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Abstract 

INTRODUCTION: In an increasingly competitive and digitally connected marketplace, small businesses face significant 
challenges in attracting and retaining customers. Traditional marketing strategies often fail to deliver the same impact as they 
do for larger corporations with greater resources. To address this gap, recent research has begun exploring the intersection of 
neuroscience and entrepreneurship, identifying neuromarketing as a promising avenue for innovation and competitive 
advantage among small enterprises. 
OBJECTIVES: The primary objective of this paper is to examine how neuromarketing principles and tools can support small 
businesses in developing smarter, customer-centric strategies. Specifically, the study seeks to demonstrate how insights from 
neuroscience can enhance consumer engagement, optimize decision-making, and foster innovation in entrepreneurial contexts. 
METHODS: The research employs a qualitative, exploratory approach, analyzing existing literature on neuromarketing and 
entrepreneurship. It integrates theoretical perspectives from neuroscience with practical business frameworks. Additionally, 
case studies of small businesses that have successfully applied neuromarketing techniques - such as eye-tracking, facial 
expression analysis, and EEG-based studies - are examined to assess real-world applications and outcomes. 
RESULTS: Findings indicate that neuromarketing techniques provide small businesses with actionable insights into consumer 
preferences, emotional responses, and subconscious decision drivers. The integration of these insights enables small enterprises 
to design more emotionally resonant marketing campaigns, enhance customer satisfaction, and build loyalty. The analyzed case 
studies reveal measurable benefits, including increased engagement, improved brand perception, and revenue growth. 
CONCLUSION: The study concludes that neuromarketing represents a valuable strategic asset for small businesses seeking to 
operate as “smart businesses.” By leveraging technology, innovation, and cognitive insights, these enterprises can adopt data-
driven marketing approaches previously accessible mainly to larger corporations. Ultimately, integrating neuromarketing into 
entrepreneurial practice can foster sustainable competitiveness and long-term customer relationships. 

Keywords: Consumer behavior, Innovation, Neuromarketing, Neuroscience, Small businesses. 

Received on 09 January 2026, accepted on 28 January2026, published on 09 March 2026 

Copyright © 2026 Patrícia Beličková et al., licensed to EAI. This is an open access article distributed under the terms of the CC BY-NC-
SA 4.0, which permits copying, redistributing, remixing, transformation, and building upon the material in any medium so long as the 
original work is properly cited. 

doi: 10.4108/eetsbi.1.11543 

1. Introduction

In today’s fast-paced and highly competitive business 
environment, understanding consumer behavior has  

*Corresponding author. Email: belickova.patricia@gmail.com 

become an important aspect of marketing success. 
Traditional market research methods, such as surveys and 
focus groups, have long been used to gauge customer 
preferences. However, these techniques often rely on self-
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reported data, which can be influenced by cognitive biases, 
social desirability effects, or a lack of conscious awareness 
of underlying motivations. As a result, businesses are 
increasingly turning to neuromarketing - a field that applies 
neuroscience principles to marketing - to uncover deeper, 
more accurate insights into consumer decision-making. 

