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CdNSUR’IER BEHAVIOUR AND RETAILING
Paper : 5.5
Full Marks 80
Time . Three hours
The figures in the mergin indicate full marks
Jor the questions.
-1. Answer the foliowing: | 1x10=10
(4) Fill in the blanks -

(1) Anyone who regularly purchases goods

from a store or a company would be
- termed as

(consumer / custiﬁé%)

(i) Any change in will have
d_irect effect on consumer’s buying
(disposable infome / discretionary
Income)

(i) Economic model of consumey
behaviouris _______ (Unidimensional
/ Multidimensional)
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problem arigeg dye: t

tween actual 4,4 -
dlﬂbmncef bew}uch 1mmcd1ate S ?Slr d
sales and for n// B utiy,
is rcquxred (Ro ‘}“ & Merg

)
TR total heterogenom market fora Prody ct
and dividing it into Seve

ral sy
markets. (Concentrated Marketm

strategy/lemed Marketmg
strategy). -

(B) State true,ozf 'false X

(iv)

(vi) Market development Occurs When
firm introduces new products tq rnarket

In Wthh It is weH estabhshed g »]/ |

est preu lices ang

services ag'ain'st'whlch to judge, gE

ains a large number
ets in a large building =

any T€strictiop

' | (CZ) Gfld \)/}*/r\ee ﬂOW (C) Splne
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X i nothmg but the
human statistics.

- (a) Demography\/ |

() Environment

study of ,

(c) Socio-cultural factor.' E
2. Give brief anéwers' to the ;follov'\'/ing ; (mzy five)
- 2x5-10

(i ) Wute a difference between consumer and
/ customer 1 [\/‘ o

(i u) What 18 the bas1s of Psychoanalytlcal Model -
/ of consumer behaviour ? ‘
/

erte wo essentlal conditions for successful
/ market segmentation. J / Lf;

y ‘Write two points of distinction between

- organizational buyers and final consumers.

(v) Explam two points of dlstmctlon between

product retailing and service retailine.
T oy By Onldve

(vz) State two characteristics of - Retail

/" Environment, I l 1

ua/%ﬁWhat do you mean by Consumer

Behaviour ?
5

l Contd.
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Answer the following : ({'nv four )

.,W“Take care of customer, customer will take

care of everything else. Customer may pq
need us but we always need customer.”

~ Throwing light into the above statement,
~ discuss the importance of studying consumsr

- behaviour m the present day marketing

~ context. T//H ,[y . S
(i) *'ipiain the Economic Model of consumer
- buy'ing behaviour. 1 /')/Q/ _ S

(i) What do you mean by Sales Promotior: 7

Explain three merits / advantages of salss

promotion. ¥ / 79— o 2+3=25

' ‘(zv)/‘Gwe an overview of the retallmo sector in

India. LP//S M,,ag (_457?

(v) hy do you think proper SElGCthH of tae
retail location is important ? Explain. )9@

“(vi) Briefly discuss the stages of Merchandlse

" Management. - / ¢ g’ _ (Q ( 5

: GWC elaborative answers to the tollowing:

(any five) gx5=40

consumer beh aviour.

/) Discuss the various determinants of

QUL



| Mlpporting your answer with a diagram,

discuss- the consumer decision making ' \
| process. b / q7- 7’7,

/( ii) Discuss the variou§ steps involved in the
planning and development of a new product.
Give diagramatic representation of the
various steps involved. ) 767(4 -5

(v) State and explain the various internal and
external components of the retail

environment. - - T Z,(S =)
| | JL S

(v) Discuss the various stages involved 1n the
d ; ¥ - —_—— —_— T
/ retail store location selection decision. [ / q / |

(viy’ State and explain with the help of diagrams -
the various models of retail store layout. T / ‘»{5’ %

V’/ Describe thé different approaches to pricing

tmﬁcts. — U | .

et jIT[FJ {-”J;Q /%
/!
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'I“otal No. of printed Pages = 5

. Full Marks = -80
Trme - Three hours

The ﬁgures in the rnargm lndlcate tull marks_
' for the questlons -
'L Answer the followmg I 1x10=10
- A Fill in the blanks ; |

(1) Tne concept of marketing has changed to

(Mass marketmg / R-el}tlonshr p
| marketmg )

(i)

- psychological processes of the consumers
(Perceptual  constructs / Le/pmng
constructs) .

