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17MCOC19 Elective – II P.I Marketing 

19B INTERNATIONAL MARKETING

Part A


                     10x1/2=5

                                                           Choose the Correct Answer
1. ________ is the exchange of goods or services between one country to another countries

a) International business 
b) International trade 
c) Exporter 
d) Import
2. Cultural factors does not include _________

a) Language 
b) Religion 
c) Education 
d) Technology 

3. A means of establishing a foothold in foreign markets without large capital outlay is _______

a) Export
b) Joint marketing 
c) Licensing 
d) Contract 

4. _________ involves agreement between two parties to pay in goods and services. 

a) Acquisition 
b) Counter trade 
c) Joint venture 
d) Franchising 

5. Joint marketing is otherwise known as ________

a) Confirming houses 
b) Piggy backing 
c) Management Marketing 


d) Counter trade
6. ___________ is risk that a change in exchange rates may occur between the invoicing date and the settlement date of the transaction 

a) Transaction risk 
b) Spot risk 
c) Forward risk 
d) Limited risk 

7. What mode can be adopted when the product is technical in nature?

a) Personal selling 
b) Advertising 
c) Trade fair
d) Exhibition

8. In __________ pricing, the firm is concerned only with the marginal or incremental cost of producing goods to be sold in overseas markets. 

a) Full cost 
b) Fixed Cost 
c) Variable Cost 
d) Demand based 

      9. Ethnocentrism can simply be defined as ________

          a) Developing a simple diverse strategy for new markets 

          b) Develop one strategy for all countries worldwide 

            c) Use everywhere the same strategy as at home.  

            d) Being ethnically centered on a global scale 

      10. A successful _______ is the most valuable resource of a company 

             a) Marketing campaign 
      b) CEO
c) Product 
d) Brand 

                                                                   Part B                                                             5X4=20

Answer ALL questions 

Each answer should not exceed 200 words or one page 
11. a) Interpret the need for international marketing. 

(or) 

      b) Describe the firm’s strategic decisions when it enters in to an international marketing. 
12. a) Explain the concept Turnkey contract. 


(or) 

      b) Define Franchising. Demonstrate its advantages. 

13. a) Explain joint venture and identify its drawbacks. 

(or)

      b) Determine the criteria to be adopted in the selection of overseas agents. 

14. a) What is meant by packaging? Explain its functions

(or)

      b) Explain the process of price determination in international marketing. 

15. a) Discover the advantages of personal selling. 


(or)

     b) Examine the features of advertising. 

                                                                    Part C 

                                         5X7=35 
Answer ALL questions

Each answer should not exceed 600 words or three pages 

16. a) Distinguish between international marketing and domestic marketing 


                                                                 (or)

      b) Evaluate the problems in international marketing. 
17. a) Observe the different factors of economic environment in international marketing  

                                                   (or)

      b) Give a detailed note on various trade barriers in international environment. 
18. a) Explain the various types of export intermediaries. 





                                                                 (or)

      b) Determine the advantages and disadvantages of direct exporting. 

19. a) Elucidate the steps in the planning and development of a new product 


                                                                 (or)

     b) State the factors affecting pricing decision in international marketing. 

20. a) Explain the components of  promotion mix 






                                                              (or)

      b) Summarize the process of personal selling. 

**********
17MCOC19B INTERNATIONAL MARKETING

SCHEME OF VALUATION 

Class: II M.Com







Time: 3 hours 

Major: Commerce 







Max. Marks: 60 

                                                                   Part A

                    10x1/2=5 Marks

                                                           Choose the Correct Answer

1. International Trade 

2. Technology 

3. Licensing

4. Counter trade 

5. Piggy banking

6. Transaction risk

7. Personal selling 

8. Variable cost 

9. Use everywhere the same strategy as at home 

10. Brand 


Part B (5X4=20 Marks)

Answer ALL questions

Each answer should not exceed 200 words or one page 

11. a) Need for International Marketing: 

i. Increase in urbanization 

ii. Rapid growth of developing or undeveloped countries 

iii. Increase of standard of living 

iv. Increase in customer’s buying power and knowledge 

v. Continuous increase in customer’s desires. 

vi. Commercial risk can be spread across several countries

vii. Facilitate in cost reduction.

