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Abstract 
There is growing consensus among researchers and practitioners in the field of marketing and business that 

packaging plays a pivotal role in the success or failure of sale of any product in the highly competitive market. 

This study therefore aimed to examine the effects of pricing and packaging on customers’ buying behavior. The 

study is anchored on the theory of trying. This study adopted an exploratory research design and data was 

collected through a well-structured questionnaire. The population of the study consists of cell phone users in 

each of the six geopolitical zones in Nigeria which includes Lagos (SW), Adamawa (NE), FCT (NC), Kano 

(NW), River state (SS), Imo State (SE). The study adopted the convenience and purposive sampling technique. 

The findings of the study revealed that packaging does not have substantial impact on the acquisition choice for 

the purchasing of Chinese phones. The study therefore recommends that marketers of cellphone industries 

should not consider solely packaging as the factor for the success of any product, therefore, they should also 

take up other important factors of the marketing while they are launching new products or revitalize old 

products. 
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I. Introduction 
Globally, product packaging has actually become itself a sales promotion tool for companies and 

international organizations. Leading brand names such as Apple, Microsoft, Coca-Cola, Nike and so on 

comprehend the relevance of product packaging not just in maintaining their items risk-free, but also as part of 

their marketing initiatives.For this reason, ‘product packaging’ is the trademark or signature a 

company/organization leave anywhere, and this have the capacity to bring in new clients better than obsolete 

sales and also advertising and marketing techniques (Sidrah, Marium, & Nawaz, 2018). Marketing in this regard 

contains the complete variety of tasks associated with commercial exchanges which at the end is guided/directed 

towards customers’ needs or demand.  

Product packaging is more vital for firms to access the markets as well as record even more customers. 

Mainly, purchasers approve the products as a result of product packaging. Packaging serves important 

responsibilities in the sale of products and services at a point where buyers and sellers come into contact for a 

transaction. Product packaging carries out vital features to offer products as well as solutions at an area where 

purchasers as well as vendors enter into get in touch with for deal (Farooq, Habib & Aslam, 2015; 

Bahrainizad&Rajabi, 2018). In the past decade, companies are not focused on their product packaging. But now 

companies are more focusing on the product packaging as there is a tough competition among all the FMGC 

products. 

The purpose of this study is to examine pricing and packaging as determinant of customers’ purchasing decision 

on Chinese mobile phones in Nigeria.Specifically, the objective is to: 

1. investigate if pricing have a particular effect on the purchasing decisions of customers. 

2. identify whether the price of Chinese phones contribute to the affordability of the product. 
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II. Literature Review 
Price 

Price substantially influences a customer’s choice to acquire an item. Price is a vital variable in making 

purchase decisions, particularly for items that are regularly bought, and also in turn, affects the options of which 

item, brand name, and also shop to buy from (Mukaila, Obetta, Durojaye, Chinedum&Ugwu, 2021). Price is an 

essential factor in the purchasing decision of customer, specifically for items that are often intended to be 

acquired (Jatto, Adeoye, Abegunrin, Oke, Eniola&Smart, 2020).  

Pricing management is one of the most important aspects in advertising and marketing. Regardless of its 

relevance, a price carries the efficiency of companies, it appears that such aspect has actually not gotten the 

appropriate focus by lots of academics and also advertising and marketing professionals (Adeosun, 2022). Price 

is the amount of money charged for a product or service or the sum of values consumers exchange for the 

benefits of having or using the product or service. In other words, it is specified as the quantity of cash that 

needs to be paid to obtain a provided services or product.In as much as the quantity individuals are prepared to 

spend for an item represents its worth, price is likewise a step of value (Ighomereho, 2022).Price offers a 

financial mechanism by which solutions as well as products are dispersed amongst the huge number of 

individuals who desire to buy them. They additionally work as signs of the toughness of need for various items 

as well as make it possible for manufacturers to react appropriately. 

 

Price vs Value 

When an acquisition is being thought about, for the majority of consumers, a lot of clients make their 

acquisition choice exclusively on an item’s price. Essentially, when an acquisition scenario develops cost is just 

one of a number of variables' consumers examine when they emotionally examine an item's general worth. 

