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Elective Part — Paper 2B

Business Management Module
2B Weighting 60%

Financial Management

® Financial Analysis BA#& 4T

® Budgeting FRE 4R

® Sources of Financing F#E 5 =

® Capital Investment Appraisal & ZIKT“‘“*J?TE
® Working Capital Management 2 EAXEE
® Risk Management & f#E3E

Human Resources Management

® Functions of Human Resources Management( Manpower Planning, Staffing,
Performance appraisal, Reward Management, Training & Development)
ANEREEDEGE(A RS E LikFdl, & 1245 mNEE Bl RERE)

® Development of a Quality Workforce ZRIEE A

Marketing Management

® Role of Marketing Mz EHEE

® Marketing Research M5 iR

® Customer Behavior BEE 1T/

® Marketing Strategies for Goods and Services (Target markets, Marketing mix,
CRM) ELRBERFANTHESIEEIR(IBE RIS HiESiE4H S BBE A EIH)
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Pre-examination
Techniques
Time Allocation

wa Management Module

Time Allocation (2 hrs and 15 mins )
2023 HKDSE BAFS 2B***

® Short Q 24 marks-40mins
(Weighting 30%)
4 questions

® Cases Q 18 marks-60mins
(Weighting 45%)
choose 1 case

® Essay Q 20 marks-35mins
(Weighting 25%)
choose 1 essay question



Candidates’ Common Problems

m,
¢ Misinterpret the Key Words or Contents =
of questions -

e HER/NE

Paper 2B

4 Wrongly Used Business Terms

f:l:l:

IEESZEE

€ Answers given not applied to Scenario

KNeclEFHEZEHIBEBIEE

€ Answers without Elaboration and Related
Examples

St P
A2
(=13 BN

AT EF A e A e 75 e 161 1

(2021 & 2022 HKDSE)
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Paper 2B Management Module
> Candidates’ common mistakes >

Misinterpret the key words /contents of questions

ERIEEEEER/ A
2022 Ql(a) State the marketing objective of the introduction stage of a
product.$§ H 7 E M AR T I 85 B

® to build ( product/brand) awareness +get customers to try the product

By (Em/fah) B + BEPRPESEM

§EREAEE R to introduce the product + attract customers to buy X

HAES + REIEE X
(b) Other than public relations, explain two elements of the promotion
mix which could be adopted in the introduction stage of a product.

(4 marks )FRAXFFRN, BREEERNFH RN TSERASHWIETR.

® Advertising / Advertisement e.g. increase heavy advertisements on

various media & : fINEFREEEZERE

® Personal selling e.g. salespeople to explain product features to

customers {288 : HIMRHEFIEH, mFMO=EG

® Sales Promotion e.g. give incentives such as gifts/coupons/lucky
draws in promotionf@ A8 € : HIMNEE S RBER I E s 2L

$EREME NS —marketing mix (4Ps) fEEEHEEX




2021 Q1. Explain three objectives for an insurance company to conduct

performance appraisal for its insurance agents. (6 marks)
mEREASISEFRBELEETIEZEMN=EBM -

= evaluates insurance agents’ performance to make human resources decisions&¥ % {7 %
MEMRE - LIEATNDEIRRE eg. promotion/ salary adjustment / feedback
to improve future performance& 7 / &R 2/ R REBELICIZ AR RIFRIR

= identifies training needs¥¥ i EEIIFEZE e.g. enrich product knowledge, improve selling
techniquesfBl¥N:15EE mANE - cXEZHERIS

= enhances insurance agents’ understanding of the company’s goals and set future
performance standards(performance standard is set based on the company’s goal)/ll5%

ﬁlh?*%?ﬂﬂ’\j BRAVERE - WEREARRARIIRER (ARRIREZANZSRIZEFEERES
HiRMmE LAY)

Common Mistakes ( Wrong interpretation or too general in answer )  Misinterpret
X bring more profit to insurance company A S K E Z I HE the key words
X enhance insurance company image or reputationfg A Aslfe 5 / B
X increase employees’ loyalty/ morale JI58 8 THEME / TR

X |mprove performance / enhance the operation / maintain service qualityt{=3R3R

| EEE [ HITIRBER



Paper 2B Management Module

> Candidates’ common mistakes >

Wrongly Use Of Proper Business Terms $E FIERER £ R FAEE

2022 Q2(a)Give two examples of pure risk for operating a
watch shop. (2 marks)&8H & & sk 5/ E M EEFF, (2 marks)

theft, fire, flood, injury/death of key personnel % #&. XK. KK, TERERE BH
(BN BEEENERZE) -

SEFERER £ L FEE : Speculative riski# R ( loss risk of

a watch shop ) X
Q2(b) Apart from risk avoidance, suggest two risk management strategies
that could be adopted by a watch shop to deal with the speculative risk
brought about by expanding to an overseas market. (4 marks) & b= g 51,

Eﬁﬁﬁlﬁ&ﬁﬂﬁﬁﬁ%ﬁﬁ&m%*ﬂ’]&%mﬁﬁﬂ# AR RRIE JEL bR B RS

isk Hansfer e.g. set up a joint venture with overseas business or recruit overseas
ranchisees

ris reductlo]p/rlsk prevention: e.g. conduct marketing research to understand the
preferences of overseas customers

risk assumption: e.g. set aside reserve to cover losses from the market expansion
B zEER  flnBNEXFARESENIBE RN FIEEAAN

Bl BlAETHIEMREUT R ENEENE T

JE\BE AR 4% - 151 B0 5% 3L {3 i LA IR #R R T 15 R SR B4R 2R

Usina 'Buvina Insurance” as exambple of risk transfer X

10



Paper 2B Management Module

> Candidates’ common mistakes >

‘Wrong y Use of Proper Business Terms
\IETERERRIES

2021 Q2

An ice cream manufacturer uses 1200 cartons of
milk each month. The average holding cost per
carton is $25 per month and the ordering cost is
$600 per order.

—REREEHZAEA120084Y) - SR~
NI ER A B EH$25 - ﬁﬁJﬂ%)ﬂZZlKEU
SBXR$600 -

11



Q2 Anice cream manufacturer uses 1200 cartons of milk each month. The
average holding cost per carton is $25 per month and the ordering cost is

$600 per order —XERREEHTHEA1 20024y} - BR2FPRITFIEITFA
AHEBH$25 - mMaIERAR BE%$600 -

(a) Calculate the EOQ of milkst E4- ARG EEE. ( 2 marks)
EOQ = V(2x1200x12x600)/25x12= 240 cartons (& [FfE &= EN])
Common mistakes : 240 units&EfiL / 240 timesk ( 1 mark deducted)

(b) Apart he daily usage, explain two variables involved in the
determination of the re-order level of milk.[x Yy S XEHAZI - BERES
B E] RE7K S R E i iR IR S 2.

