B120 Book 1 to 5 Questions

Book 1
1.Metaphors
Gareth Morgan (1986) suggests that metaphors may be useful in the ways we look at organizations. Please explain what Morgan means by metaphors , using examples, which can give "images of organization". How are metaphors helpful in the way we analyze organizations?

One of the famous academic theory, by Garith Morgan, uses metaphors to illuminate and extend our thinking regarding the question, “what is business”. The ‘images of organization’ offered by the following eight metaphors::


A machine Businesses are often designed and operated as if they are machines, with highly visible structures and procedures..

An organism Seeing the business as behaving in similar ways to our own biological mechanisms.

A brain This means realizing it has to be able to respond to change and also capable of rational thinking and intelligent change.

A culture The values, believes, norms, essentials and principles. 

A political system The social relations between individuals and groups in a business that involve authority and power.

Psychic prison Some businesses may be constrained by themselves.

As flux and transformation The constant change shaping our lives.

A vehicle for domination Businesses can be dominant..



2. STEEP
The STEEP model can be helpful in the way we analyze the environment in which businesses operate.
Please explain the principles of the STEEP model and the benefits of using the model in helping us to analyses a business's environment.
STEEP stands of five factors:

1- Sociological factors:
It include demographic changes in the age and structures of populations, patterns of work, 

gender roles, patterns of consumptions and ways in which culture of population or country changes and develops.

2- Technological factors:
It include information technology (IT) for business management and information and communications technology (ICT) which influence on:
• Lowering the barriers of time and place.
• Creates new industries.
• Depends of many individual jobs and internal service functions on ICT systems.   

3- Economic factors:
It include economic growth, interest rates, inflation, energy prices, exchange rates and levels of employment. 


4- Environmental factors:
The impact of businesses activities on the natural environment (sustainability, recycling, emissions and waste disposal). Businesses need to consider a number of environmental factors (such as: legislations, environmental management systems 'ISO 14000', information about environmental audit and performance reports, employees, shareholders, pressure groups, and customers).

5- Political factors:
It include legislations, trading relationships (such as: the World Trade Organization ‘WTO’ and the European Union ‘EU’), government, the level and nature of public services (e.g. health, education etc.), financial policy, levels of taxation and potential elections.


3. Business Structures
Please explain the purpose of a business structure.Please discuss some of key elements of business structures and describe some of the different types and dimensions of structure.
What are some of the main aspects of why organizations are structured as they are ?
1- A structure gives a business an identity and provides continuity.
2- A structure provides a framework

for the allocation of roles and responsibilities. 

Different types of structure:
• A business might be structured in various ways: by function, by product, by service or by geography. 
• There is no best model for structure.

Why have a structure? What are the advantages from it?
1- Enabling participation.
2- Providing a framework for the allocation of responsibilities and authority.
3- Establishing an identity for the business.
4- Continuity and change.

Formal and informal structures:
1- The formal structure: organisations have a formal structure which is the way that the organisation is organised by those with responsibility for managing the organisation. They create the formal structures that enable the organisation to meet its stated objectives. Often these formal structures will be set out on paper in the form of organisational charts.

• The informal structure: is more about the relationships between individuals. This can be complicated because it involves the ‘human’ elements such as respect, motivation and commitment. This informal structure may be different from that which is set out on paper. Informal structures develop because people find new ways of doing things which they find easier and save them time and it is easier to work with informal structures. 

Dimensions of structures:
The main dimensions of business structure that may be helpful in identifying the type of structure within a business, and the reasons for it (Pugh and Hickson, 1968), as shown in the following table:

Dimensions of structures Features 
Specialisation The extent to which specialised tasks and roles are allocated to individuals who 

work in the business. 

Standardisation The extent to which a business has standard procedures

Formalisation The extent to which rules, procedures, instructions and so on are written down, or formalized. 

Centralisation The extent to which decision making and authority are located at the top of the hierarchical structure and/or at the centre of the business if there is more than one site.

Configuration   The shape of the role structure, whether the chain of command is short or long.













4- sowt
the swot model can be helpful in the way we look at both the external and internal circumstances in which businesses operate. please explain the principles of the swot model and the benefits of using the model in helping us to analyse a business's circumstances
SWOT Analysis:
Another important tool is the SWOT analysis as this helps managers to look at both the external circumstances, the possible Opportunities (O) and Threats (T) that the firm faces and the internal factors, Strengths (S) that the firm can build upon and Weaknesses (W), which the firm need to understand. 

A SWOT analysis generates information that is helpful in matching an organisation or group’s goals, programs, and capacities to the social environment in which it operates. It is an instrument within strategic planning, since developing a full awareness of your situation can help with both strategic planning and decision - making.
Strengths:
• Positive tangible and intangible attributes, internal to an organization. They are within the organisation’s control.
• A resource or capacity of the organisation or team that can be used effectively to

achieve objectives now or in the future.

Weaknesses:
• Factors that are within an organisation’s control that detract from its ability to attain the core goal. Which areas might the organisation improve?

• A limitation, fault or defect of the organisation or team that will hinder achievement of objectives now or in the future


Opportunities:
• External attractive factors that represent the reason for an organisation to exist and develop. What opportunities exist in the environment, which will propel the organisation?
• Identify them by their “time frames”.

