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Part 1:
Entrepreneurs

1/   Explain 2 reasons why someone might want to set up in business on their own-. 5

People might want to set up a business on their own because they’re their own boss meaning they can plan and go about doing things the way they want. Also they get to keep the profits.

2/ Explain 2 reasons why governments might want to help people to set up on their own. 6

By helping these people governments get guaranteed commission. It also reduces the rate of unemployment making them look better.

3/   Distinguish between “risk” and “uncertainty”   4

A risk is when you know all of the probabilities and the possible outcome if you go ahead with your plan. With uncertainty though the probabilities are unknown.

4/   What is meant by “opportunity cost” and give one example?   5

Opportunity cost is what we must sacrifice when we decide to go with one decision over another. Like choosing to buy a new car instead of the holiday of a lifetime.

Generating and protecting business ideas

1/   What is meant by a market niche?   2

Addressing a need for a product that isn’t already being addressed by mainstream providers.

2/   What is meant by the collective term “Focus Group”?   2

A small group selected from a wider population

and sampled as by open discussion, for its members’ opinions about or emotional response to a particular subject or area.
3/   Explain two factors which can determine the success or failure of a new business idea.   5

Franchises/
1/ Explain the benefits of a franchisee buying a franchise . 5

The brand name is advertised nationally, you get continuous support and training updates and it’s easier to get start up capital.

2/   Explain two   factors which might determine how much a franchisee might have to pay for a franchise. 5

Business Plans

1/   How might an entrepreneur get information for the business plan?   3

2/   Outline two groups who might be interested in seeing a business plan.   4

Market Research

1/   Outline the differences between primary and secondary research.   4

2/   What limitations might a business have when setting out to do market research?   4

3/   Outline two factors which might influence the size of sample that a business chooses for its market research.   4

Understanding Markets

1/   If a firm’s market share is $2m in a $50m market. What is its market share?   2

2/   If a firm has a 20% share in a market worth $500,000, what is it’s market share?   4

3/   State three factors which might affect the demand for a product.   3

4/   State three factors which could affect the supply of a product.

  3

Effective Marketing

1/   Explain what is meant by market segmentation.   5

2/   How could the marketing department’s actions impact on other departments in a company?   8

The Marketing Mix.

1/ Explain the marketing mix.   6

2/   Discuss the marketing actions a university might take to attract more students.   8

4/   Explain the Product Life Cycle in detail 8

5/   Explain the Boston Matrix in detail. How might it relate to question 4 above?   10

6/   How would you calculate price elasticity of demand? 4

7/   What is the difference between price elasticity of demand and price inelasticity of demand?   6

8/   If demand for a product is price elastic would a price fall or price increase be expected to lead to increased revenue for that product? 5

9/   If demand increases by 20% and price is cut by 40% what is the price elasticity of demand?   Is it a good idea for the company to continue this strategy?   Why or why not?   10

10/   What is meant by a promotional mix? Give two examples. 5

12/ What is meant by these terms: 2 each

a) Monopoly

b) Oligopoly

c)   Collusion

14/   Explain what is meant by “barriers to entry”. Give two examples.   6

15/   Explain how greater investment in training might affect the competitiveness of a business.   6

16/   Give three ways a business might improve its competitiveness 6

Part

2/

1/   Just Lamps supplies nothing but lamps, specializing in bulbs for audio/visual presentations.   It therefore adopts a niche market approach.   It originally began selling to schools and universities, but the business grew much faster when Just Lamps targeted audio/visual equipment retailers which now account for 90% of its sales.

Founded in 2002, the firm claims to source lamps for 6,000 models of projectors from manufacturers such as Sony, Panasonic and Epsom.

a)   Explain two way in which Just Lamps might choose to segment its product differently by expansion.   10

2/ What was once a mysterious invention created by Dean Kamen that had everyone speculating as to what it was - is now known as the Segway Human Transporter, the first self-balancing, electric-powered transportation machine. The Segway Human Transporter is a personal transport device that uses five gyroscopes and a built-in computer to remain upright.   t was unveiled to the public on December 3, 2001 in Bryant Park (NYC) on the ABC News morning program Good Morning America.
The first Segway Human Transporter used no brakes and did a nifty 12 mph. The speed and direction (including stopping) were controlled by the rider shifting weight and a manual turning mechanism on one of the handlebars. The initial public demonstrations showed that the Segway could travel smoothly across

pavement, gravel, grass, and small obstacles.
Dean Kamen's team developed a breakthrough technology the company termed "Dynamic Stabilization," which is the essence of the Segway. Dynamic Stabilization enables Segway self-balancing emulation to work seamlessly with the body's movements. Gyroscopes and tilt sensors in the Segway HT monitor a user's center of gravity about 100 times a second. When a person leans slightly forward, the Segway HT moves forward. When leaning back, the Segway moves back. One battery charge (cost of ten cents) lasts 15 miles and the 65-pound Segway HT can run over your toes without causing you harm.
The United States Postal Service, the National Park Service and the City of Atlanta field tested the invention. The consumer was able to buy the Segway in the year 2003 at the initial cost of $3,000.

Segway produced three distinct initial models: the i-series, the e-series, and the p-series. However, in 2006 Segway discontinued all previous models and announced their second-generation designs; i2 and x2, that also allowed users to steer by leaning the handlebars to the right or left, which matched the leaning forward and backward to accelerate and decelerate.


a)   The Segway has not been a commercial success.   Analyse the options that the Segway corporation might use to increase its sales and competitiveness.   15
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