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RAN-1901130603050001

M.A. (Sem. III) Examination October - 2023

Psychology ICT - III (Paper - XV)

Consumer Psychology

Time: 2 Hours ] [ Total Marks: 50

k|Q“p : / Instructions

(1)

 

“uQ¡ v$ip®h¡g  r“ip“uhpmu rhNsp¡ DÑfhlu ‘f Ahíe gMhu.
Fill up strictly the details of  signs on your answer book

Name of the Examination:

 M.A. (Sem. III)

Name of the Subject :

 Psychology ICT - III (Paper - XV) Consumer Psychology

Subject Code No.: 1901130603050001

Seat No.:

Student’s Signature
 

(2) S>dZu bpSy>“p„ A„L$ âñ“p ‘|fp NyZ v$ip®h¡ R>¡. 
 Figure to the right indicates full marks of the question.

Q.l  “uQ¡“p âñp¡dp„ v$ip®ìep dyS>b S>hpb Ap‘p¡ :  (10) 
Answer the following question as directed.  (10)

 1. D‘cp¡¼sp ‘k„v$Nu kpdpÞes: L$ep b¡ dlÒh“p r“Z®ep¡ kp’¡ k„L$mpe¡g lp¡e R>¡? 
Consumer choice is usually associated with which two important decisions?

 2. L$C ‘fu[õ’rsdp„ V$‘pg Üpfp âñphrg“p¡ D‘ep¡N h^y CÃR>“ue R>¡? 
In which situation is the use of questionnaires by mail more desirable?

 3. Ål¡fps“u AkfL$pfL$sp ÅZhp dpV$¡“u n¡ÓL$pe® ‘Ùrs“p b¡ Dv$plfZ Ap‘p¡. 
Give two examples of fieldwork methods for determining the effectiveness of 

advertising.

 4. sd¡ Mfuv$¡gp dp¡bpBgdp„ âp’rdL$ A“¡ Ü¥rseuL$ ‘yfõL$pfp¡ L$ep R>¡? 
What are the primary and secondary rewards in the mobile you buy? 

 5. sd¡ Mfuv$¡gp L$‘X$p„ sdpfp rdÓp¡“¡ ‘k„v$ ‘X$sp “’u, Alu L$ey„ Å¡Md fl¡gy„ R>¡? 
Your friends don't like the clothes you bought, what's the risk?
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Q.2  D‘cp¡¼sp d“p¡rhop““p¡ Aæepk ip dpV$¡?   (14) 
Why Study Consumer Psychology?    (14)

A’hp / OR

Q.2  Ål¡fps ip dpV$¡? Ål¡fps“u AkfL$pfL$sp h^pfhpdp„ d“p¡rhop“ L$C fus¡ D‘ep¡Nu  
b“u iL¡$?     (14) 
Why advertise? How can psychology be useful in increasing the  

effectiveness of advertising?    (14)

Q.3  N°plL$ sfuL¡$ sd¡ iy„ iu¿ep? D‘cp¡¼sp sfuL¡$“p hs®“dp„ rinZ“p rkÙp„sp¡“p¡ apmp¡  
hZ®hp¡.     (14) 
What did you learn as a customer? Describe the Contribution of learning 

theories in consumer behavior.    (14)

A’hp / OR

Q.3  âÐenuL$fZ“p¡ A’® kdÅhu, âÐenuL$L$fZ Apg¡M“u âq¾$ep hZ®hp¡. (14) 

Explain the meaning of Perception, describe the process of Perceptual 

mapping.     (14)

Q.4  hZ®“pÐdL$ “p¡„^ gMp¡. (Nd¡ s¡ b¡)   (12) 

Write a descriptive note: (any two)   (12)

 1. KX$pZey¼s dygpL$ps 
Depth interview

 2. Ål¡fps“u A‘ug 
Appeal of advertising. 

 3. ìe[¼sNs b°pÞX$ rhfyÙ b°pÞX Ly$Vy$„b. 
Individual v, family Brand 

 4. DØu‘““p Ddfp 
Stimulation Threshold


