50, will be treated as malpractice.

Important Note : 1. On completing your answers, compulsorily draw diagonal cross lines on the remaining blank pages.
2. Any revealing of identification, appeal to evaluator and /or equations written eg, 42+8
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Third Semester MBA Degree Exa%laﬁtlon, Dec.2018/Jan.2019
COnsumermﬂ&haVIour {sw
Time: 3 hrs. 4
r questions from Q.No:

) 's compulsory. N

w}%’ £ &
1 a. Differentiate between (?gate buyers and purchas A (02 Marks)
b. State the views of cons r decision making. =7 (06 Marks)
c. Describe the function§ of family and express the roles of family in purchase decisions.
. (08 Marks)
2 a. Outline the SIgmﬁcance of studying consutﬁ%i‘r behaviour for marketers. (02 Marks)
b. Examinethe:rights of the consumers, # (06 Marks)
c. Explam the steps in consumer researchprocess oy, (08 Marks)

o z &%

3 a Write the application of e — CRM n today s marketm %éﬁﬁfext. (02 Marks)
Explain Tri — component — Attitude model, with examp e (06 Marks)

c. Describe message smc%mwwmd presentation 0} be’ taken care o the marketers in

designing the message. .o ¥ 4 ' 08 Mark
gning 2 Wm L (08 Marks)
a. Evaluate the 51gn1ﬁcance of market mavens: (02 Marks)
b. Describe unique: charactenstlcs of Indian onsumers. (06 Marks)
c. Elaborate Nlcosxa model of consumer, behﬁvmur by h1gh11ght1ng four fields. (08 Marks)
a. List the vanous elements of leammg V "%m (02 Marks)
b. Explam dﬂ:’ﬁlsmn of innovatio; by ‘identifying the fe’% basic elements of diffusion process.
o B¢ (06 Marks)
C. Dls%lss the role of ¢ Opl%n@% “ leaders’ in 1nﬂuenemg the purchase behavoiur. (08 Marks)
/hat is ‘Brand persm;ﬁ?:atlon b (02 Marks)
‘of Maslow’s h1erarchy of needs from the point of view of consumer
behavmur # ‘ w (06 Marks)
c. Illustrate the ’see;al class categories 'n Indla by identifying the ways to measure social class.
Wﬁﬁu@ (08 Marks)
a. What are the types of percewed nsks for the consumer? (02 Marks)
b. Discuss the strategies mar. etmg apphcatlons of classical condltlonmg (06 Marks)
c. Explain Freudian theory .of personality in influencing consumer’s attitude and behavoiur.
& (08 Marks)

10f2

e



8

16/17TMBAMM301

CASE STUDY :

&,

e,

their family, which would inclu
relatives. It was noticed that,

hlghest during the year de afid festival season. Smgg}sshowroom is interested in sales to
materialize, rather than p%%ﬁg any brand, the salesman" are directed to satisfy the customers
ers y

a. (04 Marks)
b. (04 Marks)
C. (04 Marks)
d. P rchase decision?

(04 Marks)



