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ABSTRACT

Brand loyalty is one of the essential marketing elements in society which has great
place for creating market share and provide numerous customer. Organizations
utilize from it in different industry areas, so it has potential influence over the
purchasers’ attitudes and their decision-making process. The ensuing study was
investigated various approaches based on research questions about customer
behavior, especially young consumers and creating brand loyalty in Sportswear

Industry.

This examination begins with introduction, background and problem discuss
which you can get initial information about brand loyalty after that we had
discussed on large scale with literature review and empirical data. You can learn
our investigation purposes and result with statistical information in empirical data,
finally sources and our investigation books noted. The main task that researcher
tried to learn the importance of Branding in Azerbaijan Sportswear Industry and
its buyers over the various groups of people. Young purchasers are more essential
target group in comparison with other age groups in Sportswear and their attitudes

would explore attentively too.

According to Keller (1998), brand awareness can be considered as skill to
determine the brand under various conditions and it has two vital indicators, brand
recognition and brand recall. The building brand loyalty consider an important
factor over the Sportswear industry and other sectors of industry hence companies
are able to get more benefit and provide sustainable development with use of it.
Some characteristics play a vital role in creating loyalty and provide brand identity

which discussed on the dissertation by researcher.

One of the main purpose of this investigation is to determine Sportswear

organizations and effects of them over the market and we also want to build brand
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loyalty and attract organization for creating various brand and loyalty in society
because loyalty cause to improve companies’ position in market and it can
influence market share and consumers’ behavior. From another side, it supports
to developed industry force of country when organization provide costumers’
needs and wants in that case buyer will not interested with foreign companies’
suggests. Local brands also manage to attract other states to our country for trade

and it will show a great effects over the export and import procedures
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1. INTRODUCTION

his chapter manages to ensure an introduction of the topic. Firstly, the
background and the definition of brand loyalty give, after that problem
discussion where the exploration will be discussed .On the subsequent
stage, research objective and those questions are going to present. Finally,

some limitations and summary of dissertation are described.

1.1 BACKGROUND

It has an important factor for brand that they endeavor to acquire competitive
advantage in each possible way. In building a strong brand, consumer can know
brand with their names, design and other combinations of these. Now, many
things have been branded for make an easy choice for consumers to purchase
products hence they will be able to appreciate brands and come back to
(Armstrong et al., 2009).

If brand has competitive advantage in markets and customers manage to see this
value in the certain product, in that case they will most likely repurchase it again
(Aaker, 1991). There are some consumers which they are loyal towards your
brand is something that each has such buyers, thus the brand should prioritize this
consumeras they are a great source of possible revenue (Roy,
2011). Brand loyalty as various factors for consumers to adopt in which is buying
decisions, behavioral response, and it also has to be a psychological evaluation

process was said by Jacob and Kyner (1973).
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Some managers should attempt to determine these customers who have similar
tendencies among each other (Hanzaee et al., 2011). Attracting customers to each
brand is mainly related with a way which is to create brand loyalty
(Jacoby and Kyner, 1973). The vital fact in investigation is that the more
surrounded customers are with a brand, the more loyal the consumers will be able
to towards the brand (Quester and Lim, 2003).Quester and Lim (2003) emphasize
the significance that research must discuss the concept of commodity involvement
from the perspective of the customer more than the product. Hence, it is customer-
defined concept as consumer answer and involved with products. Another
side Kapferer and Laurent (1985) had discussed consumers’ commitment such as
their feelings, thoughts, and attitudes for products. Involved customers have great
reactions when exposed to a determined product, such as advertising. Commaodity
involvement is now often saw as a substantial step of a branding strategy
(Kapferer and Laurent, 1985).

