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Q.1

Q.2

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.

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



a)   Evaluate the challenges faced by companies in designing products for mral
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

a)   What is logistics management? Explain the key logistics decisions in rural markets,
with a focus on transportation, warehousing, and inventory management.

b)   Explain the various factors that affect distribution decisions in rural markets, including
infrastructure,   population   dispersion,   demand   patterns,   and   the   availability   of
intermediaries.

OR

a)   "Last-mile delivery is the biggest challenge in rural distribution." Discuss with suitable
examples.

b)   Explain the concept of hub-and-spoke model and direct-to-village distribution. How do
these models improve rural reach?
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3T8=ffi aT iaT fa¥3T:

I. EH F3a qT aT 5]Tca an a ut 3;tlT 3]claTdr drfas]

11. HBPrrfu  H¥alaT  3Ea{  a]

Ill. enPr FQal a5-3iiT 5HH g t9EaE F3a  i8 3iaT ffl a) I

Iv. 3ffl3ian qT caH fan aT nd a, aia5] i} in H TE a HT€:qH 5T
3qdr ffu an rful
v. 3Tqa 3Eati E FTfa HqTffi 8"tha 3ai6`ul`i. 5T 3qdr q5IaT 3Tfat g[

F3FT  1  a) "HiEL aiaiT 8iiia aT 8Tfaq aT ifro jH ¥i" HiEL faTTUFT H
38Tra giv aT 3FTdr H SH item Efr rd fliir[

b> 3q.8in EqaITr, in 3it iaFT a thl H fflffl 3it 3TEft iaTTUH # iaRT
a gaFT ERiiri                                         3Ie]i]T

a) 8TTH # Hith faTruH aT ETiin en qjT ia3in EPrfir 3it Hith RE H
tiTFdaT Tha aT iir j5qiffi al `uiai^iTatii  ggigF|

bj HTEL faTToiF ciiciici`ui  3ir faTTui] fffi qT EH¥ rmiF Fr rfu affil

F3aT 2 a) "Hirfu rfu # titFFT a far 3FqiF thfr irfu HFFaTFT ae €i"
rfu, qffi 3fl{ a]t]ii]iT aT fat H SH Fen qT rd fliiri

bj Hirfu fin # rfu, qffi 3ir arfu a HIFa- qT al Efiiiri

3Tan

a) Hirfu 3Tr8in:3if aT fir 3Fqii= fry rd # jiqiaEfr aT nd 3TTa rfu

ap q5T Igiv Effi 3it 3a qT rd aT far 3T[Ia=FT `uiafifaqi grl

b) 3qga=ET 3an aT ur Hiffl RE # 3Eqia afflfflT (productlnnovation) EPr     ,
3TTF3qffiEIT q{ rd armi



F3FT 3 a) ri3FT ifro (promotion Mix) a FqT at gp wh3FT ffro g5;a 3ife
HTrfu faTroiT H 3# HEFa. EPr EqiEqT affii

b) "HTan RE # qtFEffl ai fat JFq fatfu (pricing) 3ife ch5] (promotion) aT
fafa 3TEfa HEEatat gi" toTRE 3it ap ai dr* # ed Ermi

3Tan

a> illrfu rfu * ri3TF iaffl EPr 8pr q5T Igiv Effi 3ir ck aTtmefi
qfr EF rd aT far rfu © gri
b> HUL giv Err), eyT±ath3fi{ Fife * 3iIaTat aT 3irmT TIT HTin try
* fat T!tF in (Framework) farfu Effil

TQF 4 a) "g?TF faFT  (Efficient Distribution) HHm faTTuiF a ae g1"  IHt|

(Logistics> 3RT ha fffi aT fat # gH qTeH fl ed Efuiir|

b> 3iTq iafin HTdr aiaiT an (TitTEFT-rfu, IFqT-rfu 3it Efro-rfu) aT fat
3Fqifi EPr Efro ca fatife ed €3   3FIFT

at HrEL faFT rfu ap a;I giv flfir 3it 3a g ed aT fir 3qIa:a-
`u,aiifaqi grl

b) illffi  faTTuraT  fH€IDT  aT 4As aEai:un a{  (Affordability), dldl``qicil   (Awareness),

3tREes]FT  (Availability), 3it  +diqiiddi  (Acceptability) qiT iaEFT a rfu armi

I?I  5 a) IHt| gitH  (Logistics Management) FqT a? qRFT, 8j3TFT 3fl{ EEafl

ri€H qT €qFT ffi rd gF HiEL RE fi q¥er {HtT ian Efr EqiEqT
Effil

bj Hrffl fflfflfi H fa" fan al F8TffiF rd ri farin RE # EqiEqT
Efriir, fan ap rfu, 5arfu 5T RE, in RE 3ife Ht:qFafl rfu 3tlEes]aT
Qriha  a I                                                             3]{FTT

a) wt]iEELa]iEtT f3RE (3ifaH dr atF qiET) Hiffl faan # nd ap gr gi``
3tlF 3an aT enT al Effi|

b) 5aT-ds-dr Hha  (Hub-and-spoke model) 3ir 5Tqtr-E-fatr faFT EPr 3itlt]ilDiT
Fir HHFigF[  a Eifu HiEL qF H ae grit rd €3                           t8OO>
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