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Abstract
The significance of this research is to develop a better understanding on the impact of the German automobile advertisement on costumers’ behaviour. The advertisement is a very important channel used to link the customer and the marketer. Now days, any company can use the advertising to create awareness about the brand or to disseminate information’s related with its products and services. This research will primarily focus upon understanding the factors that influences the buying decisions of the consumers.
To establish the impact of Mercedes advertisement on the “decision making factors” of costumers, the data collected from the online respondents has been analysed. Main findings reveals that the Mercedes advertisement has greatly influenced the sales volume by providing customers with basic information, product awareness, new product launch, discounts, and special offers.
It also helped the organisation to change the view of people towards the organisation and to change people’s attitude. Mercedes reputation, uniqueness, quality and design created a positive relationship between company and customers buying behaviour worldwide.
Advertising the products and services of the company not only makes the people aware of its items but also attracts them.
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[bookmark: _Toc96373300]Chapter 1 Introduction
“Advertisement” is a strategy for reporting the customers and influencing them to buy products to make proper business (Ali, 2021). This influences the customer behaviour to make buying recommendations and transfer to other customers. This is an important trait for business, and it plays a crucial role to enhance the economic growth of a company. “Advertising” can be defined as a process of promotion organised by the business bodies and passed to the local and international audiences through various means. Social networking sites like Facebook, Twitter and Instagram, electronic means like televisions and radios and other means like newspapers are being used for advertisement and these are helpful to reach maximum customers in less time. The advantages of advertising are many and these all are essential for any company or business organisation (Huai, 2021). This helps to introduce new products to the markets. Customers are aware of any new and enhanced product in the market through advertisement. Advertisement also helps to expand the market for the business organisations launching their products to the maximum customers. The companies can earn huge profit promoting their product to more potential customers and they can higher the revenue from the market. Again, it helps to enhance the sales of the company and helps the company to achieve success. All the business organisations of the world use promotional values to expand their sales and earn profit. This is a very essential trait to be in the competition in the market and to achieve a place in the industry. Promotion and advertisement help to attract more customers to the business of a company and thus helps to win the competition in the market. Apart from that, advertisement of the company helps to gain trust of the customers and to achieve a good reputation in the market. Also, the customers come to know about various products, and they get an idea about the company through advertisements. This brings a good reputation for the company and helps to make a good business in the market. Advertisement also helps to lower the cost for “brokers” in a company (Vernali, 2021). It serves as a means of promotion and therefore no brokers are needed for the company to promote their product. In short, advertisement is a means for an organisation to have a successful business. Another very helpful trait of advertising is that it helps to launch new and enhanced products to the customers. Advertising helps to understand the quality and the quantity of the product of service related to the cost of it. This can make a proper promotion to make a proper business for any company. Advertising helps the salesmen to make a proper business. Advertising attracts the customers towards a product or service, and they help to make a good business for the salesmen. This makes the job of a salesman easy and supports them to make great deals with the customers. This indirectly creates opportunities for others. Advertisement is a creative job, and many creative people can have a good opportunity in this. This also indirectly helps the companies by reducing costs. Advertising shortens the cost for other promotional values and the companies are having profit from it. 
[bookmark: _d0rlhjuyh6oc][bookmark: _Toc96373301]1.1 Background of the Company
Introduction
This background study serves a chance to know about the company properly. It also helps to conduct the research properly delivering the earlier data of the company. This study serves for a good understanding of the background of the “Benz” company.
 “Benz” is one of the leading car companies of Germany and the company is operating with high efficiency (Azman, 2019). The company is promoting their business to a huge number of customers, and they are making good progress in the local and international markets. The headquarter of the company is situated at Stuttgart in Germany. The company was founded by Karl Benz. Benz started the company “Benz and Cie” with two other partners Max Rose and Friedrich Willhelm Esslinger in 1883. With a successful business of the company the founders achieved a business license to manufacture gas engines. In the year of 1884 “Wilhelm Maybach” grew an insider firing engine (Robert, 2019). It is also known as “grandfather clock” with that dense, light weight shape, the machines design the bottom for swinging it. The amount of the operations of the trial soon optimised Daimlers whole fortune, however, “Gottlieb Daimler” obliged to search the partner for the business. In the year of 1890 on 28 November, Daimler founded “Daimler-Motoren-Gesellschaft” with “Max Duttenhofer” although with the help of the business partner.  In the year of 1891 when “Wilhelm Maybach” stepped down because of some inappropriate terms of contract, Daimler moved to a tactic. Daimler continues to construct engine with “Wilhelm Maybach'', but all the copyrights was in the name of “Gottlieb Daimler.'' The enhancing taut connection with “Duttenhofer and Lorenz” led the group to keep out Daimler as stakeholders. A decline in banking led to stand technical growth, which gave rise to DMG “(Daimler-Motoren-Gesellschaft)” to restore “Wilhelm Maybach” in 1895. A team of English manufacturers are ready to recompense €350,000 marks for licensing rights (Santo, 2021). “Wilhelm Maybach” is scheduled practical director of DMG, although “Gottlieb Daimler” received a place on the practical board although flatter the examiner general of the manager board. The back of a couple men to “DMG” was an enforcement enhancement for the organisations. “Gottlieb Daimler '' loves this quick growth for only a few periods. In the year of 1897 Benz grew the “contra engine”, the predecessor to present boxer engines. The permit allows the organisation to fulfil the enhancing command for cars featuring higher mechanism outputs. Between1890 and 1899, the number of workers increased from 50 workers to 430. Around 572 cars were manufactured by the “Benz” in the economic year 1899, up to 603 in the following year. 
[bookmark: _qfz850gbhk7s][bookmark: _Toc96373302]1.2 Background of the study
Introduction
Knowing the earlier research outcome on a topic serves a huge support to the study. This helps to make a proper research paper and to compare the recent work with other scholars’ work. This chapter helps to offer a clear view of the background study of the research topic.
“Importance of advertising in business” is a very interesting and essential study and a huge number of scholars are studying on this topic. Gupta conducted research on this topic in 2016. This research was conducted on the “consumer purchasing department in German vehicle organisation”. The department explained that advertising is one of the best promotional traits and it brings a positive attitude to the customers for buying Mercedes. The paper submitted by Kumar and Raju, (2013) named “The Role of Advertising in Consumer Decision Making” explained that advertisement is an essential trait for business, and this implements the power to change the decisions made by the customers to buy a product. According to Kumar (2013), if the advertising and promotional strategy of “Mercedes” can satisfy the customers they choose to grab a “Mercedes” spontaneously. This can make the sales volume of the company grew and they can earn a good profit from the market. According to him, the decision made by the customers ultimately depends on the advertising campaign of the company. Another research, conducted by some scholars, to determine the influence of advertising on the business on Mercedes and BMW. The title of the research was “Rhetorical syllogism in the English and German language of Automobile Advertising”. This study depicted that promotion and advertising helps to enhance the customer behaviour and helped to increase the sales of “Mercedes”. 
[bookmark: _v4px1ebezaib][bookmark: _Toc96373303]1.3 Aims and Objectives
The aim of the research is to determine the impact of advertising on the customer purchase behaviours of Mercedes.  
The objectives of the study are related to the aims of the study and these objectives will enhance to a proper understanding of the research findings. The objectives of the study are as follows:
· To make a proper understanding about advertisement and the factors that influence the selling rate of “Mercedes”.
· To find out the role of advertisement on the buying and selling rate of “Mercedes”.
· To determine the customer behaviour towards the German “Mercedes” company in order to find out the significance of “advertisement and promotion”. 
· To understand the importance of advertisement on the sales volume of the “Mercedes” and the “buying power” of the customers. 
· To find out the effect of advertisement on “decision making” factors of the customers for “Mercedes” over other valuable cars.
· To find out the attitude of the customers towards the sales of “Mercedes” influenced by advertisement and promotional means taken by the “Mercedes” Company.
[bookmark: _hwkokyi9nwy9][bookmark: _Toc96373304]1.4 Research Question
Introduction
Research questions are the questions that need to be addressed to conduct the research. These questions are important as the research will be fulfilled finding out the answers to the questions asked in this chapter. These questions are related to the topic and helpful to meet the aim of the research.
Research questions are important to do proper research and study about a topic. This study is related to the advertisement of “Mercedes” cars and the influence of it on the customers and the selling rate of the company. 
The environment around the world is fast changing and the societies are changing with it (Dalby, 2018). The lives of people all over the world are upgrading and they are getting faster day by day. There is a change in their daily habits, and they are getting enhanced with the changing society. There is a huge hike in their daily expenses, and they are making good progress with it. Almost all the people of the world are following trends and they are spending more for their daily expenses. They are looking for “branded” products and willing to live a wonderful life with a higher status. People are looking for “Mercedes” as it is a well-known and trusted brand in the automobile industry of the world (Li and Wang, 2021). 
Also, there is a huge competition in the market, and this is upgrading every day (Li, 2021). Many companies are launching the same kind of products and all of them are enhancing their business all the time. They are promoting their business through various promotional means and reaching maximum customers to enhance their sales. Moreover, this is so obvious that all the companies in the world are launching advertisements for their products, and they are launching innovations through their products. This study aims to reveal the significance of advertisement in the international markets and to understand the influence of it on various factors of business. 
Research questions for this study are as follows:
· What are the impacts of advertisements and the other business factors on the selling rate of “Mercedes”? 
· How advertising influences the business of “Mercedes” and the buying and selling rate of the company?
· What is the customer behaviour and how does it change towards the selling and buying rates of “Mercedes” with “advertisement and promotion”?
· How does advertising influence the sales volume of “Mercedes” and what is the impact of it on the “Buying power” of the customers?
· How does advertising affect the “decision making factors” of the customers of “Mercedes” over other valuable companies?
· What is the attitude of the customers towards the sales of “Mercedes” and what effect advertising has on it?
[bookmark: _nc2tmiwyfp3y][bookmark: _Toc96373305]1.5 Importance of the study
Introduction
It is important to know the importance of the study as it gives an idea about the conducted research. This chapter serves knowledge to the student about the significance of the study and helps them to understand the topic properly. This chapter serves a clear understanding to the importance of the research topic.
This study has some enormous importance, and this is a valuable study for this topic. The key factor of success of any business is the customer loyalty and that is why it is important to satisfy the customers from every aspect. “Customer satisfaction” is the primary priority for business and all the companies of the world follow this trait (Rita et al., 2019). The Mercedes Company is promoting their business to the customers all over the world and they are providing excellent service to them. They need to focus on innovative ideas to promote their business and to be unique in the market. This is helpful for the company to get valuable customers and to sell their products to a single customer more than once. The company can make their strategies differently and according to the customer demands. This will help to serve the customers easily and the company will gain customer loyalty. 
The company is bound to make different studies and research to know the customer demands and their behaviour towards the products launched by the company. They need to follow the proper methods to make an accurate and fruitful study regarding the topic. This will help to know the customers and make a good and helpful deal for the company. This will make the customers to be attracted to the company and make a potential business for the company. 
Feedbacks from the customers are also helpful for the company to make a proper understanding from the market. The company can understand the customer needs from this, and they can plan their strategies accordingly. This will help them to innovate the ideas for business and make a proper and healthy strategy in order to achieve customer satisfaction (Yeh et al., 2019). Also, this will help to understand how the customers are satisfied and helpful to make a proper deal from it. 
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[bookmark: _Toc96373306]Chapter 2: Literature review
[bookmark: _Toc96373307]2.1 Introduction 
In this section, a critical review of advertisement concepts and its potentially consequences on the buying behaviours of the customers will be completed. There are a range of factors that affects the buying pattern of the customers. This literature review will focus on the automobile industry. 
[bookmark: _Toc96373308]2.2 Understanding the advertisement and its influential factors
When it comes to increasing sales, advertising is one of the most effective and efficient to accomplish this objective. According to the opinion of Liu et al. (2018), advertising influences the sales rate hugely. The role of advertising is basically to convey a message to the audience. This is one of the most eye catchy ways to inform the audience about the products or services of the company. This works for any of the industries. The automobiles industry is also using and being dependent on advertising largely. The company mentioned here in the report spends over $100 Million on advertising. They spend this amount of money on various mediums of advertising. These mediums for advertising are digital mediums. Print medium and national TV. Currently the company is using digital platforms most of the advertisement of the products. Since the advent of the era of the internet, the number of advertisements being placed on social media platforms and websites is increasing tremendously. The amount of advertising on the internet has skyrocketed since then. These social media platforms largely include Instagram, YouTube, Twitter and LinkedIn. In order to influence the customers and to increase the sales rate of the cars eventually, the automobile company uses attractive means to create the advertisement copy. The copy of the advertisements of German automobile companies is largely visually driven. Visual elements are the main attraction of the advertisement copy of this company. The visual elements are selected in such a manner that it is relevant to the advertisement and is adding more meaning to the message. The aim of including visual elements is to attract the customers more since no one gives time to long boring texts in the hustle and bustle of life. Hence, the visual elements and social media advertising drives traffic toward the message and eventually it attracts customers which will increase sales. Along with visual elements, the automobile company uses branded and relevant hashtags to maximise the reach in order to influence the sales. An example of such example is #MBPhotoPass by an automobile company. By using this hashtag such companies allow the influencers, team members as well as journalists to curate content that is fresh, and it has to be user generated. On social media the company advertises itself as well as they play the influencers relevant to their brand for promoting the advertising campaign of their company. Such influencers may include travel bloggers or automobile review writers. 
