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2. LEARNING OUTCOMES 

 

Learning outcomes 

1. Knowledge: Description of the concept and content of consumer behavior through an 

integrated and holistic approach, providing knowledge about the formation of consumer 

preferences, attitudes, decision-making process, and behavior. 

2. Understanding: Upon completion of the course students have the opportunity to 

distinguish the factors that can determine and shape consumer behavior. 

3. Application: Students are allowed to apply the available theoretical models in practice, 

examine the whole consumer behavior behind the choices of individuals, and make the 

necessary changes for the company to be able to achieve its goals. 

4. Analysis: Students can combine fundamental concepts and approaches to consumer 

behavior and develop skills to understand and shape the consumer experience. 

5. Composition: Students can understand the psychological and cultural processes that 

govern consumer behavior and suggest possible changes in a business strategy, aimed at 

influencing consumer behavior. 

6. Evaluation: Upon completion of the course, students can evaluate the implications of 

consumer behavior, and judge the impact of available media on consumer behavior. 

 

General Skills 
 

The student through the course will develop skills: 

• In decision making 



• In the analysis and synthesis of data and information 

• In autonomous work 

• In work in an interdisciplinary environment 

• In exercising criticism and self-criticism 

3. COURSE CONTENT 

1st: Basic concepts of consumer behavior 
2nd: The concepts of perception and attitudes in consumer behavior 
3rd: Theoretical approaches to consumer behavior 
4th: Purchasing decision-making process 
5th: Case Study A. 
6th: Factors influencing consumer behavior 
7th: Understanding and shaping the consumer experience 
8th: Formulation of the marketing mix and consumer behavior 
9th: The importance of consumer satisfaction 
10th: Business strategy and consumer behavior 
11th: Innovation and consumer behavior 
12th: Management of consumer behavior before and after the purchase 
13th: Case Study C. 
 

4. TEACHING AND LEARNING METHODS - ASSESSMENT 

TEACHING METHOD 
 

In class  

ICT USE  ICT 
 

TEACHING ORGANIZATION 
  Activities 

Working Load per 
Semester 

Lectures 39 

Thesis Writing 40 

Project Presentation 20 

Interactive Teaching 40 

Bibliographic study 

and analysis 

11 

  

  

  

Σύνολο Μαθήματος 150 
 

ASSESSMENT 
 
 

Written exams and elaboration of a semester paper. 
The test material is posted on Moodle and time is 
spent before the test on answering questions about 
the test material. 
A file of students' examination documents is kept until 
they receive their degree. 
After the exam, time is available to each student to 
clarify his / her mistakes and explain his / her grade. 
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