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ABSTRACT 

The field of neuro marketing has been rapidly growing in recent years, as marketers seek to better understand consumer 

behavior and decision-making. By combining the principles of neuroscience and marketing, neuro marketing provides 

insights into the workings of the human brain and how it influences purchasing decisions. This article explores the 

concept of neuro marketing and provides an in-depth look at how it is being used to inform marketing strategies and 

improve advertising effectiveness. From emotional appeals and mental shortcuts to personalized marketing and sensory 

marketing, the article explores the various techniques and methods used in neuro marketing research. It also highlights 

the challenges and limitations of the field, including ethical considerations, limitations of brain imaging, difficulties in 

generalizing results, and the complexity of the brain. Overall, this article provides a comprehensive overview of neuro 

marketing and its potential to revolutionize the way marketers understand and engage with consumers. 

1. INTRODUCTION 

Neuro marketing is an interdisciplinary field that combines the principles of neuroscience and marketing to understand 

consumer behavior and decision-making. Understanding of the neurobiology of choices has greatly improved in recent 

years. The aim of neuro marketing is to better understand how consumers process information, perceive brands and 

make purchasing decisions. This knowledge is then used by marketers to develop effective marketing strategies that are 

more likely to engage and persuade consumers. Neuro marketing is a new instrument for market research that has 

emerged as a result of the use of tapping into consumers' brain senses in advertisements to draw them in and encourage 

future purchases. 

The human brain is the most complex structure in the universe, and it is responsible for all human thoughts, emotions, 

and behaviors. Understanding how the brain processes information and makes decisions is critical to understanding 

consumer behavior. 

One of the key insights from neuroscience is that the human brain is designed to process information efficiently. This 

means that the brain is always looking for shortcuts or shortcuts to process information quickly, which is why consumers 

are often influenced by unconscious biases, emotions and mental shortcuts. 

For example, the brain is wired to make quick decisions based on past experiences. This means that consumers are often 

influenced by past experiences with a brand, even if they are not consciously aware of it. This can have a significant 

impact on brand perception and purchasing behavior. 

Another key insight from neuroscience is that the brain is constantly looking for patterns and structure. This means that 

consumers are often more likely to respond to brands that are consistent, predictable and easy to understand. This is why 

effective branding and marketing strategies are so important for marketers. 

Neuro marketing is a relatively new field in India, but it is gaining popularity as companies seek to better understand 

consumer behavior and improve their marketing efforts. In India, neuro marketing is used by companies in various 

industries, including fast-moving consumer goods (FMCG), automotive, and technology, to gain insights into consumer 

preferences and improve their marketing campaigns. 

For example, FMCG companies in India are using neuro marketing to understand consumer preferences for different 

flavors, fragrances, and packaging. Automotive companies are using neuro marketing to study consumer preferences 

for car design and features. Technology companies are using neuro marketing to understand consumer preferences for 

different types of devices and software. 

In India, there are a growing number of companies offering neuro marketing services, including market research firms, 

advertising agencies, and brain imaging centers. These companies use a range of techniques, including eye-tracking, 

EEG, fMRI, and skin conductance, to study consumer behavior and preferences. 

However, there are still some challenges associated with neuro marketing in India, including the high cost of brain 

imaging technology, a lack of trained professionals, and a limited pool of consumer data. Despite these challenges, the 

field of neuro marketing is expected to continue growing in India, as companies seek to gain a deeper understanding of 

consumer behavior and improve their marketing efforts. 
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2. RESEARCH OBJECTIVE 

The research objective of the article "The Brain behind Buying: An Insight into Neuro Marketing" is to provide an 

overview of neuro marketing and its applications in the field of marketing. The article aims to: 

1. Define and explain the concept of neuro marketing and its history. 

2. Discuss the various neuro marketing techniques used to study consumer behavior and preferences. 

3. Analyze the benefits and limitations of neuro marketing for companies and marketers. 

4. Provide examples of companies that have successfully used neuro marketing to improve their marketing efforts. 

5. Evaluate the potential for neuro marketing to become a widespread and integral part of marketing in the future. 

History of neuro marketing 

The history of neuro marketing can be traced back to the early 2000s, when advances in brain imaging technology made 

it possible to study the brain's response to various stimuli. The first studies of consumer behavior using brain imaging 

techniques were conducted by academic researchers, who sought to understand how the brain processes information and 

makes decisions. 

As these studies gained popularity and attention, marketing researchers began to explore the potential applications of 

brain imaging technology for marketing research. In the early 2000s, a number of market research firms and advertising 

agencies began offering neuro marketing services, using brain imaging techniques such as functional magnetic 

resonance imaging (fMRI) and electroencephalography (EEG) to study consumer behavior and preferences. 

