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Abstract 

This dissertation hereby is aimed to analyze the buying behavior of automotive  

consumers in Turkey. There are 8 hypotheses but the main idea is to see whether B anc C 

segment consumers see buying a vehicle as an investment or not. The thesis contains three main 

parts; conceptual framework,  

research, and results. What these parts include is explained below.   

The conceptual framework contains three parts. The Concept of Consumer and Consumer 

Behavior part explains consumer behavior, types of buying behavior, consumer buying 

(decision process), and the factors affecting buying behavior. The Automotive Sector part 

explains the segments in the Renault-Nissan (Europe) automobile classification, campaigns and 

target audience of segments’ brands, and the effects of the changing conditions in the 

automotive industry on the consumer. Consumer Behavior in Automotive Sector part combines 

the information presented in the first two parts and explains the expectations of consumers, 

considerations when buying an automobile and SEC classification, consumer decision styles, 

and its result in automotive.   

The research includes the research topic and the problem, which is the consumers’ buying 

behavior considering the segments in the automotive industry. Questions and hypotheses 

mainly focus on two of the best selling segments in Turkey; which are B and C segments. The 

methodology includes a survey that is done by consumers. The results include the analysis and 

inferences of the survey answers and their correlation with the automotive sector and consumer 

behavior. As a result, B and C segment automotive consumers consider buying their vehicles 

as an investment. 

 

Keywords: Automotive consumer behavior; automotive consumer; b segment, c segment; 

consumer behavior; turkey automotive industry 
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INTRODUCTION 

 

This dissertation is about the consumer behavior in automotive industry in Turkey. Consumer 

behavior is a significant part of marketing. Studies about consumer behavior help marketing 

employees and managers to create better advantages and solutions for customers. Learning the 

consumer behavior about a certain product makes it easier to improve that product and its 

selling techniques. That is why this study is aimed at consumer behavior in automotive industry. 

This study can help automotive marketers in Turkey to understand the consumer and offer them 

better solutions throughout their buying process.  

Automotive is a major industry in Turkey. It is possible to find all kinds of vehicle 

classifications in large numbers. That is why automotive marketing is something to be 

considered significant by marketers in Turkey. The main reason for this consideration is that 

buying a vehicle in Turkey is more than just buying something new. It is an investment. This is 

what this dissertation concentrates on. Turkey is going through a rather unstable economic 

situation. However, even before the unstable times in the economy of Turkey, buying and 

selling vehicles have been quite important. There is a consideration that people go through a 

buying decision thinking about selling the vehicle they are buying. This dissertation will prove 

that this consideration is real by focusing on the consumers of best-selling automotive segments 

(B and C) with research. If automotive marketers in Turkey could focus on this consideration 

and its effects on the buying process, it would be easier for them to reach out to the customers 

that they are willing to reach and offer them better campaigns and solutions.  The main 

hypotheses are for proving the ''consideration of buying a vehicle as an investment.'' These 

hypotheses will be studied among the two best-selling automotive segments in Turkey, which 

are the B and C segments. The research part will include a survey on vehicle owners and will 

ask the participants questions which can support or disprove the hypotheses. The survey 

will have at least 384 participants and will be done online in Istanbul, Turkey. Here is the list 

of all hypotheses:  

• H1: B segment consumers see their automobiles as investments and buy their 

automobiles considering the resale value.    

• H2: Also, B segment consumers buy their vehicles focusing mostly on the practicality 

(less expensive, cheap to run, easy to transport.) The main reason behind this hypothesis 
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is that B segment vehicles are considered the supermini (economical vehicles) in the 

market.    

• H3: B segment consumers are mostly under 40 years old.   

• H4: B segment is the segment that happens to be the first automobile people buy most 

of the time.   

• H5: C segment consumers also see their automobiles as investments and buy their 

automobiles considering the resale value.    

• H6: However, in addition to the practicality factor of the B segment consumers, they are 

also focusing on higher aspects such as comfort, space, and performance.    

• H7: The owners of C segment vehicles consist of all age groups.   

• H8: C segment vehicles are usually not the vehicles people buy for the first time.  

RESULTS 

 

In this part, the answers to the survey questions will be discussed through the 

hypotheses. 