1.1.1 Review of Brand Loyalty Definitions

Brand loyalty can be determined with various meanings, but mostly brand loyalty
is that people adopted to their favorite brand and their purchases occurred
frequently. Another side brand loyalty manage to consider the consequence of
consumer attitudes and is related with their preferences. Brand loyalty is true
when consumers have a great interest toward brand and repurchase of a brand's
goods. Companies consider that brand loyalty is a necessary tool for them, so
companies can earn benefit from consumers’ willingness toward brand with a
slight rise in price, less cost of serving and sophisticated opportunity of bringing

new consumers to brand (Sasser and Reichheld, 1990)

According to Amine (1998), brand loyalty has two essential approaches: One of

them is behavioral which can cause customer to hold repurchase of the brand over
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the time and indicates brand loyalty to them. Another perspective is from the
attitude which is the important condition of brand loyalty but it is not sufficient to
prove authenticity of the brand loyalty. Verbal reports of loyalty are not sufficient
for determination of loyalty either as these reports should be related with the
consumers’ loyal behavior of purchasing to be determined as brand loyalty.
Philip Kotler (1994), father of marketing, determine the four stages of brand

loyalty which they are as followings:

1. Hard-core loyal -These people are loyal customer which purchase the

unusual brand over the time
2. Split Loyal-Such customers mainly buy two or three brands
3. Shifting Loyal-Consumer that they are moving from one brand two another

4. Switchers-Customers are not loyal to any brand .They are looking for bargains

or looking for something different.

1.2 PROBLEM DISCUSSION

So discussed previous in section 1.1, brand loyalty has more essential marketing
tool and modern time it can influence to customer satisfaction and their
behaviour. The creating of a strong and positive brand mainly leads to advantage
of a particular brand among the consumers, when it can affect to creating brand
loyalty over time.

Loyalty has a high degree of bonding between customer and a brand.
Furthermore, loyal customers are not willing to switch brands and prefer to stick
with a brand that they feel comfortable and satisfied with (Rosenbaum-Elliott et
al, 2011). Some consumers who are loyal towards a brand are also less price
sensitive and open to pay a sophisticated price for a specific brand compared with
other alternatives, since purchasers may perceive a unique value in the brand.

Another preference for companies with brand loyal customers is the fact that it
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can lead to market benefits. Companies get trade advantage and do not need to
advertise as much as firms without loyal customers (Chaudhuri & Holbrook,
2001). Marketing advantages can also be obtained from increased word of mouth
among brand loyal customers (Dick & Basu, 1994) resulting in sophisticated
profitability (Chaudhuri & Holbrook, 2001).

Jacoby and Kyner (1973) argue for whether or not a customer is brand loyal or if
the consumer only has a repeated purchase behaviour. A consumer who only
purchases a brand because it is the cheapest compared to another consumer who
actually buys the brand due to satisfaction are examples of different types of brand
loyalty (Jacoby & Kyner, 1973). Mittal and Kamakura (2001) mean that
consumers who have repeated purchase behaviour are less sensitive if changes in
satisfaction would arise compared to brand loyal consumers. There are also
investigates that show a difference in products that are returned after purchase.
Consumers who are purchasing a product due to satisfaction rather than repeated
purchase behaviour are little likely to return the product to the store (Mittal &
Kamakura, 2001).

Evaluation of brand loyalty is one of the essential factor in the modern world
market. So above matters also explain us brand loyalty can influence relationship
among companies and customers, it can lead to increasing company benefits in
long-term period. Although brand loyalty is popular enough but it examined rarely

that is why it do not teach as a subject in Azerbaijan.

Brand loyalty is not interested in people because Azerbaijan people give
advantage to purchase low price products in that case they do not have loyalty
with any companies mainly. Some luxurious persons can purchase high price
product that is why they are not interested with product price and they just give
advantage to buy brands without depending price of it. Author has been selected
brand loyalty because of mentioned reasons can show the importance of it. Hence,

this study is going to respond following questions of what companies hope to
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achieve and how they can determine right people and how can they measure what

they achieved.

1.3 RESEARCH AIM & RESEARCH QUESTIONS
1.3.1 Overall Aim

Problem discuss had already mentioned above, the objective of this investigation
IS to determine greater comprehending of brand loyalty and its implementation as
a main part of marketing management in The Sportwear industry of Azerbaijan

and research youth population attitudes.

1.3.2 Research Questions

You can see three important questions which have been made and will help us in

order to achieve the purpose:

+ RQ1. How do we create loyalty with use of branding?

¢ RQ2.How do product-branding efforts affect various aged groups of people in
society?

