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Objective: The paper aims at enabling students to understand the process of consumer behaviour,
the various external and internal factors that influence consumer behaviour and to apply the
concept to the development of marketing strategy.
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Why contextual clue is of interest to marketers?

What factors affect the strength of learning

What is relationship b/w involvement and motivation?
What is problem recognition?

What is conjunctive decision rule?

What is consumption guilt?

What are the sources of information for consumers?
List various forms of perceptual distortions?

Post purchase disposal?

Gestalt principle.




NOTE: UNIT-I AND A FEW CHAPTERS FROM UNIT II WILL BE COMPLETED
BEFORE HOUSE EXAMINATIONS (i.e.75%) AND REST WILL BE COMPLETED
AFTER HOUSE EXAMINATION (i.e. 25%)



