
EXPECTED VALUE POINTS AND SCHEME OF EVALUATION 

Q.NO. Answers 
Marks 

(with split up) 

1.  Environment scanning 1 

2.  Logo is an identifying symbol, distinctive design, mark, or sign 

associated with a product or business. 

Tagline is a small amount of text which serves to clarify a thought and 

designed with a dramatic effect. 

OR 

Brand name is that part of a brand which can be vocalized.   

Brand mark is that part of a brand that cannot be vocalized. 

1 

3.  Product extension merger- Two business organizations that deal in 

related product and operated in the same market. 

1 

4.  Cash flow projection: shows how cash is anticipated to be generated or 

expended over a chosen period of time in future. 

Cash flow statement: Shows how cash flowed in and out of business in 

the past 

1 

5.  Tourism Finance Corporation of India 

OR 

Small Industries Development Corporation 

1 

6.  Factors involved in sensing opportunities 

a. Ability to perceive and preserve basic ideas which could be 

used commercially 

b. Ability to harness different sources of information 

c. Vision and creativity.  (any two) 

 

 

2 

7.  Think trends- Gathering information regularly by reading hearing and 

observing. Eventurlly leading to business boosting insights. 

OR 

Political unrest, terrorism, landing right etc. 

2 

8.  Analytical Planning – Organising Resources – Implementation – 

Commercial Application  

OR 

Benefits of understanding business environment 

a. Identification of opportunities to get first mover advantage 

b. Formulation of strategies and policies 

c. Tapping useful resources 

d. Better performance 

2 
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e. Sensitization of entrepreneurs to cope up with rapid changes. 

f. Image building ( any two) 

9.  Business format franchise opportunity-company roves a proven 

method of operating procedure-allows using its brand name and trade 

mark-provides assistance. 

2 

10.  Internal sources- owners own money that can also be called equity 

External sources-Angel investors-venture capitalists-specialised 

financial institutions-capital market 

 

2 

 PART   C  

11.  Inbound logistic : goods are being obtained from the suppliers and is 

used to produce end product 

Operations: Raw materials and goods are manufactured through a 

production line and value is added 

Out bound logistic: goods are ready to be distributed to the distribution 

certers- wholesalers , retailers etc. 

Marketing and sales: Ensured that products are targeted to the correct 

consumer group. 

Services: supportive services to the customers like after sales training, 

guarantee, warrantee etc. 

OR 

Supportive activities:  

a. Procurement: this department must source the raw materials at 

the best price 

b. Technological development: Use of technology to a 

competitive advantage to reduce cost, develop new product, 

maximize production etc 

c. Human resource management: recruit, train and develop the 

right people for the organization. 

d. Firm infrastructure:  In order to ensure finance, legal structure, 

and management structure  

 

3 

12.  Creative idea can be generated though: 

a. Develop a new product or service 

b. Improve an existing product or service 

c. Find a new process or resource for manufacturing product 

d. Find a new use for existing product 

e. Find new market for existing product 

3 

13.  Private company 

Reasons: 

a. Only two directors are required for a private company 

b. No need to issue prospectus because they donot invite public 

for subscribe to its share capital 

c. Share of the company can be easily be allotted without 

receiving minimum subscription. 

d. Control and management is generally in the hands of owners of 

capital 

e. A non member can inspect the copies of of its P&L account. 

1+2 

14.  Basic rules of goal setting: 

a. Need to be relevant 

b. Need to be actionable 

3 



c. Need to be achievable stretches 

OR 

Marketing Mix: It is a mixture of controllable marketing variables that 

the firm uses to pursue the sought level of sales in the target market. 

Components of marketing mix: its components are: 

a. Product 

b. Price 

c. Place and  

d. Promotion 

15.  Objectives of problem identification 

a. It should clearly state the problem 

b. Identify target group facing the problem 

c. Find the market acceptability of the solution to the problem 

Uses of problem identification 

a. Bring out new product in the market 

b. Understand the problem and needs of the market 

c. Be creative 

d. Increase employment generation 

Increase national income  ( three each) 

3 

16.  Ayush Generic Medicines’, a chemist shop sells generic medicines. On 15-
02-2018, sale of medicines  as per the details is given below 

No. of customers Per customer  
billed amount (Rs) 

Total billed 
amount per 
customer 
 

15 370 5550 

20 430 8600 

45 500 22500 

25 1000 25000 

95 1200 114000 

Total= 200 Total 175650 

Average amount of medicines sold per customer=total billed amount 
/number of customers 
= 175650/200  = 878.25 

OR 
An electrical shop sells 6000 water heaters per year. The demand is uniform 
throughout the year. Purchase cost of water heater is Rs.120.Holding cost 
per annum is 20% of the purchase cost. Ordering cost is Rs.500 per order. 
Calculate Economic Order Quantity. 
 
EOQ= √2PD/C;      P= 500    D= 6000    C= 120 x 0.2=24 
=√2x500x6000/24; =√250000  =500units 

3 

17.  Regulatory Functions of NABARD 

Empowered to undertake inspection of RRBs and cooperative banks, 

other than primary cooperative banks. 

To open a new branch, a recommendation of NABARD is imperative 

by RRBs or cooperative banks to seek permission from RBI 

RRB and Cooperative Banks along with RBI, are required to file 

3 



returns and documents with NABARD 

 

PART  E 

18.  Venture capital finance: 

Needed when: 

a. Early stage financing:   

(i) As seed capital-  capital for conducting research in pre 

commercialisation stage 

(ii)  Pre-start up and startup capital- For feasible production 

line to produce the product 

(iii) Second round financing- To squeeze the market and to 

some market share. For expansion, diversification and 

modernization. 

b. Last stage financing:  Main goal for venture capital is to go 

public so that investors can exit the venture with a profit 

commensurate with the risk they have taken. Can also for 

merger with other companies, keeping competitors away and 

development capital. 

