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Instructions:
1. This question paper consists of SIX (6) pages including this page.  Please check that your paper is complete.
2. Answer All questions.
3. Remember to write full and proper sentences and set your work out in point form. You will be penalised if you do not follow this instruction.
4. It is in your best interest to write neatly and legibly.

5. Answer Q1 and Q2 on the separate single sheet provided.

     
Answer each of Q3 to Q14 on the double sheets provided.
Note: 
Extensive use made of Focus Study Guide, Business Studies, practice questions, exams and 
answers, Maskew Miller Longman (Pty) Ltd 2007 and Studying Business Gr 11 and Gr 12 Excom 
Publishers CC. 

_______________________________________________________________________
SECTION A.

Question 1.

True/False

Marks 20 (10 mins)
Indicate whether the following statements are True or False. Write only True or False next to the question number.

1.1
The macro business environment is the external environment of the business.

1.2
A successful business that adapts to the environment, is the one that constantly 
scans the environment and adjusts its strategies.

1.3
The culture of the business refers to the style in which companies operate and 
the procedures and attitudes towards work.

1.4
Intermediaries form part of the tertiary sector in the economy.

1.5
Incorporation implies that there is no continuity.
1.6
A close corporation is a juristic person in the eyes of the law and therefore has 
unlimited continuity.

1.7     A private company can start trading as soon as it has been issued with a 
Certificate of 
Incorporation.

1.8 
In a partnership, the partners enjoy limited liability.

1.9 
Shareholders are the owners of a company.

1.10 Shareholders of a public company are unlimitedly liable for the debts of the 
undertaking.

1.11 Partnerships can be sued for debts of the partnership.

1.12
Direct marketing involves making use of as few intermediaries as possible.

1.13
The fewer the number of intermediaries, the lower the price will be to the final 
consumer.

1.14
Advertising is a major reason for higher prices.

1.15 A trademark protects the consumer and the manufacturer.

1.16 The concept “automation” implies that all the activities are performed by 
machines without any inclusion of workers.

1.17 Fixed costs per unit remain the same, irrespective of how many units are 
produced.

1.18 In Jobbing, the production cost per unit is normally higher than it is in mass 
production. 

1.19 Quality control can serve as a basis for a wage incentive scheme.

1.20 A disadvantage of mass production is that the production cost per unit rises 
when production increases.

Question 2.

One Word/Phrase
20 marks (10 mins)
Give one word or a phrase for the below-mentioned definitions:

Note: Write only the number of the question and the answer.


2.1
The possibility of incurring loss by investing all possible resources in a new 

business.


2.2
A foundation of modern project management that focuses on the periodof 

time needed to complete a task.


2.3
The level of sales that must be reached in order to cover the cost of 


production.

2.4
The rules or guidelines that regulate the ethical behaviour of employees.

2.5
An entrepreneur needs to have these skills in order to build on good 
relationships with the market environment.


2.6
This leader refers to the team to get their opinions and take a vote before 

taking any decisions.


2.7
The person who sells the right to another to trade in his products.


2.8
This is the stage in teamwork where the group is getting to know one 


another.


2.9
Packaging which you can use again for the same purpose.


2.10
The document in which the rules for the internal affairs of a company are 


laid out.


2.11
Persons elected by shareholders to manage the company on their behalf.


2.12
The form of ownership where people with enterprise, knowledge and 


organisational ability, but with limited capital, can start on a small scale.

2.13
Goods to which consumers show brand loyalty.


2.14
Packaging which can be used for something else after the contents have 


been used.


2.15
The first stage in brand acceptance.


2.16
The movement of a product or service straight from the supplier to the 


consumer.


2.17
The name given to the four marketing policy instruments.


2.18
Costs which remain constant no matter what the level of output is.

2.19
Costs that change as output changes.


2.20
The management activity where a senior person transfers authority to a 


subordinate.
SECTION B
Question 3:
Teamwork

8 marks (5 mins)

The following questions relate to the five (5) stages of building a team.

3.1 
What do you think team members must do in stage 1 to grow into stage 2?    (2)
3.2 
In which stage do you think some team members will withdraw and others try to 
dominate? Explain your answer.





