CONSUMER
STUDIES

~—A.CS-1/

I
I
I
I
I
I
I
I
I
I
I
I
i Chapter Wise Reference Book
I
I
I
I
I
I
I
I
I
I
I

Including Solved Sample Papers

- J

By: Taruna Jain

Based on

I1IGNOU.

& Various Central, State & Other Open Universities

S\
NP

: NGEE2S Retail Sales Office:

I NEERA!J 1507, 1st Floor, Isa?lSar?lke,sDelh;c-z :
i Mob.: 8510009872,8510009878 :
! PUBLICATIONS ° E-mail: info@neerajbooks.com |

(Publishers of Educational Books) Website: www.neerajbooks.com |

|_ .................................................................
i\ MRP ¥ 240/—

¥ — — — N — N — W — N — N S — N — N — N — N — — N — N — N — N — — N — —

\\NEERAJ®



V-

Published by:

NEERAJ PUBLICATIONS

Sales Office : 1507, 1st Floor, Nai Sarak, Delhi-110 006
E-mail: info@neerajbooks.com
Website: www.neerajbooks.com

Reprint Edition with Updation of Sample Question Papers Only | Tupesetting by: Competent Computers | Printed at: Novelty Printer

Notes:
1.  For the best & up-to-date study & results, please prefer the recommended textbooks /study material only.

2. This book is just a Guide Book/Reference Book published by NEERAJ PUBLICATIONS based on the suggested syllabus
by a particular Board/University.

3. Theinformation and data etc. given in this Book are from the best of the data arranged by the Author, but for the complete
and up-to-date information and data etc. see the Gout. of India Publications /textbooks recommended by the Board/
University.

4.  Publisher is not responsible for any omission or error though every care has been taken while preparing, printing,
composing and proof reading of the Book. As all the Composing, Printing, Publishing and Proof Reading, etc. are done
by Human only and chances of Human Error could not be denied. If any reader is not satisfied, then he is requested
not to buy this book.

5. In case of any dispute whatsoever the maximum anybody can claim against NEERAJ PUBLICATIONS is just
Jor the price of the Book.

6. If anyone finds any mistalke or error in this Book, he is requested to inform the Publisher, so that the same could be
rectified and he would be provided the rectified Book free of cost.

7. The number of questions in NEERAJ study materials are indicative of general scope and design of the question
paper.

8. Question Paper and their answers given in this Book provide you just the approximate pattern of the actual paper
and is prepared based on the memory only. However, the actual Question Paper might somewhat vary in its contents,
distribution of marks and their level of difficulty.

9. Any type of ONLINE Sale/Resale of "NEERAJ IGNOU BOOKS/NEERAJ BOOKS" published by
"NEERAJ PUBLICATIONS" on Websites, Web Portals, Online Shopping Sites, like Amazon, Flipkart, Ebay, Snapdeal,
etc. is strictly not permitted without prior written permission from NEERAJ PUBLICATIONS. Any such online sale
activity by an Individual, Company, Dealer, Bookseller, Book Trader or Distributor will be termed as ILLEGAL SALE of
NEERAJ IGNOU BOOKS /NEERAJ BOOKS and will invite legal action against the offenders.

10. Subject to Delhi Jurisdiction only.

© Reserved with the Publishers only.

Spl. Note: This book or part thereof cannot be translated or reproduced in any form (except for review or criticism)
without the written permission of the publishers.

Get Books by Post (Pay Cash on Delivery)

If you want to Buy NEERAJ BOOKS for IGNOU Courses then please order your complete requirement at our Website
www.neerajbooks.com . where you can select your Required NEERAJ IGNOU BOOKS after seeing the Details of the Course,
Name of the Book, Printed Price & the Cover-pages (Title) of NEERAJ IGNOU BOOKS.

While placing your Order at our Website www.neerajbooks.com You may also avail the Various “Special Discount Schemes’
being offered by our Company at our Official website www.neerajbooks.com.

We also have “Cash of Delivery” facility where there is No Need To Pay In Advance, the Books Shall be Sent to you Through
"Cash on Delivery" service (All The Payment including the Price of the Book & the Postal Charges etc.) are to be Paid to the
Delivery Person at the time when You take the Delivery of the Books & they shall Pass the Value of the Goods to us. We
usually dispatch the books Nearly within 3-4 days after we receive your order and it takes Nearly 4-5 days in the postal
service to reach your Destination (In total it take nearly 8-9 days).

