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Abstract— In this paper, we conduct research on
major factors that influence the consumer
psychology in marketing process. In marketing
system, customer relationship management
mainly summarized as: the purpose of the
enterprise with the high quality products, fast and
perfect service to attract new customers, maintain
the good relationship between good and old
customers. Many enterprises in the market in
China in the process of economic transition has
begun to attach importance to marketing
strategic planning, but truly strategic decision
making and planning is one of the few. Most
enterprise pays attention to raise the level of the
sales growth and profits in the eye of little concern
for the future market of possession and the actual
position in the market. Under this background,
we propose the consumer psychology related
research in this paper for enhancement.
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Introduction

Traditional enterprise marketing strategy point of
view of the enterprise marketing activities as a
pure sales approach that is to help enterprises to
expand the market sales channels, transfer the
products to consumers in the hands of a support
activity, the traditional view consumer forever
pursue cheap and fine products, for the style of
the product, packaging, additional services,
cultural connotation and the extension of other
things is far from the price is more important,
therefore, their work is focused on at a relatively
low cost of production to produce more products.
Under the basic background of the new economy
has a traditional economy the economic situation
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and general characteristics of the objective

requirements for the enterprise marketing
activities under the new situation from
essentially different from the traditional

marketing activities and scenarios [1-3].

The research object of marketing is to meet
consumer demand as the center of enterprise
marketing activities process and its regularity,
namely in the specific market environment, that
enterprises on the basis of market research, in
order to meet the need of real and potential
consumers and users that can be separated into
the listed aspects. (1) Marketing has a strong
social practice. Basic principle, method and
strategy of marketing to the general enterprise
marketing activities has a guiding significance
and practical value that is effective to guide
enterprises to adapt to the changing practice
guidelines for the target market, it focuses on a
buyer's market under the condition of the seller's
marketing management problems. (2) Marketing
research scope, expands unceasingly that in
practice has been breached, and circulation of
commodities domain to production in the field of
prenatal activity, including market research,
product design, etc. (3) Marketing constitute an
important content of management, it should fully
use the research achievements of multiple
disciplines, to analyze the marketing
environment, consumer  psychology and
consumer behavior. Both to do qualitative
analysis that also need to make quantitative
analysis. (4) Macro marketing is a kind of social
and economic activities, its purpose is to through
some social marketing system, guide a certain
economic goods from producers to consumers



and users, meet the needs of the society and
achieve the general goal of society [4-5].
Consumer is the key to the survival of the
enterprise, better service to consumers is
fundamental to sustained development of
enterprises. In some extent, the competition
between the enterprises is the competition for
general customer resources. Companies to win
customers, gain a unique competitive advantage,
in addition to providing the high quality products
which also should pay attention to the
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psychological contract between building and
consumers. Expectations, in the psychological
contract is expected and look forward to each
other will satisfy their needs of certain as want to
show that hope that kind of behavior. These
expectations have no written expression which
needs each other to look carefully, elusive,
estimates, and understanding and if the other
party fails to comprehend expectation, does not
meet their requirements is changed the about,
destroyed a psychological contract.
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Figure 1. The General Procedures of the Marketing Process

In this paper, we conduct research on the major
factors that influence the consumer psychology
in the marketing process. Consumer behavior is
the foundation of marketing, and also is the key
to solve the problem of the marketing practice,
but also occupy the market enterprise to enter the
market and develop its own key. Paper introduces
the present situation of consumer behavior theory
as this paper analyzes the consumer's
psychological factors and the relationship
between these factors. In following sections, we
will introduce our novel perspectives in detail.

The Proposed Methodology

The Customer and Market. Customer and
customer relationship in fundamental changes
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have taken place in the status and role of
enterprise management has been raised to an
unprecedented height, to promote the enterprises
to change the way of new competition, such as
general customer relationship management in
practice. In the process, to discuss the value of
customers is becoming more and more attention.
Today, although no matter in which industry,
enterprise degree is more and more high to the
attention of the customer relationship, take the
customer as the center of marketing and
management idea is accepted by more and more
enterprises [6].