Because cost frequently shows a vital part of what a person needs, a consumer's purchase decision of an item 

will certainly be impacted by prices index (Al-Mamun&Rahman, 2014). 

The rate paid in a deal is not just economic it can additionally include various other points that a 

purchaser might be provided up. In enhancement to paying cash a client might have to invest time discovering to 

utilize an item, pay to have an old item eliminated, shut down present procedures while an item is mounted or 

sustain various other expenditures. There are some aspects that impact change prices wherein producers of 

mobile phones normally change their basic costs to make up numerous consumer’s distinctions and also altering 

scenario. Under this we have the list below cost modification. 

1. Discount and Allowance Pricing 
It is the reduction of prices to re ward customer's responses such as paying early, volume purchases off season 

buying or promoting the product. This contains cash discount, quality discount, functioning discount, seasonal 

discount and allowances. 

2. Segmented Pricing 
Under this the company sells a product or services at two or more prices, even though the: difference in prices is 

not based on differences in costs.  

3. Promotional Pricing: It is temporarily pricing products below the list price, and sometimes even below cost, 

to increase short-run sales. 

4. Value Pricing: Offering just the right combination of quality goods and services at a fair pricein order to 

offer more quality for a given price at the same quality for less. 

5. Geographical Pricing: Deciding how to price its product to consumers located in different part of the 

counting or world. 

6. International Pricing: Companies that market their product internationally must decide what prices ton 

charge in the different countries in which they operate.  

 

Packaging 

Packaging is important to understand the impact of packaging on consumer buying behavior. From the 

view of some scholars, product packaging is the act of having, securing and also providing the components with 

the lengthy chain of manufacturing, dealing with and also transport to their locations just as good as they were, 

at the time of production (Avlonitis&Indounas, 2016). Product packaging can be specified as an external aspect 

of the item. It was additional emphasized that, it can likewise be specified as a container product. Some scholars 

specified product packaging as the total functions that underscore the originality and also creativity of the item. 

It gets on this sight that product packaging is referred to as an entire bundle that ends up being a best marketing 

recommendation, which boosts impulse purchasing behaviour(Esteves &Resende, 2016). 

 

Product Packaging and Purchase Decisions 

For some scholars, item packaging comprised a crucial element of predicting a company’s brand name's 

image (Jiang, Ni & Srinivasan, 2014). Product packaging is viewed as incorporation of style as well as 
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manufacturing of container or wrapper for an item. Product packaging is any kind of container shut that an item 

by it will certainly be provided to the marketplace available or whereby essential info regarding the item is sent 

to the consumer (Collins, Jacob &Stephen, 2016). Product packaging executes multi-tasks as well as features 

which explains the item & its functions as well as likewise connect with the customers as well as additionally 

secure the item. Product packaging of the item informs concerning various active ingredients, use of the item as 

well as additionally it informs concerning some preventative measures if the item has any kind of side impacts. 

Theprimary element of advertising is product packaging that create and as well plays a vital duty in advertising. 

An efficient and also a straightforward product packaging will certainly soak up a great deal of customers as 

well as will certainly boost individual’s purposes on purchasing items. If the item has a top quality and also 

distinct product packaging it stays psychological of the customers for an extended period of time and also by 

this the customers wishes to purchase that item at the time of purchasing, so it itself did the promo of that item 

by its product packaging. Product packaging ought to likewise be developed to advertise item sales. As the 

product packaging will certainly affect customers as well as therefore transform their purchasing habits in the 

direction of that brand name which will certainly assist business to produce revenue (Rayhan, 

Mohammad&Zahir, 2021).Customers acquire even more amount of item after seeing its tag so it is clear that 

classifying impact the customers getting habits however there are lots of various other elements that affect 

which affect the customers getting behavior (Dobbelstein&Paul, 2019).  