\?57 NEERAJ PUBLICATIONS

(Publishers of Educational Books)
1507, 1st Floor, NAI SARAK, DELHI - 110006

Mob.: 8510009872, 8510009878
E-mail: info@neerajbooks.com Website: www.neerajbooks.com

’




2 CONTENTS

(CONSUMER STUDIES )

Question Bank — (Previous Year Solved Question Papers)

Question Paper—Exam Held in February-2021 (Solved) 1-2
Question Paper—June, 2019 ( Solved ) 1-2
Question Paper—June, 2018 ( Solved ) 1-3
Question Paper—June, 2017 ( Solved ) 1-2
Question Paper—June, 2016 ( Solved ) 1-2
Question Paper—June, 2015 ( Solved ) 1-2
Question Paper—June, 2014 ( Solved ) 1-2
Question Paper—June, 2013 ( Solved ) 1
Question Paper—June, 2012 ( Solved ) 1-2
Question Paper—December, 2011 ( Solved ) 1-2
S.No. Chapterwise Reference Book Page
CONSUMER: THE BASICS
1. Who is a Consumer? 1
2. Evolution of the Consumer 4
3. Consumer Environment 8
4. Consumer Dynamics 13
CONSUMER MOVEMENT
5. Origin and Growth 20
6. Consumer Movement in India 25
7. Consumer Movement in Select Countries 31
8. Consumer Movement: Features Issues and Trends 35
CONSUMER PROTECTION
9. Consumer Rights 40
10. Consumer Responsibilities 45
11. Empowering the Consumer 51
\12. Social Accountability 58 y




S.No. Chapter Page

CONSUMER PROTECTION : DEPTH AND SCOPE

13. Consumer Behaviour in Market Economy 62
14. Mass Media, Advertisement and their Impact on Consumers 66
15. State and the Consumer 71
16. Ecology, Environment and the Consumer 77

CONSUMER PROTECTION ACT

17. Evolution of Consumer Protection Laws 83
18. Consumer Protection Act — Basic Features 87
19. Consumer Rights and their Manifestations 92
20. Limitations of Consumer Protection Act, 1986 95
THE LEGISLATIVE FRAMEWORK FOR PROTECTING THE CONSUMER
21. Basic Legislative Framework for the Protection of Consumers 98
22. Law Relating to Protection of Consumers of Various Services 104
23. Laws Relating to Food and Adulteration, Drugs and Cosmetics 109
REDRESSAL OF CONSUMER GRIEVANCES
24. Consumer Complaints: Guidelines for Filing 114
25. Grievance Redressal: Alternatives 120
26. Role of NGOs in Redressal of Consumer Grievances 125
27. Public Interest Litigation 128
CONSUMER ORGANISATIONS
28. Establishing a Consumer Organisation 132
29. Strategies (Campaign and Advocacy) 138
30. Managing an Organisation 142
31. International Organisations 147
[ J |

\_ J




Sample Preview
of the

Solved
Sample Question
Papers

Published by:

B/
NEE
PUBLICATIONS

www.neerajbooks.com




www.neerajbooks.com

QUESTION PAPER

Exam Held in

February — 2021

(Solved )

CONSUMER STUDIES

Time: 3 Hours |

[ Maximum Marks: 100

Notes: (i) Section I : Answer any two questions.
(ii) Section II : Answer any four questions.
(iii) Section III : Answer any four questions.

SECTION-I

Answer the following questions:

Q. 1. Discuss in detail the growth and
development of consumer movement in Europe.

Ans. Ref.: See Chapter-7, Page No. 32, ‘Consumer
Movement in Europe’.

Q. 2. Discuss the meaning, scope and
importance of six rights in Consumer Protection Act,
1986.

Ans. Ref.: See Chapter-18, Page No. 87,
‘Introduction’, ‘Salient Features of the Act’ and
Chapter-19, Page No. 92, ‘Rights of Consumer’.

Q. 3. Discuss in brief the important legislations
designed to protect the interest of consumers (Other
than Consumer Protection Act).

Ans. Ref.: See Chapter-21, Page No. 98, “Various
Laws for the Protection of Consumers’, ‘Remedies
Under the Sale of Goods Act, 1930°, Page No. 99, “The
Bureau of Standards Act, 1986°, Page No. 100, The
Weights and Measures Act, 1976°, ‘The Agricultural
Produce (Grading and Marking) Act, 1937’, “ Page No.
101, ‘Remedies Under the Monopolies and Restrictive
Trade Practices Act, 1969°.