      
     (3)
3.3 
In which stage of teambuilding do you think trust will start to contribute to the 
development of the team and team spirit?  Why?

       

     (3)
Question 4:

Professionalism and Ethics
20 marks (12 mins)
The word ‘professional’ was originally used to classify people who had achieved a certain standard of education and skill that set them apart from other people, eg, doctors, lawyers and teachers.

4.1
Name three (3) elements and/or principles of professionalism that you would 
consider to be ‘standard’ elements of professionalism in business.
      
     (3) 

4.2
Briefly discuss two (2) of these three elements.
        


       
     (6)

4.3
Explain how a person will act professionally in the following scenarios or what 
must be done in order for a business/action to be seen as ethical:

4.3.1
A customer needs yoghurt. The only yoghurt in stock has passed its “sell 


by date”. If the yoghurt is sold, there will be income otherwise it will be 


thrown away, which will be a loss for the business.  What could be 
said to 

the customer?


4.3.2
While attending to a customer, an urgent private call comes through on 
the private office line. What is the solution to this situation?


4.3.3
At a function during lunch time, alcohol and food are served.  How should 
this situation be handled when there is a need to return to the office after 
the function?  






       (3x3=9)

4.4
Name two (2) unethical business practices.                


       
     (2)

Question 5.

Business Related Information
Marks 21 (10 mins)
5.1
Apart from a Pie-Chart, name and give an appropriate example of three other 
methods of presenting business-related data or information.

       
     (6)

5.2
Using the example below:

5.2.1
Indicate possible reasons for the difference in the number of visitors 


during the different seasons. 





     (9)

Note: Handle the seasons separately. Autumn and Spring can be handled 



together though.






      


5.2.2
Explain in which way the information can assist the Game Park to stock 


the visitors’ shop during the different seasons of the year.    

     (6)
Question 6.

Business Environments
Marks 25 (15 mins)
6.1
Name two (2) business variables that can be controlled in a business.       
     (2)
6.2
Explain what you understand by the ‘technological environment’as a variable in 
the macro-environment. 






       
     (3)
6.3
Explain why it is difficult for a business to control the global environment.       (3)
6.4
To be successful, business managers must detect changes/ challenges as quickly 
as possible and adapt to them creatively and efficiently.  What, in your opinion, 
are three (3) challenges that business managers need to adapt to.  Give a reason 
for each answer.

      
    





     (6)  

6.5
Elaborate on the challenges facing a fashion-related business and suggest how a 
constant flow of sales can be ensured. 




      
     (5)
6.6
Describe poverty as a socio-economic factor and make two (2) proposals to 
alleviate poverty through the involvement of the different stakeholders in society.   
     










     (6)  










       
Question 7.

Marketing – Product Policy

Marks 20 (9 mins)
7.1
Distinguish between Convenience, Select and Speciality goods by giving the 
characteristics of each.







   (12)

7.2
Why is it so important to have good packaging for a product.
        
       (4x2=8)
Question 8.

Marketing - Price Policy

Marks 8 (4 mins)
“Price determination is also affected by elasticity of demand for a good”.  Explain how the Nature of Demand may affect the price that one might charge for a product. 
     (8)

Question 9.

Marketing – Distribution Policy 
Marks 16 (8 mins)
9.1
Make a list of five (5) reasons why you think wholesalers play an important role 
in the South 
African economy. 






   (10)

9.2
How does the Informal Sector affect the South African economy.
              (6)

Question 10.
Marketing - Promotion Policy
Marks 14 (6 mins)
10.1 What is the difference between Advertising, Publicity and Sales Promotions on 
the one hand and Personal Sales on the other hand.


      
     (2)
10.2 Name four (4) differences between Advertising and Publicity. 
      
     (8)
10.3 List the requirements of a good advert. 




       
     (4)

Question 11.

Entrepreneurship

Marks 28 (11 mins)


Read the case study below and then answer the questions that follow:

YOUNG BUSINESS PEOPLE DO IT ON THEIR OWN

Dudu is a 19 year old who lost the use of her legs when she was injured in an accident as a child.  Because of injuries to her arm, she cannot use crutches.  Her dream is to have her own wheelchair so that she can be more independent.  Wheelchairs are expensive.

