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Introduction 

In this report I will write about the “iPod” a Macintosh creation. I will start off 

my report with a brief introduction to “Apple” followed by a description of the 

“iPod”. Then I will move on to talking about consumption behaviour, the 

organization of sales, marketing operations, marketing strategies and will put 

forward what I came across in my research. Finishing of my report with a 

conclusion. 

 

Apple 

Apple otherwise known as Apple Inc, used to be called Apple Computer. This 

company is a multinational corporation based in the 

States. Apple has an online shop as well as Apple 

owns over 200 shops in over 8 different countries. 

It produces software’s and electronic devices such 

as computers, iPod, iPhones and so on yet this 

multinational started off in making computers and 

this is what they are the most famous for, the iPod and iPhone come latter on. 

They have also created a large amount of computer programmes and 

systems for example; Final Cut Studio, Mac OS X, iLife, and iTunes. To make 

this multinational work there is a group of just under 30’000 employees 

worldwide.  

 

 

iPods 

Apple brought out a portable media player in late 2001 this was named the 

iPod. All models of the iPods are made using the same concept yet they will 

have various aspects to them that will vary. These gadgets were initially 

created to give the consumer a portable music player as well as an external 

data storage device like a USB stick. Gradually Apple started to developed 

the iPod and its applications started to greaten. Soon it had 

games and pictures as well as the possibility to watch 
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films on it and now you can even call, text, and go on the Internet from it. Of 

course the capacity of the iPod depends on the model, they come in a range 

of 4GB, 8GB, 16GB and 32 GB this is an incredible amount of storage. I 

would say that 4GB is just over 1000 songs. The concept of the iPod is that 

you can transfer your music form your computer to your iPod through iTunes. 

Apple also creates this program. iTunes is compatible with both Mac’s and 

PC’s. This programme enables you to buy songs, albums, series, films and 

games over the Internet and put them onto your computer and iPod. ITunes 

also gives you the possibility to create your own play lists.  Apple recorded 

that their digital audio player is the most popular one worldwide. They over 

powered all other digital audio player sales in late 2007. 200 million iPods 

where reported to have been sold. There are many versions of the iPod 

including;  

 

 

- The iPod Shuffle 
Apple designed this iPod in 2005 to be the smallest and cheapest 

model. This iPod has no screen and uses “tagline” and its music is 

played randomly. This model comes in pink, green, silver, blue, and 

orange. 
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- The iPod Mini 
This model was created by apple in 2005 and also uses tagline instead 

of sorting information on a hard disk. It has a screen displaying the 

tracks and a click wheel to control it. The Mini comes in al sort of 

different colours 

 

 
 

- The iPod Nano 
The Nano is a mid-range model, that was also brought out in 2005, 

using the same technology as the iPod Shuffle yet this model has a 2 

inch screen and a click wheel like the iPod Classic. Today this is the 

most successful iPod with the highest sales over all. The mini also 

comes in various colours. There have been several versions of the 

iPod Nano as you can see in the pictures below. 
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- The iPod Touch 
Apple created this version of the iPod in 2007. This model comes in 

8,16, or 32 GB. This iPod is unique due to the fact that it has a touch 

screen and safari a web browser on it. This means that the Touch is 

the first iPod with wireless access to the iTunes Store. 

 

 
 

- The iPod Classic 
The Classic has hard drive storage and was the first version of the iPod 

to be launched, but since the iPod was invented there has been six 

generations of the classic model.  
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- The iPhone 

This is a smart phone made by Apple. It has the same design and lay 

out as the iPod Touch and therefore also has a touch screen. With this 

phone you can take pictures, watch films, use a GPS, listen to music, 

call, text, and email, go on the Internet and have wireless Internet 

connection in Wi-Fi areas.  

  

  

                                               

 

 

 

Consumer Behaviour  

What is consumer behaviour? It is a mixture between psychology, sociology 

and economics. It is the analysis of when people purchase, what people 

purchase, how people purchase individual products, and finally why people 

purchase. The aim is to appreciate the consumer’s decisions and actions. The 

point of this process is to determine what it is exactly that the buyer wants by 

studying demographics, psychographics and behavioural variables. This 

process will also look at the influence that various categories make, such as; 

reference groups, friends, family, and general society. Here I have inserted a 

quote from Belch and Belch describing what consumer behaviour is in their 

eyes: 
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 'The process and activities people engage in when searching for, selecting, 

purchasing, using, evaluating, and disposing of products and services so as to 

satisfy their needs and desires'.  

