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Abstract: This study helps in mapping the consumer’s mind and predicting how ‘Green Consumer
Behaviour’ depicts ‘Marketing Mix' towards identifying major factors affecting green purchase behaviour.
Various articles explored under the green purchase and various motives, facilitators and barriers affecting green
product purchase decisions were reviewed. Concern, Collectivism, eco-literacy, perceived consumer
effectiveness and social influence were identified as the major categories affecting the decision-making process.
The outcome is a two-fold impact of green purchase behaviour towards designing marketing mix which
reinforces consumer behaviour. The paper analysed various strategies towards predicting Green Consumer
Behaviour. The paper elucidates the predictors of consumer's green purchase behaviour as a predecessor to
Marketing Mix towards assisting managers and policymakers in designing strategies for managing disruptions
in organisations.
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Introduction

According to Judy Strauss, we are not living in the age of the internet; we are living in the
age of consumers.

Green Consumer Behaviour

Consumer behaviour can be defined as the study of how individuals, groups and
organizations select, buy, use and dispose of goods, services, ideas or experiences to satisfy
their needs and wants. Green purchasing is vital as unplanned purchasing of goods can
severely damage the environment. Previous researches indicate that consumers during their
purchase behaviour, show a positive attitude towards environmental protection (Arvola et al.,
2008; Ellen, Webb and Mohr, 2006; Liu et al., 2012; Vermeir and Verbeke, 2006). A
consumer's purchasing behaviour is mostly influenced by cultural, social as well as personal
factors.

Fundamental determinants of a person’s wants and behaviours are exhibited by their Cultural
factors. These include subcultures that provide more specific identification and socialization
of the members comprising nationalities, religion, racial groups and geographic regions.
While, consumers’ Social factors include family, reference groups, social roles and status that
influence, buying behaviour. The third influencer is a consumer’s Personal characteristics
that influence her buying decision, including age and stage in the life cycle, occupation and
economic circumstances, the personality, self-concept, lifestyle and values.
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Marketing Mix

Kotler's contribution to ‘Marketing Mix' also known as the 4P's of marketing is a set of
controllable variables that a firm uses to influence the buyer's response. With the rise of the
internet and the advent of new concepts like social media, e-commerce, digital marketing, is
the 4P's model of marketing is still the king. The 4P stands for:

Product: Goods or service offered by the organization
Price: Amount charged for a product or service
Place: Path through which the product reaches the consumer.

Promotion: How marketing communication is used to inform the audience about an
organization and its products.

Online Social Media Marketing

The coming of Web 2.0 is one of the most significant developments in the history of
commerce and the internet. Another buzzword Social media is a part of Web 2.0, where not
only it encourages user-generated contents, but also share it among different networks(Lee
2013). Social media marketing is the utilization of social networking websites as a tool in
internet marketing. It is a tool of direct marketing where the customers and consumers have
the opportunity to participate in the process of exchange and the company's success in
adopting network marketing will depend on the ways in which it can show them doing a
beneficial act for the welfare of society while obviously buying, using and promoting their
product usage for their immediate contacts and associates. Since network marketing implies
using social networking, it can be a powerful tool if used appropriately for promoting green
products.

Research about the interface of social media with sustainability issues is still scarce. The
study aims to analyze the impact of green choices towards green e-marketing mix through
social media.

The objective of the Study

The main objective of this study is the identification of major factors affecting consumer’s
green purchase decisions which can be used for designing effective green marketing mix
strategies towards managing disruption in future.

Scope of the Study

The scope of the study is limited to the empirically tested articles on consumer behaviour
towards green purchases as well as marketing mix in well-known journals from 1999-2016.
This period (1999-2016) was chosen because these studies will address recent empirical
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literature. This paper focuses only on those works of literature that identified factors affecting

green purchase behaviour. Studies were collected by performing an electronic search of the

Scopus database. Scopus database was chosen to ensure the inclusion of only high-quality

studies.

