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sheth model is a

7) Resistance to
a) Advertising b) Internet c) Change d) Motivation

is a family life cycle stage characterized by working couples having children
belov' 6 years of age ru)
a) Full Nest II b) Full Nest I C) Empty Nest II d) Full Nest III

8)

Q.2)A) Why is consumer profiling important COI (U)
B) What are dilferent fypes of consumer behavior, Explain in Brief

C)Discuss features institutional consumers COI (A)
D)Write a note on consumer involvement Col (R)

Q1.B) True or false (Co1,2,3) (7M)
l) Consumer behaviour is the comer stone of marketing strategy (U)
2) In complex buying behaviour, consumers are highly involved rvith purchase. (R)
3) Physiological needs come after meeting the safety needs. (A)
4) Perception is way of describing a consumer categorically so that they can be

grouped for marketing (R)
5) Culture prescribes the idea standards of behavior (R)
6) Consumer behavior does not change rvith social class (U)
7) Decision making is cognitive process (U)
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Q3A) A) Deiine AttitLrcle Discriss its function CO2 (A)
B)L-xplain the characterislic of conslrmer lealning C02 (R)

OR
C)Explain Masiow's need ior motivation CO3 (A)
D)Explain Freudian psychoanalytic theory CO3 (R)

type ol
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(7N4)
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Q5) Write short notes (any 3)
1) Merits and Demerits of Brick and Mofiar shopping
2) Consumer decision naking process

3) Personality and its chalacteristics
4) Consurner Needs
5) Distinguish behveen E buyer and Brick Mofiar Shopping (A)
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