Threats:
• External factors, beyond an organization’s control, which could place the organization mission or operation at risk. The organization may benefit by having contingency plans to address them if they should occur.
• Classify them by their “seriousness” and “probability of occurrence”.
• Any unfavourable situation in the future, in the market, that is potentially damaging, now or in the future.




Internal Focus Strengths
What do we do well?
- What are your advantages?
- What do you do well?
- What relevant resources do you have? 
- What do other people see as your strengths? Weaknesses
What is wrong now?
- What could you improve?
- What do you do badly?
- What should you avoid?
External Focus Opportunities
What possibilities exist?
- Where are the good opportunities facing you? 
- What are the interesting trends you are aware of? Useful opportunities can come from such things as: changes in technology; government policy; organizational structure and business priorities? Threats
What can go wrong?
• What are risks, obstacles, sustainability

problems?

Benefits of the SWOT Analysis:
• Simple process which lowers costs;
• No extensive training required;
• Flexible-enhances strategic planning;
• Integration-synthesises qualitative & quantitative information;
• Collaboration-encourages interdepartmental coordination.


5-?In what ways do ethics relate to business ? And what are the responsibility of business 
Ethical issues pervade all types of business in many different ways (three levels):

1- The relationship between ethics and business at a macro level: At a macro (wide, strategic) level business ethics considers the overall framework within which business operates (as discussed before in STEEP model).
2- The relationship between ethics and business and the social and environmental impact of business: Ethical considerations at this level relate to the impact of business activities on people, communities and the natural environment. Key issues include:

• Should businesses promote employment in local communities, or should they transfer production to cheaper overseas locations in order to make more money for shareholders and offer cheaper products to customers?
• Should businesses promote potentially harmful products, such as alcohol, tobacco and foods with high fat and sugar content, to vulnerable groups such as children?
• Should businesses actively promote environmental practices, such as using recycled raw materials or reducing environmentally damaging waste, or should they only focus on maximising profits and thus promoting shareholder wealth?

• Transfer materials and money between countries to escape paying taxes.
3- The relationship between ethics

and the personal of business people: At this level, business ethics considers the personal conduct of individuals in business. It asks how we should behave towards other people (inside and outside the business).     
4- What are the responsibility of business?
Four broad perspectives have been adopted towards the role, or the purpose, of business in society, as follows:


1- The responsibility of business is to build shareholder value:
• Business exist for the purpose of maximising the wealth of shareholders.
• Business’ managers have a duty to maximise profits in order to maximise the wealth of owners. Therefore, any activities that don't maximise shareholder value are violations of this duty. 

2- The responsibility of business is to build long-term shareholder value:
Business need support the relationships with stakeholders groups (e.g. treat employees fairly; build long-term positive relationships with its suppliers; adopt ethical policies that conform to expectations of customers and other stakeholder groups) to be profitable in the long term.

3- The responsibility of business is to respect the rights of a range of stakeholders (multi-stakeholder approach):
Businesses have a responsibility to a wide range of stakeholders (such as employees; customers; suppliers; local communities; and shareholders).
• Responsibility toward consumers: The right to safe products, to be informed, to choice, and to be heard.
• Responsibility toward employees: Equal employment opportunity, affirmative action, and occupational health and safety.


4- The responsibility of business is to help to shape society:
• This perspective goes one stage

further than perspective 3. It propose that businesses should be proactive in supporting good causes.
• Maximising profits is socially inefficient when costs are not paid. For example, pollution, no taxes, poorly educated workforce.
• A business should consider the positive and negative impact that it may have on society and should respond accordingly.


6- culture is an important aspect of human society and helps to promote social inclusion and cohesion
Please discuss what do we mean by culture and describe the different dimensions of national culture according to Hofstede 

Hofstede classified a country's cultural attitudes as five dimensions:
1- Power Distance: the extent to which power is distributed equally within a society and the degree that society accepts this distribution. A high power distance culture prefers hierarchical bureaucracies, strong leaders and a high regard for authority. A low power distance culture tends to favour personal responsibility and autonomy.

2- Individualism versus Collectivism: the degree to which individuals base their actions on self-interest versus the interests of the group. In an individual culture, free will is highly valued. In a collective culture, personal needs are less important than the group's needs. This dimension influences the role government is expected to play in markets.

3- Masculinity versus Femininity: a measure of a society's goal orientation. A masculine culture emphasises status derived from wages and position; a feminine culture emphasises human relations and quality of life.

4- Uncertainty Avoidance: the degree to which individuals require set boundaries and clear

structures. A high uncertainty culture allows individuals to cope better with risk and innovation; a low uncertainty culture emphasises a higher level of standardisation and greater job security.

5- Confucian versus Dynamism: the degree to which a society does or does not value long-term commitments and respect for tradition. Long-term traditions and commitments hamper institutional change. 


7-?were do small businesses come from? and what are the benefits of small business
Motives for starting up a small business:
• Push factor, individual made redundant from his job;
• Pull factor, personality of the individual, don’t like to be given orders;
• Management buy-out, starting on a small scale, leading to a new small business, owners decide to sell a part of an existing business;

• Purchase of a franchise, buying a local outlet of an existing and, often proven idea for a product or service;
• Perceived opportunity and availability of assistance; and the perceived attributes and resources of the individuals concerned;
• Individuals prior experience; hobbies; strong interest;
• Minority ethnic group enters mainstream society on one’s own terms and breaking through barriers to employment;
• Low level of formal education leading to self employment as way forward;
• Exposure to role models, a family where entrepreneurial activity is present.

