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 404 – A: Rural and Industrial Marketing 

  

Objective: 

The paper is designed to serve the twin objectives  of (i). exposing the students to the rural market 
environment and the emerging challenges in the globalization of the economies; and (ii). Laying a 
foundation for an understanding of the complex dimensions of the industrial marketing. 

Unit - I: 

Rural and Industrial Marketing – Nature and Importance and Nature, Emerging Scenario and 
Environmental issues, Consumer Behavioural Issues. 

Unit - II: 

Rural Marketing Management: Rural Market Segmentation, Targeting and Positioning, Rural Marketing 
Strategy, Defects and Lines of Improvement in Agriculture Marketing. 

Decision Areas – Rural Product, Pricing Objectives and Techniques, Rural Distributions Channel, Criteria 
for Channel Selection, Rural Communication, Media Planning Sale-force Management. 

  

Unit - III: 

Industrial Marketing Management: Meaning and Features of Industrial Marketing, Marketing Environment, 
Classification of Industrial Products, Buying Behaviour, Segmentation, Targeting and Positioning, Market 
Planning and Strategy. 

Industrial Product Planning and Development, Pricing Policy and Decisions, Advertising and Sales 
Promotion, Project Marketing, Logistics and Marketing Control Channel, Decision and Alternatives. 

Unit - IV: 

Case Study on Rural Marketing 

Unit – V 

Case Studies an Industrial Marketing. 

Note: A one page single case relating to the issues detailed under one or more of the first two units shall 
be given as Unit IV and similarly a one page single case relating to the issues detailed under third Unit 
shall be given as Unit IV. As far as possible the theoretical questions and the case should not relate to the 
same issues / topics. 
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