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ABOUT THE BOOK
FROM THE PUBLISHER

If you find yourself getting fed up and frustrated with other DAV I nstitute of
Engineering and Technology UNIVERSITY book solutions now mehta solutions
brings top solutions for CONSUMER BEHAVIOUR

contains previous year solved papers plus faculty important questions and answers
specially for DAV Institute of Engineering and Technology UNIVERSITY .questions
and answers are specialy design specialy for DAV Institute of Engineering and
Technology UNIVERSITY students.

Please note: All products sold on mbabooksindia.com are brand new and 100%
genuine
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¢ New addition fully solved

e |ast 5yearssolved paperswith current year plus guess
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Unit |

Introduction to Consumer Behaviour: Consumer Behavior: Scope, importance and
interdisciplinary nature, strategic applications, Research in Consumer behaviour: need,
scope, types, research process, application of research in consumer behaviour, Market
Segmentation: meaning and bases of segmentation, criteria for effective targeting,
implementing segmentation strategies

Unit 11

Individual Determinants of Consumer Behaviour: Motivation: Nature and Types of
Motives, Dynamics of motivation, Types of Needs, Motivational theories, Personality:
Theories, Product Personality, Self, Self image, Vanity, Consumer Perception: Concept
and Elements of Perception, Dynamics of perception, Consumer Imagery, Perceived
Risk, Consumer Learning: Elements of learning, Behavioural and Cognitive Learning
Theories, Consumer Attitude: Functions of Attitude, Attitude Theories: Tricomponent,
Multi attribute and Cognitive Dissonance, Attitude formation, Attitude Change
Strategies, Designing persuasive communications

Unit 111

External Influences on Consumer Behaviour: Group behaviour: Meaning and types of
group, Influence of Reference Groups, group appeals, Family: Functions of family,
Family decision making, Family Life Cycle, Culture: Vaues and Norms, Characteristics
and Affect on Consumer Behaviour, Types of sub culture, Cross cultural consumer,
Socia Class: Categories, Measurement and Applications of Social Class

Unit IV

Consumer Decision Making Process: Personal Influence and Opinion Leadership:
Process of Opinion Leadership, Profile of Opinion Leader, Opinion leadership and
Firm's promotional Strategy, Diffusion of innovations. Diffusion Process, Adoption
Process, Profile of Consumer Innovator, Introduction to Consumer Decision Making:
levels, decison making process- pre purchase, purchase and post purchase process,
Models of consumer decision-making,
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