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Instructions to the car d’?bles Q/

1) All questio, xvre complilsory.

2) Each ques.t{;n hasan internal option.

3) Each i@mn car}'les 10 marks

. 9
o oV
v-
Q1) Attempt any ¥ (\h [10]

a) Any individual who purchases goods and sqﬁ)&ces from the market for

his/her end-use is called a =%
S
i)  Customer (\}1; Pgurchaser

\(:) \Q\” Producer

i) Consumer
b) _ develop onthe b@ of \Ws“ith skiel and power.
) Econom1ca1 clas es\f '\’ 11) Purchasmg commumtles .

111) Competltors ‘\Qf W 1v) 8001a1 classes

c) Identify an economlc circumstance that can greately affect
1y product or brand
any product or bran ‘gj}o cel f"(?
i)  Requirement i) Values oy
i) Lifestyle iv) borrowing @Er “
d) is one of the most ba31c influences on@indw@ual s need,
wants and behaviour
('\
i) Brand C@ &
i) Product iv) ~n,‘ce “/

e) Ifaconsumer describes a car as ben}iwm Peconomical car on the
market. then this is descriptor is an

i) Rule 1) &\ttitude
i) Belief iv) b‘('Zue
BTO.




H A is a person’s pattern of living as expressed in his or her

activities, interests and opinions.

i) Role ii)  Status
iij) Position %(\t) iv) Lifestyle

g) Customer who have no rgg/\é\lty towards and brand are
1)  Speit loya’lsv & i) Switchers
iii) Hard corg oygig’ iv)  shitting loyals

h) Qns the’.\“’torage of past happenings and thoughts
1) {{%}ung:\/ i)  Motivation
iif @éqog(’." ‘ iv)  Cognition

Nal
02) Attempt @y two (\,z [10]

a)  Define consumer behaviour, Discuss ;I&a role ofc'é’gmentatwn and targeting
in increasing marketers understandmgsof t@onsumer behaviour.

ogf;\» %

b) Define Motivation. How céﬁ dge of motivation theories help
marketing managers? Di s t slow s Hierarchy of need theory
with example. : ;‘\

¢c) Howdoyoumeasure soo@' ‘classes in India using Socm-Economlc classes

(SEC) in urban and Rg{al Market. (\‘;)
03) a) What do you understand by extensive problem solvmg,&mlted pxoblem
solving and routinized response behaviour? John wish_ t0 P se a car.
What kind of decision making process you suggeﬁ‘fgr Jghn (10]
OR '\:) \?
Q r\

b) What are the levels of consumer involvemeﬁt?yExplé/h the dimensions of

consumer involvement. i
¢
é: ‘):j

i
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nded search for pre

0Q4) What are the factors in buying situation that result in exte :
dentified by you,

purchase information by consumers? Based on factors 1
what kind of information search behaviour can you expect in case to purchase
mobile phone by family. “ [10]
v
~SOR

- L kS .
Discuss the dxfferepc?:“‘betvye%n store and non-store purchasing process and
purchasing pattern§ Q%

P
a2l \X
QD
consumer decision making process and institutional

05) Differentiate\t etw€e(:3
(10]

decision fnaking process.
g M Q\v OR
e
Discuss ttgg‘}émerging trends in Indian market with speq{ﬁl reference to changing
consumer behaviour. Explain the application ofainderstanding consumer

behaviour in marketing decisions. Mk g

yor )
A 9‘%

Q\'\V @
bt v
e

q’

D

W
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206 -SC-MK'1:92 : CONSUMER BEHAVIOUR
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Time : 2% Hours] \*.,,\\ T we [Max. Marks : 50
Instructions to the (wu?ldalcs' Y
1) Answer, ah ‘me quunom

2) Figur e\\% right jndicates full marks.