Literature Review

Broadly, the studies of green preferences of consumers were categorised in identifying the

factors affecting consumers’ green preferences, classifying the consumer segments based on

different attributes and examining the green marketing strategies towards green purchase

decisions of consumers.

Review of previous studies

SR. VARIABLES YEAR AUTHOR
NO.
1 Collectivism 2001 Chan
2005 Kim & Choi
2006 Rice
2010 Leonida et al
2011 Kim
2012 Cho et al
2014 Wang
2 Perceived Consumer Effectiveness | 1991 Ellen et al
1996 Roberts
1999 Stragham & Roberts
2009 Gupta & Ogden
2011 Kim
2012 Akehurst
2012 Cho et al
2012 Iravani
2012 Tau & Lau
2014 Nath et al
2014 Punyatoya
2014 Tang et al
2014 Zhao et al
2015 Gonzalez et al
3 Environmental concern 1999 Stragham & Roberts
2001 Chan
2001 Laroche et al
2005 Kim & Choi
2006 Jain & Kaur
2006 Rice
2007 Mostafa
2007 Xio & Dunlop
2008 Lee
2010 Bayante et al
2010 Chen & Chai
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2010 Leonida et al
2011 Kim
2012 Akehurst
2012 Cho et al
2012 Iravani et al
2012 Lin & Chnag
2012 Tan
2013 Eze & Ndubisi
2014 Dravari & Strutton
2014 Nath et al
2014 Pagiaslis & Krontalis
2014 Tang et al
2014 Zhao et al
2015 Khare
2015 Khan & Kirmani
2015 Larsen et al
2016 Kirmani & khan
2016 Uddin & Khan
4 Consumer environmental response | 1991 Ellen et al
2001 Chan
2006 Jain & Kaur
2006 Rice
2007 D’ souza et al
2010 Baynte et al
2010 Lee
2012 Akehurst
2012 Akter
2012 Kang & Hur
2012 Tan & Lau
2013 Luzio & Lemke
2015 Gonzalez et al
2015 Larsen et al
5 Eco literacy 2001 Chna
2006 Jain & kaur
2007 Mostafa
2010 Baynte et al
2010 Lee
2011 Chea & phau
2012 Akter
2012 Hamid et al
2013 Eze & Ndubisi
2013 Khan et al
2014 Zhao et al
6 Marketing Strategy 2007 D’souza et al
Construct 2012 Kang & Hur
2013 Luzio & Lemke
2014 Dravari & Strutton
7 Theory Of Planned Behaviour 1999 Kalayatis et al
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8 Attitude Towards Green Products 2010 Chen & Chai
2011 Chea & Phau
2012 Hamid et al
2014 Tang et al
2015 Khan & Kirmani
2016 Kirman & Khan
Willingness To Pay 2011 Cheah & Phau
10 Interpersonal Influence 2008 Lee
2009 Gupta & Ogden
2010 Lee
2011 Cheah & Phau
2012 Iravani et al
2013 Eze & Ndubisi
2014 Khare
2014 Wang
2015 Khare

(Source: Prepared by the researcher)
Findings and Results

An immense review of articles revealed several constructs such as environmental effect,
attitude, environmental concern, , belief, involvement, knowledge, literacy, awareness, in-
group identity, altruism , collectivism, self transcendence, self awareness, values, social
influence, peer influence, interpersonal influence, locus of control, perceived consumer
effectiveness, perceived effectiveness belief, attitude towards green products, willingness to
pay green products, green purchase behaviour etc, have been explored by researchers in
connection with green purchase decisions of the consumers. However, a close examination of
the items used suggested that some of these are overlapping and measuring the same thing.

The major constructs affecting green purchase decisions are:

Environmental concern

Concern was found to be the most reviewed variable. There is a moderating effect of concern
between ecological attitude and green behaviour 29 papers examined this construct.
Environmental knowledge, a part of environmental concern also have a positive effect on
consumer green purchase behaviour. Thus it is an important construct in measuring purchase
intention and behaviour.