  11. b) International Strategic Decisions: 

i) International marketing decisions 

ii) Market selection decision 

iii) Entry and operating decisions

iv) Marketing mix decision

v) International organization decision

12. a) Turnkey contract – 

i) A form of international business involving a contract which includes the design, construction and establishment of a facility or business operation on behalf of a client in return for a fee. 

ii) It is dominated by large firms particularly in the field of industrial equipment and construction. 
12. b) Franchising – Advantages: 

Franchising is a form of licensing whereby the franchisee adopts the parent company’s entire business format. 

           Advantages: 

i) It may be employed as a preemptive strategy against competitors by combining the foreign markets before the competitors could enter 

ii) No capital investment is necessary. 

iii) The licensor has complete legal control over its intellectual property. 

iv) It arrives low financial risk to the licensor

v) Licensor can investigate the foreign market without much efforts on his part 

vi) Licensee gets the benefits with less investment on research and development 

vii) Licensee escapes himself from the risk of product failure 

 13. a) Drawbacks of Joint Venture: 


Joint venture is a commercial collaboration between two or more unrelated parties whereby they pool, exchange or integrate certain of their respective resources. 

i) Disagreement over the strategic direction of the venture 

ii) Operational or managerial disagreement 

iii) One partner may take more active role with the other perceived a free riding 

iv) Disagreement over use and appropriation of profits.

v) Cultural differences between managers which may make it difficult for them to form effective working relationships. 

vi) Inadequate initial assessments of market. 

13. b) Overseas Agents: 

i) Agent is someone who is legally empowered to act on behalf of a principal

ii) They have detailed knowledge of local markets 

iii) Have often built up a network of contacts 

iv) They are paid on a commission basis 

v) Exporter will have better chance of receiving market information

14. a) Functions of Packaging: 
i) Packaging is designing and producing the container or wrapper for a product. 

ii) Products should be packaged in sizes that are convenient for consumers 

iii) The type of package used may mean success or failure for the product

iv) It must give its message in the language of the export market

v) Package colour should not offend of repel the potential customer 

vi) Should be properly sealed to prevent leakage or pilferage. 

14. b) Process of Price Discrimination: 

i. Estimate the prospective demand 

ii. Sales forecasting 

iii. Estimating cost 

iv. Evaluation of company’s policies 

v. Analysis of competitive influences 

vi. Selection of pricing method and policies 

vii. Selection of specific price 

15. a) Advantages of Personal Selling : 

i. The firm can take full advantages of qualified and professional salespersons

ii. The proportion of wastage of efforts is minimum in personal selling 

iii. Required demonstration is possible in the personal selling 

iv. Prospective customers can be identified 

v. Required information regarding prospect can be collected

vi. Possess sound flexibility 

vii. Quarries can be answered immediately 

viii. Effective presentation is possible 

15. b) Features of Advertising : 

i.             Presenting message to mass people 

ii. Message is repeated again and again 

iii. Non personal communication 

iv. Helps to pre-sell the product

v. Message can be written, visible or non visible 

vi. Openly sponsored sales message regarding any product or service 

vii. Paid communication by the sponsor to the media owner 

Part C (5X7=35 Marks)

Answer ALL questions

Each answer should not exceed 600 words or three pages

16. a) Difference between International Marketing and domestic Marketing: 

	International Marketing 
	Domestic Marketing 

	Different market 
	Market is much more homogeneous 

	Marketing control function become difficult 
	Marketing control function is easy

	Lack of familiarity regarding foreign market, so research become essential in it. 
	Research is not essential 

	Special management knowledge is required 
	Marketing management becomes easier 

	Product mix is decided according to different foreign market 
	Product mix is decided keeping in view the satisfaction and more sales 

