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SMP 2602 CONSUMER BEHAVIOUR
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(Al questions carry EOUAL marks)

A How does the knowledge ol consumer behaviour aid i market segmentation and in formulating
marketing stratepy? iscoss,
R
13 How does consumer decision making ditfer between high and low involvement products”? FExplan,
A Explain in detail the research technigues available for understanding consumer motivation.
OR
B Fxplam perceptual mapping and discuss if multidimensional scaling aids in product positioning.
A Whal are the factors that can contribute to brand loyally for consumer products? Explain,
OR
1. iTow are conswner attttudes formed?  Can consumer attitudes be measured? Discuss.
A Discuss the rationale ol using 1im stores lor endorsement of consumer durabies,
OR
1. State some significant values that are borne out of Indian culture and examine whether these values

impact on consumer beliaviour.

Case Analysis:
A certaln store was keeping a nomber of brands ol washing machines. ‘They had washing machines to cater
1o the necds ol @il the segments of the soctety. They were stocking P, videcon, BPL. National, Godrey. and
local made washing machines as well.  They had both awtomatic. semi-automatic and manual machines,
The automatic machines were brought by the higher income group. The middle meonie sroup were content
with semt-automatic machines. Manoal hand operated machines were for the lower class of clientele, and
also those hiving m the rural areas, where electrification was not complete, or the electricity went of 1 lor davs
topether.
It was observed that when customers came 1o buy an automatic machine, they usually came with their
spouses and they looked mainly at the colour, style of functioning, electric consumption, care for handling,
price factors, cle. Manu customers would not buy on their first visit.  They woull come back atier an
mierval of time. and bought the machine after careful considerations of the attributes that they were looking
for. Many would lowcer their choice, and come back to buy semi-automatic, instead of automatic machines.
The sale was observed 1o be highest during marniage scasons and at festival times. There was a great
mftuence of the house-wives in buying these, as they were the ultimate users.
With a ot of information imparted by the media, and the children being exposed 1o it tor several bours, in a
day. they seemed to have o good knowtedge of the attributes. and had o great say in the purchases and their
opinions were also given weightage by the parents.
Since @ cham stores 1s more interested i the sales to materialize, rather than pushing any particutar brand.
the salesmen are directed to satisly the customers or the tamily, This should be their Iirst consideration,
Cuestions:
tub Do vou feel that group mteraction helps the buyer (oo, in his decision-miaking process? Flaboraie.
(by  What should be the role ol the marketer in the above case regarding, advertisement, promotion.
persuasion and closing the sales,
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