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Course description:

The Consumer Behavior in International Markets programme provides a comprehensive
understanding of the complexities of consumer behavior in a global context. It delves into the
various psychological, sociological, and cultural factors influencing consumers' choices and
preferences across diverse markets. The curriculum focuses on examining the intricacies of
consumer decision-making processes in an international setting. It aims to equip students with
the knowledge and analytical skills necessary to comprehend and predict consumer behavior,
emphasizing the importance of cultural sensitivity and cross-cultural nuances. Students explore
market segmentation strategies and targeting techniques to identify and cater to diverse consumer
segments effectively. They delve into brand perception, analyzing how consumers perceive
brands and develop brand loyalty in different international markets. The course also addresses
the impact of digital platforms and e-commerce on consumer behavior, exploring how
technology shapes consumer interactions and purchasing decisions globally. Furthermore, it
scrutinizes emerging trends in consumer behavior, including the adoption of innovative
products/services and changing consumption patterns in response to ethical and sustainable
considerations. The programme emphasizes the significance of market research methodologies to
gather insights into consumer behavior, enabling students to develop effective marketing
strategies tailored to international markets. The course is filled in with many case studies and
practical examples of Consumer behavior on international market problems, so it should be
interesting for all those students who are eager to deal with sales management issues also after
the course.

COURSE LEARNING OBJECTIVES:

1. Understanding Cross-Cultural Consumer Preferences: To analyze and comprehend the

diverse factors influencing consumer behavior across different cultural contexts.

Market Segmentation and Targeting: To develop skills in identifying and targeting

diverse consumer segments in international markets.

3. Psychological and Sociological Influences: To explore the psychological and sociological
aspects impacting consumer decision-making processes.

4. Brand Perception and Loyalty: To examine how consumers perceive and build loyalty
towards brands in a global context.

5. Digital and E-commerce Consumer Behavior: To understand consumer behavior in
online environments and e-commerce platforms across international markets.

6. Consumer Trends and Innovation Adoption: To analyze evolving consumer trends and
the adoption of innovative products/services in global markets.

7. Ethical Consumption and Sustainability: To examine consumer attitudes and behaviors
towards ethical consumption and sustainable products in international markets.

8. Consumer Engagement and Experience: To explore strategies for enhancing consumer
engagement and delivering exceptional experiences across borders.
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