 

 

 

Below I have placed a simple chart of the consumer behaviour process, that I 

made my self with the inspiration of the EKB model designed by Engel, Kollat 

and Blackwell in 1969, that was based on the Maslow’s hierarchy of needs 

and Freid’s psychoanalytic theory. This chart shows you the various stages in 

consumer behaviour in its strategically order giving a short description to each 

individual step.  

 

 

Stage Brief description   

1. Problem        

recognition 

The consumer perceives a need and becomes 

motivated to solve a problem. Motivation 

2. Information 

search 

The consumer searches for information required to 

make a purchase decision Perception 

3. Information    

    Evaluation The consumer compares various brands and products 

Attitude 

formation 

4. Decision The consumer decides which brand to purchase Integration 

5. Post-purchase     

    Evaluation The consumer evaluates their purchase decision Learning 

 

 

1. Problem recognition  

This occurs when there is a difference between the consumers desired 

state and the consumers actual state. This is due to a problem in 

recognition and can be caused by; new products, related products, 

stock shortage of item, or the dissatisfaction with a current product or 

service. Buyers are often compelled to confront these differences and 

this is what launches them into the buying process.  Basically problem 
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recognition is a sort of motivation, meaning an aspect that pushes a 

consumer to buy. 

 

 

 

2.  Information search  

Is when the buyer has pin pointed the problem; they look for details on 

the goods and services that could resolve the obstacle. This process 

can also be looked on as perception, the way by which the consumer 

collects, selects, interprets and organizes data to produce a significant 

concept. The buyer will also decided which promotional message he or 

she will be receptive to. This is done by the selective perception 

process as consumers will depict information that relates to their own, 

cultures, beliefs, experiences, attitudes and motives and will of course 

remember the message that touches them the most.  

 

3. Information evaluation 

How do consumers choose their products? After having compared 

each brand and product the buyer will evaluate the functional and 

psychological advantages that each one offers. This is why companies 

need to figure out how to be part of the brands that the consumer 

considers. They need to find out what benefits the consumer to be able 

to attract the consumer with their product. Companies must also take 

into consideration what sort of criteria the consumer has to be able to 

four fill them. 

 

4. Purchase decision  

This is when the buyer has reached a decision point will he buy or not? 

The consumer might not always follow his purchase decision and so it 

is the companies duty to facilitate the purchase to the highest point, the 
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company can do so by introducing sales, credit opportunities, payment 

plan possibilities, creating competitions that influence one to buy 

products straight away as you could win a prize or they could even 

introduce premium plans. But the ultimate goal is to make the purchase 

look the most attractive as possible to the customer. 

 

 

Organisation of Sales  

This is the strategy that a company takes on to optimize their sales. To 

maximise a companies sales there are 5 key points that they must take into 

consideration 

 

1. Optimal thinking 

This is a way of seeing things in its best possible form and delivering 

the best performance. This is done by focus on the best most 

constructive ideas. The point to this is to work towards the best 

outcome at all times. When doing this, the important questions you 

must ask are: 

• What is the best solution? 

• How can we improve our current status? 

• Are we doing everything that we can to make this 

work? 

• What is the most constructive thing to do at the 

moment? 
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This is a chart that visualises optimal thinking 

 

 
 

 

2. Strategies 

This is a plan that one puts together. It is a long-term program that puts 

a structure to how you will achieve your goals. This tactic is used to 

make it help understand and peruse the plan of action. 
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3. People 

It is important to use the skills of each individual in your company to 

their fullest. Profiting from attitudes, motivation, sales skills and so on. 

 

4. Process 

This is they way that one chooses to organise and plan the different 

sale moves. It is important to make the most of sales leads and 

metholodgy. 

 

5. Platform 

This is on the shop floor. It is important here to strive to accomplish a 

good customer relationship. 

 

Apples organisational strategy is formulated in the following manner, they 

analysis their sales, services, marketing, online services, and so on and revue 

how they can improve it and then do so in the most appropriate way. 

 

Marketing Operations Management  

Marketing operation management is a strategy created to optimise a 

company’s profit, consisting of planning, budgeting, managing content of 

information and analysing the companies marketing strategy on a whole. The 

goal of marketing is to bring in new customers to buy the companies products 

to amortise the money they have invested on their marketing strategy. A 

successful marketing strategy is one that manages to connect to customers. 
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Apples Marketing 
Apple is an extremely popular company and their success just keeps growing. 

