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Abstract—It is worthwhile to note that more then 70% of
Indian citizens are located in rural areas. The net result is either
absence of achievement in efficient marketing or limited
achievements in marketing. Since major population of any
country determines the success or failure of any brand of
commodity or service, the importance of ‘rural marketing’
should not be underestimated. While growth in Education and
infrastructure sectors have been impacting rural India over the
years, the impact that Technology is going to have on Rural
Marketing initiatives in the next few years is going to be
tremendous. Technology is going to make a huge difference to
the way we look at Rural India. The process has started and in
the next few years there will be more progress in this area. How
can information technology (IT) contribute to rural
development? What are the channels through which impacts
can be realized, and what are the practical means for realizing
potential benefits? This paper examines several ongoing
projects that aim to provide IT-based services to rural
populations in India.

Index Terms—India, information technology, Internet, rural
development

1. INTRODUCTION

THE necessity of harnessing science and technology for
transforming rural India has long been recognized. In fact,
Gandhi had clearly shown an appreciation of this necessity.
As early as 1935, at the All India Village Industries
Association, Gandhi initiated a movement called ‘Science for
People’, with an advisory board of national personalities
including scientists like J. C. Bose, P. C. Ray and C. V.
Raman. It is tempting, Technology is going to make a huge
difference to the way we look at Rural India. The process has
started and in the next few years there will be more progress
in this area. There is now a general agreement that the
average rural Indian whose life has been touched by
technology has changed for the better. The web based
technologies and technology of Internet usage for innovative
interventions have been quite a boon to people. There are
many corporates like ITC, HLL, other NGOs and almost
every state government who are experimenting with ICT in
rural. It is increasingly becoming clear that for Rural ICT to
be successful what is required is the public / private
partnership. The Common Service Centre (CSC) Project of
the Ministry of Information and Technology, under which the
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government is planning to set up 1,00,000 internet kiosks in
as many villages to service the 6,00,000+ villages of the
country is in the right direction.[5]

While the government will provide the infrastructure, the
leading players in the ICT area like Microsoft, NLogue and
many others are expected to provide appropriate technology
to help the ICT initiative to succeed. The CSC project is not
only going to help in good governance but also help empower
rural folks by providing them with equal opportunity for
human development which in turn should boost income and
employment generation in rural India. As more and more
villages get connected, an entire economy that has been
difficult to tap and grow will have huge opportunities. If
agricultural problems and cures can be disseminated across
the country through an email, if health and rainwater
harvesting training can be disseminated by video lectures, the
physical need for skilled people to travel to every village,
every time would be done away with. Technology will
greatly help in bridging the rural urban divide. Villagers
could directly find buyers and sellers across the country or
globe. This is already happening.[6]

It may seem paradoxical that modern information
technology (IT), associated in our minds with developed
country markets and capital-intensive methods of production,
has any relevance for a country where many millions still
lack basic needs. Nevertheless, there are many efforts
underway in India and other developing countries to
demonstrate the concrete benefits of IT for rural populations,
and to do so in a manner that makes economic sense.

Indian agricultural industry has been growing at a
tremendous pace in the last few decades. The rural areas are
consuming a large number of industrial and urban
manufactured products. The rural agricultural production and
consumption process plays a predominant role in developing
the Indian economy. This has designed a new way for
understanding a new process called Rural Marketing. The
concept of rural marketing has to be distinguished from
Agricultural marketing. Marketing is the process of
identifying and satisfying customers needs and providing
them with adequate after sales service. Rural marketing is
different from agricultural marketing, which signifies
marketing of rural products to the urban consumer or
institutional markets. Rural marketing basically deals with
delivering processed inputs or services to rural producers, the
demand for which is basically a derived outcome.[7]

There is a need to identify which kinds of ICT access
deliver the best value for money, and how the limited
resources that can be spent on it can be made to best suit the
particular needs of rural India. A number of "'models’ have so
far been tried. Few of them are given below.
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II. RURALI.T. MODELS
A. Rural Telecentres
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Fig. 1. Model for Rural Telecentres

