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ABSTRACT : With the end of 20
th

 century we are moved into a third millennium.  As 

consumers we can see many developments and changes are taking place around us.  

Every firm within each industry is trying to follow and fulfill the changing and diverse 

needs of the people.  The proportion of working wife families has increased very much 

over the past half century.  In 1910, only one wife out of five wives worked, but today, 

the proportion is reached to three out of five.  Working wives have time constraint for the 

performance of household duties such as shopping, cooking, cleaning etc.  This suggests 

that different strategies should be developed by marketers to cope with these problems.  Marketers should consider 

working and non-working women as different consumers.  Objectives of this study are- to determine how women, 

now days, formulate their purchasing strategy for different types of goods,  to determine different aspects of 

purchasing strategy on which working and non-working women have different views,   to study the effect of various 

factors on purchasing policy of both working and non-working women. 
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INTRODUCTION 

 Today marketers consider ‘consumer’ as the king.  Marketers perform and develop all activities to satisfy the 

ultimate consumer, this concept is becoming more powerful today.  Today market is being crowded with so many 

products.  The challenge in front of the marketers is how to understand the difference of consumer behaviour and 

then provide goods and services according to their needs.  Today, the image of company is built and made well 

known by its customers.  Thus the success and future of the firm will be decided by how effectively the firm has 

been satisfying the diverse needs and wants of consumers.  In this policy, firm should treat each customer as unique 

and thus offer products and services to suit his needs, for creating a full life time value and relationship with him.  

For this marketers need to understand consumer behaviour especially of women because in most of purchasing (for 

grocery items, other household items, kids’ clothes, gifts for friends and family etc.) they play an important and 

major role.  Generally, purchasing is the activity of acquiring goods or services to accomplish the goals of an 

individual.  It is to obtain ownership of a good or asset in exchange for money or value.  Thus, we can say that to 

acquire something by paying for it is, buy.  A consumer is the ultimate user of a product or service and consumer 

behaviour is how and why people make the decision of purchasing goods & services. 

Marketers put efforts to understand this behaviour, so that, they can formulate better appropriate marketing strategy 

& thus increase sales and brand loyalty for their products.  The overall consumer market consists of all buyers of 

goods and services, who purchase the products for their personal use, and others who purchase the product for 

family use.  Purchase decisions of consumers regarding products/services affect the demand for basic raw materials, 

for transportation, for banking, for production etc.  This also affects the employment of workers, the employment of 

resources, and the success or failure of firms.  In order to understand consumer behaviour, marketers examine 

purchase decision processes of consumers especially they try to understand those factors that force consumers to buy 

a certain product.  Now, marketers have come to realize that profitability of their firm depend upon how better they 

understand the factors causing a specific consumer behaviour.  Today, the digital revolution allows much greater 

customization of products, services and promotional activities of market than older marketing tool 

Review of literature 

Mc Call (1977) study on the topic- “To compare the shopping behaviour and attitudes between working and non-

working women”. She interviewed 1092 women from Texas. She observed that as for food shopping, the working 