The benefits of small business:
• The small and medium sized enterprise (SMEs) sector plays a major role in creating employment;
• SMEs sector can offer specialised services to customers to that larger businesses may not regard as cost effective to provide. Small businesses often work as

sub-contractors on big projects being managed by larger companies.
• SMEs are likely to have specialised knowledge of the local business environment and can tailor their products and services appropriately.
• In contributing to the local infrastructure, SMEs assist in regional and local growth and rejuvenation.
• Smaller businesses may be able to innovate in ways that larger ones would find difficult. They tend to be less bureaucratic and more flexible in their respond to customer demand.

8- what do we mean by Entrepreneurs? and what are the characteristics of Entrepreneurs 
Entrepreneurship:
• Activity of entrepreneurs, people who create new products, processes, services and markets. 
• Entrepreneurs often develop new ways of working and doing business.


Characteristics of an entrepreneur:
- Drive to excel.
- Tendency to be a risk taker.
- Ability to cope with and tolerate ambiguous situations.
- Need for personal autonomy.
- Ability to open to and spot opportunities as they arise
- High belief in themselves.

Book2
1-Psychological Contract 
One of the major aspects of re****** in Human Resources Management is the concept of the 'psychological contract' Please explain what it is with some examples from both the employer's and employee's expectations. What are the implications for a positive and a negative psychological contract.
Defining the Psychological Contract:
• Kotter (1973): “An implicit exchange between an individual and his organisation which specifies what each expects to give and receive from each other in their relationship.”
• Herriot & Pemberton (1995): “The perceptions of both parties to the employment

relationship, organisation and individual of the obligations implied in the relationship.”
• Rousseau (1995): “Individual beliefs, shaped by the organisation, regarding terms of an exchange agreement between individuals and their organisation.”
• Guest and Conway (2000): “The perceptions of both parties to the employment relationship, organisation and individual of the reciprocal promises and obligations implied in the relationship”

The Psychological Contract Expectations
Employers expect employees to: Employees expect employers to:
- Work hard;
- Uphold company reputation;
- Maintain levels of attendance and punctuality;
- Show loyalty to the organisation;
- Work extra hours when required;
- Develop new skills and update old ones;
- Be flexible and receptive to change;
- Be courteous to clients and colleagues;
- Be open and honest;
- Come up with new ideas.
- Pay commensurate with performance;
- Provide opportunities for training and development;
- Provide opportunities for promotion;
- Recognise innovation or ideas;
- Give feedback on performance;
- Provide interesting tasks;
- Provide an attractive benefits package;
- Treat everyone with respect;
- Give reasonable job security;
- Provide a pleasant and safe working environment



2. Recruitment
One of the most important aspects of Human Resource Management is 'recruitment' Please discuss three of the major considerations of the recruitment processes.

Recruiting Human Resources:
• The role of human resource recruitment is to build a supply of potential new hires that the organisation can draw on if the need arises.
• Recruiting: any activity carried on

by the organisation with the primary purpose of identifying and attracting potential employees.
• Recruitment is often underrated as a communications function within a business. Any process of recruitment is saying something to the outside world about how the business presents itself. Recruitment and selection is a two-way process with information from both the applicant and the employer as to what each has to offer. 

3. Performance Appraisal
One of the most important systems for human resource management is performance appraisal. Please discuss the benefits of implementing a performance appraisal system for:
a.the individual
b.the manager 
c.the business
Purposes of performance appraisal:
• Evaluation: let people know where they stand relative to objectives and standards
• Development: assist in training and continued personal development of people.

Performance appraisal is argued to have benefits for all parties, for the individual (e.g. opportunity to encourage staff to review their recent performance and development), for the manager (e.g. opportunity to motivate staff by recognizing achievements), and for the business (e.g. identifying areas of strengths and weaknesses in terms of existing skills and development requirement across business, and improved performance). 
4- one of the most important drivers of why people might go to work is motivation .Please discuss: A- The nature and importance of motivation
B- Please discuss two of the motivation theories
The Nature of Motivation
What Is Motivation?
- The extent to which persistent effort is directed toward a goal.
- A need or desire that energizes behavior and directs

it towards a goal.
- The set of forces that leads people to behave in particular ways.
- Anything that provides direction, intensity, and persistence to behavior.
- A willingness to exert effort toward achieving a goal.
- An internal drive to satisfy an unsatisfied need.
- The psychological process that gives behavior purpose and direction.
- The conditions that energize, direct, and sustain work behavior.
- The inner force that drives individuals to accomplish personal and organizational goals.
- And the will to achieve.


A simple model of motivation:



The Importance of Motivation:
Why do we need motivated employees? 
The answer is survival

• Job performance depends upon motivation, ability, and environment.
• Supervisors get things done through employees and therefore need to know what motivates them.
• Motivation influences productivity.
• Productivity, profit etc.
• Employee satisfaction & attitudes.
• Employee reward schemes.
• Recruitment & selection, succession planning.
• Managing Diversity.
• Ergonomics & work design.


1- McGregor’s (1960) Theory X and Theory Y:

It comprises of two different perspectives on individual at work:
1- The kind of people they are;
2- What managers need to do to keep them working.