One of the main reasons for this is that their marketing strategy is extremely 

strong. iPod and iTunes brought in a great deal of customers, due to its user-

friendly soft wear and its great design. In the past 5 years Apples shares have 

boomed from around $7.50 to and amazing $180 per share and at the 

beginning of this year Apples capitalization hit around $160 billion. People say 

that the iPod is the driver to Apples immense success in the last 5 years. Yet 

there are not many people that know that at first bipods were a flop they 

completely plummeted. The first iPod was launched at the end of 2001. Sales 

were around 150 thousand unites per quarter from 2001 till 2004, now they 

are at around 15 million units per quarter, which is an enormous change. 

 

I believe Apple managed to turn things around for them selves by creating an 

amazing product and using an excellent marketing strategy. In my eyes the 

reason for the boom in iPod demand is simple. They managed to create a 

beautifully designed product that they improved year after year. They started 

off by introducing the color display, then the photo viewing option, after this 

they brought in the video viewing option, they improved the battery life, the 

user interface, they slimmed it down, as well as increasing the storage space, 

they invited newer, smaller and cheaper versions and at the same time they 

kept on improving the iTunes software. Making the iPod not only an MP3 but 

also a fashion accessory, a must have. Apple designed this to be the most 

attractive MP3 on the market with the most interesting applications and 

created a strong marketing strategy behind it. Through this strategic plan the 

iPod seceded in becoming the most successful MP3 player worldwide 

attracting more and more customers to Apple. 
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My Research 

I myself conducted research to see what I could find out about what people in 

general think about the Apple brand and the iPod it self. I managed to round 

up just over one hundred questionnaires by posting them on the Internet and 

getting random people on the street as well as friends and family to fill them 

out. The information I found from these questionnaire did not surprise me at 

all, the results were pretty much the way I expected them to be. As my 

questionnaire was quite long I decided to look into just a few specific aspects. 

I have chosen to observe; the computer brand of the iPod user, the opinion of 

the price of the iPod to the iPod consumer, the rating of the quality of the iPod 

by the iPod user, the consumers opinion of the Apple brand, the quality rating 

of the iPod in the consumers opinion, and the price of the iPod.  I will be 

describing all of these topics with and explanation and a graph. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 14 

The Gender Of The iPod Consumer 

 
 

As you can see in this chart the number of female consumers is way higher than that 

of male consumers with 60% for women compared to a low 40% for men. This can be 

due to several factors, yet most of the people stated that this was because the 

advertising was more appealing to women and did not have the same appeal to men. I 

think that this is a matter of opinion. Never the less there is a difference and I believe 

that this has come to a for because more women answered my survey than men. 
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The Brand 

 
 

As one can notice in this graph, there is a drastic difference in the amount of PC and 

Mac users. This has always been clear to me. Did you know that only 10% of 

businesses worldwide use Mac? Well this is a fact. Yet people that filled in my 

questionnaire were all iPod owners this makes me come to the conclusion that you do 

not have to be a Mac user to be an iPod owner. This is a good point for Apple because 

in convincing people to buy their iPods they have the possibility of influencing theses 

consumers to buy more Apple products. This is a good marketing aspect as people 

will go into the Apple Store and other products might catch their eyes. 
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The Price 

 
 

In this graph you will notice that most customers regard the ipod as being 

expensive. This is true it is one of the most expensive MP3 players in stores 

at the moment. Yet this is also the MP3 with the most sales. Therefore we can 

see that Apple has been able to come up with a product that has such a good 

design and marketing strategy that it’s price is hardly an obstacle for them. 
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The Quality 

 
 

Here it is shown that the people who buy iPods consider the iPod to be in general a 

good quality product. This means the consumer thinks that they can relay on the 

product and that they are happiness with it’s quality will increase sales because it will 

encourage them to buy this item again or even other Mac designs, further more it is 

good publicity for Apple because if the consumer is happy about a product they will 

talk about it giving Apple good publicity and this might bring new customers to 

Apple. 
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The Marketing Strategy  

 
 

This graph shows that in general Apples marketing strategy is working and people 

like it and are responding to it. Apple has created a young and hip way of advertising 

their products in an eye catching way. The quality of there advertisements is 

reassuring and will inspire more and more buyers to consume their products. 
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iPod 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