2. Using Neuroscience to Enhance Small
Business Marketing

Neuromarketing has integrated into marketing research due 
to the democratization and increased accessibility of 
neurophysiological monitoring techniques [5]. 
Neuroscience provides researchers with valuable insights 
into individuals' emotions, purchasing behaviors, and the 
underlying unconscious responses that influence their 
decision-making processes [2]. Neuromarketing is a 
modern tool for researching consumer reactions to 
advertising stimuli and identifying relevant consumer 
behavior patterns. Conducting neuromarketing research 
using eye tracking technology allows us to obtain objective 
data on consumer perceptions of advertising, websites, 
product packaging, etc. In the digital era, where 
technological advancements and shifting consumer 
behaviors continually reshape the business landscape, 
neuromarketing emerges as a pivotal tool for driving 
business development, even for small businesses. Research 
by Plassmann et al. highlights that neuromarketing 
techniques can significantly enhance consumer 
engagement by revealing hidden preferences and 
emotional triggers that traditional marketing methods fail 
to capture [12]. One of the primary roles of neuromarketing 
in small business innovation is its ability to decode 
subconscious consumer preferences and behaviors. With 
the proliferation of digital platforms and the abundance of 
data, understanding the underlying motivations that drive 
consumer actions becomes increasingly complex. 
Neuromarketing techniques such as fMRI scans or EEG 
measurements are still very expensive and require a high 
level of expertise to interpret the results, but thanks to 
advanced and increasingly available technology, even 
smaller companies with smaller budgets can use some of 
the tools for neuromarketing research. Moreover, in the 
digital realm where competition is fierce and consumer 
attention is fleeting, the optimization of user experiences 
(UX) is paramount. Neuromarketing provides valuable 
guidance in this aspect by uncovering the elements of 
digital interfaces that resonate most strongly with users. 
Research explored how eye-tracking technology can be 
used to optimize website designs, revealing that users are 
more likely to engage with visually balanced and easily 
navigable pages [3]. By analyzing neurological reactions to 
website layouts, app designs, and content presentation, 
businesses can create more intuitive and engaging digital 
experiences that captivate audiences and foster brand 
loyalty. Neuromarketing insights can also guide the 
development of persuasive messaging and branding 
strategies that resonate deeply with target audiences in the 

crowded digital marketplace, as supported by research 
from Morin, which highlights how emotional resonance in 
branding leads to stronger consumer recall and preference 
[10]. By integrating neuromarketing into digital business 
strategies, even small companies can leverage the power of 
neuroscience to drive engagement, enhance user 
experience, and develop products and campaigns that align 
more effectively with consumer desires. 

2.1. Understanding the Limits of 
Neuromarketing for Small Businesses 

While neuromarketing presents significant potential for 
understanding consumer behavior, it is not without its 
challenges, particularly for small businesses. These 
organizations often operate with limited resources and face 
constraints that make implementing neuromarketing 
strategies. One of the biggest issues small businesses face 
when considering neuromarketing is the lack of resources 
- both financial and human. Neuromarketing involves the
use of expensive technology like fMRI or EEG devices,
eye-tracking systems, facial recognition software, all of
which are out of reach for many small companies. Hiring
neuromarketing firms to conduct these studies can also be
very expensive. For businesses on tight budgets, these
expenses are often seen as unnecessary luxuries when
compared to traditional marketing strategies13. Small
businesses may lack the personnel needed to design,
conduct, and analyze the research, which often results in
the need to outsource this expertise at an additional cost.
Neuromarketing studies are not only expensive but time-
consuming as well. From planning the study and gathering
participants to analyzing the results, the process can span
weeks or even months. The complexity of neuromarketing
data further complicates its integration into small business
practices. Interpreting brainwave patterns, biometric
responses, and eye-tracking data requires specialized
knowledge. Small businesses may also struggle with the
sheer volume of data collected and find it challenging to
extract actionable insights that directly correlate with their
marketing goals. Small businesses may find it difficult to
recruit enough participants, too [4]. Especially if their
customer base is niche or local. A small pool of test
subjects may not yield reliable or generalizable data, which
means the insights gained might not accurately reflect the
preferences of a broader audience. This limitation is
particularly relevant in neuromarketing studies that use
complex tools like EEG, which require participants to be in
specific conditions or environments to accurately measure
brain activity. With the growing focus on privacy, data
protection, and consumer rights, neuromarketing raises
important ethical questions. Techniques like facial
recognition, biometric tracking, and EEG recordings can
seem invasive to consumers, especially when they are
unaware that their brainwaves or emotional responses are
being studied. Even if small businesses are able to secure
consent from participants, managing and safeguarding
personal data remains a challenge [14]. For many small
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businesses, the most significant barrier to adopting 
neuromarketing is the uncertainty surrounding the return of 
investment. Traditional marketing channels like social 
media ads, email campaigns, and search engine marketing 
offer more immediate feedback in terms of sales and 
engagement. Neuromarketing, on the other hand, provides 
more abstract, emotional data that may not translate easily 
into tangible business results. For example, understanding 
how consumers emotionally respond to a product’s 
packaging or a brand’s message is valuable, but small 
businesses may struggle to tie these emotional insights 
directly to a purchase decision. Without clear evidence of 
how neuromarketing translates into sales growth or 
improved customer loyalty, it may be difficult for small 
businesses to justify the cost and effort of implementing 
such strategies. While neuromarketing offers exciting 
potential for gaining a deeper understanding of consumer 
behavior, its high costs, complexity, and resource demands 
make it a challenging option for small businesses. The 
technology is advancing and some tools are becoming 
more affordable and accessible. As the field continues to 
evolve and new solutions emerge, small businesses may 
find ways to leverage neuromarketing techniques in a more 
cost-effective and scalable manner. It remains to be seen 
whether these technologies will become mainstream or 
remain the domain of larger, resource-rich organizations. 

