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Elective-B:MARKETING

COM 4E05 : Gonsumer Behaviour

Time:3 Hours Max. Marks: 60

Answeranyfour questions in th
3 marks for Part (b) and 5

Define'Consumer

Discuss the need to in modern marketing.

ldentify the problems in

What is'Post-P

Enumerate the degrcgr behaviour.

Give an overview of the steps in the Consumer decision-making process.

Compare a consumer with a customer.

Discuss the defects in the tndian consumer market.

Enumerate the elements of learning in consumer behaviour.

1. a)

b)

c)

2. a)

b)

c)

3.a)
b)

c)

4. a)

b)

c)

5. a) What is'Consumer Adoption' ?

b) How does Consumers' personality influence their decision-making process ?

c) Analyse the social and cultural influences on consumers; behaviour.

P.T.O.

w

.

Outline the role ofaconbume,\ '"qffi#d*#6p r r',u \
f .. s -1NNl!!{1JJ1j+ffi

" 
\-" ,Define.GrouPPYnami.ds'.,l***,,*ts.''

Categorise thd different$fl6j%f{Elp.Sdd}h:"itt"b context of consumer behaviour.
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6. a) What is'Customer Relationship Management'?

b) How do business buyers make their buying decisions ?

c) Evaluate the factors inftuencing customers' satisfaction towards any product

or brand of Your choice.

SECTION - B

Answer the two questions in this section. Each question oarries 12 marks.

(4x9=36)

7. a\ Elaborate on different r behaviour in the recent

marketing scena

b) Critically evaluate the decision-making in detail.

8. a) Examine the micro the marketing environment.

OR

b) What are 'buYing (2x12--2al
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1. a)

b)

c)

2.

3.

SEOTIO-N - A

Answer any four questions ih,,t'his.Sect'ron. Each question carries 1 marks for part (a),

3 marks for part (b), and 5 maiks f'orpart (c).' ' '"

What is consumer delighl? 
. ' '''- "

What are the effects of culture and suh=cEl{ture on consumer behaviour ?

"PoSt purchase behaviour e,cO mier is m$re important than pre

purchase behaviour for a m*ltketia$,fnan@r" Do you agree ? Why ?

What gre different types of markets irn lndis;? ,.., .,

Explain organizational cust@srer and individual customer.

Sign if icance of coniu mer beftdv-iorr.il,*1 nt rnarketi n g cond itions.

What is opinion leadershiP ?

C h a racte ri stics f o r eff ective segrnentation,

What are different personality traits that influence consumer behaviour ?

What do you mean by cross cultural effects ?

What are different social factors influencing consumer behaviour ?

Types of reference groups.

What is adopter's categories ?

How consumer complaints can be useful assets to a company ?

Explain Howard Seth Model of consumer behaviotrr.

4.

5.

a)

b)

c)

a)

b)

c)

a)

b)

c)

a)

b)

c)

P.T.O.



6.a)
b)

c)
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What is customer satisfaction ?

lmportant government initiative in rndia to protect consumers.

why are consumer needs and goals constanily changing ? what factors
influence the formation of new goats ?

SECTION - B

Answer any two in this section. Each question carries 12 marks.
."--.-.'..-*

7. Explain consumer buyirg decision pro0esS. Discuss an overview of consumer
buying decision process with suitable example.

OR

how an understanding oi"E'ffifuer be uld be uslful for decision

You are the manager of a highly S'6uffi'enpa#el brand that offers a complete
range of highly priced bt*[goed quAt@iffindX.= for both gender. Describe

regarding. '',,,,

1) Segmentation strategy. .,'irlii.'

8. "ln highly competitive marketing environment, it is only those firms which have
been able to define their market in terms of consumer needs they satisfy, will
be successful marketersl. ,Explain the statemeni.with refer;;.; to the impact
ol motivation on Consumer Behavioui.

OR

How to consumers seeks to reduce post purchase dissonance ? As a marketer of
consumer durables, explain how can you provide reinforcement to the consumers
after they have purchased your brand ?

2) New product int

3) Promotional strategy.
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SECTION - A

Answer any four questions in this Section.

Each question canies 1 markfor Part - a, 3 marks for Part - b and 5 marks for Part - c-

1. a)

b)

c)

2. a'l

b)

c)

3.a)
b)

c)

lDefine consumer behaviour.

What is consumer misbehaviour ?

What are the issues in consumer research ?

What do you mean by marketing environment ?

ust out the demographic variables which affect consumer behaviour.

What are the stages in consumer adoption ?

What is buying motives ?

Explain the term consumer decision making.

Briefly explain for Howard Sheth model.

What do you mean bY grouP dYnamics ?

Distinguish between culture and subculture.

Explain the importance of marketing environment.

Define consumer satisfaction.

Distinguish between micro and macro environment'

What are the different types of groups ?

4.

5.

a)

b)

c)

a)

b)

c) P.T.O.
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6. a) What is consumer adoption ?

b) List out the social factors which influence the consumer behaviour.

c) Explain the concept of post purchase behaviour.

7. al What do you mean by market integration ?

b) Distinguish between rational and emotional motives.

c) Explain the significance of understanding buying motives.

8. a) What is market segmentation ?

b) What do you mean by group cohesiveness ?

c) What are the major difficulties in judging buying motives ?

SECTION - B

Answer the two questions in this Section. Each question carries 12 marks.

9. a) Explain the factors influencing consumer behaviour.

b) What are the processes and models in consumer decision making ?

c) Explain'the significance of consumer behaviour in marketing.

10. a) Explain the different types of buying motives.

b) Explain the components of marketing environment.

c) Describe this steps and stages in consumer buying process.
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SECTION - A

Answer any four questions in this Section. Each question carries 1 mark for
Part (a), 3 marks for Part (b), and 5 marks for Part (c).

1. a) Define customer satisfaction.

b) What is perpetual proeess ?

c) What is the importance of cultural factors in determining consumer
behaviour ?

a) Difference between consumer and customer.

b) What do you understand by Cognitive dissonance ? Explain with example.

c) What are the different personality traits that influence consumer research ?

a) Define Reference group.

b) What do you understand by diversity in consumer behaviour ?

c) Briefly explain buying motives.

a) What is consumer need ?

b) Explain Weber Law.

c) Give suitable basic for the segmentation of following categories :

1) Computer

2) Cars

3) Restaurant

4) Pens

5) clothes' 
p.r.o.

2.

4.



a)

b)

c)

a)

b)

c)

5.

6.
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What is consumer behaviour ?

Difference between business markets and consumer markets.

What are the factors that influence maiket environment ?

What is Diffusion process ?

Differentiate Rational and emotional motives.

Ditferent problems in studying consumer behaviour. (4x9=36)

SECTION - B

Answer any two questibns in this Section. Each question carries 12 marks.

7. a\ Define marketing environment. Explain briefly Micro and Macro marketing
environrnent.

OR

b) lmpact of economic and politicat legalfactors that influence buying decision
making process.

8. a) Evaluate Howard shet model of consumer behaviour. Explain its current
relevan6e.

OR

b) What do you understand by extensive problem solving, limited problem
solving and routinized response behaviour ? What kind of decision process
you can expect in the following cases and why ?

i) Purchase of television for family use

ii) Purchase of mobile phone for personal use. (2x12=241


