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INSTRUCTIONS TO CANDIDATES: 
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SECTION A 

 

1. a)   Discuss scope of consumer behaviour discipline. 

b) Outline trio of needs. 

c) Discuss various factors which influence the consumer buying behaviour. 

d) What are various elements of perception? 

e) How do marketers influence consumer attitude? Give examples. 

f) Outline functions of family in consumer decision making process. 

g) What is cognitive dissonance in consumer post purchase process? 

h) Elaborate on ELM model of consumer behaviour? 

i) Outline adoption process? 

j) Outline method of measuring social class. 
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SECTION B 

 

Unit I 

2. What is consumer behaviour? Discuss various applications of the discipline? Give examples. 

3. Discuss in detail the consumer decision making process? 

 
Unit II 

4. What is positive and negative motivation? What can a company do to help a customer deal 
with motivational conflict? Give examples. 

5. Discuss the rationale and importance of consumer personality and brand personality? Give 
examples. 

 
Unit III 

6. Write short notes on following 

a) Reference groups. 

b) Family life cycle 

7. Discuss effect of culture on consumer decision making? How can marketers deal with these 
influences in consumer behaviour? 

 
Unit IV 

8. Discuss the process of diffusion of innovations? How is it different from adoption process? 

9. Write short notes on 

a) Opinion leadership 

b) 3 stage model of consumer decision making 

 


