
 
 

 

 

 

  

 

 



 
 

 

 



 
 

 

 

 

 

 

   



 
 

 

 

 

 

 

 
 

 

 



 
 

 

 
 

 

 

 

 

   



 
 

 

 

 

 

 

 

 



 
 

 

 

 

 

  

 

 

 
 

 



 
 

 
 

 

 

 

 

 
 

 



 
 

 
 

 

 

 

   

 

 
 



 
 

 

  
 

  

 



 
 

 

 

 

 



 
 

 

 

 

 

 



 
 

 

 

 

 

 



 
 

 

 

 

 

 

 



 
 

 

 

  

 



 
 

 

  

 

  

  

 

  

 



 
 

  

 

 

  

  

 



 
 

 

 

 

 

  

 

 

 

  

 

 



 
 

 

 

 



 
 

 

 

 



 
 

  

 

 

 



 
 

 

  

 

  

 

  

 

  

 



 
 

 

  

 

  

 

  

 

  

In the era of Globalization, digital marketing plays important role to grow a 

business. The development of technology has changed the way company promote 

and market their products or services. Digital Marketing is a form of marketing that 

uses digital or online media to promote products, services, or brands (Larosa, 2024). 



 
 

This definition focuses on the digital distribution, such Internet, social media, Email 

and even Content reviews.  

innovation, small businesses cannot survive or compete in the market. Innovation 

is introducing something new whether it is a product or service (st. Rukaiyah, 

Syamsuddin Bidol, 2024). Product Innovation has to create a plus point so that it 

catches the consumer eyes. Lukas and Ferrel in (Uffandi, 2023) 

indicator of product Innovation: 

1. Line extension 

Line extension refers to The product that the company produces is not really 

new but relatively new to a market. 

2. Me too Product 

Me too product refers to The product is new to the company but not new to 

the market. 

3. New to the world product 

New to the world product refers to products that are new to both the 

company and the market. 

 

understand marketing strategy. According to Yulianti in (Nasiruddin, 2022) 

or persuading the public as a way to achieve the company's sales targets and 

increase the number of items purchased. There are many ways of marketing strategy 



 
 

in digitalization, one of the ways is me too marketing. Me too marketing is  where 

a brand uses packaging similar to that of the market leader in order to create a strong 

connection with customers.  

 

The Term Me too in Marketing refers to products or brand that mimicking 

the total image of leading Brand products that stands on the same line on the shelves 

(Anith Liyana Amin Nudin, Mohd Amin Mohd Noh, Wan Nur Khalisah 

Shamsudin, 2016). There are several terms that is more common to society which 

are: Copy-

consumer to business that uses me too marketing. According to (Abraham Anugrah 

S, 2024)  there are 3 scheme of me too marketing: 

1. Me too Name 

A situation where small brands adopt the name of big brands to pushes the 

 

2. Me too Promotion 

A promotion copying the big brands promotion whereas it was successful, 

the intention of this promotion is usually to gain a attention from the 

consumer. 

3. Me too Product 

This type creates products or services that are similar to successful products 

on the market. 

 



 
 

 Three of the scheme are pretty similar to each other with main point of 

copying the big brand to gain attention from the consumer. Through it, it can be 

conclude that company can be called me too marketing, if the product, the 

marketing or the name is similar to the big successful brand. Me too marketing was 

and known by the society brand. It cost less for their branding, and it beneficial in 

a way that it positioned themselves in the market. However, instant success comes 

towards the brand that Copy-cat or Mimicking other brand to gain their success in 

such period of time.    

  

Consumer Behaviour is the activities people undertake when obtaining, 

consuming and disposing of products and services (Blackwell, 2006).  According 

to Olson, consumer behaviour refers to The dynamic interaction of affect and 

cognition, behaviour and the environment by which human being conduct th 

exchange aspects of their lives. According to Solomon, consumer behaviour is a 

study explaining process of buying, product that is bought and reasons why 

consumer buying. Consumer behaviour according to wardhana is the process and 

activity when consumers, individually, in groups, or in organizations, engage in 

searching for, selecting, purchasing, using, and evaluating products, services, ideas, 

and experiences to fulfill their needs and desires based on their considerations in 

making purchasing decisions. In conclusion Consumer behaviour is a study of 



 
 

consumer in terms of Buying process or purchasing decision and what factors and 

motivations that intend the consumer in buying process. 

According to (Wardhana, 2022)

Consumer Behaviour because through it the marketer could understand consumer 

demand, predicting the succes of a product, knowing the trend of the society, 

differentiate a consumer, to maintain the loyalty of the regular consumer and 

creating an effective marketing strategy. By considering those aspects, the marketer 

could build a better experience for the consumer. There are several factors 

according to (A, 2019), they are: 

1. Internal or psychological factors 

 Usually in term of buying, Internal factors involved Motivation and 

influencing consumer behaviour. This motivation is there to fulfill biogenic needs 

and psychogenic needs. As for perception, When individual construct a world-view 

through their experience and imagination.  

2. Social factors 

 The social factors influencing consumer behaviour are none other than 

family, reference group and roles and status. Those who surround individuals most 

of their lives time. Family could influence individual personality, characteristics, 

attitudes criteria and decision-making process. Reference group also strongly 

costumers bought product and brands as a symbol of status and role in the society. 



 
 

3. Cultural factors 

 Culture is the most fundamental for a person want and behaviour, they shape 

consumptions and pattern of decision making.  

4. Economic factors 

 Economic factors plays important role in consumer behaviour, therefore 

personal income, family income, income expectations, savings, liquid assets of the 

consumers, consumer credit and other economic factors determine individual 

buying behaviour. 

5. Personal factors 

 Personal factors include the age, occupation, income and life style. Each 

individual procced different needs and preference depending their age, occupation, 

income and life style. 

According (Olson, 2009), consumer behaviour include comments from 

other consumers, advertisements, price information, packaging, product 

appearance, blogs, and many others. Advertising has powerfull affect on consumer 

ess the interpretation of 

attention and comperhesion for consumers. Advertisement plays a role in 

influencing consumer, to Shapes perceptions and primes exposure, Captures notice, 

conveys meaning, Builds favorable views, drives intent, Encourages purchase 

behaviors and word-of-mouth. Thorugh it, Attention and comprehension itself 

heavily influcence by two internal factors: 



 
 

1. Knowledge structures activated in the exposure situation 

 Memory plays important role in the knowledge of a consumers, the 

knowledge, meanings and beliefs will determine how a consumers comprehended 

the meaning that they are going to produce. 

2. The level of consumers involvement 

 Involvement refers to consumers perception about personal preference for 

behaviour to make decisions. 

  

 

 



 
 

 

 

 

 

 

 

 

  

  

  

 



 
 

 

  

 

 

 

 



 
 

 

 

 

  

 



 
 

 

 

 

 

 
   

  
  

  
 

 

  
  

  
  

  
  

  
  

  
 

 

  
  

  
 

 

  
  

  
 

 



 
 

  
  

 

  

  

 

  

 

  



 
 

 

  

  

  

 

 

 

 

 



 
 

 

 

 

  

 

  

 

  



 
 

 

  

 

  

 

 

  