Over the past two decades, the field of neuro marketing has continued to grow and evolve, as more companies adopt 

these techniques and more research is conducted in this area. Today, neuro marketing is widely recognized as a valuable 

tool for companies and marketers, who use these techniques to gain insights into consumer behavior and improve their 

marketing efforts. While the history of neuro marketing is relatively short, this field has already had a significant impact 

on the marketing industry and is expected to continue to grow and evolve in the coming years. 

3. METHODS OF NEURO MARKETING 

There are a number of methods that marketers can use to apply the principles of neuroscience to their marketing efforts. 

These techniques include: 

1. Using Emotional Appeals: The brain is wired to respond to emotional appeals, and marketers can use this to their 

advantage. For example, they can use images or videos that evoke emotions such as happiness, sadness or 

excitement to engage consumers and influence purchasing decisions. 

2. Creating Mental Shortcuts: The brain is always looking for shortcuts, and marketers can use this to create mental 

shortcuts for consumers. For example, they can use memorable slogans or logos to help consumers quickly identify 

and recall their brand. 

3. Understanding Consumer Perception: Understanding how consumers perceive a brand is critical to developing 

effective marketing strategies. Marketers can use neuro marketing techniques such as brain imaging to better 

understand how consumers perceive different aspects of a brand. 

4. Personalizing Marketing: The brain is wired to respond to personalized experiences, and marketers can use this to 

their advantage by creating personalized marketing campaigns. For example, they can use data and analytics to 

create personalized messages, advertisements or offers that are tailored to the individual needs and preferences of 

each consumer. 

5. Utilizing Sensory Marketing: The brain processes information through multiple senses, and marketers can use this 

to their advantage by incorporating sensory elements into their marketing efforts. For example, they can use 

music, scents, and textures to create a sensory experience for consumers. 

According to an article written by Eben Harrell in Harvard Business Review assisted by Moran Cerf and Carl Marci 

following techniques are used in neuro marketing: - 

Name What it does Its findings about 

consumers 

Uses 

Facial coding Recognizes the expressions 

on the face 

• General emotional 

reaction: joy, surprise, 

fear, etc. 

• Improve advertisement 

content 

Biometrics Monitors breathing, heart 

rate, and skin conductance. 

• If they respond favorably 

or unfavorably 

• Improve advertisement 

content 
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Eye tracking: gaze Determines precisely where 

subjects look 

• Speed of recognition 

• What confuses them 

• What grabs their attention 

• Improve design, 

packaging, ads, websites 

Eye tracking: 

pupilometry 

Determines whether the 

pupils of individuals are 

dilated 

• Level of engagement 

 

• Improve design, 

packaging, ads, websites 

Functional 

Magnetic 

Resonance 

Imaging (f-MRI) 

Determines cerebral blood 

flow in connection with 

increasing neural activity 

• Recall 

• Level of engagement 

• Detailed emotional 

responses 

• Improve branding 

• Setting Prices 

Electro-

Encephalogram- 

(EEE) 

Captures electrical signals 

coming from brain neurons 

and recording them on the 

scalp. 

• Recall 

• Level of engagement 

 

• Improve branding and ads. 

Source: Harvard Business Review (2019) 

Benefits of using neuro marketing 

• Increased Understanding of Consumer Behavior: Neuro marketing provides a deeper understanding of consumer 

behavior by revealing the underlying neural processes that influence decision-making. This allows marketers to 

tailor their strategies to better resonate with consumers. 

• Improved Marketing Effectiveness: By using neuro marketing techniques, marketers can improve the effectiveness 

of their campaigns by creating more engaging and persuasive messages. This can result in higher brand recognition 

and loyalty, as well as increased sales and revenue. 

• Personalized Marketing: Neuro marketing can help companies create more personalized marketing messages that 

are tailored to specific consumer segments. This can lead to increased customer satisfaction and loyalty. 

• Increased Emotional Engagement: By appealing to emotions and the unconscious mind, neuro marketing can create 

a more powerful and lasting connection with consumers. This can result in higher brand awareness and recall, as 

well as increased sales. 

• Better Measurement of Campaign Effectiveness: Neuro marketing provides a more accurate way to measure the 

effectiveness of marketing campaigns. By using neuroimaging and other techniques, marketers can measure 

changes in consumer brain activity and behavior in response to marketing stimuli. 