On an overall basis the iPod buyers answered that they are happy with the 

iPod. The Majority of them are extremely satisfied with their purchase. As I 

mentioned before this is good publicity for Apple. Apple has managed to 

create a product that appeals to a large range of customers, are large verity of 

styles, ages, cultures and so on, they have made an object that many sorts of 

different people are interested in. This is a huge accomplishment and I believe 

that this is the strength of the ipod, anyone and any place or time can use it.  
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Conclusion  

To summarize I consider Apple is a very successful company if not one of the 

most successful firms I know. They did have problems but their beautiful 

designs and there amazing marketing strategies brought their sales up again. 

This proves that Apple has the business touch. As I stated previously the iPod 

is one of Apples most soled products and it has helped Apple rise to its actual 

triumphant situation. This brand knows what they are doing and they are 

doing it well. They have an excellent team that produces magnificent products 

with catchy adverts meaning that their sales are up and they just keep on 

rising, meaning that their marketing strategy is working well for them. 
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The Questionnaire 

 
Consumer Behaviour Class Project Questionnaire 

 

Gender (please circle): Male / Female 

 

1. Age (please circle): Under 15 / 16-20 / 21-25 / 26-35 / 36-45 / 46+ 

 

2. Job title? 

………………………………………………………………………… 

 

3. Income per month (please circle): Under 5’000 / Under 10’000 Fr.-/ 

under 15’000 / Over 20’000  

 

4. Are you a Mac or PC user? (Please circle) 

 

5. Do you own an iPod? If yes what model of iPod does you own? 

(Please circle) 

- Original (standard – the first iPod to be launched) 

- Mini (please circle color – pink / gold / silver / blue / green) 

- Shuffle 

- Nano (please circle color – white / black) 

- Video (please circle color – white / black) 

- New nano (please circle color – pink / gold / silver / blue / green 

/ black) 

 

6. How long have you owned the your Ipod? ………………………………. 

 

7. How many iPods have you had? (Please circle) 

0 / 1 / 2 / 3 / 4 / 5 / 6 / 7 / over 8 
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8. Where did you hear about the iPod? (Please circle): 

Inshore / Internet / Magazines / Television / Word of Mouth / Other (please 

state) …………………………………………………………………… 

 

9. Did you buy the iPod yourself? (Please circle): Yes / No  

 

10. Where did you buy your iPod from? (Please circle) 

  In an Apple store / On the Internet / Other shop …………………………  

 

11. Have you ever received or given an iPod as a gift? 

………………………………………………………………………………. 

 

12. Do you think that an iPod is a good gift? (Please circle) yes/no? Why? 

…………………………………………………………………………………

…………………………………………………………………………………                                

 

13. Did advertising influence your opinion of the iPod? (Please circle): Yes 

/ No and why? 

…………………………………………………………………………………

…………………………………………………………………………………. 

 

14. Would you buy the product again or recommend to a friend? (Please 

circle): Yes / No and why? 

.................................................................................................................

................................................................................................................. 

 

15. Are you aware of any of the iPod competitors?  If yes which ones 

(Please circle): Yes / No 

………………………………………………………………………………………

……………………………………………………………………………………… 

 

16. Would you consider buying any of their products? (Please circle): Yes / 
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No If yes which ones? 

………………………………………………………………………………………

……………………………………………………………………………………… 

 

17. Did the price of the other product affect your decision to buy it? (Please 

circle): Yes / No If yes why? 

………………………………………………………………………………………

……………………………………………………………………………………… 

 

18. How often do you use the product? (Please circle): Every Day / 2-3 

times a week / Once a week / Once a fortnight / Once a month / Other? 

………………………………………………………………………… 

 

19. Is there a particular reason you own an iPod? (Please circle): Exercise 

/ Love for music / Work / Fashion Accessory / Other? 

……………………………………………………………………....................... 

 

20. Have you bought any other products as a result of owning an iPod? 

(Please circle): Yes / No If yes, what? …………………………………… 

 

 

21.  Could you please rate the following aspects of the product: 

 (1 Poor – 5 Excellent) 

- Is the Ipod good Quality? 

-  Is the Ipod Expensive? 

-  Is Apple a good and trustworthy brand? 

- Is the Ipod well built?  

- Is the Ipod good value for money?  

- What is your overall rating of the iPod? 

- What is your over all rating of Apple? 
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