The product packaging product as well as wrappers are additionally really crucial consider item 

packaging; as the majority of the customer's really did not get the items because of weird product packaging 

product as well as wrappers. This study discloses that customers rely on an item or brand name decreases 

continuously when its product packaging is damaged-up to 55% of customers left the brand name, as well as 

36% step in the direction of an additional brand (Abubakar& Haruna, 2019).Much of individuals these days 

century desire even more elegant as well as originality so they desire a great product packaging product. The 

product and also wrappers are additionally impact the sales as if the item is of high quality yet it has no great 

and also efficient product of product packaging the customers will certainly relocate and also see in the direction 

of an additional item which have of high-quality product and also fascinating wrapper styles. There is no 

considerable distinction in between item entailed customers as well as uninvolved ones in regards to bundle 

style choices for the healthfulness assumptions that it generates (Anetoh, Justitia, Victor&Vivian, 2020). 

 

Nigerian Cultural Influences and Multi-communication via Mobile Phones 

A 2015 Pew Research Center exposes the level of cellphone usage in Sub-Saharan Africa. Smart phone 

possession in several Sub-Saharan nations is about comparable to the USA. Around 89 percent of Nigerian as 

well as American grownups possess a smart phone. One of the most usual smart phone tasks amongst Nigerians 

are texting (80 percent), taking photos or video clip (57 percent), accessing socials media (35 percent), obtaining 

wellness info (23 percent), making and also getting repayments (15 percent), seeking as well as requesting tasks 

(15 percent), as well as obtaining customer details (14 percent) (Bou-Mitri, Marilyn, Hani, &Zeina, 2020). 

There are considerable distinctions by age. Amongst Nigerians, about 89 percent of 18-to-34-year-olds 

send out sms message contrasted to 67 percent of those 35 years of ages and also above
61

. Technical adjustment 

has actually progressively brushed up via sub-Saharan area over the previous 20 years, substantially influencing 

way of lives as well as workplace. Some scholars additionally kept in mind that the development of Africa as 

one of one of the most rapidly-growing phone markets in the world (Chitturi, Juan& Carlos, 2019). This fad is 

driving an unmatched surge in financial as well as lifestyle experiences. Over the previous years, politicians and 

also chosen authorities in Africa have actually stressed the vital requirement for the continent to welcome 

modern technology in order to sign up with the details culture and also take part in the worldwide understanding 

economy (Mumani& Richard, 2018). 

The methods which working specialists in Nigeria and also in various other components of Africa have 

actually been performing and also executing their main tasks have actually been affected enormously by the 

introduction of smart phones. Some brand-new research studies have actually kept in mind the frustrating 

worldwide effect of cellphones as well as its change of typical practices in casual as well as official contexts. 

Furthermore, it shows up that Nigeria as well as various other African nations welcomed making use of smart 

phones also promptly, leading to blended sensations and also outcomes due to evident absence of etiquette as 

well as impoliteness being used the tool in specialist setups. 

A variety of African scientists have actually observed extensive use cellphones in organization setups. 

They additionally report that cellphone usage shows up both turbulent as well as valuable in expert setups as lots 

of young Africans show up addicted to their tools or have actually blown up of correct use their smart phones in 

expert settings (Ahsan, Muhammad & Danish, 2019). Little research study exists concerning the function of 

society in figuring out cellphone decorum as well as actions. Some Western scholars have actually 

recommended that smart phones can offer to preserve social communication a lot more so in collectivist 

countries(Ketelsen, Meike, Ulrich, 2020; Schnurr, 2019). Some study suggests that Americans are much less 
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approving of mobile phone usage in job settings as well as are a lot most likely to see it as sidetracking 

contrasted to various other cultures(Yu, Selina&Jun, 2020). 

We would certainly anticipate that Nigerian societies would certainly embrace actions as well as 

perspectives connected to cellphone usage based upon the method collectivist and also high-context norms 

(Andersson, 2020). Prior relative research study concerning cellphone usage contrasts American as well as 

Chinese standards of cellphone usage in meetings (Maleki, Seyed, Amiri, Arash&Azarnoush, 2020). 

 

Customer’s Preference 

Customer choice examines specific ranking of a collection of solutions as well as products or chooses 

one collection over an additional. The choices of specific customers are additionally identified by their degree of 

earnings, the cost of the products as well as solution as well as the determination and also capability of the 

customer to acquire the item at the time needed (Wicki, Robert & Thomas, 2020). If a customer ranking brand 

name of smart phone as much better than the various other or really feels there's even more energy as well as 

contentment to stem from the cellphone kind contrasted to one more at each time acquisitions are made, the 

customer will certainly constantly choose its brand name choice. 

