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Consumer Behavior Class Assignment 1 – Is Sears Dying
Sears’ Popularity and Profitability 
Sears started getting popular by selling watches to all the farmers in the North West. Sears entered the watch business at the perfect time; the nation had just been split up by time zones. Watches were no longer a luxury, but a necessity. Sears then hired Roba, who helped spread the word about them selling everything in their famous catalogs that will now last for generations. The catalog included buggies, bicycles, sporting goods and sewing machines. The aim of the catalog was to ensure customers have customer satisfaction based on the product Sears was selling. The watches were of good quality which created high demand making the company profitable from the sales. The Sears catalog educated people about shipping, returns, and cash payments which made business transactions simpler and honest. In other words, Sears taught Americans to shop today. Sears was good in advertising making sure its customers get quality products. Good customer relations, behaviors and satisfaction made the company produce quality goods and offer quality services to its customers. 
Sears was extremely profitable due to its mass marketing skills. They bought in huge quantities and provided an ever-bigger number of catalogs which brought money in quite fast. For the company to be profitable they had set up marketing skills that increased their demand, sales, revenues, and profits. These marketing skills involved stages such as problem recognition, information search, evaluation, and purchase stages which makes the marketing strategies easier (Mills & Law, 2013). The company used to identify a problem that was unfilled want and a need for a customer and research about the need or want to solve the problem. The unfilled want for people wants the need to have watches and pieces of jewelry among others. The information gathered was evaluated against the taste and preferences of people and was made available for purchase. Price and availability of watches and jewelry were the main factors that made people make a purchasing decision. Before the marketing skills were implemented, consumer buying behavior was studied before the products were realized in the marketplace.  
Situational Influencers and Sears’ Consumers
Products at Sears were not looked at the same as products made by their competitors. Sears offered high-quality brands such as Kenmore and Craftsman. The brands at Sears were meant to create customer traffic, but customers preferred to go to specialty stores such as American eagle and Foot Locker. They also prefer to go to discounters such as Ross and TJ Maxx. Therefore, Sears may be offering high-quality brands but their products are resulting in customers going somewhere else. Customers do not appear to be attracted to products from Sears. Sears's marketing tactics continued to be the same as when it first started becoming successful. Since Sears offered quality products crowding occurred thus making customers purchase goods from Sear’s competitors. Crowding is a situational influence that makes the customer feels uncomfortable when trying to purchase a product (Hawkins & Mothersbaugh, 2010). Crowding has both a positive and negative effect on the company’s sales. When people have crowded someplace and they want to buy something, it raises the curiosity of other people who will later be interested in the product thus increasing sales. The negative effect is when customers saw Sears’s stores were being crowded they opt for another option which was busying in a company which had fewer people even though Sears had quality goods. 
The reason for consumer purchase is another situational influence that affects the time a person while take while shopping. The urgency of the product Sears was selling was made people purchase their goods to the nearest store. If Foot Locker was near compared to Sear Company, a person will opt to go and purchase to the nearest store regardless of the quality. Sears is known to change names and officials hence the picture being portrayed by the company is not pleasing making people have less trust towards the company. Consumers lost trust in the Sear Company, therefore, people preferred to shop in stores such as Foot Locker and the American eagle. Convenience is a situational influence that goes hand in hand with the reason for purchase from a consumer and time. 
Sears’s offers and Consumers
The value sears had was the loyalty their customers felt to their specific brand. Sears built up brand loyalty that lasted generations. This appealed to baby boomers the most, but as for the new generations not so much. We are in a new era of technology. You can now find anything and everything online, and for the best bang for your buck. Technology has made shopping easier in the fact that people purchase their goods in the comfort of their homes. The goods are delivered in their doorsteps with a matter of minutes. Sears Company offers value to it, customers, through being committed to its customers by offering cheap but quality services, products, and the solution they used to offer before their fall (Gillan, Kensinger & Martin, 2000). Being committed to customers, makes Sears company improve the lives of Americans. The quality value is offered to customers if the consumers are satisfied and if their unfiled wants and need are fulfilled. Consumer behavior is important as part of marketing strategies that need to be observed carefully before placing another product in marketing. 
Amazon is the alpha in the market world right now. Basically, Sears but cheaper, and delivers straight to your door in 24 hours. Amazon is having more sales, revenues, and profit due to its experiences in evaluating and understanding its customer’s behavior. Amazon offers values to its customers by offering customers satisfactory services through the use of effective technology. These technologies were established to improve the performance efficiency of the company. The technologies are recognized worldwide and people from different continents purchases good and products from Amazons and they are delivered to their specific country and state. The value offered to customers by Amazon ensures operational efficiency in the company thus supporting management and enhancing corporate performance (Goel, Verma, Al Mutairi, Bhardwaj & Tyagi, 2020). There is no crowding because most people purchase their products online therefore no time is wasted queuing due to crowding. 
Competitive Advantage
We undergo so many changes throughout this life; Sears could definitely make a comeback, but only under the right circumstances. The company's new value equation should be centered on creating products that are unique and different compared to its competitors. The comeback will be possible if the company will use strategies and the right procedures to evaluate consumer’s behavior and satisfaction. In terms of the marketing portion of this value equation, Sears could create a marketing strategy that is worth the price and creates a profit (Collins & Rainwater, 2005). These strategies include installing technology measures that will be used to enhance performance such as developing a mobile application that customers will use. Technology is important because it will increase sales, revenues, and profit of Sears. Many companies are using a technological connection to increases their sales and values to their customers. Social media is also a technological platform where companies could market their products and services. 
Sears should also look to choose an influencer with a large enough fan base that will allow them to create a profit on their products. Sears can create customer desired unique products that are endorsed by a well-liked influencer. The influencer can be a celebrity who is popular and famous to be an ambassador or be in marketing management as part of marketing skills. The influencer can be a person who has many followers and subscribers on social media platforms such as Facebook, Twitter or Instagram. The social media influencer will market Sears’s products and services which in the long run will increase sales and profits. The Sears Company will offer value to its customers by ensuring the influencers have a positive relationship with sales, revenues, and profits. Evaluating customer’s behavior will make it easier for the company to meet the needs and wants of consumers.
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