(111) When products are ‘sold at two or More
different prices, it is known as;\
(Sklmmmg prlcmg / Discri mmatlon

pricing)

- refers to the complex statys or

[Tum over

EoSe



-y Fashion i'l'lei'.{:ha.ndise i  .._- folria' -
7 e - » : . _ ; 5 .

(mrelat'i\"ely'@‘-‘h ort penod of tlme.‘(}m/

- demand/ Stable demland)' - -

) The Enge Blackowell angtMiniard (EBM
" nodel was first intrgduced 1n thj‘-‘hyear'
. (1967/196 ) >

R, State true Of false :

(vi) The loop model - of store -layout_'is
_widely  used in super markets and

; disco'pmt.stbres.“ T SRR
(vii) Planned sho'ppi_ng Acentref is an .
architecturally planned retail location.]

(viii)The ‘Hi_:a.rkd_own'is the difference between
+ the cost of the product and the final
~selling price e i

(iX) Service toman s - - |
) Ofr"s‘;eestfmdard s & continuous process
servicesctmg- the best practices and

against which tq judge. \9
Consym -

ers: ~
Principle gr mz aSsumed to follow the
the law <o . 2XIMUm ytility based on
e law of diminighin lltxllt)./ based on
Rss N8 marginal utility.

(x)



ST o,

2. Ans‘wer the following ,

. O axsspg
\ \Ww hat do }’OU mean by consumer behawour ?

y/mlte tWo points . of distinction between; |
,/consumer behawour |

| and consumptlon
. behaviour,

YL
\/@,\(te two advantages of market segme‘n atlon :

% rite two points of distinction between
prod"f‘t retahm0 and servu*e reta

i mg EnX "(&‘
/(yy What do you mean by sohtary 51te ? H [ Z}
. / Answer the fol]owmg (any fow) 4><5—20

( i) - 'The external store has a 51gn1ﬁcant 1mpact on ..

the customer's image." ' Throwing light into the -
Statement, explan the various principles or

| requ1rements of an external storeEL / y7s. |

(ii at-do you mean by price ? State the
//r‘:/:msxtes of an effectlve Pricing Pohcy |
| | hj - 243=5

(i) Explain the importance of proper selection of _
a retail location sﬁey o) | 3

\%Y\ghplam the Economic odeI of consumzr E |
~ behaviour, ' o ' e
B V2 .

13/47(5)C,BAR5-5 6 - [Turn over



Wh})lam the principles valv k¢ ~
design. 1{/q7 -“‘f,‘ |
L&%rw
Rty

Discuss the functions of a Retailey

)
(w) Jiscuss the various stages in Store
Selectlon Decision.
Wire

ymlswer the followmg (Any Fiye) |
)/ prlam with suitable diagram, the COMgy
decision making process. L/j 7 - 3?

‘ What 1s Market Secrmcntalmn ‘%xp
various conditions necessary for succcssg
market segmentation. t/ (e /£ - He

. (iii)» iscuss the various factors affectiy
| Organisational Buying Behaviour.) (? [
(iy¥+ Discuss the various strategics of mange

existing product L / 1L b

(v) Ixplain the various Intcrnal and Exterd
components .of Retail Environment. B_{Z}")‘(

| (W.) iscuss the important Exterior and Tnter
~elements of Store Design. /[ 2oyl

