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INSTRUCTIONS TO CANDIDATES: 

1. SECTION-A is COMPULSORY consisting of EIGHT questions carrying TWO marks each.  

2. SECTIONS-B consists of FOUR Sub-sections : Units-I, II, III & IV. Student has to attempt 
any ONE question from each Sub-section carrying EIGHT marks each. 

3. SECTION-C is COMPULSORY carrying TWELVE marks. 

 

 

SECTION-A 

1. Write short notes on: 

a) International Monetary System  

b) International marketing research  

c) EXIM Policy of India  

d) Product standardization & adaptation  

e) Social media marketing framework  

f) Social media marketing-mix  

g) Campaign analytics  

h) Blogging 

SECTION-B 

UNIT-I 

2. What is international marketing? Discuss the challenges and reasons for international marketing. 

3. Explain various international trade barriers and regional blocks in detail. 

UNIT-II 

4. What are export documents? Discuss the organization and structure of export and import 

houses. 
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5. What are various communication strategies in international marketing? Discuss the elements of 

international promotion-mix. 

UNIT-III 

6. What are the types of social media channels? Discuss various benefits and applications of social 

media channels. 

7. Discuss the following: 

a)  Evolution of the digital consumer 

b)  Rise of internet and E concepts 

UNIT-IV 

8. Explain the elements of social media marketing campaigns. Also, distinguish between SEM and 

SEO. 

9. Write a detailed note on emerging trends in social media marketing with example. 

 

SECTION-C 

10. Case Study 

Visit any media outlet's Internet site and you'll see the familiar Facebook and Twitter icons. 

Traditional news media have migrated to online versions and beyond through social media. But 

social media have become a major source of news for many people. Sixty percent of 

respondents in one study indicated Facebook as a source of news, and 20 percent used Twitter 

to learn what's happening in the world. Twitter might have a growing advantage because of the 

nature of short tweets and how quickly they spread. Most news outlets have a presence on 

Twitter, promoting their content and directing audiences to their online sites. But Twitter has 

found a way to make money through advertising and is hiring editorial personnel to produce and 

manage content. It appears that Twitter is moving away from being just a media platform to 

becoming a media entity, which concerns traditional media outlets. Twitter has been a partner 

with traditional media, but now it appears to be moving in the direction of being a competitor. 

Twitter's NASCAR and Olympics Hub editorial offerings were just the beginning. Part of 
Twitter's success is due to the relationships it has fostered with these outlets, but now Twitter is 

building a digital-media business on content provided by its media partners as well as eye-
witness input from people located where the news is happening. 

Questions 

a)  Explain how Twitter makes money through advertising. Find examples of companies using 

 Twitter as a promotional tool. 

b)  How does a social media advertising spending compare to traditional mass-media 

 advertising spending? How likely is it that Twitter can become a media entity rather than 

 just a media platform, and what are the implications for advertisers? 

 

 

NOTE : Disclosure of Identity by writing Mobile No. or Marking of passing request on any 

paper of Answer Sheet will lead to UMC against the Student. 
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