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Rural India remains a paradigm for marketing whizkids 

from world over. An area so vast, with people so 

different and socio-cultural practices so diverse, cannot 

be subjected to marketing formulae that have worked 

well elsewhere. So what is the key? Like Sun Tzu, in 'The 

Art of War' said, “If you do not seek out your allies and 

helpers, then you will be isolated and weak.” His advice, 

though centuries old, is strangely apt in the warfield of 

commerce. I believe that would be Business model 2.0 

whose hallmark would be partnerships.

There are companies such as Tata, ITC and Dabur that 

have successfully made inroads into this substantial 

market by harnessing technology to study 

demographics and making logical deductions about 

people's needs and aspirations. However, as the latest 

Accenture report – Masters of Rural Markets: Profitably 

Selling to India's Rural Customers – highlights, over 

half of the businesses surveyed admitted that high cost-

to-serve is the biggest challenge they face in selling and 

distributing in rural markets. If that challenge were to 

be tackled, businesses would be able to tap into the 

increasingly higher spending habits of the 852 million 

rural consumers. We see three areas that can help us 

crack the rural code.

1. The solution lies in relinquishing control and 

instead, delegating: Find a suitable partner to do 

what you cannot do but want to! In fact, the Accenture 

report reiterates this sentiment by declaring that three 

quarters of executives believe that collaborative 

channels will become a dominant force in the future.

Head Held High has discovered that new rural urbans 

(Rubans) are highly entrepreneurial, ambitious and 

eager to learn. At the Rural Entrepreneur Forum 

organized at Gadag District, Karnataka earlier this year, 

we had  over 200 enthusiastic participants. For now, we 

have chosen around 50 entrepreneurs that we are 

engaging with, to provide new business opportunities. 

In the successive years, the numbers are only going to 

increase! Market analysts concur that a vigorous 

approach to the last mile, sustainable channel 

relationships, and creating trust, are crucial to gain and 

retain foothold in the rural market. The best way to 

achieve is through local participation leveraging the 

power of local entrepreneurs who can address the needs 

of the industry with innovative low cost localized 

solutions.

2. Have access to local talent as well as rural-

ready urban talent: While industry-ready talent 

might not be immediately available, there is no 

obstruction in creating it! In fact, we have been churning 

out such a workforce through our talent transformation 

platform – RubanShakti – wherein uneducated youth 

undergo a five-month intensive training to become 

English speaking knowledge workers.
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3. Collaboration with academia would be 

another key aspect in this endeavor:  Head Held 

High has been working closely with various leading 

institutions in developing executive education 

programs combining classroom discussions with rural 

immersion visits to rural areas, encouraging foreign 

students to intern with HHH focusing on rural markets 

and jointly develop new business models which HHH 

can take to pilot markets and establish proof of 

concepts.

In line with this endeavor, Head Held High recently 

held “Designing the future together” conclave where it 

brought together eminent people from the industry, 

academia and other stakeholders of the ecosystem to 

develop a joint strategy to crack the rural code.

Today's business leaders must expand their ken and 

invest their time and effort in reaching out to rural 

India. Because fortunately, here at least, one cannot 

grow alone. One must grow together.

Madan Padaki
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