
Total No. of Questions :5] 

PA-4182 

2) 

Time : 2% Hours] 
Instructions to the candidates: 

) All questions are coryplolsor. 

3) 

a) 

Q1) Attempt any 5 

b) 

c) 

d) 

e) 

Each queston hasan internal option. 
Each atestion cartes i 10 marks. 

) 

206-SC-02MKT: CONSUMER BEHAVIOUR 
(2019Pat(ern) (Semester -II) 

iü) Consumer 

iü) 

Customner 

Any individual who purchases goods and serti
es from the market for 
his/her end-use is called a 

[5946|-218 
M.BA-I 

Economical classes 

Competitors 

Requirement 

i) Lifestyle 

SEAT No. 

Brand 

iRO 152)N 

develop on the basis of Welth, skiel and power. 

m) Product 

i) Rule 

im) Belief 

[Total No. of Pages :3 

purchaser 
Producer 

25 Feb. 202 

Identify an economic circumstance that can greately affect 

any product or brand ehoice. 

Purchasing communities 

ii) Values 

[Max. Marks : 50 

iv) Social classes 

iv) borrowing power 

is one of the most basic influences onran\individual's need, 
wants and behaviour 

Culfure 
iv) Rric� 

[10] 

i) Atritude 
iv) Cue 

9%51 25/02/2023 09:38:25 

Ifa consumer describes a car as being-thÃ mo_t'economical car on the 

market. then this is descriptor is an 

PTO. 



f) 

h) 

a) 

c) 

93) a) 

1s a person's pattern of living as expressed in his or her 

activities, interests and opinions. 
A 

Role 

iü) Position 

(5946|-218 

Speit loyaty 

02) Attempt any two 

m) Hard coreloyal 

Customer who have no rgyalty towards and brand are 

) Learhing 
mMemo 

ii) 

iv) 

IN 

mans thestorage of past happenings and thoughts 

Status 

Lifestyle 

OR 

ii) 

Switchers 

iv) shitting loyals 

2 

b) Define Motivation. How c­n knowleáge of motivation theories help 
marketing managers? Disuss the Maslow's Hierarchy of need theory 
with example. 

Motivation 

Define consumer behaviour: Discuss the role ofsegmentation and targeting in increasing marketers understanding of th@ Consumer behaviour. 

iv) Cognition 

How do you measure socia>classes in India using Socio-Economic classes 
(SEC) in urban and Rural Market: 

What do you understand by extensive problem solving, limited problem solving and routinized response behaviour? John wish to»purchase : 
What kind of decision making process you suggest for John. 

[10] 

IMGR01 
49.14.94.51 /02/202 a car. 

b) What are the levels of consumer involvemeDtExpláin the dimensions of 
consumer involvement. 

[10] 



L4) What are the factors in buying situation that result in extended search for pre 
purchase information by consumers? Based on factors identified by you, 

what kind of information search behaviour can you expect in case to purchase 
mobile phone by family. [10] 

Discuss the differepce between 
purchasing patterns 85/02/2 

store and non-store purchasing process and 

05) Differentiatebetween consumer decision making process and institutional 
decision fpakingprocess. 

OR 

Discuss the émerging trends in Indian market with speçi­l reference to changing 
consume behaviour. Explain the application ofqinderstanding consumer 
behaviour in marketing decisions. 

IMGIPO15211* 

[10] 

49.14.94.51 25/02/2023 09:3 

IMMPO1521 1 

49.14.94.51 25/02/2023 09:38:25 



Total No. of Questions : 5] 

P6879 

Time : 2% Hours] 
Instructions to the cendidates: 

Q1) Attempt anfy '$ questions: 

b) 

2) Figures to right jndicates full marks. 

c) 

d) 
e) 

a) Steps of buying behaviour. 

f) 

Answer,ali he questions. 

206 -SC-MK0-92 :CONSUMER BEHAVIOUR 
(2019 Pattern) (Semester-II) 

a) 

First Year M.B.A. 

Two benefits of Internet in Busines® 

Consumer protection act. 

|58601-218 

g) Industrial Buyers. 

New trends in purchasing. 

Market Segmentation. 

Difference between needs, wants'anddemand. 

