(Mobile ebook) Why People Buy: Motivation Research and Its Successful Application (Rebel Reads)

Why People Buy: Motivation Research and Its Successful
Application (Rebel Reads)

Louis Cheskin
*Download PDF | ePub | DOC | audiobook | ebooks

MOTIVATION RESEARCH AND
ITS SUCCESSFUL APPLICATION

READS 13834

& Download ‘

#909053 in eBooks 2016-09-05 2016-09-05File Name: BO1LIMJQNXS | File size: 40.Mb

Louis Cheskin : Why People Buy: Motivation Resear ch and Its Successful Application (Rebel Reads) before
purchasing it in order to gage whether or not it would be worth my time, and all praised Why People Buy: Motivation
Research and Its Successful Application (Rebel Reads):

0 of 0 people found the following review helpful. Two StarsBy DGet to the point isall | can say. Could be condensed
to 20 pages.0 of 1 people found the following review helpful. Five StarsBy luis fernando quirogal love it


http://f3db.com/pub/links.php?id=B01IMJQNXS

There are several competing brands on the store shelf. What will cause the shopper to purchase one product over
another? Is it the brand name, the brand-identifying image, the design of the package, the color, or ads about the
product that the consumer might have seen? In this 1959 classic, Cheskin answers these and many other questions by
presenting his insights into human motivation as expressed in purchasing decisions. Bringing psychological insightsto
bear on market research, Cheskin shows how motivations that can indicate acceptance and value of brands, along with
packaging, are the bearers of meaning for products. By investigating these deep connections, Cheskin demonstrates
how marketers can effectively position products for sale in the marketplace. Louis Cheskin (1907ndash;1981) was a
marketing innovator who observed that people's perceptions of products were directly related to aesthetic design.
Cheskin discovered that most people make unconscious assessments of a product based on secondary sensory input
associated with the product, such as its color or shape, which contribute to a general impression which he called
"sensation transference.” This concept revol utionized advertising and marketing.

About the AuthorLouis Cheskin (1907-1981) was a scientific researcher, clinical psychologist, and important
marketing innovator who observed that peoplersquo;s perceptions of products and services were directly related to
aesthetic design. Cheskin spent most of hislife investigating how design elements impacted peopl€e's perceptions of
value, appeal, and relevance. He also discovered that most people could not resist transferring their feelings towards
the packaging to the product itself.