In accordance with the opinion of Stipp (2018), other factors that affect the sales of the company apart from advertising is their marketing process, technology, product and digital footprint. The Marketing process is a process where the company identifies the needs of the customers of the market. Then it comes up with a solution for that need and thereafter it adds value to that solution that can be a product or service. Finally, that product is communicated to the customer and sold. If this whole process is done in an effective and efficient way, then it can drive the sales up of a company. In contrast, if the company fails to identify the needs and the problem in the market then it may influence the sales of the company negatively. In the marketing process, the target customers, the brand positioning, the segmentation, pricing as well as the distribution channels should be chosen and analysed correctly. The correct choice of the mentioned factors can have a huge impact on the sales of the automobile company.  This is a force which affects the sales of the companies in a long way. Another factor that influences sales in the automobile industry is technology and its automation. The upgradation of technology is very crucial in order to remain relevant and functional in the long run. This is an industry where the customers want updated products and services in steps with trends of the market. That is why this industry needs to keep itself updated in terms of technology. In order to drive the sales up, the industry needs to focus on the automation of the technology used within the industry. Investing into smart, new and updated technology is always a smart investment for the automobile industry in order to increase sales. The new digitalised world has driven the orders being placed on the internet through websites. This is another factor that is having a lot of impact in the contemporary context. The industry should develop the ability to tap on digital footprints where the customers can track their online history. This may include the history of shopping, registration information and others. Such availability will provide ease to the customers and will increase sales because of the user-friendly interface. 
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2.3 “How advertising influences any business industry”.
“Automobile” by the perspective, the most identified and the reputation of vehicles on the globe associated by highly respected German exactness and premium workmanship (Filipović, 2020). By an official perspective a divided of global corporation “Daimler AG” an international automobile producer of expensive cars, buses, omnibus, private jets and do not get astonished, a well-established team of the trends company with more 30 trends weekly planned and advertised globally and to be sure an aroma line launches 2011. 
“Marketing segmentation” 
“Automobile” is an instalment but few since 2011 the industry established to utilise a thoroughly organise and accurately implemented the “market segmentation” along the idea of skilfully shaped digital marketing to fulfil the influence and connect with the latest few wealthy customer base (Deepak and Jeyakumar, 2019). Furthermore, there can be nothing specifically extraordinary about this, whether not the detail that the organisation has really controlled to fulfil this target without mislay anything by the band’s status and the organisations iconic reputation. The vehicle company started of peddling segmentation by generating so-known “Generation Benz.” This master move of absorb “social testing” into the procedure of growing marketing master plan has authorised the German vehicle organisation to get moneyless details about who are their customers built on this perception, to generate the goods-at more reasonable “Automobile CLA-Class” and correspond community peddling campaigns which accurately fitted the chosen market segment of the latest customers demographic. “Automobile” has more followers on Facebook there the image of the brands chief international account collects more than the 20 million trackers (Saini et al., 2021). Rather than geo-achieving for the page of fan, moreover, the “Automobile” run separate sector of accounts committed to specific nations. Vehicles classes approximately organisation components like “Automobile Museum” and finance the programs involving “Automobile Fashion Week of Washington” in social media there one single post of the social media app receive more the lach views likes, share and comment in only one day this only shows the power and how strong their brand is. That can be explained partly, even though the organisation always fortifies the news by presenting and labelling their content moving and well-liked authority (Enriquez, 2021). The latest “Automobile” is all out program which has been shaped to enable the organisation ahead technologically and monetary. Their master plan is shaped to ignore one-centre activities to keep their eyes on winning. Dedicated “electric vehicles” although proprietary software of the car. 
“Automobile” corporate the master plan goals embrace by their parents’ organisation “Daimler Chrysler” is to fulfil superior customers skills with high production engines. The two proportion of the collective master plan and they bring us performance on supplement as challenger is developing in the car company, the desire for a successful “marketing master plan” that is sprightly with the company master plan as to fulfil company goals (Khare, 2019). One of the latest master plans that an “Automobile” will bring an increasing in the commercial production by good combine and ratings, an enhanced god portfolio and developed in repeated income. This growth, when mixed with mixed with the considerable steps on amounts and company footprints, will handle a framework higher standard of earnings. By the year of 2025, “Automobile AG” is targeting for “return on sales” (ROS) standard inside a mid to maximum individual digit area, even inside adverse peddler conditions (Cardoso and Ferreira, 2021). The ambition of the “Mercedes Benz” is to fulfil the margin in double digit in powerful peddler environment. 
[bookmark: _Toc96373310]2.4 Mercedes Customers Buying Behaviour 
What is the customer behaviour and how does it change towards the selling and buying rates of “Mercedes” with “advertisement and promotion”?
According to the opinion of Syaekhoni et al., (2018), Customer behaviour reflects the behaviour of customers in relation to while making a purchase. This deals with their behaviour and what are the things that they consider before making a purchase. Also, why do they think when they do not buy a product. Customer behaviour deals with any of such aspects which influences the decision making of the customers while purchasing a product. It is very important for the industries to analyse how the customers behave, think, and make decisions. This helps the companies to place their products in the minds of the customers. The real marketplace is in the mind of the customers and not a physical place. The product should be placed correctly and effectively in the mind of the customers. The placement of the product should have an impact on the minds of their target audience. For instance, the automobile industry should analyse the aspects that an individual can think of while making a purchase for a car. This can be analysed through surveys or research. A close ended survey can help the company to know the thought processes of their target customers while making purchases. An open-ended questionnaire can also be sent out to the desired market, in order to know their thought processes deeply. This influences the marketing, positioning, and advertising of the product. Eventually this has an effect on industry sales. This happens since a proper analysis of the thought processes and decision-making process of the customers will help the companies to come up with strategic plans for formulating advertising and other promotional processes. This will be an effective marketing and advertising process which will bring an effective result too. 
In accordance with the opinion of Szmigin and Piacentini (2018), since the automobile industry is an industry where the prices of the products are higher, four types of consumer behaviour must be considered here. 
The first one is “Complex Buying Behaviour” which is usually encountered when the customers are formulating decisions for higher priced products. Since a car is a luxurious product, these types of behaviour apply for automobile industry. In this case, the customer will invest their money in a product only after researching the product thoroughly. Since the risk involved here is high due to the price of the product the consumer will consult their close relatives, friends, or experts too. Here the purchaser will learn about the product and then will develop a belief and perception and finally the buyer will give a thought to this. If they are satisfied completely then they will buy the product. 
Second type of customer behaviour is “Dissonance-Reducing Buying Behaviour”. The involvement of customers into such a type of behaviour is very high for the automobile industry. This happens when either the purchase of that product is infrequent, or it is too expensive. Usually in this type of decision-making behaviour the customer ends up buying the product of the brand, which is easily available in the market, or about which has more information available. Therefore, the automobile industry can run campaigns which work as a teaching element for the customers. This campaign should be focussed to make the customers aware about the product and its functions as well as its benefits. The campaign should be run to provide an after-sale service to the customers. The companies should be able to convince the customer to make a purchase through this campaign. 
The third type of behaviour is “Habitual Buying Behaviour” which is usually formed when a customer has low involvement in making decisions. The customer in this decision making usually cannot derive significant amounts of differences in the brands available in the market. The automobile industry should focus on adding attractive and relevant visual elements in the text or copy of the advertisement and marketing campaign, in order to grab the attention of the readers or viewers. This will make them remember the brand and the product easily. Also, this will create a top-of-mind recall, in the minds of the customers. This will make the customers associate with the brand. 
The last type of consumer behaviour is “Variety Seeking Consumer Behaviour”.  This type address to customers who look after variety of products and customers who want to try something new, different, unusual.
[bookmark: _Toc96373311]2.5 Mercedes Advertisement effects on Sales, Customers Behaviour and Company Values
How does advertising influence the sales volume of “Mercedes” and what is the impact of it on the “Buying power” of customers.
According to the opinion of Clegg, (2019), advertising has a great impact on the company’s sales volume of “Mercedes” as it has both immediate as well as the long-term effects which is completely dependent on the objectives of the organisation. Before understanding the influence of the sales volume of “Mercedes” it is necessary to know about what the sales volume is. Thus, sales volume is basically measurement of the number of units sold to the customers in currency. Therefore, higher the sales volume the higher will be the profit of the company and thus higher demands which eventually results in the increase of the number of units sold. In order to increase the sales volume, the company usually spends more to expand the business and often use some effective methods like sales promotions and long-term advertisement. Advertising the products and services of the company not only makes the people aware of its items but also attracts them (Dash and Sharma, 2019). It is the way of marketing your business which is used to increase the sales volume or and to make the audience aware of the products and services of Mercedes. So, it creates a first impression of the business before the customer deals with the company and buys the services or products (Guitart and Stremersch, 2021). This advertisement has greatly influenced the sales volume of the “Mercedes” as it can:
· It provides the customers the basic information which includes the contact details and the website address.
· It automatically increases the numbers of sales of its products by making people aware of the products beforehand.
· It also makes the customers aware about the change in the service policy, launching of new products, improvements, discounts, and special offers.
· Reminding existing customers about the products and the business.
· It also helps the organisation to change the view of the people towards the organisations and to change the attitudes of the people.
· It helps the company to develop a position in the market among its competitors and to be comfortable in it.
The company enjoys various benefits by advertising its products and services in the market. Mercedes is one of the companies which is known for its aggressive promoter. It uses all platforms and all media channels like television, print, online, billboards, social media etc. to promote its business (Zhang et al., 2020). The Company does not feel the need of any traditional advertising methods as their marketing strategy is mainly focused on its products and the advanced technology. Through the use of online marketing, social media and print media they have been able to boost the communication between its customers from the different parts of the globe with the changing attitude of the customers with time. With addition to this the company has also started a brand awareness among its customers through different customer-focused activities like the “Mercedes Trophy” which is basically a tournament for golfers from all the parts of the world not only this but it also organises annually different activities relating to the driving which includes international driving platforms, luxury driving etc. which gives the car enthusiasts people an opportunity to drive their vehicle in various challenging areas and places (Kuswandini, 2018). Hence, with such strategy mentioned above the company has been able to reach the customer from various platforms and thus results in the increase in the sales volume of “Mercedes”. The advertising has a massive influence on the buying power of the consumer as it is the way of communication utilised by “Mercedes” to communicate and to encourage the customers for making the decision of purchasing a product or service and delivering the information to them. 
According to the opinion of Fischer, (2019) the major aim of advertising is to impact the buying power of the customer. By buying power of the customer, we mean the value of money for which the customer purchases the goods and services. It is an element which the company has to understand so that they can effectively sell, fix their product's price and market their products. It is the ability of the consumer to purchase the goods and services with the amount of monetary value available to them. Moreover, higher the income of the consumer higher will be the consumer’s buying power. Like this, the consumer buying power has been completely mentioned as emotional, mental, and physical activities that the customer uses while selecting, buying, utilising, of the goods and services for the satisfaction of their needs and desires (Williams, 2020). In order to influence the buying power of the customer the advertising plays a vital role as they can bring a shift in the market share of the industries which are competitive by their impact on the buying power of the customers (Zhang et al., 2020). The buying of the customers sometimes depends on the quality of the advertisement that the company uses. Since “Mercedes” is known for the uses of the advance technology and by the utilisation of such advance technology their quality of advertisement is of great quality as sometimes the good quality advertisement is likely to have a great impact on the buying the product whereas a poor quality will decrease the buying power of the customers. The buying power of the consumer is dependent on the effectiveness of the company’s advertisement. A good quality advertisement will create a positive impression about the brand in the mind of the consumers (Guitart and Stremersch, 2021). As the consumer generally prefers to buy a product from the well-known brand so as to avoid the disappointment as compared to the product offered by the inferior brands. So, advertisement will not only boost the sale but also helps to maintain a good relationship between the customers and the company. “Mercedes” being one of the leading brand in the world for its class has been able to meet its customer needs  to different parts of the world  through their advertisement in various platforms  and it is not only the strategy that the Mercedes has obtain to influence the buying power of the customer but it is also because of the quality of the product it provides to its customer (Dash and Sharma, 2019).