She made a set of greeting cards for different occasions using recycled wrapping paper, ribbon and dried flowers, for a project in her Technology class.  She showed them to a friend who runs a small shop.  Her friend liked them and asked Dudu to make more.

Dudu now supplies her friend’s shop with greeting cards and she has a regular monthly income.  She has been nominated for a prize by the local newspaper.  She has opened her own savings account and hopes she will soon have enough money to buy a wheelchair.
11.1
Explain six (6) key entrepreneurial and personal qualities which Dudu requires to 
be a successful entrepreneur.




     
   
   (12)
11.2
Dudu needs assistance from financial institutions to expand her business and one 
commercial bank has asked her to come and make a presentation.  Advise her 
on how to make an 
effective presentation by explaining five (5) presentation 
skills. 


    
   






   (10)

11.3
List three (3) ways in which Dudu could start a business venture. 
       
     (6)

Question 12.

Acquiring a Business
Marks 12 (6 mins)
A business may not always have sufficient capital to buy expensive fixed assets to assist it to expand.

12.1
Name the obvious alternative form of financing modern businesses would use to acquire these assets.








     (2)

In full sentences:
12.2
Give three (3) advantages to the business of using this form of financing.  
     (6)
12.3
Give two(2) disadvantages of using this form of financing.

      
     (4)

Question 13.

Acquiring a Business
Marks 12 (6 mins)
In keeping with international trends, franchising has evolved from very modest beginnings to become a substantial contributor to South Africa’s economy, with annual growth rates hovering consistently at around the 25% mark.
In full sentences:
13.1
Give three (3) advantages of franchising from the point of view of the 
Franchisee.            








     (6)
13.2
Give three (3) disadvantages for the Franchisee.        



     (6)

Question 14.

Management/Leadership
Marks 16 (8 mins)
14.1
A large multi-national company fired their CEO because of bad management and 
a loss of money.  Will they look for a charismatic leader or a transformational 
leader to manage the company?  Explain your answer in detail. (Note: you 
necessarily need to touch on both leadership styles!)



     (8)
14.2
President Obama of the USA, did not rise to prominence and later become the 
President just or because there was nobody else to choose from.  What 
attributes, attitudes and/or characteristics of a leader do you think he showed in 
order to be elected the leader of both his party and his country.           (4x2= 8)
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Section A

Question 1

True/False

1.1 True

1.6 True

1.11 False

1.16 True

1.2 True

1.7 True

1.12 False

1.17 True
1.3 True

1.8 False

1.13 True

1.18 True
1.4 True

1.9 True

1.14 False

1.19 True
1.5 False

1.10 False

1.15 True

1.20 False
Question 2

Give one word/phrase for
2.1 Risk/Risk taking




2.11 Board of Directors
2.2 Gantt Chart




2.12 Sole Trader
2.3 Break even sales/ break even point

2.13 Speciality goods
2.4 Code of Conduct/Code of Ethics

2.14 Double use packaging
2.5 Interpersonal skills



2.15 Recognition stage
2.6 Democratic/Participative leader

2.16 Direct Distribution
2.7 Franchiser/Franchisor



2.17 Marketing Mix
2.8 Storming





2.18 Fixed Costs
2.9 Re-usable packaging (not double use!!)
2.19 Variable Costs
2.10 Articles of Association



2.20 Delegation
Section B

Question 3

Teamwork
3.1 Each team member must be prepared to talk about subjects that they are uncomfortable with and risk the fact that conflict could occur because of different opinions.
3.2 The Storming stage – because of the competitiveness between team members.  Team members are finding their roles as well as testing those of fellow members.  Ideas, discussion, disagreement and dissention are all rampant and part of the creative process.

3.3 The Norming stage – the team members know and start to trust each other.  When they trust each other, they start sharing ideas and opinions without being scared of rejection and this will lead to development.

Question 4

Professionalism and Ethics

4.1 Image/Dress code – always be well groomed; 

Communication - Communicate in a proper manner; 

Actions – behaving in a professional manner;


Create a professional work environment.

