
§·¤æ§ü / Unit-I

1. ¥‹ÌÚUæücÅþUèØ çßÂ‡æÙ âð ¥æÂ @Øæ â×ÛæÌð ãñ´U? ƒæÚðUÜê
çßÂ‡æÙ ÕÙæ×÷ ¥‹ÌÚUæücÅþUèØ çßÂ‡æÙ ·¤è çßSÌæÚU âð
çßßð¿Ùæ ·¤èçÁ°Ð
What do you understand by International
Marketing ? Discuss in detail the Domestic
Marketing Vs International Marketing.

¥Íßæ / OR
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ÙôÅU Ñ âÖè ÂýàÙæð ´ ·ð¤ ©UîæÚU ÎèçÁ°Ð âÖè ÂýàÙæð ´ ·ð¤ ¥¢·¤
â×æÙ ãñ´ UÐ

Note : Answer all questions. All questions carry equal
marks.
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¥‹ÌÚUæücÅþUèØ çßÂ‡æÙ ßæÌæßÚU‡æ ç·¤âð ·¤ãUÌð ãñ´U?

¥‹ÌÚUæücÅþUèØ çßÂ‡æÙ ßæÌæßÚU‡æ ·ð¤ ¥æ‹ÌçÚU·¤ ·¤æÚU·¤

·¤è çßßð¿Ùæ ·¤èçÁ°Ð

What is International Marketing Environment ?
Discuss the internal factors of International
marketing environment.

§·¤æ§ü / Unit-II

2. ©UˆÂæÎ Âý×æÂè·¤ÚU‡æ @Øæ ãUôÌæ ãñU? ¥‹ÌÚUæücÅþUèØ

çßÂ‡æÙ ×ð´ §â·ð¤ ×ãUˆß ·¤è ÃØæBØæ ·¤èçÁ°Ð

What is product standardization ? Explain its
importance in International marketing.

¥Íßæ / OR

¥‹ÌÚUæücÅþUèØ ×êËØ çÙÏæüÚU‡æ ·¤ô ÂýÖæçßÌ ·¤ÚUÙð ßæÜð

ƒæÅU·¤ ·¤õÙ-·¤õÙ âð ãñ´ U?

What are the factors affecting International
pricing decision ?

§·¤æ§ü / Unit-III

3. ÃØç@Ì»Ì çß·ý¤Ø âð ¥æÂ @Øæ â×ÛæÌð ãñ´U? çÙØæüÌ

çß·ý¤Ø·¤Ìæü¥ô´ ·¤è ¥æßàØ·¤ çß·ý¤Ø Øô‚ØÌæ¥ô´ ·¤è

çßßð¿Ùæ ·¤èçÁ°Ð
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What do you mean by Personal selling ?
Discuss the necessary selling skills of export
salesman.

¥Íßæ / OR

©UˆÂæÎ ÂýßÌüÙ âð ¥æÂ @Øæ â×ÛæÌð ãñ´U? ¥‹ÌÚUæücÅþUèØ
©UˆÂæÎ ÂýßÌüÙ ·ð¤ çßçÖ‹Ù ÌÚUè·¤ô´ ·¤è ÃØæBØæ
·¤èçÁ°Ð

What do you mean by product promotion ?
Explain the various methods of promoting
International product.

§·¤æ§ü / Unit-IV

4. ¥‹ÌÚUæücÅþUèØ çßÌÚU‡æ âð ¥æÂ·¤æ @Øæ ¥çÖÂýæØ ãñU?
§Ù·ð¤ »é‡æ °ß¢ Îôáô´ ·¤è ÃØæBØæ ·¤èçÁ°Ð

What do you mean by International
distribution ? Discuss their merits and
demerits.

¥Íßæ / OR

çßÎðàæè çß·ý¤Ø ÂýçÌçÙçÏØô´ ·¤è ÂãU¿æÙ ç·¤â Âý·¤æÚU
·¤è Áæ â·¤Ìè ãñU ÌÍæ çßÎðàæè çß·ý¤Ø ÂýçÌçÙçÏ ·ð¤
âæÍ â×ÛæõÌð ×ð´ ·¤õÙ-·¤õÙ âè ÕæÌð´ ãUôÙè ¿æçãU°?
â×Ûææ§°Ð

How can foreign sales agent be identified and
which points are to be covered in an
agreement with foreign sales agent ? Explain.
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§·¤æ§ü / Unit-V

5. çÙØæüÌ ÕæÁæÚU ·¤è ×ãUˆßÂê‡æü ¥ßSÍæ¥ô´ ·¤è Âýç·ý¤Øæ
·¤ô â¢çÿæŒÌ M¤Â ×ð´ ÕÌæ§°Ð §â Âýç·ý¤Øæ ×ð´ ·¤õÙ-
·¤õÙ âð ÂýÜð¹ ÂýØô» ãUôÌð ãñ´ U?

Briefly explain the important stages in the
procedure of export trade. What main
documents are used in this process ?

¥Íßæ / OR

çÙ`ÙçÜç¹Ì ÂÚU â¢çÿæŒÌ çÅUŒÂç‡æØæ¡ çÜç¹° Ñ

(a) ÁãUæÁè çÕËÅUè

(b) âæ¹ Â˜æ

(c) çßÎðàæè çßçÙ×Ø çÕÜ

Write short notes on the following :
(a) Bill of Lading
(b) Letter of Credit
(c) Foreign Exchange Bill
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