(vii) Define product positioning. Discus &

various positioning stralcgies. 16l
(Vi ]jlscuss the various services pnov1dcdby i
Rctallcrs A
. N
7()CBAR 351G "
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CONSUMER BEHAVIOUR AND
RETAILING
Paper: 55
Full Marks : 80
Time : Three hours
The figures in the margin indicate full marks
~ Jor the questions.
1. Answer the following : 1x10=10
(A) Fill in the blanks :
Q—gf; _ (i) - 1S a person most directly -

involved in the use or consumption of
the purchased product. (Bu_yerfy/ser)

(ii) According to consumer’s

' buying decision is governed by the
concept of “Utility”. (Learning Model/
Econiomic Model)

Contd.



(HU | relers 10 al proCCSS‘cS; )
states or psychologlC ts/LCaryé

- (Perccptual construc A
constructs) hmPiﬂg

(1v) implies the policy © e all the -
logcther into one mass OaregﬂiiO\V
markets for the product. -(Ago .
Segmcntahon)

(B) Choosc the correct option :

"(v) Indian Retail Market is featured b}’ .
(a) Shopping centrcs (/ |
(b) Multiplex malls
(c) Huge Complexes
(d) All of the above.
(vi) Retail Management involves taking
decisions based on
(a) judgement
(b) information
(¢c) experience

(d) All of the above, v/
(C) State I'rue or Ialsc :

(vu) Skimming pricing ‘methog

foc
what the consumer ig willi uses On*;

nO top

47 (5) CBAR 3-5/G 5 P



(viii) The store marquee is th.e Tirst mark 6f \\

identification of the retailer or the retaj] g &

- store. P . | ' |

'~ (ix) The Race Track Layout is also called |

- the Grid Layout. F/y | ,
(x)- The mark down is the diffcrencc
~between thé cost of the product and
the final selling price./r S

2. “Answer.the followihg T 2x5=10 1
/m/ State the meaning of Consumer Bchavipur.? ” '5
(ii) ‘Wl’lo are Itinérants Retailers ? L
y State two factors‘inﬂuencing Rctai] Pricing.-ﬂ

()" State twa points of distinction between
- Industrial Markets and Consumer Markets.

Write two. psychological determinants of
- Consumer Behaviour, |
R S

3. Answer the following : (4ny Four)

ICAY

5x4=20

(i)~ Explain the. Engel-Kollat-Blackwell Model
~ of consumer behaviour. | 26 . |

xplain the various costg assoclated with
Market Segmentation. Ji / C1

(z‘z/‘)l%@lain the steps involved in the new product
dcveloplncnt. I /q Y | .

47 (5) CBAR 3'5/G 3
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CONSUMER BEHAVIOUR AND
RETAILING

Paper : 99
- Full Marks : 80
. Time : Three hours

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

1. Answer the following : 1x10=10

G P

A Fillin the blanks :

Consurmer behaviour is irz

nature. (micro/ macro)

T

(i)

| -ap—
’ e
e

he pe'i‘"son or persons who

(i) T
product

ctually determme which

or serv1ce will be choosen

e buyer/dfmdgr]/

is known

Contd.



(iii) Division of consumers on the basig
of personality, life-style and values

is known as . (demographic

' segmenté}t"ion/p"é};c}i’o phic

s,egrneritation)

(iv) is. developed in an out of |
| town area. (Reta’ili Park/ S%
- %

Site) - ‘

(v) | is the first mark of

identification of the retailer or the
retail store (Store '_mar-'uce St e/

. (Store guarquee/SigEs
frontage)

B. State _truc or false :

(vi) The race track layout 1is also

known as the loop layout. (\/ o

47 (5) CBAR 5-5/G 2



(vii) ‘Mannequins - are used - by the
’retailer to determine the location
of merchandise within : a

| departmenf. [~

(viii) Multisegment positioning involves
developing a product and
marketing program tailored to the

preferences of a single market. T

(x) Retail mix is the blend of various
retaul activities which present the

Whole concept of retaﬂmg rﬂ

(x) -Benchmarklng is - a cont1nuous

process of sclectmg the best

~ practices and services against

~ which to ju'fige- /(

7 ' | Contd.
47 (5) CBAR 5'5/G 3
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wer the following @ (e ‘
). Answe Ing : (any five) 2x5=10
/ '
p-) Write two organisational factorg
affecting organisational buying |

behaviour. '\ ( Q( '

(i) Write two nature or characteristics of
4 Consumer Involvement.

