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Article/Reference: When Identity Marketing Backfires: Consumer Agency in Identity Expression. By: Bhattacharjee, Amit; Berger, Jonah; Menon, Geeta. Journal of Consumer Research. Aug 2014, Vol. 41 Issue 2, pp. 294-309. 
Synopsis 
 	Amit Bhattacharjee writes about how marketing messengers often appeal there product to consumers by there identities. Identity represents “different facets of the self, varying across time and context, that consumers use to socially categorize themselves and express who they are” (Reed, Cohen, and Bhattacharjee 2009). Although marketers target customers by there interests, tastes and identity, marketing can backfire. According to the Journal of Consumer Research, “marketing messages may highlight the role of customers influencing there purchasing behaviors” (Reed, Cohen, and 
Bhattacharjee 2009). This backfire can control the way a customer perceives a certain product and can increase purchases or decrease purchases. Studies have shown the way consumers perceive a brand. While researching benefits between certain brands and customer identities, marketers can drive a sense of expression through consumers identities (Reed, Cohen, and Bhattacharjee 2009). 
 	 Emphasizing the study of customers and there buying behaviors, there is enough study to show that identity expression and marketing messages influence purchases made by consumers in this article. 
In these studies marketers will find the purpose and strength in which consumers relate to certain messages. This article addresses different messages that are used to target different people. Research suggests that there is a clear description used to distinguish between moms and sports fans/lovers. Often time marketers will influence customers on there tastes, but with a touch of wrong marketing can tweak to a unhappy customer. We must look at all facts in order to grab a customer of your kinds. Each product has a specific target market and studies are done in order to search for the perfect match. 
 
Topics of Interest/Agreement 
 	 	The article When Identity Marketing Backfires provides a lot of interesting facts that I would not think to look at as a marketer. After reading this article I have learned about more studies and more distinguishing facts to determine one customer from another. Mentioned that testing mechanism and how it drives consumers purchases in two ways and was a topic that I found interesting. According to Clee and Wicklund, first we have to test whether perceived agencies in identity expression medicated the effect on individuals. Another agency that is used is the value of purchases, does the purchase suggest and predict among consumers for whom are targeted in current salient (Reed, Cohen, and Bhattacharjee 2009)? Studies are shown equations by equation to determine the well state of customers in this article. I admire that there are numerous experiments that have been done in order to see the best results. I agree with the statement that is made by Reed, “Consumers are thought to respond more favorable to messages that invoke their identity and show how it fits with a given brand” (Reed, Cohen, and Bhattacharjee 2009).  
 	 Each customer is different and looking at individuals identities, there are over a billion. Identity is a fundamental and powerful motivator (Reed, Cohen, and Bhattacharjee 2009). Identity expression definitely was put in my perspective and I will use it more towards the business world.  
Topics of Dislike/Disagreement 
 	A topic I disagreed with mentioned in the article stated that “identity marketing provides explicit direction regarding identity expressive behavior that may directly reduce in which consumers actually perceives behaviors as identity expressive (Reed, Cohen, and Bhattacharjee 2009).  After reading deeper into When Identity Marketing Backfires my thoughts are different to the statement addressed. I believe that identity marketing really helps to influence marketing messages in the direction that is taken to express and determine one customer from another.  Marketers do not look just  at identity regarding expressive behavior.  Stated in study 4, “measures individuals for reactance”.  
“Another way to establish this mechanism is to examine individual differences” (Reed, Cohen, and Bhattacharjee 2009). Around the world there is different weather and economical effects that are put into perspective as people purchase products. That is just one influence for purchasing behaviors and there are 100 time more that could persuade a person. People are different then one another. There are people that will tell you “you are one of a kind”. Directions are taken into consideration while marketing a product. Sometimes the wrong message is presented to customers. Campbell and Kirmani stated, “that often persuasive intentions may activate persuasion knowledge and trigger customer resistance” (Reed, Cohen, and Bhattacharjee 2009).  
Types of CRM Techniques/Conceptual Model and Detailed discussion on Technology and CRM:  	Understanding cultural differences is a very beneficial customer relationship management tool businesses should use. Many businesses may be able to take advantage of certain cultural norms that consumers are most familiar with but businesses must learn, the importance of culture of a certain group of customers. Negotiating is most often used between businesses and consumers, making it necessary for businesses to operate in these different geographical locations and to understand the importance of other composing methods. 
 	The research that went on in the article shows that customer experiences are very useful tools to  use by businesses to help increase and create profits. The research includes the studying experiences that have occurred from different companies, businesses are also able to build a developmental assessment of other companies, which can boost CRM. The  best customer relationship management technique is to provide consumers with multiple channels of communication. This will include and allow the customer the ability to contact the company both by telephone and Internet. No matter what channel is used, communication should become the focus of a company.  
 
Evaluation of the Usefulness of the Above CRM Techniques: 
 	Talking about and understanding the useful CRM techniques, the  certain cultural norms are what will differentiate people from one another. The research shows that different customer experience's are useful tools that should be taking into account when trying to increase and create profits.  Again communication should become the focus of a company, because customers like to see reliableness.  
Personal evaluation:  
 	Reading  the Journal of Consumer Research, although marketers target customers by there interests, tastes and identity, marketing can backfire. Stated in the article “marketing messages may highlight the role of customers and the influence of there purchasing behaviors” (Reed, Cohen, and Bhattacharjee 2009). This backfire can control the way a customer perceives a certain product and can increase purchases or decrease purchases. Studies have shown the way consumers perceive a brand. To me it is just the marketing aspect of the business world and I think businesses couldn't live without marketing.  
 	It takes a lot of planning and different tools to be able to tell what people buying patterns are. Another agency that is used is the value of purchases, does the purchase suggest and predict among consumers for whom are targeted in current salient (Reed, Cohen, and Bhattacharjee 2009)? Studies are shown equations by equation to determine the well state of customers. I admire that there are numerous experiments that have been done in order to see the best results for purchasing powers.  
Possible Essay Question  
 	If you were a marketer in a firm making distinctive dissuasions, would you identity expression? Would you influence customers by relating each person to certain messages in order to target different people? Explain your technique.   
 