Elaborate any twO 

Consumer learning. 
b) Consumer attitude. 

IMMPO 

c) ECommerce. 

03) Discuss differences beetween store and non store 

SEAT No. 

189,232 i9/02 

OR 

02) Explain family life cycle in detáil and how it affects the purchasing decision. 110| 

OR 

Hug 2021 

[Total No. of Pages : 2 

What is the difference between customer and consumer? Explain innportance 
of reference group. 

022 09:01:23 

[Max. Marks : 50 

[10] 

IMMPQIS2 106.78.189.232 1)8/20223 

puchasing, process. [10| 



04) What is attitude? What are the functions of it? Does attitude helps people in 
order to have satisfaction? Explain. 

Explain any two : 

Consumer B�lief_. a) 

b) Feelings. 

c) Changing attitude. 
d) Culture 

Po O8/2022 09:01 

OR 

05) Explain Howard Sheth model with diagram. 

|58601-218 

OR 

Engel Brackwell - Miniard model classifies behaviour into 4 sections, viz, 
Input. Information processing, Decision proces and variable in Huening 
decision process. Explain in details. 

IMPO1S2 

2 

i06.78.189.23219/08/2022% 

[10] 

IMMPO15211 

[10] 

106.78.I 

S9.232 

1908 

2022 

09,01:23 



Total No. of Questions:5] 

P7942 

Time : 2%Hours] 
Instructions to the candtdgtes: 

) Al questions are copplsory. 

3) 
) Each quesióy has au internal option. 

Each quesiÓn carries 10 marks. 

Q1) Attempapy 5 qu�stions. 

b) Whàt is mean by price perception 

c) What is importance of word of mouth 

e) 

206-SC- MKT-02 : CQNSUMER BEHAVIOUR 
(2019 Pattern) (Semester-1l) 

d) Discuss various sources of infaTiatign 

f) 

g) 

a) Explainthe difference between consumer & custormer 

[61181-38 
M.B:A-I 

a) 

c) 

b) 

buying. 

h) Steps in buying behayiour. 

0) Attempt any 2 questions 

What is mean by brangoy 
Write short note on refer�ice group 

SEAT No. : 

What is the difference betveen ndividual buying and organisational 

What are different functions of attitude? 

(Total No. of Pages :2 

same 

62 164,2/23 13:56:32atic 

117.250,7 

16 oct 2023 

[Max. Marks : 50 

MMPO1521 1 

[10] 

Explain different stages of family life cycle with snítable examples 

62 

16/12/2023 

13:56:32 

static 

[10] 

What is Post purchase Dissonance'? how tompanies can reduce the 

PT:0. 



Q3) a) 

b) 

04) a) 

cSatisfied customers is an asset 
statement 

behaviour 

[6118]-38 

9Ethe successful firm" Analyse the 
[10) 

�An organisational goods buying is very compare process" elaborate ne 
statement. Explam 

R 

Elaborate th¹ toleof cultural factors in shaping consumer behaviour? 
Please provide examples how cross cultural differences influence 
consumer deçision making process? [10] 

b) A manufacturing company producing heigh end perfunto 
OR 

72503 

to use 1O segmentation to select appropriate markeíng strategy for this 

prodnct. Which segment in your view, will bejhost suitable for such 
Roduct and why? 

Q5) a) Discuss the impact of internet, econtmere? & information technology on 
changing consumers market place. 

e for women wants 

/20 

b) Howard-Sheth model oohsune behaviour is focuses on recurring 
purchases ant it build around four primary components: stimulus inputs 
hypothetical construotions Tesponse output and erogenous factors 
Explain in detail with diagam. 

2 

[10] 

IMMPO15211 

17.250, 

129. 

162 

16/12/2023 

13:56:32 

staí 

_Which factors influencing organisational buying 



Total No. of Questions :5| 
PB2069 

Time : 2 ½ Hours) 
Instructions to the candidates: 

1) 
2) Each question has an înternal option. 

3) Each question cares 10 marks. 

Q1) Attemt any 5. 

b) 
a Define cónsumer behaviour. Give it's types. 

d) 

e) 

206-SC-MKT-02 :CONSUMER BEHAVIOUR 
(2019 Pattern) (Revised) (Semester - 11) 

f) 

|6201|-214 
First Year M.B.A. 

