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Abstract	
In	China,	their	is	a	great	mass	fervour	of	the	Non‐mainstream	costumes.Not	only	for	it	
satisfy	the	function	of	essential	goods,	against	cold	and	hide	the	shame,	it	also	can	be	a	
represent	of	personal	opinion,	like	belief	and	attitude.Consumer	would	 like	to	choose	
the	clothes	in	different	type,	design,	and	material,	especially	for	female	young	consumer.	
There	are	many	branches	of	costumes	style,	rock,	tradition,	cone	which	is	special,	fresh,	
and	always	cannot	accept	by	others,	 is	called	 the	Non‐mainstream	costumes.In	other	
word,	 costume	 can	 bring	 consumer	 satisfy	 in	 two	 side,	 physical	 and	 mental,	 as	 a	
consequence	of	young	seek	their	personally	and	self	hood.This	essay	will	mainly	focus	
female	young	consumer	psychology	of	two	kind	of	Non‐mainstream	costumes,	Lolita	and	
Han	suit(a	kind	of	Chinese	 tradition	suit),	 find	 their	 thinking	 in	 the	whole	purchase’s	
process,	like	their	motivation	of	purchase,	preference,	and	emotion	when	they	actually	
wearing	it,	by	the	way	of	interview	that	I	made.Also,	I	will	giving	some	advice	for	how	can	
business	 to	do	 the	accurate	sale,	 from	 the	point	of	consumer	psychology.I	will	giving	
several	advice	in	by	financial	knowled.	
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1. Background	

Costume	enjoy	very	long	tradition.	During	Late	Paleolithic	Period,primitive	man	started	to	used	
leaves	 and	 hide	 to	 cover	 their	 body.Not	 only	 for	 this,they	 use	 polished	 stone	 and	 bones	 to	
decorate	 themself.They	 reckoned	 wearing	 those	 clothes	 ,ornament	 is	 a	 symbol	 of	 their	
personality,brave,strong,clever.This	is	the	origin	of	the	costume’s	culture,after	clothes	bring	the	
comfortable	wearing,it	can	be	another	way	to	communication.	
As	people’s	sexuality,	personality	differences,	and	aesthetics	have	gradually	formed	with	the	
development	of	 the	 times,	clothing	culture	has	become	more	and	more	diversified.	The	age,	
economy,	thinking	mode,	culture,	region,	these	various	factors	have	led	to	certain	differences	
in	clothing	culture.	Different	eras	and	different	nationalities	have	different	costumes.	Evasion	
and	traditional	clothing,	the	rise	of	Non‐mainstream	clothing	has	gradually	become	popular.	
Take	 the	ripped	 jeans	 invented	by	Americans	 in	 the	20th	century	as	an	example.	 Jeans	 first	
became	popular	for	labor	because	they	are	strong	and	heavy	and	convenient	for	work.	In	the	
future,	 jeans	gradually	became	accepted	by	 the	masses	of	 consumers,	becoming	 tighter	and	
lighter,	 and	 even	 adding	 some	 embroidery,	 beading,	 hand‐grinding	 cat	whiskers	 and	 other	
crafts.	
In	the	1960s,	some	hippies	bothered	to	grind	their	 jeans	to	ragged,	making	themselves	 look	
unruly,	but	ripped	jeans	were	invented	for	different	reasons‐they	were	created	to	despise	the	
high‐consumption	 society.	 But	 gradually,	 ripped	 jeans	 are	 gradually	 accepted	 by	 some	
consumers,	and	they	are	enthusiastically	sought	after	by	young	people.	It	has	become				a	trend,	
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and	fewer	and	fewer	people	care	about	his	cultural	heritage.	It	is	not	just	because	it	looks	good	
to	wear‐it	was	more	of	a	young	person's	rebellion	against	contemporary	society	and	culture	at	
that	time,	young	people's	resistance	to	and	opposition	to	the	popular	trend,	and	the	spiritual	
crystallization	of	their	pursuit	of	uniqueness.	In	China,	female	consumers,	as	the	main	consumer	
group	of	clothing,	have	caused		a	boom	in	the	purchase	of	two	Non‐mainstream	clothing,	Lolita	
and	Chinese	traditional	clothes.	As	a	well‐designed	skirt,	the	choice	of	patterns	and	patterns	
greatly	 satisfies	 the	 female	 consumers'	 "love	 beauty"	 or	 "want	 to	 be	 different"	 psychology.		
From	the	perspective	of	consumer	psychology,	there	are	three	reasons	why	female	consumers	
choose	to	buy	Non‐mainstream	clothing.	1	Psychological	need:	to	be	able	to	link	with	others	
when	buying,	 that	 is	 to	 follow	 the	 trend.	2	Power	needs:	 in	order	 	 to	demonstrate	 status.	3	
Uniqueness	needs:	in	order	to	show	one's	own	personality.	And	most	consumers	have	some	
common	characteristics;	 they	are	young,	do	not	have	a	 stable	 job,	 and	most	 consumers	 are	
students.	Most	of	their	purchases	are	inductive,	and	they	are	influenced	by	some	information	
ingestion	media,	and	have	spontaneous	interest,	so	they	try	to	buy.	So	in	order	to	verify	my	
ideas,	I	interviewed	ten	consumers	of	this	type	of	clothing	and	potential	consumers	to	verify	
the	theoretical	speculation.	

