1. PREQUEL 前传

Starts from : curiosity
Then: do the research


2.DUAL PERSPECTIVES 双重看法

1) Consumers
2) Marketing: a process of identifying and satisfying customer needs (while making profit)

The assets of a business count for nothing without customers


1)Sustainable competitive advantage (人:Peter Drucker):to understanding and serve customer effectively.

2)Know thy customer 了解你的顾客

3)Focus on customer needs 关注于你的顾客的需求
Marketing Myopia: 
-having short-sighted view of an industry 
-results in failure to predict and adapt to the future
Marketing should focus not on products but on customer

4)Importance of benefits

5) what people really buy
problem-solution 
-each potential client relates to a product as a cluster of value satisfaction
- a client attaches value to a product in proportion to the perceived ability of this produce to help to solve his or her problem
Product value resides in benefits perceived by a client and not necessary in the product’s features.
All the products and the services can be differentiated even commodities, as long as one considers the  whole offer and not only the generic products.

6) Symbols for Sale
-diverse buying motives: choices are more easily when they harmonize with our goals, feelings and self concept
-a symbol is appropriate when it joins with, meshes with, adds to, or reinforces the way the consumer thinks about themselves
People buy things not only for what they can do, but also for what they mean.

7)The buying Impulse
Motivational Research
-Shifted marketer’s attention to thoughts and emotions
-Pioneered depth interviewing techniques to understand deeper meanings of products
-Appealed to customer’s core values and aspirational lifestyle
-Infused advertising with symbolism and appeals to unconscious motives
Consumer behavior is often the result of unconscious motives which can be determined through psychological techniques
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