2.2. Understanding the Limits of 
Neuromarketing for Small Businesses 

While neuromarketing presents significant potential for 
understanding consumer behavior, it is not without its 
challenges, particularly for small businesses. These 
organizations often operate with limited resources and face 
constraints that make implementing neuromarketing 
strategies. One of the biggest issues small businesses face 
when considering neuromarketing is the lack of resources 
- both financial and human. Neuromarketing involves the
use of expensive technology like fMRI or EEG devices,
eye-tracking systems, facial recognition software, all of
which are out of reach for many small companies. Hiring
neuromarketing firms to conduct these studies can also be
very expensive. For businesses on tight budgets, these
expenses are often seen as unnecessary luxuries when
compared to traditional marketing strategies [14]. Small
businesses may lack the personnel needed to design,
conduct, and analyze the research, which often results in
the need to outsource this expertise at an additional cost.
Neuromarketing studies are not only expensive but time-
consuming as well. From planning the study and gathering
participants to analyzing the results, the process can span
weeks or even months. The complexity of neuromarketing
data further complicates its integration into small business
practices. Interpreting brainwave patterns, biometric
responses, and eye-tracking data requires specialized
knowledge. Small businesses may also struggle with the
sheer volume of data collected and find it challenging to
extract actionable insights that directly correlate with their

marketing goals. Small businesses may find it difficult to 
recruit enough participants, too [4]. Especially if their 
customer base is niche or local. A small pool of test 
subjects may not yield reliable or generalizable data, which 
means the insights gained might not accurately reflect the 
preferences of a broader audience. This limitation is 
particularly relevant in neuromarketing studies that use 
complex tools like EEG, which require participants to be in 
specific conditions or environments to accurately measure 
brain activity. With the growing focus on privacy, data 
protection, and consumer rights, neuromarketing raises 
important ethical questions. Techniques like facial 
recognition, biometric tracking, and EEG recordings can 
seem invasive to consumers, especially when they are 
unaware that their brainwaves or emotional responses are 
being studied. Even if small businesses are able to secure 
consent from participants, managing and safeguarding 
personal data remains a challenge [14]. For many small 
businesses, the most significant barrier to adopting 
neuromarketing is the uncertainty surrounding the return of 
investment. Traditional marketing channels like social 
media ads, email campaigns, and search engine marketing 
offer more immediate feedback in terms of sales and 
engagement. Neuromarketing, on the other hand, provides 
more abstract, emotional data that may not translate easily 
into tangible business results. For example, understanding 
how consumers emotionally respond to a product’s 
packaging or a brand’s message is valuable, but small 
businesses may struggle to tie these emotional insights 
directly to a purchase decision. Without clear evidence of 
how neuromarketing translates into sales growth or 
improved customer loyalty, it may be difficult for small 
businesses to justify the cost and effort of implementing 
such strategies. While neuromarketing offers exciting 
potential for gaining a deeper understanding of consumer 
behavior, its high costs, complexity, and resource demands 
make it a challenging option for small businesses. The 
technology is advancing and some tools are becoming 
more affordable and accessible. As the field continues to 
evolve and new solutions emerge, small businesses may 
find ways to leverage neuromarketing techniques in a more 
cost-effective and scalable manner. It remains to be seen 
whether these technologies will become mainstream or 
remain the domain of larger, resource-rich organizations. 

