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ABSTRACT 
This paper looks at how people choose mobile phones by using info from trusted sources like academic articles and 
industry reports. So as to piece together what we already know about how price shapes choices, along with things 
like device specs, peer pressure, company reputation, or why someone wants to buy one. It takes a close look at 
earlier work done around the world, comparing stats such as correlations, regression numbers, and model outputs 
found in those papers. Turns out, shopping habits for phones depend a lot on where you are. Though cost and 
specs shape buying choices in certain areas, peer pressure or brand vibe matter more elsewhere. On top of that, 
research shows it's how good people think a phone is - not chasing prestige - that links closely to debt from buying 
one. What makes this work stand out is how it clears up past contradictions using side-by-side comparison, while 
shining light on money risks when shoppers focus on quality. These outcomes give real-world clues for ad teams 
and rule makers trying to match prices, images, and gadgets with what buyers actually do. 

KEYWORDS: Consumer Behavior, Mobile Phone Industry, Smartphone Purchase, Price Sensitivity, Product

Features,  Consumer Indebtedness ,Status Consumption, Secondary Data 

1. INTRODUCTION
The mobile phone world’s now a fast-moving, crowded space worldwide. Because tech evolves quickly, devices

get replaced faster, while more brands pop up - turning phones into daily must-haves, not just gadgets for calls.

So, knowing how people choose them matters a lot - for makers, sellers, even rule creators.

People buy phones based on money matters, personal feelings, what others do, and tech trends - yet each factor 

plays a different part depending on where they live or who they are. Back then, experts thought usefulness was 

key; now it's clear that image, peer pressure, and how good a brand feels matter more than before. Still, data from 

different places doesn't line up well, so we can't say for sure which reason pushes most people to hit 'buy'. Recent 

literature also raises concerns about the financial consequences of smartphone purchasing motivations, 

particularly the distinction between status-driven and quality-driven consumption. 

This work tackles the problem by going through real-world data step by step, showing what drives shoppers 

differently from one place to another. Instead of gathering fresh answers directly from people, it pulls together 

already available information - this way findings apply more widely while also digging into core ideas. 

2. REVIEW OF LITERATURE
Consumer Behavior: Buying, Having, and Being Michael R. Solomon 2020

This text lays out the basics of consumer behavior, showing how personal factors like needs and views - along

with outside forces such as trends and peer circles - affect what people buy; it sets up the background ideas behind

every shopping choice.

Consumer Buying Behavior of Mobile Phone Devices Mesay Sata 2013  

This research found that among six aspects looked at, cost matters most to buyers when picking a mobile phone 

- next comes what the device can do. “However, subsequent studies report conflicting evidence regarding the role

of product features, indicating the need for contextual comparison.”
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Smartphones in the U.S.: Market Analysis Scott Cromar 2010  

Looking at the U.S. phone scene shows people mostly care about basics like how good the camera is or how long 

the battery lasts - also, what it costs matters a lot. What folks choose often comes down to these things instead of 

fancy extras. The real deal? Solid performance plus affordable pricing wins most times. Price tags can make or 

break a sale even if specs seem strong. So yeah, practical stuff beats hype when picking phones. 

 

Factors affecting consumer behavior in Smartphone purchases in Nepal Bharat Rai, Rewan Kumar Dahal, 

and Binod Ghimire 2023  

Studies in Nepal showed price matters quite a bit (β=0.21), social aspects even more so (β=0.37), while how 

people see the brand plays the biggest role (β = 0.41). On the flip side, features of the phone itself didn’t really 

sway buyers. 

 

Driving factors behind product ratings in the smartphone industry N.B. van den Berg 2021  

Looking at what users post revealed better pixel quality plus a solid front camera usually means higher scores. 

When people feel excited or caught off guard, ratings tend to drop though. Big complaints? They pop up most 

when basics fail - like short battery life, devices getting hot, or SIM problems. 

 

Buying for quality or to impress? How status influences the smartphone purchasing process and 

indebtedness. Gabi Daniela Pereira Vieira 2025 

This research showed status buying didn’t connect clearly to debt levels; rather, how good people thought items 

were played a big role in owing money - hinting folks spend more freely on things they see as top-notch. 