® lead times] & [E & 8- the number of days it takes from placing the
order to the delivery of milk to the manufacturer(F8 % &8 2 % 4 i) 3
HicsEZBERNA)

@ safety stock/ buffer stockz = 7 &- the amount of milk kept t
with unexpected situations(lEJ A BEFRET B R F P FE

T REERFIEER - Ordertime gap FIBISEEERE X
Delivery time / date /shipping time/ Days of orderingZ= & 15/ HE/ZEERE / fFIEXRE X

Safetv amount / safetv level / safetv sales level 23818 / 23 /KE / ZFHEES'X



Paper 2B Management Module
> Candidates’ common mistakes >

Answers given not applied to case scenario
EXEABEEAHERBIRFES

2022 Q5 Sun Kee rice noodle restaurant Case

Mo X ERBRRIKEE  RENERSZEAEENERBEORE - KE
JEHERE FHERE  BRT7Y=Z\2ZHFE ; AWNEERFLZE ZERM -

THIRABEWAKXEEMCHRAR - 1 £2019E8 N mERAVER - RZEA
EARE R ERE ME RBEABN S0 BE ABUINE FIfR &l - DI2
RER JER 555 RF mE B - RRHEERSIRE - FEHEMBATBEERZEC
PsraRis VB - WETEREH HEHEASRELOKE

& BHRRE  FREEREFNPHBRIFMIE - RIBMHL S ARNBEIEITE
B0 - A RER - MEBRBEFBFHHIRAFNNEBIRAEE -

PRIGERIEIN - Mo AN EIRZEERG - P SEEEERAME] E Lia/kK
FAom - FEBEGEN FREE250IREE  FERBRERITCKBENAFIL
AEDEMANNE » BREKEMERLE  REZFERERE—AlFHRBE LR
TRERAFEEEICKEBEN L1EE -

13



Paper 2B Management Module
> Candidates’ common mistakes >

Answers given not applied to case scenario

ZZ K E:[E AR B 1B51EEZ (Sun Kee rice noodle restaurant Case)
2022 Q5 (b) Give two reasons for Alvin to change the employment of
the existing full-time waiters to a part-time basis. (4 marks)

B ERIRA RSB UFRE T 0B HaUMI{ERES -

# cost-saving: e.g. lower total labour costEi &M A : FlEN4R A T AEBR(E

@ higher flexibility and better cost control: e.g. more flexible in arranging the
rosters of waiters to deal with fluctuating demand, more effective in
allocating the workforce to better control the labour costiE B &: kA 1ZHl
BREE : fIMNo]BEEFZHGFEBNEERUEHARENEX - EAVNSESE L
EHEIA LA

Common mistakes & R 2

® Only focus on customers were reluctant to dine in restaurant and the restriction on
social distancing (e.g. fewer workers working in the noodle shop) > BLANERBRAZE
E XN

® Just mention part-time staff has no insurance protection ( Incorrect ! Employee
compensation insurance is required) ZEEFERIER, BEBRIEH -

14



Paper 2B Management Module

)

Candidates’ common mistakes >

=)

Answers given not applled to case scenario

EHEKREEEAREBBIRIEZE(Sun Kee rice noodle restaurant Case)

2022 Q5( ) With reference to two elements of the marketing mix other than price and

promotion, suggest one way for each element to boost Sun Kee's sales. (4 marks)

FREB|MMIZEEI  mms=SiEHASNEMMIETTER - 2RIEE A MEKHEEN —(E

F3A e

€ product/service: e.g. fine-tune the recipe to meet the taste and preferences of customers,
improve services by shortening waiting time and avoid misplacing of orders 7 /.~ R 75 : 5l
MHARARTEELUMEEZMNOKNENY. BRFEEVEREMNBEITEHEURE
Ak 75

@ place: e.g. provide delivery service to customers in the neighborhood, join online delivery
platforms 7388 : HliNFIAR T EMERTIREEZZERE. MARLEREFEE(BERNE
AR 75 )

Common mistakes = R {532

® Place: open more branches BHE%5 % 53 [&(impossible as in-house dining is not

popular) ARIEERAER B Z '), RE BRI X

® Product: sell other food such as hamburger or coffee shop, ignoring the fact that

Sun Kee wants to survive instead of to sell another kind of food Fiit R K &£ 7F X
15



Paper 2B Management Module
> Candidates’ common mistakes >

Answers given not applied to case scenario
SERRBEEEHERBIRFS

2022 Q5(d) Explain two possible causes for the unfavourable material
variances of Sun Kee. (4 marks)

SRR ANIRB A A ZFZENMIE I gER R - (47)

€ material price variance: e.g. actual material purchase cost and transportation cost
were higher than budgeted costs during the spread of COVID-19

¢ EHERER: HlNME019ERKBEERERT, ERHNEREERBRKRMEHR
AL TEIE (BAREF?)

€ material usage variance: e.g. more wastages due to unexpected low demand and
misplacing of orders

¢ RRAZEEE  HINEFREKAMEMTELE, 5IBUERLLENZ

Common mistakes & R iR ( ReEEREBRIRIES)

® the Chef use more materials than expected X ERIFAZ TIREH#

® poorer quality of materials ordered from other suppliers X §1 TZ4EBH™
® COVID - lower sales = use less materials 2 more wastage X

BE>HEEES>ALTEMOEZRE

16



Paper 2B Management Module

)

Candidates’ common mistakes >

Answers given not applied to case scenario

SEAREEHABEBRRES

2021 Q5

Sara Company is a well-known manufacturer of children’s clothing, with more than 10 retail
outlets in Hong Kong. Recently, it has been planning to expand its business by manufacturing
and selling toy cars 2 ATIR —FRAMBNERHER - £HEHAEBETXEES - 10 - ASlEEl
EREY - HEMFHERAE -

At a regular meeting, the Marketing Manager suggested doing marketing research using
stratified random sampling to better understand the preference of parents before designing
the toy cars. The Chief Executive Officer agreed and remarked that the initial selling price of the
toy cars should be lower than that of its competitors. E—E#E&E L - TS EHEIBERBERIN
HEZR - USEBEHBEETSEHR  RATRIENET - THREZENERZZ LR/ E
B MNEERBER RFENEE

As toy-car manufacturing is new to the company, the Chief Executive Officer emphasized that
the selection of materials and the design of the toy cars must be done carefully. He was a bit
worried about the safety issues associated with the toy cars and wondered whether the risks
could be transferred to a third party by taking out insurance. - HARITEESXER ASINMER -
THAREERAATR/NORERBMRETIRE - th¥ EE B&E M NE = ERES g O - 178
MEEEEEESE UBEREBRERELFE =7 -

17



2021 Q5(a)(i) lllustrate how Sara Company could use

stratified random sampling to collect data ? (2 marks)
RRESS A S 2 E BE i AR SR S £ 1) ?

= stratified random sampling: e.g. parents are divided into several mutually
exclusive groups according to the age/gender of their children, random
samples are then drawn from each group.

