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CHAPTER 1 WHAT IS MARKETING 
PSYCHOLOGY?

Marketing psychology is concerned with understanding people’s 
purchasing behaviour and applying that understanding to the 
advertising, marketing and ultimately the selling of products or 
services. In this chapter we unravel what marketing psychology 
entails and how it can best be understood.

An Overview

To begin with it is worthwhile attempting 
to define what is meant by marketing 
psychology. In simple terms, it can be 
viewed as the marriage of two words - 
‘marketing’ and ‘psychology.’ 

 ■ Marketing refers to all the processes 
which go into advertising and selling 
a product or service. 

 ■ Psychology is the study of 
human behaviour.

As such, marketing psychology 
may be regarded as the study of 
consumer behaviour and application 
of that understanding to the sale of 
goods. In fact, it is often referred 
to as ‘consumer psychology’. The 
American Psychological Association 
considers consumer psychology to 
be a special division or subdivision of 
organisational psychology.

For the purposes of this book, we’ll stick 
with the term ‘marketing psychology’, but 
bear in mind that it is interchangeable 
with consumer psychology. You’ll also 
encounter the term ‘market research’. 
Market research is a part, but not all, 
of what those working in marketing 

psychology may be involved in. It 
refers to the use of research tools and 
statistical analyses to study and interpret 
consumer behaviour. 

Whilst some people who work in the 
field of applied marketing psychology 
may be qualified psychologists, others 
may have a background in marketing. 
Still others may come from a range 
of related fields such as advertising, 
retail sales, or even anthropology. Only 
those with a degree in psychology 
could call themselves psychologists, but 
psychologist or not, many people in the 
industry apply marketing psychology 
theory and methods in their work. 

Now that you have a general overview 
into what marketing psychology is, let’s 
take a look in more depth. 
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Roles in Marketing 
Psychology 

The types of job roles which someone 
working in the psychology of marketing 
may be involved in will often be 
dictated by the place of employment. 
For example, a psychologist working 
at a university may spend a good deal 
of their time conducting research into 
buying behaviour. Someone employed 
by a market research company may 
spend more time gathering data from 
questionnaires and analysing the 
information obtained. 

Some of the different roles in marketing 
psychology include: 

 ■ Determining the demographics of 
the target market - age, gender, 
ethnicity, socioeconomic status, 
location, and so forth.

 ■ Researching the types of products 
and services which might appeal to 
the target market.

 ■ Applying principles of social 
psychology to get information to the 
target market.

 ■ Researching consumer behaviour. 

 ■ Collecting data about consumer 
behaviour from questionnaires, 
surveys, observations, group studies 
and experiments.

People who use marketing psychology 
may be involved in helping businesses 
and services to look at the best ways 
to market their products, and how to 
apply psychological principles to the 
marketing of their products. Individuals, 

small business owners, and others 
wishing to sell a product or service can 
also use the principles of marketing 
psychology to improve how they reach 
their intended market and make sales. 

Qualifications and Jobs

Skills and knowledge in marketing 
psychology has literally hundreds of 
applications. When you strip it right 
back, all organisations that offer 
goods or services rely on attracting 
potential customers, and some form 
of transaction with another person 
- whether a car sales yard, a health 
centre, an online shop, a restaurant or 
any other business or organisation you 
can think of. 

Every business or organisation will 
have to appeal to their target market 
to encourage them to purchase their 
goods or services, or to use the 
organisation in the desired way. This will 
require an understanding of the target 
market’s needs, wants and desires, 
and how to appeal to them in order to 
entice them to engage, and ultimately 
to make a purchase. You can see, then, 
how important marketing psychology 
is to the survival and success of 
any organisation.

Larger organisations may have a whole 
team of people dedicated to marketing 
psychology, other small businesses may 
utilise one person who has knowledge 
in many areas of business, including 
marketing psychology. 

Most positions that exist in an 
organisation, whilst not necessarily 
directly related, will benefit from 
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a worker with a background in 
marketing psychology. 

For example, consider a massage 
therapist working in a day spa. Their job 
may be to provide massage services 
to clients, however, with marketing 
psychology skills they will be able to 
bring added benefits to the day spa 
(and client), such as by upselling 
the client to a longer treatment, or a 
treatment that includes other services 
(such as a facial); getting the client to 
book a regular treatment; or engaging 
in the customer in a way that they feel 
that they are getting an extra special 
treatment and so will go away and tell 
their friends about it. 

Marketing Psychology is also imperative 
in many other organisations that 
don’t include the standard model of a 
customer purchasing goods or services. 
Marketing psychology is also useful for 
organisations such as charities – to gain 
financial support or to engage volunteer 
workers; public services, such as public 
libraries or public health services to 
gain patrons; political campaigns to gain 
support; big companies such as mining 
companies that are looking to influence 
the opinions of the public in order to 
achieve their goals; Universities and 
schools to gain students; and so on. 

As mentioned in the previous section, 
people may come to marketing 
psychology from many different 
disciplines, education and experience. 
People will often come to marketing 
psychology from a background in either 
marketing or psychology. Marketing is 
intrinsically linked to psychology by its 
very nature, so students of marketing 
will generally have some grasp of 
psychology. Psychology has many 

different areas of specialisation, and 
marketing psychology is one of them. 
It encompasses several areas that a 
psychology student will study, so is a 
natural progression for the student that 
has an inclination towards psychology in 
the business arena. 

Whilst many people will gain an 
education in either marketing or 
psychology, or marketing psychology 
before entering the workforce, other 
people will learn as they go. For 
example, starting in a sales position, 
developing skills and moving into 
marketing psychology; or starting a 
small business, and realising that 
to succeed you will need to develop 
some marketing psychology skills and 
then learning more (whether formally 
or informally). 
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