Two fundamentally different views of human nature spawn two fundamentally different leadership approaches: 

Theory X: Theory X offered by McGregor assumes that employees dislike work, are lazy, seek to avoid responsibility, and need to be closely controlled or coerced to achieve desired goals. It is a negative view about people. 
- Assumed that lower-order needs dominate.

Theory 

Y: Theory Y assumes that employees are creative, seek responsibility, and can exercise self-direction. It is a positive view about people. 
- Assumed that higher-order needs dominated.

• What kind of organization do you want to be part of?
• What kind of leader do you want to be?
• What kind to team do you have?

2- Maslow’s Hierarchy of Needs Theory:
- Identifies five levels of individual needs.
- Assumes that some needs are more important than others and must be satisfied before the other needs can serve as motivators.
People seek to satisfy 5 basic needs:
• Self-Actualisation;
• Esteem;
• Social (belongingness);
• Safety;
• Physiological.

Maslow’s Need Hierarchy Theory
There is a hierarchy of five needs – physiology, safety, social, esteem and self-actualisation; as each need is substantially satisfied, the next need becomes dominant.

1- Physiological needs: Basic needs (like food; water; clothing & shelter) satisfied through wages; 
2- Security needs: Basic protection from threats, such as safe working conditions, job security (secure environment);
3- Social needs: Desire to be accepted by others such as love; affection and belonging (Feeling welcomed, part of the group or organisation);
4- Esteem needs: Feeling your work is appreciated by others; Recognition from others (Awards, public recognition; Informal recognition, communicating that a job is well done);
5- Self-actualisation needs: Achieving one’s potential; desire to develop capabilities to fullest.






                                          Maslow’s Needs Hierarchy

Maslow separated the five needs into higher and lower orders:
- Physiological

and safety are described as → lower-order needs. 
- Social, esteem, and self-actualisation are described as → higher-order needs. 
• Higher-order needs are satisfied internally, Lower-order needs are predominantly satisfied externally. 
• Lowest level needs must be met before higher level needs can be satisfied. As a need becomes substantially satisfied, the next need becomes dominant. People start with lower-level needs and move up the hierarchy, one level at a time.
• A satisfied need is not a motivator. If you are save and well fed, you tern your attention elsewhere.
• We have an inbuilt desire to work our way up through the hierarchy of needs.
• Not meeting these needs has a negative effect on our mental health. 

Maslow’s Theory and HRM:
Many businesses have used Maslow’s hierarchy when establishing their HRM policies.
Meeting Maslow’s needs through HRM policies:
The needs Can be met through
Physiological - Good working conditions   
- Attractive wage or salary - Subsidised housing                       
- Free or subsidised catering
Security (safety) - Private health insurance cover 
- Attractive pension provisions - Safe working conditions                 
- ‘No redundancy’ policy 
Social (relationship) - Company sports and social clubs 
- Office parties, barbeques, outings - Permission for informal activities 
- Encourage open communications
Esteem - Regular positive feedback           
- Prestige job titles - Photographs in company news sheet 
- Promotions
Self-actualisation - Challenging job assignments       
- Discretion over core work activities - Promotion opportunities               
- Encouraging

creativity

Maslow’s Need Theory Critique:
• Self-Actualisation is poorly defined (measure?).
• Question whether needs must be met in order to move up to the next level.
• Little empirical support.
• More descriptive of life than theory of motivation in the workplace.


5-Training and developments
One of the most important systems for human resource management is training and development . Please discuss
a- Training and development methods
b-Factors that influence the provision of tranining
c- patterns of making training decisions

a- Training and development methods (depending on the size of the business, the number of the people involved and the complexity of what is that needs to be learnt), they are: 
• Coaching: a way of transforming knowledge and skill from a more experienced person to less experienced person; 
• Mentoring: is similar to coaching, but the person carrying out the mentoring should not be other person's line manager;
• Job Rotation: job rotation involves assigning employees to various jobs so that they acquire a wider base of skills;
• Special assignments/projects: increasing the skills base of individuals by arranging supervised project work in preparation for greater responsibility;
• Action learning: a group of individual who work on their own chosen problems, but share advice and approaches to solving each other's problems;
• 'In-house' courses: a means of conveying knowledge and skills to groups of individuals through training (provided either from within the business or by external trainers);
• Courses provided by external agencies: to convey knowledge or skills to groups of individuals, for example

by specialist trainers or through attendance at a local college;
• Distance learning: distance training is an educational process where a significant proportion of teaching is conducted by someone removed in space and time from the learner (e.g. Video presentations, TV broadcasts). 
b- Factors that influence the provision of training:
- Operational factors (such as: the introduction of new technology);
- The size of the business;
- The type of sector;
- Government policy;
- Senior managers' commitment to training;
- The occupation of the employee. 

c- Patterns of making training decisions: 
1- Incidental learning: incidental learning but no formal investment - characterized companies in which there was rarely a conscious decision to train; any training that did take place was in response to a specific obligation (such as health and safety training) or at least a compelling need.
2- Event-triggered training: includes companies in which formal training was undertaken, but only in response to specific events or problems like the introduction of a new technology or some reorganization in the workplace.
3- Commitment to the learning organization:   consists of establishments in which continuous learning had become an integral part of the business and the workplace. Senior management believes that training, employee involvement and motivation are critical and complementary parts of business success.