- SEBEREE PR ROER D, BRESRBEETESOM5, &
4 8 4 40 5 1 R

= According to parents’ social status v According to parents’ age v
According to parents’ income v

- BRIER . }ecEHEBBIRES
= Children are divided into different groups X

= Children and parents are divided into different groups X
(EEASEHEEHSBRRER RS2 - LS B
xEMEMR  RATERRNE LN - ) AEEZESH (REERE
AR BIRIES)

18



2021 Q5 (c) Explain one type of insurance Sara Company should take out to

deal with the risks mentioned by the Chief Executive Officer. ( 2 marks)

RS A T A IR 1T AR = IR R AV R B FE 3= IR BV — & R & -

® Type of insurance : liability insurance/product liability insurance (1 mark)

® Coverage: to cover losses arising from injuries of children when playing the
toy cars (1 mark)

® T {EMRME/ A i AT R I
o HERERIELIIEEMSIHMIES

wRIER . }ReEEABEEHBIREE

® Public Liability Insurance 2R EERE ( AZ2EmS | EMNEERRE)
® Product Safety InsuranceZE m% = {RbE (TR 2 5 HEER)

® Product Insurance ({RFE & a8E5R)

® Comprehensive Insurance (B/SE{RR1ELR)

(EENE-1TTHAESERATE/NORERMMERETITEE - fif

¥'1 SLEITEE HEE NEZEEEFMIBEL - WBEELEEME
el IS ERIEREBIZEGE =7)

***Fnﬁ’ﬁﬁﬁ% h 22 EER R T = H R A+~

19




Paper 2B Management Module

> Candidates’ common mistakes >

*ive answers without elaboration and related examples especially in
Essay Questions
o 3t 28 A I 7 A A% v X A RE 1+
£% 2022Q7 (a)
A bus company provides regular training for its employees.
Recently, it has been considering buying a new model of double-
decker buses to replace the existing ones.
—ZXEx A TimE TEHHRHIEN - &if - ATEZERBMERNER
ELERIRE B3R -
(a) lllustrate with examples the objectives of the bus company in
providing training for its employees. (10 marks)
(a) EAERAAE T S RE TRHEEINNVER - (107)
A 1EZHYZ =10 enhance staff morale/ to increase job satisfaction / to
promote harmonious working relationship within the bus company / to
enhance business image JREE It ®/iRE TEREE/AREERE L ATA
ERANEERI TAERA R [IRFAEXRTER XXX

20



Paper 2B Management Module
> Candidates’ common mistakes >

» it BER NG ARE R ERGIF 2022 Q7 (a)

Purpose + Elaboration + Example (involving training in the bus company)
Tmark + 1mark + 1 mark Total 3 marks / each answer

€ toimprove service quality : employees can learn appropriate manner to serve passengers
through role-play e.g. improve communication that staff is able to answer passengers'’
enquiries. IEERFBER: ETZERAHCHESERBREBAREE INNSEERHREESN -

€ to enhance skills and knowledge: employees can learn the operations of the new double-
decker buses through classroom teaching and simulation. e.g. familiarize with bus route so
arrive timely and would not skip bus-stop. 1832 sEF AN :E : B T B BRE R ERNRB B IEER
REREEEL AIMRBE LR REEE, AEkBELTIL,

€ to enhance occupational safety and health level: increase road safety awareness so to
reduce accidents .e.g. awareness on traffic rules and reqgulations. ig S ELZ 2 MEFEKF : 125
BEIRZZEME - RS - FlnE @R AAE R AR -

€ to support bus company's development under changing environment:. employees are
trained for new skills and knowledge to cater for the latest changes in the industry (electronic
payments) e.g. use of octopus or verify knowledge of new model equipmentZ{Z B+ A FHE IR
BEIETHERE . B THEIHRAEMMAE, LLERITRMIEHEE (BFXM) . flinfER/\ZE
1 BN B RS FT R B ER R RO KOG -

€ to provide personal growth opportunities : employees become more skillful and
knowledgeable to prepare for future career advancement. e.g. management trainingfe £ {& A 5%
RHE  ETEGEABRGEINMNGE ARKMWEBXZRMER. HNEEINE -

21



Paper 2B Management Module

> Candidates’ common mistakes >

*ive answers without elaboration and related examples especially in
Essay Questions
o 3t 28 A I 7 A A% v X A RE 1+
£ 2022Q7 (b)
(b) Describe the steps in the decision-making process the bus
company should carry out for purchasing the new model of double-

decker buses.
mEXET AT ABENMREERE TR EBREERINNTE - (109)

A EZRIESR

Wrong steps with elaboration $&:2895 R & fEFE X
Wrong sequences of steps  §8iRHILERRFEX
Personal purchase decision {EANBEERE

22



Paper 2B Management Module

Candidates’ common mistakes >

)
»

aim 2200 8 AR I 5 4 % 7 S AHBA 51 F 2022 Q7 (b)

Step + Elaboration with example =1 mark +1 magk__=_Total 2 marks / each answer

€ problem recognition / need description and product specification: e.g. the existing
buses are getting old, identification of functions required and quantity needed. &
mo ol g8/ A K A E AR 1S AIMIREE T HiB= L BEPFFNINEMEE -

@ Suppliers search: search for the suitable suppliers and models available from
different sources, invite potential suppliers to submit quotation, search trade
catalogues. S HEE R XA R KIFEH S EHRERINE R, HEEEHERRERIHRE,
BERESEH%

@ Suppliers evaluation and selection: e.g. evaluate different suppliers and models
based on the criteria set, such as price, functions, and energy-saving technology,
select the suppliers based on the evaluation result ZFE{H FIRIZHLER : HIAIRIBEE.
hae. ENAREIRRMTFREHTRMEERMERETTMGE REBEFEERZEHER,

€ Make purchase decision : e.g. decide the model to be purchased and start the
purchase procedure, contact the selected suppliers, sign sale & purchase contract.

BBEARATE : (T EREMEMIERMERERR  BEECHHEED  HZFTEE5E -

€ Performance review : e.qg. evaluate the performance of the new model to see
whether it meets the expectations of the bus company, the results can be used for
future purchase FH{h3&R3A : BIINFEAFTERMM4RE, BFERESNEE T ARMTELR, &
RAANRKRKITEBE 2,

23



Paper 2B Management Module

> Candidates’ common mistakes >

*ive answers without elaboration and related examples especially in
E

ssay Questions
sim 2210 8 7 T 5 A 5% 7 K tH EA 15
2% 2021Q7
Sunshine Fitness operates many fitness centres in Hong Kong and hires a large
number of trainers. In view of the recent economic downturn, the company is finding
ways to deal with the surplus of trainers, and enhance its customer relationship
management. [EXREEFEREZRESZPL - BERATRIHAFE - HREHEERNE -
AT IERHEE BRBARBRNBEEMINE ERZRAREE -

£% 2021Q38

Starry Company sells audio-visual equipment locally through its own website and
mobile application. Because of increasing popularity of its products, the company is
considering establishing its own physical stores or expanding the sales channels to
include a large electrical appliances retail chain in Hong Kong. It is going to apply for
a long-term bank loan for the business expansion.
ERATEARMESHMEIFNREEAENHER R - AREmMBZEL - AT)ZER
BCHERENRERHFEEREZEFERXAUNSREEEHE - AOBAEXRFER DR
THRREM -

24



2021 Q7 Sunshine Fitness operates many fitness centres in Hong Kong and hires
a large number of trainers. In view of the recent economic downturn, the
company is finding ways to deal with the surplus of trainers, and enhance its
customer relationship management. [FXtEEEFEBEEZIRESDL - BATRS
AR - AREHEE NS - A0EBIE RIS BRNEEMINEEEZRGRERE -

(a) With reference to human resources management functions, suggest ways in
which Sunshine Fitness can deal with the surplus of trainers. (12 marks)

AMANEREEINEE - REAEZEZRBERIRBARNNGE -

® manpower planning A AR E] e.g. reviewing the demand for workforces ......... discuss the
manpower planning process ( anticipate demand, supply, compare D & S and its action plan)
such as layoff, natural attrition and voluntary resignation. B ¥1ZEH{ A TEK......... 2 &

NREBRNERTETEMNHE BRAKR KB MRS

® staffing and placement & T#F#H| & EALECE e.g. assign trainers to other centers according
to their skills and experience, ask full-time trainers to work part-time. {5 21 Xl F& fth {9 B0 g
FORCEE SRBC BB Hithpoly |, EREBHEGE A FRE.