• Competitive Advantage: Companies that use neuro marketing can gain a competitive advantage by being able to 

better understand and anticipate consumer needs and preferences. This can lead to more effective marketing 

strategies and a stronger brand reputation. 

• Cost-Effective: Neuro marketing can be a cost-effective way for companies to improve their marketing efforts, as 

it allows them to focus their resources on the most impactful strategies and campaigns. 

• Ethical Marketing: Neuro marketing can help companies create more ethical marketing campaigns by avoiding 

manipulative or unethical practices. This can result in increased consumer trust and confidence in the brand. 

Examples of companies using neuro marketing 

Coca-Cola: Coca-Cola has used neuro marketing to understand consumer preferences and develop more effective 

marketing campaigns. For example, the company used functional magnetic resonance imaging (fMRI) to study the brain 

responses of consumers to different flavors and advertising campaigns, and used these insights to optimize its marketing 

efforts. 

Nike: Nike has utilized neuro marketing to create more effective athletic footwear and apparel campaigns. For example, 

the company used eye-tracking and brain imaging techniques to study consumer behavior and preferences, and used 

these insights to develop more engaging and effective marketing campaigns. 

McDonald's: McDonald's has used neuro marketing to understand consumer preferences and improve the customer 

experience in its restaurants. For example, the company used brain imaging techniques to study consumer reactions to 

menu items and restaurant environments, and used these insights to optimize its menu offerings and restaurant design. 

Procter & Gamble: Procter & Gamble has used neuro marketing to understand consumer preferences and develop more 

effective marketing campaigns. For example, the company used electroencephalography (EEG) to measure consumer 

brain activity in response to different advertisements, and used these insights to optimize its marketing efforts. 
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Unilever: Unilever has used neuro marketing to understand consumer preferences and develop more effective marketing 

campaigns. For example, the company used brain imaging techniques to study consumer reactions to different 

advertisements and product packaging, and used these insights to optimize its marketing efforts. 

Microsoft: Microsoft has used neuro marketing to understand consumer preferences and improve the user experience of 

its products. For example, the company used eye-tracking and brain imaging techniques to study consumer behavior 

and preferences, and used these insights to optimize the design and functionality of its products. 

The potential for neuro marketing 

The potential for neuro marketing to become widespread and integral part of marketing in the future is high due to the 

advancements in technology and the increasing availability of tools for measuring brain activity. Additionally, the use 

of neuroscience techniques to understand consumer behavior and make more informed marketing decisions has been 

shown to be effective in numerous studies. However, there are also some challenges that need to be addressed, such as 

the ethical implications of using brain data for marketing purposes, and the need for further research to establish the 

reliability and validity of these techniques. Ultimately, the extent to which neuro marketing will become a widespread 

and integral part of marketing will depend on its ability to provide real value to companies and consumers, as well as 

the evolution of public opinion on the use of neuroscience in marketing. 

Challenges and Limitations of Neuro Marketing 

While there are many potential benefits to using neuro marketing techniques, there are also a number of challenges and 

limitations to consider. 

• Ethical Considerations: The use of neuro marketing techniques raises important ethical questions about the 

manipulation of consumer behavior. Marketers must be careful to use these techniques in a responsible and ethical 

manner. 

• Limitations of Brain Imaging: While brain imaging techniques are useful for understanding consumer behavior, 

they are not without limitations. For example, they are often expensive and may not provide a complete picture of 

consumer behavior. 

• Difficulty in Generalizing Results: The results of neuro marketing studies can be difficult to generalize, as they are 

often based on small, controlled experiments. It is important for marketers to consider the limitations of these studies 

and to be cautious when applying their results to real-world situations. 

• Complexity of the Brain: The human brain is incredibly complex, and there is still much that we do not understand 

about how it processes information and makes decisions. This means that it can be difficult for marketers to make 

definitive conclusions about consumer behavior based on neuro marketing research. 

4. CONCLUSION 

Neuro marketing is an emerging field that combines the principles of neuroscience and marketing to better understand 

consumer behavior and decision-making. By using techniques such as emotional appeals, mental shortcuts, personalized 

marketing and sensory marketing, marketers can develop effective marketing strategies that are more likely to engage 

and persuade consumers. However, it is important for marketers to be mindful of the challenges and limitations of neuro 

marketing, including ethical considerations, the limitations of brain imaging, difficulty in generalizing results, and the 

complexity of the brain. Despite these challenges, neuro marketing has the potential to revolutionize the way that 

marketers understand and engage with consumers. As the field continues to evolve, it is likely that we will see an 

increased use of neuro marketing techniques in the development of effective marketing strategies in the future. 
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