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WRITTEN ASSESSMENT-ASSESSORS GUIDE
SECTION A: (40 MARKS) ANSWER ALL QUESTIONS

1. Identify four common types of internal and external data used for business reports?   
                                                                                                                                  (4 mark)
· Financial reports

· Market surveys

· Competitors reports

· Journals, newspapers, business magazines

(Any 4 x 1 Mark, Maximum 4 Marks)

2. Strategic objectives are developed according to strategic plans. Highlight four characteristics of strategic level decisions?                                                            (4 mark)                                                                                            

· They are usually long term in nature

· Require high amount of capital/capital intensive

· They usually encompass entire organization/apply to entire organization

· Concerned with the scope of an organization’s activities
· Strategy is to do with the matching of the activities of an organization to the internal and external environment in which it operates.

· Strategic decisions affect operational decisions
(Any 4 x 1 Mark, Maximum 4 Marks)

3. Alignment between sales and marketing is key in business decisions. Outbound tactics work best when informed by inbound activities. Outline four steps to achieve sales and marketing alignment?                                                                                             (4 marks)                  

· Create an open culture of communication 

· Agree on ideal prospects 

· Cultivate an empathetic culture 

· Utilize CRM and automation tools to track marketing and sales activities 

· Agree on what issues are important and agree on their definitions.    
   (Any 4 x 1 Mark, Maximum 4 Marks) 

4. Identify four principles in creating a business opportunity?                               (4 marks) 
· Have a Quality Product. 

· Understand your Competitors. 

· Promote Your Products and Services. 

· Build a Great Staff/employ competent staff

· Adopt flexible Organizational Structure.

· Financial stability

(Any 4 x 1 Mark, Maximum 4 Marks)

5. Outline four limitations of SWOT analysis as a tool for business decision making?                                                                          (4 marks) 
· Doesn't prioritize issues

· Doesn't provide solutions or offer alternative decisions

· Can generate too many ideas but not help you choose which one is best

· Can produce a lot of information, but not all of it is useful.
(Any 4 x 1 Mark, Maximum 4 Marks)

6. Purchase situations must be examined to uncover expansion opportunities or to identify new markets for entrance. Which are some of the issues considered when reviewing purchasing analysis?                                                                       (4 marks)                                                                                                       
· Demand trends/seasonality

· Lead times/delivery periods

· Location of buyers/source of customers

· Acceptable payment terms/methods

· Existing competitors

(Any 4 x 1 Mark, Maximum 4 Marks)

7. Mention four elements for creating business development plans?               (4 marks)
· Goals must be defined

· Has a developed target market and buyers

· Has defined marketing channels

· Clearly defines key performance indicators

· Shared information

· Defined resources

· Evaluated customer service levels

(Any 4 x 1 Mark, Maximum 4 Marks)

8. Outline four types of branding strategies that have the potential to build brand equity for business enterprises?                                                                                  (4 Marks)
· Personal Branding. 

· Product Branding. 

· Corporate Branding.  

· Service Branding. 

· Co-Branding. 

· Online Branding. 

· No-Brand Branding

(Any 4 x 1 Mark, Maximum 4 Marks)

9. Identify four essential features you need in a Customer Relations Management (CRM) software?                                                                                              (4 marks)                                                                                                         

· Contact Management

· Lead Management

· pipeline management

· Sales Automation

· sales forecasting

· File Storage and Sharing

· Email management

(Any 4 x 1 Mark, Maximum 4 Marks)

10. Benchmarking is a way to measure business and team success by comparing a process or the organization as a whole to other internal processes or to competitors. State four types of benchmarking a business organization can adopt?                                               (4 marks)
· Internal: Comparing processes within the organization

· External: Comparing to other organizations

· Competitive: Specifically comparing to direct competitors

· Performance: Analyzing metrics to set performance standards

· Strategic: Evaluating how successful companies strategize

· Practice: Process mapping and addressing performance gaps

(Any 4 x 1 Mark, Maximum 4 Marks)

SECTION B: (60 MARKS)

Candidates to answer question 11 and any other two question in this section
11. (a) When monitoring annual sales turnover, such a figure is the sales figure before deducting the purchase, direct expenses as well as before adding non-operating incomes and other indirect incomes.  Discuss five advantages of assessment of annual sales turn over for business decisions making?                                                                   (10 Marks)
· It is an indicator of an entity’s earning strength. It takes into consideration total earnings purely based on the quoted selling price and a number of products sold. The annual turnover clearly indicates the market strength of a company and the image of such a company among the customers.

