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MK 203 BUYER BEHAVIOUR ANALYSIS

1. Distinguish between high, low, enduring and situational involvement.
' [85 marks]

Discuss three ways a marketing manager might increase consumer
involvement for a product. [20 marks]

2. Assume you have been given €300 and you want to purchase a picture-
messaging mobile phone. Outline in detail the stages of your decision
making process for this purchase. [100 marks]

3. Define the term ‘Reference Group'. [10 marks]

Identify the types of power and influence exerted by various types of
reference groups from a buyer behaviour perspective.  [90 marks]

4. Discuss any two of the following in relation to consumer behaviour, and
outline their implications for marketing:

- The Fishbein Model
- Product Categorisation
- Mazlow’s Hierarchy

- Cognitive Dissonance [50 marks each]
5. What is meant by the term ‘Behavioural Learning’? {10 marks]
Describe the two main Behavioural Learning theories, giving three
marketing applications for each theory. [90 marks]
6. Model and describe the stages of the adoption cycle. [75 marks]

What factors are desirable for a new product to succeed? [25 marks]



