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[0 O 1.1.2Demand States and Marketing Tasks[] [1 Negative demand(] [ This means customers do not like some
products or service in the market.For example, some customers do not take plane for fear of risks, or dare notbuy
clothes made of fiber, for they think the fiber contains something that willdo harm to their health. The task of
management is to find out why customersdont like these products, and to carry out more active sales promotion to
thetargeted customers by redesigning the products, lowering the prices, or to try tochange the customers beliefs on
the products and service, such as eliciting thelow possibility of accidents in plane journeys and unharmlessness of
fiberclothing to health. More positive promotion can change peoples beliefs andattitudes.[J [0 No demand[]

(I This means the customers in a target market have no interest in or nevercare for the product. For example,
people in some African countries have thecustom of walking barefoot, needing no shoes. What the marketers
should do isto create demands, to combine the benefit of the products with peoples naturaldemands and interest
through effective promotion.
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