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MBA (2018 Batch) (Ssm.—a)

CONSUMER BEHAVIOUR
Subject Code : MBA 921.1g
M.Code : 76894
Time : 3 Hrs.

INSTRUCTIONS TO CANDIDATES :

1. SECTION-A contains EIGHT
has to attempt ALL questions.

2. SECTION-B consists of FOUR Subsections : Units-1, 11, 11 & 1v
contains TWO questions each carrying EIGHT marks each a
attempt any ONE question from each Subsection.

3. SECTION-C is COMPULSORY and
marks,

SECTION-A
Write briefly :
1) Perceived Risk
2)  Stercolyping
3y Social Class
4)  Informal Group
5) Inertia
6)  Cognitive Learming
7)  Long Term Memory

8)  Personality

Total No, of Pages : g2

Max. Marks : 6o

questions carrying TWO marks ®ach and students

. Each Subsection
nd student has 1o

consists of ONE Case Study carrying TWELVE

SECTION-B
UNIT-1

%) What is Consumer Behavior” Why the study of Consumer Behavior has become
important in these days

10)  What is the impact of the digital revolution and mobile phone revalution en consumer
behavior?
UNIT-11

11} Define the term consumer motive. Da the psychogenic matives have superionty over the
physiological ones?

12) What 15 meam by multi attribute attitude models? Give various theones of amnhitude
Tormation.

UNIT-II

13) What is a reference group? How an understanding of reference groups is important to a
marketer? In what way do they influeace you in your purchasmg behaviors™

14)  How are cultwal values relevant 1o a marketing practioner?
UNIT-IV

15) Take the example of a television purchase by vour family. Explain the decision process
with the help of Howard Sheth Maodel

16)  Define the following -
a) Kollat Model
b) Nicosia Model

SECTION-C
17) Case Study :
A car making company is deciding to make flying cars in India. You are required to :
a) Explain the motivation of consumer in buying this car and your way to promaoting it
b) Segment, targeting and positien the flying car in lndian market,

¢) Explain how the diffusion of the idea will be facilitated by you,

NOTE : Disclosure of Identity by writing Mobile No. or Making of passing request on any
page of Answer Sheet will lead to UMC against the Student.
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MBA (2018 Batch) (Sem.~3)
CONSUMER BEHAVIOUR
Subject Code - MBA 921.13
M.Code : 76894
Time : 3 Hrs. Max. Marks : g0
INSTRUCTIONS TO CANDIDATES -

1. SECTION-A contains EIGHT g
has to attempt ALL questions.

2. SECTION-B consists of FOUR Subsectiens - Units-1, 11, 1Nl & 1v, Each Subsection

contains TWO questions each carrying EIGHT
attempt any ONE question from .“r: Sghnclia:m“ *a6h and student has to

3. SECTION-C is COMPULSORY and consists of ONE C
iy E Case Study carrying TWELVE

uestions carrying TWO marks each and students

SECTION-A
Write short notes on the following :
I. Motivation
2. Ego Involvement
3. Tran
4. Self Concept
5. Cognitive Dissonance
6. Emotional Arousal
7. Congruity Theory
8. Drive Theory
SECTION-B
UNIT-I
9. What is the impact of the digital revolution and mobile phone revolution on consumer
behavior? .
10.  Explain Consumer buying behavior. Describe the factors that determine consumer buying
behavior.

1]

UNIT-11

1. Define personality. What are the differences of the trait and the psychoanalytic theory of
personality?

2. Define leaming from the marketing point of view. What are the essential features of
Classical Leamning approach?

UNIT-IH
13, Illustrate how the process of a complex buying decision might operate for

3} A college student who wants to buy a home computer,

b) Foryou
14. What is a reference group? What are various factors which are important in reference
group influence? o —
- 1.CF ,
UNIT-IV B o ‘
NN
15, What are leaming constructs and perceptual constructs? Briefly c_xpl:n'rﬁ'/
16 Define the following / * 7
a) Nicosia Model x r
<
b) Diffusion Process <\
o)
\ N i
S ———
SECTION-C N VP e WX

17. Case Study : e
A car making company 1s deciding 1o make flying cars in India. You are required to
a) Explain the motivation of consumer in buying this car and your way to promete it
b} Segment, targeting and position the flying car in Indian market.

¢} Explain how the diffusion of the idea will be facilitated by you?

NOTE : Disclosure of Identity by writing Mobile No. or Making of passing request on smy
page of Answer Sheet will lead to UMC against the Srudent
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MBA (Sem.=3)
GONSUMER BEHAVIOUR
Subject Code : MBA 921-18
M.Code : 76894
) Date of Examination: 03-01.2024
Time : 3 Hrs. Max. Marks ; 60
INSTRUCTIONS TO CANDIDATES :

1. SECTION-A conlains EIGHT questions carrying TW
has 1o attempt ALL questions s ying 'O marks each and students
2 SECWON-P consists of FOUM Subsections : Units-1, 11, 111 & I¥. Each Subsection
contains TWO questions each carrying EIGHT marks cach and student has to
 sllempt any ONE question from each Subsection.
3. "SECTION-C is COMPULSORY and consists of ONE Case Study carrying TWELVE
marks

