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NOTE: Q.1 is compulsory, attempt any four questions from the remaining. All questions carry equal marks. Draw labeled diagram where necessary. Phone and other electronic gadgets are not allowed.
   
Q1: Objective Questions (Provide answers on your answer sheets)
a) Family members can influence decision making  of consumer 

· True/False 

b) Need recognition is the last step of consumer decision making process

· True /False 

c) Negative drives are referred to as: aversions or fears
· True /False 

d) A relatively permanent change in behavior which comes with experience is called _________________

e) The amount of money involved in organizational purchases are high

· True/False 

Q2. Discuss the difference between organization decision making and household decision making? 

Q3. Elaborate the influence of demographic variables on consumer purchase behaviour? 

Q4.  How social class affects consumer behaviour in a market place? 
Q5. Discuss classical conditioning theory of learning?

Q6. Explain factors influencing consumer adoption process?

Q7. Elaborate the Psychoanalytic theory of Personality?
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