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NOTE: 
Q.1 is compulsory, attempt any four questions from the remaining. All questions carry equal marks. Phones and other Electronic Gadgets are not allowed.

Q.1.
Objective question

1. _____________ is the buying behavior of final consumers. 

a) Business buying behavior

b) Consumer buyer behavior

c) Global purchasing

d) Reseller buyer behavior

2. Which of the following would correctly be labeled as a cultural factor that would influence consumer behavior? 

a) Social class.

b) Family.
c)  Lifestyle.
d)  Reference groups.

3. Basic needs such as hunger and thirst are called: 

a) Safety needs.  b) Psychological needs.
c) Social needs. d) Physiological needs.

4. The behavior that consumers use to search for, purchase, use, evaluate, and dispose of products is known as: 

a) social responsibility b) consumer behavior

c) organizational behavior d) marketing research

5. The study of consumers as they exchange something of value for a product or service that satisfies their needs is the definition of ________.

a. sociology 

c. consumer behavior 

b. marketing research 
d. psychology

6. Large firms often divide their organization into groups or _________ that market a set of homogeneous products to a set of homogeneous market segments. 

a. market segments 
c. administrative sections 

b. policy groups 
d. strategic business units (SBUs)

7. The first activity in any act of consumer behavior is

a. search 
  

c. recognizing needs

b. evaluation of alternatives
d. purchase

8. Friends, family, and co-workers would all be considered ______ groups, if they have a significant effect on consumer behavior.

a. reference 

c. credential

b. endorsement

d. expertise
9. __________ is the process of dividing the total market into segments and then targeting specific products at selected segments.

a. Marketing division 
c. Market segmentation

b. Population sampling 
d. Market channeling
10. The "mental location" to which a consumer assigns a product in his or her mind is called that product's___________.

a. extension
c. image

b. position
d. formula

11. When a market is segmented based on consumers' behavioral processes, consumer decision making and ___________ may be used as bases of segmentation. 

a. demographics 
c. perceptions

b. lifestyle

d. value systems

12. The unique pattern of shared meaning that characterize a society and distinguish it from other societies is the definition of ___________

a. marketing 

c. culture 

b. sociology 

d. subculture

13. If a company uses one marketing mix throughout the world, that company has chosen a_________ marketing strategy.

a. localized 

c. differentiated

b. global 

d. concentrated

14. The underlying beliefs regarding what is important and how people should live are called cultural__________.

a. norms 

c. action rules

b. values 

d. laws

Q2.
Explain the principles of (a) classical conditioning theory and (b) instrumental conditioning theory.  How 
can they be applied to the development of marketing strategies?
Q3.
What is consumer behavior? What is the difference between organizational buying and consumer 
buying?
Q4.
What is the relationship between a drive, a need, and a want? List the primary needs displayed in 
Maslow's hierarchy of needs. Give an example of a product that fits each need. 
Q5.
Does opinion leadership influence a consumer’s need or want?. Explain yor answer with justification.

Q6.
Compare and contrast the various levels of consumer decision making process.
Q.7
What is culture? List three dimensions social scientists use to describe a culture and give an example of 
each.
Q8.
What is a ritual? Describe three kinds of rituals and give an example of each.
Q9.
What is the difference between an absolute threshold and differential threshold?
Q10.
Write short notes;

a) Organizational Buying Behavior

b) Consumer Research Process

c) Can consumer attitude be change towards brands?
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