Client fulfillment is the sensations of satisfaction and also frustrations arising from the contrast of 

items, viewed efficiency or results in connection with the individual's previous assumptions. The contentment is 

the degree of an individual's really felt state arising from contrasting an items regarded efficiency (end results) 

in connection with the individual's expectation (Desai, Soofi, Fazal &Shaista, 2019). A scholar stated that 

selection of a cellphone is identified by 2 perspectives: mindset in the direction of the smart phone brand name 

on one hand and also mindset in the direction of the network on the other(Togawa, Jaewoo, Hiroaki &Xiaoyan, 

2019). 

 

Consumer Fulfillment 

A scholar presume that complete satisfaction is an individual's sensations of satisfaction or frustration 

that arise from contrasting an item's regarded efficiency (or result) to expectations (Nemat, Mohammad, Kim & 

Kamran, 2019). Whereas, client fulfillment means an outcome of a consumer’s assumption of the worth gotten 

in a purchase or partnership (Kovač, Dorotea, Josip & Maja, 2019). It is against this backdrop that this shows 

that consumer contentment is checked out as affecting redeeming purposes as well as habits, which, in turn, 

leads to a company’s future income as well as profits (Ilich& Mariann, 2020). 

Client contentment is a consumer comments in the type of examination after acquiring some solutions 

or items compared to consumer assumptions. Consumer complete satisfaction is gauged by utilizing the 

consumer assumptions with the efficiency of the items or solutions that can fulfill the requirements and also 

wishes of the customers (Sample, Kevin &Brasel, 2020). A completely satisfied client indicates that there are 

resemblances in between the efficiency of the products as well as solutions with the hope of the consumers, 

where it will certainly urge them to re-purchase the items. At the exact same time, a dissatisfied consumer 

would certainly convince the various other clients to not re-purchase and also consequently, they will certainly 

relocate to an additional brand name rival. 

 

Empirical Review 

Piotr and Czarnigowska (2019)studied contractor’s bid pricing strategy as a model with correlation 

among competitors’ prices. The study identified that the cost variable, brand name picture, style, high quality, 

technological factors to consider, as well as viewed worth have a substantial impact on acquisition purpose. It 

was mentioned that all these aspects are thought about by customers throughout their acquiring of vehicles. 

Scientist ended that all these aspects have actually urged the consumers to get the auto. The study discovered the 

result of cellphone qualities on the customer purchasing choice. The study located that the technological 

attributes of the cellphone as well as looks, photo as well as source, home entertainment have a substantial 

function in the selection of the smart phone. Rate has a considerable impact on the customer's acquisition intent 

in the purchasing of mobile phone. 

Samantha, Leos-Toro and Hammond(2019) examinedthe impact of plain packaging and health 

warnings on consumer appeal of cannabis productsImpulse buying is indeed a relevant factor in CE retailing, 

thus justifying the use of sales packaging. However, optimization is still important. From an economical and 

environmental perspective, it is very costly to apply sales packaging (with additional material use and transport 

volume) to products that do not need them, or to apply them in an ineffective way. Results revealed that brand 

image don’t have a positive relation with purchase decision, brand attachment has a moderate positive relation 

with purchase decision and environmental effects but don’t have a positive relation with purchase decision. 

Arnaud and Lacoste-Badie (2018) assessed symmetry influences packaging aesthetic evaluation and 

purchase intention. The study revealed that the relationship between brand images from customers on customers 

purchase intention. According to this study there is a moderate significant relationship between brand images 
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from customers on customers purchase intention as logically thinking, brand images from customers will lead to 

ongoing purchase to loyal customers for the better-known products known through the brand of products. 

Janice and Spence (2019) investigated sonic packaging and how packaging influence multisensory 

product evaluation sounds.In a finding on the impact of virtual brand experience on purchase intentions: the role 

of multichannel congruence that multichannel effects exist between virtual world brand experience and real 

world purchasing decisions, and that cross-channel consistencies are important factors that contribute to these 

effects. In accordance with the predictions from prior research, the results of this study demonstrate that brand 

experiences in virtual world marketing channels may have a strong influence on real-world purchasing 

decisions. 