 

Emotional Branding, Customer Satisfaction and Brand Loyalty of Apple Smartphone Zaw Lynn Htet 2024  

This study showed how feelings tied to branding - like sensory moments, forming bonds, sparking creativity, 

sharing dreams, or stirring memories - boost happiness and stickiness with Apple phone fans just fine. 

 

Understanding Consumer Behaviour Through Neuromarketing: A Strategic Approach Towards the Mobile 

Phone Industry Satakshi Chatterjee and Arunangshu Giri 2021 

The research found using brain-based marketing tricks helps brands stand out in the phone market - also shaping 

how products are built while digging into what users really want. This approach tweaks how people act when 

picking a device, steering choices without them noticing. It’s less about features, more about tapping into thought 

patterns early. Each insight feeds back into smarter designs that feel natural to use. 

 

Consumer Behaviour Towards Smartphone Industry in Indian Market Amrit Mohan 2014 

This study showed how a buyer’s mindset shapes choices through what they notice, what drives them, and how 

they live - also revealing that cost matters most when picking mid-priced smartphones while features like speed 

or camera quality play a big role in deciding what to buy. 

 

Social Media Influence on Consumer Behavior: The Case of Mobile Telephony Manufacturers Joan-

Francesc Fondevila-Gascón, Marc Polo-López, Josep Rom-Rodríguez, and Pedro Mir-Bernal 2020  

Studies in Spain showed what really matters when buying smartphones. Quality tops the list - over half care about 

it. Cost comes next, pulling nearly 40% of attention. Previous use of a brand also plays a role for one out of three 

people. Ads on social media? Not so much - barely over 2% find them convincing. 

 

3. STATEMENT OF THE PROBLEM 
Even though lots of studies looked at how people buy smartphones, experts still don’t agree on whether price, 

specs, or social influence matter more in various regions. On top of that, it’s uncertain what money-related effects 

come from buying for status compared to buying for quality. That confusion makes it tough for companies to 

create solid marketing plans - also sparking worries about how spending affects users’ finances. 

 

4. RESEARCH GAP 
1. Geographic and demographic gaps: Phone buying habits aren't well studied in certain nations - results 

from wider areas don't always apply because of varying cultures or earnings. While some places get lots 

of attention, others stay overlooked when it comes to mobile trends. 

2. Some research says features matter a lot - others say not so much. Price seems to shift in importance 

depending on the situation, which means one-size-fits-all answers don’t work here. 

3. Unclear role of status, quality, and financial risk: there’s little data from regular people, so it's unclear 

if buying for image or performance brings more cash trouble 
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4. Limited use of advanced methods: focused marketing or deep user-content checks don’t get much 

action, while solid proof connecting star scores to phone buys stays missing. 

 

5. OBJECTIVES OF THE STUDY 
1.“To empirically compare the influence of price, product features, and social factors on smartphone purchasing 

behavior across different geographic contexts.” 

2.“To examine whether status-based or quality-based purchase motivation better predicts consumer indebtedness.” 

 

6. HYPOTHESES OF THE STUDY 
Objective 1 

• H₀₁: Product features do not have a statistically significant influence on consumer purchasing behavior. 

• H₁₁: Price and social factors have a statistically significant influence on consumer purchasing behavior, 

while product features do not. 

 

Objective 2 

• H₀₂: Status consumption does not significantly predict consumer indebtedness. 

• H₁₂: Perceived product quality significantly predicts consumer indebtedness, whereas status 

consumption does not. 

 

7. RESEARCH METHODOLOGY 
7.1 Research Design 

The study uses a descriptive approach, comparing findings from past work. It relies only on already published 

information instead of new data collection. This method works well when looking at how shoppers act differently 

depending on location or income level. Insights come together by pulling results from previous research reports. 

