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ASSIGNMENT QUESTIONS-CUM-INTERNAL ASSESSMENT TEST –II FOR 15 MARKS. 

 

                                  (5 x 3 = 15 Marks) 

NOTE: Answer all the questions in essay type. Each question carries 5 marks.  

Unit-3 

1. Explain briefly about competitive analysis of an organization. 

Unit-4 

2. Discuss the various types of international strategies.  

Unit-5 

3. Define corporate governance. Write about its nature and objectives. 

*** 

Case Study for 5 Marks 

Note: Study the case (Pg. No 2) and answer the following questions? 

1. What was the type of strategy Tata’s adopted during the launch of Nano.  

2. Help the company in working out a suitable strategy for the success of the car.  

3. By using a SWOT analysis outline the failure of the car in the Indian markets. 

4. Which organization is competing Tata Nano? 

5. What in your opinion is the future of such cars in Indian markets?  

*** 
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CASE STUDY 

TATA NANO 

Tata motors have been eyeing the Indian passenger market for a long time. During 

earlier times, their brands such as Tata Sumo were well received; the company had a 

very low share in the Indian passenger car market due to stiff competition from Maruti. 

Tata motors came up with Tata Indica , which mirrored Maruti’s products and 

challenged Maruti’s dominance in small car market . Inspired by the success of Indica 

Tata launched the Tata Nano. Critics were of the view it could not be possible due to 

the low cost of the car. 

Tata Nano’s modular design is one of the most innovative aspects, it can be shipped 

separately and assembled in any region. 

However the fanfare with which Nano was launched did not show much result, the car 

was not well accepted by the masses despite the low prices, it started selling in 

discounts like any other car in the Indian market. 

Tata’s as a company are concerned about the same and are still trying to rework out 

strategies for revival of the market share and to fit into the vision of the company. 

*** 

 

 

 


