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Instructions for Candidates:

I.  Write your Roll No. on the top immediately on receipt of this question paper.
II.  Attempt all five questions.
III.  All questions carry equal marks (18 marks each).
IV.  Answers may be written either in English or Hindi, but the same medium should

be used throughout the paper.
V. Relevant Indian examples must be used to support your answers.

Q1

a) “Rural markets are the future growth engines of India.” Discuss this statement in
light of emerging trends in rural marketing.

b) Compare rural and urban marketing in detail with respect to consumer behavior,
demand, and distribution.

OR

a) Analyze recent trends in rural marketing in India and suggest strategies for
companies to succeed in rural markets.
b) Describe the rural marketing environment and its impact on marketing decisions.

Q.2

a) “Product decisions are critical for success in rural markets.” Discuss this statement
in the context of branding, packaging, and innovation. ‘
b) Discuss the importance of branding, packaging, and labeling in rural marketing.
OR




Q.3

Q4

Q.5

b)

a) Evaluate the challenges faced by companies in designing products for rural
consumers and suggest suitable strategies to overcome them.
b) Discuss the need for product innovation in rural markets with suitable examples.

a) What is meant by promotion mix? Explain the promotion mix tools and their
importance in rural marketing.

b) “Pricing and promotion decisions are crucial for success in rural markets.”
Discuss with reference to strategies and challenges.

OR

a) Evaluate the role of promotion mix in rural markets and suggest innovative
approaches to overcome communication barriers.

b) Develop a framework for rural marketing based on the experiences of HUL, ITC,
and Colgate.

a) “Efficient distribution is the backbone of rural marketing.” Discuss this statement
with reference to logistics and channel decisions.
b) How do you price products for different rural market segments (quality-
conscious, value-conscious, and price-conscious)?
OR

a) Evaluate the challenges in rural distribution and suggest suitable strategies to
overcome them.

b) Elaborate on the Affordability, Awareness, Availability, and Acceptability elements
of the 4As of rural marketing mix

What is logistics management? Explain the key logistics decisions in rural markets,
with a focus on transportation, warehousing, and inventory management.
Explain the various factors that affect distribution decisions in rural markets, including
infrastructure, population dispersion, demand patterns, and the availability of
intermediaries.

OR
“Last-mile delivery is the biggest challenge in rural distribution.” Discuss with suitable
examples.
Explain the concept of hub-and-spoke model and direct-to-village distribution. How do
these models improve rural reach?
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