Source: Comet technology

According to the National Council for Applied Economic
Research (NCAER), the official collector of data on rural
India, India’s rural populace is worth US$100 billion in
consumer spending, making them a vital link in India’s
vibrant GDP story. Rise of a new socio-economic category
called the rural rich and hence narrowing gap between the
urban and rural per capita incomes. Inclusive growth is
slowly happening! The entry of major companies like
Reliance, Tata, Bharti, Birla's, Wal-Mart, Woolworths and
Carrefour etc. into food retail could work wonders for
farmers because of the companies’ rural sourcing strategies.
Increasing awareness about the importance of education has
led farmers to send their wards for better education in urban
areas. This inturn lead to landing up in good employment
opportunities facilitating the welfare of families back home
in rural areas through income flow-back. Rural market for
FMCG goods is growing at a faster rate than Urban market,
says FMCG officials. According to T.V. Ramachandran,
Director-General of the Cellular Operators Association of
India, a private industry body, the construction of new cell
towers is widespread in rural areas, and India's coverage area
has increased three times in the past year. He said young
Indians (most are under age 35) and rural people are driving
cell phone growth.[3]

This model is a public- private partnership model. Both
G2C and B2C services will be offered through the RBCs.
Prices for G2C services are mandated by the state
government. For example, the fee citizens can pay for a copy
of their land records Certificate is Rs.10-15 (approx. US$.33).
Prices for B2C services will be established based on
consultations between service provider and private service
offerers.

Services delivered through the RBCs, can comprise more
than 100’s of government processes, include copies of land
records, approval of old age pension for senior citizens, issue
of caste certificates, issue of income certificates, etc.[15,16]

Any educational service offerers can also use the centers to
deliver computer-aided education. Similarly, the agricultural
offerers can use the centers to deliver information related to
agriculture, prices for agricultural commodities, and
availability of agricultural inputs.
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This model can invites companies involved in Education,
Healthcare, Financial services, Convenience services, etc.
[1,12]

e Education — distance learning, video conferencing
etc.

e Healthcare - telemedicine

e Financial services — providing for assets/liabilities

e Convenience services — mobile top-ups, bill
payments, etc

B. Rural BPO
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Fig. 2. Model for Rural BPO
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A Nasscom study says, the BPO industry in India has is
expected to face a shortfall of 262,000 professionals by the
year 2012. With some IT training, there is a significant
opportunity for the large number of high-school graduates
and undergraduate degree-holders in rural areas to fill a part
of this gap in the future.

According to Mission 2007 goal of Gol, Around 100,000
villages in India are to be powered with connectivity and if
this materializes, these villages will have the potential to act
as BPO centres. Consider 10 percent of these villages
employing 20 people at an average salary of $65 per month.
This would directly add $1.56 billion to the rural economy
per annum and create 200,000 jobs. The demand for several
allied industries such as hardware servicing and software
development would also grow.

The rural BPO teams can effectively narrow the gap of
digital divide by leveraging the power of computing and
connectivity to create wealth in rural areas. The teams can
build capacity in villages thereby creating the right systems
and networks for remote business operations and ensure the
highest level of professionalism and  quality
standards.[13,14]

This model known as “RuralBPO” is the process of
carrying out Back office support services using Tele Centers
set up by any service provider in the Rural India.

The “RuralBPO” will be SBU focused towards providing
services using ICT Tele centers. With the key objective of
providing distributed method of providing services,
RuralBPO will bridging the knowledge gap between rural
and urban based knowledge workers.[1,11]
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Parameters Centralized BPO Rural BPO
Investment High Low
Operation cost High Low
Method of | Central location - | Distributed Location -
Operation Urban Rural
Quality from the
beginning Achieved Instantly Achieved Gradually
Attrition High Low
Skilled Resource
availability High Low
Management
overhead High Low
Rate per hour High Low
Competitive Edge Medium High
Increasing rural
employment Low High
Attracting funds &
Subsidies No High
Technology Cost Low Very High
High - to compensate
Training Cost Medium low skills
Type of Projects Unlimited Limited
Data Security issues | Low Medium

Key challenges of the Rural BPO are as follows:
e Reliable bandwidth at rural location
e Managing multiple resources, project at distributed
rural locations
e Achieving international standards for service and to
scale up the operations of village-based outfits
e Implementing and maintaining  distributed
technology software platform
Potential Rural BPO Services
Following table shows potential Rural BPO services.