	According to the requirements of international market product development is made here
	According to the requirements of domestic market product development is made here

	Multiple currencies differing in stability and real value 
	Single currency 

	Political factors may play a vital 
	Political factors are of minor importance 

	Keeping in view the national interests, government usually interference in business decisions 
	Minimum government interference in business decisions 

	Many languages nations and cultures
	One language nation and culture 

	Variety of financial climates 
	Uniform financial climate 

	Degree of risk is higher 
	Normal risk 

	Business rules are highly diversed
	Business rules are standardized and matured 

	Patriotism hinders 
	Patriotism helps 

	Exchange controls and tariffs normal obstacles 
	No problem of exchange controlled tariffs 


16. b) Problems In International Marketing :

i)   Political and legal differences

ii)   Cultural differences

iii)   Economic differences

iv)   Differences in the currency unit

v)   Differences in the language

vi)   Differences in the marketing infrastructure

vii)   Trade restrictions

viii)   High costs of distance 

ix)   Differences in trade practices

17. a) Economic environment in international marketing: 

· The nature and level of development of the economy and economic resources, economic policies etc have relevant to the business

· Developing country firm must bear in mind that international environment will be different from that in the domestic

· Stage of business cycle is crucial for important decisions in international marketing

· Inflation presents challenges to marketing companies in the area of cost control and pricing decisions

· Interest rate influences marketing programmes of the companies

· Declining trend of interest rates is forcing international insurance companies operating in india to close down their high yield products

· Demand for the products will be totally different in international environment 

17. b) Various trade barriers:
     i) Tariffs:- The duties or taxes imposed on internationally traded goods when they cross the national borders. 

   ii) non tariff barriers 

iii) Quotas 

iv) Licensing

v) Voluntary export restraints

vi) Administered protection

vii) Health standards

viii) Customs procedures

ix) Consular formalities

x) Monetary controls 

xi) Foreign exchange regulations 

     18. a) Various Types of Export Intermediaries:

i. Export management companies 

ii. Co-operative society 

iii. International trading company 

iv. Manufacturer’s agents 

v. Export and import brokers 

vi. Piggy back exporting 

vii. Freight forwarders 

viii. Confirming houses 

18. b) Advantages and Disadvantages of Direct Exporting : 

i. Manufacturer  may get better knowledge of the requirements of buyer and can adopt his      

            accordingly

ii. It increases sales in foreign markets 

iii. The manufacturer acquires greater expertise in international marketing through direct 

             exporting

iv. The manufacturer has more and better control over price changes for his product 

v. Better market information regarding opportunities and trends may be obtained by direct exporting. If his product is successful in foreign markets, he builds up name and goodwill. 

Disadvantages 

i) The costs of going direct are high because direct exporter bears that alone

ii) It requires a separate department or an international subsidiary 

iii) If foreign market is too small, direct exporting may not be beneficial 

19. a) Steps in Developing a Product : 

i) Idea generation 

ii) Idea screening 

iii) Concept development and testing 

iv) Business analysis 

v) Product development

vi) Test marketing 

vii) Commercialization 

19. b) Factors Affecting Pricing Decision: 

i) Costs 

ii) Trade cycle 

iii) Marketing objectives of the company 

iv) Competition 

v) Government policies 

vi) Elasticity of demand 

vii) Type of the product 

viii) Product substation 

ix) Image 

x) Stage of product life cycle 

xi) Capacity utilization ratio 

xii) Product differentiation 

xiii) Consumer profile 

xiv) Exchange rate 

20. a) Components of Promotion Mix:

i) Advertising 

ii) Personal selling 

iii) Sales promotion

iv) Direct marketing 

v) Publicity and public relation

20. b) Process of Personal Selling:
i) Prospecting 

ii) Pre-approach

iii) Presentation 

iv) Handling objections 

v) Closing sales 

vi) Follow-up 