';,.: &
Y '\‘

Q1) Attempt any‘S questions: '“’; [10]
a) Stepb of buying behaviour. \ \\
b) Two benefits of Internet in Business:™., g

"N Con
. ‘l-”\ f" Y
c) Consumer protection act. ‘»,a D
d) Difference between needs, wants anq,@emand
N \:““w.
e) New trendsin purchasmg‘@(;:r/ oy
i q‘ Aﬁ? “y
f)  Market Segmentation. "‘?‘”}:% o
%‘;}%’ {Mk‘y";

Industrial Buyers. ) ®

Explain famﬂy life cycle in detg\i and how it affects the purchasing decision. ‘10\

02) %
@ﬁ“ OR S
What is the difference between customer and consumer? Eg\?rlam m?portance
of reference group. («\/ ,\:)\\,
el fr\\ cess.  [10]
03) Discuss differences beetween store and non store pti 331\ pro
OR N :rﬂ. »:f\v"
o, Ny N\ J

Elaborate any two M, e

a) Consumer learning. N

b) Consumer attitude. : (5

c) E Commerce. &

PT¢



Q4) What is attitude? What are the functions of it? Does attitude helps people in
order to have satisfaction? Explain. |

o’é\ OR
Explain any two : N r\Q '

iyt

:)) ;lzr;?umer Be&)@f} p\;;-\/

elings. Qe
c) Changgi@\\.n\tudé\tsk

(\\
d) Cul s A?v
o= o
05) Explaihlo&'é;ﬁ Sheth model with diagram. (10}
b’\”' OR 3

L N
Engel Bﬁclowell - Miniard model classifies beh &m into 4 sections, viz,

Input. Information processing, Decisiori*process:and variable in Huening
&N
"

decision process. Explain in details.
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206-SC- MKT-02 : CQ?S‘UMER BEHAVIOUR
e (ZQ‘Q, Pa,t\t‘;?n) (Semester-11) '
Time : 2% Hours] (’(‘?}/ ({p [Max. Marks : 50
Instructions to the candldq N
W

1) All questio conipulsory.
2 E i '
) ach quegtioy ha hn internal option.

3) Each u@' n ((;t\z?nes 10 marks.
) _

|

@ X
Q1) Attem y 5 quéstions. ) [10]
i vl &
a) ExplaiiNﬁe difference between consumer & custorier
' o

N
b) W\ﬁé{is mean by price perception %‘O"
(\.')..

\ N :
c) “What is importance of word of mo’t;th\ N

Discuss various sources of mﬁ% atiphd

d)
QY :
e) What is the difference b&een <Elgt'l‘lvidual buying and organisational
buying. @ N
f) What is mean by br&ny o’%@ §)
i ' ,\\‘\'
g) Write short note on ret;qga?’ncg group ,Qf
(\ o ; (07
h) Steps in buying beha\w'f)ur. f’)b
0 \ . m)‘
: ke o
(\/ O
; M
02) Attempt any 2 questions NN (10]
RN
a) What are different functions of attitude? \"Q\

£\
b) Explain different stages of family life @/iﬁ@nftable examples
2 houcg‘zampanies can reduce the

>

¢) What is ‘Post purchase Dissonance
same (,)Q ;
by
o
> PT.0.



Q3) a) “Satisfied customers is an asset of the successful firm” Analyse the
‘ statement ~ [10]

é@/}

b) “An organisational goods bqgl?ng is very compare process” elaborate the
statement. Explah\\Whi%ﬁ)factors influencing organisational buying
behaviour N

S

S
Q4) a) Elaborate tf.l\r‘olg\\yf cultural factors in shaping consumer behaviour?

Please@vid%&amples how cross cultural differ‘ences influence
consurQ decidion making process? : [10]
N OR
- b) A}'xanu?%sturmg company producing heigh end perfunde for women wants
to use@{ segmentation to select appropriate ma(r_.l\(égng strategy for this
pro }Tct. Which segment in your view, will b&host suitable for such
p@aduct and why? fqb
e B Q el
05) a) Discuss the impact of internet, ec(\mtmer%)& information technology on
changing consumers market & ¢ {\? [10]
ORLV
b) Howard-Sheth model o %sﬁn{e‘r behaviour is focuses on recurring
purchases ant it build nd @ur primary components: stimulus inputs
hypothetical const‘m# 10 \.tesponse output and erogenous factor)sé

Explain in detail with diagtafn. T
5 | <
o : My
S SRS
L RN
el LY
&)
TN
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First Ye‘lr M.B.A.
206-SC-MKT-02 : CONSUMER BEHAVIOUR
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Time : 2 : Hours] '\ ‘ \K\ [Max. Marks : 50
Instructions to the cand:date& AN

1) Al questions ‘are comﬂu\i'sm P

2) Each ques!qm Iras a:n internal option.