· It is a periodic amount showing the turnover over the financial year or the calendar as the case may be doing it is a uniform figure, and dose uniformity can be maintained for various purposes in the business.

· The annual turnover figure helps in comparison. Since it is a periodic figure, the annual turnover figure can be compared by a company with preceding financial year or calendar year as the case may be. Or it can be compared with the annual turnover of another product for the same financial year calendar as the case may be.

· An annual turnover figure can also be used for maintaining competitiveness among the entities. This figure of a particular company of a particular year can be compared with the same product of another company for the same here, and steps should be taken to match the annual turnover with the competitive firm or to exceed the same.

· Its never misleading unlike net profit: The net profit figure of any company is the amount obtained after deducting various expenses, both direct and indirect, as well as adding indirect and non-operating incomes to the annual turnover figure. However, it can be seen that the net profit figure does not show the true picture to the entity and maybe sometimes misleading.

· It shows accurate picture of business: Sometimes the company earns abnormal indirect income like speculative profit, while the main business of the company may be of some other product. Thus the net profit might be very high, while this doesn’t show the accurate picture. Thus it shows the correct picture of how much the company has set a market base.

(Any 5 well explained x 2 Marks, Maximum 10 Marks)

(b)  Highlight steps followed when conducting business benchmarking activities? 

                                                                                                                              (10 marks)

· Select a subject to benchmark

Executives and other senior management should be involved in deciding which processes are critical to the company’s success. The processes should then be prioritized based on which metrics are most important to all stakeholders. After prioritizing, select and define the measures you want to collect.

· Decide which organizations or companies you want to benchmark

Determine if you are going to benchmark processes within your own company, a competitor, or a company outside of your industry.

It may be hard to collect all the data you want if you benchmark a direct competitor. So you should select several different organizations to study in order to get the data you need. Gather information from several sources to get the most detailed information about the organization you select to study.

· Document your current processes

Map out your current processes so you can identify areas that need improvement and more easily compare against the chosen organization.

· Collect and analyze data

This step is important—but it can prove difficult when you are trying to gather data from a competitor because a lot of that information may be confidential. Gather information through research, interviews, casual conversations with contacts from the other companies, and with formal interviews or questionnaires.

You can also collect secondary information from websites, reports, marketing materials, and news articles. However, secondary information may not be as reliable.

After you have collected enough data, get all stakeholders together to analyze the data. 

· Measure your performance against the data you’ve collected

Look at the data you’ve collected side by side with the metrics you gathered from your analysis of your own processes. You may want to layer your performance metrics on top of your process diagrams or map out your competitor’s processes to more easily see where you’re falling behind.

As you analyze the comparisons, try to identify what causes the gaps in your process. For example, do you have enough people and are they sufficiently trained to perform assigned tasks? Brainstorm ideas to effectively and efficiently fill those gaps.

· Create a plan

Create a plan to implement changes that you have identified as being the best to close performance gaps. Implementation requires total buy-in from the top down. Your plan must include clearly defined goals and should be written with the company’s culture in mind to help minimize any pushback you may get from employees.

· Implement the changes

Closely monitor the changes and employee performance. If new processes are not running smoothly as expected, identify areas that need to be tweaked. Make sure all employees understand their jobs, are well trained, and have the expertise to complete their assigned tasks.

Document all processes and make sure all employees have access to documentation and instructions so that all are on the same page working toward the same goal. 

