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Course Learning Outcomes (CLO):
At the end of the course, the students will be able to:

1. ldentify the relevance of studying Consumer Behavior and its implications in developing
marketing strategy
2. Explain the dynamic nature of consumer psychology and ethics in developing marketing
strategy
3. Analyze the implications of the culture, cross-culture, social class, reference group
influence on consumers buying decision making process
Syllabus Teaching Hours
Unit I: Consumer Behaviour & Marketing Strategy 08
o Determinants of consumer behavior
e Managing Customer Value
e Consumer Decision Making Process and models
e Customer Loyalty
e Consumerism and Customer Satisfaction
e Post-purchase Processes
e Consumer Research
Unit I1: Micro Factors Influencing Consumer Behaviour 11
e Consumer Motivation
e Personality, Attitudes, Self- Concept, Lifestyle, and consumer
behaviour
e Marketing Strategy & Behaviour
e Consumer Perception, Involvement, Learning, Memory and the
Marketing Strategy
Unit I11: Macro Factors Influencing Consumer Behaviour 11

Cultural and sub cultural influences on consumer behaviour, Social
Class, Reference Group and Consumer Behaviour

Diffusion of Innovations and the adoption process

Communication and Consumer Behaviour

Family Decision Making and models

Online Consumer Behaviour
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