2. Methodology	

This	article	did	not	use	the	usual	questionnaire	surveys,	but	adopted	the	form	of	interviews,	
asking	them	a	series	of	targeted	questions,	in	order	to	understand	the	reasons	for	consumers	
to	 buy,	 how	 to	make	decisions	 before	 purchase	 and	how	 to	 deal	with	 them	after	 purchase,	
summarize	consumer	psychology,	and	prove	Speculate.	I	choose	this	method	for	the	following	
points	
1. For	online	interviews,	the	information	obtained	from	offline	interviews	is	more	authentic.	

Compared	with	offline,	online	research	will	collect	a	lot	of	unusable	data.	For	example,	if	
the	answer	is	short,	the	answer	is	off	track.	In	real	interviews,	we	can	guide	consumers	not	
to	 answer	 answers	 other	 than	 questions.	 At	 the	 same	 time,	 offline	 interviews	 give	
interviewees	a	more	formal	atmosphere,	and	their	answers	will	appear	more	formal.	In	the	
interview	 process,	 you	 can	 also	 feel	 the	 corresponding	 atmosphere	 to	 ask	 targeted	
questions,	and	you	can	also	ask	some	additional	questions.	To	confirm	our	understanding	
and	ensure	that	the	information	collected	is	correct.	

2. The	answers	to	the	questionnaire	cover	most	of	the	designer's	expectations.	For	multiple‐
choice	questions,	the	questionnaire	is	the	answer	in	a	given	range.	This	method	limits	the	
thoughts	of	the	subjects	of	the	adjustment,	and	will	also	induce	them	to	answer	questions	
later.	Compared	with	online,	offline	questions	are	mostly	open	answers.	The	interviewees	
are	given	more	freedom	to	answer,	and	they	will	give	the	most	appropriate	description	of	
themselves,	which	may	be	unexpected	data.	

3. For	the	questionnaire,	the	collection	and	sorting	of	the	questionnaire	is	a	very	troublesome		
task.	In	order	to	achieve	more	accurate	information,	dozens	of	samples	are	often	needed	
for	investigation.	Recovering	information	is	difficult	and	takes	a	long	time.	Compared	with	
offline	interviews,	a	small	number	of	subjects	can	be	interviewed	in	order	to	get	a	rough	
framework.	When	doing	recycling,	you	can	find	the	answer	as	long	as	you	sort	and	analyze	
it.	

4. The	interview	method	is	more	suitable	for	our	subject.	Because	we	mainly	study	consumer	
psychology,	it	is	a	subjective	thought.	The	difference	questionnaire	is	often	used	to	collect	
objective	 big	 data,	 such	 as	 frequency	 of	 use,	 number	 of	 purchases,	 etc.	 And	 subjective	
thinking	requires	us	to	understand	the	details,	understand	the	cause,	process,	and	result.	
Details	help	us	analyze	more	accurately	and	persuasively.	
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5. With	 the	 increase	 in	 the	 number	 of	 interviews,	 we	 will	 become	 more	 experienced	 in	
interviews,	more	logical	in	analysis,	and	it	will	be	convenient	for	us	to	observe	the	common	
characteristics	of	consumers.	Online,	it	is	difficult	to	judge	the	general	information	of	the	
other	party	through	the	Internet,	and	some	people	who	may	not	meet	our	requirements	
also	participated	in	our	research.	In	contrast,	our	interviewees	are	selected	in	a	targeted	
manner	 and	 are	more	 suitable	 for	 solving	our	problems.Information	 for	 the	 acquisition	
personnel.	

