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Syllabus
Consumer Behavior

[SUHIGT ATER]
BBA-3d Year
[MARKETING GROUP]

MAJOR [T fawq |
Time : 3 Hour | %
Max Marks : 70+30=100] [Min. Passing Markss

UNIT - FIRST T
&

Introduction to Consumer Behavior, Concept, Scope and their applications. ation search

n.

Process, Evaluative Criteria and Decision Rules, Building Customer satisfac
SUHISKIT UAER DT URY, YR, & Td SIuIT, a1 ISl Ufchar Hewi
fam, Tmee Tqfy fAmfor | 9 %

T4 fuig &

UNIT - SECOND

ecision rules: Economic man,
umer Decision making, Nicosia

T4, URITEA, SHIRMAET, HNICaa,

Consumer Decision Making Process, Four views of Cons
Passive man, Emotional man, Cognitive man. Models
Model.

ST e wferan, Iudiiaar foie IR @i
SuHier ol wfsean Afsa, i@ s

UNIT - THIRD

Consumer Motivation, needs and goal O&Ve and Negative Motivation, Dynamic nature of
Motivation, Consumer Perception, ual Frame Work. Cultural Influence, Dynamism of
culture.

JUHTEIT UROT, 3MaRIhdl U TATHRIAS SHURT, TR HT TR Upfa,
JOHIFT 3faaleH, 3d | TP ide YHTd, A¥pid Pt ATUSHT|
/\? UNIT - FOURTH T

héinge. Influence of personality and selfconcept on buying behavior.
5, 'Diffusion Process, the Adoption Process.

, i BT YU U9 T HdgR P W. SHAYRUN, TdER U9 UGRU|

ufoedn, 3@
\ UNIT - FIFTH
ol

Consumer attitude _g

5]

roup influence, profile of consumer's opinion leadership, Industrial buying behavior,
M awd Consumer Protection.

THTE, ITHIET AT A, ST Y a8, CRM Td SUHTaT TREMT |
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BBA-3d Year
[MARKETING GROUP]
Consumer Behavior
[SUHIHT HATER]

Exam Oriented Important Question

gefuantt vyl uy A

[ UNIT - FIRST | @O

SUHIGAT UIER BT YR

1.

1.

5.

%
>

Introduction to Consumer Behavior (@D

What is Consumer Behavior? Explain its concept and scope. %
SUHIII HAER T 8?2 THD! TR T & o1 SHRSAT Hiford |
Discuss the applications and importance of Consumer Behavior. \\)

ST TAER & AN Td A8 &1 i il | E

Explain the information search process of consumers.

ST &1 T Wil UlehdT ol THST|

What are evaluative criteria and decision rules? \'
i AFES Td e & Raa s g2 %%
Explain the concept of customer satisfaction.

TEh P B AR FHIATST| %

How can customer satisfaction be built and t ined?
U5 TS BT 0T Ud TRermr H fasar oy 8
[ UNIT - SECOND

Consumer Decision Making Proc SSQ
e Frofae e QQ“
cisi aking process.

Explain the consumer
ERUCINELEE| I

Describe the four4i consumer decision rules.

[ T quiT BIfoTT |

of Economic Man and Passive Man.

B BT SR FHETST

wihonal Man and Cognitive Man models.
Td BTIed 1 Hisd &1 =i Bt

plairr the models of consumer decision making.

fuia ufshar & Argel &1 e S|

scribe the Nicosia Model of consumer behavior.

JUHIIT TR P MPIRAT His e T gulH HIFTT|
UNIT - THIRD

Discuss

Motivation, Perception and Culture

TROT, SqaiY Ud Sepid
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1. What is consumer motivation? Explain needs and goals.
SUHISKIT IR T 87 RT3 Td ded] ol qHesy|
2. Differentiate between positive and negative motivation.

