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MBA 2 Yr. ITIrd Semester (DDE)

Consumer Behaviour (MM-4)
Time

3 hours Maximum Marks : 70

Note : Attempt five questions, selecting at least one question
from each unit. All questions carry cqual marks.

an

Unit-1

1. Explain the importance and scope of consumer behaviour.

How consumer needs and motives shape the indicators
for relevant consumer behaviour?

2. Explain the importance and scope of consumer behaviour.
‘What product features and market conditions necessitate
segmenting the market based on (i) usage of the product
and (ii) benefits sought by the consumers? Under what
market conditions it will be futile to segment the marker?

Unit-IT
3. Why is the study of cultures important to marketers?
Name three products that arc presently culturally
unacceptable. What marketing strategies would you use

10 overcome their cultural resistance?

PT.O.






[image: image2.jpg]4. “Family is a unit that is always irfa state of flux. " Discuss
this statement by bringing out the various stages of the
family. Also give the examples of products which render
themselves for the marketer targeting the family rather
than the individual

Unit-L11
How do personality traits explain consumer behaviour?

What are the implications for marketers in creating a
personality for their brand?

o

6. Do you agree that if all atiitudes arc removed, marketing
will be casier? Discuss by taking a hypothetical product
currently suffering from consumer’s attitudes.

Unit-IV
7. What is post purchase dissonance? In what purchase
situations post purchase dissonance is more likely? What
actions consumers take to avoid or reduce dissonance
before and after the purchase?

8. Describe the characteristic features of organisational
buying behaviour as distinguished from individual

customer benaviour?
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