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COURSE RATIONALE

This course aims to familiarize students with the concepts of Consumer Behaviour focusing upon
understanding consumer decision-making processes and the various factors that influence the

decision making processes.

LEARNING OBJECTIVES

e To understand consumers’ buying behaviour along with the Indian consumers’.
e To understand the factors that influence the consumers’ buying behaviour.
e To understand consumers’ decision-making processes and the motives that influence

buying decision.

Unit I -Introduction To Consumer Behaviour

Introduction, Origin, Definition, Concept, Types, Importance, Characteristics of Consumer
Behaviour, Nature of Consumer Behaviour, Organizational Buying vs. Consumer Buying and

Behaviour of Indian Consumers.

Unit II - Consumer Behaviour Theory: Approaches and Models

Economic or Marshallian Model - Disposable Personal Income; Learning or Pavlovian Model -
Drives, Cues and Responses; Psychoanalytical Model; Sociological Model; Howarth-Sheth
Model - Drive, Stimuli, Perception, Learning and Outputs; Engel-Blackwell-Kollat Model;
Nicosia Model.

Unit III - Factors Influencing Consumer Behaviour and Motivation

Cultural Factors - Culture, Subculture, Social Class; Social Factors - Reference Groups, Family,
Roles and Status; Personal Factors - Age and Life cycle, Occupation, Economic Situation,
Lifestyle, Personality; Psychological Factors - Motivation, Perception, Sensation, Learning,
Attitudes and Beliefs; Motivation — Process of Motivation: a psychological perspective,

Motivational Strength, Motivational Direction and Motivational conflicts.

Unit IV - Consumer Perception

Perception, Elements of Perception, Nature and Process of Perception, Dynamics of Perception,
Marketing Application of Perception; Perceptual Selection, Perceptual Organization, Consumer
Imagery, Perceived Quality, Perceived Risk; Consumer Involvement - Causes of Consumer
Involvement, Types of Involvement, Effects of Consumer Involvement, Models of Consumer

Involvement




Unit V - Consumer Decision-Making

Roles in Consumer Decision Making, Steps in Decision Making Process, Consumer Decision
Rules, Levels of Consumer Decision Making, Motives which Influence Purchase Decision -

Product Motives and Patronage Motives.
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