IJHRIAD Td THRIAD THURUT H 3 WP HIfoTg |

3. Explain the dynamic nature of motivation.

SFHTRUT bt TN Uepfd B Re ifoy |

4. What is consumer perception? Explain its conceptual framework. '\Q)%

IUHIIT Sqae T 87 SID HIYRUNHD WY ] JHZY|

6. Explain the dynamism of culture.

epTa & TR Y AR AT C’J
UNIT - FOURTH

5. Discuss the cultural influences on consumer behavior. Q
I FIER W I UHTEl & I i (@

[ c—

Consumer Attitude and Innovation

mﬁwaﬁ‘wﬁr@mﬂ Q

What is consumer attitude? Explain its formation and
TN Sl o 52 Idb 0N Ud ufRad o

2. Explain the factors influencing change in consu

SUHIERT BT H URad D1 gHIdd B a1
3. Discuss the influence of personality on buy
Y IR WR SHfckicd & UHTI I ==l |
4. Explain the role of self-concept in co
SUHIeT SHAER H W-3AYRUI b
5. What is diffusion of innovatio
TATAR] BT TRGRUT T 82

6. Describe the adoption pr new products.

T IdTG] B SAURT (Adoptidh) Tfehar &1 9ol SifvTe|
\) UNIT - FIFTH

ehavior.
I
in the diffusion process.

B TRAT FHITU

Reference Grou '\sﬁ?al Buying and CRM
e uig, agR Td CRM

1. Explainr nce group influence on consumer behavior.
R HeH Tg & TH1E I aHRU|
2. sCxiPe the profile of consumer opinion leadership.
% T A &) TRl BT g BT
3. \What is industrial buying behavior? Explain its features.
\) 3N T TAER T 52 3HD! AT FATLT
?»4. Differentiate between consumer buying and industrial buying behavior.

IUHIIT Y UG 3NeTh Y TaER | 3iak WY Pl

5. Explain the concept and importance of CRM.
CRM & 3[d¥RUM Ud Hed | TS BT

6. Discuss consumer protection and its role in marketing.

SUHTGT TREMUT TG Tq00H T ST YA i g Bitod |
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NP-157
Roll No...ooveiiiiiienns
250015/10/15/20
April 2025
B. B. A. Third Year (4 Y. D. C.) Examination
SUHIHIT IAER

CONSUMER BEHAVIOUR CO
DSE I (Marketing) »\

Sub Group Paper SA -2

Time 3 Hours]| [ @r s 70]

1 arks 25]
e : Gt wus sifard | | 9t & e sfw faaRor diemn ueas § g=iid SR gt EIEICY
fore 60 e sifafad wwg fear S|

fayfaerea & U ofe faavur & ufkad &1 SfIeR REG 5 Y‘»
v@ uestion paper. The

Each section is compulsory. The marks distribution is same as show
blind students will be given 60 minutes extra time. Q
University has all rights to change the distribution of marks. \
[6x1=6] C/\)O
Wus 3 :
Section A : Obj e@ estion
e g Uy SfHard € Q%

All questions are compulsory.

......... is nothing bt willingness of consumers to purchase products and services as per their
taste, need and of,.co pocket :

(a) Consume ur

(b) Consu;ﬂer erest

(c) Consu ttitude
(

d) %@er Perception

N~ forlt aafad o1 SR, dTed! iR TdeR IR Y&y A UHai A Tdh | -
(@) Tpfa

3dIE () A
?\ ......... is one of the most basic influence on an individual’s needs, wants and behaviour :
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B e e g &1 a8 Afad § off o= PRI, I, Afadd a1 3= faRiwdrell & HRU gaRl
TR 1T STAATR -
(31) gfaural (&) dgef St
(3) I & A () FraToid YA Ryarst
The ............ is a person within a reference group who because of special skills, knowledge,
personality or other characteristics, exerts influence on others :

(a) Facilitator ’ >
b) Referent Actor \

(
(c) Opinion Leader Q
(d) Social Role Player Q

4. qﬁaﬁéw%%&ﬁmmﬁ dldl{ﬁﬂ@ﬁ%ﬁﬂ?ﬁﬂ”%ﬂﬁaﬁh@ﬁ K

(31) e @) Tofar v
() 3T () Hebd

If a consumer describes a car as being the “most economical e market”, then this
descriptorisan ............ :

(@) Rule %\,
(b) Attitude %
(c) Belief %
(d) Clue %
5., ﬁwm%m@wquaﬁw$aﬁﬁ%?ﬁw
g O daR 3ifdd =Y 9§ U db :
@) SUURTUIRAT (3 MY A
(@) s SdTE faerg ufshan
The ............... is the mentalpro through which an individual passes from first hearing
about an innovation to final adoption :
(b) Consumption Proces lC? Adoption Process
(d) New Product Deve pryent Process. c) Entrepreneurship Process