(Any 5 well explained x 2 Marks, Maximum 10 Marks)
12. (a) Business opportunities analysis to evaluate market factors is carried out according to        

     PESTEL factors. Uber and Bolt are rapidly growing cab service provider available almost all-over the major cities in Kenya.  Discuss PESTEL analysis for such a cab service?                                                                                                                (10 marks)

(Any 5 well explained x 2 Marks, Maximum 10 Marks)
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(Any 5 well explained x 2 Marks, Maximum 10 Marks)
(b)  There's no doubt that computers and computer networks have had a significant effect on the world of business. Explain five significance of computers in business operations?        (10 marks)

· Speed and Accuracy- Anything and everything accomplished in the hustle and bustle of today's business world owes its speed to the computer. Whether it's accounting for or transferring large sums of money, conducting transactions and accepting payments for online goods and services, mammoth calculations, research or communications, one of the biggest benefits of computers is that everything takes less time than ever before.
· The Ability to Forecast- Powerful computers and software algorithms make it possible for businesses to conduct complex financial projections to help them make important business decisions that will affect long-term growth and sustainability. Computers help project how certain variables - increased sales, a downturn in the economy, a new product line, for instance - might affect the bottom line a year or so in the future.
· Increased Connectivity- Computers have connected people in the modern world in ways never before imagined. No longer is it necessary to hop on an airplane to conduct a business meeting with a client in another part of the world - a simple video conference will do the trick. There is no longer an excuse for employees not to be involved in important business functions because they're out of the office.
· Collaboration Opportunities- Computers in the workplace make it easier than ever to share ideas and to collaborate. Teams of workers can be connected through networks that span the globe, allowing them to share and edit documents, work on designs and send emails to stay in touch.
· Information Security- The benefits of computers make it much easier to keep private information secure through the use of password-protected servers and virus elimination software. While even today's high-tech security solutions aren't always foolproof against society's best hackers, most information on computers is much safer than in the days of file cabinets, when the right pair of eyes with the right set of keys could go snooping.
· Entrepreneurial Opportunity-Computers have made it much easier for people to start their own businesses online, and given rise to a whole new generation of entrepreneurs. 

· Education and Training- Education used to be limited to those who could physically and financially get to a school or college. Today, online education enables information to be passed down easily - and in many cases, for free. Distance learning allows a person who is working during the day to go to school at night or at another time that is convenient for them.
(Any 5 well explained x 2 Marks, Maximum 10 Marks)
13.  (a) The Boston Consulting Group Matrix (BCG Matrix), also referred to as the product portfolio matrix, is a business planning tool used to evaluate the strategic position of a firm’s brand portfolio.  
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Based on the diagram above, discuss each quadrant                                                      (12 marks)

· The BCG Matrix: Question Marks

Products in the question marks quadrant are in a market that is growing quickly but where the product(s) have a low market share. Question marks are the most managerially intensive products and require extensive investment and resources to increase their market share. Investments in question marks are typically funded by cash flows from the cash cow quadrant.

In the best-case scenario, a firm would ideally want to turn question marks into stars (as indicated by A). If question marks do not succeed in becoming a market leader, they end up becoming dogs when market growth declines.

· The BCG Matrix: Dogs

Products in the dogs quadrant are in a market that is growing slowly and where the product(s) have a low market share. Products in the dogs quadrant are typically able to sustain themselves and provide cash flows, but the products will never reach the stars quadrant. Firms typically phase out products in the dogs quadrant (as indicated by B) unless the products are complementary to existing products or are used for a competitive purpose.

· The BCG Matrix: Stars

Products in the star quadrant are in a market that is growing quickly and one where the product(s) have a high market share. Products in the stars quadrant are market-leading products and require significant investment to retain their market position, boost growth, and maintain a competitive advantage.

Stars consume a significant amount of cash but also generate large cash flows. As the market matures and the products remain successful, stars will migrate to become cash cows. Stars are a company’s prized possession and are top-of-mind in a firm’s product portfolio.

· The BCG Matrix: Cash Cows

Products in the cash cow’s quadrant are in a market that is growing slowly and where the product(s) have a high market share. Products in the cash cow’s quadrant are thought of as products that are leaders in the marketplace. The products already have a significant amount of investments in them and do not require significant further investments to maintain their position.

Cash flows generated by cash cows are high and are generally used to finance stars and question marks. Products in the cash cow’s quadrant are “milked” and firms invest as little cash as possible while reaping the profits generated from the products.