401 people have participated in the survey.  

66.5% of the participants are male, 32.3% of the participants are female, and 1.2% of 

the participants don’t want to share their sexuality. 

 
The majority of the participants (46.9%) are older than 51 years old. The following majority is 

the people aged between 41 and 50. 
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The majority of the participants have a license degree. 

 
 

When looked at the survey answers, it is clear to see the majority see buying an automobile as 

an investment and they act regarding to this result. Interestingly, the resale ratio is not that 

significant for the participants, at least it is not a part of their main motivation when buying an 

automobile. The best motive seems to be safety and fuel economy. Considering the fuel prices 

in Turkey which are 14.04 for 95 octane gasoline, and 14.25 for diesel fuel (Opet, 21.01.2022), 

safety coming up as the first motivation is quite surprising. So, H1 is confirmed. Although the 

main motivation differs, automotive consumers including B segment owners see their 

automobiles as an investment. 
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Taking a look at the answers to the downgrading a segment question, majority of the 

participants would not want to downgrade in segment when buying a new automobile. 

However, the participants that would downgrade in segment have pointed out that practicality 

is their main motivation; including practicality that is discussed in H2. Answers to this question 

do not directly target the B segment, yet accepting the hypothesis as true is plausible.   

9.2% of the survey participants are between the age of 31 and 40. The percentage of B segment 

consumers in the survey is 15.3%. Considering the largest majority of the participants’ age is 

more than 51, H3 might be true but there is no exact data to prove so.  

 When looked at the answers to the secondary car question (question number 14), it’s possible 

to see that 20.3% of the survey participants would buy a B segment vehicle as secondary. 

Considering this percentage is the second largest majority on this answer, B segment appears 

to be the second most preferred segment as a secondary automobile rather than being the first 

automobile the participants buy. However, there is no exact data to confirm this issue with the 

H4.   

 The largest majority of participants would buy a C segment vehicle, which makes them C 

segment consumers. When looked at the ODD data for the best selling segments in Turkey, we 

can see that the C segment is the top seller. Since the majority of the participants see buying an 

automobile as an investment, this can relate to C segment consumers seeing buying an 

automobile as an investment. Considering this data, it is possible to confirm the H5.  



NOTE: This preprint reports new research that has not been certified by peer review and should not be used as established information without 
consulting multiple experts in the field 

 
 

Taking a look at the answers to the 15th question, higher aspects such as comfort, space, and 

performance are not the main motivation of the participants when buying a new automobile. 

Yet, it is not one of the inessential motivations. So, the H6 can be both true and false.  

 Since the C segment is the best selling segment in Turkey, it is most likely that C segment 

consumers consist of all age groups. In case the survey done in this dissertation, the largest 

majority of the survey participants are aged more than 51, and the percentage of C segment 

consumers is the highest. Yet the study consists of all age groups. The results of the segment 

question in terms of the C segment are compatible with the ODD data. So H7 is plausible.  

C segment is the best selling segment in Turkey. However, there is no exact data that can 

confirm H8. Considering the sales numbers of the C segment, the H8 can be true and false. 

 

DISCUSSION 

 

In this part of the study, the discussion of the hypotheses and the survey results will be brought 

out. The survey includes questions that directly targeted consumers in the automotive industry 

in Turkey. The results will be discussed through the hypotheses, starting the hypothesis 1 (H1).  

 

H1: According to survey answers, B segment consumers are the third largest community. (2nd 

largest in the 14th question.) Security and fuel efficiency are the main buying motivations of 

the participants. So the H1 is proved to be affirmative.  

 

H2: The second main motivation of the participants when buying a new vehicle is fuel 

efficiency. Considering the factors of participants who would downgrade in segment this 

hypothesis is true. 
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H3: Most of the participants are over 51 years old and the second largest community in the 

survey is D segment consumers. It is possible to consider the D segment consumers are mostly 

aged 51 and more. The total percentage of participants under the age of 40 is 37.1. We can 

assume the B segment consumers are mostly under the age of 40 but since it is not a fact, this 

hypothesis is false.  

 

H4: In the question of the second vehicle of the house, the B segment is in the second majority. 

This answer raises the possibility that segment B is the segment that people use for the first 

time, but the hypothesis is not correct due to insufficient data. 