Female	consumers	who	are	16‐27	years	old	and	have	purchased	Lolita	and	Chinese	traditional	
clothes.	Most	of	them	are	students	and	do	not	have	stable	jobs.	One	works	in	a	company.	

3. Interview	Questions		

Questions	may	be	adjusted	during	the	interview,	and	some	questions	may	be	deleted.	
1.What	is	your	usual	dressing	style?	Do	you	often	wear	LOLITA	or	Chinese	traditional	clothes?	
(The	following	is	only	for	buyers	and	users)	
2.Do	you	have	any	favorite	Lolita	or	Chinese	traditional	clothes	brand/Will	you	consider	buying	
Lolita?	
3	Do	 you	pay	 attention	 to	 his	 design	philosophy	when	 you	buy	 this	 kind	 of	 clothing?	 4The	
reason	why	you	bought	this	type	of	clothing?	
4.Where	did	I	see	this	type	of	clothing	for	the	first	time?	
5.Do	you	usually	wear	 clothes	with	 a	 fixed	 style,	will	 you	 try	 to	match	 some	new	 styles	by	
yourself?	
6.If	 someone	 recommends	 you	 to	wear	 a	Non‐mainstream	new	 style,	 but	 you	don’t	 like	his	
design,	would	you	still	buy	it?	
7.If	suddenly	one	day,	a	new	style	becomes	a	trend,	would	you	try	it?9If	there	are	some	very	
expensive	and	gorgeous	niche	style	clothes	that	look	good,	would	you	consider	buying	them?	
8.Do	you	feel	that	there	is	a	sense	of	belonging	and	connection	with	others	when	you	wear	the	
clothes	you	like.	
9.If	you	see	someone	wearing	a	new	Non‐mainstream	style	on	the	street,	how	would	you	rate	
him?	
10.What	do	you	think	is	a	unique	and	well‐designed	design,	or	a	simple	and	comfortable	design,	
and	the	styles	that	are	highly	accepted	by	the	public	are	good‐looking	
11.Is	there	a	time	to	buy	a	skirt	when	you	are	over	budget?	What	reason?	
12.	Do	you	wear	Non‐mainstream	clothing	often?15	What	did	you	feel	when	you	the	first	time	
I	put	on	the	changed	style	clothes?	
13.What	kind	of	business	do	you	like,	good	attitude,	many	activities,	and	many	discounts?	
14.This	 kind	 of	 clothing	 must	 be	 paid	 in	 installments,	 and	 you	 give	 up	 when	 you	 pay	 the	
deposit?Some	problems	may	be	different	in	different	situations,	but	the	investigation	goals	are	
the	same?	