Services Target Industry

Survey &

Questionnaire Education Department,

Forms Research Firms etc

Enrollment Government  organization,

Forms Research Firms, Medial etc

Product/Warrant | Major Indian corporate,

y Registrations MNC etc

Invoice Forms Major Indian corporate,
MNC from all sectors of the
industries. ~ The  major

qualification criteria for the
lead will be CSR (Corporate
Social Responsibility)

Product  Order | Major Indian corporate and
Forms MNCs

Health Care | Education, Government,
Studies Health Departments etc
Insurance Claim

Forms Indian insurance companies

TABLE-2 POTENTIAL RURAL BPO SERVICES
Value Proposition
The RuralBPO is really an idea whose time has arrived.
RuralBPO offers benefits to all stakeholders:
1) Rural Citizen - IT based employment for rural
communities
2) Corporate Clients — Enable business expansion through
cost effective BPO solution
3) Investors — Significant ROI, while creating employment
opportunities

4) Society — Sustained growth of rural communities
5) Government — Employment creation, reduce population
migration[4]

C. Virtual multiplexes
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This model has created an end to end Digital Cinema
Solution which is set to revolutionize the distribution and
exhibition system. Digital Cinema encompasses the
production, delivery and projection of full-length motion
pictures, trailors, advertisements and other audio / visual
programs to theatres using digital technology. In Digital
Cinema a film delivered to theatres through physical media
such as hard disks or through other electronic transmission
methods such as satellite. The reduced file sizes of the digital
movies due to MPEG-4 technology allows reliable delivery
of the digital movie in rural areas in the shortest time possible,
thereby reducing the cost of delivery.[2]

III. CONCLUSION

Rural marketing in India has still a long way to go, rural
marketers have to understand the fact that rural marketing in
India has a tremendous potential in our country. Rural
marketers should understand this fact and try to tap the huge
untapped potential in our country. These models will raise a
new socio-economic category called the rural rich and hence
narrowing gap between the urban and rural per capita
incomes.

BIBLIOGRAPHY

[1] Comat Technologies (P) Ltd Bikaner Pinnacle, 1 Rhenius Street, Off
Richmond Road, Bangalore
http://www.comat.com/solutions_and_services/go_digi.html

[2] UFO INDIA LIMITED Indian Operations,
<http://www.ufomoviez.com/digi_cinema_sys.htm>

[3] Robert D.Hisrich and Candida G.Bruch, “The Woman Entrepreneur ;
Starting, Financing and Managing a Successful Business”, Lexington,
MA: Lexington Books, 1986,pp.27-41.

[4] N. Gregory Mankiw., “Principles of Economics”. Fort Worth : Dryden
Press, 1998, pp.120-156.

[5] William D Samuelson, Paul A.Nordhaus. “Economics”. Boston :
Trwin,Mcgraw-Hill, 1998, pp.229-237.

[6] Sanal Kumar Velayudhan. “Rural marketing : targeting the non-urban
consumer”, New Delhi : Response Books, 2002 ch.9.

[71] Tom Bums and G.M.Stalker, “The Management of
innovation”,London : Tavistock, 1961,ch.11.

[8] Alex F.Osborn, “Applied Imagination”,New York: Schribner’s,
1953,pp.143-167.

[9] Pradip N.Khandwalla,
Creativity”ch-8.

Mumbai

“Fourth Eye Excellence Through

154



International Journal of Innovation, Management and Technology, Vol. 2, No. 2, April 2011

[10] P. Saravanavel, Entrepreneurial Développent Principles, Policies and
Programmes .

[11] Peter F.Drucker, “Innovation and Entrepreneurship: Principles and
Practises”,pp.185-216.

[12] Robert D.Hisrich & Michael P.Peters “Entrepreneurship [Fifth
Edition]”, Tata McGraw-Hill Publishing Company Limited.

[13] Frederick Gluck “Big bang management’ in Robert Lawrence Kuhn
(ed.)’ch-6, “Frontiers in Creative and Innovative Management
( Cambridge, Mass.:Ballinger, 1985 )’pp.289-301.

[14] James O.Wilson, “Innovation in Organization : Notes toward a
Theory”, in Llyod Rowe and Willian Roise (eds),ch-11.