 

H5: Most survey participants consider buying a car as an investment. In both the survey and 

ODD data, segment C is the most preferred segment in Turkey. Based on this, C segment 

consumers see their cars as an investment. But they don't buy it considering its second-hand 

value. (Safety and fuel consumption) 

 

H6: Design, performance and comfort are the third main motivations of the participants. One 

of the factors of the segmented participants is that the vehicles in the lower segment gradually 

increase their quality and features. Therefore, although they downgrade in segment, the 

participants still consider comfort, space, and performance. This hypothesis is true, but not only 

for C-segment consumers. 

 

H7: The survey study includes all age groups. C segment consumers are the majority in Turkey. 

This is equivalent to both the survey and TUIK data. Therefore, we can say that this hypothesis 

is correct. 

 

H8: There is no definite data for this hypothesis in TUIK data. But in the question of the second 

vehicle of the house, the C segment is the first segment. Therefore, the C segment vehicle, 

which is bought as the second vehicle of the house, can be used by someone who will drive for 

the first time, but the hypothesis is not correct due to insufficient data. 

 

CONCLUSION 

Similarities were found between the hypotheses and the data made in the literature review. The 

researched information about B and C segments and the information obtained in the survey 
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study are mostly equivalent. (TUIK data) The main motivation of the Turkish automotive 

consumer is not second-hand sales, but safety and fuel savings. The Turkish consumer sees 

buying a car as an investment. The fact that 51 years and over is the majority in the survey and 

the second majority of the D segment consumers are unexpected values. 

  



NOTE: This preprint reports new research that has not been certified by peer review and should not be used as established information without 
consulting multiple experts in the field 

 

REFERENCES AND NOTES 

 

African Journal of Business Management (2011), Consumers' automotive purchase 

decisions: The significance of vehicle-based infotainment systems, Retrieved from: 

https://academicjournals.org/journal/AJBM/article-full-text-pdf/9950EF815535  

  

Altunışık, R., İslamoğlu, H. (2013), Tüketici Davranışları, Istanbul: Beta Basım Yayım  

 

American Psychology Association, (2017), Education and Socioeconomic Status, Retrieved 

from: https://www.apa.org/pi/ses/resources/publications/education   
 

American Psychology Association, (nd.), Retrieved from 

https://www.apa.org/pi/ses/resources/publications/education  
 

APA, (n.d.), Education and Socioeconomic Status, Retrieved December 26. 2017, Retrieved 

from http://www.apa.org/pi/ses/resources/publications/education.aspx  
 

Armstrong, G., Kotler, P., Da Silva, G., (2006), Marketing; An Introduction An Asian 

Perspective, Pearson Prentice Hall  
 

Arslan, K. (2003), Otomobil Alımında Tüketici Davranışlarını Etkileyen Faktörler, 

İstanbul Ticaret Üniversitesi Dergisi  
 

Association for Emissions Control by Catalyst. (n.d.), Are Diesel Engines Going to Be 

Banned? Retrieved from https://dieselinformation.aecc.eu/are-diesel-engines-going-to-be-

banned/  
 

Bilgin, Z. (2001), Basics for Consumer Behavior, İstanbul: Türkmen Kitabevi   

 

Blackwell, R.D., Miniard, P.W., Engel, J.F. (2000), Consumer Behavior. 9th Ed, Ohio: 

Thomson Learning  

https://academicjournals.org/journal/AJBM/article-full-text-pdf/9950EF815535
https://www.apa.org/pi/ses/resources/publications/education
https://www.apa.org/pi/ses/resources/publications/education
http://www.apa.org/pi/ses/resources/publications/education.aspx
https://dieselinformation.aecc.eu/are-diesel-engines-going-to-be-banned/
https://dieselinformation.aecc.eu/are-diesel-engines-going-to-be-banned/


NOTE: This preprint reports new research that has not been certified by peer review and should not be used as established information without 
consulting multiple experts in the field 

Bölge Gündem (2015), Volkswagen'in Emisyon Skandalı Türkiye'deki Satışları Etkilemedi. 