In marketing system, customer relationship
management mainly summarized as: the purpose
of the enterprise with the high quality products,
fast and perfect service to attract new customers,



maintain the good relationship between good and
old customers; Optimize the business process of
enterprise marketing, lower costs, needed to
obtain and maintain customer realize the
ascension of the customer delivered value that
improve customer satisfaction and the loyalty to
the enterprise and product, the enhancement
enterprise centripetal force and cohesive. From
this standpoint, this paper determined taking
enterprise as the main body of analysis
perspective with the definition of customer value
and customer relationship value. That direction is
defined as the value of general customers is
enterprise creates value for customers, its
beneficiaries and the owner is a customer, after it
is created by the enterprise to the customer as the
customer relationship value is to show the
enterprise in the process of the customer
relationship management and management
pursues and returns. Customer relationship
management system in enterprise marketing role
can be organized as the follows.

e Attract customers improve the level of
corporate profits. Marketing management
in the work can make full use of customer
relationship management system to
attract a customer group, aiming at the
characteristics of different customers to
develop different marketing solutions,
but also can combine the local culture to
increase the target customers to win
better market.

e Use of advanced technology to expand
enterprise marketing. After the customer
relationship management system need to
have relevant staff to maintain it,
especially in the development of modern
network  technology, management
personnel should make full use of
advanced technology to expand the
enterprise marketing, this can better
ensure the development.

e Make use of the data to reduce the risk of
enterprise market marketing. Customer
relationship management system is
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mainly to solve communication,
communication between businesses and
their ~ customers, the way of
communication to build on the basis of
mutual trust, only in this way can reduce
the enterprise marketing risk, win more
profit for the enterprise.

Enterprise in the marketing activities have
switched from traditional product as the core to
take the customer as the center of the operation
mode, in implementation of take the customer as
the center of the operation mode as the enterprise
should adopt a more modern customer
relationship management system, a reasonable
adjustment and optimization of enterprise
organization structure for enterprise customer
relationship management in the marketing
contribution more energy. The customer resource
of enterprise is divided into several types
according to the important degree, according to
different customers make detailed customer
management and the service which make the
enterprise customer relationship management
focusing, improve the quality of service, save
administrative  costs, improve  customer
relationship management efficiency, better make
enterprise in the fierce market marketing to
realize the economic benefit of ascension [7].

The Principles of the Marketing Process.
From the perspective of the application of
marketing, marketing focuses on selling the
meticulous planning, the market before the
market planning is the key to the success of
accurate source of information and processing of
information science. Statistics as a science of
gathering information, processing information
that just can in all aspects of marketing planning
stage in the market play a key role in scientific
decision.

Marketing is the focus of the academic work
in our country, that how to push marketing work
to in-depth, put in place, to carry out basic
detailed, how the modern marketing concept and
marketing strategy to carry out the marketing
practice, how to help a specific market segment



corporate research, develop and implement a
system of practical and competitive marketing
strategy.

e Marketing knowledge. Pay attention to
spread to the public on the new science
and technology and their influence on
people's life, Dby popular science
propaganda, let the consumer not only
learning, and know the why, to establish
new product concept, which make basic
consumers germinate the need for new
products and expand the market.

e Personalized marketing. The enterprise
release the attention to person, a person's
personality and personality to meet
demand on an unprecedented center
position, with enterprise and the market
gradually establish a new type of
relationship, establish the database and
information files, individual consumers
and consumers to establish a more
personal contact, understand market
trends and customer needs in a timely
manner, to provide sales and service.

e Chain business channel. The vertical
marketing system is a kind of vertical
development, is by the producers,
wholesalers and retailers form the unity
of the consortium, it apply the principle
of modern industrial production to
business management.

e Integrated marketing communication.
This is a marketing communications plan
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concept, that namely in the plan for
different forms of the communication,
such as the general advertising, direct
response advertising, sales promotion,
public relations and so on make an
estimate of the strategic position [8].

