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Ql. Analyse the following case.

marks
Miss Ivlichael was working as a purchase manager in a small-scale company, where raw
materials and other products were purchased solely at her discretion. The company was doing
very well and the credit rvas given to N{iss Michael for all the progress of the company. Later

she got a job in a medium scale company with a turn-over of about five crore. She was

appointed in-charge of purchases, and as the procedures of the purchase made by this

company were different from those of the previous company, it took her quite sometime to

get familiar with the procedures of purchase, etc. under her jurisdiction.
On one occasion, she has to urgently place an order of raw material worth about two lakhs,

which was essential for the supply of a timely order. Considering the situation an emergent

one. she placed the order without informing, or calling a meeting. Although the order was

supplied in time, during the audit it came in for severe criticism, and Miss Michael was given

a show+au.sc noticc as to w'hy she had taken the decisicrn alone. Miss Michael was I'ery grertnbed about the

situation and wanted to explain her position to the manager.

l. Where did nriss Michael go wrong'?
2. How can you help her to reply to the show-cause notice issued to her?

Q2. Answer the following.(Any One) 10 marks.

A. Briefly explain the application of Maslow's Need Hierarchy Theory in marketing.
OR

B. Explain the significance of consumer behaviour.

Marks:50

10

Q3. Answer the following.(Any One)
A. State and explain the stages in organisational buying behaviour process.

OR
B. Briefly explain the internal factors affecting consumer behaviour.

Q4. Answer the following.(Any One)
A. Describe the implications of classical conditioning on marketers.

OR
B. Discuss the concept of operant or instrumental conditioning.

Q5. Answer the following.(Any One)
A. Explain the importance of the Consumer Protection Act,2019.

OR
B. Explain the stages of Online Buyrng Process.

l0 marks.

10 marks.

10 marks.

* * * * {<,k,t :* * * *,1.,1. {( * * * tl.

a tt rt attt rt--^ I ^3,



Paper / Subject Code: N59I3I / Consumer Behavior

qtr&Eqtrr
*6: ? iTRr

!ut: qo

Ql qrffiiTystunifr$wrrmi
fre'qrq*-m qsT Elqm {qfd *fi e-+sslTqs E6uEr.nm +m frft, fre} firn qrm 3nFr $r
]|n Tiq ry fr@"{€r{ stfi Hr qrd h. dlr* qi ffi srrT wil Et6 oTrpr
{ffiftqT €r{ vq-fi+ tq fr$ qrqzrarsr fufiil 3rr&. im fre, G q*rq EqtqT ?fiq-sil i)uil.

FqrS *"S g5ft wu *tc1 Ei-ft. ffi effi errrt figfr 6{urnn qitfi +fi snFr
qr ?+ffifr) *€T ctfr'* sdrtrft *TEfi=Tr *qfitqT }raft ermirt, frf,r tfqr eru-drsftfi
Gt* Silrfr sBui$ qfrfril M q1rq ta Hrrmr.
g;n-r xffi, fon mmra gqft EjT drqi-qr fian qrfirrft 3n& ff* Enrd, eft tlqi. eru.
Sq'qrHT-&3{FrFI?FEifr.3Tlrrcfid-{qftfurfiesrd+si{,fttqserfrTftqrmfr*q*sr+rr
3rdr ffi. 3n-& +aa sqFft idt 3r*c Tft, sifsz .,qr{ fr fiil *n Hrcft 3{rft flqsqPJ+EET fr+ q-zwi ET fufti *r ta-en qT-* *T{ui ils{l iraq eqm qT--ft frq q-pl+cT
qttfurtqqg sT qspq dr-e 3nFr ftrdr ftrfi furft fi:$mr Hirnq* Ei-fi.

r.frsqnT+et$g-*e?
z.frer mrr+&qr q;rai qrsqT iztsmT tsil M gr$ filf,l svft rrfiT s-s $.Farl

qz. ercft-o s.R ur. fqfonrrfr \'f;1
A w+,fr,nr,,t qrc.ilqr *B flFr+T F+:iry* qrqr eire-rTla €rrr

ftEr
e. qrf,iirqr q-$Tr+ T6."r rqs mtr.

q:. ureft-o&(uT. tfuqmt
A H€elr.rrfr et* q+arr yffi*s +t {Tirn }TrFr FqE 6rr.

ft--dT
B. qrF6rqr q-dqlE{ qftun-q 6{urfr 3i6ria q-c* pirrqqro FqE s-{r.

q+ ei-d-o $tr{ il. re}oirn-S q-st

e. frqur+for $i"S?T {;ffi qftqTq q,rh *{T.

firdr
e ftz freT Eqfrrm sffiT@T ffi =rqi 

q'u.

g s. urfro sf,T uT. f+trmil \rsl
A. ,nF[ +ir,qur sr{{r. zo I q a T6lFr FqE *-{l..

fiicT
B o{Frirrf,-{ trtfi sffii zd +qs 6rr

--
tdttt

10 qq
\)

l0 TrrI

i0 lrq.
\)

l0 qq.
\)

,1.*****{.*rf,t*1.

Drca ) aS t50109

10 qul
\)


