
A-65 P. T. O. 

Roll No. ………………….. 

MS–503/MM–2203 

Consumer Behaviour 

¼miHkksDrk O;ogkj½ 

Master of Business Administration/P. G. Diploma 

in Marketing Management  

(MBA–16/MBA–13/MBA–12/MBA–

10/PGDMM–16/PGDMM–10/MBAH–11) 

Third/First Semester, Examination, 2017 

Time : 3 Hours   Max. Marks : 70 

Note : This paper is of seventy (70) marks containing 

three (03) sections A, B and C. Learners are 

required to attempt the questions contained in these 

sections according to the detailed instructions given 

therein. 

uksV % ;g iz’u i= lŸkj ¼70½ vadksa dk gS tks rhu ¼03½ [k.Mksa 

^d*] ^[k* rFkk ^x* esa foHkkftr gSA f’k{kkfFkZ;ksa dks bu 

[k.Mksa esa fn, x, foLr`r funsZ’kksa ds vuqlkj gh iz’uksa ds 

mŸkj nsus gSaA 

Section–A / [k.M&d 

(Long Answer Type Questions) / ¼nh?kZ mŸkjh; iz’u½ 

Note : Section „A‟ contains four (04) long answer type 

questions of fifteen (15) marks each. Learners are 

required to answer two (02) questions only. 
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uksV % [k.M ^d* esa pkj ¼04½ nh?kZ mŸkjh; iz’u fn;s x;s gSaA 

izR;sd iz’u ds fy, iUnzg ¼15½ vad fu/kkZfjr gSaA 

f’k{kkfFkZ;ksa dks buesa ls dsoy nks ¼02½ iz’uksa ds mŸkj nsus 

gSaA 

1. What is Consumer Behaviour ? Describe in brief the 

different factors affecting consumer behaviour.  

miHkksDrk O;ogkj D;k gS \ miHkksDrk O;ogkj dks izHkkfor 

djus okys fofHkUu ?kVdksa dk la{ksi eas o.kZu dhft;sA  

2. Explain in brief the main models of consumer buying 

behaviour.  

miHkksDrk Ø; O;ogkj ds fofHkUu ekWMyksa dks la{ksi eas 

le>kb;sA  

3. Explain the steps involved in consumer buying 

decision process. How the knowledge of this process is 

useful to marketing organisations ?  

miHkksDrk Ø; fu.kZ;u izfØ;k ds fofHkUu pj.kksa dks 

le>kb;sA foi.ku laxBu ds fy;s bl izfØ;k dk Kku dSls 

mi;ksxh gS \ 

4. What is Market Segmentation ? How the bases of 

segmenting the consumer market are different from 

those of industrial markets ? Discuss.   

cktkj foHkfDrdj.k D;k gS \ miHkksDrk cktkj dks foHkDr 

djus ds vk/kkj fdl izdkj ls vkS|ksfxd cktkj dks foHkDr 

djus ds vk/kkjksa ls fHkUu gS \ foospuk dhft;sA  
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Section–B / [k.M&[k 

(Short Answer Type Questions) / ¼y?kq mŸkjh; iz’u½ 

Note : Section „B‟ contains eight (08) short answer type 

questions of five (05) marks each. Learners are 

required to answer six (06) questions only. 

uksV % [k.M ^[k* esa vkB ¼08½ y?kq mŸkjh; iz’u fn;s x;s gaSA 

izR;sd iz’u ds fy, ik¡p ¼05½ vad fu/kkZfjr gSaA 

f’k{kkfFkZ;ksa dks buesa ls dsoy N% ¼06½ iz’uksa ds mŸkj nsus 

gSaA 

1. Individual buying behaviour and organisational buying 

behaviour.  

