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PART - III 

  CONSUMER BEHAVIOUR 

            SECTION - A                   (10 X 1 = 10 MARKS)                                                         

ANSWER THE FOLLOWING QUESTIONS. 

MULTIPLE CHOICE QUESTIONS.       (K1) 

 

1. In terms of consumer behaviour; culture, social class, and reference group influences have been 

related to purchase and _______________. 

a)   Economic situations                                       b) Situational influences  

        c)  Consumption decisions                                  d) Physiological Influences  

2. Two of the most important psychological factors that impact consumer decision-making Process 

are product _____________ and product involvement. 

a) Marketing               b) Strategy                 c) Price                     d) Knowledge  

3. The _________________ is the mental process through which an individual passes from first 

hearing about an innovation to final adoption. 

a) Adoption process                                             b) consumption process    

       c) innovation process                                           d) new product development Process  

4. Cognitive dissonance occurs in which stage of the buyer decision process model? 

a) Need recognition                                             b) information search     

c) Evaluation of alternatives                               d) post purchase conflict. 

5. Marketing strategies are often designed to influence _______________ and lead to profitable 

exchanges. 

a)  Consumer decision making                                     b)  Sales strategies   

       c)  Advertising strategies                                             d)  Export strategies 

ANSWER THE FOLLOWING IN ONE (OR) TWO SENTENCES.   (K2)  

 

6. Define Consumer behaviour. 

7. Write any two Psychological factors in consumer behaviour. 

8. Give any two product characteristics influencing consumer behaviour. 

9. What is Post purchase behaviour? 

10. State any two Social responsibility of marketing. 

SECTION – B     (5 X 4 = 20 MARKS) 

ANSWER EITHER (a) OR (b) IN EACH OF THE FOLLOWING QUESTIONS. (K3) 

11. a)  Explain how the Environmental influence on consumer behavior. 

      (OR) 
a) Explain the factors that affect the Reference group.                           (CONTD........2)  
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12.a)    Discuss the stages in the Life Cycle of marketing.       

      (OR)  

     b)    Enumerate the characteristics of Psychological factors in consumer behavior. 

         

13.a)    Explain the Diffusion of information. 

      (OR)  

     b)    Elaborate the steps involved in the Innovation decision process. 

          

14.a)    Examine the key stages of the Consumer buying decision process. 

      (OR)  

     b)   Analyze the significance of the Evaluation of alternatives in consumer decision-making  

           process. 

            

15.a)   Examine the role of emotional appeal in Advertising and its influence on the consumer  

           behavior.         

      (OR) 

     b)   Elucidate the importance of marketing ethics 

          

 

                                                             SECTION - C          (4 X 10 = 40 MARKS) 

ANSWER ANY FOUR OUT OF SIX QUESTIONS  

(16th QUESTION IS COMPULSORY AND ANSWER ANY THREE QUESTIONS FROM 

Qn. No : 17 to 21)                (K4 (Or) K5)  

 

16.   Analyze the Applications of consumer research in understanding the consumer behavior.  

  

17.   Examine the role of Market segmentation.        

  

18.   Explain learning and attitudes of consumers. 

            

19.   Explain the stages in adaptation process stages.       

   

20.   How do personal values influence the consumer purchasing decisions? 

              

21.    Elaborate advertising and sales promotion strategies.      
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