4. Survey	Result	

After	interviewing	ten	subjects,	I	sorted	out	the	results	and	came	to	the	following	conclusions.	
From	the	perspective	of	consumer	behavior,	the	initial	information	intake	of	some	consumers		
is	external	and	less	involved.	Among	the	ten	female	consumers	I	interviewed,	four	were	initially	
interested	because	of	recommendations	from	some	video	platforms,	such	as	Douyin,	Weibo,	etc.	
and	created	a	psychological	need‐a	 sense	of	belonging	 that	 can	be	 linked	 to	others	 through	
purchases.	Among	them,	a	male	consumer	made	it	clear	that	he	would	buy	whatever	the	video	
platform	recommended,	he	would	not	judge	the	pros	and	cons	of	the	skirt,	and	he	had	almost	
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no	spontaneous	decision‐making.	The	remaining	 three	said	 that	he	would	conduct	a	certain	
search	 and	 compare,	 judge	 a	 small	 part	 of	 the	 advantages	 and	 disadvantages	 of	 clothing	
(compensatory	 criteria),	 and	 would	 ask	 friends	 their	 opinions	 before	 making	 a	 decision.	
Regarding	 how	 they	 felt	 after	 putting	 it	 on:	 Three	 of	 the	 four	 said	 that	 they	 would	 feel	
uncomfortable	 at	 first,	 but	 friends	would	encourage	me	by	 their	 side,	 and	 I	would	be	more	
confident.	Two	older	consumers	made	it	clear	that	they	would	not	buy	Lolita	clothing	in	the	
future.	Because	of	work	needs	and	not	really	like	it.It	can	be	seen	that	the	commonality	of	some	
female	 consumers	 in	Non‐mainstream	apparel	 is	 to	 follow	 the	 trend.	 Such	 consumers	often	
listen	 to	 other	 people’s	 suggestions	 rather	 than	 spontaneously.	 They	 like	 Non‐mainstream	
clothing	for	a	short	time,	do	not	have	a	deep	understanding	of	the	culture,	and	purchase	less	
frequently.	 Buying	 Non‐mainstream	 clothing	 can	make	 them	 feel	 connected	 to	 the	 society.	
Emotional	 promotion	 needs	 to	 bring	 certain	 negative	 emotions	 to	 consumers,	 such	 as	
restlessness,	which	drives	them	to	make	purchase	decisions.	When	making	decisions,	they	will	
not	make	too	many	comparisons	and	listen	to	the	opinions	of	the	public.	
Some	 consumers	 buy	 clothes	 in	 pursuit	 of	 uniqueness.	 Three	 of	 my	 survey	 respondents	
expressed	 that	 they	would	 spontaneously	 search	 for	 information	 to	 choose	 clothes,	 and	 the	
style	of	clothes	is	not	fixed.	Two	of	the	three	are	due	to	Lolita,	Chinese	traditional	clothes	and	
other	clothing	are	closer	to	their	favorite	fields,	and	they	usually	buy	Other	Non‐mainstream	
costumes	(cosplay	costumes)	they	express	clearly,	because	they	buy	clothes	out	of	liking,	no	
one	 can	 interfere	 with	 their	 decision.Different	 from	 the	 previous	 psychology,	 they	 have	 a	
special	"possessive	desire"‐if	the	Non‐mainstream	style	they	like	becomes	a	trend,	they	will	not	
buy	again.	This	kind	of	consumer's	 internal	pursuit	of	uniqueness‐Non‐mainstream	clothing	
can	show	their	personality,	special,	distinctive,	and	approaching	motivation.	Two	consumers	
expressed	that	before	making	a	decision,	they	would	give	up	the	entire	skirt	because	they	did	
not	like	a	design.	(Non‐compensatory	criterion)	And	price	is	not	the	most	important	factor	for	
them,	they	care	more	about	their	own	preferences,	with	high	penetration,	often	over‐budget	
situations	 occur,	 and	wearing	Non‐mainstream	 clothing	 is	 an	 expression	 of	 their	 thinking	 ,	
Different	 from	 ordinary	 people,	 have	 distinct	 preferences.	 At	 the	 same	 time,	 wearing	 such	
clothes	also	brings	them	an	eye‐catching	sense	of	honor.	
One	of	 the	other	 two	of	 the	 three	 said	 that	 lolita,	 the	price	of	Chinese	 traditional	 clothes	 is	
generally	expensive.		For	them,	buying	this	kind	of	expensive	and	exquisitely	designed	clothes	
represents	a	certain	difference	in	their	status.	Another	said	that	he	bought	Lolita	because	his	
classmates	 had	 an	 inexplicable	 sense	 of	 superiority	 over	 Non‐mainstream	 clothing,	 which	
inspired	him	to	be	competitive.	Consumers	like	Lolita	and	Chinese	traditional	clothes	did	not	
regard	Lolita	and	Chinese	traditional	clothes	as	a	symbol	of	status.	It's	not	clothes.	This	kind	of	
consumption	 is	 an	 approach	motive	 driven	 by	 the	 need	 for	 power,	 which	 can	 satisfy	 their	
comparability	after	purchase.	Do	not	think	too	much	when	making	decisions,	make	emotional	
choices.	
Another	consumer	said	that	he	bought	Chinese	traditional	clothes	entirely	because	his	family’s	
culture	is	very	traditional	and	he	needs	to	wear	Chinese	traditional	clothes	to	maintain	certain	
festivals,	not	his	own	preference.	He	also	indicated	that	he	also	has	the	desire	to	try	some	novel	
Non‐mainstream	clothing,	after	all,	what	she	wants	most	is	to	break	the	tradition.In	summary,	
the	ten	interviewees	can	be	roughly	divided	into	categories	as	follows:	1	is	to	follow	the	trend,	
not	to	really	like,	other	people,	and	the	society	have	a	psychological	connection.	Because	buying	
skirts	can	be	different	from	t2's	pursuit	of	uniqueness,	buying	clothes	can	be	different.	I	 like	
related	culture	3	to	compare	with	others.	When	you	buy	some	expensive	skirts,	you	will	have	a	
certain	sense	of	superiority.	
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5. Advice	

