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Psychographic Market Research:

Purchasing Decisions Based on Behavior and Benefit


· Determines the values, motives, opinions, hobbies, and interests of customers.  It is the psychology behind why a person makes his/her purchasing decision.
· Psychographic segmentation divides the market into groups based on social class, lifestyle and personality characteristics (resigned, struggler, mainstreamer, aspirer, succeeder, explorer, reformer)

· Used to find out the types of activities customers enjoy in their free time, which contributes greatly to strategic marketing decisions.
· Identifies the benefits customers see in going to your business (emotional) and how they use your product or service in their lives.
· You can ascertain customer loyalty by, for example, finding out which competing restaurants they enjoy going to and how regularly they eat out.
Examples of psychographic questions for a survey
· What interests you in your free time?

· What events have you participated in during the past month?

· What topics do you enjoy reading about?

· How would you best describe your personality?

· How frequently do you visit our store?
· What motivated you to choose our store today?

· What do you normally purchase at our store?
· How much do you typically spend at our store?
· What other stores like ours do you like to go to?
· Where did you hear about our store?
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