Q. 4. Discuss in detail with the help of decided
case laws, the remedies available for negligence of
Railways.

Ans. Ref.: See Chapter-22, Page No. 106,
‘Remedy for Negligence of Railways’.

SECTION - 11
Answer the following questions:
Q. 5. Why does the consumer need protection
Explain.
\

Ans. Ref.: See Chapter-8, Page No. 36, “Why
the Consumer Needs Protection’?

Q. 6. Explain the term ‘Consumer’ with the
help of decided case laws.

Ans. Ref.: See Chapter-1, Page No. 1, “‘Whoisa
Consumer? — Definition’.

Q. 7. Explain the features of perfect
competition.

Ans. Ref.: See Chapter-13, Page No. 62,
‘Features of Perfect Competition’.

Q. 8. Discuss the role of Consumer Education
in India.

Ans. Ref.: See Chapter-15, Page No. 73,
‘Consumer Education in India’.

Q. 9. Explain the difference between
‘Conditions’ and ‘Warranty’.

Ans. Definition of Condition: Certain terms,
obligations, and provisions are imposed by the buyer
and seller while entering into a contract of sale, which
needs to be satisfied, which are commonly known as
conditions. The conditions are indispensable to the
objective of the contract. There are two types of
conditions, in a contract of sale which are:

1. Expressed Condition: The conditions which
are clearly defined and agreed upon by the parties
while entering into the contract.

2. Implied Condition: The conditions which are
not expressly provided, but as per law, some
conditions are supposed to be present at the time
making the contract. However, these conditions can
be waived off through express agreement. Some
examples of implied conditions are:

J
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e  The condition relating to the title of goods.

e Condition concerning the quality and

fitness of the goods.

e  Condition as to wholesomeness.

e  Sale by sample.

e  Sale by description.

Definition of Warranty

A warranty is a guarantee given by the seller to
the buyer about the quality, fitness and performance
of the product. It is an assurance provided by the
manufacturer to the customer that the said facts about
the goods are true and at its best. Many times, if the
warranty was given, proves false, and the product
does not function as described by the seller then
remedies as a return or exchange are also available
to the buyer i.e., as stated in the contract.

A warranty can be for the lifetime or a limited
period. It may be either expressed, i.e., which is
specifically defined or implied, which is not explicitly
provided but arises according to the nature of sale
like:

e  Warranty related to undisturbed possession

of the buyer.

o  The warranty that the goods are free of any

charge.

o Disclosure of harmful nature of goods.

e  Warranty as to quality and fitness
Key Differences Between Condition and
Warranty

The following are the major differences between
condition and warranty in business law:

1. A condition is an obligation which requires
being fulfilled before another proposition takes place.
A warranty is a surety given by the seller regarding
the state of the product.

2. The term condition is defined in Section 12
(2) of the Indian Sale of Goods, Act, 1930 whereas
warranty is defined in Section 12 (3).

3. The condition is vital to the theme of the
contract while warranty is ancillary.

4. Breach of any condition may result in the
termination of the contract while the breach of

~
warranty may not lead to the cancellation of the
contract.

5. Violating a condition means violating a
warranty too, but this is not the case with warranty.

6. In the case of breach of condition, the innocent
party has the right to rescind the contract as well as a
claim for damages. On the other hand, in breach of
warranty, the aggrieved party can only sue the other
party for damages.

Q. 10. Discuss in brief the important provisions
of the Drugs and Cosmetics Act, 1940.

Ans. Ref.: See Chapter-23, Page No. 111, ‘Drugs
and Cosmetics Act, 1940°.

Q. 11. What are the Do’s and Don’ts for a
Consumer Activist?

Ans. Ref.: See Chapter-28, Page No. 135, ‘Do’s
and Don’ts for a Consumer Activist’.

Q. 12. Explain the structure and purpose of
‘Consumer International’ (CI).

Ans. Ref.: See Chapter-31, Page No. 152,
Q. No. 2, Page No. 148, ‘Structure and Purpose of
Consumers International (CI)’ and ‘Charter for
Consumer Action’.

SECTION - 111

Write short notes on the following:

Q. 13. Consumer in a Market Economy

Ans. Ref.: See Chapter-2, Page No. 5, ‘Consumer
in Market Economy’ and Chapter-13, Page No. 62,
‘Theory of Consumer Behaviour’.

Q. 14. Economic Development and Consumer
Movements

Ans. Ref.: See Chapter-5, Page No. 21,
‘Economic Development and Consumer Movement’.