( relevant examples on recruitment and selection e.g. stop recruitment or find other jobs

for the trainers in other fitness club.

® Training 158l e.g. provide training programs according to job re-assignments, such as
kickboxing or on-line training skills 4 2N{& T {E 5 5 Be {2 i 15 I 5121 0% 25 5iAR _F 3l 4k
15

25



Cont'd Q7(a)

® performance appraisal BE TZ&#& e.g. review the performance appraisal reports of trainers
and layoff those with poor performance 5l iN1E R &G0 8 TEHE T, EMRERE
HIZ R

® Reward management / Compensation and benefit HRENE 2 / EREN 5 127
e.g. revise the total compensation package to save cost {5 20{& 5T Zr B84 51 LLER & B A
( f51Fno pay leave EH{FRHA/ (=5 B, pay cut B Fr)

® cmployees’ relations B TREf% e.g. maintain morale of the remaining trainers by better
communication with them 151 20 A0 523 18, LAKEFF L ER BRI T =

( 3 marks for each human resources function, Max. 12 marks)
(BEANERYEE3D &E1257

wm RiaER -

> REIHANEREIBINGE, RINGFARE

> TRZ PR REBR BRI G E

> KRecEFEEBIREE

26



Q8. Starry Company sells audio-visual equipment locally through its own
website and mobile application. Because of increasing popularity of its products,
the company is considering establishing its own physical stores or expanding
the sales channels to include a large electrical appliances retail chain in Hong
Kong. It is going to apply for a long-term bank loan for the business expansion.
E%&’\TEzliiﬁ',%%ﬁ.?ﬂﬂﬁ*ﬂ}ﬁﬁblﬁﬁﬁ$z‘tfj‘>lﬁ$ﬁﬁ.ma§1‘7l HREm#=ZE - ATEE
RIUBCHERENERIFEREEFEFRAENESREEEEE - ATRBER
=R MIRTTRFRIAER -

(a) Explain the factors that Starry Company should consider when deciding
whether to establish its own physical stores or expand the sales channels to
include a large retail chain. (12 marks)

BREEAR L TTEAERUBCNEEENEERIFEREEXNUTEEHEREZRE /Y
PRE

)

Suggested Answer :

® costs, e.g. cost of establishing its own branches and commission to the retail chain

® control of the sales, e.g. whether the company wants to have greater control on the sales and
promotion of the products

® customers relations, e.g. whether the company wants to provide professional advice to customers
and collect their feedback directly

® customer base, e.g. whether the company has connection with its potential customers

® availability of expertise, e.g. whether the company has experienced sales team to sell and explain the
product features to the customers or the customers prefer visiting the branches directly

27



Cont'd Q8(a)
® costs, e.g. cost of establishing its own branches and commission to the retail chain
AR BT B o BN FEEEHEENHE
® control of the sales, e.g. whether the company wants to have greater control on the
sales and promotion of the products
iH E1EHl, Al A S 2GR EYRVHEMERES B AN ZET]
® customers relations, e.g. whether the company wants to provide professional advice to
customers and collect their feedback directly
BEREF AN TSGR EEARERHEXT RMUEMMRYEIE
® customer base, e.g. whether the company has connection with its potential customers
REA, I Sl EE B MERME
® availability of expertise, e.g. whether the company has experienced sales team to sell
and explain the product features to the customers

HFEEE, flan 2 R REEARBEE ENE EEK BT HENAREE R
Common mistakes (£ RIEFR S XR)
> PEST analysis( Political, Economical, Social, Legal) (BUR, &%, 11 &, %)
> Marketing mix strategies (4Ps) TH15 =840 & KB
> Availability of suitable retail chains 8 EHREEEHIE
> Company image/ Company objectives XRI R / TEBIE

> Financial factors( investment cost, investment revenue, risk) A FBER(RER A, &
A, BBE)

28



Paper 2B Examination Technlquesm ﬂ\

@ Interpret the Key Words or Contents
of quest|ons carefu Iy
NOIBREEE B/ N A u:
& Use Proper Business Terms in answering
N HIEEEERFEES
€ Give answers applylng to case scenario
KJ’EE,\ ﬂﬁlm 15 iﬁ'ﬂz
€ Give answers with elaboration and related
examples In essay questions

= i 2210 e 22 T[] 5 A % A 5 AE e 151

29
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Section A Short Questions
( Examination Technigues)

Level + app

®Note the business terms / terminology in
Business Management Module BEiEZMA5

® Revise only the relevant areas for the exam
according to the explanatory notes in the C
& A guide RBEREKFMETES|TEHE

® Answer preusely with suitable explanation
16 B AR AE RO

( Marks are usually capped at knowledge

iIcation or explanation)
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SECTION A.1 (B &B-1a)

A bank is going to conduct market research on customers’ opinions about its financial products. Its marketing researchers
may collect primary data, secondary data or both.

—RIBITEFETHISWREMERBEZTHERE NN SR, RITHREE R TIE—-TER . ZFEHNIER

Frid S/ E .

(a) State two common methods for collecting primary data.
I miE—FEMMREAE, (2 marks)

® Survey research method- a systematic method for collecting needed information through questionnaires.

® (Qualitative research method (through in-depth interview or focus group discussion)- a means of obtaining more
insight and understanding about a research issue from a relatively small number of people.

® Observational research method- a method aims at observing and recording people’s behavior or events at the time
of their occurrence.

® Experimental research - e.g. using control groups to find out the cause-and-effect relationship between two or more
variables.( 2 methods with relevant explanation , max. 2 marks )

o LI . BBMBERMMIKEKRFTEH

o HMHIR : IEEJ_HH BABEBZEHE (BIAEAME AN E RS RE/NMNIER) ESFREMCGHEE R, 7Em
B RERER R EARRH

o HZTHIR: & E?’S:ﬁrﬁ e EHEEMERAMNTARE

o EEFHAZ : BlanLIE ﬂ%IJ/J\%H&H:'”%&ZF’aEIE’JI%EﬁFF‘

(BEBSNFE 15, &E29)
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SECTION A.1 (BB 8B-1b)
(b) Explain two ways how the bank benefits from marketing research . (4 marks)

FERERITETH ISR MIAR IR

It helps the bank to identify and evaluate market opportunities and threats (SWOT) on its financial products.
It helps the bank to analyze market segments and select target markets.
It helps the bank to formulate and implement marketing strategies to satisfy consumers’ needs for financial products.
It helps the bank to evaluate marketing performance on financial products and services.
2 benefits with relevant explanation, max. 4 marks )

—~ @ o o ©o

B BhER 1T A FOEE (L Th S E R FEHEE AR (SwoT)

AR IT D T FLEIZEEH TS

{REERITHIET S EAI SR RIE UM EBEE TS s M 7 2

FIRIRITEMEEM T E TS R
(BIEEYIMNER2S, BE4+9)
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Candidates’ Sample Q1
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Business Management Module (BAFS Mock Examination) 2021/2022

SECTION A.2 (B3B-2a)

Recruitment concerns identifying and attracting potential employees to apply for a firm’s vacancies.