Collectivism

The linkage of collectivism with consumers green preferences has been explored by a large
number of researchers who have admitted that consumers who are high on collectivism
values are also expected to have an environmental concern (Chan 2001; Laroche et al. 2001;
Kim & Choi 2005; Cheah & Phauu 2011).The welfare of society and preference to group
goals over personal beliefs are the two attributes related to collectivism that makes this
construct worthy of interest to researchers in examining green purchase behaviour.
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Eco Literacy

Chan, 2001 observed that literacy is one of the determinants of consumer green behaviour.
Similarly, Cheah and Phau, 2011 and Nath et al., 2013 have also suggested that
environmental education have positive inclinations towards the environment. Thus, it seems
that the sensitivity of consumers increases as their environmental knowledge improves. Thus
we can conclude that eco-literacy have a positive impact on green purchase behaviour.

Perceived Consumer Effectiveness

Unless a person is sure of the desired consequences from his actions, he has little motivation
to engage in those actions (Chea and Phau 2011).

Researchers have indicated that consumer's belief of their effectiveness in solving existing
environmental problems affect their decisions to purchase green products (Weiner &
Doescher 1991, Berger& Corbin 1992). The constructs, perceived consumer effectiveness
and perceived consumer belief are similar and hence are grouped together, and thus, it can be
used to examine social media impact on green marketing.

Social Influence

The construct social influence, peer influence and interpersonal influence are grouped
together in a single construct of social influence. Friends, family, teachers etc. form the core
group that can influence the behaviour of an individual (Lee, 2008; Chea & Phau 2011;
Iravani et al. 2012; Eze Ndubisi, 2013; Khare, 2014). Many studies indicated a strong
influence of social influence on green purchase decisions, and hence, social media strategies
must target them for effective green marketing strategies.

Impact of Green Purchase Behaviour on Marketing Mix.

Indumathi, (2016), identified important factors which are a combination of product, price,
place and promotion through factor analysis. Product factors such as Quality, Brand,
Environment, Health & Taste impact purchase decisions. Similarly, the high price of organic
products does not have a negative impact on green buying behaviour. Preferred location
organic stores and discounts are other factors which positively influence consumer behaviour.

Raksha & Majidazar (2011), stated that green marketing impacts positively towards
consumer satisfaction.

Dietz & stern in 1994 stated that among British consumers, 42% were environmental
consciousness in their purchase and among them, 27% of them had the willingness to pay
25% more than the average market price.

According to Levinson (2010), 83% of customers claim that they choose environmentally

friendly brands, and around 80% were concerned about the company reputation regarding
environmental protection issues.

Conceptual Model
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The integration of theories and models from the previous studies has helped the researcher

to develop a conceptual model in the Indian context.

Figure 1: Conceptual Model of the Impact of Green Consumer Behaviour towards

marketing mix
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Green Product: The product in the marketing mix, refers to goods and services that are
offered by the organization. Online marketing strategy includes decision around fundamental
feature which meets customer needs as well as benefits above the core benefit of the product.
To develop successful online branding of green products, the organization should look to

provide the following:
e Quality

Safe as well as the convenient purchase experience

[ ]
e Packaging design
e Sense

e Interactivity and the possibility to provide extended product information

Green Price: Price means the amount charged for a product or service. Examining the
consumers' green purchase intentions, the price of the green product should provide the

following:

e Improved Price Transparency
e Premium Pricing Strategy

e Environmental Value For Money
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Green Place:

Consumers reach to their desired products through the place dimension of the marketing mix.
There should be channels that reach the broadest customer base at a minimal cost. Thus the
organization should take care of the following factors for retailing green products using the
internet:

e Accessibility

e Convenience

e Atmospherics

e Exclusive green store

e Attractive virtual store layout and design

Green Promotion:

It is the process of informing, persuading and influencing a consumer to make the choice of
the products to be bought. The internet serves a new and significant communication channel
for connecting consumers regarding green products. Various promotional components that
should be kept in mind are:

e Eco Labelling

e Using Offer Coupons to encourage sales
e Free Home Delivery

e Giving Discounts

A Shift towards Non-Green Strategies

According to Porter, the strategy is the creation of a unique and valuable position involving a
different set of activities. With the coming of the concept of green in marketing, there is a
shift which is being observed in the incorporation of strategies as a whole. This paper helped
in ascertaining the effective strategies that can be used in marketing green products as
compared to non-green products. The comparison could be illustrated with the help of a fig.
shown below:

The most effective strategies for going green are discussed below:

Green design: designing of product and services which are green, to begin with, is the most
important strategy of green marketing.