4.2 Dress Code

· Always be neat and well dressed; look the part.
· Dress appropriately for one’s profession


Communication

· Communicate clearly and appropriately

· Ensure that the transmission and receipt of the message is the same/correct

· Be professional with written communication

· Make eye contact with and listen to the person you are communicating with

· Avoid foul language

· Have correct telephone etiquette; turn off cellphones; no private phone conversations.


Actions

· You are part of a team; colleagues and customers expect/deserve respect

· Assess the situation you are in and act appropriately/professionally

· Adhere to the prescribed code of conduct and act in an ethical manner

· Persevere until success is achieved; give best quality at all times

· Make a commitment tobe professional and take pride in your work.


Work Environment

· The work environment must be free from prejudice and discrimination;
· It should be neat and promote the image of professionalism;

· Ensure customers feel comfortable to discuss confidential matters.

4.3
4.3.1
Offer to sell the yoghurt for less.  The business will not lose all the money, 

food is not wasted and the customer can decide if he wants to buy it or 


not.

4.3.2 Make a quick assessment of the problem on the phone and depending on the urgency, apologize to the customer and quickly try to solve the problem.  If it is not a crisis, tell the caller you will phone back later.

4.3.3 Enjoy the food but drink no alcohol, because you never know if a client wants to see you when you get back to the office.
Question 5

Business Related Information
5.1
Answers may vary between the following:

Line graph; Histogram/Bar Graph; Table; Tally chart; Scatter Diagram.

There are/will be many different examples.  Any appropriate example will be 
acceptable!
5.2.1
In the Summer season:

· only 15% of the total tourists visit the Game Park.
· it may be that visitors find the Park too hot and, because it is the rainy season, the bush is too thick/dense and it becomes difficult to see animals;
· the low season is the most popular for tourists in the Park. Rates will be lower than for the other seasons

In the Autumn and Spring seasons:

· 25% (x2=50%) of tourists per season visit the Park when the temperature is moderate in SA.

· High season is more popular for tourists in the Park;

· Rates during these seasons will be more expensive than for the Summer time but lower than in the peak season.


In the Winter season:

· 35% of the tourists are attracted to the Park;
· It’s the most popular time to visit the Park…it is said to be Peak season!

· The temperature is cooler, the grass is sparse and it is good for spotting 
animals;

· Rates during this season will be at their highest.

5.2.2

· During the Summer season it will be wise to keep stock at lower levels. This will ensure that newer products can be ordered for the more popular seasons.

· During the Autumn and Spring seasons stock levels in the shop can be kept higher

· During the Winter season, which is the peak season, stock levels must be high.  Products such as curios, fresh fruit, meat and groceries can be kept to attract more tourists to the shop.  Orders can be placed with local artists earlier in the year to supply curios in time for the High season.

· Information makes it possible to plan ahead and also to get special selling lines in like safari clothing and curios.

Question 6
6.1 Vision; Mission; Goals; Objectives; any other relevant answer.
6.2 Technological Environment

· Technology changes rapidly and can improve productivity

· It is important for a business to keep up with the pace of technology to be competitive

· Information technology regularly develops new computer application programmes, eg, accounting packages, E-commerce facilitates purchaces over the internet and computerized machinery leads tomore effective production.

6.3 …because each country has its own laws, currency and culture over which no control can be exercised.

6.4 X3 challenges that business managers need to adapt to (give a reason):
· New or stronger competition

· New laws/legislation

· Changes in consumer demands

· Economic changes, such as changes in bank interest rates caused by inflation

· Technological reasons, such as new computer programmes and new production systems

· Trade Union action

· Any other acceptable or relevant answer + reason

6.5 Fashion related businesses usually cater for one season only, such as for summer or winter. They do not plan too far ahead because of the changes that can and do take place in the short term.

A constant flow of sales can be ensured by:

· Studying international trends 

· Watching the European countries, where most of the fashions are designed, as they have their seasons six (6) months before South Africa
· Hold end-of-season sales to sell most of the previous season’s clothes, to enable the shop to stock up with the following season’s stock.