O;fDrxr Ø; O;gkj ,oa laxBukRed Ø; O;ogkjA  

2. Emotional vs. Rational motives.   

HkkokRed cuke foosdiw.kZ izsj.kk,¡A  

3. Trait theory of personality.  

O;fDrRo dk xq.k fl)kUrA  

4. Functions of consumer attitude.  

miHkksDrk vfHko`fŸk ds dk;ZA  

5. Role of subcultural analysis in market segmentation.  

cktkj foHkfDrdj.k ds milkaLd`frd fo’ys”k.k dh HkwfedkA  

6. Types of problem solving behaviour in buying 

decisions.  

Ø; fu.kZ;ksa eas leL;k lek/kkukRed O;ogkj ds izdkjA  
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7. Family life cycle concept.  

ifjokj thou pØ dh vo/kkj.kkA  

8. Observational research and Survey research.  

i;Zos{k.kh; vuqla/kku ,oa losZ{k.k vuqla/kkuA  

Section–C / [k.M&x 

(Objective Type Questions) / ¼oLrqfu”B iz’u½ 

Note : Section „C‟ contains ten (10) objective type 

questions of one (01) mark each. All the questions 

of this section are compulsory. 

uksV % [k.M ^x* esa nl ¼10½ oLrqfu”B iz’u fn;s x;s gSaA izR;sd 

iz’u ds fy,  ,d ¼01½ vad fu/kkZfjr gSA bl [k.M ds 

lHkh iz’u vfuok;Z gSaA 

Write True/False against the following : 

fuEufyf[kr ds lkeus lR;@vlR; fyf[k, % 

1. Product differentiation and market differentiation both 

are the alternative strategies.  

mRikn fofHkUuhdj.k ,oa cktkj fofHkUuhdj.k nksuksa oSdfYid 

O;wgjpuk,¡ gSaA  

2. Most consumers belong to a family group.  

vf/kdka’k miHkksDrk ifjokj le wg ds gksrs gSaA  

3. Indians buyers are of bargaining tendency.  

Hkkjrh; Øsrkvksa esa lkSnsckth djus dh izo`fŸk gSA  
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4. Consumer behaviour is a static activity.  

miHkksDrk O;ogkj ,d LFkSfrd fØ;k gSA  

5. Howard Sheth model uses problem solving approach.  

gkWoMZ lsB ekWMy] leL;k dk lek/kku djus okyk n`f”Vdks.k 

viukrk gSA  

6. Firm‟s activities have no effect on consumer‟s 

purchases decision.   

QeZ dh fØ;kvksa dk miHkksDrk ds Ø; fu.kZ; ij dksbZ izHkko 

ugha gksrk gSA  

7. Freud pointed out that human personality has two 

parts.  

Ýk;M us crk;k fd ekuo O;fDr ds nks Hkkx gksrs gSaA  

Choose the correct alternative. 

lgh fodYi pqfu,A 

8. In Maslow‟s basic needs hierarchy, „Esteem‟ is at  

level ........... 

(a) One  

(b) Two  

(c) Four 

(d) Five  

eSLyks dh vk/kkjHkwr vko’;drkvksa dh Øec)rk esa ^leku 

vkSj LokfHkeku* 
---------------

 Lrj ij gSA  

¼v½ ,d 

¼c½ nks 

¼l½ pkj 

¼n½ ik¡p 



 [ 6 ] MS–503/MM–2203 

A-65 

9. Which theory assumes that consumers are economic 

men ?  

(a) Economic theory  

(b) Psychological theory 

(c) Learning theory 

(d)  None of these 

fdl fl)kUr us ekuk gS fd miHkksDrk vkfFkZd ekuo gSa \ 

¼v½ vkfFkZd fl)kUr 

¼c½ euksoSKkfud fl)kUr 

¼l½ KkuktZu fl)kUr 

¼n½ buesa ls dksbZ ugha  

10. Market segmentation is in the interest of :  

(a) Consumer  

(b) Trader  

(c) Manufacturer 

(d) All of the above 

cktkj foHkfDrdj.k ds fgr esa gS % 

¼v½ miHkksDrk  

¼c½ O;kikjh 

¼l½ fuekZrk  

¼n½ mi;qZDr lHkh  
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