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Instructions to the candidutes i

1) All guestions atz,gz;é}é’s;wy %
2)  Each question carries 10 marks.
3) Draw diggrams @i@}ever necessary.
1) Answer any 5 (24harks each)
A"i&__«_»; ¢ s, %%&7 y “’“: 7?
a)  Enlistthe benefits of mar. entation in consxjgiﬁér behavior.
Act.

A
b) Define Consumer Proig
c) Reécall the conc® ‘ - angd%ms tQQée&‘é .

e

d) Describe the % patterns @f%nsum%?r behavior.

¢) Listthe orgdmiZaional buye

f) Namet s of innova

g) Ligt thempact of inter%%%@n consumer behavior.

wﬁ% 4

k-

ny 2 (5 marks eé“ch),

f 3

Explain Brand Personality in detail with the help of suitable examfﬁe

Elaborate the conce%t of attitude and its impact on cus;iif"f‘%er s:fafgifsffaction.
e ; P, t”

¢) Discuss the organizational buying roles.

03) Answer any 1 {10}

a) “Social Class and Group influences pla}\{_)éii@% al role in Consumer Buying
Behaviour”.Showcase the application @f%ﬁteméni with suitable example.

A 5 5
b) Decribe the stages people go through in the buying process for
high - involvement decisions with examplées. How do the stages vary for
low- involvement decisions? e

PT.0.



04) Answerany 1. 10]

Analyze the Social Classes in India with the help of So ﬂ onomic
Classes (SEC) in Urban and Rumi Market.

Considering yourself as the m‘arketmg Manager of ¢ y producing
Shampoo, design m@rketmg mix variables for skampoo product
targeting the BQF’ g;onsumers in India. K

{10}
1 e formal than the consumer

iiMthe help of suitable example.

miard Model Wlth«@Xample
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