+» RQ3. How does lifestyle clothing branding affect younger consumers and a

role of lifestyle sportswear branding influence younger customers?

These three research questions are pointed theoretically in literature review and
the same questions are responded in the section of data analysis in the basis of

empirical data gathered.
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2. LITERATURE REVIEW

n this chapter, we will discuss research questions which has already talked
I about it in previous learning. Literature review begins with creating loyalty
with using brand, its influences over the various age groups of people and

especially young consumers’ attitude toward brands.

2.1 FACTORS INFLUENCING A BRAND

According to Ramil Jabbarov(2018),Brand is that one seller or one group of seller
determine product and services with several ways they create difference among
competitors. These ways are use of specific name, symbol, design and several of

them as a combination.

There are thousands of internal and external affecting factors, but this
investigation focuses on the perceived quality, price and the value proposition to
make a greater linkage to consumers. Perceived quality is a brand association that
has the most effect on brands as it drives financial performance due to the fact
that perceived quality is associated to how a brand is perceived in the buyers’
minds. Creating a high perception of quality requires the understanding of what
quality actually means to consumers. According to Aaker (1996 p.17) studies had
shown that anticipated quality provides to a organization’s return on investment
(ROI) by prices and market share. Another learning discloses that recognized
quality is a extensive driver of consumer satisfaction. Hence, when a brand invests
in their perceived quality, ROI will rise in turn. (Aaker, 1996, p. 17-20) The price
is also a powerful affecting indicator on brands. Various consumers have various
price opening and clarify prices in various forms. When a price, for example , is
computed to be very high corresponding to the advantages a commodity appears

not value the money. However, a greater price manage also be a pointer for
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sophisticated quality. Whereas, a minor price is 22 often associated with inferior
quality. Therefore, a firm must comprehend the multifaceted structure in positions
of pricing to save the influence on a brand at a modest level. In the centre of the
value suggestion are purposeful, sensitive , and self-expressive advantages which
should drive customer’s buying decision and thus, have an effect on the brand.
Functional uses are the most obvious benefits based on commodity characteristics
which associate exactly to the performing of the product or service. A brand ought
to have a important functional advantage that is various to opponents in order to
make a direct connection between the purchaser and the brand. For instance, when
a graphical symbol is established in a customer’s mind, the brand will earn more
brand recognition and recall. Another functional advantage could be a country
source organization which is a quality pointer and adds credibility to the brand.
Moreover, when the utilize of a special brand suggests positive moods by the
buyers, then the brand delivers emotional benefits that frequently lead to brand
loyalty. A brand should also provide a self-expressive use which means a
customer manage connect himself or herself with the brand personality through
corporate elements .For example, when a purchaser wants himself or herself to be
seen as strong, powerful, and successful he or she will decide to purchase a
premium brand rather than a moderate brand.Though, each consumer has various
positions and connected ideal selfimages, a brand should deliver a concept to fulfil
his or her need for self-expression in order to build long-term relationships.
(Aaker, 1996, p. 95-103, p. 153-170; Kotler & Keller, 2016, p. 150-153)

2.1.1 Brand Loyalty As An Important Marketing Tool

Brand loyalty is such as consumer attitudes pattern where purchasers become
committed to a special brand and building repeat consumes again over periodical
time. That is why, organization makesa creative marketing strategies,

hence loyalty or to reward programs and other incentives as free samples to create
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brand loyalty. Nowadays, brands begin to develop high level, and it plays
essential role in life-cycle of organization. The building of positive and strong
brand generally lead to attract customer attention and cause to create their interest
towards organization that are called such a brand loyalty. Loyalty can indicate as
long-term relationship between products and consumers. So, if each purchaser are
loyal to one brand in that case they are not interested with other companies’
suggests and their brands, as faithful friend. Brands also should provide
consumers ‘needs, and interests, another case brand loyalty can decrease among
their purchase. Innovation and technology supporting to keep stable the brand
loyalty because many buyers always attempt to adjust modern technology
products that contain various specialties itself. Loyal consumers do not draw
attention to prices of brand frequently hence they just want to provide their needs
and interests that’s why they select one brand or organization and try to keep
loyalty towards it. Brand loyalty can also create marketing advantage for
organization in which loyal customer speak about your brands in community with
word of mouth, so this process manage to increase brand reputation and loyalty
among purchasers.(Dich and Basu 1994). Two important indicators have which
influence achieving brand loyalty: Satisfaction and Trust. If company’s product
can satisfy consumer in the that case they want to repurchase this product and it
will be habit with certain period but low satisfaction cause to decrease the amount
of purchasers, and brand loyalty. Trust is another key factor for providing brand
loyalty among buyers hence it is the most important issue, consumer should
believe quality of product and its importance. Organization draw attention to the
creating consumer reliability because they know that it can give more

