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Attempt All questions.

All questions carry equal marks.
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1. Answer any three of the following :

(1)  Explain the concept of ‘promotion mix’.
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(2) Define the term ‘cognitive dissonance’.

(3)  Suggest possible changes in the promotional strategy
to be adopted by a marketer during each
stage of the product life-cycle of a consumer

product,

{4) Devefop a logical promotion. mix for the -

following :

(@) A new improved breakfast ccreal;

(b) An electronic dishwasher;

(¢) A new shampoo;

(d) Home furnishings;

(¢) Fairmess cream for men.
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How does family and roles and status influence a

person’s consumer behaviour? 8

Why do marketers study consumer buying behaviour?

Explain it with suitable examples. - 7
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Explain the meaning and importance of

communication in marketing, 5

Define the various elements of communication
process. Also explain the various hurdles in the

communication process. 10

(%) foom # TR F od @R wmwm W ww

Hifem )

[P. T O.



9888

(4)

(@) "w=r i & faf= acl =t ity <ifsm)

(a)

(b)

TR wiEw #@ o= smldl | ww
HIfT |

List down four major differences between the

following :
(1) Radio and TV
(2) Advertising and personal selling. 8

Explain the various factors affecting the choice of

an appropriate promotion mix. 7
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Define the various buying roles which are played

by consumers in purchase of various products. 3

Explain the various personal and psychological factors

that influence consumer behaviour. 12
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Write the steps in making the marketing comrmunication

effective, ' 15
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(a) Briefly explain the stages in the buying decision
process. Do all consumers pass through all stages

in buying, say, a toothpaste or a new car? 10

(b) What are reference groups? 5
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(@) Hierarchy of effects model of communication;
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(f) Complex Buying Behaviour;
() Integratcd- Markctiné Con_lmunicalion.‘
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