Retrieved from: https://www.bolgegundem.com/volkswagenin-emisyon-skandali-

turkiyedeki-satislari-etkilemedi-18679h.htm   
 

Brookins, M. (n.d.), Types of Consumer Buying Behaviors and Product Decisions, 

Retrieved December. 26. 2017, Retrieved from http://smallbusiness.chron.com/types-

consumer-buying-behaviors-product-decisions-10273.html  
 

Burgemeester, A., n.d., What is Selective Attention, Retrieved from: 

https://www.psychologized.org/what-is-selective-attention/  
 

Commission of the European Communities, (1999), Case No COMP/M.1406 - HYUNDAI 

/ KIA, Luxembourg: Office for Official Publications of European Communities  
 

Consumer Reports. (2017), Hybrids 101: Guide to Hybrid Cars. Retrieved from 

https://www.consumerreports.org/hybrids-evs/hybrids-101-guide-to-hybrid-cars/  
 

Coşkun R., Altunışık. R., Yıldırım. E, (2019), Sosyal Bilimlerde Araştırma Yöntemleri, 

Sakarya Yayıncılık  

 

Dapena, P, (2019), By 2040, More Than Half of New Cars Will be Electric. CNN Business. 

Retrieved from https://edition.cnn.com/2019/05/15/business/electric-car-outlook-

bloomberg/index.html  
 

Engel, J., Kollat, D., Blackwell, R. (1968), Consumer Behavior, New York: Rinehart and 

Winston  
 

Engel, J.F., Blackwell, R.D., Miniard, P.W. (1990), Consumer Behavior. 6th Ed, Orlando: 

The Dryden Press  
 

Gajjar, N. (2013), Factors Affecting Consumer Behavior, International Journal of Research 

In Humanities and Social Sciences, 1 (2), 10-14. ISSN: 2320-771X  
 

Gandolfo Dominici Vasja Roblek Tindara Abbate Mario Tani , (2016),"Click and drive", 

Business Process Management Journal, Vol. 22 Iss 2 pp. 420 – 434  

https://www.bolgegundem.com/volkswagenin-emisyon-skandali-turkiyedeki-satislari-etkilemedi-18679h.htm
https://www.bolgegundem.com/volkswagenin-emisyon-skandali-turkiyedeki-satislari-etkilemedi-18679h.htm
http://smallbusiness.chron.com/types-consumer-buying-behaviors-product-decisions-10273.html
http://smallbusiness.chron.com/types-consumer-buying-behaviors-product-decisions-10273.html
https://www.psychologized.org/what-is-selective-attention/
https://www.consumerreports.org/hybrids-evs/hybrids-101-guide-to-hybrid-cars/
https://edition.cnn.com/2019/05/15/business/electric-car-outlook-bloomberg/index.html
https://edition.cnn.com/2019/05/15/business/electric-car-outlook-bloomberg/index.html


NOTE: This preprint reports new research that has not been certified by peer review and should not be used as established information without 
consulting multiple experts in the field 

 

Grimsley, S. (2015), What is Consumer Behavior?-Definition & Types, [website], Retrieved 

from https://study.com/academy/lesson/what-is-consumer-buying-behavior-definition-

types-quiz.html  
 

Hotten R. (2015), Volkswagen: The Scandal Explained. BBC News. Retrieved from 

https://www.bbc.com/news/business-34324772  
 

http://www.odd.org.tr/folders/2837/categorial1docs/2601/BasinBulteni%203%20Aral%c4

%b1k%202019.pdf  
 

https://otorapor.com/otomobil-segmentleri-nasil-anlasilir  
 

https://tr.motor1.com/news/225217/volkswagen-phaeton-tekrar-incelendi/  
 

https://www.garentapro.com/blog/arac-siniflandirilmasi-neye-gore-yapilir/  
 

https://www.subaru.com.tr/servisler  
 

https://www.yetkiliservis.link/honda-yetkili-servis  
 

Jansson-Boyd, C., (2010), Consumer Psychology, New York: Open University Press  
 

Jones, S. (2014), The Six Stages of the Consumer Buying Process and How to Market to 

Them, Retrieved December. 26. 2017 Retrieved from 

https://www.business2community.com/consumer-marketing/six-stages-consumer-buying-

process-market-0811565  
 

Kardes, F.R. (2002), Consumer Behavior and Managerial Decision Making. 2nd Ed, New 