Q. 15. Lok Adalats

Ans. Ref.: See Chapter-25, Page No. 124,
Q. No. 3.

Q. 16. Profile of an Indian Consumer

Ans. Ref.: See Chapter-1, Page No. 2, ‘Consumer
in India — Broad Profile’.

Q. 17. Duties of Consumers as a Corollary to
Consumers’ Rights

Ans. Ref.: See Chapter-19, Page No. 93, ‘Duties
of Consumers as a Corollary to Consumer’s Right’.

Q. 18. Responsibilities of Consumers

Ans. Ref.: See Chapter-10, Page No. 47,
‘Consumer Responsibility’.

|} |
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( CONSUMER: THE BASICS )

Who is a Consumer?

INTRODUCTION

Let us start by understanding who is a ‘consumer’
and what is his profile. After this, we will study about
the need for consumer protection and the legal status of
the Indian consumer. This chapter also covers the
characteristics of the Indian consumer and how is it
different from the consumers of the industrialised
countries. Another important aspect covered in this
chapter is recognising some of the pressures and
persuasions which influences the consumer. Let us begin
by understanding the definition of a consumer.

CHAPTER AT A GLANCE

WHO IS A CONSUMER-DEFINITION

In today’s world, a consumer can be defined as a
person who uses a large variety of goods and services.
An ancient man used to make a lot of effort for food by
moving from one place to another and used wood and
dry leaves to make fire. But today’s man produce and
consume the goods in exchange for money. From this,
arose the concept of a consumer who can be defined as
a person who buys the product from the market and
also uses the services for his personal use.

Another definition of a consumer is a person who
buys goods and services from the market and also make
use of the public utilities or in other words, a consumer
is a person who make use of goods and services from
the market in order to meet his personal requirements
and not for manufacturing or resale purposes.

The Consumer Protection Act, 1986, defined a
consumer as ‘a person who buys goods or hires any
service for a consideration which has been paid, or
promised, or partly paid or partly promised, or under
any system of deferred payment, and includes any user
of such goods other than the person who buys such goods
for consideration. People who use the services or goods
for resale or commercial purpose are not included in
the category.

To sum up, we can define the consumer as a person
who possess following characteristics:

(i) A person who consumes the goods and makes

use of the services in the market.

(ii) Consumer is associated mainly with the goods
and services.

(iii) A consumer is a person who buys goods from
the market and uses the goods with the
approval of the buyer.

(iv) A consumer hires the services for a
consideration and is beneficiary of such
services.

(v) A consumer buys goods only for private use
and not for commercial purposes.

Characteristics of Consumer Buying

A consumer spends a lot of time in looking for
alternatives for his goods as a large variety of goods is
available in the market and the consumer has to purchase
a limited variety of goods. To identify a suitable product
for himself, a consumer carry out elaborate surveys and
tests or to meet his requirements, even get it made to
order.

www.neerajbooks.com
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Only a small quantity of variety of goods is
purchased by the consumer and for this a consumer has
to remain alert and not get trapped in the art of skilled
salesman who lend to confuse the consumers. The
different types of goods consumer buys includes:

e Convenience goods which are purchased on a
frequent basis and with minimum effort. This
includes food products, soap, confectionery,
daily newspaper, etc.

® Shopping goods are the goods bought by the
consumers after factors like suitability, quality,
price and style etc. are considered. This
includes goods like ready-made garments,
furniture, shoes, etc.

® Speciality goods includes the goods which
have unique characteristics and are branded
and the consumer makes an extra effort to buy
such products. This includes products like T.V.,
stereo, refrigerator, camera, etc.

Profile of Consumer

As studied above, a consumer is a person who buys
goods from the market for his personal use. A consumer
is irrespective of the age, gender, education level and
status. A consumer can be divided into following
categories:

® Age whether child, or teenager, or adult or
senior citizen.

® Gender whether male or female.

@ Social-cultural status whether literate or
employed or skilled or rural or illiterate or
unemployed or unskilled or urban etc.

® Economic status whether belonging to rich,
poor or middle class.

In country like India, some other factors like
different religions, different languages and people with
different traditions also play an important role as it
directly or indirectly affect the consumption pattern. A
manufacturer has to consider all these aspects while
formulating the selling strategies.