Article/Reference: Sustainable Export Marketing Strategy Fit and Performance. By: Zeriti, Athina; 
Robson, Matthew J.; Spyropoulou, Stavroula; Leonidou, Constantinos N. Journal of International Marketing. 2014, Vol. 22 Issue 4, pp. 44-66. 
Synopsis 
 	Sustainable Export Marketing Strategy Fit and Performance was intriguing when it talked about the international markets and the environmental concerns that come with sustainable export marketing. This article hit a lot of points in one sitting talking about, international settings, circumstances that drives export performances, the well being of natural environment and adaptations taken on a micro and macro level with sustainable export marketing. Individuals is important in the marketing field, but this article really hit the facts and cases about the international settings and environmental policies/services.  
 	The authors of Journal of International Marketing, outline that businesses today is different than in the past. Technology has changed so quickly that you have to stay ahead and adapt to the changes. Today, people suggest that you have to respond to the needs of the customer and organize your business structure around them. 
 	A company must minimize resources from your area and maximize it's foreign exchange. Today, the more resources you use and gather from different regions the better the finances and product would be as a whole. Having good relationships and regional transportation that we do, it is easy to communicate among one another. As competitive as the market is today, the more we are looking to improve our products to stay with our competitive.  
Topics of Interest/Agreement 
 	The capitalization on export marketing was the second topic I found intriguing and was put into perspective. I found that exporting is the most common mode of foreign market entry in todays society. “Exporting for firms allows low resource requirements, low exposure to business risks, and high strategic flexibility” (Zeriti, Athina, 2014). Blowing my mind, back in history people only would use resources that were available to them in there area. Tribes were not connected with other tribes in different regions, there was no way of communication or. Today, I find it mind boggling that we can ship resources to one another and create products using different resources in just one day. There is so much that can be done that anything is almost possible.  
 	 Technology always is improving and that is the world we live in. Studies in the novel have shown “micro and macro levels with drivers, performance outcomes, and sustainable export marketing adapting in different export ventures” (Zeriti, Athina, 2014). In further studies exporters have paid more attention to outcome performances. However, findings have shown that “specific strategies depend on its environmental context deployed” (Zeriti, Athina, 2014). 
Topics of Dislike/Disagreement 
 	Reading about the concerns related to the natural environment and society, creating outcomes, and satisfying individuals needs adopting to technology. Today, people are all over the new high tech materials that are upgraded everyday. Shown in the Conceptual Model, under Macroenviornmental forces, technological conditions is one listed (Zeriti, Athina, 2014).We are able to “set up product facilities closer to target markets, shipping products in flat packs that enables larger quantities” (Zeriti, Athina, 2014). This goes to show you that the world is becoming and is today tech savvy. We have drifted away from becoming intrigued in what unique products customers need and are trying to push bulk products that go to waste every single day. It is an issue that arrises everyday. More people are becoming unemployed each and everyday due to the increase of machinery. A “smaller body of work, in international settings, has focused on environmental policies and services” (Zeriti, Athina, 2014). Is technology really the most efficient way to save the environment. Often technology is run my some sort of power such as gas, electric, etc. Often gas is put into the air an contaminates the world day after day. Therefore, do we really adopt to fit economic needs, to determine “whether external environment marketing strategy adaptation fit is positively linked to export performance” we must look at all areas in environment (Zeriti, Athina, 2014). 
Types of CRM Techniques/Conceptual Model and Detailed discussion on Technology and CRM:  	There are many different types of customer relationship management techniques available for a businesses to use. With the Internet becoming so popular and technology becoming so advanced, many companies have taken advantage of customer relationships through social media platforms. Others companies seem to have found it beneficial to understand cultural differences, which eliminate misunderstandings between customers and businesses. Another popular technique is researching consumer experiences, and then taking it and applying it in real world situations. Understanding the various types of communication techniques used by consumers is just one of many customer relationship management techniques a business can use.  
 	Using social media channels to improve and manage customer relationships is an important technique. No matter what social media consumers use,  including blogs, reviews, and other forums, a company  wants to be seen as responsive and will need to respond to the customers desires. 
Evaluation of the Usefulness of the Above CRM Techniques: 
 	Internet has become the primary source of our economy. Becoming so popular, technology becoming so advanced, many companies have taken advantage of customer relationships through social media platforms. Companies seem to have found it beneficial to understand cultural differences, which eliminate misunderstandings between customers and businesses. Today, companies can not survive without being on social media as it is a prime source of communication for customers.  
Personal evaluation:  
 	As I read the article on Sustainable Export Marketing Strategy Fit and Performance it hit a lot of points. Talking about, international settings, circumstances that drives export performances, natural environment and adaptations taken on a micro and macro level with sustainable export marketing the article was really informative. Individuals are important in the marketing field, but this article really hit the facts and cases about the international settings and environmental policies/services. I like the marketing aspect of a business, that is why I made it I college degree. Not knowing all of the little important things going along with the business world, Customer Relationship Management has taught a lot of that to me.  
 	Studies in the novel have shown “micro and macro levels with drivers, performance outcomes, and sustainable export marketing adapting in different export ventures” (Zeriti, Athina, 2014). I find this interesting to me because technology is always improving, but that is the world we live in and it will just get more advanced. 
Possible Essay Question  
 	How would you address your corporate company, in order to make your firm more sustainable in export marketing?  
 
 
 