benefits. Benefits of brand loyalty can be classified as followings:
» Companies can accept the product extensions
> Protect from foreign effects with the cutting of prices

» Cause making barriers to entry for other competitors enter the market
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» Companies provide competitive advantages with it
» Create willing to pay high prices
» Attracting new purchasers

Freid Reichheld who is one of the most famous writers about brand loyalty which
he considers that customer loyalty can give dramatic effects on profitability but
new research indicates that relationship between customer loyalty, and financial
Issues such as organization profitability and stock-market outcomes are not
suitable for assaying once convinced. So, we can also state several
keys influencing indicators which have a great role in the building brand loyalty.
Purchasers perceived value, brand trust, buyer satisfaction and commitment can
be considered as key factors of creating brand loyalty. According to Byron Sharp,
longer term purchasers are much less sensitive than shorter term because it is more

difficult for them to absolutely stop utilizing the brand.

2.1.2 Consumer Problem Solving And Buying Process

Firstly, I want to begin with introducing level of involvement and forms of
problem-solving procedures. We can state that a person’s level of the involvement
of purchasers’ interest in a community in a special condition which influences the
form of problem-solving process used. Permanent involvement is a continued
enthusiasm in a product class because of particular pertinence though
circumstantial involvement is a short-lived interest come from the special
occurrence and conditions where purchasers find themselves. We can show three
types of customer problem-solving; arranged answer attitude, restricted problem-

solving and lengthened problem-solving.

Consumers mainly draw attention arranged answer attitude because buying often
purchased low-cost items demand little investigate and opinion attempt.

Restricted problem-solving is utilized for commodity bought infrequently which
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purchasers need to know data about an unknown brand in an explored commodity
group. The last time is lengthened problem-solving which consumers use from it
when buying an unusual, high price, and infrequently purchased product.
Secondly, we should know the phase of the customer buying decision procedures.
Hence, the customer buying procedures consist of five stages which they are as

followings:

> Problem Identification
» Data inspection
» Assessment of alternatives

» Purchase and post-purchase assessment

All of these stages cannot cover all purchasing procedures or all consumer
decision don’t include these five stages. Problem Identification become when
purchasers are aware of a dissimilarity between a request state and a real situation.
After identification, purchasers need to collect information about brand and it also
supports to identify suitable product for them and satisfy the need. In Subsequent
stage, they also should assess other alternatives with compare rate, quality and
rank of various products. Finally, consumers purchase products and determine
quality and actual performance. Circumstantial effects can also affect the
customer purchasing decision-making procedures. So, they care foreign
circumstances or orders occurring when a customer make a decision. We can
show several circumstantial effects as time, purchaser’s mood and reasons for
buy. Psychological effects have also a great role in determine consumers’ general
attitudes which influence their behavior. Perception, motives, personality,

learning and their life styles can be indicated as psychological effects.

On another hand, social effects are the other important factor which has influence

over the customer behavior. | want to give several instances for social hence

17 |Page



positions, family, reference groups, culture and modern approaches of society
have a strong effect over the decision-making procedures. There are several
factors which can cause in consumer decision-making process. Before,
organization create selling process based on B2B (Business to Business)
marketing hence this form of approach did not care consumers’ need and interest.
Nowadays, this structure changes from B2B to B2C (Business to Consumer)
In their organization draw attention to consumer satisfaction and all of the
selling process build based on purchasers and their opinion. That is why, various
factors begin to play important role over selling issues of

organization. Some essential ones can be pointed as followings:

> Price
» Promotion
> Place
> Quality
> Design
» Brand or usual product and other factors
These are the important factors when organization wants to enter new market and
focus on a great market share. So, all of them will cover our survey questions on

subsequent stage. Some vital information will help us for understand the

importance of these factors.

