Learning and Memory

Learning
· Refers to a relatively permanent change in behaviour that caused by experience
· Can take place either
· vicariously 
· Incidentally
Behavioural Learning Theories
· Assume that learning takes place as the result of response to external events, as opposed to external events, as opposed to internal thought processes
· Black box
· The grain of the consumer, businesses have to figure out what is inside and stimulate it for it to perform a desired behaviour
· Observable behaviour
· Classical conditioning and instrumental conditioning
· Classical Conditioning
· A stimulus that elicits a response is paired with another stimulus that initially does not elicit a response on its own
· During conditioning
· Ex, Bell > Alerts the dog
· Meat > Salivation
· After conditioning
· Bell > Salivation
· Ivan Pavlov
· Introduced the concepts of classical conditioning
· Focuses on visual and olfactory cues that induce physiological related to consumer needs
· Unconditioned stim (USC)
· Ex, Coca Cola advertisement, the sound of Coke being poured into a glass full of ice
· Ex, Nike advertises sports clothing
· Conditioned stim (CS)
· The accomplishment of having an active, healthy lifestyle from Nike
· Conditioned responses (CR)




Associative Learning
· Consumers learn associations between stimuli in a rather simple fashion without more complex processes
· Classical conditioning is a form of associative learning
· Associative learning can occur for more complex reaction to stimuli as well

· Repetition
· Start with Awareness
· Stage of familiarity
· Third time hearing, consumer is ready to make a purchase
· Increases learning
· More exposure results in greater brand awareness
· Less exposure can result in decay
· When exposure decreases extinction
· But… too much exposure leads to advertising wear out
· Most effective reprition strategy
· Combination of spaced exposures that alternate in terms of media that are more and less involving (TV ad and print media)
· Ex, jingles, you always hear “Sleep Country” ads and know the jingle by heart now
· Associative learning will not occur or will take longer if the paired stimuli are only occasionally presented with one another

Stimulus Generalization
· Tendency for stimuli similar to a conditioned stimulus (keys jangling resemble bell) to evoke similar, unconditioned responses
· Family branding
· Ex, johnson and Johnson, a personal care company
· Makes products for every age group (family) 
· Ex P&G makes Crest and Oral B products (interrelated)
· Product line extensions
· Apple, with iPhones and Macbooks...etc.
· Licensing
· Look-alike packaging
· Ex, Great Value, or PC
· Cereal can look alike to branded products 
· Ex, Fruit Loops and Fruity Spins (Great Value)
· 
· Stimulus discrimination
· Do you buy a less-expensive product because it looks like the brand name item?
· Occurs when a stimulus similar to a CS is not followed by a UCS
· Reactions are thus weakened and will soon disappear
· Masked Branding
· Deliberately hides a product’s true origin
· Reactions are thus weakened and will soon disappear

Marketing Applications of Conditioning
· Brand equity
· A brand has strong positive associations in a consumer’s memory and commands a lot of loyalty as a result
· Refers to psychological value of the brand
· strong brands are associated with high quality, trust, comfort, and wealth
· Repetition
· Scheduling more than three exposures is a waste?

· Transferred meaning can be conditioned by fairly simple associations
· Goal is to create brand equity
· Advertising wear-out (Change media/message)
· Repetition (Telus)
· They constantly used animals, however a strong association of “difference” stuck with consumers
· Product Associations

Condition Product Association
· Advertisements often pair a product with a positive stimulus to create a desirable association
· Negative associations cna have a positive impact
· Ex, Buckleys (gross but works)
· Importantly, the order in which the conditioned stimulus and the unconditioned stimulus are presented can affect the likelihood that learning will occur

Instrumental Conditioning
· The individual learns to perform behaviours that produce positive outcomes and to avoid those that yield negative outcomes
· Under instrumental conditioning, people perform more complex behaviours and associate these behaviours with
· Shaping
· Positive reinforcement
· Negative reinforcement
· Punishment 
· Fantastic example is Roll up the Rim from Tim Hortons
· They use their contest cups as an instrument to lure in customers to buy core coffee products for a chance to win certain prizes