BRI 2 e AR5 | &8 A FE B EERALZE R,

(a) Briefly describe the two steps of recruitment process after an employer has identified a vacancy for a position.
EREHANEXMEMBAZERER, FEETIRE, AERBEAREMNMRELER, (2 marks)

(@) The steps of recruitment process :
® 15t Deciding on the manpower sources e.g. hiring from within or hiring external candidates

® 2"d: Deciding on the job posting method e.g. intranet for internal candidates and job advertisement for external
candidates
(2 steps with explanation, max. 2 marks)
(a) HEBRELER
® (—)REANNEIFRMIZIR : HIA05 EHS A A A B A8 NG5 A F A 4 ik
® (Z)RETIBIRIBESIITIE | HIANEHE NN ER) A 7] WEE T B AN RIS 5 &
(BEFTMTER1S, H25)
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SECTION A.2 (8&-2b)

(b) Suggest and explain two examples of fringe benefits that a hotel could use to motivate its employees.
(4 marks)
B2 AR M A0 B — S AT DL 2R & R IR B InAR A 415

(457)

(b) Examples of Fringe benefits that a hotel could use to motivate employees :

® Medical Insurance coverage/ Retirement benefits /Adequate annual leave - the hotel could use them to satisfy
employees’ security and social needs and protect employees’ well-being and health . It will also enhance the
employee’s productivity and satisfaction towards the hotel.
® Company specific discounts / Training subsidies — the hotel could offer to enhance employees’ loyalty and enhance
their sense of belonging.
® [Extra holidays / Flexible work arrangement — the hotel could use them as supplements to monetary rewards for
employees and meet the employees’ own preference
( 2 examples of fringe benefits with relevant explanation, max. 4 marks)
(b) 338 3Mi 5 B — 25 f5 ] DA FH 2k 2R B T R AR S B A& T B9 65 F-
o ERAER/ EHNE/AHFFRBERAUMREEIZEREMXTERREEISMER FAIRABIEEN.
o 5 THH/EAEMSEERLUSME THEHNE, AR E THAEEMEER.
o FESMEH/FREETEREESEE R LE AT B SRENAE T R Alim @A & TR ES
(BEMFELLEVIRHA2,, &E4D)
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SECTION A.2 (FF&B-2)
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SECTION A.3 (8&B8-3a,b,c)

A local smartphone repairs shop uses 36,000 units of components each a year (A maximum consumption of 100 units per

working day). It costs $20 to place and receive an order. The shop orders in lots of 400 units each time. It costs $4 to carry

one unit of inventory per year.

—RAMEREF R EEEFEERA36,0004FH (EARKEREAEAL100M4) | STEAAERS20, HERFHER

FIR400fF, MEBHFHNTYEITERARAHBEM,

(a) Calculate the total annual inventory costs when the order size is 400 units. (2
marks)

RBFRFEERI004METHEE, AEXEEFHNREFERERL,

(a) The total annual inventory costs& F#FERA
= annual ordering costs + annual inventory costs (£ FETEBR A + & FFERE)

SERA G100 + 34 (400
:$2,600 (2 marks)

(b) How much will the shop save in the total annual inventory costs when using the simple EOQ model. (3 marks)
EERKRRETREETR, AEXELFIHANBEERR,
EOQm{EETHE == v(2x36,000x20)/4 =600 units (1 mark)

The total annual inventory cost at EOQ= $20x(36,000/600) + $4(600/2) = $2,400 (1 mark)

It savesEi & $2600 - $2,400 = $ 200 (1 mark)

(c) Compute the shop’s re-order level assuming the lead time is 3 days and no safety stock will be kept. (1 marks)

BEFTEMREAAIRRABRLTERFE, STEZESHEITEKE,
Re-order level (B 5T E&7K ) = max. consumption per day(& B =) x lead time(FT & EFREA)
= 100 units x 3 = 300 units ( 1 mark)



on
<y
Q
Ly
2
e
N S
§
S £
N o
D D
& ’ RN N
e L
O\IV M » .,L.w,.
SN -E| X
Vi
gl 3
i =
g1 <
2| S|+ \ <
= @
(= o\ N
b ﬂ, WP = S
s rW,# ,W _LE ol
& INAN W N ~ .VV nﬂ
) | = AR m._.ﬁ_m‘/svf
,W R S| 2
y O .M/VI \ Jw <)
A e N el
[ R A = \ // ™
Wn \
T =
(

Clwn
-
O |0
nh +—
= [©
O|>
O |0
— |(©
<<V
by
i
_D
% e MJ
== N
S R
V>4
) = N
I Y
X y
o
P
J

Candidates’ Sample Q3

2202/120C (e HHE Y nm i XTI UHFHESXR
5507/1 707 (UoNBUIWEXT JD0IN S4v4a) SINDOIA 1UswabeueIA ssaulsnd




- BEEMBHRASHER) 2021/2022

BEEEE (%

pusiness Vianagement ivioaule (bAFS IVIOCK EXxamination) cUZ1/20c<2

| Z£R61 Q3 |

Question No. \3

B

%76\) 2P . /Tzf‘éié\?x do0 x 2L L ¢ 4 x 2=

nov

_4>1 M 2 T R éﬁf}ﬁ’ "
= ﬁ 24D < ol

b) E T )&%ﬁ% T B

—

/200 + 120>

e R = L0D 49 77_/:/;; L B RS ___A_MA
o «‘2:”\‘91%\78;\ - $ oo X 202 o« & g T

l

|
was B

i

;,,;\t =2.2F & b

A AR KUERR - 4§ 3600 - 340D

73

O mudRR - A

- zom K%

TR%ﬁﬁﬂﬁﬁ%ﬁﬁﬁﬁﬁ%ﬁﬁﬁﬁ%ﬁﬁﬁﬁé@Jf

S e NS




ST RA RS M s R B2 5) 2021/2022

NI
=

EIEEEE (12

pusiness Vianagement ivioaule (bAFS IVIOCK EXxamination) cUZ1/20c<2

SECTION A4 (E83-4a)

(@) Use an example to explain why certain risks faced by a sports product manufacturer cannot be insured.
(2 marks)

(a) AER—EFFHERE AN —REFTAMRSEERMNELE AR HAR, (247)

speculative risks, e.g. changes in economy, customer taste, market, government regulation

no insurable interest, e.g. personal property of staff

losses too small and / or frequent, e.g. wear and tear of shoe boxes

results subject to the control / manipulation of the sport product manufacturer e.g. profit or loss on operations
( An example with relevant explanation , max. 2 marks )

iR bE, HIInEE. BEEOK, mi5, BFEENEE
=ARMRF A, H1a0& THIE ABLE
BERK/DH/BIRE, FlansEan)Eia

SR 282 B F m SUS R ROE R ARHE, AlInEEiRa
(BEHFINETRRE &E25)
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SECTION A .4 (FF&B-4b)

(b) Explain the factors to be considered by the sports product manufacturer when determining which segment should
be targeted. (4 marks)

b) FFEEREEAMEEEERE UM —TiGERALBEREZENER, @79)
Segment size: an attractive segment should be substantial enough e.g. the middle class segment

Segment growth rate: a segment with strong growth rates is more attractive e.g. the teenagers’ segment as parents are
more willing to spend on their children’s sports activities

Structural attractiveness: a segment which has less intense competition, e.g. fencing gear, is preferred

Company objectives: a segment is attractive if it matches the manufacturer’s long-run objectives e.g. promote sports to
the general public

Company capability: e.g. the manufacturer should have the skills and resources to provide satisfactory products to
serve the segment e.g. golf accessories

( 2 relevant factors with proper explanation , max. 4 marks)

