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COURSE OBJECTIVE: The course of Consumer Behaviour aims at enabling students to
understand the process of consumer behaviour, issues and dimensions, various internal and
external factors that influence consumer behaviour and to apply this understanding to the
development of marketing strategy.

COURSE OUTLINE:

UNIT TOPIC CONTENT OBJECTIVE METHODS AND

TECHNIQUES

SOURCES

I Consumer
Behaviour

Determinant
s of
Consumer
Behaviour

Nature,
characteristics,
Scope, Relevance
& Application;
Importance of
consumer
behaviour in
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Behaviour Role
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Consumer
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Influence of
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J. B. Roger,
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Learning
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Pearson (Global
Edition)
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Strategy

Question Bank

Short answer type questions:

1. Meaning of consumer behaviour.

2. 2.Importance of customer satisfaction.

3.Role of consumer values in buying decision.

4.Meaning of e-CRM.

5.Need for researching consumer needs.

6.Meaning of cognitive dissonance.

7.Nicosia model of buyer behaviour.

8.Howard Sheth model

9.Online customer behaviour.

10.Define Perception.

Long answer type questions:

1.What is attitude change.Discuss the various attitude change strategies that are adopted by
marketers with relevant examples.

2.Discuss the role of reference groups and family on consumer behaviour.
3.What is cross cultural consumer analysis? How can a multinational company use cross cultural
research to design each factor in marketing mix.
4.Provide an overview of the consumer buying process. Provide a brief explanation of the major
influences on consumer buyers.
5.Differentiate between selective perception and Halo effect. What is the role of two in consumer
behaviour?

6.Explain in detail the determinants of consumer behaviour giving relevant examples.
7.Differentiate between online consumer behaviour and general consumer behaviour. Highlight
the importance of studying online consumer behaviour.
8Highlight the scope of consumer behaviour. Discuss the need and importance of studying
consumer behaviour.



9.Define perception. What factors influence perception.What are the barriers to
perception.
10.How can knowledge of motivation theories help marketing managers?