Specific	suggestions	on	how	businesses	can	 implement	different	consumer	psychology	Non‐
mainstream	clothing	can	be	marketed	in	different	ways	for	different	consumers	
1. Advertise	on	a	platform	that	young	consumers	like	to	use.	Focus	on	Douyin,	Xiaohongshu,	

etc.	Put	 in	an	appropriate	amount,	so	 that	 the	product	has	a	certain	degree	of	visibility.	
Promote	 some	 following	 consumers	 to	 buy	 this	 kind	 of	 goods.	 (This	 point	 is	 aimed	 at	
businesses	that		do	not	have	a	brand	and	reputation)	

2. Innovative	clothing	design.	Focus	on	marking	where	special	designs	have	been	added	to	
satisfy	some	consumers’	desire	for	differences.	Innovative	design	is	the	main	selling	point	
of	 Non‐mainstream	 apparel.	 When	 businesses	 conduct	 promotional	 and	 marketing	
activities,	 they	 always	 use	 innovative	 points	 to	 guide	 consumers	 to	 discover	 that	 these	
clothes	are	different	and	encourage	them	to	make	decisions.	

3. Set	a	deposit,	limited	sale.	The	application	of	the	deposit	makes	good	use	of	the	consumer's	
ability	 to	 avoid	 losses.	 Increasing	 sales,	 the	 way	 to	 pay	 in	 installments	 seems	 more	
acceptable.	The	payment	is	the	same,	but	consumers	tend	to	be	angry	at	the	expense	track.	
On	another	mental	account,	consumers	will	feel	that	they	are	earning	more	and	bring	them.	
Come	more	psychological	profit.	

4. Now	different	consumers,	merchants	can	observe	their	characteristics,	their	crossing	style,	
these	expectations	of	new	sales,	and	give	them	the	expectations	they	want—for	example,	
they	will	look	good	when	they	wear	clothes	and	become	eye‐catching.	

5. After	 reaching	 a	 certain	 sales	 volume,	 quality	 can	 be	 guaranteed	 during	 design.	 If	 a	
consumer	who	conducts	an	in‐depth	search	finds	that	this	product	is	good,	he	may	decide	
that	the	brand	has	been	choosing	this	brand	in	the	future.	The	price	can	be	set	under	some	
well‐designed,	or	it	can	be	relatively	more	expensive.	This	can	increase	the	sales	of	newly	
designed	skirts,	as	well	as	the	sales	of	previous	clothing,	because	customers	will	compare	
prices	with	another	skirt	with	similar	prices	and	styles.	

6. Good	 customer	 service.	 In	 the	 past	 two	 years,	 there	 has	 been	 a	 consumption	 upgrade	
problem,	 that	 is,	 people	 are	 paying	 more	 and	 more	 attention	 to	 consumer	 services,	
sometimes	 even	 more	 than	 consumption	 itself.	 Service	 is	 also	 a	 factor	 in	 consumer	
decision‐making.	 A	 bad	 service	 may	 result	 in	 the	 loss	 of	 a	 consumer	 who	 is	 not	 a	
compensating	 decision‐making	 criterion.	 7	 giveaways.	 The	 setting	 of	 gifts	 captures	 the	
consumer’s	desire	to	take	advantage.	A	gift	can	increase	the	happiness	of	consumers,	but	
the	quality	of	the	gift	must	be	guaranteed,	because	consumers	have	already	counted	the	gift	
as	 part	 of	 their	 purchase.	 If	 the	 gift	 is	 too	 bad,	 it	 will	 lead	 to	 consumption.	
Disappointed.Merchants	cannot	create	non‐existent	needs,	so	what	they	have	to	do	is	to	
judge	their	products	based	on	their	own	product	types.	

7. Apparel	rentals.	Lolita,	the	price	of	Chinese	traditional	clothes	clothing	is	slightly	higher,	it	
is	a	light	luxury	clothing.	The	method	of	opening	a	clothing	rental	loan	can	better	attract	
consumers	 who	 have	 a	 certain	 reservation	 about	 the	 price.	 If	 consumers	 feel	 that	 the	
clothing	is	expensive,	such	as	paying	in	installments.	For	consumers,	the	time	difference	in	
installment	payments	 reduces	 their	budget	 in	mental	 accounts.	They	will	 treat	 the	next	
month	as	another	part,	but	the	total	profit	collected	by	the	merchant	is	actually	the	same.	

