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Course Title Consumer Behaviour 

Course Introduction 

Consumer behavior is the actions and decisions that people or households make when they choose, 

buy, use, and dispose of a product or service. Many psychological, sociological, and cultural 

elements play a role in how consumers engage with the market. 

Learning Outcomes 

On completion of this course, the students will be able to: 
1. Understand the different aspects of consumer attributes. 
2. Sketched down the specific needs of consumers. 
3. Have a good foundation for specializing in marketing. 

Contents 
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Unit-10      Consumer Markets 

Teaching & 

Learning 

Strategies 

A combination of lecturing, presentations, and discussions will be used to 
conduct the course.  Students will be expected to read extensively ahead of 
each class session and actively participate in discussions and practical work. 

Assignments Written assignment (10 marks), presentation (5 marks) and Quiz (10 marks) 
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