BMS Semester: 1V

Paper No: 3

Paper: Consumer & Buyer Behaviour;
Course Code: 4003

Marks: 100 (Internal 25 + External 75)
Credits: 4

Semester End Examination: 75 Marks
Continuous Internal Evaluation: 25 Marks

Duration of the Exam: 3 hours

Objectives:

The students will gain basic knowledge of consumer and buyer behaviour and understand the
importance of BusinessEthics, Corporate Social Responsibility and Public Relation
Management in Business.

Internal Evaluation Criteria:

All modes of internal evaluation should be conveyed to the students in the beginning of the

semester.
Criteria Mode of Evaluation Marks
Case Study for understanding of Case Solution 10

Business Ethic and Corporate Social
Responsibility

Unit test, viva-voce, assignments, Review Report / 15
internal objective test, industrial presentation
visit to have practical exposure.

Total | 25




Module

Unit
No.

Detailed Syllabus

Teaching
Hours

Marks/

Weightage

Buyer Behavior

a) Difference between Buyer and Consumer,
meaning and definition, Buying Motives, Factors
influencing buyer behavior, Buying Process.

b) Organizational Buyer Behavior, factors
affecting organization buyer behavior. Derived
Demand, Difference between consumer buying
behaviour and industrial buying behaviour

15

25

11

Consumer Behaviour

Basic Stimulus Response Model, Influence on
consumer decision making process, high
involvement and low involvement products,
Influence on buying behavior- cultural factors,
social factors, personal methods of sales
forecasting, Reference Groups, Consumer
Learning.

15

¥

111

Consumer Relationship Management
Importance, Merits, Loyalty Breakers, How to
reclaim a lost consumer?

How to sustain existing customers?

How to tap potential future customers?
Complaint Management, Relationship building
in the long run.

15

25

Y

Business Ethics and Corporate Social
Responsibility and Public Relations
Management.

Ethical Practices related to Consumer & Buyer
Behaviour

15

25

Total

60

100
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