(i) Nrite the predictions ‘of buying

behaviour in Economic Model. \”’ ;)/g

(iv)-State the meaning of Concentrated

- Marketing 'Strategy_ \ ( C: v

Vstate two examples Of SalCS Promotion
schemes, /A/g p fﬁb/ | 20
(Vi) What is an Assortment Plan ?

I SN -



Answer the: following : (any:four): 5x4=20

@%Bxplam the various psycholog1ca1

dctermmants of consumcr bechaviour. \ / ] 1

(ii) Explain thc Engel-Kollat- Blackwcll

/
model of consumer behavmur

/[;u}/Explam the
4 - Behaviour. M C)@fj

Wn the major pr1nc1ple
_ -}
‘Design. M (/l/ ﬂ\

Visual Merchandising.

nature of Consumer

S of Store |

(v) Write a note on

({y')/w rite .ﬁvevpomts of distinction between

nlsatwnal buyers and Fmal

Orga
% O
~consumers. (
4 ‘ '
7 (S) CBAR 55/G 5 . - Gantd,
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4/ Answer the:following : (any:ifive)

() Whét is Market Positioning .? Explain
the major Market Positioning strategies,
. P i |
(i1 hat is Merchandise: Planning ?

- Explain the process of. Merchandise™
Planning. | \(\\4 5[,625 . 2+6=8

(ii'i) State the ‘meaning of ‘Store Design ?

/@n the various elements of exterior

\‘n
and interior store design. 2+6=8

%

(iv) Discuss in detail Cohsumer Buyng

¢~ Decision Process. \/\f}} : 8

3

1 ] " (v) AExplain the steps involved in New |
? ; Product Development. How an existing = ¢,

K

PR ST E LR PTEIT FrPOYY

TREITEEYYEL ) 1! Ly o
LIRS U A T g
4

Aot

Sheaadadeaadiaty il Tl s g ofh *
A G A A R A b 4
. s al Lk Lty Kt Vike

| product can be:ﬁ-rrianagéd- ?-“Expla}n. \
4+4=8

/ﬂ’ﬁ Discuss the major components of Retail
| Environment. - . Kl ‘ ,-V 8

47 (5) CBAR 5'5/G 6
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(vii) Write short notes'on : (any two)
4+4=8

}aj/ Retail Pr?cing H / //] 3 |

}b)/ Retail Layout

\ ) ) /_
/K Factors faffecting Retalil Location H 3 D

@ Essential conditions necessary for | ( 3 .

Market Segméhtation.

47 (5) CBAR 5'5/G 7 : 500
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CONSUMER BEHAVIOUR
AND RETAILING }
Paper : 5.5
Full Marlks : 80
Time : Three hours

The figures in the margin indicate
Jull marks for the questions.

1. Answer the following : 1x10=10

(A) Fill in the blanks : \Wf
() Mark-downs are /J”‘m

reductions in the retdil price.
(permanent/temporary)

(i) Concentrated B;réketmg strategy
focusses on segment out
of many possibilities. (one/two)

(i) When a firm occupies a strong
position in a market segment with

single brand, it is vulnerable to
m“' positioning strategies.

