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Digital Consumer Behavior.
The digital era has significantly continued to change the social trends which constantly influence consumer behavior and demand as well. As evident, the shift in consumer behavior in this digital era can be so complex to comprehend. However, modern businesses need to persistently understand that consumer behavior is changing and hence they need to change and adapt their customer services (Shankar et al., 2016). 
Through digital technology, there are multiple ways in which marketers can gain insights into the research and purchase behaviors of consumers (Shankar et al., 2016).  As argued, consumer behavior has constantly been changing as a result of technology, and it can be completely daunting as well as present certain challenges such as facilitating negative publicity.  In this setting, marketers gain the insight to dive deeper into understanding the customer behaviors (Pappas, 2016). They can engage by looking at the overall brand value and setting standards. With the current technology, consumers are now focusing on new fashion brands. Thus, if a business offers excellent services, the benchmark is set for the others to meet those standards. Thus, marketers can win customers’ attention by setting standards. 
Marketers can gain insight into research on customer behavior by focusing on the aspect of segmentation. For marketers to be successful, they must thoroughly focus on the different clusters of buyers as well as customers’ most representative segment (Pappas, 2016).  Herein, marketers are required to dive deep into research to see how new purchase behaviors differ among all customer segmentation for proper marketing. Another insight is that customers have now shifted their mode of buying, and they are in need of digital-based services (Pappas, 2016). Therefore, marketers are required to carry out research to examine how they can jumpstart into digital based channels while embracing conversation with consumers. Marketers are also interested in researching for acute information for greater knowledge of products and services. Herein, marketers are in need of customer information and opinions to comprehend their purchasing behavior.
The use of various digital marketing channels impacts consumer purchasing behavior. Arguably, digital marketing channels have often enlightened and empowered consumers. Customers have been constantly flooded with digital information than it has been the case before.  Customers have shifted to the immediate accessibility of products and services via the internet (Stephen, 2016). Digital marketing channels have often reduced consumer tolerance in that they anticipate the immediate reaction from their suppliers. Constant and immediate interaction between marketers and customers on the digital marketing services has helped consumers to shift their negative images to the positive. Digital marketing channels have given customers a chance for experimentation (Stephen, 2016). As such, they rely on feedbacks given by the experienced customers before they make an attempt to buy a new product. It creates adequate awareness. 
Researching consumer purchase behavior can impact marketing decisions in many ways. Arguably, research in consumer purchase behavior serves marketers with accurate knowledge of market segmentation. In this setting, it impacts marketing choices by defining the most appropriate marketing channel and potential customers (Pappas, 2016). In other words, it helps customers to understand consumer behaviors and define when, how, and where they should market their products and services (Stephen, 2016). For instance, when the research on customer behavior defines that customers tend to choose office supplies through familiar brands, and then businesses should shift their marketing decisions by giving their office supply brand and household name, establishing social media pages, creating commercials and promotions for products.  More importantly, researching consumer purchase behavior helps in understanding customer’s preferences according to segmentation. Thus, it enables firms to design highly differentiated products that best meet the desires of customers. It helps firms to launch highly oriented advertisement strategies to reach potential customers.















References.
Pappas, N. (2016). Marketing strategies, perceived risks, and consumer trust in online buying behaviour. Journal of Retailing and Consumer Services, 29, 92-103.
[bookmark: _GoBack]Shankar, V., Kleijnen, M., Ramanathan, S., Rizley, R., Holland, S., & Morrissey, S. (2016). Mobile shopper marketing: Key issues, current insights, and future research avenues. Journal of Interactive Marketing, 34, 37-48.
Stephen, A. T. (2016). The role of digital and social media marketing in consumer behavior. Current Opinion in Psychology, 10, 17-21.


