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Description

 BRAND MANAGEMENT   SOLVED PAPERS AND GUESS

Product Details: MAHARSHI DAYANAND UNIVERSITY ROHTAK
(HARYANA) BRAND MANAGEMENT
 

Format: BOOK 

Pub. Date: NEW EDITION APPLICABLE FOR Current EXAM



Publisher: MEHTA SOLUTIONS

Edition Description: 2021-22

RATING OF BOOK: EXCELLENT

  

ABOUT THE BOOK

FROM THE PUBLISHER

  If you find yourself getting fed up and frustrated with other MAHARSHI
DAYANAND UNIVERSITY ROHTAK (HARYANA) book solutions now mehta
solutions brings top solutions for MAHARSHI DAYANAND UNIVERSITY
ROHTAK (HARYANA) CONSUMER BEHAVIOUR     book contains previous year
solved papers plus faculty important questions and answers specially for MAHARSHI
DAYANAND UNIVERSITY ROHTAK (HARYANA) .questions and answers are
specially design specially for MAHARSHI DAYANAND UNIVERSITY ROHTAK
(HARYANA) students .

 

  Please note: All products sold on mbabooksindia.com  are brand new and 100%
genuine

 

 

 Case studies solved 
 New addition fully solved

 last 5 years solved papers with current year plus guess

 

 PH: 07011511310 , 09899296811 FOR ANY problem



 

FULLY SOLVED BOOK LASY 5 YEARS PAPERS SOLVED PLUS GUESS

CONSUMER BEHAVIOUR

Unit-I
Consumer behaviour and consumer research; importance of consumer behaviour;
evolution of consumer behaviour; methods of studying consumer behaviour; customer
centric organizations; market analysis; market segmentation,
marketing mix strategies; value of brands in marketing strategy; customer loyalty and
retention strategy; global marketing strategy; global marketing strategy; global
advertising effectiveness; consumer decision process model;
variables affecting the decision process; types of decision process; factors influencing the
extent of problem solving; pe purchase processes; need recognition; internal and external
search; pre-purchase evaluation
Unit-II
Different types of purchase situations; retailing and the purchase process; determinants of
retail success or failure; point - of-purchase materials; consumer logistics; location based
retailing; direct marketing consumption behaviours;
consumption experiences; importance of customer satisfaction; factors affecting
satisfaction level; demographics and consumer behaviour; economic resources and
consumer behaviour; personality and consumer behaviour; personal values;
lifestyle motivational conflict and need priorities; motivational intensity; motivating
consumer
Unit-III
Importance of consumer knowledge; types of consumer knowledge; sources of consumer
knowledge; benefits of understanding consumer knowledge; consumer beliefs; consumer
feelings; consumer attitudes; consumer intentions;
culture and its effect on consumer behaviour; changing values and its effect on consumer
behaviour; changing values and its effect on marketing; determinants of social class;
social class and consumer behaviour; importance of families and
households on consumer behaviour; role behaviour and its influence on the decision
process; family life cycles; changing roles of women; children and household consumer
behaviour
Unit-IV
Group and personal influences on individuals; reference group and its influence on
individuals; transmission of influence through dyadic exchanges; word of mouth and
opinion leaders in advertising and marketing strategy; diffusion of
innovations; diffusion process; reaching the consumer; gaining consumer’s attention;
shaping consumer’s opinion; opinions change; product’s and advertising’s role in



shaping consumer opinion; cognitive learning; retrieval of
information; company’s role in helping consumers to remember

 

Details
1. Books by courier

2. Delivery in 5-7 days

3. Courier india only

4. Rating of product : largest selling

Powered by TCPDF (www.tcpdf.org)

http://www.tcpdf.org

