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PRODUCT AND PRICE MANAGEMENT
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Full Marks : 100

Candidates are required to give their answers in their own words

as far as practicable.
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Module - 11
[Rural Marketing]
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[English Version]
The figures in the margin indicate full marks.

Module - I
[Product and Price Management]
(Marks : 50)

Group - A

Answer any five questions :
(a) What do you mean by ‘Product’?
Or,
What is ‘Product Portfolio’?
(b) Define ‘Product Life Cycle’.
(c) State any two limitations of the concept of Product Life Cycle (PLC).
(d) Mention any two distribution strategies of ‘Growth Stage’ of PLC.
Or,
Mention any two distribution strategies of ‘Decline Stage’ of PLC.
(e) Draw any two shapes of PLC.
(f) Define ‘Price Management’.
Or,
Define ‘Price Cartel’.

(g) What do you mean by ‘Skimming Pricing’?

Yo+do0
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(5)
(h) What do you mean by ‘Penetration Pricing’?
(1) Define ‘Target Cost’.
Or,

What 1s ‘Resale Price’?
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(j)) What do you mean by ‘Service Pricing’?
Or,
What is ‘Balanced Product Portfolio’?

Group - B

. Answer any one question : 10

(a) State the reasons for developing a new product.
Or,
Mention the factors that act as barrier to new product development.
(b) Discuss in brief, the stages involved in the process of product adoption.
(c) Discuss the desirable features of a good brand.
(d) Explain the benefits of branding.
Or,

Explain the concept of Trademark.
Group - C
Answer any one question

. Explain, in detail, the significance of packaging in modern marketing. 20

. Discuss the various packaging strategies used for marketing the product of a company. 20

Module - I1
[Rural Marketing]
(Marks : 50)

Group - A

. Answer any five questions : 4x5

(a) What is the 4A’s in rural marketing?
(b) State any two characteristics of rural consumers.
Or,

Distinguish the characteristics of rural consumers with urban consumers.
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6.

(c)

(d)

(e)
()

(2

(h)

0)

What is price promotion?
Or,
What is rural promotion?
Mention any two characteristics of distribution channels specially made for rural market.
Or,

What is the difference between logistics and distribution?
State any two rural-market specific promotional strategies.
Define rural consumer behaviour.

Or,
What are the main factors influencing rural consumer behaviour?
Define rural advertising.

Or,
How do you advertise your product in rural market?
What are the common challenges faced by marketers in making of rural marketing strategies?
State two features of rural buying patterns.

State any two main infrastructural problems in rural India.

Group - B

Answer any one question : 10

(a)

(b)

(c)
(d)

(a)
(b)
(a)
(b)

Write a brief note on the scope of rural marketing.
Or,
Write a brief note on rural marketing mix.
How do you scan the elements of internal factors of rural marketing environment?
Or,
How do you scan the elements of external factors of rural marketing environment?
Discuss the concept of ‘Rural Market Segmentation’.

Explain the role of government to eliminate the infrastructural barriers in rural marketing.

Group - C
Answer any one question

Distinguish : Rural marketing and Agricultural marketing.

Briefly discuss the scope of agricultural marketing in Indian context. 10+10

Explain the pricing strategies of agricultural marketing in India.

Explain the distribution strategies of agricultural marketing in India. 10+10



