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1.
Case study (Compulsory):

Vinod has bought a new apartment. His family wants to replace their existing desktop television with a fully loaded LED Plasma television that matches their new house. They have been contemplating on price, dealers, brand, features and several other features for long. 
Question:

Discuss, keeping the buyer behaviour concept in place, what is the typical process through which they can / will decide the brand to buy. Illustrate your answer with examples and explain the consumption related roles of the family members in the buying decision process of a television. 
2.
If it is true that motivations and behaviour can be understood through research, it is also true that the marketer now has greater ability to influence the consumer than would have been the case in an earlier era? Discuss.
(OR)
3.
From market analysis to market strategy: where does consumer behaviour fit?
4.
a.
What is impulse purchase? What are the types of impulse purchases that consumers 
make? 

















(12)

b.
Bring out any four consumerism issues arising out of impulse purchase. 


(8)
(OR)
5.
Explain why people shop; what are the motives that seem to be relevant in consumers shopping, and how do consumers evaluate retail stores?
6.
a.
Families use products even though individuals usually buy them. What are the individual 
and spousal roles in family purchases?  










(10)
b.
From information search to final decision, what are the husband-wife influences in decision making? 














(10)
(OR)
7.
How does the changing family and household structure influence consumer behaviour? What evaluations would marketers and consumer analyst make about the changing roles and the new androgynous consumer?
 

8.
a.
Although water is free, many consumers chose to pay. What needs do you think consumers 
are seeking to satisfy when they purchase bottled water?  






(10)

b.
How do differences in need priorities influence consumer behaviour?  



(10)
(OR)
9.
a.
Are there really differences between consumption patterns of different social class groups? 




















(5)

b.
What variables determine an individual’s social class? 






(10)

c.
How does social class affect consumer behaviour? 







(5)