SRR R ZATRES] : BIINTHISMRER B B LUZRAREA, RGEEEMEEN, o ERER B
MiSERE/BFED  AINTHEREASERERUZNRER, HINTIOEMRR, REKESEXBEETE
BERFRIESAMMARZ L

miSHEERE | N/ERE AR ERARIZIBRFRMIGN MBS 5 ReEaRE. 25A 5, flinE
FiRMERTRHEAREERNNFRFHFRY, ALLSHEERLEREKS]

NEEHR : fINEA—EHSERRREATANRERR flNaREEREASETRIEZGES A
NEIRES : BN B R B RN REMERATISRES NmERIE M, FIUZERR S 56 AR

MEXRNF AT ANRESHRKES (BHEVNER2,, ®RE4D)
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Section B Cases
( Examination Techniques)

®Have a look of case questions first before you go deep
Into the cases contents in examination. Underline the
contents which are related to the questions you have
read in the process. E BEFE ARV E R ZRATHEERN
B, EBEEFR FHEEBEHEFEMNAZT SER

® Answer precisely with suitable application to the case

scenario ( not answer factual business knowledge from
textbook)EHE EAEREREFS

®Marking —relevant phrases with key words (1 m)

-a relevant point with brief explanation (2 m)

-a relevant point or answer elaborated with
llustration of how it is related to the given scenario ( 3m)

47




SECTION B.2 (ZEE-S)
Case Summary EERE

Keywords in the questions: segmentation/ social factors/compensation/ budgetary control/
source of financing EBEHIEZFIR : 512 7 /1L BRI Z/HME D/ FEEZS/ES T

Dah Ming Limited: medium-sized grocery store, 16 stores, profit dropping

1) 2021/2022

e Customers aged over 60

* New Japanese grocery store to attract younger customers

* a more tightened budgetary control = X control the expenditure = punished

» sales staff: from time-based pay to performance-based pay

» extremely difficult to obtain debt financing = internal financing = working capital

« KBA: B & 5 B EHNE 16/ 2 15 F B E T 2%

- FEEFiB60 B

- 2N BEXERHEEERRSIFEERE

- PITERBMNTEREES, ReFHMREHZH, HESZHRE
- BERA: REGRHEFRARREE T, HEEXREEREHNA
- HLUBSESMENTHEEE—MNREAXEETEERELD.
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SECTION B.5 (Z#8-5a,b)

(a) Identify and explain the market segmentation method suggested by Peter.
iRl R RIS EEMNTEES AL, om

® Demographic segmentation based on age: the grocery market is divided into groups based on age.
® Younger customers share similar consumption need of Japanese products.
®
®

ANOMRAE UEhaRE  BEnBEMEIREFHRETES.
FECHEAHBRE A E LR & &K,

(b) Listtwo social factors that may affect young customers’ preference for Japanese products.

5| H R RE R E F BT B B A E M M (A & AR . e

® Reference group: A reference group is a set of people a consumer wants to please or imitate. Young people
would like to conform with their reference group to buy Japanese products.
Direct reference group (e.g. friends, family members, colleagues) : young people will be influenced by their
friends and family members in buying Japanese products.
Indirect reference group (e.g. opinion leader / celebrity)- An opinion leader/celerity is a person that influences
other’s attitudes or behaviours because others perceive him/her as possessing expertise about the product.
Young people would take the advice from opinion leader in the purchase decision of Japanese products.
® Social class: (e.g. occupation, education and income )Young people may think that Japanese products are more
trendy and match their social role and status.
SERE  SZWHESHEENENEHERN—BAA - FRASEIREM NS ZiEMEERXEm -
BEEZSEZHA (HIMPAR - XA -EF )  FEAEREAFERRERIARMEXANTE -
BESEHE (INMERFM/BA) | ERFHA/BRAZHEMABRERTANA - AREMARAMPIEEBREEMD
MNEEANE  FEAEBEAFERREENSREMAVER -
HEFERE . (BINEE - HBEMIA ) FEACERABAERERE - BithfInSASM it T8It -
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SECTION B.5 (Z#&B-5c¢,d)

(c) Discuss two disadvantages of the form of compensation proposed by Anna .( 4 marks)

ARPRE BN, SmEMERRS.
Team spirit and co-operation can be hindered as each sales staff will only work for his/her self-benefit.
Some sales staff may exert pressure on customers to buy and the shopping experience of customers may be adversely affected.
Some sales staff may work on quick profit without consideration of building long-term relationship with customers.
The morale of sales staff will be adversely affected as they have to work in a high-pressure working environment and there is a high
degree of uncertainty in income.

Implementation cost e.g. introduce the reward calculation method to employees / tools or staff to help measuring employees’
performance such as information system to record a specific staff contribution.
AIEEfERE XA ESE RABEERER A8 CHMAMREMIRE,
HoEEETREHETRNEERN, HEENEYERREKAEZE.
—LESAFRETEZRATF AV RNFGFR, RiERREER,
EREMIRERIAELE FEAMMLEESEBMIREFRIE MBEKRABRTHEE.
BEAGIMAB TSI AEZRGESE UIEEMHEEIHNER HINEERRMLHKNTEEIMER.

(d) Suggest one limitation of the budgetary control method proposed by Anna.( 2 marks)

MR MR AR ESISE RE—EHRS,

the business operating environment / districts (e.g. different demographic characteristics) of different stores would not be the same.
FRIEFHMIEERE/ME (FINFRHAOEHER) EEMTRE.

a strict budgetary control would make the stores inflexible and rigid and could not respond to internal/external changes.
BIBHTEE R EEEHEFTRELREMEL, BIEER N/ EREE,

Some store managers may manipulate the sales figures to avoid punishment.

— Lk E R IR A AE F R & B LU R 2 BT .

Non-quantitative achievements (e.g. good relationship with customers) are not shown in budget.

JEELRIREL (ANEE S RIFFHFR) RETERES,
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SECTION B.5 (Z&B-5e)

e ) Regarding the financing methods mentioned in the meeting,

(i) Explain two effects on the company’s daily operations if the financing method mentioned by David is
adopted.(4m)

(if) Suggest one other source of financing to Peter. (2m)

(e) EAREZEPIRINFME S,

(i) ABREREERMMEAX AL BEESENTRIMMIELE, (49)
(i) MXFEED—EMEAXQRD)

(i) Two effects on the company’s operations if the financing method mentioned by David

(reduction of working capital) is adopted: (4m)

® Insufficient cash will cause the company cannot pay the suppliers on time and the company’s credibility will be
affected adversely.

® Insufficient cash will cause the company cannot take advantage of supplier’s trade discounts and would be unable to
meet sudden spike in sales.

® Insufficient inventory will result in stockouts in some stores and loss in sales and customers.

(2 marks for each effect with explanation, max 4 marks)

- REAERBERATEZRIISOUEFMOR - KMHATNEBERAFNTZE -

- REAEREATEZERHEBEHIFRT - MEZBHRANHERE -

- EFFEEERIERHRE - SHETRMERRXK -

(ii) Other source of financing: (2m)

® sale and lease back of fixed assets of the company

® invite other people to invest as shareholders

® joint venture with another company to open a new Japanese grocery store
(2 marks for relevant source with explanation, max 2 marks)

- ERNBEQTIEEEE

- BREMAFERRERIRE

- BE-—FRATFSERRANEmn#EEE
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SECTION B.5 (Z#&B-5)

Candidates’ Samples
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SECTION B.5 (Z&B-5)

Candidates’ Samples
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SECTION B.5 (Z#B-5)

Candidates’ Samples

m&@%
BRIEZE

Question No. é—‘ S
f;mM bt 3 BEBEZA
A \// % 46 AH 005, L
b EAME .