[bookmark: _Toc96373312]2.6 How Mercedes advertising influence customers “decision making factors” over other valuable companies?
According to Sama (2019), “Advertising” is considered to be a very important channel that bridges the gap between the customer and the marketer. The marketer uses this channel as the medium to approach the target market. The advertising is a tool for the marketers of any corporation for creating awareness about the brand or to disseminate any other information about the company or its services. This other information can be launching a new product in the market, expanding to a new market or many more. The role of advertising has skyrocketed in recent times. As due to the growth of internet users worldwide. The increased number of internet users has resulted in a rise in the number of potential audiences across the globe. The methods of advertisements on the products have also been changed. The change in the modes of advertisements is mainly due to the increase in the number of viewers. As the internet serves as a base for the companies to reach the targeted audience. The internet provides a base where each and every consumer gets the specifications and details regarding the product or service that is going to be delivered. As the details of the products and services reach a vast number of audiences, the number of potential consumers has also been indeed with the help of the advertisements.
According to Chang et al. (2019), the organisation of Mercedes has also gained profit through the change in the means of advertisements. The advertisements through the mas of internet are far more cost friendly as compared to the traditional means of advertisements. This helped the organisation in acquiring an expanded benefit on the market. The advertisements have also resulted in a growth in the brand image of the corporation. As the traditional means of advertisement like the posters and banners only reach a limited number of customers. The grasp of the advertisements in the market is very low. But with the use of the internet the number of viewers of the advertisements has vastly increased. This has helped the companies like Mercedes in increasing the consumers and gaining maximum profit in the market. The companies like Mercedes are also actively involved in the advertisements through the means of social media. The use of social media has also been significantly increased. The growth of social media users has resulted in a rise in the profit. The hiring of the social media users is the main tactic used by the different organisations to advertise their products. The advertisements through hiring the social media influencers are more cost friendly than hiring the film stars or other celebrities. 
According to Gaunset al. (2018), the advertisements help the companies to successfully provide the consumers with the knowledge of the product. The advertisements also help in presenting the uniqueness offered by the products of the company. The presence of uniqueness of the products helps in making sure that the consumers get the details of the product also with the uniqueness offered by the product of the organisation. The uniqueness helps in making sure that the product can easily be differentiated from the other products. The differentiation shown by the product helps in ensuring that buyers are drawn in towards the products. The uniqueness also means that the features provided by the products and services of the company will not be provided by other products or companies. This also aids in making sure that the buyers are attracted and pleased by the products and services provided by the organisation. The consumers fulfilment helps in assuring the organisations that they are able to successfully gain sales in the market increasing the profitability of the organisation gained in the market. The advertisements also help the organisation in making sure that the consumers are well aware of the different products and services provided by the organisation. The well knowledge of the consumers regarding the specification of the products and services aids the company in ensuring that the organisations able to effectively attract the attention of the consumers. 
According to Malthouse et al. (2018), the advertisements are the first ever look and view of the consumers towards the product and services that are provided to the consumers. The advertisements also help in ensuring the consumers regarding the fulfilment of the culture of the society. The satisfaction of the consumers' cultural beliefs helps in successfully attracting the consumer towards the services and products that are going to be delivered to the consumers. The increased satisfaction of the consumers aids in making use of the consumers developing a mindset of buying the product or services. The increase in the satisfaction of the consumers regarding their cultural needs also improves in gaining loyal consumers. This has helped Mercedes in ensuring an increase of company sales. The growth of sales generated by the organisation helps in assuring that the organisation is able to efficiently achieve market profit by increasing sales. The advertisements aids in showing consumers the different ways in which the needs of the consumers are satisfied in an effective manner by the services and products offered by the Mercedes company, as compared to the other similar companies. The advertisements also aid in making sure that the customers are made to believe that the different aspects of the needs of the consumers are satisfied by the products and assistances provided by Mercedes. The satisfaction of the needs and requirements of the customers has aided in ensuring that Mercedes is able to effectively retain its customers. The retention of the consumers helps in truly achieving by the company, a loyal consumer base. The availability of loyal consumer base helps the organisations to be able to increase revenue in the market and generate sales. 
According to Becker et al. (2019), the advertisements are made attractive enough to attract clients. The advertisements also support in guaranteeing that the brand image of the product is increased. The increase in the brand image of the product aids in making sure that the buyers are successfully attracted towards the products and services offered by the Mercedes. The advertisement makes sure that the brand image of the product is able to address the product on top of the other organisations. This assists in making sure that the offerings of the product are able to successfully gain the attention of the consumers. The gain in the attention of the consumers sides in ensuring that the offerings are bought by the customers. This also increases the sales of the product which benefits to Mercedes in gaining profitability in the market. 
[bookmark: _Toc96373313]2.7 Customers attitude towards Mercedes sales and advertising effects
According to Raji et al. (2019), as the Mercedes organisation is focused on providing the consumers satisfaction with the high quality of the products and services. The organisation is focused on the highest segment of the market. As the services provided by the organisation are set at a high pricing range. The high pricing of the services and products of the company is able to meet the standards of the consumers. Targeting the high class of the market, the company is focused on providing the consumers with the high quality of products and services. The high quality of the services and products offered by the company has helped the Mercedes company in ensuring that the consumers are attracted towards the services and products offered by them. The high quality of the products and services offered by the company also supports in making sure that the consume are satisfied by the exchange rates paid by other customers in regard to the services and products. The satisfaction of the consumers in the exchange rates also assists in making sure that the consumers are attracted and are retained by the company. The retaining of the consumers has aided in ensuring a betterment in the consumer base for the company. The presence of a strong consumer base for the company has ensured that the company is able to successfully gain profitability in the market. 
According to Han and Guo (2018), advertising on the offerings of Mercedes company has increased the company customers awareness related to different benefits and uniqueness offered by the company. This has helped the organisation in providing the consumers with the appropriate knowledge regarding the specifications of the products and services. The distribution of the knowledge of the offerings has made sure that the customers are well aware of the thigh they are purchasing. This helps in ensuring that the customers are attracted towards the services and products offered by the company. The satisfaction of the consumers has helped Mercedes in making sure that the company is able to successfully gain profit in the market. As the satisfaction of the consumers enhance in ensuring a betterment in the generation of sales in the market. The advertisements also help in creating a mind-set of consumers where the consumers are shown the various ways in which the offerings will be able to satisfy the requirements and needs of the consumers. The fulfilment of requirements and keenness of consumers helped further encourage customers to buy the products and services offered by the Mercedes company. 
According to Harms et al. (2019), the advertisements provide consumers with different deals on the offerings including the specifications of the products. The content of the advertisement creates a curiosity among the consumers. The presence of curiosity among the consumers due to the advertisements assists in making sure that the offerings can successfully gain the consumer attention. This also confirm if the consumer buys the products and services. The creation of curiosity among the consumer helps in ensuring that the organisation can effectively acquire market revenue. The consumers also have a tendency of competing among each other. As if one of the consumers buys the product, he/she will successfully attract more consumers in buying the product. This as a result increases the number of files generated by the company increasing the profitability enjoyed by the organisation.  As among the higher class in the society, showing off is a common behaviour. As the organisation has successfully satisfied and targeted the high-class consumers in the society. The buying behaviour of the consumers also has a differentiation as compared to the other class of consumers. The showing off the high-priced products is common among the high-class people. This increases the sales of the company supporting the growth of the organisation. 
According to Hussain et al. (2020), the organisation Mercedes is also focused on the advertisements through the means like the premium advertisement units. The premium advertisements have sustained the Mercedes company in assuring that advertisements successfully reach the targeted consumers. As the advertisement needs to be delivered to the targeted consumers to ensure the growth in the sellers and profitability of the consumer. As the organisation is dealing with the high-priced products, every consumer will be able to purchase services and products. The offerings of the organisation can only be afforded by the high-class consumers in the society. The premium advertisements make sure that the information regarding the services and products are delivered to the high-class people in the society. This also helps in ensuring that the targeted audience is well aware of the products and services that are going to be offered. Costumers’ awareness helps in generation of sales for the company. The advertisements also ensure that the buyers are aware of the pricing range of the services and products. As the high-class consumers are attracted towards the high pricing range. The high pricing of the services and products has also helped in the creation of the mindset of luxury goods. The high-class people are easily attracted towards luxury items. The high pricing strategy of Mercedes organisation helped in reflecting the high-quality assurance provided by the offerings. This increases the tendency of consumers to buy their products and services. 

