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Pester-Power Marketing in Case of 
Child-Centric Products 

Manjot Kaur Shah and Dr. Garima Malik 

ABSTRACT 

In today's market children as consumer play very vital role. 
They constitute major consumer market and have important 
say in family purchase decision. Children these days have more 

intluential place in the society as compared to their parents 
when they were of their age. Children of this generation are 
more informed, connected and use various tactics to influence 
their parents. This paper explores the various strategies used 
by children to persuade their parents. It focuses on "Pester 
Power" or ""Nagging Ability'" of children to purchase the 
product they like or want to buy. Children's demand these 
days are taken more seriously by their parents, whereas in 

earlier time when they were children they were expected to 

be content with whatever they were given. We will also try to 
examine how marketers misuse this nagging ability of children 

by using pester power marketing in targeting children to nag, 
pester and badger with persistence their parents into buying 

products they are unable to buy for themselves. The study 
would focus on food industry. 
Keywords: Children, Consumer, Pester Power, Nagging 
Child-Centric Products. 

INTRODUCTION 

There have been tremendous clhanges across globe in past 

decades. Family structure and pattern have changed with 

growing trend towards nuclear families. These changes have 

been witnessed by India too. Changing family structure has 
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