50, will be treated as malpractice.

, compulsorily. draw diagonal cross lines on the remaining blank pages.

2. Any revealing of identification,

Important Note : 1. On completing your answers,

appeal to evalgatof and /or equations written eg, 42+8
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Third Semester MBA Degree Exammatlon June/July 2018
Consumer lehawor

Time: 3 hrs. Max. Marks:80
Note: 1. Answer any £o :r'q”uestionsfrom Q.No. I to Q.No. 7.
2. Question N ‘8. is compulsory.
1 a. Whatdo you mean by Consumer Behaviour? (02 Marks)
. Explain Maslow’s hlemrchy of needs in detail. (06 Marks)
c. Explain in detail the Dvnamlcs of perception. (08 Marks)

tween Consumer and Customer. (02 Marks)

2  a leferentxatc k
b. Explain the” “dimensions of brand personality. (06 Marks)
c. Describe the Pavlovian model of classical conditioning. (08 Marks)
3 a What are the benefits of consumerism? (02 Marks)
b. -Explain the elements of learning in brief. (06 Marks)
~¢. Describe in detail the nature and characteristics of Indian Consumer. (08 Marks)’
4 - a. Enlist the four views of consumer decision making. ; ;;(QiMQrks)
2" b. Write a brief note about consumer movement in India. - . (06 Marks)

¢. Give a detailed account of Elaboration Likelihood Model. (08 Marks)

5  a. Represent the Tricomponent Attitude Model with a diagram. (02 Marks)
b. Explain the stages in online decision making. (06 Marks)
c. Illustrate with example the three types of CRM. (08 Marks)
6 a. Mention any two differences between Qualitative and Qua‘ { ative Research. (02 Marks)
b. Give a brief account of stages in adoption process. (06 Marks)
¢. Describe the elements of diffusion of innovation in dclai; (08 Marks)
7  a. Explain the concept of Market Moverns. ot % (02 Marks)
b. Describe the different types of Reference groups \‘ (06 Marks)
c. Explain the family life cycle and marketing. strategies in detail. (08 Marks)

8 CASE STUDY (Compulsory ) :

The marketer has to learn about the needs and changing of the consumer behavior and
practice the marketing concept. L“evl Strauss & Co were selling jeans to a mass market and did
not bother about segmenting the market till their sales went down. The study into consumer
behavior showed their greatest market of the baby boomers had outgrown and their needs had
changed. They therefore \éme out with Khaki or Dockers to different segments and comfortable
action stocks for, cbns{tmers in the 50 age group. Thus by separating the market and targeting
various groups: and fulﬁlhng their needs, they not only made up for the lost sales but for both
men and woirien, starting wearing jeans in greater numbers. The offering given by the company

must be eﬂlarged to suit various segments. For example.
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Wagon R, Gypsy , Baleno etc.

Questions :

a. Which is the right target group for L@ , (04 Marks)
b. How should the product be posmoned n’mlnd of the consumer9 (04 Marks)
¢ Develop the rlght marketing strate\gv for this product. (04 Marks)
d. 1 (04 Marks)

ek kk

CMRIT LIBRARY
BANGALORE - 560 037