In the early stages, the Indian consumer was passive
in nature who was powerless but now the consumer
possess the power and is aware of the latest trends in the
society. Today’s consumer is ethnical in nature who is
aware of his/her duties as a consumer as well as a citizen.
CONSUMERS IN INDIA-BROAD PROFILE

The basic requirements and the desires of a
consumer is same all over the world but there are some
factors that distinguish India from other western
countries. This includes factors such as cultural
differences, socio-economic differences, etc. Some other
factors includes poverty, illiteracy, population growth,
etc. Which directly or indirectly affect the pattern of
consumption of goods by the consumer. Let us now focus
on some of the characteristics of consumers in India:

e India is a developing country and the
consumers are heterogeneous in nature when
it comes to social, cultural and economic
aspect.

o Indian people have a low living standard
because of the growth in the population.
Approximately 21% of the Indian population
live in urban areas and 79% in rural areas and
out of all these approximately 40% live below
the poverty line.

@ The activities like agriculture, etc. help in
generating about 50% of the National Income
in India but 70% of the population is dependent
on land for the survival.

® The consumers in India are not very literate
and are poor and ignorant.

® The two sections of Indian population includes
those who have modern outlook and behaviour
and are sophisticated in nature and those who
are on the extreme side of traditionalism. Only
about 10% consists of middle or upper middle
class who are sandwitched between the two
extremes. The consumer of this section is
generally scared of accepting the changes and
is afraid of taking any kind of risk.

The population growth in India is very high which
in turn leads to the shortage of goods and services.
Because of ignorance and illiteracy, the acceptance of
people towards any kind of change is also very slow.

The Indian scenario is now a changed one. The
government is focussing on the requirements and the
needs of the consumer. The consumer is not taken for
granted. A number of policies and Acts have been
designed for consumer grievances and the focus has
shifted towards the social and economic priorities of
the people. Apart from the materialistic aspect, the
consumer is focussing on the social and environmental
needs.

CONSUMER BUYING MOTIVES

There are a number of factors which directly or
indirectly influence the purchase behaviour of a
consumer. Some of the factors that influence the buyers’,
decision about selecting the products includes income,
age, sex, size of the family, socio-economic status,
employment status, educational and environmental
status etc.

Some other factors which affect the buyers, decision
includes cost, availability, season, demand,
environmental factors, habit, hobbies etc. In today’s
modern day market, a producer spends huge amount on
advertisement and uses it as a tool to influence the
customer and his motive of buying the product. Thus,
advertisement is playing a vital role in influencing the
customers decision of selecting a product.

www.neerajbooks.com
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Consumer Satisfaction
A consumers’ demands and wants are unlimited
which include products and goods necessary for life.
An efficient consumer buys the right product at the right
amount which is the minimum cost to himself. The high
cost of merchandising results due to the ignorant,
careless, thoughtless and selfish nature of the buyer.
An intelligent consumer spends time in planning
and studying the information about the goods and then
thinking and judging the right product for himself and
for his family. A consumer makes best use of the
resources and wisely spend on his needs and
requirements. Finally, a wise consumer can seek the
guidance for implementing new ideas and developments
and before finally spending on the goods, a consumer
can take the help of a reliable and competent source.
There are three stages of modern approach when it
comes to buying of products. This includes:
® Pre-shopping which is necessary for
consumer’s satisfaction.
® Market selection which is the second stage and
is concerned with selecting the right goods
from various alternatives.
o Follow-up stage in which the expected benefits
are realised.

CHECK YOUR PROGRESS

Q. 1. State the most important features of Indian
consumers.
Ans. The important features of Indian consumers

are:

(a) Indian consumer is illiterate and ignorant.

(b) Because a large number of people live below
the poverty line, the Indian consumer is poor
in nature.

Q. 2. Describe the influences that determine

consumer buying motives.

Ans. There are a number of factors that influence
the consumer’s buying motives. These factors are both
internal and external in nature. Besides two important
factors i.e. need and behaviour of the consumer, some
other factors which affect the buyers’, decision about
buying a product includes income, age, sex, size of the
family, socio-economic status, etc.

Q. 3. What are the three stages in modern
approach to buying?

Ans. The three stages in modern approach to buying
are as follows:

1. Pre-shopping: Which is done by the consumer
to satisfy himself/herself.

2. Market selection: This is the second stage which
includes selecting the right goods according to the need
and requirement of the consumer.

3. Follow-up stage: This is the last stage which
includes following up after the market selection and
realising the expected benefits.

