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ENGLISH VERSION

Instruction : As per the instruction no. 1 of page no. 1.

1  Answer in short: (Any 10 questions) 20
(1) Explain the meaning of marketing research.
(2) Explain the importance of sales forecast.
(3) Define international marketing.

(4) State the evolution of social marketing.

(5) Explain sampling methods.

(6) Mention the limitations of sales forecasting.
(7) List out channels of distribution.

(8) Explain the concept of consumer retention.
(9) List out steps in marketing planning.

(10) State components of marketing planning.

(11) Write on the importance of consumer relationship
marketing.

(12) What do you understand by customer dissatisfaction?
(13) Distinguish between domestic and international markets.
(14) Elaborate on the objectives of market research.

(15) Explain CIM.

(16) Explain channel design.

(17) Write on wholesalers and retailers.

(18) State the levels of channels.

(19) Explain various concepts of in-demand measurement.
(20) State the sources of data collection.

2  Answer any 5 questions from the following questions:

1A Define market research and explain its process in 8
detail.

1B Write a note on types of research design. 8

2A  State the steps in sales forecasting. 8

2B Explain methods of sales forecasting. 8

3A Write a detailed note on the marketing audit. 8

3B Explain the concept of operational and strategic control. 8

4A State the importance of international marketing 8
decisions.

4B Explain the strategies for building customer 8
relationships.

5A Explain the meaning and process of social marketing. 8
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5B
6A
6B
7A
7B

8A
8B
9A

9B
10A
10B
11

Elaborate on the marketing mix of social marketing.
Write on the emerging concepts in social marketing.
State the functions of channels.

Explain the methods to resolve channel conflicts.
Why is it important to exercise control over the
channel?

Explain E-CRM.

Explain the sampling procedure in detail.

State the tools and methods for measuring
marketing demand.

Discuss the marketing plan for social marketing.
State the features of the marketing audit.

Write a note on channel power.

Mr Patel is a young dynamic businessman who owns
a small electronic company with an annual turnover
of Rs.200 crores. The company is known for its high-
quality products in the domestic market. Now the
company wants to enter the global market by the end
of 2022. Mr Patel is keen on entering the international
market and is well aware of the strong competition,
the company has to face with rival companies. He is
also aware of the financial, cultural, and legal barriers
for international business. However, the global markets
aren’t very fertile since the invasion of COVID.

(A) Should Mr Patel enter into the global market in
such COVID times?
(B) Which factors of the international marketing

environment should be studied before entering the
global market?
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