[bookmark: _Toc96373314]2.8 Summary 
To summarize it, can be seen that, the way a company adversity its products and services highly affects the buying patterns of the customers. Therefore, it is important for the automobile industry to implement effective advertising and promotion strategies in order to boost its sales and revenue. 






[bookmark: _86h8t6urvttx][bookmark: _Toc96373315]Chapter 3 Methodology
[bookmark: _bt5oj3jovt8k][bookmark: _Toc96373316]3.1 Introduction 
In this chapter, the methods of the research will be elaborated. Setting out effective research methods, design, approaches, and techniques allows the researcher to undertake the research in a systematic manner. 
[bookmark: _Toc96373317]3.2 Research Onion
The methodological study of the research onion effectively reflected that a research or an aggregated study is generally done in several continuous and progressive phases and each phase of the research does have its own significance. Significant understanding of each step is a mandatory aspect and is prerequisite for every equilateral research in any field of operation. Research onion does effectively help in understanding the several significant aspects of the research. Effectively dividing the various significant parts of the research does help in managing the operations of the research effectively and assessing the significant results of the data and the facts obtained in the research. In the general context of an onion, the research onion is effectively divided into six significant layers. The differential layers of the research onion provide an effective explanation of the significant steps of operations and state the required measures that are to be taken by the organisation (Melnikovas, 2018).