(d@fensive /imitative)

Contd.
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45 Wﬁﬁ’;’&;ﬁﬂﬁ ‘:lénﬁﬁ"ﬂj.vi'\J =5
ororl o o AR e

(lv)ﬁj’—\‘”{’/é“’ércfcrs to the COMm P
Stalus or psychologicg roéh P 5.0
of the consumers, erce;fues

]

constructs/ Learning COIlstructS)

V) The Race Zra.ck layout g4 Isg

called the “grid 14
loop layout) youy

(B) State True or False -

consumer decision making
Process. -

(vii) Manufactureg Products that are of
- Organisation’s IMajor expensive angd
long-lived €qQuipment are termeg

as necessary €quipment. 7~

(viii) Retai] Park consist of a cluster of
free-standing stores. 7~

() In Skl'mmjng pricing strf"iteg)z the
prices are fixed at prermurn7‘

() Ada tive positionipg consists of
p'eri(I))dically repositioning a brand
to [ollow the evolution of the

segment's needs. 7

| , 2x5=10
2.  Answer the following -

() What is Consunlef Behaviour ?

47 (5) CBRL 5.5, 2



M State  {he meaning  of Visual

Merchandising.
) State {he meaning of Market
Segmentation.
() Write 110 principles of Store Design.
(v)

What are the staple merchandise ?

3. Answer the following : (any four)

() . Write a note on Consumer Involvement.
5

() Explain the different consumer
behaviour roles. 5

(i) Explain the Nicosia Model of Consumer
Behaviour. 5

(v) What is Market Positioning? Explain
any two positioning approaches.

2+3=5
(v) Write five services offered by the
retailers to the consumers. 5

(vi) Explain the various classifications of
Industrial Goods. 5

4. Answer the following : (any five)

() Explain the nature of Consumer
Behaviour. Explain the various
economic determinants of Consumer
Behaviour. 4+4=8

47 (5) CBRL 5:5/G 3 Contd.



‘ % A
i | O
ools used in Visua]} AN
DT the major 100 |
W ' I?Hilx?ﬁgldising. Wwhat are the common

. ore Display ? .
errors in crealing a Sto 4+4=8

(i) Write and explain the .different kmdg
of retail pricing strategies.

' loping sales

iv) Explain the process of deve
v fo}f‘gcasts. What are the different types
of merchandise ? 4+4=8

(v) Write and explain the various tools of
sales promotion. 8

(v)) Explain the environmental factors

affecting Organisational/industrig]
buying behaviour. Explain the

(vii)

(a) ’Managing existing Product
(b) Difference
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CONSUMER' BEHAVIOUR AND

RETAILING
Paper : 55
Full Marks : 80

Time : Three hours

The ﬁgures in the margin indicate
Jull marks for the questions.

1. Answer the following: 1x10=10

(A) Fill in the blanks:

(1)

i)

(iti)

Engel, Blackwell and Miniard
(EBM) Model was first introduced

in. : - (}968/1969)

Concentrated marketing focuses/
on segment out of many
possibilities. (ory/ two)

refers to all the complex

states or psychological processes.

(Perceptual constructs/Learnifig
constructs)

Contd.
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' il v i 4
i AW ¢4 . 1% ol :

(iv) Markdowns are -ttty
in the retail price. (t p(’r!@‘
permanent) | i ary

v) management focu Seg
planning and controllmg tor,
retailers /inventories. (Retal?i
Merchandise)

o 1 R
(B) State True or False:

(vi) Retailing is an open mark‘eting
.concept. /<

(vi) The modern retailer believes m
large volumes at low margins. Y

(viii) Market penetratlon is concerned
with expansion of sales of ex13t1ng
products 1n existing markets. 'y

»(zx) Industrlal goods are classﬂ' ed into
five categories. - g

(x) Training program is a trade-
oriented promotlor)
| /

2. Answer the following : | 2x5=10
(i) What is Consumer Involvement ?

(ii)  State the meanlng of Consumer'
Behavmur

47 (Sem-5) CBRL5.5/G o



N

(tii) Write two points of distinction between
Industrial Markets and Consumer

Markets.