· Send fashion designers for the group to fashion shows on a regular basis to update them on recent trends.

· Any other reasonable and relevant answer.

6.6 Poverty is the end result of unemployment caused by a low level of or no education, or lack of training and work skills, which make it difficult to find a job.


Proposals to alleviate poverty through the involvement of stakeholders in the 
society:

· Business persons should enter into a partnership with the government to alleviate poverty and to uplift the poor in their business environments.

· Adult Basic Education and Training – is an example of assisting with the education of illiterate adults who did not get a proper education in the past
· Programmes to enable the poor to develop the capacity to find a job or to be self-employed, will alleviate poverty to a certain degree.

· Any other sensible, relevant proposal!

Question 7

Marketing – Product Policy

7.1
Convenience Good:

· Everyday consumer good

· Normally cheap

· Readily available

· Substitutes/Alternatives are readily acceptable

· Consumers are not brand loyal


Shopping/Select good:

· Only purchased after a certain amount of shopping around/careful consideration

· Is not going to be repeated often

· Is reasonably expensive and consumer wants value for money

· The customer, therefore, will be prepared to accept an alternative 


Speciality Good:

· This is a once-off purchase

· It is expensive

· One knows exactly what one wants to buy

· Alternatives are absolutely not acceptable/consumers are very brand loyal.

7.2 It is important to have good packaging because…

· Packaging helps to protect the product and may make it easier to handle, store and transport
· It can help with the marketing of the product ie self-marketing
· Packaging can be used for display purposes

· It displays the trade mark, thereby displaying who the manufacturer is

· It can promote the image of the business

· It informs the customer about the ingredients

· Packaging can catch the eye and attract the customer to the good

· Packaging can differentiate the product from those of competitors

Question 8

Marketing – Price Policy
· The Nature of the demand for a good changes depending on the type of good one is selling.

· The price one charges for a good will depend on whether the demand for the good is sensitive to a change in price or not.  This is the concept of Elasticity.
· If the good is a necessity, eg food, then the demand tends not to change with a change in the price of the good.  The demand is said to be Inelastic as these goods will be bought regardless of the price.

· If the good is a luxury good, then the demand for the good will change with a change in price.  Demand for the good is then said to be Elastic, as demand will fall with an increase in price and rise with a decrease in price.
· Therefore price determination is definitely affected by elasticity of demand for a good.

Question 9

Marketing – Distribution Policy
9.1 Wholesalers play an important role in the SA economy because:

· They distribute a large variety of goods

· They break bulk for the retailer after receiving big deliveries from the manufacturer

· They create jobs which benefits the economy

· Wholesalers enable the manufacturers to stick to their core product

· They organize the market for manufacturers, retailers and the customers 

· They create demand through displaying the good/s

· They act as an information channel for all channel members

· They are able to store goods in bulk

· They are able to transport the goods to the retailer for themselves and the manufacturer

· They are able to offer credit facilities to the retailer

9.2 The Informal Sector affects the SA economy by:
· People create their own jobs and earn a living while developing their own entrepreneurial skills

· Creating jobs for other people who are able to earn a living.  This sector employs up to roughly 30% of our population
· Helping to eliminate unemployment

· After a period of growth, developing into businesses in the formal sector

· Serving as competition to businesses in the formal sector, by forcing the formal businesses to lower their prices and offer better quality.
Question 10

Marketing – Promotion Policy
10.1
Advertising, Publicity and Sales promotions are Indirect methods of selling the 
product as nobody is directly involved in selling the product, whereas Personal 
Sales is a Direct person-person method of selling. 

10.2
Four (4) differences between advertising and publicity:

· Advertising is paid for Publicity is not.

· The Advertiser is totally in control of the advert/his message, in Publicity the business has no control of the message about it.

· Advertising is always positive, Publicity may be positive or negative

· Advertising is sales talk, Publicity is news talk.

· Advertising is less credible than Publicity.

