
Revised Syllabus of Courses of Bachelor of Management Studies (BMS) 
Programme at Semester III 

with Effect from the Academic Year 2017-2018 
 

Elective Courses (EC) Group 

B. Marketing Electives 
 

1. Consumer Behaviour 
 
 

Modules at a Glance 
 

 

Sr. 
No. 

 

Modules 
No. of 

Lectures 
 

1 
 

Introduction To Consumer Behaviour 
 

14 

 

2 
 

Individual- Determinants of Consumer Behaviour 
 

16 

 

3 
 

Environmental Determinants of Consumer Behaviour 
 

15 

 

4 
 

Consumer decision making models and New Trends 
 

15 

 

Total 
 

60 

 

 
 
 



 

Sr. No. Modules / Units 

1 Introduction To Consumer Behaviour: 

 •   Meaning of Consumer Behaviour, Features and Importance 
• Types of Consumer (Institutional & Retail), Diversity of consumers and 

their behaviour- Types Of Consumer Behaviour 

•   Profiling the consumer and understanding their needs 

•   Consumer Involvement 

•   Application of Consumer Behaviour knowledge in Marketing 

•   Consumer Decision Making Process and Determinants of Buyer 

•   Behaviour, factors affecting each stage, and Need recognition. 

2 Individual- Determinants of Consumer Behaviour 

 •   Consumer Needs &Motivation (Theories - Maslow, Mc Cleland). 
• Personality – Concept, Nature of personality, Freudian, non - Freudian 

and Trait theories, Personality Traits and it’s Marketing significance, 
Product personality and brand personification. 

•   Self Concept – Concept 

•   Consumer Perception 

•   Learning - Theory, Nature of Consumer Attitudes, Consumer Attitude 

•   Formation &Change. 
•   Attitude - Concept of attitude 

3 Environmental Determinants of Consumer Behaviour 

 •   Family Influences on Buyer Behaviour, 
•   Roles of different members, needs perceived and evaluation rules. 
•   Factors affecting the need of the family, family life cycle stage and size. 
•   Social Class and Influences. 
•   Group Dynamics & Consumer Reference Groups, Social Class & Consumer 

Behaviour - Reference Groups, Opinion Leaders and Social Influences In- 
group versus out-group influences, role of opinion leaders in diffusion of 
innovation and in purchase process. 

•  Cultural Influences on Consumer Behaviour Understanding cultural and sub- 
cultural influences on individual, norms and their role, customs, traditions 
and value system. 

4 Consumer decision making models and New Trends 

 • Consumer Decision making models: Howard Sheth Model, Engel Blackwell, 
Miniard Model, Nicosia Models of Consumer Decision Making 

•  Diffusion of innovations Process of Diffusion and Adoption, Innovation, 
Decision process, Innovator profiles 

•    E-Buying behaviour The E-buyer vis-a vis the Brick and Mortar buyer, 
Influences on E-buying 

 