Price-Nowadays, price is the first key point among several indicators for
consumer during the process of selection stated by Ilkin Manafov(2012).1t is a
quantity of payment for product and service between relationship buyers and
sellers. It has several types such as buying prices, selling prices, transaction prices
and trading prices. This factor plays an important role in decision-making
procedure among different levels of people. Some people prefer expensive and
brand products who are the rich, another group gives advantage middle price

which is suitable for their budget and other people who are the poor, and they just
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want to buy something for needs mainly, no interests. This factor mainly depend

on people monthly salary and shopping can be classified for this reason.

Promotion-In marketing, promotion is any type of marketing communication
channels which influence consumers and attract their thing and opinions about
products, services and different brands. It is the vital element in marketing mix
which consist of product, price, promotion and places. Promotion support to
provide people with information about product, enhance demand. In Modern term,
social networks play an important role for promote brands. Advertisement and PR
Is the most important marketing communication tool for promote goods and
services. Last terms, companies advertise them over social networks as Facebook,
Instagram and others which are the more favorable in comparison with traditional

marketing promotion tools.

Place-This also consider another essential factor which affects consumer’s
opinion hence this factor can change from buyer to buyer because someone wants
to purchase product from expensive places such as Malls, Hypermarkets and
Boutique on another side such consumers don’t draw attention to place factors
thus they just prefer quality and price factor in buying process. One group of
people do shopping from online websites and another can go to foreign countries

for purchase something.

Quality-It is another essential factor of product which many consumers prefer
quality of product in comparison to design and price, some people are different,

but they are exception.

Design-It is mainly related with external appearance of product and create new
plan for company. Another word, It has connection both product and service.
Many employees design who devises course of action focus on becoming
different existing conditions into advantage ones.
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Brand or usual product-There are various differences between brand and usual
product thus everybody buys something but some people can purchase brand
because brand has high price and more expensive than simple product. However,
this does not depend on only money hence some rich person does not give
attention to brand. As a result, personality and other personal features also affect
to buy product which we talked about it on previous writes. Creating difference is

a key feature between brand and usual product.

2.2 CREATING LOYALTY WITH USE OF BRANDING IN
SOCIETY

A brand can be determined as following to Ross and Harridine(2007): Service,
person, place and a determinable commaodity increase that the customer or user
accept suitable, unique added values which are relevant their needs especially.
Moreover, the consequence of its success from being able to sustain these added
values in the face of competition. Furthermore, Keller determine brand awareness
such the ability to identify a brand under various conditions, and gather that it
consist of brand recognition and brand recall. He considered that brand awareness
Is important because it can enhance the likelihood of the brand being part of and
chose from a consideration set and ultimately strengthens brand associations,
and the resultant brand image(as told in Kwang-Ho, Minsung&Won-
Mo00,2011). For the thing of Gustafsson, abroad difference of programs
developed and implemented to rise customer loyalty. The objective of most these
programs are consumers’ functional and economic benefits (for instance: price-

discounts, coupons).

These forms of loyalty programs are essential but not an enough condition to
tremendously increase multifaceted customer loyalty. Growing customer loyalty
entirely demand a customized strategy of marketing that differs by every
various forms of loyalty (Kwang-Ho etal.2011). According to Dick and Basu,
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loyalty can be categorized as four types: true, latent, spurious and low loyalty
(Kwang-Ho et al....2011).

Ganesh divide loyalty attitudes into two important groups, so that active
loyalty covers positive word-of-mouth and additional sales, whereas passive
loyalty can be determined service maintenance. In Addition, brand community
suggest a place for committed users to express the improvement of their brand
and put their complaints about bad experiences with their brand (Kwang-Ho et
al....2011).Schappe cited that some expressions appear from highly dedicated
users which has the great relationship between community commitment and
constructive statement of disagreement from brand attached purchasers. (Kwang-
Ho et al., 2011). From one side, McAlexander a brand community is frequently
determined regarding relationship in which the consumer is established, contain
ties between the purchaser and the brand, between the purchaser and the company,

between the customer and the product in purchase and among partner customers.

