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Piotal marketing is a complete process of using digital media

and technology for product and
wivices promoting. Marketing is a huge

process which depends on psychology of consumers. A
Loy tine detinition for consumer psychology is to understand target group of buyers and then you
willunderstand which product to vend or retail where and when.

Agrarian Tradition

(Source: - Wikipedia of Agribusiness and Agrarianisim)

Ihe agrarian tradition is the backbone of a rural background where belong the hard-working,
independent and talented sons of land. The agrarian society is the one, whose primary source of
income is through cultivating the land. There are many aspects in the agrarian society in which
most important is Agribusiness. This is the concept which combines many ideas such as farming,
breeding, processing of seeds, agrichemicals, goods supply and even retailing of agro products.
When there is business associated with agriculture then the theory of marketing is in need. Due to

lack of information about marketing and poor resources, many members of agrarian society fail to
achieve actual success and profit they deserve,

Agriculture is the oldest means to earn a livelihood in India. Farmers are the prime cultivators and
are also involved in supplementary activities like poultry, vineyard ete. All these outcomes are
further processed and get accosted to our homes. Yet, we fail to realize the huge gap between

production & consumption of goods, which is directly linked with the marketing dimension as
certain investments and gains takes place in the whole cycle.

Rural Marketing

(Source: - Wikipedia and the sites like cconemic discussion, your article library in which rural marke

ting
in India, article was referred)

Rural marketing is a platform to encourage the economy of the rural masses by trading and
retailing the goods and services available in rural areas. Another definition of this concept is also to
ecasily in the

an opportunity to many
upcoming entrepreneurs and also gives a new opening for the famous brande

increase the purchases along with the demand of the products which are not available
remote areas. If we have a minute observation, rural marketing gives

d products to
increase their sales although the companies need to understand the financial background and the

choices of the rural folks. Rural marketing provides a display place for all Kind of sell

er's whether
itis a new entrepreneur or a prominent business person,

Indian villages are very popular for village haats. A village haats is a setup of small market place

where farmers come to sell their cultivated goods and products. This market is setup every week, a
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Problems faced by farmers and countrified population
Lack of marketing knowledge.
Less use of technology and other informative resources.
icies.
Reduced amount of knowledge about the government policie ‘ R
No attempt to upgrading ourselves to new technologies and leaning new techniques.
Lots of connectivity issues with world and modern technologies.
Financial burdens.
Lack of knowledge about the new agricultural methods.
Unfavorable weather for farming (low rainfall).
Believe in superstitions.
10) Depression and suicidal tendency.
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Digital marketing
(Source: - Wikipedia, Site called digital-skills.in)

Digital marketing is the process of marketing the product or services using various digital
technologies. Digital marketing has proved a very successful process used in marketing and also
increasing sales of many products. There are many methods of digital marketing such as search
engine  optimization (SEO), content automation, social media
marketing, influencer marketing, campaign marketing,
marketing (SEM),social media marketing

optimization, content
data-driven marketing, search engine
» display advertising, e-books, e-mail direct marketing etc.

As digital marketing best marketing strate

8y is using social media so this is the rea
changed the definition of marketing and

is better th

y of new entrepreneur k
educated about the process of digital marketing? As rur

although not many rural public, farmers and beginners i
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educated about it.

son it has
an tradition marketing. But as digital

nows about it? Are all our local vendors
al marketing is growing in a noble speed
1 business are achieving profits through it.

al area people and the farmers if they are well

ynchronized with rural marketing by the use of information
technology.

1) Farmers can be guided about new

agriculture techng
and by use of video callj;

logies by social media with the use of Skype
g | g and conferences.
;; ;/lanous companies can hold digital workshops and can offer practical sessions
¢ A];)rltl ter n; courses can be provideq about marketing strategies and new schemes
Ut explanation of varjgys brands and py i . K
o : ’ 55
owners and entrepreneyys. Product can be provided to al| the beginners’ busine
5)

Small workshop can be Organized

about using the socia] media and shopping portal.
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| and buy products online on various shopping portals this should be professionally
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ourses of digital marketing should be provided in rural areas
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L traditional products and services if marketed well in urban areas then can make
- [ NING

pusiness. This kind of products should be showcased by using websites, social media so it
J W S, & i S
1l many more consumers.

wanle are not otten co 3, s
] people are not often connecte d to world so technologies should be taught to them so the
cation gap between rural nourban people will be reduced

Lo busimess should go online by using online portal

L 1y entreprencur, new and small enterprise, talented businessmen should upgrade their selves
g medern T technologies and marketing strategies

ol markats can be digitalized with a briet know ledge of digital technologies.

Faoc knowledge about the embedded system such as sensors and automobiles should be
}*1\‘\ ld\‘d

CConcept ot using Internet, should be explained and regulated in day to day jobs.

Consumer Psychology

(sourae: - site called catreprencnr com)

Its very common when we buy anything, we think! Consumer w hen shop the whole deasion
depends on hus choices and the chowe depends on s Bikes and distikes and his likes and dishikes
dopends on las intellectual and knowledge This whole concept need a very few seconds to get
Hactioned and accumulate a final result to buy o particular product This whole

cquation of
buying, protit shopping

{a state where customer tevls he isan profit atter buying, any object in a
good deal) in a consumers mind s tevn manipulated by a psychological theory w hich is well
understood by all the big and famous marheting companies

Put are all our new business owner, new bom entreprenear or upcoming talented individual and
business men educatid about them? There are lots consumer psychology manipulating schemes

and ideas which are used by many famous business persons and marketing, companies.
Some Psychological pricing strategics

Reducing the left digit by one (e.g. - 100 is written #)
When a consumer find out the price o the product he thanks of hus budget as every person keep a

monthly plan of his expenditure so eversyone has o budget i mind So when there is a budget there

is also a hnut tor numbers inmind of 4 shopper. For example at the price of the product s 200 and
if it is showcased as 294 only then there s a psvcholegy that 299 18 cheaper than M0 basically our

cubconscious mund teels a protit in purchasing, for 299 This is the technigue in which fet a

consumers bram think that 299 1s less than 30 althaugh the value has ditference but not huge
ditterence, stil cur brain approaches tor the cheaper value then the other. Many times consumer

even don t bother to take the remaming change of the money 15 paid a whole round amount for the
maimn price This kind of techngues are not well understoad by the shoppers and also not

undenstood by the pnew entreproncars so there 1s a pre

Slem i sclling of a product and managing,
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il there 158 eed of some protessional training, So the process of matketing will [ee Deetheer
med nd understood by the all new business owners, Using this kind of knowledge itis cany
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1y ideas using digital marketing.

<on which protcssmml training is beneficial
\ree
marketing.

content W riting and content marketing.

\rious marketit
marketing products and strategies.

sdia
cial mes

N

\ 1g shills and sales skills should be professional understood.
\nalVze the
Online selling and buying knowledge should be progressed.
[raining for understanding online study portals and websites for retailing should be gained.

Findings
prand building is much easier when targeted audience is easy to reach. And by the use of digital
So by the use of digital

marheting it is easy to reach out to targeted audience in a short time.
y brand building and

narheting many small scale business persons can achieve the qualit
successful marketing. As rural areas are still learning about the new technologies still digital
marketing and use of digital technology can be used to solve many problems. Thus seeking right
education will help the new business person to understand the psychology of consumers and will
build a new confidence in business. Rural and countrified society can be more beneficial by
accomplishing new agricultural technologies which will help them to have a successful
agribusimess. It is said that science and art of today is the technology of tomorrow, so grasping
knowledge about new technologies and educating about it is no harm to anyone.
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