6-Job Design specifies work activities of an individual or group. please discuss
a- the concept and drivers of job design 
b- taylorism ( the classical approach of job design
c- socio- technical systems
• Job design is a process

of creating or defining jobs by assigning specific work tasks to individuals and groups.

a- Drivers of job design:
1- A merger;   
2- A drop of demand for products;
3- The implementation of an equal opportunities policy;
4- Dramatically changes in the jobs (e.g., new technology or restructuring).
5- Factors related to HRM (such as: recruitment, performance appraisal, also new technology or restructuring). 


b- Taylorism (the classical approach of job design):
Scientific management developed by Frederick Taylor early 1900s. Systematically (five principles) determines how work, both manual and non-manual, should be divided into its smallest elements in order to maximize labour productivity. Taylor systematically attempted to make jobs simple and efficient (classical approach). Taylor’s writings continue to be influential; many businesses and jobs are still structured along the scientific management objective of:
1- Efficiency: achieved by increasing the outputs per worker. 
2- Standardisation: of job performance, achieved by dividing up work tasks into small and clearly specified sub-tasks.
3- Discipline: achieved by establishing hierarchical authority (especially, a clear division between the responsibilities and tasks of workers and managers).

c- Socio-technical systems:
• Systems that include technical systems but also operational processes and people who use and interact with the technical system. Socio-technical systems are governed by organisational policies and rules.
• Blends the sociological concerns of the worker with modern technology of robots and computer-controlled machines. For example, Flexible manufacturing

systems: Adaptive computer-based technologies and integrated job designs that are used to shift work easily and quickly among alternative products.
• Reflects the importance of integrating people and technology to create high-performance work systems.

The principles of the socio-technical approach to job design are:
1- The design of one part of the system should not dictate the design of the other parts. 
2- Job redesign not take place in a way that is totally removed from wider factors such as culture and group identity.
3- Redesign should involve employees.

7- the job characteristics model of hackman and oldham is a widely studied model of motivational job design that has explained important work outcomes( e.g., satisfaction) for workers . please discuss the core job characteristic of this model
The job characteristic model (Hackman & Oldham’s Job Characteristics Model):
• This model looks at the relationship between core characteristics, employee’s psychological states and key outcomes. 
• Diagnostic approach to job enrichment. 

Five core job characteristics are particularly important (Hackman & Oldham, 1980) as follows: 
1- Skill variety: the degree to which the job requires different skills.
2- Task identity: the degree to which the job involves completing a whole, identifiable piece of work rather than simply a part.
3- Task significance: the extent to which the job has an impact on other people, inside or outside the organization.
4- Autonomy: the extent to which the job allows jobholders to exercise choice and discretion in their work.
5- Feedback from the job: the extent to which the job itself (as opposed to other

people) provides jobholders with information on their performance.


Formula to determine motivating potential of job:

• When the core characteristics are highly enriched, three critical psychological states are positively influenced.
• Positive psychological states create positive work outcomes.
• Enriched core job characteristics will create positive psychological states, which in turn will create positive work outcomes only when:
- Employee growth-need strength is high.
- The employee has the requisite knowledge and skill. 
- Employee context satisfaction exists.


8- the HRM models
HRM is one of the major management activities. Please explain the concept of HRM. please use an appropriate definition of the HRM and discuss two of the HRM models.














Book 3
1- what are the differences between income statement and cash flow statement ? which do we need to use when making decision ?
The income statement (the profit and loss account): 
A statement showing revenues and expenses for a period of time. Income statement or profit and loss statement reflecting financial performance:
1- Income (revenue).
2- Expenses.

The cash flow statement: 
Shows what cash cam in and what cash went out over a period of time , so basically provides a summarized version of the bank accounts.


2- " a conceptual framework underlying financial accounting is important because it 
can lead to consistent standards and it prescribes the nature , function,and limits of financial accounting and financial statements''. Please;

a- identify the objectives of financial reporting.
b- identify the financial stakeholders

and their need in the profit sector
c- identify and explain the qualitative characteristics of accounting information
d- describe and explain the basic assumptions about accounting reports..
e- explain and the basic principles of accounting
f- describe and apply the constraints on accounting principles
a- Basic objective of financial reporting is to provide information that is:
- Useful to those making investment and credit decisions.
- Directed at persons with a reasonable level of understanding of business and economic activities.
- Helpful to present and future investors, creditors in assessing future cash flows.
- About economic resources, the claims on those resources and changes in them.


b- Stakeholders are groups of people who have an interest in a business organization. They can be seen as being either external to the organisation, or internal, but some may be both!
Owners and Shareholders:
• The number of owners and the roles they carry out differ according to the size of the firm.
• In small businesses there may be only one owner (sole trader) or perhaps a small number of partners (partnership).
• In large firms there are often thousands of shareholders, who each own a small part of the business.

Stakeholders' needs in the profit sector:
• The satisfaction of stakeholders’ needs is essential in order to induce them to provide resources (inputs) to the organization so as to sustain the creation of value over the long term.
• The conception of wealth should reflect the long term satisfaction of shareholders rather than short term profitability.
.

c- 1- Cost-Benefit Relationship:
• This constraint relates to

the notion that the benefits to be derived from providing certain accounting information should exceed the costs of providing that information. The difficulty in cost-benefit analysis is that the costs and especially the benefits are not always evident or measurable (involves professional judgement).
• Costs include collection, storage, retrieval, presentation, analysis and interpretation.
• Benefits come from sound economic decision making by users.