 

7.2 Data Sources 

The research uses real, expertchecked info from trusted spots like college magazines, serious books, PhD papers

, or well-known trade reports. Key materials came from: 

• Consumer habits: what people buy, own, maybe use – by Michael R. Solomon (Pearson) 

• Journal of Marketing Research (IISTE) – Mesay Sata (2013) 

• Investment Management and Financial Innovations – Rai, Dahal & Ghimire 

(2023): https://doi.org/10.21511/im.19(3).2023.07 

• Erasmus University Thesis Repository – Vieira (2025): https://thesis.eur.nl 

• Industry reports from IDC, Statista, GSMA, and Counterpoint Research 

 

7.3 Data Collection Method 

Info from earlier studies was pulled together by going over past research step by step. Findings like regres

sion numbers,correlation stats, or path details from SEM work were gathered - then lined up side by side 

to spot patterns that fit the study’s goals. 

 

7.4 Statistical Tools Used 

• Looking at how regression numbers stack up against one another 

• “Pearson correlation results reported in prior empirical studies were interpreted to assess the strength and 

direction of relationships. 

• Structural Equation Modeling (SEM) results from published research 

• Finding patterns plus ideas from real-world results 

This way of working keeps things clear, honest, plus trustworthy - even though no firsthand surveys are used. 

 

 

 

 

 

 

 

 

 

 

 

https://eprajournals.com/
https://doi.org/10.36713/epra1013
https://doi.org/10.21511/im.19(3).2023.07
https://thesis.eur.nl/


Journal DOI: 10.36713/epra1013|SJIF Impact Factor (2025): 8.619                                                                     ISSN: 2347-4378 

EPRA International Journal of Economics, Business and Management Studies (EBMS) 
Volume: 12 | Issue: 12|December 2025                                                                             -Peer-Reviewed Journal 

 

 
 

2025 EPRA EBMS     |     https://eprajournals.com/    Journal DOI URL: https://doi.org/10.36713/epra1013  
182 

8. CONCEPTUAL MODEL 

 
Independent Variables: Product Features, Price, Social Factors, Status Consumption, Perceived Product Quality 

Dependent Variables: Consumer Purchasing Behavior, Consumer Indebtedness 

 

9. DATA ANALYSIS & INTERPRETATION 
Objective 1: Empirically Investigating Purchase Factors to Resolve Inconsistent Findings in Specific 

Geographic Contexts 

To fix past mismatches in research, this goal pulls together numbers from reports across various regions while 

comparing them. Instead of just adding results, it looks at differences shaped by location. It zeroes in on what 

drives buying choices - like cost, features, or peer impact - and shows how each matters more or less depending 

on where you are. 

 

Data Analysis Approach 

The review uses a side-by-

side approach, looking at different regression results along with link strengths from published research. Focus sh

ifts to spotting factors that matter in one area yet show no effect somewhere else. 

 

Interpretation of Findings 

Evidence from studies in Nepal shows social factors (β = 0.37, p > 0.05), how brands are viewed (β = 0.41, p < 

0.05), or pricing (β = 0.21, p < 0.05) strongly affect smartphone choices. Yet product features themselves didn’t 

matter much (β = 0.05, p > 0.05 - meaning folks here focus more on what others think or pay, not just features; 

because price and crowd opinion matter most. 

 

In Hawassa, Ethiopia, Pearson correlation findings reveal price (r = 0.900) as well as product traits (r = 0.876) are 

most tied to what people choose to buy. Social factors matter less here (r = 0.461), suggesting choices lean more 

on usefulness instead of others’ opinions. 

 

Conclusion for Objective 1 

The mix shows clashes in past studies aren't due to flawed methods - instead, they mirror how shoppers act in di

fferent settings. Price matters more here,  
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 Charts 

 
Key Reference Links 

Verified Empirical Studies (Purchase Factors by Geography) 

1. Nepal – SEM analysis (Price, Social Factors, Product Attributes) 

Peer-reviewed journal with DOI 

   https://doi.org/10.21511/im.19(3).2023.07 

Rai, B., Dahal, R. K., & Ghimire, B. (2023). Factors affecting consumer behavior in smartphone purchases in 

Nepal. Innovative Marketing, 19(3), 74–84. 

2. Ethiopia – Correlation analysis (Price, Product Features, Social Factors) 

Open-access academic journal 

   https://iiste.org/Journals/index.php/JMCR/article/view/3770 

Sata, M. (2013). Consumer buying behavior of mobile phone devices. Journal of Marketing and Consumer 

Research, 2, 8–16. 

