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Note : This paper is of eighty (80) 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.
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Note : Section ‘A’ contains four (04) long answer type
questions of nineteen (19) marks each. Learners are
required to answer two (02) questions only.
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1. What is Consumer Behaviour ? Consumers have both

innate and acquired needs. Give examples of each kind
of needs.
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2. What do you mean by dynamic nature of consumer
motivation ? Explain Maslow’s hierarchy of needs.
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3. What do you understand by Organizational buying
behaviour ? Explain different steps of organisational
buying process.
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4. What do you understand by Perception ? What are the
factors which change the sensitivity of consumer ?
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Note : Section ‘B’ contains eight (08) short answer type

qre

questions of eight (08) marks each. Learners are
required to answer four (04) questions only.
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Discuss “Marketers don’t create needs, needs create
the marketers.”
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Can attitude be changed and if so, how ?
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Describe primary and secondary informal and formal
groups.
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Describe adoption process.
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How does interaction between different sub-cultures
influence each other ?
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Describe in brief the different factors affecting
consumer behaviour.
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What do you understand by consumer satisfaction ?
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Describe model of consumer involvement in decision-
making.
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Note : Section ‘C’ contains ten (10) objective type

questions of one (01) mark each. All the questions
of this Section are compulsory.
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Indicate whether the following statements are True or False :
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1. Consumer behaviour only includes the actual
purchasing of products. (True/False)
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The purchaser and consumer of a product is not

necessarily the same person. (True/False)
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The person playing the role of initiatior in a family’s
decision process must also play the role of purchaser.

(True/False)
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A brand extension is an example of a dynamically
continuous innovation. (True/False)
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The first stage of the decision-making process is need
recognition. (True/False)
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A consumer who feels discomfort because of
conflicting attitudes in experiencing is called cognitive
dissonance. (True/False)
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Personality is often used in marketing strategy
formation because it is so easy to measure.(True/False)
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The predisposed way a person approaches his or her
environment in referred to as personality. (True/False)
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Purchasing the same brand over and over again is
called brand loyality. (True/False)
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The first activity in any Act of consumer behaviour is
Recognizing needs. (True/False)

ST FaBR & fbdl afRf e # ugen fafy
Mgyl MR B B | (g / 3rrc)

S-681 60

A-64