 

Theoretical Review 

The theory of trying which was propounded by Bagozzi is concentrated on the evaluation of attempting 

to act was adopted in this study. The theory proposes a three dimensional conceptualization of attitude similar to 

responses to behavioural outcome. Put it simply, theoretically, by articulating Bagozzi’s assumptions towards a 

reasoned activity is changed by a perspective towards attempting as well as a limited objective (Ariel & 

Eriksson, 2019). In connection with this concept, a scholar determined two primary factors of why customers 

might fall short to attempt to take in Customers might fall short to think about the choices offered to them. 

Customers might knowingly avoid from getting for numerous factors. 

The theory offers an intriguing alternative method to the designs formerly taken into consideration. 

Instead of taking a look at specific habits, the design analyzes attempting to act. Subjective standards, 

perspective towards the procedure or methods of attempting, perspectives as well as assumptions of success and 

also mindsets and also assumptions of failing are impersonated the crucial antecedent variables to intent to 

attempt; itself the crucial forerunner to attempting. Previous habits have actually been discovered to affect 

customer selection in a number researches as well as is therefore incorporated as an essential impact within the 

theory(Franck, Cheng,Masson, & Li, 2020; Brian, Kongar, &Barraza, 2019). 

Among the advocates of the concept recommend in conversation of this concept that as opposed to 

customers having behavior intents, they instead have behavior objectives in lots of circumstances, as well as 

they need to use up initiative and also make the purposive undertaking to meet these objectives. To date the 

concept of attempting has actually primarily been put on health and wellness relevant choices, and also just a 

few researches have actually used it to retail usage choices. Some components of the concept have actually been 

sustained empirically, however not every one of the variables have actually been located to be considerable in 

every test(Franck, Cheng,Masson, & Li, 2020). In a fillip to the concept, released study right into the factors for 

customers 'stopping working to attempt to eat'. In this instance, customers are claimed to either stop working to 

see or be oblivious of their choices, or make a mindful initiative not to eat. 

 

III. Methodology 
The data analysis method adopted in this study was qualitative analysis of contents of evidences 

gathered (Content analysis). The study adopted an exploratory research design.The population of this study 

consist of five cell phone users in one state each across six geopolitical zones in Nigeria Lagos (SW), Adamawa 

(NE), FCT (NC), Kano (NW), River state (SS), Imo State (SE). The study also employed the convenience and 

purposive sampling technique and data were gathered using a well-structured questionnaire.  

 

Presentation of Data 

Table 1: Demographic Data of Respondents 
Variables Characteristics Frequency Percentage (%) 

Gender Male 399 55.4 

 Female 321 44.6 

 Total 720 100 

Age of Respondents 0-25 150 21 

 26- 50 261 36 

 50 and above 309 43 

 Total 720 100 

Source: Researchers Survey, 2022 

 

From the analysisin table 1, the findings showed that there are 399 male respondents (55.4%) and 321 female 

respondents (44.6%). Also, the table revealed that 21% of respondents are 0-25 years, a total of 36% are 

between 26 to 50 age range and 43% of the respondents are all above 50years. 

Research Question One:does pricing have a particular effect on the purchasing decision of customers? 
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Table 2:Does pricing have a particular effect on the purchasing decision of customers? 
Variables Characteristics  Frequency Percentage (%) 

Shape of the Brand Lagos 
 

152 19 

 Abuja 

 

102 13 

 River 
 

98 12 

 Adamawa 

 

172 21 

 Imo 
 

109 13.4 

 Kano 

 

179 22.0 

 Total 812 100 

Brand Image Lagos 

 

179 24.9 

 Abuja 
 

122 17 

 River 

 

134 19 

 Adamawa 
 

142 20 

 Imo 

 

103 14 

 Kano 
 

40 6 

 Total 720 100 

Functional quality of the 

Brand Image 

Lagos 

 

192 26 

 Abuja 
 

111 `15 

 River 

 

183 25 

 Adamawa 
 

88 12 

 Imo 

 