[15] Booze, Allen and Hamilton “Management
Products”pp.173-200.

[16] Edward B.Roberts, “Generating Effective Corporate Innovation”,
Technology Review, Vol.80, October—-November, 1977ch-13.

of New

Mr. Umang Goel is an inhabitant of Kanpur, Uttar Pradesh, India and born
on 04-03-1977. He has completed his M.B.A. from Nagpur University,
Maharashtra in The Year of 1999-2001.

He has Vast Experience of more than 8 Years and presently he is working in
Krishna Institute of Technology as a Head of Department .Earlier he was
working in Bhabha Institue Of Technology,Kanpur( 2008-2010), Pranveer
Institute Of Technology Kanpur (2007-2008), Rajkumar Goel Institute Of
Technology Ghaziabad (2005-2006).He got a number of academic awards in
their academic career.

Mr. Ankit Bajpai is an inhabitant of Kanpur, Uttar Pradesh, India and born
on 30-04-1984. He has completed his M.B.A. from Bharati Vidyapeeth
University, Pune, Maharashtra in The Year of 2006-2008.

He has rich Experience of more than 3 Years and presently he is working in
Krishna Institute of Technology as a Senior Lecturer in Business
Administration Department. Previously He Was Connected With Bhabha
Institute of Technology as a Lecturer in Business Administration
Department.

Swati Chauhan is an inhabitant of Kanpur, Uttar Pradesh, India and born on
17-03-1984 . She has completed her full time M.B.A. from Sharada Group of
Institutions ,Agra (U.P.) India. , in the Year of 2007-2009.

She has rich Experience of more than 3 Years and presently She is working in
Krishna Institute of Technology, Kanpur as a Lecturer in Business
Administration Department. Previously She Was Connected with Naraina
College of Engineering & Technology , kanpuras a Lecturer in Business
Administration Department.

She has qualified UGC-NET in the year 2009. She is having life time
membership in National H.R.D. Network, & AIMS International

Mr. Pranay Verma is a inhabitant of Kanpur, Uttar Pradesh, India and born
on 15-09-1968. He has completed his M.B.A. from A.P.S. University Riva,
Madhya Pradesh in The Year of 1991-1993.

He has Vast Experience of more than 8 Years and presently he is working in
Bhabha Institute of Technology as an Assistant Professor in Business
Administration Department.