Kelly and Thibaut consider that the repurchase motive has been broadly
determined and greatly investigate in social psychology and marketing. In social
transaction theory and the investment model within social psychology, buy
intention again is defined as relationship sustenance. (Kwang-Ho et al.,
2011). According to Morgan and Hunt, they consider that learning in marketing
channel management or in organizational attitudes develop a thought repurchase
intention concerning relational engagement, because an intention to hold the tie.
Brand communities make loyalty, causing the consumer has in mind to keep the

connection, and ultimately repurchase your commodity (Kwang-Ho et al., 2011)
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2.3 PRODUCT-BRANDING EFFORTS TO VARIOUS AGE
GROUPS OF PEOPLE IN SOCIETY

In the modern market, people's behavior is the most essential factor and it can be
shaped with motivation and perception. Thisthingcan be determined
by Hilgard because an orientation approach and a readiness to answer
in preplanned way to connected objects, cases and other things (Strizhokoya,
Coulter/Price 2008). The brands mainly provide firms with great opportunity to
discriminate own commaodity suggests and add consumers with data about the
commodity, especially its quality and self-identify which was pointed
by Erdem and Swait(In Strizhakova et al.,2008).

Askeaard told that, brands also have been a great part of interplay of ideologies
that structure marketplace interactions and social life, in the modern purchaser
culture. Creating of strong brand, purchasers over the world give advantage to
purchase brand products against unbranded commodities (stated in Strizhokoya et
al., 2008). Some investigates indicate that a vital body of work is connecting with
purchaser use of signals of brand quality and self-identify which it can increase
sales, and brand loyalty (Holt 2004,Swait and Erdem 2007,Sprott 2009).

As additional, he also stated that the better customer utilize of branded
commodities as signals of quality and self-identity, the greater the necessary to
associate with branded products, and the greatest utilize of brands as signals of

quality and self-identity, the better the buyers of brands(Strizhokoya et al.,2008).

Grouping of the people accords to age is another important key factor for
marketers. Hite stated that the age is the vital for the creating strong brand loyalty
among people because young purchasers is the keystone for the marketer which
support them for predict future purchase decisions made and affected by children

when they were adults. He another offer is that decision -making skills arise

22| Page



throughout childhood hence reliance is mainly created in children as young as
approximately two year old. (Ross/Harradine, 2004). In spite of, essential
Investigate over buying attitudes and branding exist, it is not suitable to consider
that this can be done to younger purchasers (Ross and Harradine,
2004). Edgecliffe-Johnson quotes Roedder John as following: Children are not
able to see brands in the same way as adults, so advertisers should understand this
point in advance. Children may recognize a brand in seven or eight age but
advertisers are not able to utilize the information in the same way. According to
their opinion, abrand is something which is familiar, a point of
reference. People can Dbe dividing different groups of potential purchasers
which are called as Market segmentation. They manage to create one or more
segments with utilizing special segmentation criteria.(Martins 2009,p 30). It has
general agreement that demographic changing are suitable segmentation

substructure for examination (Martins 2009, p.31).

The New media plays an important role, hence parents are not been able to
discover to this media at the same period as their children, because they cannot
comprehend new marketing communication tools, and importance of the internet,
cell phones and PC games. The children can get new data from coequals after that
they decide to share this data with parents. This case to affect their parent’s

utilization and decision-making. (Ross and Harradine, 2007)

2.4 LIFESTYLE CLOTHING BRANDING AFFECT TO
YOUNGER CONSUMERS IN SPORTSWEAR INDUSTRY

Chisnall stated that the mass media especially TV play more important role in
attracting children to modern brands and types of it and introducing charming
representation of modern life-styles, the projected agreement of social
achievement mainly connected with purchasing (Ross and Harradine,2007).

Another assignment for marketer is to comprehend the main place of children as
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customer hence they want to create a long-term and beneficial relationship in the
future career. Marketers’ attention has increased generally toward relationship
between branding and customer loyalty over recent years (Ross and Haradine,
2004).