86 11 

 Kano 79 11 

 Total 739 100 

Price of the Brand Lagos 

 

182 19 

 Abuja 
 

136 14 

 River 

 

150 15 

 Adamawa 
 

163 17 

 Imo 

 

145 15 

 Kano 198 20 

 Total 974 100 

Aesthetic value /Product 

Packaging 

Lagos 

 

193 22 

 Abuja 

 

198 22 

 River 

 

185 21 

 Adamawa 
 

145 16 

 Imo 

 

85 10 

 Kano 76 9 

 Total 882 100 

Support Services of the 

Brand 

Lagos 

 

67 16 

 Abuja 
 

98 24 

 River 

 

73 18 

 Adamawa 
 

79 19 
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 Imo 

 

53 13 

 Kano 43 10 

 Total 413 100 

Source: Researchers Survey, 2022 

 

Table 2 suggests that shape of the brand (22%) is the most influencing factor in North Western part of 

the country while making a purchase decision regarding tecno mobile phones. They consider pricing (20%) as a 

crucial motivating factor to purchase tecno mobile while product packaging (9%), functional quality (11%) and 

support services are the least of their concerns in making purchase decisions on tecno mobile. Also, in the North 

Eastern part of the country, the least of their worry in purchasing tecno brand is the functional quality of the 

brand (12%) while the stake of other motivating variables like price (17%), product packaging, brand image 

(16%), brand image (20%), and support services (19%) proved to be more influential in making purchase 

decision for tecno mobile in the region. In south eastern part of the country, only 13.4 % worry about the shape 

of the brand as a motivating factor to make purchase decision on tecno mobile. While the price is the most 

influential factor (15%), other co-founding variables like brand image (14%), functional quality (11%), product 

packaging (10%), and support services are less influential in making purchase decision on tecno mobile phone. 

In the south south, the highest influential factor is the functional quality of the mobile phone while price (15%) 

may not be a huge determinant, product packaging (21%) is more influential than shape, brand image and 

support services. In the North Central, price (14%) is not also a huge determinant but the product packaging 

(22%) is more essential than shape (13%) and the image (17%) but the functional quality (15%) and the support 

services is also more likely to determine purchase decision of tecno mobile. The south western part of the 

country cherishes the functional quality of the phone (26%) and the product packaging (22%) than the price 

(19%). But the brand image is also a huge influential factor to promote the sales of tecno mobile in the region 

than the shape of the brand (19%).   

 

Research Question Two: does the price of Chinese phone contribute to the affordability of the product? 

From the above survey, in table 2 above, different co-founding variables; Functional quality, Price, 

Shape of the Brand, Brand Image, Product Packaging or Aesthetic Value and Support Services), only price serve 

as a major indicator of affordability of tecno mobile phone in Nigeria. But this is not the most influencing/ 

motivating factor in making purchase decision in different zones of the country. For instance, in different 

regions of the country, pricing/affordability makes different impacts on purchase decisions of different 

individual. As indicated in table 4; NC (20%), NE (17%), SE (15%), SS (14%), NC (14%), SW (19%). In other 

studies carried out with different methods, Price was only considered as one of the key components in marketing 

mix that plays a very significant role in determining only brand loyalty but not affordability. Since pricing was 

not directly ascribed to the financial capability of the intended consumer of the specific brand. But it will only 

have a significant effect on sales volume, profit, market share and consumer perceptions (Osman, Abdullah, 

Sanusi, Nic&Abdullah, 2017). 

Marketers appeal to consumers usually through higher and lower quality prices (Osuagwu, 2014). The 

importance of price according to some scholars only made it very sensitive factor that influence consumer 

purchase decision not it affordability. Most times, pricing decision has to be harmonized with the rest of other 

co-founding variables to know consumer purchase decisions and not its affordability. However, mobile phone 

brand consumers mostly hinge on product price to determine whether they can afford it, they also consider it as 

a surrogate measure of product quality. In another survey conducted in 2021 by the global consumer insight, 

consumer are more focused on saving and price-oriented. Thus, price is the dominant indices for affordability. 