(Any 4 well explained x 3 Marks, Maximum 12 Marks)

(b) Explain four company’s promotional mix that could be adopted after conducting market surveys?                                                                                                                            (8 marks) 

· Advertising: Presentation and promotion of ideas, goods, or services by an identified sponsor. Examples: Print ads, radio, television, billboard, direct mail, brochures and catalogs, signs, in-store displays, posters, motion pictures, Web pages, banner ads, and emails. (Always in Paid Form non personal)

· Personal selling: A process of helping and persuading one or more prospects to purchase a good or service or to act on any idea through the use of an oral presentation. Examples: Sales presentations, sales meetings, sales training and incentive programs for intermediary salespeople, samples, and telemarketing. Can be face-to-face or via telephone.

· Sales promotion: Media and non-media marketing communication are employed for a pre-determined, limited time to increase consumer demand, stimulate market demand or improve product availability. Examples: Coupons, sweepstakes, contests, product samples, rebates, tie-ins, self-liquidating premiums, trade shows, trade-ins, and exhibitions.

· Public relations: Paid intimate stimulation of supply for a product, service, or business unit by planting significant news about it or a favorable presentation of it in the media. Examples: Newspaper and magazine articles/reports, TVs and radio presentations, charitable contributions, speeches, issue advertising, and seminars.

· Direct Marketing is a channel-agnostic form of advertising that allows businesses and nonprofits to communicate straight to the customer, with advertising techniques such as mobile messaging, email, interactive consumer websites, online display ads, fliers, catalog distribution, promotional letters, and outdoor advertising.

(Any 4 well explained x 2 Marks, Maximum 8 Marks)

14.     (a)  XYZ is considering hiring a new business development strategist. Highlight ten duties such a specialist is expected to perform?                                                  (10 marks)
· Coordinate with the management to research, identify, analyse, and execute new business initiatives.

· Collect customer requirements and business data to create a business plan.

· Manage the project teams to achieve business goals.

· Implement business relationships and partnerships through direct meetings with customers and industry personnel.

· Work with the internal departments and external partners to execute business plans and strategies.

· Evaluate customer requirements and develop business plan to meet these requirements.

· Build strong relationships with prospective clients for new opportunities.

· Create business development strategies to increase the company revenue and brand value.

· Research the market trends to identify the customer demand for the proposed products and services.

· Support the management in contract development, customer negotiations and product enhancements.

· Coordinate with management to review and improvise the relevant business development activities.

· Plan and conduct creative corporate programs to impress the clients.

· Participate in seminars and professional meetings to represent the company.

(Any 10 well stated x 1 Mark, Maximum 10 Marks)

 (b) Customer Relationship Management extend beyond running a business and its closely related relationships.  Every organization must be focused on its customers more than any other thing. Discuss five advantages of customer relationship management for organizations?                                                                                                          (10 Marks)
· Enhances Better Customer Service- CRM systems provide businesses with numerous strategic advantages. One of such is the capability to add a personal touch to existing relationships between the business and the customers.

· Facilitates discovery of new customers-CRM systems are useful in identifying potential customers. They keep track of the profiles of the existing clientele and can use them to determine the people to target for maximum clientage returns.

· Increases customer revenues-CRM data ensures effective co-ordination of marketing campaigns. It is possible to filter the data and ensure the promotions do not target those who have already purchased particular products. 
· Helps the sales team in closing deals faster-A CRM system helps in closing faster deals by facilitating quicker and more efficient responses to customer leads and information. 

· Enhances effective cross and up selling of products- Cross – selling involves offering complimentary products to customers based on their previous purchases. 
· Simplifies the sales and marketing processes- A CRM system facilitates development of better and effective communication channels. Technological integrations like websites and interactive voice response systems can make work easier for the sales representatives as well as the organization.
· Enhances customer loyalty- CRM software is useful in measuring customer loyalty in a less costly manner. In most cases, loyal customers become professional recommendations of the business and the services offered.
· Builds up on effective internal communication- A CRM strategy is effective in building up effective communication within the company. Different departments can share customer data remotely, hence enhancing team work. 
· Facilitates optimized marketing- CRM enables a business understand the needs and behavior of their customers. This allows them to identify the correct time to market their products to customers.
(Any 5 well explained x 2 Marks, Maximum 10 Marks)
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