Jersey: Prentice Hall  
 

Kysar, D. (2003), The Expectations of Consumers, Columbia Law Review, 103 (7), 1746-

1757. Doi: 10.2307/3593402  
 

https://study.com/academy/lesson/what-is-consumer-buying-behavior-definition-types-quiz.html
https://study.com/academy/lesson/what-is-consumer-buying-behavior-definition-types-quiz.html
https://www.bbc.com/news/business-34324772
http://www.odd.org.tr/folders/2837/categorial1docs/2601/BasinBulteni%203%20Aral%c4%b1k%202019.pdf
http://www.odd.org.tr/folders/2837/categorial1docs/2601/BasinBulteni%203%20Aral%c4%b1k%202019.pdf
https://otorapor.com/otomobil-segmentleri-nasil-anlasilir
https://tr.motor1.com/news/225217/volkswagen-phaeton-tekrar-incelendi/
https://www.garentapro.com/blog/arac-siniflandirilmasi-neye-gore-yapilir/
https://www.subaru.com.tr/servisler
https://www.yetkiliservis.link/honda-yetkili-servis
https://www.business2community.com/consumer-marketing/six-stages-consumer-buying-process-market-0811565
https://www.business2community.com/consumer-marketing/six-stages-consumer-buying-process-market-0811565


NOTE: This preprint reports new research that has not been certified by peer review and should not be used as established information without 
consulting multiple experts in the field 

Luce, M. (1998), Choosing to Avoid: Coping with Negatively Emotion‐Laden Consumer 

Decisions, Journal of Consumer Research, 24 (4), 409-433. Doi: 10.1086/209518  
 

Mercedes-Benz International, (n.d.), EQC. Retrieved from https://www.mercedes-

benz.com/en/vehicles/passenger-cars/eqc/the-new-eqc/  
 

Motor1 Türkiye, (2018), 2018’in En İyi Menzile Sahip 10 Elektrikli Otomobili. Retrieved 

from https://tr.motor1.com/features/229513/2018-en-iyi-menzilli-elektriklileri/2872180/  
 

National Bureau of Economic Research, (2017),   

ODD, (2017), Basın Özeti: Otomobil ve Hafif Ticari Araç Pazarı, Istanbul, Otomobil 

Distributörleri Derneği  
 

Payvand, (2006), Iran Khodro to export Peugeot 206SDs to 39 countries, Retrieved from: 

http://www.payvand.com/news/06/jul/1213.html   
 

Perner, L., (2017), Consumer Behavior: The Psychology of Marketing, Retrieved from 

http://www.consumerpsychologist.com/  
 

Peter, J.P., Olson, J.C (2001), Consumer Behavior and Marketing Strateg. 6th Ed, New 

York: McGraw Hill Irwin  
 

Peter, J.P., Olson, J.C. (1996), Consumer Behavior and Marketing Strategy. 4th Ed, 

Chicago: Irwin  
 

Porsche International, (n.d.), Taycan Models Retrieved from 

https://www.porsche.com/international/models/taycan/taycan-models/taycan-4s/  

Rani, P., (2014), Factors Influencing Consumer Behavior, International Journal of Current 

Research and Academic Review, 2(9), p. 52-61  
 

Rauwald, C, Sachagu, O. (2018), VW Says the Next Generation of Combustion Cars Will 

be Its Last. Retrieved from https://www.bloomberg.com/news/articles/2018-12-04/vw-

says-the-next-generation-of-combustion-cars-will-be-its-last  
 

https://www.mercedes-benz.com/en/vehicles/passenger-cars/eqc/the-new-eqc/
https://www.mercedes-benz.com/en/vehicles/passenger-cars/eqc/the-new-eqc/
https://tr.motor1.com/features/229513/2018-en-iyi-menzilli-elektriklileri/2872180/
http://www.payvand.com/news/06/jul/1213.html
http://www.consumerpsychologist.com/
https://www.porsche.com/international/models/taycan/taycan-models/taycan-4s/
https://www.bloomberg.com/news/articles/2018-12-04/vw-says-the-next-generation-of-combustion-cars-will-be-its-last
https://www.bloomberg.com/news/articles/2018-12-04/vw-says-the-next-generation-of-combustion-cars-will-be-its-last