;:,E _ﬁﬁ/?}))l"/u. /1;\(—‘! T/ }/ /z; /’7 J//’-« ‘1'/1:: //’)/ﬁ’%[éam/*jf\ﬂik%
_|# L/%z i TEEh 2 24 N4 f  HAL foe B s D
. - f/ﬁw_f £ H%%/ i ST
| AZZ2 s iy g
T FL DD L5 s 1o S5k pih IBIOR

— BHEAZLeT AR A ARA, 2 ([ £2 UMK E D
1 ‘ ’/}/j’:‘ﬁ 7 )]f ’/‘%m 3 ﬁv’/)-q ig// "ujtﬁ?a ’Zﬁhﬂ Z
i | L M.
E e at A Ay

——— — Le
L e M7 Zf’f)fé‘/%é Y E T A £ 7874252 |
| Hpsisz2A BhAsa G1AR LI BER. P RK [

ﬂ/ AL 242 35 THNE PR
B RAMBEE Ay 2 TPBAT




ait) 2021/2022

=
A

LA S AR AR BB

=
a

BEEESET(EHE -8

pusiness Vianagement ivioaule (bAFS IVIOCK EXxamination) cUZ1/20c<2

SECTION B.5 (Z#B-5)
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SECTION B.6 (Z&B-6)

Case Summary

Keywords in the questions: manpower planning / steps in performance appraisal/net present
value / characteristics of service/ inventory turnover ratio and the net profit margin
EERIEZFIR : AT RE)/ BT EHE/ FRE/IRET L/ FEEEENENE

* Vincent Digital Ltd. : data centre services, cloud systems, systems development.....

* Work-from-home policies=> difficult to conduct manpower planning

* Conducting performance appraisal also imposes a challenge for many companies.

* Build a new data centre=> initial investment HK$32 million for 3 years

* Nearly all the profits earned in previous years have already been reinvested (financial ratio)

* complaints against technicians’ service (1) technological knowledge (2) mistakes in appointment schedule

- KBBBARLE: XHLFBIPORSE. SRHE. RKEER. BRZE

« HFERTFMBER> AHNREIBEHE

- BTIEMhIGREEETRT HE--

- BE—ESHMBERPL: DS RER53,2008%FT, HH3F > HAERA
- WAFESHTANE STREARBIRE

« B ARBRBEREQ) BMHET RN (2) RikEHE
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SECTION B.6 (Z&B-6a)

(@) Suggest two difficulties in conducting manpower planning in the new pattern of working. (4m)

EHIEERXT, REETANFRBWRERR, (47)

Company objective might not be clear because of highly uncertain business environment arising from
coronavirus pandemic.

It is difficult to predict future demand and supply of manpower as the business environment could change
drastically.

The productivity of work-from-home employees is uncertain because there are many distractions at home.
It is thus difficult to plan the appropriate number of employees.

Technological and/or structural changes could affect manpower utilization and this brings uncertainly to
manpower needs.

RERREART, ERHERESERHERE, LT FREHEHENBIEZ,
HREXREFREEZEBEREL, RIS LTERRKM N DHRINMLLE,

%IE%§I1’E, ARERR P EEMEEE T, HUSTGHEINAE A, TR EH#HTEESE
A T ANE

ANERMER, E2REAN/FEEEEIEEE, AANNERERTETEE,
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SECTION B.6 (£ #&B-6b)

(b) Based on the steps in performance appraisal, suggest and explain two challenges faced by Vincent Digital Ltd. when
conducting performance appraisal in the new pattern of working. (4m)

AIRBE T EREMPER, RERBRKSBBEIMNIEEXTETE IZERNTERMRERE, (49)

Setting performance standard: The performance standards have to be reviewed because of the new pattern of working.
Measure actual performance and compare it with actual performance: The appraiser is difficult to observe and record
the employees’ performance as they are working at home. The performance of employees is highly dependent on
technology and the resources they have at home.

Provide feedback and listen to staff response: It is hard for the appraiser to provide frequent and personalized
feedback to employees as their performance is difficult to observe.

Make human resources decisions: The company finds it hard to implement training and development, promotion and
termination as it is difficult to compare different employees’ performance.

I ATRIRSE - ARETRI TR, DA BERE,

EEEREN R LEBFEMBERRE - ARETHER T BRHBTRLCEMMNIFRER/ETHERRE,
EREMZXEAMMIRFPOERMAR D5,

HETPLEGHIBRMETHE -ANIRAB#HUBRETHIARE, RHUHE T FUREEREA
FIFHIEES,

EANEBERRE - BRFRABH#HLULRFRIETHIERER, H£Eil. B, SARKRILEERERATE O

LATESE (B EASA T
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SECTION B.6 (Z#B-6¢)

( ¢) Assuming that the discount rate is 6%, calculate the net present value (to two decimal places) of the project. Will you
recommend Vincent Digital Ltd. to accept the project? (2m)

(c) REITIREL 6%, FFHEEEBMWBRE(E/NHEERML), MEEBKBBIBEZIZEEH? (25)

NPV (in million) = 1+ 6%) + (1 + 6%)2 i (1+6%)3 32
=30.72-32
=-1.28 (BS)

As the value of NPV is negative, the net worth of Vincent Digital Ltd. will decrease by HK$1.28 million. Vincent Digital
Ltd. should not accept the project.
M NPV &8 H, KEBBIEAMFRER D> 1.28 BEERT., KBBBEFEEZZKIER,
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SECTION B.6 (£ &B-6d)

( d ) With reference to the characteristics of service, give two reasons to explain how training can help in solving the
service quality problem of Vincent Digital Ltd. (4m)
(d)RIBRARFERVERE, $2 H wn B 22 B A I 55 Sl o] 8 20 L B 7 s SRS A v ik 5 L A I AT, (497)

® |Intangibility: training helps to provide more tangible signals of quality service, e.g. technician uniform, politeness,
good manners

® Heterogeneity: training helps to reduce personal variability of technicians in providing service,

e.g. train technicians to follow standardized procedures.

® |Inseparability: training helps technicians to acquire more technological knowledge and be aware of the importance of
punctuality, e.g. improve interaction with customers

® Perishability: training help technicians to know the importance of following appointment schedule and how to deal
with cancelled orders, e.g. deal with fluctuating demand of customers’ orders.

BT - BAAMNIREEEEMEERBEZE, Flw . KWEHR. L. RIFEE
Eé’li 1% EJIHETHJ]}i BORMA B ARBERBRABAZE, HlI: FEIRTASERERELLERF.