2- Materiality:
• Information is material if its omission or misstatement could influence the decisions that users make on the basis of an entity’s financial information.
• Relates to an item’s importance to a firm’s overall financial operations. An item must make a difference to be material and be provided (disclosed).

d- Relevance:
• To be useful, the accounting information must be relevant to the needs of decision makers.
• Capable of making a difference in a decision. In other words, it should be capable of influencing the economic decisions of users.
• Relevance is a function of predictive value, feedback value and timelines
• Helpful in making predictions about ultimate outcomes of past, present and future events (Predictive value).
• Helps users to confirm or correct prior expectations (Feedback value).
• Information must be available to decision makers before it loses its capacity to influence their decisions (Timeliness). Timeliness means having information available to decision makers before it loses its capacity to influence decisions. Having relevant information available sooner can enhance its capacity to influence decisions, and a lack of timeliness can rob information

of its potential usefulness.

Reliability:
• To be useful, information must also be reliable.
• Reliability of information means that the information is free of error and bias, it can be depended on.
• Reliability is a function of representational faithfulness, verifiability and neutrality.
• To be reliable, the accounting information must be a ‘faithful representation’ of what actually happened (the entity’s transactions and events), when similar results achieved if use same measurement methods ‘verifiable’ (in other words, when, given the same information, independent users can arrive at similar conclusions), and Information is ‘neutral’, when it free from material error and bias. The information should not favor one group of users over another group. 

Consistency:
      Means that an entity uses the same accounting treatment for similar events and data from period to period.

Understandability:
• Financial reporting should provide information that is understandable to one who has a reasonable knowledge of accounting and business and who is willing to study and analyze the information presented. Users are assumed to be financially literate.
• Complex or detailed information should be included in financial statements because of its relevance to economic decision making.
      

Comparability:
• Users should be able to make valid comparisons about the financial statements across time.
• Users should be able to make valid comparisons about the financial statements between different organisations in the same field.
    


e- - The profession has developed GAAP that present fairly, clearly and completely the financial

operations of the enterprise.
- GAAP consist of authoritative pronouncements issued by certain accounting bodies.
f-


3-define budget and budgetary control. Explain the essential steps involving in budgeting and the important features of budgetary control.
Budgets and budgetary control:
If a business does not produce high-quality accounting information for internal use, it is in danger of being poorly run and may get into financial difficulties. Some researches observed a clear link between poor-quality management accounting information and financial distress in small and medium-sized enterprises.
What is a budget?
• A budget is a financial or non-financial expression of an organisation’s plan of action for a specified period; it identifies the resources and commitments required to achieve the organisation’s goals for the period identified.
• Budgets are quantitative representations.
• For example: a firm may prepare cash budget to predict cash inflows and outflows or a production budget to plan its production levels.

What is a Budgeting?
• The process of preparing a budget is called budgeting.

One of the three main functions of management is to control. Budgets are useful in controlling operations.

The essential features of a formal budget:
Policies A budget is based on the policies needed to fulfill the objectives of the entity   
Data Quantitative data contained in a budget are usually translated into monetary terms
Documentation Details of a budget are normally contained within a formal written document
Period Budget details will refer to a defined future period of time



4- ''the budget process forces

managers to consider carefully their goals objectives and to specify means of achieving them. Budgets provide a means of evaluating performance'' please discuss;

a- the types of budgets with example.
b- the importance of budgets
c- the different types of costs and their impact on budgets with examples.
d- the behavioral issues in budgeting.
a- types of budgets
• Master Budget: summarises the planned activities of all subunits of an entity. A master budget is a comprehensive budget for a specific period.
• The master budget is made up of operating and financial budgets:
- Operating budgets: are plans that identify resources needed to carry out the budgeted activities, such as budgeted sales and budgeted production.
- Financial budgets: identify sources and uses of funds for the budgeted operations. It include the budgeted cash flow, budgeted income, the budgeted balance sheet, and the capital expenditures budget.


b - The importance of budgets:
• Compels strategic planning (link the budget with strategic analysis for the organization including overall objectives, trends, risks, alternative strategies).
• Provides a framework for judging performance (comparing actual performance against a budget is better than comparing this year’s achievements to last year’s results).
• Motivates employees and managers. People work more efficiently when they have goals and targets. Therefore, if the targets are agreed and accepted by individuals, they should achieve goal congruence and motivation. 
• Promotes coordination and communication (by making everyone aware of plans in other departments - facilitating communication is essential).

c-

Different types of costs and their impact on budgets:
• Variable costs: are costs that vary in relation to chosen measure of activity (a cost that changes in total as the volume of activity changes), (e.g., raw materials, wages, heating, lighting costs).
- Example: raw materials cost KD 3 per unit, 10 units is KD 30, 100 units are KD 300, etc.
• Fixed costs: are costs that do not vary in relation to chosen measure of activity (remain the same in total, as volume changes), (e.g., rent, depreciation of equipments).
- Example: depreciation, if equipment depreciation expense is KD 300 a month, it will be KD 300 regardless of the number of units produced.
• Discretionary Costs: costs that can be adjusted in the short run at management’s discretion or not essential for decision on hand. E.g. training workers cost, research & development 'R&D' cost, and advertising and sales promotion costs.
• Contingency costs: One of the most common project failure is to start with an inadequate budget. How to assess uncertainties affecting cost in order to be able to set competitive targets and achievable commitments. Contingency is an amount added to an estimate to allow for additional costs that experience shows will likely be required (Total Budget = Base Estimate + Contingency). E.g. insurance for employee liability, public liability and property. 

