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BUYER BEHAVIOUR [MK 203]

Question 1

a) Explain in full both Classical Conditioning and Instrumental Conditioning
learning theories. (80 marks)

b) Outline any two marketing applications for each theory. (20 marks)

Question 2

a) Describe the stages of the decision making process for the purchase of a
digitat camera. (80 marks)

b) What steps might a marketing manager take to reduce cognitive dissonance
for this consumer? (20 marks)

Question Three

Explain the influence of the family on the consumer decision-making process,

identifying the roles family members may play in household decision-making.
{100 marks)

Question Four

Explain any two of the following concepts and discuss their relevance from a
consumer behaviour perspective:

The Self

Maslow’s hierarchy of Needs

Cognitive Dissonance

Interactionist Communications (50 x 2 marks)

Question Five
Explain and discuss the role of the Opinion Leader. (80 marks)

What are the characteristiok of a good Opinion Leader? (20 marks)

Question Six
Define the term ‘Culture’, (10 marks)

Discuss its role in the consumer decision-making process, with specific detailed
reference to-lrish culture. (S0 marks)