All questionsare comjpulsory. 

c) Write any two functions of consumer attitude, 

a) 

b) 

Give the meaning of sub-culture. 

93) a) 

What do you mean by brand personality 

h Give buying roles in OBB. 

02) Attempt any 2. 

What is social class? 

SEAT No. 

Give any two applications of çón_umer þehaviour in marketing. 
Write down steps involved in consumer buying behaviour. 

129.162 16/ß 

[Total No. of Pages :2 

(6/05(2024 

/Max. Marks : 50 

:22 static 

OR 

c) Give the difference between store and non store purchasing. 

What is differencebetween consumers and customers? Esplain 
importance of referen�e group. 

|10| 

What do you mean by culture? Explain cultural influences on Indian 
consumer behaviour. 

How do you measure social classes inndía using socio-Economic 
Classes (SEC) in urban and Rural market?y [10] 

b) Organizational purchase decision is more rational than cmotional? 
COmment. 

PTO. 



04) a) 

b) 

05) a) 

b) 

Give meaning of attitude. How does consumer attitude determine the 
[10] 

consumer behaviour? Explain with with example. 

OR 

Discuss in detail. the impact of the changing patterns of consumer 

behaviour in the'eontext Qf the evolving eyoning economy. 

Discuss thc emerging trends in Indian market with special reference to 

changing consumer behaviour. Explain the application of understanding 
|10| 

consuner behaviour in marketing decisions. 

OR 

What are the factors involved in buying situation that result in extended 

search for prepurchase information by consúmer? Based on factors 

identified by you, what kind of information search behaviour you expect 

in case of purchase electric two wheeler. 6 05.2024 IMPO5 

117250.129.1626 

IMMPO15211 

9.162 

to 

ns 

2024 

13:38:22 

stc 
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Total No. of Questions : 5] 

PB2125 

Time : 2% Hours] 
Instructions to the candidates: 

2) 

a) 

3) Each question carries 10 marks. 

Q1) Atempt any 5 questions. 

c) 

e) 
f) 

b) Define consumer behaviour. 

g) 

206-MKT-SC-MKT-02 :CONSUMER BEHAVIOUR 
(2019Pattern) (Semester - II) 

|6201|-2018 
First Yeár M.B.A. 

All questions, are compulsory. 

d) Explain organisational buying behayiour. 

a) 

Each question hàs. an internal option. 

b) 

c) 

93) a) 

Difference between needs, wants and demand. 

What is VALS typology? 

h) Explain Gen Z consumers. 

Q2) Attempt any 2 questions. 

Consumer protection act. 
Define Social Classes' 

What are organisational buying roles? 

SEAT No. : 

[Total No. of Pages : 2 

I6/05/2024 

/Max. Marks: 50 

35 static 

OR 

|10| 

|10] 
What is meaning of, consumer personality? Explain the eftects of 
personality in decisionmaking. 
Explain family life cycle and its characteristics influencing consumer 
behaviour. 

What is mean by culture? Explain cultural influences on consumer 
behaviour. 

How do you measure social classes in India using Socio-Economic calsses 
(SEC) in urban and rural market. |10) 

b) Discuss the emerging trends in Indian market with special reference to 
changing consumer behaviour. Explain the application of understanding 
consumer behaviour in marketing decisions. 

PI0. 



94) a) 

b) 

95) a) 

What is post-purchase dissonance? How compaines can reduce the same? 

OR 

What is attitude? What are thê functions of it? Dose attitude help people 
in order to have satisfaction? Explain. 

How consumer learning theories are used by marketers to change the 

perceptionof consumers? Explain with relevant examples. 

6201|-2018 

OR 

b) Discuss the changing pattern of consumer behaviour in the content of 

evolving Inian economy and explain the application of consumer behavior 
in marketing. 

2 

|10] 

IMMPOL 

52 
1 

|4 

117.250.129.162 i605/2024 13:37:35 

IMMPOI 5211 

[10] 

17050.129 

162 

16 

05 

2024 

13:37:35 

statie 
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