Green_positioning: sustainability values should be reflected explicitly in the promotion of
goods and services.

Green pricing: a company should make consumers understand that investing in something
that allows them to save money and resources is the best way to purchase.
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Green logistics: not only products or services should be green, its packaging should also be

green. Packaging has a first impression on consumers.

Green disposal: sustainability should not be only in the manufacturing stage. It should extend
to disposal. Disposing unsustainability could be hazardous to the environment as well as

human health.
Discussion

The major purpose of this paper was to identify factors affecting consumer's green purchase
decisions which can be used for designing effective green marketing mix strategies. These
findings were important as the pollution level of the earth is gradually increasing, and the
earth's resources are slowly decreasing. Green marketing strategies benefit not only
companies but also the environment. The company can thus reduce costs, which can further
create a positive image on the consumer's mind, thus creating a good reputation.

Green marketing has evolved as an important strategy to win the market and save the
environment. Marketing mix concept is being used in green marketing, which allows firms to
have control of 4Ps. Implementation of green marketing is a tedious job, but once adequately
handled, it can win the market. Future research should take into account customers’
perception, customers’ preferences and the stakeholders perception of green marketing and
green products.

Conclusions

With the review of different types of researches, various factors were identified which
directly or indirectly affected consumer green purchase behaviour. All these factors were
found either encouraging or discouraging the purchase of green products. The major
constructs affecting green purchase decisions are collectivism, eco-literacy, perceived
consumer effectiveness and social influence. With the rise of the internet and the advent of
new concepts like social media, e-commerce, digital marketing, the 4P’s model of marketing
is still the king. There is a twofold impact of green purchase behaviour towards marketing
mix. The basic strategies analysed were green labelling, green advertising, green packaging,
green pricing etc. Thus, the internet can be used as a powerful tool for promoting green
products.

References

Akehurst G., Afonso C., and Gongalves H.M, (2012). Re-examining green purchase
behaviour and the green consumer profile: New evidences. Management Decisions, 50(5),
972-988.

Akter, J. (2012). Consumer Attitude towards Green Marketing in Bangladesh. ASA
University Review, 6(1), 158-166.

Arvola, A., Vassallo, M., Dean, M., Lampila, P., Saba, A., Lahteenméki, L., & Shepherd, R.
(2008). Predicting intentions to purchase organic food: The role of affective and moral
attitudes in the Theory of Planned Behaviour. Appetite, 50(2), 443-454.

AIMA Journal of Management & Research, February 2019, Volume 13 Issue 1/4, I1SSN 0974 — 497“
Copy right© 2019 AJMR-AIMA



Banyte, J., Brazioniené, L., and Gadeikien¢é, A. (2010). Investigation of green consumer
profile: a case of Lithuanian market of eco-friendly food products. Ekonomika ir vadyba—
Economics and Management, 15, 374-383.

Chan, R.Y. (2001). Determinants of Chinese consumers' green purchase behaviour.
Psychology & Marketing, 18(4), 389-413.

Cheah, I and Phau, I (2011). Attitudes towards environmentally friendly products: The

influence of ecoliteracy, interpersonal influence and value orientation. Marketing Intelligence
& Planning, 29(5), 452-472.

Chen, T. B., and Chai, L. T. (2010). Attitude towards the environment and green products:
consumers’ perspective. Management science and engineering, 4(2), 27-39.

Cho, Y.N., Thyroff, A., Rapert, M.I.,, Park, S.Y., and Lee, H.J. (2012). To be or not to be
green: Exploring individualism and collectivism as antecedents of environmental behaviour.
Journal of Business Research, 66(8), 1052-1059.