WHO IS A CONSUMER? /3
ADDITIONAL IMPORTANT QUESTIONS

Q. 1. What are the characteristics of Consumer
Buying?

Ans. A purchasing agent of government spend a
lot of time looking for the alternatives of the product
and to achieve this he make elaborate surveys and tests
whereas a consumer has to purchase only small
quantities of a variety of goods and therefore testing
and extensive shopping is not possible.

A consumer should be intelligent enough to judge
the smartness of the skilled salesman who might confuse
the consumer and make irrational buying of products.

Q. 2. What are the types of goods a consumer
buy?

Ans. There are three types of goods a consumer
buy which includes convenience goods, shopping goods
and speciality goods.

Convenience goods are purchased frequently and
without much effort. For e.g. soap, confectionery, food
products, etc.

Shopping goods are bought by the consumers
considering the factors like suitability quality, price,
style, etc. These goods includes ready-made garments,
furniture, shoes, etc.

Speciality goods includes TV, specific, refrigerator
camera, etc. and posses specific and unique character-
istics and brand identification and the buyers make
special purchasing effort to buy such products.

Q. 3. Describe the profile of a consumer?

Ans. The profile of a consumer is largely dependent
upon the complexity of the social structure. Consumers
are divided into following categories:

® Age

® Gender

@ Social Cultural Status

® Economic Status.

Also in India, the rich cultural diversity of the
country also affects a consumer’s profile. The
community in India is heterogeneous in nature and
follows different religion with people speaking different
languages and adhering to varied traditions. All these
characteristics has impact on the consumption pattern
of a consumer.

The Indian consumer is passive in nature. Who is
lack of awareness and is aware of his/her rights and feel
powerless. But now with the change in scenarios, the
Indian consumer is getting more and more organized
and is exercising their power and is fulfilling the duties
not only as a consumer but also as a citizen.
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Evolution of the Consumer

INTRODUCTION

The previous chapter covered the basic definition
of a consumer. We studied that all of us from womb to
grave are consumers and form the largest economic
group in the country. All the economic activities of the
country are dependent upon the consumer. But inspite
of all this, in countries like India, a consumer is
voiceless. But now, the scenario is changing and with
the socio-economic development of the country, the
pattern of consumption of a consumer, his problems and
his nature in terms of need are gradually changing.

In this chapter, we will study about the evolution
of consumer and also analyze the production and
consumption of goods and services. This chapter will
help us to recognize the need for organised or collective
consumer movement which help us to safeguard the
interests of consumers.

CHAPTER AT A GLANCE

CONSUMER IN EARLY AGES

The history of a consumer is very old and begins
with the history of mankind. The early man used to
collect food and other terms directly from the nature
and then slowly and gradually they started with the
process of production and became both a consumer and
a producer. As the time passed, human needs increased
and became varied. Initially, they started the production
process on their own but slowly began socializing and
then the process of production started with mutual
dependence. The art of living in groups taught humans
feeling of sharing the responsibilities with others. With
this started the Barter system which means exchange of
goods with other goods.
INDUSTRIAL REVOLUTION

The Industrial Revolution brought a drastic change
in the life-style of the people. The Revolution started in
England in the late 18th century and then spread to

Western Europe in the early 19th century. With the
advancement in science and technology, the mechanism
of production advanced which in turn led to the mass
production of goods. The consumer became different
from producer and money in the form of coins and paper
currency became the medium of exchange between the
two groups.

Industrialisation brought about a revolution in the
market and the consumer environment. A consumer had
lots of varieties in the market to their choice and had to
face the market and the selling pressures. Thus,
industrialisation gave birth to modern day concept of
consumer as a buyer and the user of goods from the
market. Another aspect that rose from industrialisation
is consumerism. Let us study more aboutthe concept of
consumerism.

Consumerism: In order to protects the individuals
from the policies that infringe upon their rights as
consumers, the government, the business and the
independent organisations carry out some hidden range
of activities, this is called as consumerism. Now-a-days,
the business activities are very competitive and complex
in nature and the credit for the same goes to the modern
technology and the large scale growth of the enterprises.
Some of the factors responsible for the growth of
consumerism are as follows:

(a) People are now aware of their rights as a
consumer due to educational development.

(b) With the increase in knowledge, there is a rise
in income due to which people have started spending
more on goods and services for themselves.

(c) Consumer expects goods worth their money. If
a consumer is willing to spend more, he expects a
product of better quality.

(d) A purchaser possess good knowledge about the
market and think twice about the quality, quantity and
utility of the product.
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