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PartA

_ Answerallthe questwns e
Each questmn carrzes 1 welghtage O R

L Defne the follomngconeepts _ I |
."'Opmlonleaders O S
_ -.Consumer percephon

; Consumer dlssonance

:Dlﬁhsmn of mnovstlon_.__-
'Impu]se buymg

s e .'e-

Part B
_ Answer any four questwns 3
Each quesuon carnes 3 werghtage,

. 7 : ;Explam the vanous factors mﬂuencmg eonsumer behawor : _' I. o Ll

o T8, j_',EXPIam Howard-Sheth model of eonsumer behavxor | B T
P 9 f:'.Compare and contrast consumer buying behawor and mdustnal buymg beha\nor

N -"i":_ e 10 - Dlﬁ‘erentlate comparatwe and non-compantlve sca]mg techmques used m marketmg reseamh
P 11 i Explaln vanous techmqeus used for att:ude measurement in marketmg research. R ' o
. 12 _How do culture mﬂuence eonsumer behavmr Eloborate A e




- '-'I-13 Explam the onllne pui‘chase deolsmn process stcuss the chal s enoounterdbymar ._ tors

and consumers

o 14 Explam d1fferent types of research deslgn followed in mar etmg research, substantlate 1ts
IR lmportalloe and 1t’s relevanoe for the oonduct of a sucoessful research DA a

15 “Consumers’ attltude oons1st of three ma,]or oomponents Substantlate th1s statement and explam CE
S 'th_e factors mﬂuencmgconsumers attatude formatlon T _.;,-_.-\-ﬂ_].-..- - T

e : 165])1301155 the 1mportance of studymg consumers post-purchase behavour m marketmg demsions

Substantlate thls statement :

) 17 '."‘Understandmg oonsumer perceptlon is the base for decxslon _1,' 8 )

PartD

- - Answer the compulsory questwn. _ : ST
.18 =In June 2010 C.K. Ranganatha.n 50, founder of Cavaare, suﬁ’ered'_l ' mg allergy Theenforced Lo
S ".Z'sm-monthbreak gavelummuchneeded tlmetoreﬂect on thebusmess _.founded asapartuersh:p_ )

__On the face of 1t Ranganathan had reasons to feel satnsﬁed In b 'mess c1rc1es, Cavaare is. a'

B _"the sachet. it sold shampoo in tmy, low-pnoed sachets at a tune w
Lo jti in lugh pneed bottles By domg 80 it discovered. a vast, untapp
S e follow suit. Today 87 per ¢ oent of shampoos sold in IndJa are.in
'"-""_"':'.a30peroentshare : S

e e ts,of whlch CawnKare hasg'-

N © Yet Ranganathan was wo:med He was conoemed that aroun" seven of every 10 mnovatxons' )

e presented to bim were aimed at the relatxvely low—end segment of consiumnets; No doubt it was this

AU _'segment that brought Gavaare its initial ‘success, and still: prov1ded about 60, -per: cent of: the_ L

s . '_’company’s revenues, but Ra.nganathan wanted to target the premmm segments where margms PR
' y .»Were muchlugher o : } . : R

R ' .-He also felt that Cavaare had beoome a somewhat reactwe orgamsatlon and h1s people were not- -. .
PR -learmng enough “Innovatlon IS 1mp0ttant but w1thout the nght eulture, 1t cannot be sustamed v

' Ranganathan got back to work in December 2010 w1th deﬁmte 1deas a‘oout how he- Wanted_'.: |
o Cavaare to change Hls ﬁrst task was to get the employees to beoomemore aeh1evement onented PRI
s _;He mtroduoed a new workmg system for better and faster product deveIOpment shlfted Cavaare s S

. -
. . A



L ".?"to counter them: ear]}sr

ma ¥ ".etiug' "'fﬁce ff_l‘om.Chennm to Mumban and began lookmg around for acqmﬂtloﬂs and tre-ups

- Epr : dai szons were taken on the spot,” says T D Mohan,.Jomt Manag'ingf" .
A ?'}"D:rector Ranganathan alsogot?- the team to start antlclpahﬂg the oompet]tlon s moves and prepare:

-' . sachet. price from Rs 1:50:to Rs. 1 to. match Cavaares Chik. “We had the response—a better

. : ':_f-"".formulatxon of shampo
4. at thesame: pnee,

ays _ Mukhopadhyay, Executwe Vioe Premdent, and R and D

"-'-:'-fProﬁtable growth ‘'WaS chosen as the theme for the companf s &mlual eonference m Apnl 2011

. " Thé ‘creators’ were -agked: to ‘come up ‘with mnovahons that targeted the hlgh end of the market.

““We want 60: per: ‘cent of our revenues o oome from the pren'uum segment," s’ays Ranganathan -

.'-"'=;Cavaare has -also- embi'aced ‘the ‘Blue- Ocean Strategy’ to 1dent1fy uncontested market Spaces_"-" .

and create products to ﬁll them. For mstanoe, it launched Indlca 10, a ha1r dye wh1ch can be .
T -;_washed off within 10. mmut.es of app]ymg it. Rlval hair dye brands require: atleast 3010 45 rmnutes LT

: féto take eﬁ‘ect The oompany has set 1tself a revenue target of Rs 5 200 crore by 2017!18 _
| Ranganathan S reforms have a.lready started yleldmg results The product development tlme has'

L '."-shrunk to 11 months from 12 months earlier: Cavaare isalso makmg a conscious eﬁ'ort to expand' | 3 .

S its pan-Indlan preseneef Pursumg Ranganathan s new thrust towards tle-ups, as well as towards L
i ..'nnprovmg premmm mar ttpresenee, the company has entered mto g strateglc alhanoe w:nth Coty S

Inc the world’s largest ﬁagrance con1pany

e Questlons

s-'_helped when, earher thJs year rlval Pantene slashed lts shampoo o o

ready and’ launched itin less than a month Tt was an 1mproved product Lo

| '-'_'_.Can the mtroductlon of sachets by Cavaare be clasarfied as a dlsruptlve mnovatgon m - |

‘ _'_:--'theshampoomarket‘?WhyorWhynot'? . e e
' _' 2 : .‘_ DISL‘.‘USB the areas where Mr Ranganathan focussed to develop an mnovatwe culture at'_ _
3 _What challenges do you antlcxpate fot Cavaare in the commg years ‘? Co R
| B i Lo (1x6 swmgmmaafj?
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