For domestic enterprises, by means of
scientific and effective marketing strategy to the
enterprise product sales go out is the most basic
goal, if there is a mistake in marketing strategy
formulation, tend to cause a large number of
hoarding products, which hinder the healthy
development of the enterprise to a great extent.
At the same time, in the process of the marketing
strategy choice must be aimed at analyzing the
market, accurately grasp the actual market
demand, further study of related information data,
only in this way can choose the most reasonable
and scientific marketing strategy, this also is for
market research of the value of the effective
feedback and market research to provide basic
accurate reference for the future. The stable and
healthy development of modern enterprises
cannot do without scientific and effective
marketing strategy that should actively absorb
and draw the lessons from the successful
experience of advanced enterprises at home and
abroad, to help in their own development on the
road to go further. The following figure 2
demonstrates the principles.
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Figure 2. The Marketing Plan and Operation Steps

The Consumer Psychology. Individual
consumer psychology is the main factors
including the general personality, lifestyle, and
self-concept. Personality refers to the decisions
and refraction how individuals respond to
environmental intrinsic psychological
characteristics. According to definition of
scholars, individual personality can be in person
to yourself and all things in the environment to
adapt to shows different from those of other
people's personality, systemically and the
durability. The definition of a lifestyle has broad
sense and narrow sense, personality, lifestyle,
and the relationship between self-concept in the
consumer behavior research, often from the
influence factors of consumer behavior,
discussed under the influence of various factors
of consumer purchase decision rule.

Positive Stimulus ‘ Negative Stimulus

w
| Reward or Positive
| Reinforcement

Figure 3. The Demonstration of the Consumer
Psychology

From international and domestic market
marketing the deductive process of it is not hard
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to see such a reason, under the condition of
market economy, enterprises in the process of
marketing focus and the difficulty is how to carry
on the emotional communication with customers,
financing, make consumer understanding of
enterprises and products, identification, to find a
solution to the enterprise with consumer
understanding of this point. That is to say,
communication emotion is more important than
selling products, to create consumer is more
important than developing products.

Less because of the psychological contract in
the field of the marketing research, at present
many enterprises inadequate understanding of
psychological contract even there is some
misunderstanding. (1) Think the psychological
contract will only increase the cost of enterprise,
conflicts with the nature of corporate profits.
These companies will instinctively avoid
psychological contract. (2) High expectations of
the psychological contract, the enterprise will
start on psychological contract into the great
enthusiasm, because of general psychological
contract revenue delayed or temporary setbacks,
enterprise of psychological contract skeptical. (3)
Think the psychological contract is slick theory,
there is no the possibility and value of practical
operation and these companies will have a
negative psychological contract rejection of
psychology.

Companies to be successful, we need between
products and consumers to build general



effective communication bridge. Understand the
consumer's perception of the product and
purchase situation, must be in-depth analysis for
the consumer, then take measures to meet the
demand of consumers. First of all, through the
analysis of the consumers for background
information which carries on the preliminary
classification and second, the different consumer
groups and product, investigate what products
can meet their needs, what is the motivation for
buying products. Again, according to the
self-concept and way of life to subdivide
consumer groups, their access to information,
cognition and attitude towards the product, the
product can bring them what kind of satisfaction.

Conclusion

In this paper, we conduct research on the major
factors that influence the consumer psychology
in the marketing process. With the development
of market economy, the demand of the consumer
market has changed markedly. People have
gradually realized that buy products not only
need to meet their material needs, more need to
satisfy their psychological need, that is to say, the
use function of the consumer needs not only the
product, also need the product of psychological
functions. Enterprise's growth and dissolution is
the general rule of evolution, this shouldn't make
a fuss, but it is worth noting that the enterprises
win or eliminated, the problem is not all on the
product quality, as brand building and resources
endowment, and is more of a change in consumer
psychology, and marketing to adapt to changes in
consumer psychology, follows a market changes
over the psychology of basic consumer to win
consumer companies will flourish and loss of
enterprise of failure law of consumers. In the
future, we will review more related issues for
theoretical optimization.
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