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( Honours )
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Marks : 75
Time : 3 hours
The figures in the margin indicate full marks
_for the questions
PART—A
( Marks : 15)

Answer five questions, taking one
from each Unit

UNIT—I

1. What are some of the benefits of customer
segmentation? 3
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: (2)

What i
1s the scope of consumer behaviour? 3

needs wi _
th relevant examples. 3

4q. What is
B consume . . .
always dynamicp T motivation? Why is it ,

A
‘ UNIT—111

es ¢
the ‘evoke set’ refer to? 3

y desc
consumer polsze the possible outcomes of
Purchase progyct evaluation.
- UNIT—1v
7. What o
tis prim
ary dats
advantageg of runta? What are some of the
ary datq? 3
8. Write
2 brief :
sCal e note on . ;' !
. Paired on
comparis 3
D9/1689
ed):

(3)

UNIT—V

9. Calculate the median for the following data : 3

Marks | No. of Students
10-15 7
15-20 10
:20-25 13
25-30 " 26 ‘
30-35 35
3540 22
10. Calculate the arithmetic mean for the
following data :. . . 3
Class Interval | Frequency
40-50 5
50-60 4
60-70 7
70-80 6
- PART—B
( Marks : 50)

Answer five questions, taking one from each Unit

UNIT—I

11 What is consumer pehaviour? Discuss the
| of understanding consumer

importance :
:)Izlrl:aviour with reference to present-day

' 2+8=1

markets. 0
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12.

13.

14.

18.

16.

17. . i
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(5)

(%)
Briefly  explain  ho . 18. Describe the process of sampling. What
segmentation variables he:;;’; mariiﬁ?gr:gzg are the advantages and disadvantages of
their knowledge of consumer behaviour. 10 sampling? 7+3=10
UNIr—Ii UNIT—V
Discuss the prod . ..
a key rolep in ui(:;ll::r a.Ctenstlcs tl?at p’.lay 19. The following table shows the sales and @
process. neing  the  diffusion 10 promotional expenses of a firm for eight
1 consecutive quarters :
Describe the differ :
. ent stages of Quarter Sales Promotional expenses
tat?olﬁlon. process. What aregthe dra:g;sclllc??); ' (in lakh) (000 in rupees)
¢ traditional consumer adoption process? 1 190 ;g
= 2 80 -
7+3=10 3 60 a0
UNIT—III 4 120 S0
Briefl . ‘ 5 150 .60
corfstfme;‘pl%mhth? factors that can influence 6 90 - 40
stage €haviour at the pre-purchase 7 70 20
* 8 130 ] __60 .
With the he} TSR T e ession, estimate the
pofadi . Using linear Tegr ' .
types of consumer baf;;lngl’ ::;:qbe the four expected sales if the promotional expenses is
viour. #90,000. 10
UNIT—
W IT—IVv 20. (a) Briefly explain the general procedure for
t’olllth the help of examples, bri . . hypotheses testing- What are type I and
owing sampling techn-’ riefly explain the 10 type'II errors -in hypotheses testing? .
@ Stratifiog iques : 4+3+3=1 o . 5+3=8
o 1ed ra ) - :
B Mol ndom Sampling What is cluster analysis? 2
) Quota sampjin, |
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21.
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‘a commercial area,

. Present Services

(6)

PART—C
- (Marks : 10)
(Case Study)

Jezz & Molly is a family themed restaurant,
operational for the last 25 years. Situated in
it caters to numerous
€ restaurant is spread
banquet hall and a huge
. has parking facilities,

customers daily. T,
over 3 floors, with a

owner gauge

h » 88 we]] gg services they
might expect in fut

ok
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