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GROUP – A

( Multiple Choice Type Questions )

1. Choose the correct alternatives for any ten of the following : 10 × 1 = 10

i) Customer satisfaction is a function of individuals 

a) perception 

b) motivation

c) personality

d) learning.           

ii) Benefits of customer retention are

a) loyal customers buy more product

b) loyal customers are less price sensitive

c) loyal customers spread positive word of mouth

d) all of these.           

iii) Opinion leaders influence people

a) directly 

b) indirectly

c) both directly and indirectly 

d) none of these.           

iv) X and Y theory of motivation was proposed by

a) Maslow 

b) Hergberg

c) Algyrus

d) McGregor.           
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v) The lowest level at which a person can experience a sensation is called as

a) nominal threshold 

b) absolute threshold

c) zero threshold

d) none of these.           

vi) The first stage in FLC is

a) Dissolution

b) Solitary survivor

c) Bachelorhood

d) None of these.            

vii) Creation of brand loyalty is an important part of

a) supply chain management 

b) sales management

c) marketing strategies

d) sales process.           

viii) Marketer should put efforts to

a) reduce Cognitive Dissonance

b) increase Cognitive Dissonance

c) sustain Cognitive Dissonance

d) ignore Cognitive Dissonance.           

ix) WOM is a part of

 a) communication

b) sales

c) distribution 

d) marketing research.           



CS/MBA(SUPPLE)/SEM-4/MM-406/09 5

 S-52005 ( 15/07 )   

x) Fast diffusion of a product depends on

a) product characteristics 

b) market characteristics

c) both product and market characteristics 

d) country of operation.           

xi) Household and family are

a) same 

b) different

c) different in India 

d) different in Bangladesh.           

xii) Market mavens are

a) opinion leaders 

b) sales persons

c) CEOs

d) retailers.           

GROUP – B
( Short Answer Type Questions )

Answer any three of the following. 3 × 5 = 15

2. Discuss the role of motivation in Consumer Behaviour.

3. State the concept of Family Life Cycle.

4. Briefly discuss the influence of culture on Consumer Behaviour.

5. Write a short note on 'Post-Purchase Dissonance'.

6. What do you mean by 'Reference Group' ? How do reference groups influence

consumer behaviour ?
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GROUP – C

( Long Answer Type Questions )

Answer any three questions. 3 × 15 = 45

7. What is Personality, and what are the three major theories of personality ?

8. How would you use emotion to develop marketing strategy for the following ?

a) Toothpaste

b) Washing Machine

c) Mobile set. 5 + 5 + 5

9. Elaborate the various factors that influence consumer behaviour with illustrations.

10. Identify the factors that influence consumer perception. What are the various types of

perceptual error ? 8 + 7

11. Examine the process of 'Organisational Buying Behaviour'. How does it differ from

'Individual Buying Behaviour' ? 
                  

END


