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M.B.A, Semester-IV Eramiaation

RURAL }IARI(ETING

Paper-MBAl4205lSM

Time : Three HoLrrs] [Maximum Marks : 70

-\ole : - r l) Artempl ALL quenions.

(2) Figues to indicate full marks.

SECTION-A

l. (a) Explain in detail the l'actors that have made rural market more attractive in last decade.

t4

OR

(b) What arc thc various challenges faccd by manulacturers in developing rural market in
lndia'? Ditlerentiate between Urbao and Rural markct. 14

SECTION-B

2. (a) Hou do you explain the diffcrenccs in consumcr behaviors based on individual
characteristics ? 7

(b) Design the questionnaire in rural areas to understand consumer behaviors with respect to

Smart phonc (Handseo. 7

OR

(c) Explain the buying behaviours based on two lactots :

(a) Degreeofinvolvement

(t) lime spent. 1

(d) Develop the conslrmer behaviour model for Mini Tractor A tmctor of 15 H.P. lngine
capaciq. 'l

1. (a) "Marketing approaches !ar)'$ith degree of segmentation." Discuss with reference to ruml

market. '1
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(b) One ofthc rcno\\ned educational inslitute is interesled to start CBSE l-lnglish Ntedium

school in de\ eloping villages. lfthel appoint research agenc) for abote table. how rcseatch

agenc) \\ ill prepare a research repon for educational institulc Fxplain. 7

OR

(c) Explain key decision involved in ruralmarket rescarch. i
(d) .\nullse the segmentalion. larget rnarketing and positioning lbr solt drinks in .ural market.

'7

SECTTON-C

(a) Explain rhe lactors that influence the pricing decision process \\,-ith relbrence to ruml market.

7

O) $'hich lactors will 1ou consider lbr product augmentation \ ith rclerencc to rural market ?

7

OR

(c) Irxplain how packaging can make a product appealing to customer lbr rLrral market. 'l

(d) Identil,v various facton lhat influence pricing strateg) lor rural producls. 'l

SECTION-D

Radha Tiles (I) LILI., well kno[n comp?,ny manufacturing tiles. underslood the t"emendeous polential

rural markc! since Govemmenl has inlroduced ' A\\ as yojna'.

Thel have introduced scratch proofand lire resistant tiles eithcr jn two stanJard size large and

small. The) u'ere facing main compctirion from iocal manufaclurers \\ho onl]' manufacturcs fire

resistant in small size only. 1'he Radha tiles \\ere price Rs. 70/- for la.ge were

Rs.,15/- small tiles. The local manufircture priced Rs. 30/- per tilc. 1he company decidcd that thc

target profil bc Rs. l0/- per picce inespective of sizc. The margin were kepl lbr dealer is around

Rs. 25 and Rs. 18- respectively lor large and small size tilcs.

The target buyers of the campany includes middle and upper income group in villages thel
prcfltred lbr rural housing as well as for rural institLltions likc schools. hospital, panohayat

ofl-1ccs etc.

j
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l he company has decided to dishibute tiles thrcugh company stockist the dcalcr identified as from

cemmr and hard\\'are. It is basically a three tier distribrition systdm inffoduced b) the manufactuers.

Nlinimum quantit) ofpuchase is the condition of lifting introduced b)' slockist for rerailers.

Hence ilretailcr lilicd morc volumc then and then only transponation cost was lcss.

Promotions is limited to wall painting and PO.P matcrial at the outlet ofcompany stockists.

l he i.ritants in thc lvay ofexpansion ofsales are :

(l) Company tiles and local tiles are ofsame colour making idcntification difficult for $e rural

customers.

(2) Rural customers \aere oot able to differentiate, \,"hy pricc ofcompany til€s more than local

brand.

(3) The transpofiation cost are high for the rual retailers, managing opeEting cost, put togethcr

the cost ma)'result in losses lbr the retail outlet as the end prices are iixed and rctail margins

are lou'.

Questiotrs:

(a) Do you advice the company to lower the p ce lL) cxpand sales ? Justify the answer. 7

(b) What kind ofpromotion strategy do you advocate 'l Justify the samc. 7
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