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B.Com Semester - 2
-~ CE102G (International Business)
Foreign Exchange and Balance of Payments
1(A) What is foreign Exchange? Explain direct, indirect and cross exchange rates
with relevant example. (14)
| OR
1A (i) Describe special features of Euro. (07)
1A (ii)  Differentiate flexible and fixed exchange rate. (07)
1(B) Explain following terms: &ﬁn(‘j "”i) Loy
(a) Spot rate
{b) Forward rate
(c) Currency rate
(d) TT rate
(e) Premium
2 (4A) Explain in brief different exchange rate determination theory. (14)
OR
24 (i) Explain Mint parity theory. {67)
2A (if)  Explain Purchasing Power Parity theory. (07)
2(B)  Multiple Choice Questions. (04)
(1} "In the absorption approach, what does (X - M) in the formulaY =C +1+ G+ (X
- M} represent?”
(a) Net exports (b) Government expenditure
(c) Consumption (d) imports |
(2) Which of the following approaches of BOP explains the relationship between
domestic output and trade balance? |
(a) the Keynesian approach (b) the monetary approach
{c) the absorption approach ~ (d) the elasti¢ity approach
(3) Which of the following approaches believes that BOP disequilibrium is a

monetary and not structural phenomenon?
(a) the Keynesian approach (b) the monetary approach
(c) the absorption approach {d) the elasticity approach
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What does Ex in the formula Em + Ex > 1 in the elasticity approach represent?
(a) total exports of the country
(b) price elasticity of imports
(c) price elasticity of exports

(d) price elasticity of domestic production

Explain components of Balance of Payment account. (14}
OR
Describe method of maintenance of Balance of Payment account. {07}

What are the sources of information of forex transaction for entering into the
Balance of Payment account. 67
Multiple Choice Questions. {03)
Capital flows that take place to help bring equilibrium in the balance of
payments are called —

(a) official reserves (b) accommodating flows

(c) autonomous flows (d) FDI

The balance of payments account must always balance because

(a} it is a cash flow statement

(b} it is based on the double-entry principle

(c) it is a record of flow of foreign exchange between countries

(d) it records international transactions

External commercial borrowing comes under the category of —

(a) exports {b) capital account

(c} current account (d) official reser{ves account

Explain causes of disequilibrium in the Balance of Payment account and their

implications. . (14)
OR

Explain current and capital accont of Balance of Payments. | (07)

Differentiate Balance of Trade and Balance of Payments. 07)

Multiple Choice Questions, ' (03)

Which of the following should not be included in the balance of payments
account?
(a) interest payment on loan to the IMF

(b) dividend payment to home-country investors from a foreign subsidiary



NU2E ~F
(c) bonus shares to equity shareholders
(d) imports of automobile parts
Aid provided by a country to another country will come in which of the
following accounts of the second country?
{a) current account (b) capifal account
(c) errors and omissions (d) official reserves account
Which of the following is NOT a restriction to international trade?
{a) Subsidies (b} Exchange controls
(c} Quotas (d) GATT
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1 (A) What is Personal selling? Discuss its nature and importance. (14)
OR

1A(i) Explain various functions of salesman. {h

1A(i) Explain types of selling. )]

1 (B) Answer in one or two sentences (Any 4) 4@

(i) What is career?

(i1) What is merchandising?

(iii) What is hiring?

(iv) Define the term offer?

{v) What is communication?

2 (A) What is Salesmanship? Explain qualities of salesman. (i4)
OR

2A(i) Write a note on: buying motives. ]

2A(ii) Write a note on: Customer knowledge. Y]

2 (B) Answer in one or two sentences (Any 4) A 4)

(i) What is selling points?

(i) What is buyer —seller dyads?

(iif) What is product knowledge?

{(iv) What is counsetling?

(v) What is advertising?

3(A) Discuss steps in personal selling. ‘ (14)
OR

3(A) Explain various methods of approaching a customer, (14)

3 (B) Answer in one or two sentences (Any 3) _ 3)

(1) What is presentation?

(ii) What is pre approach?

(iif) What is presentation style?

(iv) What is presentation planning?

4(A) What is Objection Handling? Discuss types of Objections. (14)
OR

4(A) Explain importance and process of Closing Sales and follow up. ' (14)

4 (B) Answer in ene or two sentences (Any 3} ' )

(i) What is order?

(i) What is executive sales order?

(iif) What is objection?

(iv) What is follow up?