 

Looking into how wanting stuff for looks or for durability connects to debt across average folks 

This aim looks into an ongoing discussion about if spending for social approval, instead of buying better stuff, le

ads more often to debt. 

 

Data Analysis Approach 

The study pulls together results from earlier work using a method called SEM. This approach works well since it

 maps how hidden factors - like spending to impress, what people think about quality, or debt levels - are linked,

 all while adjusting for mistakes in measuring them. 

 

Interpretation of Findings 

Folks in Europe who aren't in college prove that wanting status doesn’t really lead to debt. But here’s a twist - 

research reveals that if people think a product is high quality, their debt tends to rise (β = 0.298, p = 0.002). So 

when items are seen as lasting longer or better than others, overspending starts feeling normal. 

 

Conclusion for Objective 2 

The results question the idea that buying based on quality is always smart or less risky with money. Rathe

r, believing something is high-

quality might justify spending more and taking on debt. On the flip side, chasing status doesn't automatically me

an worse finances. That clears up a key confusion in studies about how people spend. 
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 Charts 

 
KEY REFERENCE LINKS 
 Consumption Motivation and Consumer Debt 

Highly cited, peer-reviewed journal 

https://doi.org/10.1016/j.jbusres.2018.06.019 

Garðarsdóttir, R. B., & Dittmar, H. (2012). The relationship between materialism and debt. Journal of 

Economic Psychology, 33(3), 471–481. 

  Value Justification, Overspending, and Financial Risk 

Peer-reviewed marketing journal 

 https://doi.org/10.1080/0267257X.2016.1244550 

Pirog, S. F., & Roberts, J. A. (2007). Personality and credit card misuse. Journal of Marketing Theory and 

Practice, 15(1), 65–77. 

  Foundational Consumer Behavior Theory (Status vs. Quality Motivation) 

Standard academic textbook 

 https://www.pearson.com/en-us/subject-catalog/p/consumer-behavior-buying-having-and-

being/P200000006229 

Solomon, M. R. Consumer Behavior: Buying, Having, and Being. Pearson Education. 

 

FINDINGS  
The research shows how people buy phones differently depending on where they live. Yet price keeps showing 

up as a key reason behind choices - especially in poorer countries. Still, what matters about the tech inside shifts 

from place to place - one area cares deeply about specs, another barely notices them. Meanwhile, friends’ views 

and brand reputation carry weight in newer markets, shaping who prefers which device. In contrast, belief in 

durability links more closely to debt than chasing social rank does, suggesting folks spend more when they see 

smartphones as solid buys over time. 

 

CONCLUSION  
The study shows how people buy phones depends heavily on where they live - patterns don’t carry over between 

areas. What drives buying choices? Things like cost concerns, peer pressure, what folks think of brands, or how 

good a phone seems - but each factor matters differently depending on location. Earlier mismatches in results 

aren't due to flawed methods; real differences between markets explain them. Also, it turns out chasing high-status 

gadgets doesn’t always mean bigger debt risks; sometimes wanting better quality pushes spending too far. In the 

end, this work hits its goals well, giving sharper insights into smartphone buys through existing info. 

 

LIMITATIONS OF THE STUDY  
The research comes with a few drawbacks. For one, it uses only existing data, so there's no influence over how 

samples were picked or how variables were measured in earlier work. Also, results hinge on past studies’ precision 

and setting - those can differ depending on when or where they happened. On top of that, without fresh 

information, spotting up-to-date customer views or fast shifts in tech trends becomes tough. Fourth, this research 

uses comparison plus interpretation - so it can’t show cause-and-effect for single shoppers. Keep that in mind 

when looking at the findings. 
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FUTURE SCOPE OF THE STUDY  

Future work might take this further by exploring new paths. Gathering fresh info from various nations lets us test 

ideas firsthand while checking earlier results. Over time, studies could track shifts in buying habits as tech 

improves or pay rises. New projects might mix brain-based marketing methods with reviews people write 

themselves - this helps spot what really drives phone choices. Few more research projects could look into how 

website reviews link up with sales numbers along with return buyer habits. Checking things by age groups, pay 

levels, or tech skills might give clearer clues about different shopping styles in the cell phone market. 
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