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RAI BUSINESS SCHOOL




SPECIALIZATION GROUP- SALES AND MARKETING
INTERNATIONAL MARKETING

UNIT I
Nature of International Marketing process; domestic versus international marketing; global marketing ; benefits , tasks & challenges of IM; controllable versus uncontrollable factors in the international marketing; international marketing environment; WTO framework and the international marketer; barriers facing international marketer; international marketing mix.

UNIT II
Understanding foreign consumers ; international marketing research and information systems; foreign market entry strategies ; international product development ; international market segmentation  and product positioning ; packaging and branding decisions; international PLC model

UNIT III
Alternative channels of International distribution ; channel selection ; counter trade; transfer pricing ; international advertising  and development of Global brands ; major problems and challenges of international advertising ; aspects of international sales management; web marketing.

UNIT IV
Price quotation and terms of sale ; basic export procedures and documentation; cargo Insurance; Methods of financing and means of Payment

