AGRICULTURAL INPUT MARKETING

Pingali Venugopal

Professor (Marketing), XLRI, Jamshedpur

OBJECTIVE:

The objective of course is to apply the understanding of Marketing developed in the first year marketing course in the context of the Agricultural Input Marketing in India.

The course would take into account the specific features of agriculture and farmers in India to apply/ modify the Marketing Planning and Implementation concepts to Agricultural Input Marketing situations in India.

EVALUATION:

Class Participation:
 10 

Assignment

 30

End term

 60

______________________

Total


100

______________________

REFERENCE BOOKS

Agricultural Input Marketing, eds S.P. Seetharaman

And all reference books prescribed for the first year marketing course

SESSION DETAILS:

(Each session for 90 minutes)

1. Agricultural Inputs Marketing: An Introduction

2. Product-Market fit

Product for discussion: 
Bio fertilisers

Background reading:  
a) Bio fertilizers





b) Bio fertilizer Demand and production





c) Nutrient Management strategies for the next decade

3. Understanding the Marketing Environment

4. Analyzing the Marketing Environment

Product for discussion: 
Monsanto’s Round up

Background reading:
Roundup - Nobody's Tougher on Weeds





FAQs about Round up





Department researches weed control methods

5. Competitive analysis

6. Understanding buying behaviour

Product for discussion: 
Pesticides

Background reading:
a) Buyer Behaviour of Agribusiness consumer

b) Consideration set: Agri-business buyer behaviour in India

7. Case discussion: Marketing of a Technical Input: A case of Cattle Feed Manufactured by Cooperative Enterprise in India.

8. Segmenting and Targeting

Product for discussion: 
Tractors

Background reading:
Tractor industry in India





Modernisation of Agriculture in India

9. Marketing Strategy

Case study: 

Power Tiller Manufacturers Association

10. Selling strategy

Product for discussion: 
Power Tillers

11. MIS for Marketing agri-inputs

12. Customer service

Case discussion: 

Kribhco 

13. Sales promotion decisions

14. Salesforce Management

15. Channel decisions

16. Managing the channel

Case discussion: 

Nitin Pawar

17. Marketing Implementation

Case: To be finalised

18. Project presentations

19. Project presentations

20. Review