d - behavioral Issues in Budgeting:
• Participation at all levels is necessary for the budget to be a meaningful exercise.
• Some organisations set “stretch” or “challenge” targets for revenues to motivate employees to put in extra effort and achieve higher performance.
• If strong pressure exists to achieve

budget targets, employees may underestimate budgeted revenues and overestimate budgeted expenses.
- “Padding” the budget.
- Incorporating budgetary slack. 
• Budgetary slack, or padding the budget, is the practice of managers knowingly including a higher amount of expenditures or a lower amount of revenue in a budget. 
• Spending the budget is another issue; managers often feel if they do not use all the resources they receive, next year’s budget may be cut.
• Goal congruence is a term that refers to the degree of consistency between goals of the firm, its subunits, and its employees. Involving employees in the budgeting process fosters goal congruence.

Book 4
1-consumer buying behaviour ''the concept and academic approaches''

a-the rational approach (belk,1995) and the complex buying decisions approach
b- the model of consumer behaviour (kolter al 2001)
a- There are a number of different academic approaches to understanding consumer behaviour: 
1- The rational approach (Belk, 1995):
- This approach assumes that consumers tend to make rational choices about the products and services they buy and use.
- This approach is concerned with understanding how individual consumers evaluate and choose the products, so that marketers can tailor their offerings more effectively to consumer needs and expectations.
b- The model of consumer behaviour (Kolter et al., 2001): this model does not go into detail on what goes on inside the buyer's mind - it treats this as a 'black box'; that is, something which is known to exist but the internal workings of which are unknown (This box consists of the buyer’s characteristics and the buyer’s

decision process. Those factors have a large influence in the buyer’s decision process). The model is shown in the figure 4:










Figure 4: Model of consumer behaviour (Kolter et al., 2001, p. 191)


2-types of consumer buying behaviour:
There are four types of consumer buying behaviour according to assail (1987) .please discuss these types with 
Examples from your own experience.
Types of consumer buying behaviour:
There are four types of consumer buying behaviour according to Assael (1987) (Figure 5):
1- Complex buying behaviour: First develop beliefs about product, then develop attitudes and then make a choice. Consumers undertake complex buying behavior when they are highly involved in a purchase and perceive significant differences among brands. Consumers may be highly involved when the product is expensive, risky, purchased infrequently, and highly self-expressive. Typically, the consumer has much to learn about the product category. For example, a house, cars, a personal computer buyer may not know what attributes to consider.   
2- Dissonance-reducing buying behaviour: First Act, then develop beliefs, then end up with attitudes. Dissonance-reducing buying behavior occurs when consumers are highly involved with an expensive, infrequent, or risky purchase, but see little difference among brands. E.g. financial services products, such as insurance or investment products.
3- Habitual buying behaviour: Habitual buying behavior is perhaps the most common type of buying behaviour. This occurs under conditions of low consumer involvement and little significant brand difference. Consumers have little involvement in this

product category-they simply go to the store and reach for a brand. If they keep reaching for the same brand, it is out of habit rather than strong brand loyalty. Consumers appear to have low involvement with most low-cost, frequently purchased products. Because buyers are not highly committed to any brands, marketers of low-involvement products with few brand differences often use price and sales promotions to stimulate product trial. 
4- Variety-seeking buying behaviour: Consumers undertake variety-seeking buying behavior in situations characterized by low consumer involvement but significant perceived brand differences. In such cases, consumers often do a lot of brand switching. E.g. different types of biscuit, bread or ice-cream. 






High involvement Low involvement 
Significant differences between brands Complex buying behaviour 
Variety-seeking buying behaviour 
Few   differences between brands Dissonance-reducing buying behaviour Habitual buying behaviour
Figure 5: types of consumer buying behaviour (Kolter et al., 2001, p. 212)

The types of buyer behaviour depend on: (1) the kind of purchase being made, (2) whether or not consumers can see significant differences between the brands on offer.   


3- societal marketing:
''the societal marketing concept holds that a business should work out what the needs , wants and expectations of its target customers and markets are'' please:
a- explain the concept of societal marketing.
Discuss the societal classification of products with examples
The societal marketing concept:
• The societal marketing concept holds that a business should work out what the needs, wants 

and expectations of its target customers and markets are.
• It should then satisfy these needs, wants and expectations better and more effectively and efficiently than competing businesses, in a way that maintains or improves the customer's and society's well-being.   
• The societal marketing described as a “customer orientation backed by integrated marketing aimed at generating customer satisfaction as the key to attaining long-run profitable volume.”
• Societal Marketing: A societal oriented marketer intends to design products that are both pleasing and beneficial

• Kotler (1972), who was among the first to write about the idea of societal marketing, argue that businesses should think of the product they offered and where developing in terms of two dimensions:
1- The immediate satisfaction they provided to consumers; 
2- The long-term consumer welfare they provided.
Figure 1 shows four different types of product, depending on whether the score is high or low on these two dimensions
Immediate satisfaction
Low High
Long-run consumer welfare
High
Salutary products Desirable products
Low
Deficient products pleasing products
Figure 1: Classification of new product opportunities (Kolter, 1972, p. 56)

• Societal Classification of Products
In the above diagram the products are classified according to their degree of immediate consumer satisfaction and long-run consumer benefit. 
1- Desirable Products: gives both high immediate satisfaction and high long run benefits e.g. Fresh fruit juices.
2- Salutary Products: have low appeal but may benefit consumers in the long run e.g. seat belts, pension plan insurance.
3- Pleasing

Product: gives high immediate consumer satisfaction but may hurt the consumer in the long run e.g. cigarettes and junk food.
4- Deficient Product: gives neither immediate appeals nor long run benefits e.g. poor quality cheap imitations.
Marketers must become aware of the ethical standards and acceptable behaviour in today’s society. This awareness means that marketers must recognise the viewpoints of three key players: the company, the industry, and society.


