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COMMONWEALTH EXECUTIVE
MBA/MPA PROGRAMME

Term-End Examination

December, 2007

E-13 : INTERNATIONAL MARKETING

Time : 3 hours Maximum Marks : 100
(Weightage 70%)

Note :

(i)  Answer any three questions from Section A.
(i)  Section B is compulsory. |

(iti)  All questions carry equal marks.

SECTION A

1. As a first time exporter of wooden handicrafts from India,
evaluate various modes of entry available for entering into

foreign market. Which mode of entry would you prefer and
why ?

2. Bharat Lamps, a small manufacturer of unique lamps has
begun to receive unsolicited enquiries about its product
from foreign countries. The company has so far been
operating exclusively in the domestic environment, but the
enquiries received have become numerous enough to

suggest a market for these speciality lamps exists abroad.
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As a newly recruited Marketing Director with Bharat
Lamps, you have been asked to select countries that merit
in-depth investigation and proceed to make an initial

estimate of market potential in these countries.

(a) Considering the limited resources available with
Bharat Lamps, prepare a research plan for
preliminary selection of countries which merit
in-depth investigation.

() Explain various techniques available to estimate
market size and the possible limitations of these
methods.

3. Write short notes {any two) :
(a) International Product Life Cycle
(b) Transfer Pricing

() Process of International Marketing

4. Explain the concept of Self Reference Criteria (SRC) and
its impact in making international marketing decisions.
Suggest measures to deal with SRC.
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SECTION B

9. Read the case and attempt the questions that follow :

Wall-Mart Enters Hong Kong
The Hong Kong Market

Hong Kong shoppers are very price-sensitive. Many
appear to treat shopping almost as a competitive sport in
which the person who gains the lowest price wins.
However, despite the desire for low price, convenience
often plays a dominant role in store choice. Few Hong
Kong Chinese have access to a private car. Instead, they
rely on buses and taxis. Carrying large items or bulk
purchases home by bus is difficult or impossible. Using a

~ taxi is expensive. Thus, most Hong Kong residents shop
within a few kilometers of their residence.

Even if transportation were not an issue, house size would
be. Most residents live in very small apartments. Many of
these apartments are only 300 square feet. Given small
refrigerators and very limi.ted storage space, Hong Kong
consumers shop for food and other items virtually daily.
They cannot easily buy in large quantities or sizes and
store the product no matter what savings they might
obtain by doing so. Frequent shopping is made easier by
the fact that most of the large apartment buildings contain
a number of retail outlets such as a small grocery store,
pharmacy, laundry, and restaurant.

Hong Kong has thousands of small businesses. However,
most face the same purchasing constraints that households
do. They do not have access to private transportation and

lack storage space. The small business often doubles as the
family residence, and potential storage space is required
for family activities.
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Questions :

(@)  Will Wal-Mart succeed ? What are the strategies that
you recommend to Wal-Mart ?

(b) Explain from the understanding of the case the
difference in buying pattern between Indian and
Hong Kong customers.
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