Davari, A., & Strutton, D. (2014). Marketing mix strategies for closing the gap between green
consumers' pro-environmental beliefs and behaviors. Journal of Strategic Marketing, 22(7),
563-586.

D’Souza, C., Taghian, M., Lamb, P., and Peretiatkos, R. (2007). Green decisions:
demographics and consumer understanding of environmental labels. International Journal of
Consumer Studies, 31(4), 371-376.

Ellen, P.S., Wiener, J.L., and Cobb-Walgren, C. (1991). The role of perceived consumer
effectiveness in motivating environmentally conscious behaviours. Journal of Public Policy
& Marketing, 10(2), 102-117.

Ellen, P. S., Webb, D. J., & Mohr, L. A. (2006). Building corporate associations: Consumer
attributions for corporate socially responsible programs. Journal of the Academy of
Marketing Science, 34(2), 147-157.

Eze, U. C., and Ndubisi, N. O. (2013). Green buyer behaviour: Evidence from Asian
consumers. Journal of Asian and African Studies, 48(4), 413-426.

Fujii, S. (2006). Environmental concern, attitude toward frugality, and ease of behavior as
determinants of pro-environmental behavior intentions. Journal of Environmental Psychology,
26(4), 262-268. doi:10.1016/j.jenvp.2006.09.003

Gonzalez, E. M., Felix, R., Carrete, L., Centeno, E., and Castafio, R. (2015). Green Shades: A
Segmentation Approach Based on Ecological Consumer Behavior in an Emerging Economy.
Journal of Marketing Theory and Practice, 23(3), 287-302.

Gupta S & Ogden D. T., (2009). To buy or not to buy? A social dilemma perspective on
green buying. Journal of Consumer Marketing, 26 (6), 376 — 391.

AIMA Journal of Management & Research, February 2019, Volume 13 Issue 1/4, I1SSN 0974 — 49
Copy right© 2019 AJMR-AIMA



Hamid, S. A. R., Shah, T. Z., and Ghafoor, H. A. (2012). Analysis of attitude towards green
purchase: Pakistan in Context. International Journal of Business and Social Science, 3(6),
112-115.

Indumathi .N1,Dawood A.K. (2016). Impact of marketing mix on consumer behaviour in
organic product. International Journal Of Research In Finance And Marketing, Vol. 6 Issue
10,pp.43~54

Iravani M. R., Zadeh M. S., Forozia A., Shafaruddin N. and Mahroeian H. (2012). Study of
factors affecting young consumers to choose green products. Journal of Basic and Applied
Scientific Research, 2(6), 5534- 5544.

Jain, S. K., and Kaur, G. (2006). Role of socio-demographics in segmenting and profiling
green consumers: an exploratory study of consumers in India. Journal of International
Consumer Marketing, 18(3), 107-146.

Kalafatis, S. P., Pollard, M., East, R., and Tsogas, M. H. (1999). Green marketing and Ajzen's
theory of planned behaviour: a cross-market examination. Journal of consumer marketing,
16(5), 441-460.

Kang, S., and Hur, W. M. (2012). Investigating the antecedents of green brand equity: a
sustainable development perspective. Corporate Social Responsibility and Environmental
Management, 19(5), 306-316.

Khan, A., Khan, M.N., and Siddiqui, T.Z. (2013). Gauging attitudes towards the environment
through NEP: a case study from India. International Journal of Social Entrepreneurship and
Innovation, 2(1), 42-51.

Khare, A. (2014). Consumers’ susceptibility to interpersonal influence as a determining
factor of ecologically conscious behaviour. Marketing Intelligence and Planning, 32 (1), 220.

Khare, A. (2015). Influence of green self-identity, past environmental behaviour and income
on Indian consumers' environmentally friendly behaviour. Journal of Global Scholars of
Marketing Science, 25(4), 379-395.

Khan, M. N., and Kirmani, M. D. (2015). Influence of environmental characteristics of the
consumers on their willingness to pay for green products: an empirical investigation.
International Journal of Social Entrepreneurship and Innovation, 3(5), 374-386.