Book 5
1- ''there are many ways which we can use to understanding human behaviours'' please discuss:
a- the traditional views to human behaviours and the limitations on it.
b- the epistemologies views to human behaviours and the problems associated with the nature of businesses.
a- The usual assumption underlying business studies is that it is possible to achieve a high level of rational control over work behaviour. This is for very pragmatic economic reasons: businesses operate in a world of scarce resources. They need to monitor and control their utilization of such resources in order to ensure the most efficient outputs. However, ethical, political and social questions arise when such approaches are applied to the people who work in businesses.
• Most theories about business and management are a relatively recent phenomenon. The study of business is usually divided into different areas such as operations management, strategic management, consumer behaviour, and so on.
• Watson (2002) provides an alternative view of business (and society): "To treat either 'society' or 'organisation' as something that can itself take initiative, make choices or impose its 'will' on human

being is to leave out of the analysis the fact that the social and organizational world is made – and is constantly being 'remade' – by human actions: power, persuasion, resistance, knowledge, ignorance and ambiguity play a major part in every aspect of societal and aorganisational activity.
• A critical approach would ask questions such as the following: How realistic is it to think that we can control people and their work? Can individuals really be managed in this way and is it morally acceptable to try? Businesses have a virtual reality. This is a difficult but important idea in business studies and, as we have already suggested, actually takes us into the realms of philosophy.
• 'Ontology' refers to how sure we can be that something actually exists. In other words, ontology is the study of being and existence. 
• Treating businesses and other phenomena associated with them as if they are real, tangible and 'out there' make it easier to think about them to quantify what happens. We should, however, be careful to avoid any inaccuracies arising from this 'reification' of business. The critical perspective reminds us of this, is based on two important limitations:
1- Only partial control can be achieved. This is because businesses exist only through human relationships, and human relationships never allow the total control of some people over others; hence the difficulties inherent in 'managing people'.
2- Whatever control is actually achieved over collective and individual business behaviours is brought about as much by processes of persuasion, manipulation, negotiation and sometimes basic chemistry between people as through 'techniques'

such as rules and procedures.   
b- There are two contrasting 'epistemologies' which we can use to understanding human behaviours:
1- The 'positivist' view: human behaviours should examined using methods comparable to those used to study the natural world. In other words, we can somehow measure human behaviours using scientific methods, and design experiments which work out whether behaviours are predictable in certain circumstances, and so on.
2- The 'interpretivist or phenomenological' view: because humans are self-interpreting, they can be studied in the same way as other natural phenomena.
• In business the picture is more fuzzy: because: 
1- We cannot see business phenomena because they are not tangible, for example: how do you identify and measure 'culture'?
2- People change over time.



























2-''thinking about business specifically really began only in the early years of the twentieth century'' please discuss how it changes over time and how business writers draw on other field.



The stage STEEP events through the century Business ideas
1900-1950 and world wars I and II - This period leading up to World War I and between this and World War II.
- The UK underwent major changes politically: from having an empire on which 'the sun never set' to losing much of this.
- Political activism grew with the rise of trade unions and women being given the vote.
- The free markets associated with colonialism and empire. - Business writers and practitioners during this time included Fayol and Taylor, and appearance of scientific management. 
- The most famous industrialist of the age,

Henery Ford, the first mass produced car, the Model T, even had his style of business practice named after him: 'Fordism'.
- Scientists whose work had been based on rational, natural science approaches. 
- Karl Marx and Max Weber, who wielded their political influences in their works.
1950-1980: 'you've never had it so good' to the 'winter of discounted' - Political/social crises.
- Increasing the role of trade unions. - Growing academic fields such as psychology and sociology were influential as academics helped business practitioners to understand the needs of their employees and their business in its environment. 
- Social breakthroughs such as discrimination legislation, the women's movement, and Civil Rights Movement in the USA.
- Equality and rights for all in the workplace.
- Economies of scale.
- Expatriation of employees.
- Vroom's model of expectancy theory was developed in 1964 and explicitly linked employee perceptions of management with effort and subsequent reward.
- Burns and Stalker (1961) were developed the first category of 'Images of Organisation' or metaphors (developed by Morgan later in 1986). 
The entrepreneurial' 1980, the 'caring' 1990s and beyond - The 1980s onwards saw greater evolution in the way that business was through about. - The entrepreneurial business model (USA).
- New philosophy in Japan (such as: Just-in-time 'JIT', Total Quality Management 'TQM' and Kaisen.
- The STEEP model and Porter's five forces model. 
- 'Downsizing' (reducing the number of employees in the business), 'Outsourcing' (contracting aspects of business out to other companies).
- Seeing the people as 'human resources' (the soft model of HRM).