NOTE: This preprint reports new research that has not been certified by peer review and should not be used as established information without 
consulting multiple experts in the field 

Schiffman, L.G., Kanuk, L.L. (1997), Consumer Behavior. 6th Ed, New Jersey: Prentice 

Hall  
 

Schiraldi, P. (2011), Automobile replacement: a dynamic structural approach, The RAND 

Journal of Economics, 42 (2), 266-291. Stable URL: http://www.jstor.org/stable/23046799 

  

Tesla Europe, (n.d.), Model S. Retrieved from 

https://www.tesla.com/en_eu/models?redirect=no  
 

The Official Blog of Toyota Great Britain. (2015), History of Toyota Prius. Retrieved from 

https://blog.toyota.co.uk/history-toyota-prius  
 

Toyota Turkey. (n.d.), Türkiye’de Üretilen Toyota C-HR Hybrid Zirvede. Retrieved from 

https://www.toyota.com.tr/world-of-toyota/news/turkiyede-uretilen-toyota-chr-hybrid-

zirvede.json  

 

https://www.washingtonpost.com/wp-

dyn/content/article/2007/06/28/AR2007062801077_pf.html  
 

 

Jaffe, Eric (2013, February 1), Why People Choose Cars, Even When Mass Transit Would 

Serve Them Better, Bloomberg.   
 

Vaughan, A. (2017, June, 7), Electric cars accelerate past 2m mark globally, The Guardian, 

Retrieved from https://www.theguardian.com/international  
 

(2017, July, 26), Petrol and diesel ban: How will it work?, BBC News, Retrieved from 

http://www.bbc.com/  

consumer. InvestorWords.com. Retrieved December 27, 2017, from InvestorWords.com 

website: http://www.investorwords.com/1055/consumer.html  
 

Junega, P., 2019 March 29, Personal Factors affecting Consumer Behavior, Retrieved 

from: https://www.managementstudyguide.com/personal-factors-affecting-consumer-

behaviour.htm 

 

http://www.jstor.org/stable/23046799
https://www.tesla.com/en_eu/models?redirect=no
https://blog.toyota.co.uk/history-toyota-prius
https://www.toyota.com.tr/world-of-toyota/news/turkiyede-uretilen-toyota-chr-hybrid-zirvede.json
https://www.toyota.com.tr/world-of-toyota/news/turkiyede-uretilen-toyota-chr-hybrid-zirvede.json
https://www.washingtonpost.com/wp-dyn/content/article/2007/06/28/AR2007062801077_pf.html
https://www.washingtonpost.com/wp-dyn/content/article/2007/06/28/AR2007062801077_pf.html
https://www.theguardian.com/international
http://www.bbc.com/
http://www.investorwords.com/1055/consumer.html
https://www.managementstudyguide.com/personal-factors-affecting-consumer-behaviour.htm
https://www.managementstudyguide.com/personal-factors-affecting-consumer-behaviour.htm


NOTE: This preprint reports new research that has not been certified by peer review and should not be used as established information without 
consulting multiple experts in the field 

Otomotiv Distribütörleri Derneği (ODD), Basın Bülteni, January 2021.  
 

Ünal E, (2020), Dizel Otomobil Sayısı 10 Yılda 3.5 Katına Çıktı. Anadolu Ajansı. 

Retrieved From https://www.aa.com.tr/tr/ekonomi/dizel-otomobil-sayisi-10-yilda-3-5-

katina-cikti/1722448  
 

(n.d.), Essay on the Rise of Tesla Motors, Retrieved December. 26. 2017, Retrieved from 

https://www.bartleby.com/essay/The-Rise-of-Tesla-Motors-F3JQG5RAVC  

 
Yeditepe University Academic Open Archive 
 

 

 

 

 
 

 

https://www.aa.com.tr/tr/ekonomi/dizel-otomobil-sayisi-10-yilda-3-5-katina-cikti/1722448
https://www.aa.com.tr/tr/ekonomi/dizel-otomobil-sayisi-10-yilda-3-5-katina-cikti/1722448
https://www.bartleby.com/essay/The-Rise-of-Tesla-Motors-F3JQG5RAVC