(iv) What is Monosegment Positioning ?

(v) What do you mean by Retail Park ?
>

@

(@)

(iii)

(iv) -

@)

(vi)

47 (Sem—5)-CBRL 5-5/G

Answer the following : (any fowur)

What is Differentiated Marketing
Strategy ? Write two advantages and two
disadvantages of

differentiated
marketing strategy.

2+3=5
Explain the Economic Model of
Consumer Behaviour. S
Explain 'the different types of
Merchandise. S

Explain the major pri
Design.

I??ple‘s of Store

u\."\ S

What is Visual Merchandising ? Write
. some 1

tools

use /d
Merchandising.

\_//

in

"N

Visual
2+3=5
Write the differences

between
Organizational Buyers and Final
Consumers.

S5

3 Contd.



T M. s,

e following : (any five)

involved in the\
p® 8

4, Answer th
] ' te
i) Discuss the st
v “Consumer Buying Process.

he various factors affecting

' i) Explain tr : ‘
@ Organizational Buying Behaviour. 8

(i) What is Retail Pricing? Expla1n+6til8e
various pricing strategies. 2

(iv) Discuss the various Market Positionin8g
Strategies.

. () What is Sales Promotion ? Explain the

various tools of sales promotion.
| 2+6=8

(Vi) What is Retail Trade ? Explain the
various types of Retailers. 2+6=8

(vii) Explain the various stages involved in
Merchandise Planning. f%)c{) 8

(viii) Write short notes on - fany two)
‘ | 4+4=8

(@) Product Rétail

e ing s S N
Retailing, T €rvice

(b) Sociological

47 (Sem-5) CBRLS:5/
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CONSUMER BEHAVIOUR anD
RETAILING

Paper : 5.5
Full Marks : 80
Time : Three hours

- The figures in the margin indicate
Jull marks for the questions,

. Answer the following :
(A) Fill in the blanks: 1x5=5

(1) has the greatest expertise
in acquiring and evaluating the
information. - (Influencer/Gate-

keeper)

(i) Industrial goods are classified into

categories. (five/six)

Contd.



f 1 V5=

(iii) means buying goody i

large quantity and break them into
smaller sizes according to the

customer requirements. (Assorﬁng /

Bulk-breaking)

(iv) consists of a cluster of free-
standing stores. (Retail Park/
Shopping Mall)

(v) Fixing of prices at premium is
known as ___ . (skimming

pricing/penetration pricing)
(B) State True or False : 1x5=5

(vi) Adaptive positioning consist of
periodically repositioning a brand
to follow the evolution of the

segment’s needs,.

47 (5) CBAR 5.5/G 2




(i) Enduring involvement occurs

when the level of consumer
involvement towards a product or

Service extends over a period of

time.

(viii) Fad merchandise are characterised
by fluctuations in demand

according to the time of year.

(ix) The Nicosia Model tries to explain
buyer behaviour by establishing a
link between the organisation and

its prospective consumer.

(x) Service standard is a continuous -
process of selecting the best
practices and services against

which to judge.

47 (5) CBAR 5:5/G 3 Contd.



|
2. Answer the following: 2x8, 1 d

() What is Consumer Behaviour ?

(i) What is Undifferentiated Marketing
Strategy ?

(ii) Write two major advantages of Sajeg

Promotion.

(iv) Write two major components of social

and legal environment.

(v) Explain the Basic Stock Method of

Inventory Management.

3. Answer the following : (any four) 5x4=20

(1) Write the various steps involved in new

product development strategy. S

(i) Explain the various Consumer

Behaviour roles. S

47 (5) CBAR 5-5/G 4



(i) What is Consumer Involvement ?

Explain the various types of

involvement with suitable examples.
2+3=5

(iv) Differentiate between Product Retailing

and Service Retailing, S

() Explain the Learning Model of

Consumer Behaviour. 5

(vi) What is Inventory Planning ? Explain the
important factors to be considered while

estimating inventory requirements.

