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Passive view 

The opposite of economic view is the view that consumers are passive, basically submissive to the self-serving 

and promotional efforts of marketers. eg. Verimark  ads and infomercials. 

A cognitive view 

This view portrays the consumer as a thinking problem solver.Risk is the key component the problem solver 

tries to dispel the risk associated with many product choices. 

Economic Value: The economic value of a gift is a prominent dimension, but when gift giving becomes merely 

an economic exchange, reciprocity is expected immediately or at a later time. Gift giving from an economic 

perspeĐtiǀe diŵiŶishes the proĐess to a leǀel of ͞ŵarket eǆĐhaŶge.͟ Most people ǁould likelǇ ĐoŶsider 

focusing on the economic value of a gift as taking away the mystique and thoughtfulness of the process. 

Social Value : Social networks is managed by gift giving frameworks. In the context of these social 

relationships, gift giving is used to cultivate, enhance, maintain, or discontinue social connections Gift giving 

ĐaŶ eǀeŶ result iŶ a ͞ďoŶd of goodǁill͟ or ͞soĐial iŶdeďtedŶess,͟ iŶteŶsifǇiŶg the oďligatioŶ for ĐoŶtiŶued gift 

exchange  

Expressive Value : Expressive value, also called as personal value adds to the understanding of gift giving 

iŶteŶt. It refleĐts a giǀer’s self-identity through the gift . Often, the giver chooses the gift as a reflection of 

himself or herself. The giver hopes the recipient will think of him/her when viewing or using the gift. Rejecting 

or accepting a gift can be a strategic assertion of selfhood. 



 Functional Value: Functional reasons are always attached for a gift to be given which is referred to as 

͞perĐeiǀed utilitǇ͟. UtilitǇ is Đentral on purchase of products, but this focus is less present in gift selection.  

Intergroup: 

It is a group which giving a gift to another group. For e.g A Christmas gift from one family to another family 

Interpersonal:  

It is an individual giving a gift to aŶother iŶdiǀidual. For.e.g ValeŶtiŶe’s DaǇ ĐhoĐolates preseŶted froŵ a 

boyfriend to a girlfriend 

Intercategory: 

 It is an individual giving a gift to a group or a group giving a gift to an individual. For e.g. A group of friends 

chips in to buy a new mother a baby gift. 

Prestation: It is the middle stage of the gift giving cycle. During this stage, the recipient and giver have often 

established a specific time, place, and date for the gift exchange to occur. The gift is presented to the recipient 

iŶ a ŵaŶŶer that ĐaŶ ǀarǇ iŶ leǀels of forŵalitǇ aŶd ritualisŵ. RespoŶse froŵ the reĐipieŶt is the giǀer’s 

reward, occurring in two phases; the recipient decodes the content of the gift, often with immediate facial 

expressions, and then responds directly to the giver verbally or by actions such as embracing. 
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