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@Zc*]:
ÎZßV» Óx�VÐ CÙ�Z[Æn/VÅ®Z�Z�ágèSìX zZzwÔz�zxÔzÎxX t6,p!ÎZÑ]&�V6,�ì:

�Z[�bÑiòìX
ÑiòìXCÙ ÑiòÎZÑ]���czèÎZÑ]&{à(%æFN�**&¿�Z[zZáÎZÑ]�XCÙÎZw»�Z[ 10~ zZzw .1

 (10 x 1 = 10 Marks) ��ìX  1 ÎZwÆa
/V6, (200) ~WJÎZÑ]�XZk~Ð¤(̈DÃÃð0*õÎZßVÆ�Z[�¶�XCÙÎZw»�Z[½ã�zÎ z�zx .2

 (5 x 6 = 30 Marks) �Z]��X 6 CÙÎZwÆa �ìX
(500) ~0*õÎZÑ]�XZk~Ð¤(̈DÃÃð&ÎZßVÆ�Z[�¶�XCÙÎZw»�Z[½ã0*õÎ zÎx .3

(3 x 10 = 30 Marks) �Z]��X 10 CÙÎZwÆa /V6,�ìX

zZzw
1 : ÎZw

£ë�? (Consumer Behaviour) �g@»',@*� (i)

ÆfgZù�? Information Search '''' ' (ii)

zìX "Evaluation of Alternative" '''' (iii)

ÅZq-Vw�ØX "life Style Segmentation" §ii0+Ï (iv)

Zq-zìX "Figure, Ground" '''' (v)

Å¶? (Propose) ''   "Maslow Theory of Motivation" '''''ä (vi)

~ZEw''''»�@*ìX (Operant Conditioning) 88-~ (vii)

�ÂVwù�Ï? (Hardcore Brand Loyalty) �g@»',@*�Z¤/ (viii)

»�ÃgxÉÀ�/õGX "OCEAN" Zz× (ix)

;V( / )7 Zq-zìX (Supplier Search) Q�g@» (x)

z�zx

6,¿â^ÉÀ�/õGX "Displines" Æp} "Consumer Buyer Behaviour" �g@»',@*� .2

6,gzÝeZa  (Factors Influencing Buying Behaviour) �g@Ægzt6,ZW,Z0+Zi�äzZáZÁÜ 3

P.T.O



ÃVwÆ�B��X (Types of Consumer Buying Behaviour) �g@ÆgztÆZZlx 4

��X (Elements) �g@ÆZ�gZuÆZÁÜ 5

ZzgVwÆ (Variable) ¾§bÐÅYCìXo "Consumer Market Segmentation" �g@Æ!*iZg~« 6

ÙX Support �BZL�Z[Ã
Òy�}X (Functions) ¾§b�ì�@*ì?ZkÆZdw (Attitude) �g@» 7

Æ�ÛtÃ��  (Consumer and Industrial Buying Behaviour) QZzg�g@Ægzt .8

¾§bZzgYVY'¢zg~ìXZq- (Social Class) ZzgçÑC¡ (Cultural Environment) pDâjw .9

ÆaVw�ØX (Business) @*%̀

zÎx

Ã,Ð��X (Simple Buying Behaviour Model) �g@Ægzt»â�{%: .10

Ã,Ð��X 16F Zzg "Big5" Theory of Personality ,ÐH%Z�ì? .11

Ã�ì�Mh�XË�z6,,ÐÉÀ£4/õ EGX (Motivational Theories) ¾§bÐë�g@Åj,Z�ÛZÃc*] .12

Zzg,æ°) (Operant Learning) ÆZzcZy°) (Learning Theorie) °)ÆÃc*] .13

ÃÒyÙX (Conditioning Learning)

�g@ÆÃð�zâw6,-â^ÉÀ�/õGX .14

Howard Sheth Model (a)

Nicosa Model (b)

EKB Model (c)

///