2+3=5

(vii) Write a note on various tools of Sales

Promotion. S

47 (5) CBAR 5:5/G S Contd.




4. Answer the following: (any flve)  8xs, q

() Describe the various factors)'l

determinants of Consumer BehaijUr}

8

(i) Explain in detail, the various stepg
involved in the OrganisationaJ/

Industrial buying process. 8

(iii) Describe the various Exterior and

Interior elements of Store Design. 8
(iv) Write notes on the following: 4+4=8
(a) Visual Merchandising

(b) Different retail pricing strategies.

(v)  Explain any four essential conditions
of successful market segmentation.
Describe the different market

segmentation strategies. 4+4=8

47 (5) CBAR 5:5/G 6



(vi) State the meaning of Market Positioning

Strategy. Explain any six market

positioning strategy. 2+6=8

(vii) Write any two characteristics of
Consumer Behaviour. Explain the
Engel-Kollat-Blackwell Model of

Consumer Behaviour. 2+6=8

(viij) Answer the following: (any two)
4+4=8

(@) Four points of distinction between
Industrial Markets and Consumer

Markets.
(b) Different types of Store Layout.

(c) ’Iype‘s of Merchandise.

47 (5) CBAR 5-5/G 7 700



Total number of printed pages-4
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2021
(Held in 2022)

CONSUMER BEHAVIOUR
Paper : DSE-II (BBA-HE-5046)
Full Marks : 80
Time : Three hours

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

1. State whether the following statements are
true or false : 1x5=5

(a) Skimming pricing method focuses on
what is the consumer willing to pay. [

(b). Demographic segmentation is not a part
of market segmentation.

(c) Perceptual constructs refers to all
"~ complex states of psychological process. ﬁ

(d) User is the person most directly
involved in the use or consumption of

the purchased product. /,-

Contd.



(e) Nicosia model of consumer ’behaVidu
was developed in the year 1965,

() HEUD (R-A8H) T
2.  Answer in short : O 1><5~5
(a) Industrial goods are,classified into hoy,

(b)
(c)
(@)

(e)

many catagorles ? C? )
Who is a consumer ? |
What is product mnovation ?

How many stages are there in Enge],
Kollat and Blackwell model ? §

Whois ‘an ‘opinion leader’ ? |

3. Answer the following questions : fany five)

(a)

(v
(c)

)

()

2x5=10

What do you mean by ‘reference

- group’s ?

What is consumer involvement ?

Give the def1n1t1on of ‘industrial
marketlng

erte any two techniques of managlng
existing product,

erte two PSYChologlcaI determlnants

of consumer behaviour.
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10 State two points of distinction /between

lrldustrral markets and consumer
: markets |

5 Answer the followmg (any four) |
-' 5><4 20

(@)  What is consumer behaviour ? Mention
different consumer behaviour roles.

(b)

Briefly discuss the Nicosia model of
consumer decision-making.

(c) Briefly discuss Murray’s list of
- psychogenic needs.

‘T(d) leiat is product diffusion ?

(e) Explain the leading model of consumer
behaviour.

() Mention the essential conditions for
successful market segmentation.

5. Answer the following : (any five) 8%5=40

(a) Explain in detail, the various steps

involved in the industrial buying
Process.

(b) What are the determinants of consumer
behaviour ? Discuss in detalil,
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(c) Write notes on the following @ 4+4=8

(i) Determinants of social class

(i) Different types of reference groups

(d) Discuss the stages of consumer
decision-making process.

(e) What is sales promotion ? Discuss the
factors affecting need of sales
promotion. 2+6=8

() Discuss Engel, Kollat and Blackwell
model of consumer behaviour.

(g9 Who are organisational buyers ?
Distinguish between organisational
buyers and final consumers. 2+6=38
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