F ﬁaﬁhw%ﬁ@rwﬁwﬁ%&ﬁmm@m%aﬁﬁm

(31) TATHD S
@)Bﬂﬁgﬂt—i&rﬂ

Product Research
(d) Marketing Research

E' ’ ' [5x8 = 40]

Section B : Short Answer Question

U8 ¥ : AYI I UY
e gt uy sifFarf €1

Note : All questions are compulsory.
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1. IUHIT HIER &I URHINT HIFTE | SUHTGIT TR o ST D IR Dol |

Define Consumer Behaviour. Explain the dimensions of Consumer Behaviour.
S{YdT OR
%Y MUY UR Safekicd & UHTG 1 SRS SHifoT | SATERUI I |

Explain the influence of Personality on Buying Decisions. Give example.

2. VR Ufehdl o IR Ud dcdl P RS Siford | <é;o
\S

Explain the four basic elements of the Diffusion Process.

3ryar
H@ﬁ?%ﬁ@%@ﬁ?mmwﬁwmﬁﬁqmﬁam%? QQ

How do culture, sub-culture and cross-culture affect Consumer Behaviour ?

3. wﬁwﬁ@@ﬁ%ﬁﬁﬁmwﬁﬁﬁwﬁﬁve@ﬁwﬂ

Discuss the characteristics and uses of Nicosia Model of Consumer Makmg
S(YdT OR

RN SUHYRTT T 3R JUHIS 1 YRV TP 81§ 2 30 ﬁﬁ?ﬂ%w
<ifo

Are ‘Consumer Attitude” and ‘Consumer Perception’ th Give logical reasons to

support your answer.

4. QUM HTER B JHIH P [T TR T w@aw%?mﬂﬁa
HHLARU
What are the various sources for collecti ormation to understand Consumer’s
Behaviour ? Explain with examples.

3{YdT OR
Wﬁww%?ﬁwmw@ o X8t fafire Ted Tqg srdic o € 2 Jarevu ufga

HHLATRU
What are Reference Grou@t are the various reference group appeals being used by
1

marketers ? Explain wi es.

8 2 SUHIaT TR&0T URwe! @ YfHnT R g 2

d by Consumer Protection ? What is the role of Consumer Protection

5. JUMTedr IR0 Y

What do you
Councils ?
3{ Ydr OR

uﬁaﬁmmgﬁamﬁwﬁvhaﬁﬁqmﬁaw%?

$ eXerm Self-Images. How does it impact Consumer Decision Making ?
<<) [2x12 = 24]

v 9 : dswig uy

Section C : Long Answer Question

ﬁz.ﬁﬁaﬁu&ﬁ%waﬁm

Note : Answer any two questions.

1. “I0HIGA TIER BT SR fAUUH SfaeRon & Ffgd 817 IuHiadl TagR IR 3! Sfafdud
Uil DT LT B Pl AAAHAT IR I BT |
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“The discipline of consumer behaviour is rooted in the marketing concept.” Discuss the need
to study Consumer Behaviour and its interdisciplinary nature.

2. “IeRT” Y AU T I 8 ? THIId I¥T AT g ? SUHIGT Td8R & R Rigidl Bt sara
DIoTY| Iarerur iyl

What do you understand by “‘Motive’ ? What are Rational Motive ? Explain the Motivation
Theories of Consumer Behaviour. Give examples. %

3. 3NfufTe oy & uRvifta St sifafaa cied & aemr / fIRva i § 3R
S{AYROT BT ITINT HE HRAQ ?
Define Opinion Leaders. What are the traits / characteristics of Opinion Lea& how is

the concept used by marketers ? %

4. e O P UfHaT R R 2 JUHISRTT ST Ufa & Uie SR W Wﬁﬁm
What is Adoption Process ? Discuss the five stages in Consumer Adogtidh Process with
examples.

5. JuHiadl Fug o &1 ufesar & fafie =Rl | =i sifse
Y ToRdT § | SHTHS SRR T § 3R 59 Aa o

Discuss the various stages of the Consumer Decisi
through when purchasing a Laptop for the first

can it be overcome in this case ? O

ng Process that a consumer will go
at is Cognitive Dissonance and how
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