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1. I choose Hi-tech mobile communication.

Even thought you are a man or woman, adult or child, you also need a mobile phone for communicating with your friends, families or others. People cannot be satisfied with the traditional mobile which only used for basic calling. They want to combine several electronic appliances into one. Hi-tech mobile communication is a new trend nowadays.
2. The target customers of hi-tech mobile communication are the young adults and businessman. For the businessman, Hi-tech mobile communication product can save their time.(1) Their mobile phone is their PDA, phone, camera, e-mail box, planner and office. They can read word, power point, excel and pdf file and edit them by built-in keyboard and touch screen. They can correct to internet through wi-fi or gprs to receive and send e-mail. They need an office follow to them because they don’t want to waste time on traffic. They need more working time than their competitors, so they want a smart phone which can help them to save time. For the young adults, they never care about the call quality of the mobile phone. They focus on the size of TFT monitor, the quality of camera and the looking of phone. The main usage of their mobile phone is entertainment like listen music, play game(2), take snapshots and play msn(3) etc. Most of them want to have the latest and fashionable mobile, because mobile is an important communication media between their friends and them. They can’t correct without mobile.

3. Some young adults buy a new mobile when the new model is promoted, but they only have bought the old one a few days ago. They always exchange their old mobile and add little money to buy the new one. Some of them may spend double price or more for not sale in Hong Kong product because they want to be the first one who owns this model in Hong Kong. 

4. Young adults often change their mobile because of the interdependence of the consumer behaviour, consumer affects and cognition and consumer environment.  First, I talk about how the consumer environment influences the consumers’ behaviour. In social stimuli, most of young adults buy hi-tech mobile for showiness (4)(5) to show that they are ascendency. They link the value of mobile to the value of human. They will buy a new mobile regularity because they need to up-date their value. Even they haven’t mobile, they still bring their parents’ mobile. In physical stimuli, the promotion displays the new models for potential consumer. It lets potential consumer try the different between the new one and the old one. 
Otherwise, the consumer affects and cognition also influences the consumers’ behaviour. Let artist represent the product(6) make the product positive. They may feel love if they buy it to inamorato. In cognition, advertisement introduces the new functions which we haven’t. Therefore, it will attract potential customer to buy a better one. The big sale of products may influence that consumer buy it more rational.
Finally, they will buy the new model at every turn.
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