[bookmark: _oi2mqikpw8kr][bookmark: _Toc96373318]3.3 Philosophy of the research
The powerful strategy that fundamentally centres around examining the general ramifications and dissecting the by and large formative movements attempted in the examination is for the most part viewed as exploration reasoning. The methods of reasoning of the exploration do lay successful worry on understanding the general ramifications of the information or data and examine the viable usage of such information and data in the given exploration or study. For a scientist or an investigator to successfully evaluate the greatest possible level of objective of achieving such information and data, they should be compelling to the point of understanding the general thought process of the examination and the viable reason for the exploration. There are a few accessible methodologies that the scientist can actually use to break down the few huge outcomes of the exploration (Bauer, 2017). Such successful exploration is named "logic, positivism, authenticity and interpretivism" (Cazeaux, 2017). In this research positivism philosophy is considered. 
[bookmark: _de72wbvxta9l]Paradigm
The viable strategy that is essentially considered as the significant degree of standard for really attempted examination or a possibility is for the most part viewed as the worldview of the exploration. The powerful examination of the exploration or the review is directed by the scientists or the investigators by thinking about the worldview of the examination as the essential premise of direction and breaking down the huge advancement of such techniques or studies in the exploration of the chose point (Khaldi, 2017). The huge and successful ideal models of an exploration or a review are simply restricted to a few four viable techniques to be specific "positivism, post positivism, basic hypothesis and constructivism". For successfully directing the review or the exploration the compelling technique for positivism is chosen by the scientists or the expert for actually examining the general ramifications of the examination study. Such a critical technique for investigating the examination is picked by the analyst to successfully break down the general presentation and usage of a few compelling information and snippets of data in the exploration or the review.
[bookmark: _m5ti0mq42n1o][bookmark: _Toc96373319]3.4 The methodology of the research or the study
The powerful plan or oriental arrangement of activity that will be successfully trailed by the specialist or the investigators to fundamentally close the examination or the review is by and large viewed as the viable methodology of the exploration. A few critical methodologies of leading exploration are accessible in the overall viewpoint anyway in the more extensive idea the general examination and the direction of the methodology are successfully divided into three viable classes in particular "insightful methodology, abductive methodology and inductive methodology". Nonetheless, the abductive methodology of investigating isn't used by any cutting-edge scientist or investigators (Kumar, 2018). For really directing examination and undertaking a few compelling system plans, determination of a critical exploration approach turns into a huge cycle. The inductive technique in all actuality does really zero in on determining brings about a summed-up way. Notwithstanding, the powerful strategy for investigating in light of a few theories and suppositions are actually advanced by the successful abductive technique for leading examination. As the abductive technique for directing exploration considers the few speculations and suppositions for really drawing out a few successful outcomes the expert or the specialist has fused such a powerful strategy in the examination program. In this research, inductive method is considered. 
[bookmark: _llo0qtii7qlr][bookmark: _Toc96373320]3.5 Technique for the research or the study
A few powerful strategies can be thought about for really directing the exploration or the review. In any case, with a successful comprehension of the general nature and direction of the review, it very well may be altogether investigated that the exploration is situated to really break down the general ramifications of the Image of Mercedes in actually invigorating brand steadfastness. What's more, for successfully leading the examination countless people are to be remembered for the exploration and for such powerful reasons the critical quantitative technique is thought about. The successful exploration or the review will be situated to really evaluate the fulfilment of the shoppers of Mercedes and dissect how they actually associate with the general perspectives on the organisation (Alexander et al., 2018). The use of such successful methods enjoys a few critical benefits and furnishes the singular specialists with an additional hand in achieving a few other compelling data of the buyers with the assistance of huge powerful information on quantifiable nature.
[bookmark: _is0p352o3vbs][bookmark: _Toc96373321]3.6 Size of the sample
The quantity of people that are to be actually embraced for really directing examination is considered as the viable size of the example. For effectively completing the project or the research study the individual owners and consumers from differential places are taken into consideration. The research work or the survey for the research is done with the help of effective research conducted via social media platform taking 78 individuals’ responses into consideration.
[bookmark: _txv117w50c9v][bookmark: _Toc96373322]3.7 Technique for Sampling	
The compelling strategy by which the individuals from the overall people are really picked for surveying upon is for the most part viewed as the procedure of examining or successful technique for testing. For actually directing examination there are a few powerful strategies for testing procedures out of them the successful ones are likelihood inspecting and non-likelihood examining. For really picking the individuals from the survey to be taken upon consideration, the successful strategy for portion testing is picked. As the examining strategy really picks the individuals from the general population by actually assigning their jobs and activities.
[bookmark: _pp2w37bn3tst][bookmark: _Toc96373323]3.8 Method of data collection
There are a few methods of information and data accessible in the general climate of the review and a few powerful techniques for information assortment are likewise present. Be that as it may, the viable use of the assortment method straightforwardly relies on the general nature and class of the information and data to be accomplished. The information and data are actually gathered as the essential wellspring of information and optional wellspring of information. For achieving the essential wellspring of information in the examination or the review the powerful strategy for the study with the assistance of a poll are to be really used (Mertens, 2018). A few different types of essential information assortment methods can be used in the exploration, yet the examination will be engaged after accomplishing a lot of data from a few compelling people of the surveying study. For really achieving the auxiliary type of information and directing a successful survey of the writing the huge technique for diary perusing, article perusing, report perusing, and a few different wellsprings of scholastic information accomplishment are used.
[bookmark: _p0fsy0bcum44][bookmark: _Toc96373324]3.9 Moral thought
Prior to undertaking any sort of examination and acquiring any sort of information and data from the members of the survey, the powerful coordination of the members should be really recorded to actually protect the general interest of the taking part individuals from the examination. The morals of the people participating in the functional exercises and a few administrative individuals from an association conveys some weight on their shoulders and such should be really regarded. For such reasons, the information and data acquired from the singular partaking in the survey have been kept private and viable responses of people are actually used for involving the outcomes. The general segment of people participating in the survey will be actually annihilated after a time of consummation of the survey that is really 45 days. Such estimates will guarantee that no acts of neglect are done, and information control doesn't occur. Likewise, the personality and a few other basic responses won't be uncovered to others to really keep up with the namelessness of the information and data of the members.
[bookmark: _nblk6lp1br98][bookmark: _Toc96373325]3.10 Research impediment
A few sorts of operational hindrance can happen during the consummation of each venture and may really block the general perspective of the task. Such a compelling comprehension of the evaluation likewise gives a successful comprehension of the related danger with the examination study. For example, every one of the compelling elements, for example, resistance of the member. Unessential conversation of the point, critical deviation from understanding the exploration and making huge moves. 
[bookmark: _bd3y6h30lbaq][bookmark: _Toc96373326]3.11 Synopsis of the Research or study
The compelling review or examination targets understanding the general extent of the organisation in the shopper market and dissecting the critical brand picture among the purchasers of the business. The complete review will likewise ponder the rate at which the organisation is making new items to fulfil the general prerequisites of the customers and draw in new buyers and markets. The exploration likewise targets understanding a few huge scholastic assets into thought for closing a few critical parts of the examination. The researcher has used a scope of powerful information assortment and investigation techniques to successfully notice the general information and data obtained for the examination.


[bookmark: _d6xlplq84gaa][bookmark: _Toc96373327]3.12 Data analysis 
Data analysis is considered one of the significant aspects of every organisational research that helps in understanding the overall scope of the research and motive of the individual participants. Analysis and evaluation of the data obtained provides the organisational demographics and helps the researcher to understand the effective demographic view of the organisation and assess the effective requirements of the business (Heeringa et al., 2017).

[bookmark: _Toc96373328]3.13. Summary 
In order to summaries, the researcher will consider the implementation of primary data collection method within with a survey will be conducted to 78 participants to gather required information regarding the chosen topic. 

[bookmark: _Toc96373329]Chapter 4 Data analysis, findings, and discussion
[bookmark: _Toc96373330]4.1 Introduction 
In this chapter, the analysis of the conducted research will be done. The researcher has conducted survey of 78 individuals which will be organised here with the use of proper tables and graphs. 
[bookmark: _Toc96373331]4.2 Quantitative research 
1. 	What is your age group?
a) 	Under 20
b)	20 - 30
c) 	30 - 40
d)	50+
	Particular
	Number of responders
	Responses

	Under 20 
	78
	20.00%

	20-30
	78
	30.00%

	30-40
	78
	40.00%

	50+
	78
	10.00% 


Table1- Survey responses
(Source: Author’s work, 2022)
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Figure1- Survey responses
 (Source: Author’s work, 2022)
The significant analysis of the overall operations and data obtained from the individual 78 participants does provide effective understanding that the majority of the individuals that were considered for the research does fall in the age group of 30-40. Along with this it can be effectively interpreted that the second major constituting taking part in the individual research are from the age group of 20-30. However there individual from several other parts does contribute equivalently to the overall research and helped in further acquisition of the data and analysis.
2.What gender do you most closely identify with?
a) 	Male
b)	Female
c) 	Prefer not to say
	Particular
	Number of responders
	Responses

	Male
	78
	60.00%

	Female
	78
	30.00%

	Prefer not to say
	78
	10.00%


Table2- Survey responses
 (Source: Author’s work, 2022)
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Figure2- Survey responses
 (Source: Author’s work, 2022)
With significant data attainment in the form of questionnaires, it can be effectively ascertained that the individual participants that are considered in the research. Along with this it can also be reflected that 30% of the individuals that are effectively considered in the research consisted of the female populace. The other 10% of the individuals chose not to place their views in the significant research survey. There are several effective operational requirements that must be effectively followed and to unilaterally understand the effective operational requirements of the research diversification is considered significant.

