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(3 Hours)

Instructions: 1) All questions are compulsory.

2) Figures to the right indicate full marks.

Q.1 A) Choose the correct answer from the option given below (Any Ten)

1. Export Marketing helps to

o

Decrease competition
Increase production costs
Diversify market risk
Limit customer base

is a political risk involved in export marketing.
Changes in government policies
Economic instability
Cultural differences
Language barriers

3.India's exports are dominated by type of goods.

°

Primary goods
Manufactured goods
Ores and minerals
Agricultural goods

4. Anti-dumping duties are imposed to

Reduce imports

Promote exports

Increase government revenue

Protect domestie industry from unfair competition

is amember of ASEAN.
India
China
Indonesia
Australia

6. The purpose of market forecasting is

To identify market opportunities
To predict political trends

To evaluate market performance
To select raw material suppliers
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7) EXIM policy was replaced with policy by the government of India.

o Industrial

o Commerce

s Foreign trade
Import

8) is an outreach programme organised for new and prospective exporters by DGFT. \%

e Trade fair and exhibitions
e Niryat Bandhu scheme
e EPCG scheme

e MEIS '
9) Towns of Excellence status is given to towns having export performance be‘mininmm Crores.
e 150 -
e 500
e 750
e 50
10. items can be exported only through a government agency.

e Canalized
e Computerized
o Sterilized.
e Restricted

11. Export refers to co operative organization forexporting goods of small units.
o House
e Consortium
e Agency. ¥
e Boards 3

12 assists exporters indrade fairs and exhibitions.
e ICA
e ITPO
s EIC
e FICCI

Q.1 B) State whether the following statements are True or False (Any Ten) (10)

1. Export marketing is not affected by government policies.

2. Logistics and transportation are significant challenges in export marketing.

3. Textiles and garments are significant contributors to India's exports.

4. Subsidies are a type of tariff barrier.

5. World Trade Organization (WTO) aims to promote protectionism in export trade.
6. Market selection involves evaluating market attractiveness.

7 The Foreign Trade Policy 2015-20 was introduced to promote and boost exports.
8 Status holder recognition is given to exporters by IIP,
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9. Supply of goods to units in EPZs are considered as deemed exports.

10. Under ASIDE Scheme, exporters can claim refund of customs duty.
11. IIP is concerned with settlement of disputes related to export trade.

12. MPEDA provides assistance in exporting of software services.

Q. 2 Answer any two of the following: (15)
a) Explain the benefits of export marketing to a nation.
A7 Discuss the factors that influence export marketing decisions.
\/@ Explain region wise export trade of India since 2015.

Q.3. Answer any two of the following: 15)
) Explain the trade barriers that affect export marketing businesses.
b) What agreements have been established by WTO to develop export trade. Explain‘any one.
we) Explain the determinants of foreign market selection.

Q.4 Answer any two of the following: as)

) Explain the highlights of India’s foreign trade policy 2015-20.
b) Write a note on: Negative list of exports.
<€) Discuss the benefits received by EOUs in export trade.

Q5) Answer any two of the following: (15)
a) Discuss the benefits of IRMAC Scheme.
b) Explain the functions of FIEO.
¢) Describe the EPCG Scheme available for Indian Exporters.

Q.6 Write Short Notes on (Any four) (20)
a) Risks involved in export marketing
b) European Union (EU)
¢) Overseas Market Research
d) Deemed exports
e) Benefits available to SEZs
A" Commodity Boards
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