

Rural Marketing

April 2024 Examination

Q1. Please help the marketing manager of a large consumer electronic company to promote their newly launched Brand of LED Smart TV in Rural Markets, please suggest based on low budgets by the company      (10 Marks)

Ans 1.
Introduction 
In the dynamic landscape of consumer electronics, penetrating rural markets poses a unique set of challenges and opportunities. The marketing manager of a large consumer electronic company faces the task of promoting the newly launched Brand of LED Smart TV in rural markets with a constraint on budget. Rural markets, characterized by distinctive consumer behavior and limited access to traditional advertising channels, necessitate innovative and cost-effective strategies. The introduction of LED Smart TVs caters to the evolving needs of rural consumers, providing entertainment, education, and connectivity. Crafting a tailored approach that aligns with the socio-economic and It is only half solved
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Q2. ABC and company had been regularly selling their Readymade garments in rural areas of Rajasthan, the sales were steady  but the recent trends show lack of sales due to change in consumer demand  do you agree it is due to changed consumer behavior  if yes study the same and give suitable advise to management    (10 Marks) 

Ans 2.

Introduction:

In recent times, ABC and Company have been experiencing a downturn in the sales of their readymade garments in the rural areas of Rajasthan. While the company had previously maintained steady sales, there has been a noticeable shift in consumer demand leading to a decline. Understanding the dynamics of consumer behavior is crucial in addressing this issue. Consumer behavior is influenced by various factors, including cultural, social, personal, and psychological elements. In the context of rural areas, these factors can be even more intricate, with unique characteristics shaping the preferences and choices of consumers. In order to revive sales and adapt to the 
Q3. Case study  Suba  Spices

Mr. Suba Rao had inherited the business of producing and selling Spices for the past two decades in the state of Andhra, the business was good and the SR Brand was very popular, the company expanded their sales to neighboring state of Tamil Nadu, Telangana and Karnataka to increase turnovers and profits, the company had to compete with other established brands in the state and did not reduce the premium prices the company was getting in the state of Andhra

The sales were sluggish and Mr. Rao was considering closing sales in all the new states, the initial cost of launch and distribution was high and the company has hardly making profits, the huge inventories did not allow the company to close shop and were considering alternatives and solutions for revving the business.

A.  Please advise Mr. Suba Rao to  revive sales in the new states of operation   (5 Marks) 

Ans 3a.
Introduction:

Mr. Suba Rao, the proprietor of Suba Spices, faces a challenge in reviving sales in the new states of operation—Tamil Nadu, Telangana, and Karnataka. Despite the success of the SR Brand in Andhra Pradesh, the company is grappling with sluggish sales and profitability issues in the expanded markets. This situation necessitates a strategic intervention to address the complexities associated with the expansion 


