155




<<
  /ASCII85EncodePages false
  /AllowTransparency false
  /AutoPositionEPSFiles false
  /AutoRotatePages /None
  /Binding /Left
  /CalGrayProfile (Gray Gamma 2.2)
  /CalRGBProfile (sRGB IEC61966-2.1)
  /CalCMYKProfile (U.S. Web Coated \050SWOP\051 v2)
  /sRGBProfile (sRGB IEC61966-2.1)
  /CannotEmbedFontPolicy /Warning
  /CompatibilityLevel 1.4
  /CompressObjects /Off
  /CompressPages true
  /ConvertImagesToIndexed true
  /PassThroughJPEGImages true
  /CreateJobTicket false
  /DefaultRenderingIntent /Default
  /DetectBlends true
  /DetectCurves 0.0000
  /ColorConversionStrategy /LeaveColorUnchanged
  /DoThumbnails true
  /EmbedAllFonts true
  /EmbedOpenType false
  /ParseICCProfilesInComments true
  /EmbedJobOptions true
  /DSCReportingLevel 0
  /EmitDSCWarnings false
  /EndPage -1
  /ImageMemory 1048576
  /LockDistillerParams true
  /MaxSubsetPct 100
  /Optimize true
  /OPM 0
  /ParseDSCComments false
  /ParseDSCCommentsForDocInfo false
  /PreserveCopyPage true
  /PreserveDICMYKValues true
  /PreserveEPSInfo false
  /PreserveFlatness true
  /PreserveHalftoneInfo true
  /PreserveOPIComments false
  /PreserveOverprintSettings true
  /StartPage 1
  /SubsetFonts false
  /TransferFunctionInfo /Remove
  /UCRandBGInfo /Preserve
  /UsePrologue false
  /ColorSettingsFile ()
  /AlwaysEmbed [ true
    /Arial-Black
    /Arial-BoldItalicMT
    /Arial-BoldMT
    /Arial-ItalicMT
    /ArialMT
    /ArialNarrow
    /ArialNarrow-Bold
    /ArialNarrow-BoldItalic
    /ArialNarrow-Italic
    /ArialUnicodeMS
    /BookAntiqua
    /BookAntiqua-Bold
    /BookAntiqua-BoldItalic
    /BookAntiqua-Italic
    /BookmanOldStyle
    /BookmanOldStyle-Bold
    /BookmanOldStyle-BoldItalic
    /BookmanOldStyle-Italic
    /BookshelfSymbolSeven
    /Century
    /CenturyGothic
    /CenturyGothic-Bold
    /CenturyGothic-BoldItalic
    /CenturyGothic-Italic
    /CenturySchoolbook
    /CenturySchoolbook-Bold
    /CenturySchoolbook-BoldItalic
    /CenturySchoolbook-Italic
    /ComicSansMS
    /ComicSansMS-Bold
    /CourierNewPS-BoldItalicMT
    /CourierNewPS-BoldMT
    /CourierNewPS-ItalicMT
    /CourierNewPSMT
    /EstrangeloEdessa
    /FranklinGothic-Medium
    /FranklinGothic-MediumItalic
    /Garamond
    /Garamond-Bold
    /Garamond-Italic
    /Gautami
    /Georgia
    /Georgia-Bold
    /Georgia-BoldItalic
    /Georgia-Italic
    /Haettenschweiler
    /Impact
    /Kartika
    /Latha
    /LetterGothicMT
    /LetterGothicMT-Bold
    /LetterGothicMT-BoldOblique
    /LetterGothicMT-Oblique
    /LucidaConsole
    /LucidaSans
    /LucidaSans-Demi
    /LucidaSans-DemiItalic
    /LucidaSans-Italic
    /LucidaSansUnicode
    /Mangal-Regular
    /MicrosoftSansSerif
    /MonotypeCorsiva
    /MSReferenceSansSerif
    /MSReferenceSpecialty
    /MVBoli
    /PalatinoLinotype-Bold
    /PalatinoLinotype-BoldItalic
    /PalatinoLinotype-Italic
    /PalatinoLinotype-Roman
    /Raavi
    /Shruti
    /Sylfaen
    /SymbolMT
    /Tahoma
    /Tahoma-Bold
    /TimesNewRomanMT-ExtraBold
    /TimesNewRomanPS-BoldItalicMT
    /TimesNewRomanPS-BoldMT
    /TimesNewRomanPS-ItalicMT
    /TimesNewRomanPSMT
    /Trebuchet-BoldItalic
    /TrebuchetMS
    /TrebuchetMS-Bold
    /TrebuchetMS-Italic
    /Tunga-Regular
    /Verdana
    /Verdana-Bold
    /Verdana-BoldItalic
    /Verdana-Italic
    /Vrinda
    /Webdings
    /Wingdings2
    /Wingdings3
    /Wingdings-Regular
    /ZWAdobeF
  ]
  /NeverEmbed [ true
  ]
  /AntiAliasColorImages false
  /CropColorImages true
  /ColorImageMinResolution 200
  /ColorImageMinResolutionPolicy /OK
  /DownsampleColorImages true
  /ColorImageDownsampleType /Bicubic
  /ColorImageResolution 300
  /ColorImageDepth -1
  /ColorImageMinDownsampleDepth 1
  /ColorImageDownsampleThreshold 1.50000
  /EncodeColorImages true
  /ColorImageFilter /DCTEncode
  /AutoFilterColorImages false
  /ColorImageAutoFilterStrategy /JPEG
  /ColorACSImageDict <<
    /QFactor 0.76
    /HSamples [2 1 1 2] /VSamples [2 1 1 2]
  >>
  /ColorImageDict <<
    /QFactor 0.76
    /HSamples [2 1 1 2] /VSamples [2 1 1 2]
  >>
  /JPEG2000ColorACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 15
  >>
  /JPEG2000ColorImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 15
  >>
  /AntiAliasGrayImages false
  /CropGrayImages true
  /GrayImageMinResolution 200
  /GrayImageMinResolutionPolicy /OK
  /DownsampleGrayImages true
  /GrayImageDownsampleType /Bicubic
  /GrayImageResolution 300
  /GrayImageDepth -1
  /GrayImageMinDownsampleDepth 2
  /GrayImageDownsampleThreshold 1.50000
  /EncodeGrayImages true
  /GrayImageFilter /DCTEncode
  /AutoFilterGrayImages false
  /GrayImageAutoFilterStrategy /JPEG
  /GrayACSImageDict <<
    /QFactor 0.76
    /HSamples [2 1 1 2] /VSamples [2 1 1 2]
  >>
  /GrayImageDict <<
    /QFactor 0.76
    /HSamples [2 1 1 2] /VSamples [2 1 1 2]
  >>
  /JPEG2000GrayACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 15
  >>
  /JPEG2000GrayImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 15
  >>
  /AntiAliasMonoImages false
  /CropMonoImages true
  /MonoImageMinResolution 400
  /MonoImageMinResolutionPolicy /OK
  /DownsampleMonoImages true
  /MonoImageDownsampleType /Bicubic
  /MonoImageResolution 600
  /MonoImageDepth -1
  /MonoImageDownsampleThreshold 1.50000
  /EncodeMonoImages true
  /MonoImageFilter /CCITTFaxEncode
  /MonoImageDict <<
    /K -1
  >>
  /AllowPSXObjects false
  /CheckCompliance [
    /None
  ]
  /PDFX1aCheck false
  /PDFX3Check false
  /PDFXCompliantPDFOnly false
  /PDFXNoTrimBoxError true
  /PDFXTrimBoxToMediaBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXSetBleedBoxToMediaBox true
  /PDFXBleedBoxToTrimBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXOutputIntentProfile (None)
  /PDFXOutputConditionIdentifier ()
  /PDFXOutputCondition ()
  /PDFXRegistryName ()
  /PDFXTrapped /False

