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ABSTRACT

The purpose of the investigation was to study the buying behaviour for consumer duralesin rural India.Over the past few years, the rural
markets have emerged as one of the most lucrative marketsfor I ndian companies. In the recent past, many organizations haveforayed into
rural areas and this has proved fruitful and beneficial for them. The Indian rural markets provide abundant opportunitiesfor organizations
to enter and operate profitably. Rural India has emerged as alarge market for numerous goods and services such as financial services,
FMCG, healthcare, consumer durables and telecommunications. In today’s competitive scenario, the rural markets are even more vital than
urban marketsfor marketersas part of their green ocean strategy. But thisjourney has not been so easy. It has been the effort of continuous
positioning with innovative methods of promotions designed to suit rural masses. Still theroad islesstravelled. Indiastill has morethan
6 lac villages contributing to almost 60 per cent of India’s population. Out of these more than 50 per cent villages are of population spread
less than 500. This makes them very difficult to trace when it comes to know their buying behaviour or for designing a communication
strategy for these people. Not to mention the age old hurdles such as poorly developed communication channels, difficulty in direct
distribution, erratic monsoons resulting to fluctuating incomes and so on makes rural India a tough target to achieve. Still we have got
successful examplesin theareaof rural marketing such asHUL, Pand G, Marico and Godrej etc. Sometelecoms such as DOCOMO, MTS,
and UNINOR have even reversed the formulaasto go rural first then to urban. Thismakesit clear that everyoneis betting on Rural India
and will keep on investing in it for better future prospects.

KEY WORDS: Consumerism, Rura India, Buying behaviour, Consumer durables

How to cite this paper : Joshi, Sanjay Kumar and Pant, Satish Chandra (2015). Consumerism in rural India: A study on buying behaviour for consumer durables.
Internat. J. Com. & Bus. Manage, 8(1) : 120-125.

MEMBERS OF THE RESEARCH FORUM

Correspondence to:
SATISH CHANDRA PANT, GB. Pant University of Agriculture and
Technology, PANTNAGAR (UTTARAKHAND) INDIA

Authors’ affiliations:

SANJAY KUMAR JOSHI, Departement of Agri-Business and Rural
Management, College of Agriculture, Indira Gandhi Krishi
Vishwavidylaya, RAIPUR (C.G) INDIA

HIND INSTITUTE OF COMMERCE AND BUSINESS MANAGEMENT



