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The figures in the margin indicate full marks
Jor the questions.

1. Answer the following as directed : 1x8=8
©eTS AR MR Teq forsn

(a) Consumer behaviour is affected by

(SIS S doRIES 91 SAMHCD! 274

(i) family
“{f<3re

(i) age
BEL]
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(b)

(9

26A/100

(2)
(i) income
—

(iv) All of the above
ST SABIRCHR0!

(Choose the correct answer)

(o= T At Tferean).

Social class, religion, race, culture, etc.
are significant variables for
segmentation of markets.

(Fill in the blank)
T @@, o, Wi, Sl et Td
T R 16w @wge Som |

(010 5% <3 30)

Which one of the following is not a
participant in the consumer buying
process?

aflRe  @mer Toaerer @y dfed

SRR = 2

(i) Initiator
&S TRl

( Continued )

(@)

26A/100

(3)

(i) Purchaser
(9]

(iti) User
TR

(iv) Supplier
QIRICEIE]

(Choose the correct answer)

(s TaH TR Shre)

Which of the following is not a
psychological factor of consumer
behaviour?

G (] (STEHR TIes S5 SeAme
= ?

(i) Motivation
seenfresad

(i) Family income

AR SR
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(e)

26A/100

(4)

(iii) Attitude
RISICN]
{iv) Perception
el
(Choose the correct answer)

(7 TSI AR ferean)

Consumer behaviour is a process.
(Fill in the blank)

(STE{ S5 95 sifera |
(050 31 =& <F4)

Which one of the following is not the
economic factor of consumer behaviour?

o (@S] SOmE (ST Seftafes Soad
=22

() Consumer credit
RSP 4

(i) Family income

AR =

( Continued )

(g)

26A/100

(8)

(i) Reference group
P e

(iv) Standard of living
GIYRE T

(Choose the correct answer)

(o= mﬂﬁ’@?ﬁ@).

Which of the following is not a biological
factor of personality?

ST CRIFICO! e (S TeT = ?

(i) Heredity
I09MfS
(ii) Physical feature
ART 1o /o1fS
(i) Brain
S
(iv) Home environment
41 off

(Choose the correct answer)

(R Teco! MR Tfersn)
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(6)

(h) Sales research is not a component of
consumer research.

(State whether true or false)
R scagen Toicere! AT GO Som w72 |

(= ¢ Spag, o)

2. Answer the following questions brielfy
(any six) : 2%x6=12
OIS BrEfS epTgEd v Ted ol (R o et
(@) What is personality?

Ifeg 2

(b) Write about consumer attitude.

Torere TereRd e forn o

(c)

What is consumer motivation?
Solcere eenfreaqd & 7

(d) What is reférence group?

SRR e 35 2

(e)

(9)

()

)

17}
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(7))

What is consumer behaviour?

TorereR w53 2

Give two examples of negative
motivation in consumer behaviour.

TSGR SHATS UOR TRl 701 AT
CoReTR Brrzae ol |

What is market segmentation?

[ R 2

What is social class?

A &t 2

Write two features of culture.

e o1 CaEy B |

What is socialization?

AR 2
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(8)

3. Answer the following questions (any four) :
5x4=20
TS TS PR Sed fordl (R e ift)

(a) Explain the importance of market
segmentation in consumer behaviour.

Tofcered 64T IHH Referesa™ gy I
Sall '

(b) Explain the different roles that a person
can play in a buying decision.

& Prage gua e TR o[ Rida g
I 40

(¢) “Consumer behaviour is interdisciplinary
subject.” Explain the statement.

“Topgere wHAe SReFEman [{Ew 12 [
M 40

(d) How do reference groups influence the
consumer buying behaviour? Explain.

T W @ TOSIER @ AT
SRS F¢q 2 71 47 |

(e)

| @

()

26A/100

(9]

Explain the different components
associated with ‘Tri-Component Attitude
Model’ with suitable examples.

RIS BT W OiTe wRo
Rfen Somrpiz TRE TN Gt i
el

Explain the role of personality in
influencing consumer behaviour.

TorSIEN Wb e ASd PRSI
FI

Explain the concept of variety and
novelty seeking behaviour of consumers
with examples.

TSR A S TpAg STl ST AR
IESCE e ok e Rl

Explain the importance of study of
consumer behaviour. -

TS SO SRS GG AR Jel
91 |
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( 10 ) | (11)

(e) Discuss the classification of innovation

4. An f the followi ti : : :
swer any fwo of the following questions i StitaDie e

10x2=20 i
TS TS 2T i I 5 T T | TS e oe TR cfivere e
i SICE®AT 41 |
(a) Discuss the stages of the consumer ‘
buying process with suitable diagram. {
| * ek
e iz TreeR ¢ AR weER j
ST < | ' |

(b) Discuss the role of social class and
culture in shaping consumer behaviour. '

TocorER WA o e AR it S
SNgfeq ST eI SICeoeTl <1 |

() Discuss the steps involved in consumer
research pProcess.

Sogeral ARl AN @S WiN© SR
AT 41 |

(d) Discuss the various factors influencing
consumer behaviour.

Tocered wHAOe geike $q1 Rfn IRe
Recy wtreemoan <441 |

26A—8000/1 i
26A/100 ( Continued ) A: /100 1 (Sem-5/FYUGP) BCM 46 MJ




