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C'02: Students will be-able to explore and compare the core theori
: orgamsatmnal markets ,

Industraal Buying Behaviour: Industrlal Mar Ditfe e
Markets. Differences between Organizational Buymg Process and Consumer Decision
Process;

Unit I'V: Family Buying Behaviour

Celebrities as Reference group, Concept of family and family life cycle, Family Buying Decisions.
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| Unit v: Online Buying Behaviour

Online Consumer Buying, Consumer experience, Online customer journey, consumer touch point; Rural
Consumer Buying

Suggested Readings
s Belch, G. E., M. A. Belch andPﬁ* 1
Communications Perspective, Mo
o Buskirk, R. A. B. D. Bus kirk, F.A; Rk
+ Gupta, Ruchi (2017), Advertlsmg Schofar«_
+ Futrell, Charles (2013), Fundamentals of Selling;.\ i
¢ Kapoor, Neeru. Ad ertising and Personal Selling. Pmnacle it
* Sharma, Kawta (20 Advertising: Planning and Decision Makmg

Addltmnal Readmgs -

« Castleberry, S;:B ani & (2013 ng: Buﬂdmg Relationships, McGraw Hill Education. %
« Shah, Kruti and A; 008)7 : motions: -An TMC Perspectwe MeGraw Hill
. Education, :

gan A iCS
a7
Faculty &f nagem9ﬂ11
Registrar Invartis University, Bareilly [UP)

invertis University
Bareilly