Price outpaces other variables especially during poor economic downturn where Nigerians are more price 

sensitive (56%) only lower proportion considers themselves as not price-oriented and focused on savings (54%) 

when describing how they evolved as a consumer in the past year. Other non-price attribute with strong 

emphasis on affordability apart from price include; country’s economic resilience et al. 

 

IV. Discussion of Findings 
This study found that not only the price value of a tecno Smartphone (Shape of the Brand and Product 

Packaging/Aesthetic Value), Brand Image, Functional Quality, Aesthetics of the Brand, and Support services 

have significant effect on making purchase decisions in Nigeria. This is strongly supported by the previous 

studies (Min, Kevin, Fung&Miyoung, 2021; Chow, Chen, Yeon&Wong, 2019). This may be as a result of 

fashion and fad mindedness of most demographic characteristics of the age-range of the people. More so, the 

study revealed that the broad band coverage of Tecno smartphone features have a significant effect on its 

purchase behaviour of the device among especially among the young adults. 

In this study, it was found out that the price of a smartphone also has a significant effect on the 

purchase behaviour in different geo spatial space across the country. This supports the previous findings that the 
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selling price of a tecno smartphone is a factor that affects smartphone purchase decision though not the most 

influential factor. This also supports my finding that price is the second most influential predictor of smartphone 

purchase behavior after functional quality and product packaging. Moreover, previous finding on fair price is 

one of the positive determinants of smartphone repurchase in Nigeria (Min, Kevin, Fung&Miyoung, 2021; 

Chow, Chen, Yeon&Wong, 2019). This also corroborated a study carried out in India which revealed that 

pricing is one of the important factors which contributes to the purchase decision of smartphones though not a 

key concern for people using Smartphone but the product packaging is also important (Adetunji&Adetunji, 

2019). To this survey, this is not in contrast with respondent’s perception on whether expensive tecno 

smartphones are more durable, reliable and have higher processing ability and a lot more the thereby price is a 

negligible factor. 

Furthermore, the study also found out that brand have varying significance on purchase behaviour of 

tecno mobile. This is contrary to the studies carried out previously when they found out that brand name is a 

significant factor consider in the course of purchasing tecno mobile among other brands. This contradiction 

might be as a result of variations in the cultural background as it is clear that all the studies that contradicted our 

finding were done in non-native except but some few and also, the availability of many Chinese brands to 

choose from. 

 

V. Conclusion and Recommendations 
Product packaging might be taken into consideration among one of the most useful devices in 

advertising and marketing interactions, calling for a much more thorough evaluation of its elements and also 

effect of these aspects on the customer acquiring actions. The outcomes of the research study offer brand-new 

academic understandings right into the prominent variables and also components of clients buying choices. The 

outcome of the research study can be used as a functional advertising device for the marketing/brand supervisor 

to develop advertising and marketing methods as well as likewise take into consideration the cost and also qua. 

The outcome of the research study verified that, in the contrast of item rate, there is an essential function of 

quality element Finally, it is ended that the price of these Chinese phones is a significant factor for clients. 

Because of this, the rate variable has the affecting duty for acquisition purposes for clients, yet item packaging 

does not have much substantial impact on the acquisition choice for the purchasing of Chinese phones. 

Based on the findings and conclusions derived from the study, the following recommendations are to be 

considered and implemented as follow: 

1. Cellphone creating firms must guarantee that the price on their items associate with built-in worths of 

their item to ensure that customers can obtain compatible worth for cash invested of their item, so regarding 

maintain an enduring customer commitment as well as patronage. 

2. Monitoring needs to make sure that items made by them are affixed with the feeling of top quality as 

this goes a lengthy means in figuring out the keep or departure of consumers. 

3. Monitoring of cellphones creating firm needs to integrate some cutting-edge product packaging 

suggestions that will certainly raise the extent of marketing their item as this will certainly act as a means of 

making sure clients to fast accessibility to high quality item. 

4. It is necessary to set the packaging standard and to implement strategy accordingly for better protection 

and promotion of a product. 

5. The study also recommends that, marketers of the industry should not consider the packaging is the 

solely factor for the success of any product, therefore, they should also take up other important factors of the 

marketing while they are launching new products or revitalize old products. 
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