Customer loyalty can provide companied with sustainable revenues which it
obviously determines the benefits of successful brand creating in relation (Jobber
1998, Brassington and Petit 2000 and De Chernatony and McDonald 1998).
Organizations manage to increase own sales and profits with pursue to get brand
loyalty among young purchasers.(Ross and Harradine,2004). According
to Brassington and Pettitt(2000) and Edgecliffe-Johnson(1999) stated that
children are more essential objective for marketer because their wish to establish
loyalty in purchaser life in advance. Moreover, Roedder and Gregan-
Paxton (1995) don't agree that a little age group of consumers are covering a
tremendously necessary role in buying clothing and sportswear.(Ross
and Harradine,2004). Children do not have ever that it very good. Children’s
consuming competence is ascending in industrialized which was pointed
by Tomkins. The annual profit of children to 12 in US measure at $27.5 billion

(Ross and Harradine).

Purchasers particularly express themselves over the brands which are suitable for
them, and they are agreeable join to same brands greater conformity with
customer self-esteem. It was stated by Jamal and Goode hence young purchasers
mainly draw attention to quality level of modern brands and their reputation in
society. As a result, they are deeply hopeful to repurchase such brands regularly.
When purchaser’s self-image and brand image are appropriate in that case
organizations can provide positive behavior toward a
brand .Correspondingly, Grubb and Grathwohl maintain that purchasers increase
own self-concept by spending the psychological sides of products. This

connection between customers’ psychological qualified, in other sides, non -
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cognitive joint to brand association and their agreeable behavior, such as

engagement toward a brand community.

The Sportswear industry is one of the important industry areas in the
World. There are a lot of rivals, and they always try to get the greatest market
share with creating brand loyalty. Organizations have various target groups in
market which has great influence in organization work procedures. Moreover, the
most essential target group in Sportswear Industry is considered as youth
consumer because youngsters love more fashion and novelty in comparison
with adults, andthey are sensitive for the sport. The companies of
sportswear offering are mainly different areas of sports, and they want to attract
people’s mind with interesting campaigns. Although, main target group is
youngsters, companies also create brands for adult and old age group
people. The great Sportswear companies often check market situation

and analyze customer behavior as Nick, Adidas and Puma.

Nowadays, markets and product is growing so fast and first of all we should listen
consumer and learn their needs exactly stated by Dennis VVan Oossanen s who is
vice president and general manager of Nike.Oossanen also add that the digital
transformation and a mobile check-out play vital role in creating customer

satisfaction
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3. METHODOLOGY

his chapter covers a description of methods which will use to collect data
for the investigation queries are doing to define.Holme and Solving(1997)
pointed that a method is a key or access to calculate a problem and also
obtaining new knowledge. This chapter commits as a guideline which it
supports the reader manage to pursue how the aim of the study is
surrounded. According to Foster (1998), there are several stages for to clarify the
problems which researcher can make sure that the study accomplish demanded
standards with using validity and reliability criteria. These steps showed as

following figure 3.1.

Reserach
strategy

Reserach Data
Approach Collection

Valididty

and
Reliability

Research Sample
Objective Selection

Data
Analysis

Fiqure 3.1 Schematic Presentation of Investigation Methodolgy

Source: Referenced to Foster(1998).p81
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3.1 RESEARCH OBJECTIVE

According to Wiedersheim-Paul (2001), Yin (2003) and Saunders (2007) there
are several types of objectives which use to accomplish a scholarly investigation.
These types are Exploratory, Descriptive, Explanatory and we also will be able to

talk about Analytical and Predictive types as additional.

Eriksson Widersheim-Paul(2001) pointed that, exploratory research learn is
determining exploration that is appropriate when investigators are looking for new
perception to obstacles and want to appraise phenomena in a new light. We can
show three forms of organizing exploratory researches; a investigate of literature,
speak with experts on the subject and conduct focus group interviews (Saunders
et.al 2000)

Descriptive analysis or statistics does mainly that the name indicate they describe
or compile raw information and create it which is explainable by people. They are
analytics that demonstrate cases which occurred on the past, may be one minute
ago, may be one year ago. This type of research objective is necessary because
they permit to study about previous attitudes and comprehend how they could

affect future outcomes

From another side, Saunders (2007) clarify that, explanatory investi