3.What is your current work status?
a) 	Employed
b)	Unemployed
c) 	Self-employed
d)	Other
	Particular
	Number of responders
	Responses

	Employed
	78
	30.00%

	Unemployed
	78
	10.00%

	Self-Employed
	78
	50.00%

	Other
	78
	10.00%


Table3- Survey responses
 (Source: Author’s work, 2022)
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Table3- Survey responses
(Source: Author’s work, 2022)
The overall research and understanding of the consumer demographics can be effectively reflected that the majority of the individual participants that took part in the overall research 50% of them are self-employed. The individual participants constituting 30% out of the 78 persons that are considered for the research comes from the section of employed individuals. There are several effective constraints that are presented in the research and for effectively understanding the views and opinions of the individual coming from several individual backgrounds such that all the effective operations of the research and analysis are on track.
4.What is your average household income?
a) 	£20.000 – £25.000
b)	£25.000 – £35.000
c) 	£35.000 – £45.000
d)	Over £50.000
	Particular
	Number of responders
	Responses

	 20 - 25 
	78
	20.00%

	 25 - 35 
	78
	40.00%

	 35 - 45 
	78
	20.00%

	 over 50 
	78
	20.00%


Table4- Survey responses
(Source: Author’s work, 2022)
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Table4- Survey responses
(Source: Author’s work, 2022)
The above-mentioned analysis and data accumulation provides the result of the overall operations of the company and the consumer demographics related to the economic stability of the individual taken part in the survey. The significant understanding of the overall research and the data obtained by the researcher it can be effectively enumerated that out of the 78 individuals 40% of them fall under the effective income group of 25-35. Rest of the individual respondents effectively falling under the income group of 20-25, 25-45 and over 50 equally distributed their share in the consumer demographic. There is several other related information that can be effectively enumerated by understanding the overall functional requirements of the individual participants taking part in the research.
5.Which country do you come from?
	Particular
	Number of responders
	Responses

	 UK 
	78
	30.00%

	 USA 
	78
	20.00%

	 France 
	78
	20.00%

	 Germany 
	78                                                                                                              
	30.00%


Table5- Survey responses
(Source: Author’s work, 2022)
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Figure5- Survey responses
 (Source: Author’s work, 2022)
The overall demographic analysis of the data set and the analytical observation of the obtained data provided the opportunity of understanding the significant understanding of the place of origin of the individual respondents. Effective understanding and apprehension of the several data sets and individual responses, the significant location and the residential areas of the individuals can be determined. The figure provided above does reflect that majority of the individuals taken into consideration for conducting the effective research. 
6.What is your current car?
a) 	Audi
b)	BMW
c) 	Mercedes
d)	Other 
	Particular
	Number of responders
	Responses

	 Audi 
	78
	20.00%

	 BMW 
	78
	30.00%

	 Mercedes 
	78
	40.00%

	 Other 
	78
	10.00%


Table6- Survey responses
(Source: Author’s work, 2022)
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Figure6- Survey responses
 (Source- Author’s work, 2022)
Proportionate analysis of the significant data and several other observations helps in reflecting the overall car consumption among several regional dealers and the global car companies in the regions. The figure mentioned above does effectively reflect the general companies such as Audi, BMW, Mercedes and other brands. Effective understanding of the figure placed above reflects that the 40% out of 78 individual respondents owned Mercedes, on the other hand 30% of them owned BMW. Whereas the number of individuals owning Audi and other brand cars are proportionately low coming to around 20 and 10 percent consecutively. There are several significant factors that may hinder the overall reputation of the brand and ownership concept but the choices regarding the significant factors are favouring Mercedes.
7.What factors do you consider when purchasing a car?
	Particular
	Number of responders
	Responses

	 Mileage 
	78
	20.00%

	 Luxury 
	78
	40.00%

	 Looks 
	78
	40.00%

	 Other 
	78
	0.00%


Table7- Survey responses
 (Source: Author’s work, 2022)
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Figure7- Survey responses
 (Source: Author’s work, 2022)

Understanding the concept of the consumers while making a car purchase is very much significant in nature and all the effective operational parts of the consumer demographics are effectively reflected in the nature of the investigation done in developing the cars according to the needs of the consumers. There are various coherent factors that effectively influence the decision of the buyers while making a purchase of a car accompanying a significant variety. Every car manufacturer designs their cars by understanding the significant demand of the users such that all of their requirements are met eloquently. The graphical representation does reflect upon the fact that 40% out of the 78 individuals that have taken part in the research do prefer luxury and looks of their cars as their first and foremost priority. The mileage of the car is given a 20% weightage by the individual respondents. 
8.What type of car would you purchase in the future?
a) 	Conventional
b)	Electric
c) 	Hybrid
d)	Other
	Particular
	Number of responders
	Responses

	 Conventional 
	78
	40.00%

	 Electric 
	78
	30.00%

	 Hybrid 
	78
	20.00%

	 Other 
	78
	10.00%


Table8- Survey responses
 (Source: Author’s work, 2022)
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Figure8- Survey responses
 (Source: Author’s work, 2022)
The general indication in the current scenario of global resource exploitation and increasing pollution several car manufacturers are giving their best to enhance the overall operational feasibility of the companies. The significant answers of the individual respondents reflected that many of the car users still prefer conventional cars over other modes of cars which is why 40% of them opted out for conventional cars. On the other hand, 30% of the respondents regarded electric as their choice due to the inclusion of the sustainable factor. With the relevance of the study, it can be effectively ascertained that technological development in the aspect of car industry will effectively move out the factors of conventional cars and operational feasibility.
9. How do you plan to pay for your future Mercedes car?
a) 	Cash
b)	Lease
c) 	Finance
d)	Other

	Particular
	Number of responders
	Responses

	 Cash 
	78
	25.00%

	 Lease 
	78
	30.00%

	 Finance 
	78
	40.00%

	 Other 
	78
	5.00%


Table9- Survey responses
 (Source: Author’s work, 2022)
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Figure9- Survey responses
 (Source: Author’s work, 2022)
The significant understanding of the graphical representation provided above does provide the significant understanding that due to the existence of the individuals in the lower income and mid-range group majority of them preferred buying cars on finance. Effectively cash is considered by the richest individuals to sustain the operations of the company. In the progressive manner the data reflects that out of 78 participants 40% of them prefer buying cars on finance, whereas 30% prefer taking it on lease.
10. How powerful is the impact of advertising when you consider purchasing a car?
(Please note from 1-5; 1 – not at all important; 2 – not very important; 3 – somewhat important; 4 – important; 5 – very important
	Particular
	Number of responders
	Responses

	Not at all important
	78
	30.00%

	Not very imp
	78
	30.00%

	Somewhat imp
	78
	20.00%

	important
	78
	15.00%

	Very important
	78
	5.00%


Table10- Survey responses
 (Source: Author’s work, 2022)
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Figure10- Survey responses
 (Source: Author’s work, 2022)
Advertising is considered one of the significant aspects of every company that is eyeing towards making progressive improvement in the field of global business. According to the data and observations made in the effective research it can be reflected that the majority of the individuals that took part in the survey said advertisement of cars is not important. Car manufacturers does offer cars of the utmost quality and try to match the taste and preferences of the individual users. 
11. In deciding your future car, what type of advertisement impacts you the most?
a) 	Tv adds
b)	Internet adds
c) 	Car showrooms display
d)	Online car testimonials
	Particular
	Number of responders
	Responses

	Tv Ads
	78
	20.00%

	Internet Ads
	78
	30.00%

	Car showroom display
	78
	40.00%

	Online Car testimonials
	78
	10.00%


Table11- Survey responses
 (Source: Author’s work, 2022)
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Figure11- Survey responses
 (Source: Author’s work, 2022)

Advertising is considered one of the significant aspects of every company that is eyeing towards making progressive improvement in the field of global business. According to the data and observations made in the effective research it can be reflected that the majority of the individuals that took part in the survey said advertisement of cars is not important. Car manufacturers do offer cars of the utmost quality and try to match the taste and preferences of the individual users. 
12.  How attracted are you to the Mercedes car brand?
a) 	Not at all attracted
b)	Attracted
c) 	Neutral
d)	Very attracted
	Particular
	Number of responders
	Responses

	Not at all attracted
	78
	10.00%

	Attracted
	78
	30.00%

	Neutral
	78
	20.00%

	Very attracted
	78
	40.00%


Table12- Survey responses
 (Source: Author’s work, 2022)
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Figure 12- Survey responses
 (Source:  Author’s work, 2022)
Mercedes is considered one of the luxurious brands across the globe and is selling quality products to several of its consumers. There are several effective brands making such products and challenging the consumer base of the company. In accordance to match the competition the company is undertaking longing projects to effectively enhance the overall opportunities of the companies. In the respective state of the business the Mercedes is considered by several top class and employees to further reinstate the overall confidence among the consumers.
13. What attracts you to the Mercedes car brand?
a) 	Badge
b)	Quality
c) 	Design/Technology
d)	Price
	Particular
	Number of responders
	Responses

	Badge
	78
	30.00%

	Quality
	78
	20.00%

	Design/ Technology
	78
	30.00%

	Price
	78
	20.00%


Table13- Survey responses
 (Source: Author’s work, 2022)
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Figure13- Survey responses
 (Source: Author’s work, 2022)
Mercedes is considered one of the luxurious brands across the globe and is selling quality products to several of its consumers. There are several effective brands making such products and challenging the consumer base of the company. In accordance to match the competition the company is undertaking longing projects to effectively enhance the overall opportunities of the companies. In the respective state of the business the Mercedes is considered by several top class and employees to further reinstate the overall confidence among the consumers.
14. What effects does advertising have on a brand?
a) 	Increase production and higher revenue
b)	Increase brand image
c) 	Increase sales
d)	Other
	Particular
	Number of responders
	Responses