10.3
The requirements of a good advert:

· The advert should grab your Attention
· It should hold your Interest
· It should create in you, a Desire to want the product

· It should make you take Action and go out and buy the product.
Question 11


Entrepreneurship
11.1 Key entrepreneurial and personal qualities:

· Entrepreneurs are developed by taking part in entrepreneurial activities while young

· Need for achievement – have a desire for excellence or to succeed in competitive situations

· Desire for independence – wanting to be independent from one another

· Self confidence – success brings/improves self confidence and self esteem

· Commitment to the business – all time, skills, expertise and resources must be committed in order to start a business

· Willingness to take risks – entrepreneurs take calculated risks

· Be able to work with people

· Be persistent and be able to meet the challenges

· Have a positive attitude

· Be a creative thinker

· Be self motivated

· Be ambitious

11.2 Effective presentation skills:
· Know your audience

· Get the attention of your audience at the start of the presentation

· Enjoy yourself

· Use visuals during the presentation

· Deliver with impact

· Stay in control

· Use humour carefully

· Remember that eye contact is important

· Prepare the venue

· Remember that timing is important

· Make a lasting impression

· Assess the success of your presentation.

11.3 Ways to acquire a business:

· She can buy an existing business

· She can buy a franchise

· She can start a new business

· She can inherit a business

Question 12

Acquiring a business - Leasing
12.1 Businesses would LEASE these assets.

12.2 Advantages of Leasing:

· Capital expenditure is reduced because the business does not have to buy the asset.

· The lessee can spend more on other management functions, eg marketing 

· The business does not have to spend money on repairs or upgrading the asset as the lessor is responsible for this
· Leasing is an expense and therefore it is tax deductible in the sense that it reduces the net profit on which tax is calculated and you pay less tax.
12.3 disadvantages of Leasing:
· Ownership is never transferred to the lessee.  The item remains the property of the lessor

· Regular payments must be made to the lessor over the period of the lease, which includes interest.

Question 13


Acquiring a business - Franchise
13.1
Three (3) advantages of Franchising for the franchisee:
· The franchisee has a good chance of success because he will benefit from the success of the franchisor
· the franchisee makes use of a well-known trade name and trademark
· The franchisee has access to advice from the franchisor
· The franchise agreement offers the franchisee legal protection
· It is easier to raise borrowed capital from banks if the bank knows that it is a franchise because the bank knows the franchisee will get management assistance from an already successful franchisor
· Franchisees often work together to solve problems or buy stock in bulk
· The franchisee benefits from the group advertising campaigns run by the franchisor
13.2 Three (3) disadvantages for the Franchisee:

· The cost of establishing a franchise is usually very high

· The franchisor may not be forthcoming with the assistance he promised

· The franchisee might find it frustrating and limiting to stick to the strict prescriptions of the franchisor

· Once the franchise has become established, the franchisee may become bored as the challenge has fallen away.

Question 14


Management/Leadership
14.1
While essentially the same leadership styles, there is a small difference 
between a transformational leader and a charismatic leader.

They will look for a Transformational leader to manage the company.  This 
leader is one who motivates people because of his vision, his abilities and his 
accomplishments.


Having just had a leader who had a bad management
record and who lost the 
company money, they need a leader who will be strong and set a good example. 
He will be creative, proactive and flexible and motivate people to achieve things 
together.  He will form new expectations in the employees and set an 
empowerment process in motion while new shared goals are pursued.

The Charismatic leader is one who influences people because of his personality.  
He is charming and uses emotions to motivate people.  He will be aware of his 
strengths and how to utilize them while at the same time be aware of his 
weaknesses and how to overcome them.

14.2 President Obama would have showed some/all of the following attributes, attitudes and/or characteristics:
· He would have to have inspired people to TRUST him

· He would have had to have MOTIVATED people to believe in him

· He would have had to have shown a VISION of what he felt needed to be achieved

· He must have shown a DESIRE to achieve his aim
· He must have shown a huge AMBITION and a desire for improvement in the USA’s position

· He must have stated/shown that he would be RESULTS driven

· He would have had to have built his campaign on TEAMWORK

· He would have INSTILLED CONFIDENCE in his colleagues

· He would have shown EMOTIONAL INTELLIGENCE

· He must have shown very good COMMUNICATION SKILLS and have been a GOOD LISTENER to his many advisors.