3) Each quesrmn car ues 10 marks.

~

i_\“\ )
01) Attemt afly Sy [10]
a) Deﬁqe-ciinsumer behaviour. Give it’s types. 3 |
b) Givéthe meaning of sub-culture. f’\\

¢) Write any two functions of consumer attltudé* >

d) What do you mean by brand peLsomhty

e) Give any two applications of coﬁs me;: p611av1our in marketing.
f)  Write down steps mvolveg in’ Consumer buying behaviour.

/. ) -x.)
o)  What is social class? %:f/ if}

& N
h) Give buying roles in OBB 2y
02) Attemptany 2. [}0]

a) What is dlfferencefft/)etween consumers and customers? E}xplam
importance of refel’ence group. =

b) What do you mean by culture? Explain cultural mﬂuenccs on Indian
consumer behaviour. ‘

¢) Give the difference between store and non stor¢ purchasmg.

,""\

N

03) a) How do you measure social classes m lndm using socio-Economic
Classes (SEC) in urban and Rural 1narkc:__t? \ [10]

OR e
b) “Organizational purchase decision is more rational than cmotional”’

comment.

PTO.



04) a)

b)

Q5) a)

b)

Give meaning of attitude. How does consumer attitude determine the
consumer behaviour? Explain with with example. [10]

"

OR’

LA Y
s

Discuss in detail.the impa’a of the changing patterns of consumer
behaviour in the'eontext.of the evolving eyoning economy.

(o, ¥ Y

Discuss tl'rcefnerging trends in Indian market with special reference to
changing consumer behaviour. Explain the application of understanding

consumet behaviour in marketing decisions. [10]
OR X3
&

N ¥ W b
What-are the factors involved in buying situation@fi%t result in extended
scarch for prepurchasc information by consuih‘ér? Based on factors
identified by you, what kind of information search behaviour you expect
in case of purchase electric two wheeler. .7

AT S

& 7

e U
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First Year M.B.A.
206-MKT-SC-MKT-02 : CONSUMER BEHAVIOUR
(2019-Pattern) (Semester - I1)

Time : 2% Hours) [Max. Marks : 50
Instructions to the candidates:

1) All questions.are compulsory.

2)  Each question has.an internal option.

3)  Each question carries 10 marks.

Q1) Attempt any 5 questions. Nt [10]
a) Difference between needs, wants and demand. :
b) Define consumer behaviour. N
¢) “Whatis VALS typology?
d) Explain organisational buying behawour
e) Consumer protection act. \
f)  Define ‘Social Classes’

g)  What are organisational buying roles?

"
Y

h)  Explain Gen Z consumers.
O
Q2) Attempt any 2 questions. L [10]
a) What is meaning of consumer personality? Explain the effects of
personality in decisior{,making.

"Ny
.

b) Explain family life cycle and its characteristics influgnecing consumer
behaviour. | :

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

Q3) a) How doyoumeasure social classes in India using Socio-Economic calsses
(SEC) in urban and rural market. [10]

OR
b) Discuss the emerging trends in Indian market with special reference to

changing consumer behaviour. Explain the application of understanding
consumer behaviour in marketing dEClSlOHS

PTO.




Q4) a)

b)

Q5) a)

b)

What is post-purchase dissonance? How compaines can reduce the same?
: (10]

- \J
A

OR>

.

What is attitude? What are t,hé:ﬁmctions 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. [10]

OR

Discuss the changing pattern of consumer behaviour in the content of
evolving Indian economy and explain the application of consumer behavior
in marketing. &

<» ¢ ©
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