Kim, Y. (2011). Understanding green purchase: The influence of collectivism, personal
values, and environmental attitudes and the moderating effect of perceived consumer
effectiveness. Seoul Journal of Business, 17(1), 65-92.

Kim, Y., and Choi, S.M. (2005), Antecedents of green purchase behaviour: an examination of
collectivism, environmental concern, and PCE, Advances in Consumer Research, 32(1), 592-
599.

AIMA Journal of Management & Research, February 2019, Volume 13 Issue 1/4, I1SSN 0974 — 49
Copy right© 2019 AJMR-AIMA



Kirmani, M.D. (2016a). Environmental attributes and market segmentation: Insights from
India. International Journal of Management Concepts and Philosophy, 9(2), 73-92.

Kirmani, M.D. (2016b). Environmental concern to attitude towards green products:
Evidences from India. Serbian Journal of Management, 11 (2), 159-179.

Kumar, P. and Ghodeswar, B.M (2015). Factors affecting consumers’ green product purchase
decisions. Marketing Intelligence & Planning, 33(3), 330-347.

Laroche, M., Bergeron, J., and Barbaro-Forleo, G. (2001). Targeting consumers who are
willing to pay more for environmentally friendly products. Journal of consumer marketing,
18(6), 503-520.

Larson, L.R., Stedman, R.C., Cooper, C.B. and Decker, D.J. (2015). Understanding the
multidimensional structure of pro-environmental behaviour. Journal of Environmental
Psychology, 43, 112-124.

Lee K (2008). Opportunities for green marketing: young consumers. Marketing Intelligence
& Planning, 26(6), 573-586.

Lee, K. (2010). The green purchase behavior of Hong Kong young consumers: The role of
peer influence, local environmental involvement, and concrete environmental knowledge.
Journal of international consumer marketing, 23(1), 21-44.

Lee, K. (2014). Predictors of Sustainable Consumption among Young Educated Consumers
in Hong Kong. Journal of International Consumer Marketing, 26(3), 217-238.

Leonidou, L. C., Leonidou, C. N., and Kvasova, O. (2010). Antecedents and outcomes of
consumer environmentally friendly attitudes and behaviour. Journal of Marketing
Management, 26(13-14), 1319-1344.

Levinson Jay Conrad, Horowitz Shel (2010), ‘Guerrilla Marketing Goes Green: Winning
Strategies to Improve Your Profits and Your Plane’,Wiley, USA

Lin, Y. C., and Chang, C. C. A. (2012). Double standard: The role of environmental
consciousness in green product usage. Journal of Marketing, 76(5), 125-134.

Liu, X., Wang, C., Shishime, T., & Fujitsuka, T. (2012). Sustainable consumption: Green
purchasing behaviours of urban residents in China. Sustainable Development, 20(4), 293-308.

Luzio, P.P.J., and Lemke, F. (2013). Exploring green consumers' product demands and
consumption processes: The case of Portuguese green consumers. European Business Review,

25(3), 281-300.

Moser, A. K. (2015). Thinking green, buying green? Drivers of pro-environmental
purchasing behavior. Journal of Consumer Marketing, 32(3), 167-175.

AIMA Journal of Management & Research, February 2019, Volume 13 Issue 1/4, I1SSN 0974 — 49
Copy right© 2019 AJMR-AIMA



Mostafa, M. M. (2007). Gender differences in Egyptian consumers’ green purchase
behaviour: the effects of environmental knowledge, concern and attitude. International
Journal of Consumer Studies, 31(3), 220-229.

Nath, V., Kumar, R., Agrawal, R., Gautam, A., and Sharma, V. (2014). Impediments to
adoption of green products: an ism analysis. Journal of Promotion Management, 20(5), 501-
520.

Pagiaslis, A., and Krontalis, A. K. (2014). Green consumption behaviour antecedents:
environmental concern, knowledge, and beliefs. Psychology and Marketing, 31(5), 335-348.