	Increase production and higher revenue
	78
	20.00%

	Increase in the brand image
	78
	40.00%

	Increase in sales
	78
	30.00%

	Other
	78
	10.00%


Table14- Survey responses
 (Source: Author’s work, 2022)
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 Figure14- Survey responses
 (Source: Author’s work, 2022)
The significant understanding of the overall operations of Mercedes provided the significant view that the increase in the brand image of Mercedes generally gets affected by the overall advertising process of the brand. Advertising helps in improving the image of the brand and effectively showcase the range of the products of the company.
15. In your opinion, which sustainable marketing strategy Mercedes can adopt to attract more customers and increase brand image?
a) 	Consumer-oriented marketing strategies
b)	Creative marketing strategies
c) 	Societal-oriented marketing strategies
d)	Other strategies

	Particular
	Number of responders
	Responses

	Consumer-oriented marketing strategies
	78
	30.00%

	Creative marketing strategies
	78
	30.00%

	Societal-oriented marketing strategies
	78
	20.00%

	other strategies
	78
	20.00%


Table15- Survey responses
 (Source: Author’s work, 2022)
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Table15- Survey responses
 (Source: Author’s work, 2022)
The significant understanding of the overall operations of Mercedes provided the significant view that the increase in the brand image of Mercedes generally gets affected by the overall advertising process of the brand. Advertising helps in improving the image of the brand and effectively showcase the range of the products of the company.
16. Which of the following brands do you see more often advertised?
a) 	Audi
b)	Tesla
c) 	BMW
d)	Mercedes
	Particular
	Number of responders
	Responses

	Audi
	78
	30.00%

	Tesla
	78
	20.00%

	BMW
	78
	40.00%

	Mercedes
	78
	10.00%


Table16- Survey responses
 (Source: Author’s work, 2022)
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Figure16- Survey responses
 (Source|: Author’s work, 2022)
Mercedes is considered one of the luxurious brands across the globe and is selling quality products to several of its consumers. There are several effective brands making such products and challenging the consumer base of the company. In accordance to match the competition the company is undertaking longing projects to effectively enhance the overall opportunities of the companies. In the respective state of the business the Mercedes is considered by several top class and employees to further reinstate the overall confidence among the consumers.
17. How much did you like this advertisement?
Disliked very much                                                                                           Liked very much
	0
	1
	2
	3
	4
	5



	Particular
	Number of responders
	Responses

	zero
	78
	0.00%

	one
	78
	10.00%

	two
	78
	10.00%

	three
	78
	20.00%

	four
	78
	30.00%

	five
	78
	30.00%


Table17- Survey responses
 (Source: Author’s work, 2022)
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Figure17- Survey responses
 (Source: Author’s work, 2022)
The significant analysis of the overall operational qualities of the company does provide an effective view that the overall advertisement utilised by the company is very much likely among the individual respondents. The significant analysis of the promotion of the other brand and advertising provided the significance.
18. How likely are you to consider the Mercedes car brand to be your next car, based on the company's latest advertisement?
Not at all likely                                                                                                     Very likely
	0
	1
	2
	3
	4
	5



	Particular
	Number of responders
	Responses

	zero
	78
	0.00%

	one
	78
	10.00%

	two
	78
	10.00%

	three
	78
	20.00%

	four
	78
	30.00%

	five
	78
	30.00%


Table18- Survey responses
 (Source: Author’s work, 2022)
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Figure18- Survey responses
 (Source: Author’s work, 2022)
The significant analysis of the overall operational qualities of the company does provide an effective view that the overall advertisement utilised by the company is very much likely among the individual respondents. The significant analysis of the promotion of the other brand and advertising provided the significance.


19.  How likely is it that you would recommend Mercedes to others? 
Not at all likely                                                                                               Very likely
	0
	1
	2
	3
	4
	5



	Particular
	Number of responders
	Responses

	zero
	78
	0.00%

	one
	78
	10.00%

	two
	78
	10.00%

	three
	78
	20.00%

	four
	78
	30.00%

	five
	78
	30.00%


Table19- Survey responses
 (Source: Author’s work, 2022)
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Figure19- Survey responses
 (Source: Author’s work, 2022)
The significant analysis of the overall operational qualities of the company does provide an effective view that the overall advertisement utilised by the company is very much likely among the individual respondents. The significant analysis of the promotion of the other brand and advertising provided the significance.
20.Have you ever bought anything unplanned, due to aggressive advertisement exposure?
Yes                                                                                                  No
	Particular
	Number of responders
	Responses

	Yes
	78
	40.00%

	No
	78
	60.00%


Table20- Survey responses
 (Source: Author’s work, 2022)
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Table20- Survey responses
 (Source: Author’s work, 2022)

The majority of the individuals taken part in the study and its survey did not buy any kind of things on the basis of aggressive decision.
[bookmark: _Toc96373332]4.3. Summary 
To summarize, it can be seen that majority of the participants highly believes that advertisement and promotion strategies highly influences the behaviours of the customers in terms of purchase decision making process. Therefore, implementation of successful strategies becomes crucial for automobile companies like Mercedes to survive in the market. 


[bookmark: _2ndoffm2d0x9][bookmark: _Toc96373333]Chapter 5 Conclusion and recommendation 
[bookmark: _Toc96373334]5.1. Introduction 
The purpose of this research paper is to analyse customers opinions towards German cars, especially Mercedes car brand. In this chapter, the overall conclusion of the key findings and data collected in this research will be evaluated. Based on the 78 individual responses gathered through an online survey via social media channel.
[bookmark: _Toc96373335]5.2 Summary of key findings 
This file is a dissertation which was focused on the topic “advertising”. The company being used for supporting the advertising concept here is “Mercedes”. Advertising is a channel through which the marketer and the customers communicate with each other. Advertising is considered to be a bridge that usually narrows the gap between the product information and customers. The marketers can easily disseminate the information they want to reach their customers. The advertising is usually targeted to the customers for creating awareness about the brand or to create awareness about any new products or services. Apart from these elements many other elements can also be shown through advertising. The Mediums used for advertising are usually TV, Radio, Newspaper, Magazines, hoardings, billboards and digital ads. The digital advertisements on various social media platforms and websites have become a trend in recent times. Digital mode of advertisement is growing tremendously. Along with these uses, the advertising helps to create a top of mind recall in the mind of customers. The top-of-mind recall helps the customers to choose one brand over the other. The brands gain competitive advantage over their competitors by having a strong advertising content. There are mainly three types of advertising that are done by corporations. The first type is Informative advertising, the second type is Persuasive advertising, and the third type is Reminder advertising. The “informative advertising” is only focused toward providing information to the people about products, services, brand or any new idea. Apart from this, this advertising mode also informs and educates the people about the benefits of their products and services that have been recently launched in the market or are new in the market. The second type of the advertising that is “persuasive advertising” is aimed to convince the target customers to buy the products and services of the corporation. The marketer does this by adding elements in the advertising that adds perception about the brand and makes the image positive in the minds of the customers. Some of the marketers also use emotional appeal in persuasive advertising in order to persuade and influence their customers emotionally. The last type of advertising is reminder advertising which is usually used for reminding the people and making them realize about the needs of them for their product or services. The first part of the dissertation also mentioned that advertising has a great impact on the economy of any company. This impact can be either positive or negative. If the advertising has created the desired result, then the economy of the company will be affected positively. In contrast when the desired result will not be achieved the economy of the corporation will be affected negatively. This happens since millions of moneys are spent on the advertising processes by the marketer of the corporation.
Thereafter, the research has mentioned the background of the chosen company that is Mercedes. The background mentioned that the company Merced is one of the leading automobile manufacturers companies in Germany which is considered to be luxurious too.  This company was founded by Karl Benz and was started in Stuttgart in Germany in the year 1883. The company then got its legal licence of manufacturing gas in the year 1884. The business first started in partnership with “Max Rose and Friedrich Willhelm Esslinger”. Moreover, this part of the research discussed how the company started gaining popularity and how it finally became a luxurious brand in the automobile manufacturing industry. The success of the Mercedes-Benz has been discussed in this part of the research project. In addition, the background of the study is also highlighted in this research project. The background of the study mentions what are the roles of advertising in the consumer decision making process. Also, it has used another research paper as secondary data which is “The Role of Advertising in Consumer Decision Making”. The details and the writers of this secondary research data has been mentioned in detail in the background of the research study (Mertens, 2018). The aim of the research project is mentioned here which is to make a complete understanding of how advertising affects the behaviour of the customer while they make a decision of purchasing a product of Mercedes. There are six objectives mentioned in this research project which reflect the role of advertising in customers’ behaviour and how they influence the rate of selling and buying of Mercedes. The first research question highlighted how the advertising affects the selling rate of the Mercedes car and what are the other factors apart from advertising which affects the same. The second research question mentions how advertising affects the business procedures of Mercedes-Benz. The third research question aims to focus on the behaviour and decision-making process of the customers when they think of purchasing a Mercedes car. The customer behaviour is analysed in the literature review further. The fourth research question digs about how advertising can affect the sales volume of the Mercedes-Benz by explaining some relevant contexts of the company. Fifth research question focuses on how the customers chose the company Merced over another brand available in the market too. The question aims to find out what the factors are including advertising that motivates or persuades them to choose their brand (Lobe et al., 2017). 



