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1.
Case Study (Compulsory):


‘Shri Kannan Departmental Store’ was started in 1985 as a departmental Store in Erode named     as ‘Sangeetha Shopping Centre’. Encouraged by the response of the public a mega departmental Store was started in the year 1999 under the name as "Shri Kannan Departmental Store (P) Ltd.," (as SKDS). SKDS has branches in all parts of Tamilnadu and presently operating 22 departmental stores of various sizes. 

Recently ‘Shri Kannan Departmental Store’ has set its foot in the rural area by setting a new departmental store in Alandurai, Sulur, Palladam (Coimbatore dist).
a.
Explain how ‘Kannan Departmental Store’ can penetrate in the minds of rural population.                                                                        


















    (5)

b.
Discuss the promotional strategy that are to adopted by ‘Kannan departmental store’ for its survival  in the Indian rural market.                                                                             
  (10)

c.
List the challenges  &  the difficulties that could be faced by  ‘Kannan departmental store’ for its operation as compared  with its other urban branches in Coimbatore                                                  


















    (5)
2.
What have the changes in the rural economic structure been in the last decade? What are their implications for marketers?
(OR)
3.
a.
Bring out  the distinction between rural and urban society.          




  (10)                              

b.
“Rural consumers will buy only really cheap mass market brands”. Do you agree? What are  the realities? Explain with examples.                     






  (10)
4.
The Doordarshan television has the maximum reach in Rural India. One in every 2 villages in India now has a pay phone. Out of the 140 Lakh mobile phone connections of BSNL, 50 % are in the rural areas. Does the advent of information technology affect the rural consumer behavior? Explain with suitable examples.                       
(OR)

5.
Elucidate the importance of financial institutions, and cooperative institutions in rural marketing. Explain How these organizations help in rural development?                                                                                                            
6.
Imagine that you are a product manager for a product (Choose any product) that your organization was successfully marketing in the urban setting. Design a customized rural marketing mix in order to target a select rural market segment for the same product.

(OR)

7.
Analyze the pricing strategy of a national, regional and local player in any FMCG category of your choice, and also identify the impact of industry and product characteristics on the pricing strategy.

8.
A leading hair oil company wants to launch its new product catering to rural women, and therefore wants to understand their current behavior and practices related to the same, Prepare a research plan comprising the research approach, sampling plan (method and size), data collection method and research tools.
(OR)

9.
What role do you foresee for Internet to play in the development of the rural market in future with respect to finance, retailing and Gamorizing rural marketing?









