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Write in brief : (10)
What is meant by attitude change?

Define needs and goals.

What is e-commerce?

What is consumer conformity?

What is a household decision-making model?
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Q.2. Explain the theories and models of attitude and their relevance to consumer
behaviour. (14)
OR
Q. 2. Discuss the dynamic characteristics of motivation and explain the relationship
between needs, goals and motivation.

Q. 3. Explain the role of reference groups in shaping consumer behaviour.
Discuss the benefits of reference group appeal. (14)
OR
Q. 3. Explain the concept of household decision making. Discuss the types of households
and their influence on buying behaviour.

Q. 4. Write Short Note:(Any Two) (12)
Simple model of attitude-behaviour relationship

Motivational research

Factors relevant to reference group influence

Consumer information processing.
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