8. Consumer	 finance	 applications‐provide	 loans.	 For	 some	 high‐priced	 high‐end	 skirts	 to	
collect,	 loans	 can	 be	 used	 as	 a	 way	 to	 promote	 consumer	 consumption.	 Few	 Non‐
mainstream	 apparel	 merchants	 actually	 apply	 loans	 to	 skirts.	 Consumers	 rely	 on	 Ant	
Huabei	or	credit	cards	to	meet	the	purpose	of	loans.	My	suggestion	is	that	if	the	merchant’s	
clothing	 is	 high‐priced,	well‐designed,	 or	 innovative,	 it	 can	 provide	 loans	 as	 a	 payment	
method	 to	 target	 consumers	 who	 ask	 for	 differences	 but	 cannot	 afford	 some	
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clothing.Consumer	 groups,	 inspire	 consumers'	 consumption	 motives.	 Take	 Lolita	 for	
example.	Merchants	 can	make	 different	 sales	 according	 to	 different	 styles.	 Some	 of	 the	
more	 popular	 clothes	 that	 do	 not	 have	 a	 particularly	 strong	 sense	 of	 design	 can	 be	
promoted	on	a	wide	range	of	platforms.	Wake	up	the	mood	of	some	consumers	who	want	
to	contact	him.	When	there	are	innovative	designs,	a	small	amount	of	promotion	can	also	
be	carried	out,	but	compared	to	the	promotion	of	skirts,	it	is	better	to	promote	the	brand.	
Because	 for	 some	 consumers,	 this	 kind	 of	 clothing	 is	 discovered	 through	 information	
search,	 which	 satisfies	 their	 different	 desires.	 If	 you	 don’t	 eat	 noodles	 anymore,	 the	
business	 chats	 are	 very	 delicate	 when	 the	 management	 staff,	 because	 some	 Lolita	 is	
considered	 a	 high‐luxury	 clothing,	 people	 may	 pay	 more	 attention	 to	 the	 overall	
atmosphere	and	environment.	Including	after‐sales	service	is	also	a	very	important	factor	
for	 consumers	 to	 rely	on	 the	brand.	At	present,	 the	overall	 consumer	population	of	 the	
entire	Lolita	industry	and	the	Chinese	traditional	clothes	industry	is	in	a	downhill	state.	In	
other	words,	 in	 the	 past	 six	months,	 fewer	 and	 fewer	 people	 have	 bought	 this	 kind	 of	
clothing,	and	more	are	going	back	to	choose	new	trends.	Now	there	will	be	fewer	and	fewer	
consumers	 following	 the	 trend.	When	 the	old	 customers	 stayed,	 the	merchants	 thought	
about	 how	 to	 impress	 the	 old	 customers,	 and	 they	 knew	 more	 about	 the	 industry—
innovation	brings	new	customers.	

6. Conclusion	

Non‐mainstream	clothing	changes	with	the	times,	and	the	emergence	of	a	new	trend	will	be	
replaced	by	another	over	time.	Now	Lolita,	Chinese	traditional	clothes,	this	kind	of	clothing	no	
longer	enjoys	the	previous	buying	craze,	 instead	it	 is	replaced	by	some	Y2K	style,	this	niche	
culture.	 Although	 there	 are	 many	 kinds	 of	 consumer	 psychology,	 the	 essence	 of	 female	
consumers	of	Non‐mainstream	clothing	is	to	express	their	attitudes,	pursue	themselves,	and	
use	 clothing	 to	 express	 individual	 differences.	 Non‐mainstream	 clothing,	 the	 biggest	 design	
concept	is	innovation,	a	rebellion	against	the	trend	of	the	entire	era	and	subjective	ideas.	Break	
the	previous	tradition	and	carry	out	some	reforms	and	opening	up.	If	you	fail	to	innovate,	you	
will	be	replaced	by	new	trends.	As	a	consumer,	you	must	keep	your	eyes	open	and	follow	your	
own	judgment	to	make	consumer	choices	and	listen	to	others.	Suggestions	may	not	be	the	best	
choice.	We	 	 are	 a	 free	 individual,	 and	we	 often	 encounter	 some	 setbacks	 in	 the	 pursuit	 of	
ourselves,	but	those	who	dare	to	pursue	ourselves	are	people	who	are	worthy	of	admiration.	
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