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   CO BL 
Q.1(a) Differentiate between international marketing and domestic marketing. Discuss the 

importance and scope of international marketing.  
[5] 1 3 

Q.1(b) A U.S.-based fast-food company is planning to expand into India. What cultural factors 
should it consider before launching its menu and how can misunderstanding this lead 
to marketing failure? 

[5] 1 5 

     
     

Q.2(a) Define the term 'International Marketing Environment'. Why is it important for the 
firms expanding globally. 

[5] 2 3 

Q.2(b) Discuss the various components of balance of payments. [5] 2 3 
     
     

Q.3(a) What are tariff and no-tariff barriers to trade? Discuss the impact of non-tariff barriers 
on international trade.  

[5] 3 2 

Q.3(b) A multinational company wants to enter a market that has high non-tariff barriers, 
such as strict licensing requirements and bureaucratic delays. How should the 
company strategize its market entry? 

[5] 3 5 

     
     

Q.4(a) Define product adoption in the context of international marketing. Differentiate 
between product adoption and standardization.  

[5] 4 2,3 

Q.4(b) Coca-Cola uses a standardized branding strategy across most markets. Discuss the 
advantages and potential risks of such a strategy. 

[5] 4 5 

     
     

Q.5 Write short notes on  [5+5] 5 1,2 
 a. Export Incentives                                      b. ECGC    
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