  /CreateJDFFile false
  /Description <<
    /CHT <FEFF4f7f752890194e9b8a2d7f6e5efa7acb7684002000410064006f006200650020005000440046002065874ef69069752865bc666e901a554652d965874ef6768467e5770b548c52175370300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c4f86958b555f5df25efa7acb76840020005000440046002065874ef63002>
    /DAN <>
    /DEU <>
    /ESP <>
    /FRA <>
    /ITA (Utilizzare queste impostazioni per creare documenti Adobe PDF adatti per visualizzare e stampare documenti aziendali in modo affidabile. I documenti PDF creati possono essere aperti con Acrobat e Adobe Reader 5.0 e versioni successive.)
    /JPN <>
    /KOR <FEFFc7740020c124c815c7440020c0acc6a9d558c5ec0020be44c988b2c8c2a40020bb38c11cb97c0020c548c815c801c73cb85c0020bcf4ace00020c778c1c4d558b2940020b3700020ac00c7a50020c801d569d55c002000410064006f0062006500200050004400460020bb38c11cb97c0020c791c131d569b2c8b2e4002e0020c774b807ac8c0020c791c131b41c00200050004400460020bb38c11cb2940020004100630072006f0062006100740020bc0f002000410064006f00620065002000520065006100640065007200200035002e00300020c774c0c1c5d0c11c0020c5f40020c2180020c788c2b5b2c8b2e4002e>
    /NLD (Gebruik deze instellingen om Adobe PDF-documenten te maken waarmee zakelijke documenten betrouwbaar kunnen worden weergegeven en afgedrukt. De gemaakte PDF-documenten kunnen worden geopend met Acrobat en Adobe Reader 5.0 en hoger.)
    /NOR <>
    /PTB <>
    /SUO <>
    /SVE <>
    /ENU (Use these settings to create PDFs that match the "Suggested"  settings for PDF Specification 4.01)
    /CHS <FEFF4f7f75288fd94e9b8bbe5b9a521b5efa7684002000410064006f006200650020005000440046002065876863900275284e8e55464e1a65876863768467e5770b548c62535370300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c676562535f00521b5efa768400200050004400460020658768633002>
  >>
>> setdistillerparams
<<
  /HWResolution [600 600]
  /PageSize [612.000 792.000]
>> setpagedevice