SECTION-A
1 Write Bricfly :

a) Cogmiive Learmng

b [nffusion of Innovahon

¢) Ommion Leadership

d) Sublimmnal Perception

¢) Social Class

) Reference groups

*g) Qualitanve Research Design

hy Interdisciplinary approach to consumer decision-making,

SECTION-B
. UNIT-I
! [ e between
Discuss in detal the consumer  behavior rescarch l:mc::;s'\:;r(.['itﬁ:\e':::|l1:-1:rc':;urcl|l
; N i U calhon E
qualitatve and quantitative research destgns and thewr apph i
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Define consumer behavior [iscuss the role of segmentalion and Lageling 0 ancieasiss 4
marketer's understanding of consumer behavior

UNEE-IT

Hrng out the relevancy of Pavioy and Skinner's theones of leaming a6 mcreasimg &

matketer's understanding of consumer behavior

Discuss aboul vanous statemes being sdopted by marketers 1o brmg attituding! change
among cofsumers What 15 the linkage ameng consymer’s behiefs, amiudes, and purchase

intentions”
UNIT-H1

Define culture What are the most important charactensties of culture that reflect s
“aature” Why 1s the study of culture impontant 1o marketers”

How does reference group mfluznce vary over product calegones” What type o
reference group influence can you expect in the following and why”

i) Wrist Wistches
b1 Soap
UNIT-TV
Briefly state the vanous stages of the consumer decision-making process that a consumer

will go through when purchasing a laptop for the first tme What 1s meant by cogmiive
dissonance and how will it be overcome m this case”

Desenibe the diffusion process |dentify the five chamctensucs that influence diffusion
[Discuss the five stages in the consumer adoption process

SECTION-C
Case Study :

A cern store was keeping o number of brands of washing machines They had washing

machines o cater to the needs of all segments of society They were stocking IFB

Videocon, BPL, Nanonal, Godrey and locally-made washing machines as well They had

automanic, semi-automatic, and manual ch The hines were bought
“by the hegher-income group The middle- income group was content with s.:mn-amonu_uc‘
machines Manual hamd-operated machines were for the lower class of chentele. and also
those bving in rural arcas. where electrification was not complete, or the clecincmn went
ol for davs wogether It was observed that when custamers came 10 buy an automanic
machme. they usually came with their spouses and they looked mamly o the color, stle
of tuncuonme  clecine consumpnion. care for handhng, price factors e Mans
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MBA (Sem.-3)
CONSUMER BEHAVIOUR
Subject Code : MBA 921-18

M.Code : 76894

Date of Examination : 12
) ‘ $12-12-2024
Time : 3 Hrs.

Max. Marks : 6p
INSTRUCTIONS TO CANDIDATES :

1. SECTION-A contains EIGHT questi
o
has to attempt ALL qu-:liuruq. "% carrying TWO marks sach ang

2. SECTION-B consists of FOUR Subsections : Units-1, 11, 111 & IV, Each Sub i
L . ubsection

contains TWO questions each carrying EIG
HT
attempt any ONE question from .l:r{ Slgabuctior:"“‘ aach and student has 1o

3. SECTION-C is COMPULSORY and consi
marks.

students

sts of ONE Case Study carrying TWELVE
SECTION-A
1. Write briefly:
a) Emerging trends in consumer behavior
b) Spiritalistic consumption
¢) Consumer Imagery
d) Diffusion process
e) Quantitative research design
f) Define Perception.
g) Market Segmentation
h) Post-Purchase Dissonance
SECTION-B
UNIT-1
Also, describe the steps in the

2. Discuss the scope and importance of consumer behavior.

consumer research process.

(532)-753
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3. Why do marketers initiate market segmentarion? A reputsd mamufacturer of sporis :md
fitness goods is planning to open 2 nationwide cham of health and fimess cemsers H
can they use psychogrephics o segment the market?

UNIT-1I

4. Explan the different types of needs. How can marketers make use of these needs for
developing promotional strategies for

2) a fruit juice
b) asmall car

5. How can the principles of Cogniuve Leamning theory be applied to the development of
marketing strategies? Explain With the help of suitable examples

UNIT-111

6. What are reference group s? What are the various reference group appeals being used by
marketers? Explain with suitable examples

7. “A manufacturer of snack cereals is considering targeting school-age children by
positioning its product as a healthy snack food " How can cultural leamning be used in
developing an effective stralegy to target the intended market?

UNIT-IV

8.  Describe the diffusion process. Identify the five charactenistics that influence diffusion
Discuss the five stages in the consumer adoption process.

9. Briefly state the various stages of the Consumer decision-making process that a consumer
will go through when purchasing a laptop for the first time. What is meant by cognitive
dissonance and how will it be overcome in this case?

SECTION-C
10. Case Study :

A certain storc was keeping a number of brands of washing machincs. They had washing
machines to cater to the needs of all the segments of society. They werg stocking IFB.
Videocon, BPL, National, Godrej, and local made washing machines as well. They had

ti i ic and | hines. The i hines were bought
by the higher-income group. The middle-income group was content with semi-automatic
machines. Manual hand-operated machines were for the lower class of clientele. and also
those fiying in the rural areas, where clectrification was not complete, or the electricity
went off for days together. It was observed that when customers came 1o buy an
automatic machine, they usually came with their spouses and they looked manly at the

2| M-76894
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NOTE. : Disclosure of Identity by writing Mobile No. or Making of passing request on any
page of Amswer Shert will lead to UMC against the Student.
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