2.3 How Small Businesses Can Use 
Neuromarketing 

While large corporations have the resources to invest in 
advanced neuromarketing tools such as functional 
magnetic resonance imaging (fMRI) and 
electroencephalography (EEG), small businesses often 
lack the financial means to conduct high-cost studies. 
However, small businesses can still benefit from 
neuromarketing by using cost-effective techniques 
grounded in neuroscience research. This chapter explores 
practical neuromarketing strategies that small businesses 
can implement without a significant financial investment. 
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For example, emotions play a crucial role in consumer 
decision-making, as shown by research in affective 
neuroscience9. Small businesses can leverage emotional 
storytelling to create compelling marketing messages that 
foster stronger connections with customers. Studies have 
shown that emotional advertisements lead to better brand 
recall and higher engagement [6]. By crafting narratives 
that resonate with customers' experiences and values, small 
businesses can create lasting impressions without 
expensive production costs. Color psychology is a well-
documented area of neuromarketing that influences 
consumer perceptions and decisions. According to a study 
by Labrecque and Milne, colors can evoke 
specific emotions and associations, affecting purchasing 
behavior[8]. Small businesses can apply this knowledge 
by strategically selecting brand colors that align 
with their desired customer response.  

Fig. 1. Psychology of Colour (source: Eskimi) 

Website usability and design is another way, how can small 
businesses get a competitive advantage. Research by 
Djamasbi, Siegel, and Tullis found that users 
prefer websites with visually appealing and intuitive 
layouts[3]. Small businesses can apply neuromarketing 
insights by ensuring their websites are user-friendly, with 
clear calls-to-action, fast loading speeds, and easy 
navigation. Implementing principles such as the "F-
pattern" reading behaviour can guide content placement 
to capture users’ attention effectively [11]. 

Fig. 2. F-shaped reading pattern (source: Nielsen 
Norman Group) 

Social proof, the phenomenon where people conform to the 
behavior of others, is linked to the activation of mirror 
neurons in the brain [15]. Small businesses can leverage 
social proof by showcasing customer testimonials, user-
generated content, and online reviews. Studies show that 
consumers are more likely to trust peer recommendations 
than traditional advertising[1]. By encouraging 
satisfied customers to share their experiences, small 
businesses can build credibility and attract new customers 
at little to no cost. 

Using Neuromarketing in Pricing Strategies 
Price perception is influenced by cognitive biases, which 
neuromarketing research has extensively studied. A study 
by Wadhwa and Zhang found that consumers perceive 
prices ending in .99 as significantly lower than rounded 
prices due to the "left-digit effect" [16]. Small businesses 
can implement this psychological pricing strategy to create 
the illusion of better deals. Additionally, the "decoy effect" 
- where introducing a slightly less attractive pricing option 
makes the preferred choice more appealing - can be utilized 
to influence customer decision-making without increasing 
costs.
Sensory experiences impact consumer behavior, as 
demonstrated by research in multisensory marketing [7]. 
Small businesses can enhance their customer experience by 
incorporating pleasant scents in retail spaces, playing 
background music that aligns with their brand identity, or 
using tactile product displays to increase perceived value. 
These low-cost adjustments can significantly enhance 
customer satisfaction and brand perception. 
Neuromarketing offers valuable insights that small 
businesses can leverage without substantial financial 
investment. By understanding the psychological and
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neurological drivers of consumer behavior, small 
businesses can enhance their marketing strategies through 
emotional storytelling, color psychology, website 
optimization, social proof, pricing strategies and sensory 
marketing. These evidence-based approaches provide cost-
effective ways for small businesses to connect with 
customers, improve brand perception, and drive sales. 
Despite financial limitations, small businesses can 
implement many neuromarketing techniques with minimal 
investment. Simple changes, such as adjusting color 
schemes, refining messaging to appeal to emotions, and 
enhancing user experience, can yield significant benefits. 
Moreover, leveraging social proof and optimizing pricing 
strategies can enhance consumer trust and purchasing 
decisions. 
As neuromarketing research continues to evolve, small 
businesses have an opportunity to adapt and refine their 
approaches by staying informed about the latest findings. 
Investing time in understanding consumer psychology and 
behavior can provide a competitive edge in an increasingly 
crowded marketplace. Ultimately, neuromarketing 
empowers small businesses to create meaningful 
connections with their customers, fostering loyalty and 
driving long-term success. By applying these scientifically 
backed principles, even businesses with limited budgets 
can compete effectively and enhance their marketing 
impact. 

