s W R e e 1]
HNAEL UNISA %
FINAL s gy o A e
e A A
MAY/JUNE 2016
ENTREPRENEURSHIP AND SMALL BUSINESS MANAGEMENT
STUDENT NUMBER
gk .
) i ed
IDENTITY NUMBER

e v 4 [ SR e T e

5 FORUSEBY.EXAMINATION -5 55| |, 5 Ng~, - ffiz S Baaminersi .o

5 ,.,:J';{Fj:?l.';}% 2 INVIGIEATOR = oyt 0 T et wlhois qeegters e gt e

EoCar e bbb eupi - B ICIS e e .. SRR Bt

S S nl ey
Subject
Number of paper
Date of examination
Examination centre

EToWI: 1

WARNING
1

A candidate who, without authorisation, takes into the examination venue any book, document or otyect

which coutd assist him or her In the examination, and does not hand over such matenal to the invigilator
before the offical commencement of the examination, will be guilty of infrnging the Unwversity's
examination regulations and will be hiable for punishment as determined by the Council

Work done on

paper

the pages provided for rough work will not be marked

or take It out of the examination venue

NB

HAND IT TO THE INVIGILATOR

Rough work may be done on the pages provided at the end of this paper

No notes may be made on any part of the body, such as the hands, or on any garment

Only the first three (3) questions will be marked If you have answered all the questions in the question
This page/paper 1§ the property of the University and under no circumstances may the candidate retain it

PLEASE COMPLETE THE ATTENDANCE REGI!STER ON THE BACK PAGE, TEAR IT OFF AND



UNIVERSITY EXAMINATIONS UNIVERSITEITSEKSAMENS
_—
UNISA |zze...
MN E3701 May/June 2016
ENTREPRENEURSHIP AND SMALL BUSINESS MANAGEMENT

Duration 2 Hours 70 Marks
EXAMINERS .

FIRST MRS MJ PHILLIPS

SECOND MS NM MMAKO

EXTERNAL DR MN MOQS

Use of a non-programmable pocket calculator Is permissible

Closed book examination.

This examination question paper remains the property of the University of South Africa and may not be
removed from the examination venue.

This paper consists of 23 pages

THIS IS A FILL-IN EXAMINATION PAPER

INSTRUCTIONS: i

This paper comprises two sections, namely section A and section B.

Section A
+ This section is compulsory
¢ The total for this section 1s 30 marks
» The questions must be answered on the examination paper, in the spaces provided

Section B
+ Section B comprises three questions
You must do any two of the three questions
Each question i1s worth 20 marks
The total for this section is 40 marks
Indicate the numbers of the questions you have answered on the cover of this book

® & & o

[TURN OVER



2 MNE3701
MAY/JUNE 2016

SECTION A
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Case study

Three years ago, James started his own catering business in Brooklyn, Pretoria, called
Gourmet. The business operates from a lovely old house in this very upmarket area with
its large percentage of older, higher-income professionals and retired people. James
caters for private functions at the homes of his wide portfolio of clients, which he has
built up over the last three years. He has also converted the lounge and dining room of
his house Into a stylish venue that he rents out for private functions. James's business
Is not growing anymore and he is quite aware of the fact that he will have to initiate
some new business in order to stimulate new growth. He has decided to open his dining
room during lunch times and evenings for his clients to come and enjoy gourmet meals
in a stylish environment with classical music. Several of his clients have expressed the
need for an exclusive restaurant where they can entertain their special guests in an
environment with exquisite service, good wine and a pleasant ambience.

The biggest challenge that James is facing with regard to another new restaurant is
ensunng that quality standards are adhered to. He is very busy with the catering side of
the business and will not be able to.manage the restaurant as well. The only way that
he can do this is by appointing the following people to work in the restaurant: a
manager, a chef, waiters and bartender. Needless to say, all of these people will have
to be handpicked and trained according to James's exceptionally high standards in
order to ensure that the restaurant lives up to the expectations of his clients.

Source: Nieman, G (editior). 2013. Smail Business Management,Van Schaik:Pretoria.
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Question 1.1

Explain systematically to James how he should go about selecting the best chef from a
number of shortlisted candidates. (10)
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Question 1.2 (10)

As a newly formed business becomes established and grows, tts organisational
structure and pattern of management will need to be adjusted.

1.2.1 Discuss the four stages of growth which characterise many small businesses. (8)

12.2 In which stage do you think is Gourmet? Substantiate your answer with evidence
from the case study. (2)

[TURN OVER]
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Question 1.3

One of an entrepreneur's main responsibilities is to find, evaluate and introduce new

products In the market. This responsibility requires that the entrepreneur establish a
process for developing new products.

Explain to James the four-stage, structured approach to product development. (10)
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TOTAL SECTION [30]
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SECTIONB

. Answer ANY -TWO of the following three questlons in. this section, in the space

prowged for each question

, Also mdlcate the numbers of the guestions you have answered on the cover of this

3

QUESTION 2

2.1

2.2

2.3

Explain the key factors that entrepreneurs must consider when selecting a good
business location. (10)

In credit sales, the seller provides goods or services to the buyer in return for the
buyer's promise to pay later. The major reason for granting a credit I1s to make
sales and there are a vanety of reasons why a small business may or may not
decide to sell on credt. Discuss any four (4) factors that entrepreneurs need 1o
consider when deciding to extend credit. (4)

There are four critical areas when an entrepreneur is trying to determine how
management decisions have impacted the business in the past year. Describe
any three (3) critical areas and discuss the ratios that would need to be
calculated to find answers. (6}

[20]
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QUESTION 3

3.1

3.2

3.3

3.4

Four basic firn charactenstics significantly affect how a business is financed.
Descnbe how a firm's characteristics affect its available financing resources  (4)

The larger the company the greater the need for the recordkeeping of inventory,
but even a small business needs a system for keeping tabs on its inventory.
Small businesses should keep their control simple. Discuss four {4) inventory
recordkeeping systems that a small business can use. (4)

Thandi is a new customer at Edgars, a retailer. Upon applying for credi, the
consultant, asked Thandi to fill out a customer profile questionnaire in order to
collect data to build a customer database. Discuss any six (6) categones of
information that will be included in the questionnaire for such a database (6)

There is no magic formula for determining the nght price for what you are selling.
The same problem anses when figuring out how much a small business should
spend on promotion. There are, however, four common sense approaches to
budgeting funds for small business promotion, Explain the methods of
determining the appropnate level of promotional expenditure. (6)

[20]
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QUESTION 4

4.1

4.2

4.3

Marketing research may be defined as the gathering, processing, interpreting and
reporting of market information. It is all about finding out what you want to know
Discuss the steps In the marketing research process that will enable an
entrepreneur to obtain relevant and accurate market information, (9)

Entering the entrepreneurial environment 1s a high-nsk decision. The
entrepreneur therefore needs to incorporate effective nsk management in the
management of the business. Briefly discuss the five (5) steps required to

develop and implement the nsk management program. 5)
Describe any three (3) pricing strategies and then state when a small business
would best use the strategy. (6}

[20]
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TOTAL SECTION B [40]

TOTAL [70]
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