[bookmark: _wip9yfw1hso2][bookmark: _Toc96373336]5.3 Recommendation
Several recommendations are there which can be implemented by Mercedes-Benz to   enhance several factors in relation to advertising. The first recommendation of Mercedes-Benz in order to frame their advertisement is that they should focus more on digital ads. The aim of the digital advertisement should be to increase mobile engagement. This brand advertises less on digital media platforms. Usually, they spend more on advertising units which are premium in nature. Mercedes-Benz may consider adopting digital media advertisement in order to reduce the cost of the advertisement. These digital media platforms may include YouTube, Facebook, Instagram, Twitter, LinkedIn and the company’s website too. In the generation Z the company should take this mode of advertising in count. In order to target the gen Z and the millennials, the company may approach digital advertising. Digital advertising can have an effective and efficient effect and the sales and purchase of the Mercedes car. This may increase the volume of sales of the Mercedes car. Studies show that many of the people buy products or make decisions of purchasing products by seeing an advertisement on a mobile phone. Even, the studies show that half of all users of smartphones have made their purchase decisions based on seeing relevant ads on their mobile phones. The Mercedes brand can also contact social media influencers for promoting their brand. The company can place a promotion on its page and can use several branded hashtags in order to increase the access and reach of the ad. The company will not have to pay for time and space here. Also, it will be able to measure the metrics easily on digital media. After the placement of an ad, the effectiveness of that ad is measured through a research, survey or other methods. These methods take too much time as well as being expensive in nature too. Also, since it takes too much time the result of such research loses the contemporary context and relevance. The time is constantly changing and research which is not relevant has no meaning. That is why the measurement of metrics digitally has been considered more effective. Along with being effective it is cost and time efficient too. The ads which are placed digitally have options to know several metrics. Hypermetrics includes how many people have clicked on the advertisement, how many people visited the profile after seeing the ad, how many people took action from the ad, how many people recommended this to someone and many more. While all of this is not possible in an online ad. Hence the process of tracing the metrics will be easier as well as effective on social media. The measurement of metrics on social media platforms is accurate. In contrast, the survey and research results may not be that accurate. 
That is why throwing up relevant ads on mobile phones is very beneficial for the company. Mercedes has a large number of followers on Facebook and hence it is recommended to Mercedes to place ads on Facebook. Along with Facebook, the ads should be placed on other digital media platforms too. If people keep seeing the ad on their mobile phones, it will create a top of mind recall in their mind. This will increase the productivity of the company since the real marketplace is in the mind of the customers. The marketplace in the mind of the customer is more important to understand the physical marketplace. This will also work as revising advertisements for the customers. For instance, if someone would have thought of buying a Mercedes car but could have forgotten. In this case such ads will play the role of making them revise. After seeing the ad, they may consider their buying decision once again and this can place a purchase.  
   The company Mercedes spends more than 100 million for placing advertisements on different media. Instead, the company can design effective ads for their website and above-mentioned digital platforms. Placing ads on digital media is very cheaper as compared to other media. The company can cut the cost of advertising by placing their ads like this. This will increase the overall revenue of the company. 
     The Mercedes brand can also contact social media influencers for promoting their brand. The company can place a promotion on its page and can use several branded hashtags in order to increase the access and reach of the ad. The company will not have to pay for time and space here. Also, it will be able to measure the metrics easily on digital media. After the placement of an ad, the effectiveness of that ad is measured through a research, survey or other methods. These methods take too much time as well as being expensive in nature too. Also, since it takes too much time the result of such research loses the contemporary context and relevance. The time is constantly changing and research which is not relevant has no meaning. That is why the measurement of metrics digitally has been considered more effective. Along with being effective it is cost and time efficient too. The ads which are placed digitally have options to know several metrics. These metrics includes how many people have clicked on the advertisement, how many people visited the profile after seeing the ad, how many people took action from the ad, how many people recommended this to someone and many more. While all of this is not possible in an online ad. Hence the process of tracing the metrics will be easier as well as effective on social media. The measurement of metrics on social media platforms is accurate. In contrast, the survey and research results may not be that accurate. 
The Mercedes brand can also contact social media influencers for promoting their brand. The company can place a promotion on its page and can use several branded hashtags in order to increase the access and reach of the ad. The company will not have to pay for time and space here. Also, it will be able to measure the metrics easily on digital media. After the placement of an ad, the effectiveness of that ad is measured through a research, survey or other methods. These methods take too much time as well as being expensive in nature too. Also, since it takes too much time the result of such research loses the contemporary context and relevance. The time is constantly changing and research which is not relevant has no meaning. That is why the measurement of metrics digitally has been considered more effective. Along with being effective it is cost and time efficient too. The ads which are placed digitally have options to know several metrics. These metrics includes how many people have clicked on the advertisement, how many people visited the profile after seeing the ad, how many people took action from the ad, how many people recommended this to someone and many more. While all of this is not possible in an online ad. Hence the process of tracing the metrics will be easier as well as effective on social media. The measurement of metrics on social media platforms is accurate. In contrast, the survey and research results may not be that accurate. 
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[bookmark: _Toc96373338]Appendix: Questionnaires
1. 	What is your age group?
a) 	Under 20
b)	20 - 30
c) 	30 - 40
d)	50+
2.What gender do you most closely identify with?
a) 	Male
b)	Female
c) 	Prefer not to say
3.What is your current work status?
a) Employed
b) Unemployed
c) Self-employed
d) Other
4.What is your average household income?
a) 	£20.000 – £25.000
b)	£25.000 – £35.000
c) 	£35.000 – £45.000
d)	Over £50.000
5.Which country do you come from?
Responses: 
UK 
USA 
France 
Germany 
6.What is your current car?
a) 	Audi
b)	BMW
c) 	Mercedes
d)	Other 
7.What factors do you consider when purchasing a car?
Responses:
Mileage 
Luxury 
Looks 
Other 
8.What type of car would you purchase in the future?
a)  Conventional
b) Electric
c) Hybrid
d) Other
9. How do you plan to pay for your future Mercedes car?
a) 	Cash
b)	Lease
c) 	Finance
d)	Other
10. How powerful is the impact of advertising when you consider purchasing a car?
(Please note from 1-5; 1 – not at all important; 2 – not very important; 3 – somewhat important; 4 – important; 5 – very important
11. In deciding your future car, what type of advertisement impacts you the most?
a) Tv adds
b) Internet adds
c) Car showrooms display
d) Online car testimonials
12.  How attracted are you to the Mercedes car brand?
a) Not at all attracted
b) Attracted
c) Neutral
d) Very attracted
13. What attracts you to the Mercedes car brand?
a) Badge
b) Quality
c) Design/Technology
d) Price
14. What effects does advertising have on a brand?
a) Increase production and higher revenue
b) Increase brand image
c) Increase sales
d) Other
15. In your opinion, which sustainable marketing strategy Mercedes can adopt to attract more customers and increase brand image?
a) 	Consumer-oriented marketing strategies
b)	Creative marketing strategies
c) 	Societal-oriented marketing strategies
d)	Other strategies
16. Which of the following brands do you see more often advertised?
a) 	Audi
b)	Tesla
c) 	BMW
d)	Mercedes
17. How much did you like this advertisement?
Disliked very much                                                                                           Liked very much
	0
	1
	2
	3
	4
	5


18. How likely are you to consider the Mercedes car brand to be your next car, based on the company's latest advertisement?
Not at all likely                                                                                                     Very likely
	0
	1
	2
	3
	4
	5


19.  How likely is it that you would recommend Mercedes to others? 
Not at all likely                                                                                                Very likely
	0
	1
	2
	3
	4
	5


20.Have you ever bought anything unplanned, due to aggressive advertisement exposure?
Yes                                                                                                  No



73


image2.png
1000 2000

% %
=Under20
=2030
=30-40
=50+

3000





image3.png
10.00%

Evale

Hremale

= prefer not
tosay





image4.png
1000 3000 ®Emeloyed

= Unemplo.
ved
= Self-
Employed
1000 m Other

5000





image5.png
=20-25
m2s-3s
m3s-45

Hoverso





image6.png
muk
mUsA
= France

= Germany.





image7.png
10.00%

= Audi
CE
= Mercedes

=other





image8.png
000
000% 2

= wileage
aLury
= Looks
mother





image9.png
10.00%

B Conventiona
|
 Electric

= Hybrid

= Other





image10.png
500 2500
= Cash
Lease
= Finance

=0ther





image11.png
5.00%

Hhotat all
important

ot veryimp.

= Somewhat imp.

important

= Veryimportant





image12.png
1000% = TvAds

Hinternetads

B Car showroom





image13.png
1000%

= Notat all

Hattracted

Neutral

mvery





image14.png
Badge
= quality
= Design/

Technology
merice





image15.png
B increase production
and higher revenue

Bincrease in the brand
image

mOther





image16.png
= Consumer-oriented
marketing strategies

= Creative marketing
strategies

B Societal-oriented
marketing strategies

mother strategies





image17.png
1000

MW

m Maercedes
2000





image18.png
0.00% 10.00%





image19.png
myes

o





image1.jpeg
Prifysgol Cymru
Y Drindod Dewi Sant

University of Wales
Trinity Saint David