 

a.  

4 

19.  a. Conglomerate merger : Merger between firms involved in 

totally unrelated activities- aiming product extension or market 

extension-Walt Disney and American Broadcasting Company 

b.  Horizontal merger: A merger between the companies in the 

same industry-it is a type of business consolidation that occurs 

between firms that are competitors offering the same good-

aims to gain market share. Example: Coca-cola and Pepsi 

beverage division. 

OR 

a. Market extension merger: Between two companies that deal in 

same product in two different market- purpose is that the 

merging company get access to bigger market  

Product extension merger: Between two business organization 

that deal in product that are related to each other and operate in 

the same market-merging company group together their 

product and get access to bigger set of consumers. 

   2+2   

20.  a. Elevator Pitch: it is a three minute summery of the business 

plan to awaken the interest of potential funders, customers, or 

strategic partners. 

b. A pitch deck with oral narrative:  a side show or oral narrative 

that is meant to trigger discussion and interest among potential 

investors. 

c. A written presentation of external stake holders: A detailed 

well written and pleasingly formatted plan targeted at external 

stake holders. 

d. An internal operational plan: a detailed plan with planning 

details that are needed by management 

4 

21.  *Creative process: 

a. Idea germination: seeding stage of new idea-recognizes that 

opportunity exist 

4 



b. Preparation: Looking for implementing idea-market research is 

conducted 

c. Incubation: assimilation of information-transition period-

process of studying pros and cons of manufacturing the product 

d. Illumination: comes out with viable plan-takes practical shape 

by arranging fund, raw material, policies for implementation of 

idea 

e. Verification: testing stage-knowledge is developed in 

application 

f. Innovation: Application of idea with a commercial value 

OR 

Sources of emergence of business idea. 

b. Problem: When a problem arises, a business opportunity 

emerges 

c. Change: A change in social, legal , technological aspect etc, 

leads to new opportunities to start business 

d. Invention: New product or service lead to new business 

opportunities. 

e. Competition: leads to emergence of new and better ideas 

Innovation: creating new thing of value. 

 

PART   E 

22.  Office Stationeries Ltd.’ is engaged in manufacturing and distribution of Ball 
point Pen, Sketch Pen and Gel Pen. 
 

Product Ballpoint Pen Sketch Pen Gel Pen 

Sales price per unit 40 45 75 

Variable cost per unit 20 30 40 

Gross margin per unit 40-20= 20 45-30=15 75-40=35 

Contribution Margin 
Per unit 

20x (2/5) = 8 15 x (1/5) = 3 35 x (2/5) = 
14 

Break Even Quantity 3000 x (2/5) 
=1200 

3000 x (1/5)= 
600 

3000 x (2/5) 
= 1200 

B.E.Repee 1200 x40 
=48000 

600 x 45 = 
27000 

1200 x 75 = 
90000 

  
Weighted Average Contribution per month = 8+3+14=25 

Break even quantity =  Fixed cost / Gross Margin per unit 

                               =  75000/25 

                                = 3000units 
 
Total Fixed Cost is Rs.75,000/- per month. In the coming month it expects 
sales of three products in the ratio of 2:1:2.Compute Breakeven point of the 
company in Rupees for the coming month. 
 

B.E.Qty=  Fixed cost / Gross Margin per unit 

6 

23.  Cost plus  pricing: Manufacturer charges a price to cover the cost of 

production plus a reasonable profit. 

Advantages:  

a. Company knows exactly the expenditure that has incurred there 

by it can add a profit that helps to get desired revenue. 

b. It is the simplest method to decide the price 

6 



c. It makes easier for the company to evaluate the reasons for 

escalation in expenditure and take remedial measures. 

Disadvantages: 

a. It does not take into account the future demand 

b. It does not take into account of competitors action 

c. It may result in overestimating the cost, price revenue etc. 

Penetration Pricing: Price is initially set at a lower level than the 

eventual market price to attract the customers. 

Advantages:  

a. It can result in fast diffusion and adoption 

b. It can create goodwill among the early adopters segment 

c. It ensures cos control and cost reduction  from the beginning 

itself and result in greater efficiency 

d. Discourages entry of competitors 

e. It can create high stock turnover throughout the distribution 

channel 

Disadvantages: 

a. It establishes a long term price expectation for the product 

b. Low profit margin may not be sustainable in the long run 

 

OR 

a. Rules to be followed while designing advertisement 

Aims: Related to primary purpose of advertisement 

Target: Related to which sector of public the advertisement 

target. 

Media: selection of most suitable media to advertise 

Competitors: How to beat the competitors by achieving a 

greater success 

 

b. Promotion strategy to be followed: It is a method to spread the 

word about the product to the customers, stake holders and to 

the broader public. It can use: 

Above the line strategy: It is mass media method. Focusing 

large audience. It includes print, online, television, 

billboards and cinema advertisement. 

Below the line strategy: focusing on targeted group of 

customers. This can the through sponsor ship, sales 

promotion, public relation, personal selling and direct 

marketing. 

Through the line: It advertisement strategy involves both 

above the line and below the line strategy. 

 

24.  Components of financial Plan:  

a. Proforma investment decision 

b. Proforma financing decision 

c. Proforma income statement 

d. Proforma cash flow 

e. Proforma balance sheet 

f. Break-even-analysis 

g. Economic and social variables  (each with a brief explanation) 

6 
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