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Neuro Marketing the Conceptual Frame Work

Osman Bin Salam
Reshma Nikhat
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Marketing is Sm.mnb\wnm:on of dm:womo\m:om to marketing. Zm:soiml«.m::c includes
ot use of brain imaging, scanning, or other brain activity measurement So::o\oow.s
measure 8 subject’s response to mn.man products, packaging, advertising, or other marketing
slements. In some cases, the 39.: responses Smmm:ﬁmq by these techniques may not be
consciously nmam\.\mq. by the subject; hence, this data may be more revealing than self-
reporting On surveys, in focus groups, etc.

Neuro
the dire

NTRODUCTION

NeuroMarketing is @ new field of marketing that studies consumers’ sensorimotor, cognitive,
and affective response to marketing stimuli. Researchers use technologies such as functional
magnetic resonance imaging (FMRI) to measure changes in activity in parts of the Em‘_:.
dectroencephalography (EEG) and Steady state topography (SST) to measure activity in specific
regional spectra of the brain response, and/or sensors to measure changes in one’s physiological
sate (heart rate, respiratory rate, galvanic skin response) to learn why consumers make the
decisions they do, and what part of the brain is telling them to do it. Companies such as Google,
CBS, and Frito-Lay amongst others that have used neuromarketing services to measure consumer

toughts on their advertisements or products.

: i ity in 1990.
The neuromarketing concept was developed by psychologists at Harvard c:zﬁww_ <_=< o
The technology is based on a model whereby the major thinking part of :cam_:m il
) including emotion proceeds in subconscious area that is below the leve
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through sophisticated scientific methods. _<_m:.< times, the actual behavior of Customers ,
vary from the way they behave in a pre set environment. What modern marketers | inogs
the new technologies can be leveraged to analyze the target customer trends tg formutas. -H_.
marketing methods to increase the effects of product promotion. Studies have shown %m?.: =

035 -2

the purchase decisions happen at the last minute before billing. Customers Sometimes lazye =

favorite brands and pick new products and place them in their shopping basket. r€asons 2= .
unknown and neuroanalysis comes into play in such situation. Tomorrows marketing n.v

will be decided by the analysis of the neuro studies of human brain.

Conclusion

__M__Msmw,\wm_% ””m:. _Nﬂmmam to be noted that the field of NeuroMarketing is still in its embryonicstags
o %mﬁwm M_ mm__“oﬂ m& more new studies being conducted round the year. Io.._‘m_.mﬂ.m
tissill ot oy  there is ozoc% Scope of improvement in this as well. In spite of its uity

y used by the companies. High price of the fMRI test prohibits many companes

from trying it out, Th
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Mre and more sycoaggy case 2118 methods, to gain currency amongst the marketers. S
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acceptance Would take root. merge, the Suspicion regarding the technique would fadé way
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Digitization on “Event Management"
ot of
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Abstract

t could be any happening thing or occasion which can
Ec‘)/rf:ise of participation where everyone should share commo
C
quality time.

planned, organised, managed, with a
N purpose of having it backed by some

t can be described as a public assembly for the purpose of celebra tion, education, marketing
A ever? As petty well known people organizes or throws an event in the form of party, occasion,
or regn;on. S I,1J elc, it has become a part of our life. It has got such preference and importance that
fund,o-m I.au.mc / ar¢;und has involved themselves in it whether knowingly or unknowingly. And the
oy inchvidus t management is on so boom that it has been pumping the event mariagementinto
concegfrgi';7 ;V;Z ustry playing a major role in country’s GDP through the service sector contribution.

anem

. . . shed
is known that the industry is still unorganised and is at n‘s.nascent stage w:t;? godezf:é:rs ::is

;- nt:')t;dc:n around. Making an huge opportunity for the business to get establishe

compe A .

industry having high profits and growth at same time.

i ment
i impact on digitization is to know what impact dqse this eventhm;rtv:ie; e
;’z’s};;p (::yo:;ﬁ;d}gggézge :f digitization i.e. maki{vg the serv;:?; ti;:ﬁ::;eu ,:w;ztjge oy
known for generation of internet, and internet playing important roS" Ay unie nersnodtll cae
Service or need is made available through means of lntgrnet ftaa ‘,3;1 A svory informaiion
into the existence of digitization of event management lr;dglse rtyo e e hoir conveniencs
'®garding the event organising and planning is made availa

———
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nternet has DECOME & SOUTGe of social netygry, i their
. ife.

e internet in their decision making Proce

, Respondents have shown the positive attitude towards the digitization of event organizing/
nizing

planning-
. organisation should focus more on making awareness

among the individual
growth strategy should be adapted as there exist dema e

nd for such directories.

conclusion:

Hence with the context of “consumers are the owners” the research performed makes sense that

individuals are highly interested in concept of digitizing event management. And the concept of

digitization is something they have been expecting. Therefore it would be said that digitization

has a positive impact on the industry and can be a boon if directed in specified flow leading the
@ industry to standardisation and being better organised.

Limitations of the Study
1. As the study was confined to Hyderabad city.
2. The outcome can’t be applied to the whole state of Andhra Pradesh.
3. Due to time and cost constraint the sample size was restricted to 100 only.

4. The study was carried out in Hyderabad city the result may differ if study carried out else -
where,

i 5. The size of sample in order to make conclusions on larger scale is quite confined.
I, ¢
anda;;&f 6. The study does not focus on service providers or the service seekers.

Scope for Further Research

There lies the very wide scope for further research under the context of this study. As the research
ca.med in this section is confined and limited to certain boundaries it can be understood thét
i research leads with the industry of event management industry which itself is very vast in
"alure ang Spread over wide field of area. And the digitised industry or digitization over event
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