Park, J. S., and Lee, J. (2014). Segmenting Green Consumers in the United States:
Implications for Green Marketing. Journal of Promotion Management, 20(5), 571589.

Poortinga, W., Steg, L., & Vlek, C. (2004). Values, Environmental Concern, and
Environmental Behavior. Environment and Behavior, 36(1), 70-93.

Punyatoya, P (2014). Linking environmental awareness and perceived brand eco-friendliness
to brand trust and purchase intention. Global Business Review, 15(2), 279-289.

Raksha R. and Majidnazar M. (2011). Evaluation of Effectiveness Ofgreen Marketing Mix on
Consumer Satisfasction and Loyalty: (Case Study: The East Azarbaijan Pegah Dairy
Company in Tabriz, Iran). Middle-East Journal of Scientific Research, 10 (6), 755763.

Rice, G (2006). Pro-environmental behavior in Egypt: Is there a role for Islamic
environmental ethics. Journal of Business Ethics, 65(4), 373-90.

Roberts, J. A. (1996). Green consumers in the 1990s: profile and implications for advertising.
Journal of business research, 36(3), 217-231.

Shamdasami, P., Chon-Lin, G. O., and Richmond, D. (1993). Exploring green consumers in
an oriental culture: Role of personal and marketing mix factors. Advances in consumer
research, 20(1), 488-493.

Shrum, L. J., McCarty, J. A., and Lowrey, T. M. (1995). Buyer characteristics of the green
consumer and their implications for advertising strategy. Journal of Advertising, 24(2), 71-82.

Smith, K. T., and Brower, T. R. (2012). Longitudinal study of green marketing strategies that
influence Millennials. Journal of Strategic Marketing, 20(6), 535-551.

Stern, P. C., & Dietz, T. (1994). The Value Basis of Environmental Concern. Journal of
Social Issues, 50(3), 65-84.

Straughan, R.D. and Roberts, J.A. (1999). Environmental segmentation alternatives: a look at
green consumer behavior in the new millennium. Journal of consumer marketing, 16(6), 558-
575.

AIMA Journal of Management & Research, February 2019, Volume 13 Issue 1/4, I1SSN 0974 — 49
Copy right© 2019 AJMR-AIMA



Tan, B. C., and Lau, T. C. (2011). Green purchase behavior: Examining the influence of
green environmental attitude, perceived consumer effectiveness and specific green purchase
attitude. Australian Journal of Basic and Applied Sciences, 5(8), 559-567.

Tang, Y., Wang, X., and Lu, P. (2014). Chinese consumer attitude and purchase intent
towards green products. Asia-Pacific Journal of Business Administration, 6(2), 84-96.

Uddin, S.F. and Khan, M.N. (201). Exploring green purchasing behaviour of young urban
consumers: empirical evidences from India. South Asian Journal of Global Business
Research, 5(1), pp.85-103.

Vermeir, 1., & Verbeke, W. (2006). Sustainable food consumption: Exploring the consumer
“attitude—behavioral intention” gap. Journal of Agricultural and Environmental Ethics, 19(2),
169-194.

Wang, S.T. (2014). Consumer characteristics and social influence factors on green
purchasing intentions. Marketing Intelligence and Planning, 32(7), 738-753.

Xiao, C., & Dunlap, R. E. (2007). Validating a Comprehensive Model of Environmental
Concern Cross-Nationally: A US-Canadian Comparison. Social Science Quarterly, 88(2), 471
493.

Zhao, H. H., Gao, Q., Wu, Y. P., Wang, Y., and Zhu, X. D. (2014). What affects green
consumer behavior in China? A case study from Qingdao. Journal of Cleaner Production, 63,
143-151.

Definition of Consumer Behaviour According to American
https://www.coursehero.com/file/p2kujrh/Definition-of-Consumer-Behaviour-According-to-
American-Marketing-Association/

AIMA Journal of Management & Research, February 2019, Volume 13 Issue 1/4, I1SSN 0974 — 49
Copy right© 2019 AJMR-AIMA



