THEORY PAPER

Program: Honours/Research \ Class :B.Com. | Year: IV | Session: 2024-25
Subject: Advertising Sales promotion and Management
1 Course Code M4-ASPM1D
2 Course Title Rural & Agricultural Marketing
3 Course Type (Core Course/ Discipline Specific Elective - 1
Discipline Specific Elective/)
4 Pre-requisite To study this course, a student must have had this
subject in Degree.
5 Course Learning outcomes (CLO) On successful completion of this course, the
students will be able to:
1. Understand rural marketing in India
2. Working of distribution channels
3. Knowledge of Indian agriculture product
4. Understand about cash & exchange market
5. Techniques of agriculture product packing
6 Credit Value 4
7 Total Marks Max. Marks: 30 + 70 | Min. Passing Marks: 35

Part B- Content of the Course

Total No. of Lectures-60 (in 2 hours per week):

Units

Topics

No. of Lectures

I

Rural Marketing: Position of Indian Rural Marketing and Approach to
Rural markets of India; Rural Consumer, demand dimension and market
segmentations; Channels of distributions and physical distribution, product
management. Marketing communication and sales force tasks.

12

IT

Agricultural Marketing: Concepts, Nature, Scope and subject matter,
Classification of agricultural products and their difference with
manufactured goods. Agricultural market: Meaning. Components,
Dimensions, Classification. Market Structure: Dynamics of Market
Structure, Components of Market Structure and Market Forces.

12

I1I

Market Management and Channel Strategy: Modern marketing
management and agricultural product. Structured organized markets-
commodity Exchange and produce exchange cash market forward dealing,
exchange market, Speculative market, Channels of distribution for
consumer goods, Agricultural goods and raw materials.

12

IV

Rural Market in India: Regulated market, Genesis of regulated market in
India, Limitations in present marketing regulation Advantages and
limitations of regulated market. Organization of regulated market, Future
of Regulated market in India.

12

Marketing of Farm Product: Packaging — packing and Packaging, Packing
material. Transportation advantages of Marketing of farm product, means
of transportation and Transportation Cost, Grading and Standardization-
Meaning. Types. Criteria, Labelling and specification, Storage,
Warehousing. Processing and selling.

12




Keywords/Tags: Indian Rural Marketing, : Dynamics of Market, consumer goods, Labelling
Part C-Learning Resources
Text Books, Reference Books, Other resources

Suggested Readings:
1.  Sales &Distribution Management(Units12-16forSalesPromotion)F.L.Lobo,GlobalBusiness Press
2 Agricultural Marketing in India — S. S.Acharya and N.LAgarwal - Oxford

&IBH Publishing Co Pvt Ltd., Calcutta
3 AgribusinessManagement in India —Text &Cases - Dr. Subhash Bhave
Agricultureproblemsinindia—Mamoria,C.B.&BadriVishal,KitabMahal
5 OrganizingRuralBusiness—Rajgopal, SAGE Publishing

2. Suggestive digital platforms/ web links
https://www.scientificpubonline.com/bookdetail/rural-marketing/9789386102645/0

https://books.google.co.in/books/about/Rural_Marketing.html?id=uUsLnsnqwNkC&redir_e
sc=y

S8

Suggested equivalent online courses:

Part D-Assessment and Evaluation

Suggested Continuous Evaluation Methods:

Maximum Marks : 100
Continuous Comprehensive Evaluation (CCE) : 30 Marks University Exam (UE): 70 Marks

Internal Assessment : Continuous Class Test Assignment/Presentation

Comprehensive Evaluation (CCE) 30
External Assessment : Section(A) : Very Short Questions

University Exam Section Section (B) : Short Questions 70
Time : 03.00 Hours Section (C) : Long Questions

Any remarks/ suggestions:
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