuss your own thoughts about.
	5UBCB E1 LO1 Activity 9: What Change in customer behaviour will impact marketing most





SESSION 4: Aspects of contemporary customer behaviour

	Approx. duration
	Topic
	Tutor Activity
	Slides
	Learner Activity
	Formative Assessment

	3-4 hours total
	Activity 10 Reminder Session 3
	Activity 10 Reminder Session 3

Ask students to write down the three key learnings from the previous sessions that addressed the external forces that influence customer buying behaviour.

Don’t prompt students on the topics; allow them ten minutes to reflect on the core themes. 

Debrief the activity by providing constructive feedback and reflecting on:
· The role of culture, subculture, class and demographics in influencing buying decisions.
· How the economic and political climate affect purchase behaviour.
· The differences between customer behaviour in developing and developed countries including attitudes, determinants of value and purchase constraints.
· The power of peer groups, family members, colleagues and opinion leaders to shape buying behaviour.

Encourage students to identify those topics they know well and those that they will need to revise further.

	
	Activity 10 Reminder Session 3

What do you remember most from the session that addressed the external forces that influence customer buying behaviour?

Using the template provided, write down the three things that stood out for you.

Share and compare your answers with others in your group.
	5UBCB E1 LO1 Activity 10 – Reminder of Session 3


	
	Activity 9 debrief
	Facilitate: Class discussion

Ask students to discuss their thoughts about the article published by the DMN.

Encourage them to share their own predictions about how consumer behaviour might change over the next five years. 

Draw the discussion to a close by capturing any common themes that emerge such as smartphone capability; the use of drones for delivery of goods and so on.


	
	Contribute to Class discussion. 

What were your key learning points from reading the DMN article about the future of consumer behaviour?

Discuss the main influences that the opinion leaders identified.

What are your own forecasts and what will be the main influences on buyer and consumer behaviour in the next five years? 

	

	
	LO1 1.4 Explain aspects of contemporary customer behaviour 
	Facilitate: Learning with PowerPoint slides

Explore the pace of change in buyer and consumer behaviour and how this is largely driven by technology and digital capabilities.

Use the five examples on the slide to highlight the major influences that are reshaping retail landscape; customer service expectations and the ‘now’ economy.

Click the link button on slide 26 and ask students to watch the video: 
https://www.youtube.com/watch?v=GwdtMs9ulLE 

Highlight the significance of these changes for marketers and how marketing strategies and channels will need to keep pace with change.

	24-26
	Listen, make notes and ask questions as necessary






	.

	
	
	Facilitate: Activity 11 

Ask students to read through the brief for this activity and play the video here (https://youtu.be/cplXL-E1ioA).

Encourage them to work in groups of three or four and to consider the growing importance of smartphones to today’s consumer.

Stimulate discussion and encourage groups to share and compare their thoughts.
	
	Activity 11
There is no doubt that today’s contemporary consumer uses a smartphone for almost every moment when they want to know something; go somewhere or make a purchase. But just how powerful will this channel continue to be?
Watch the video and then work in pairs to complete the activity outlined in the brief.

	5UBCB E1 LO1 Activity 11 - Aspects of contemporary customer behaviour


	
	Activity 12 - Homework
	Brief Activity 12 for homework.

Ask students to prepare for the next session by reading this article about the Howard Sheth model of consumer behaviour. Pay particular attention to the three levels of buying decision and encourage them to come to the next session with examples for each of these levels.

http://thinkingaboutmarketing.blogspot.co.uk/2011/07/consumer-behaviour-models-part-ii.html 
	
	Complete Activity 12 for homework.

[bookmark: _Hlk498934841]Read through the article about consumer behaviour and the theories put forward by Howard Sheth.

Come to the next session prepared to discuss the model and with examples for each of the three levels of decision-making.
What kind of purchase would require extensive problem solving; limited problem solving and routinized response behaviour? 

	5UBCB E1 LO1 Activity 12 - Do social, psychological and marketing influence consumer choice? 


	
	Review of session and learning outcomes

	
	
	Listen, make notes and ask questions as necessary.
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