
)

AU-l612

M.B.A. (Semest€r-lll) Exsminstion

CONSUMER BEHA}'IOUR

Paper-MBA/3203/M
'limo : Threc tioursl [Maximum Marks : 70

Notc :- (l) Attempt ALL questions.

(2) Figurcs to thc right indicate marks.

SECTION_A
(a) Uhat is 'lndustrial Iluying' ? How is it different tom 'Consumer Buying' ? Explain in detail

the factors influcncing the Industrial Bulng Behaviour. 14

OR

(b) What arc thc various stagcs ofthe Consumer Decision Making Process ? Explain in detail
with suitablc diagram and cxample. 14

SECTION-B
(a) llow various intcmal and extemal factors affect Consumer Behaviours ? 1

O) What types of I-evel of lnvolvement would you apply for the following product buying
decisions. Justifr :

(i) Mobile Phone

(ii) Tooth Paste. 7

OR
(c) Discuss Nicosia Model ofConsumer Behaviour. 7

(d) Critically, cvaluatc your latest decision olpurchase offootwcar, What evaluation crit€ria do
you use when you purchase footwear ? How do these differ, if at all, from those used by
others in your family ? Discuss. 7

(a) Describe 'Cognitivc Dissonance Theory' of attitude. What strategies a marketer should
adopt to reduce post purchase consumcr dissonarce ? 1

(b) Quote at least two cxamples for the following iimctions u,hen used as attitude change st'ate$/.
Jusdry the answer :

G) Valuc cxpressive

(ii) Utilitarian 'l

OR

l
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(c) Whatis Adoption of Innovation' ? Explain the categories of 'Adopters' in the process of
diffusion ol innovation. '7

(d) State \lhelhcr a consumer involves in 'Nominal' decision making or'Extcndcd' decision

making whilc purcha.sing following producls. Justiry :

(i) A new house

(ii) A tea poudcr packet. 7

(a) What is 'Diflirsion of Innovatiofl' ? Discuss thc steps in the process ofDiffusion and Adoption

oflnnovation. 7

(b) Computcr rnanulactudng compaties are adopting vaious marketing strategies to target customers

at vaious staggs of hmily lifc cycle. Explain any hvo prodEts ofu by computer manufacturing

companies to validatc thcsc strategies. 7

OR

(c) "An opinion lcader has diffeEnt characteristics than others." Justiry the statement. 7

(d) Explain thc roles played by members ofa nuclear family with two young collcgc going

children involvcd in purchasing following products :

(i) Washi:rg machine

(ii) Car. '1

SECTION-C

In 2014, 'l hc Grand Shopping Mall ofPatil Group has opened their second mall in Maharashffa.

Both the Shopping Malls opened in devcloping cilies, where the rates ofreal estate are under

contfill

The objective ofshopping mall rvas to seLl bulk stock to the wholesaler, distributors or retailers

than thc individual cuslomers arrd hence they issued identity card to the custome.s having shop-

act license (rencwcd). 'lte mall got overwhclrning response, and regisered amund 50,000 customers

within three months.

The shopping mall introduced ftuits, vegelables, groceries, dairy products, cosmetics, stationcrics,

consumer dumbles, clothes under one roof. The purchasing pattem was conditional with minimun
quantity sales ol each individual item or minimum purchase ofRs. 1,500/- and abovc. l hc price

ofthe items was kept chcapcr than retail prices in the shops.

5
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Since the products are cheaper in the storc, most ofindividual custome$ took identity card of
the sto.e by showing reference shop-act lictnse, though thoy are not traders.

After one year down the operation, The Crrand Shopping Mall observed that, the customer flow

has reduced in thc store, 6nd most ofcustomers have not renewed their identity card nexl year

Those customers who are coming to store now buy the items in bulk whereas previously thc no.

ofcustomers werc morc but buying behaviotu pattem of items was as per the need of small family.

In all, Store Manager is more happy. According to him, the customers are morc selectivc and

tumover ofthe shopping mall increased double during the cunent financial year.

Qu€stions :

(a) Anslyse the case. 4

(b) In above casc, has shopping mall done consumer behaviour audit ? Justify the answer

5

(c) Suggest marketirg strategies for the local wholesaler and distdbutor of grocery shops to

count€r thxeat from big shopping mall. 5
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