3. Conclusion

This paper aimed to provide a comprehensive exploration 
of the motivations for small businesses to consider 
integrating neuromarketing into their marketing strategies, 
while also addressing the limitations that may discourage 
such adoption. Despite these challenges, the paper also 
highlighted practical ways in which small businesses can 
leverage the growing body of neuroscience research to 
improve their marketing efforts in a cost-effective and 
accessible manner. 
One of the core motivations for small businesses to explore 
neuromarketing is the ability to understand the 
subconscious drivers of consumer behavior. Traditional 
marketing tools often focus on self-reported data through 
surveys or focus groups, which can be limited by biases and 
conscious responses. Neuromarketing, on the other hand, 
taps into the emotional and subconscious responses of 
consumers through methods like EEG or eye-tracking. By 
gaining a deeper understanding of how consumers 
emotionally and physiologically react to products, 
advertisements, or brand messages, small businesses can 
refine their marketing efforts to better align with consumer 
needs and preferences, ultimately driving higher 
engagement and conversion rates. Additionally, 
neuromarketing holds the promise of optimizing customer 
experience by tailoring marketing efforts to resonate on a 
deeper, emotional level with the target audience, which is 

particularly critical for small businesses seeking to 
differentiate themselves in competitive markets. 
However, as the paper discussed in depth, there are 
significant limitations to the widespread adoption of 
neuromarketing within small businesses. One of the most 
substantial obstacles is the high cost of neuromarketing 
technologies and research. Tools like EEG headsets, fMRI 
scanners, and eye-tracking devices come with substantial 
price tags, and even when outsourcing research to 
specialized firms, the associated costs can be prohibitive 
for small businesses with limited budgets. Furthermore, the 
complexity of analyzing and interpreting the vast amounts 
of data produced by neuromarketing research presents 
another challenge. Small businesses, which often lack in-
house expertise in neuroscience and data analysis, may find 
it difficult to derive actionable insights from such complex 
data. Even when they do succeed in obtaining valuable 
information, there is a risk that they may struggle to apply 
these insights effectively, given their limited marketing 
teams or resources. Small businesses may lack the 
infrastructure or legal expertise to navigate these ethical 
challenges, which could expose them to legal risks and 
reputational damage.  
Despite these challenges, the paper also pointed out that 
there are accessible and less resource-intensive ways for 
small businesses to benefit from the insights offered by 
neuroscience and neuromarketing. For instance, small 
businesses can start by focusing on basic neuromarketing 
principles that don’t require expensive technologies, such 
as understanding emotional triggers and cognitive biases 
that influence consumer behavior. Simple approaches like 
A/B testing, using color psychology, or optimizing website 
layouts based on human attention and visual processing can 
provide actionable insights without the need for costly 
equipment. In addition, small businesses can collaborate 
with universities or research institutions to gain access to 
neuromarketing studies at a lower cost or take advantage of 
publicly available research in neuroscience to inform their 
strategies. 
Nowadays digital marketing platforms offer increasingly 
sophisticated data analytics tools that, while not as 
advanced as full neuromarketing studies, can provide 
valuable insights into customer behavior. Small businesses 
can use tools like Google Analytics, heatmaps, and social 
media analytics to track consumer interactions with their 
websites or ads, which can be used in conjunction with 
neuroscience research to refine marketing strategies. By 
gradually incorporating neuroscience-based insights into 
their marketing, small businesses can start to reap the 
benefits of neuromarketing without the need for large-
scale, expensive studies. 
In conclusion, while small businesses face clear limitations 
in fully adopting neuromarketing techniques due to the 
high costs, complexity, and ethical concerns involved, this 
paper demonstrates that there are still ways to implement 
neuroscience insights in a practical and scalable manner. In 
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the future, as the field of neuromarketing becomes more 
accessible and its tools more affordable, small businesses 
will have the opportunity to capitalize on its insights in a 
way that is both effective and aligned with their budgetary 
and operational constraints. The integration of 
neuroscience into marketing strategies holds the promise of 
driving better customer experiences and more successful 
business outcomes for small enterprises across a wide 
range of industries. 
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