AR EINE - BEEIE BRI A B ER E%E’J?S’iﬂ:r%[luﬁk I EFEISFRFRIERME, Hla0 : EEEFF K LE),
71"”.:%7? % BINEBBRMAR TAETHENFEARMERYE, URINMARERVEMETE, fliNEHES
Al EIRBIRIER
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SECTION B.6 (Z.3k6e)

( e ) Compute the inventory turnover ratio and the net profit margin ( to two decimal places) for each year. Based on the
ratios, what are your comments on the financial situation of Vincent Digital Ltd.? (4m)
(e At EBFMNFREEAERNEF RE/NHEERML), RIFELLE, (REKBBIGHEM BN RAREER? (259

2020 (in $'000) 2019 (in $'000)
Net Sales F#HEEE 95,455 99,176
Cost of Goods Sold $HE A 23,895 21,857
Operating and Tax Expenses 59,637 53,208
SERRMAZH
Inventory 197 & 39,897 26,677
2020 2019
Inventory turnover ratioF & B 23895 20,60 times Or 21857 o oo e
39,897 26,677
23,895 ’
(26,677 + 39,897) /2
=0.72 times
Net profit margin;®F = 95,455 — 23,895 — 59,637 99,176 — 21,857 — 53,208 ]
95,455 *100 99,176 Sy
=12.49% =2431%

® There is a very high level of inventory and the situation has worsened in 2020.

® Asignificant decrease in net profit margin implies that control over cost of goods sold or expenses is poor / decrease in
sales revenues due to poor marketing tactics.

o FEKFRE, M2020EFREMEIL,

® FRIXRMEBETIF, EURBSHHENAHERWEHTE, FHANSHRBAIESBHREKARD,
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SECTION B.6 (Z#k-6)
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SECTION B.6 (Z,&R-6)
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SECTION B.6 (Z#k-6)

Question No.. .. . 6
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Section C Essay Questions
( Examination Techniques)

®Pay attention to business issues and tackle the problem
from different perspectives B;X B EiErE, ZHEER
[El =8

®Read the questions carefully espeC|aIIy on the question

scenariofFMIEERIE , LERERESEE,

®tailor your answers in short paragraph by paragraph with
elaboratlon to meet the requirement or the scenario of

questions ZEREIEBHIE SR, MEFHGEREAUMERE
HIE R E G = .

®Marking- Knowledge level + Application of knowledge
+Analysis or Evaluation ( 1+ 1+ 1 for each elaborated

paragraph )&1E8 & m+ XN FE R + 2 #r 5T (E

68
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SECTION C.7 (A&B-7a)

7. As the HKSAR Government Consumption Voucher Scheme aims to boost local consumer spending, it would directly benefit both the
large retail chain stores and small shops on their sales.

HRERRERMHESFEETHAMMES, KESEEHEN/NE S K ERZE,

(@) With reference to the elements of the promotion mix , illustrate with examples how could a small electrical shop increase its sales under
the Government Consumer VVoucher Scheme. (8 marks)

sAmhisitEEGTHE, RORRNERE S WTAEN &5 8 M EmEEH. (857)

Advertising

W

Sales promotion

EsH

Public Relation

NHEE

Personal selling

ABHE

A small electrical shop can only use inexpensive electronic means to build brand awareness and image.
e.g. place advertisements on social media, websites, e-mails and e-newsletter

It can afford limited resources small-scale advertising campaigns

e.g. newspaper advertisement and distribution of leaflets

Content of advertisement: Consumption Voucher Special Deals
INBRIEARGERABBERANEFREREZUMBHBENRES - SN EHRERENFEINIRNES - XS FHE
MATEMERFEFRE

AES R IER ABERY/VEEESEE, AN RERES RIREREE

BERE  HEZBYESR

A small electrical shop can use Consumption Voucher Special Offer

Such as purchase discounts, gifts, cash coupons, Tiered Promotions (Buy More, Save More), flash sales to
attract consumer to buy more.

INBRIEHTHESFRE

PN - Bm -~ IRE% - BEREE (2EZE) - REEBERSIEE

A small electrical shop has limited resources for PR

Launch events such as small-scale road shows and press conference to attract editors and reporters. e.g.
Press release - Consumption Voucher Scheme Special Discounts applicable to all new models of electrical
appliances

INEREARABERAR

STVERE - ERmEEEE - URSIREMICERTG - ERLF . HESEEERRAMEEES

Train in-store salesmen to approach customers directly and introduce to them the Consumption Voucher
Scheme Special Offer 1BFlIEAHE S EEERHE - HESRMENAHESTEINERIEE
Shop owner keeps loyal customers informed on new products arrival iEX EHERIESERBENTREERS
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SECTION C.7 (R#&B-7a)

Candidates’ Sample

The candidate demonstrated a good
understanding of promotion mix by

applying the question scenario ( using

government consumption voucher)
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1

SECTION C.7 (R#B-7a)

Candidates’ Samples

R,
BARBEEIRE L]
ANBREEHNRE -




SECTION C.7 (A&B-7b)

( b') Explain the criteria a large retail chain store could adopt to evaluate whether to use equity financing or debt financing for
business expansion. (12 marks)

(b)EF—RAEFTEEHERBEXRBRARANER, LFMIEEAKRERENREME. (129)

Criteria
Capacity of payment/ Risk @
) °
g BB BIRAE
R
= ®
28 g
55 I
=R Dilution of control °
CR® -
S gl o
< iR
K
S Flexibility and the control e
> = for use of capital o
n 5=
<8
£§ |=1-] == =
v & EUERZEHEERE o
.g Jia ®
o I
§ .
= ik
2 Collateral °
v
2 8
S i
o Cost
giﬁ
Z %N o
aa]
°
°
Distribution of profit [
SEER
°

Equity Financing

Relatively low risk
No fixed schedule of repayment and
regular interest expenses

BIEAVEL EIR
RBEEARBERMEHNEZ L

Yes

I8

More flexible and easy to control
e.g. re-investment of profit is entirely
controlled by the company

B EE M M5 ]
PIF BB EREERENTA - dxx
==PNSIES |

Not required in normal circumstances

IEEERFAEE

Distribution of dividends are not tax
deductible

Relatively high cost of issuance and
administration

1B SR B TR T RIS
RS RT RITBA A

Need to distribute profit if the company
goes into big success

EASERERAIL EEER - BRI

BEZDENE

Debt Financing

Relatively high risk
Require default repayment schedule and
require payment of interest expenses

RS HERER:
RETHEMNANE - REZHABEAS

No
&

Less flexible and more difficult to control
e.g. creditor imposes terms and conditions
for controlling the use of capital

B RSB M R B 22
PR B IR R E £ Mk

Required in normal circumstances
EREBERMNERE

Interest expenses are tax deductible
Relatively low cost of issuance and
administration

AR O ZARIEE %
RANBIE T RATBAA

No need to distribute company profit
directly

ABAFREEZE D ETHE
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SECTION C.7 (R#&B-7b)

Candidates’ Samples
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SECTION C.7 (R#&8-7b

X , can_ petzgpe Tte W\f':?tf WM 7"1~u«e e A hﬁp{,/ . ,Amr,é puple |
Candidates’ Samples te opm o ,,éwr{m,/ﬁﬁhe .
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SECTION C.7 (R&B-7b) . (k>

DL , |

Candidates’ sample
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SECTION C.8 (A&B-8a)

With the Coronavirus (COVID-19) pandemic forcing many people to stay at home for protracted periods of time, consumer

demand for food delivery has been growing massively in Hong Kong recently. Some newly-established fast food stores also

experienced the massive growth of sales in food delivery services.

FEMAERET, AIRERKFERERT, HEEHEYHNERBHOFIRZE, HLER, —LHREZMRERE

HRYIMERFFEFEEEh KIE LT,

(a) With reference to Herzberg’s Dual-factor Theory, illustrate with examples how could a food delivery company enhance the
morale of its delivery riders at work. ( 8 marks)

()M RAEH R EFER, Z2OREEEMINERE QB NERANEEFEIFPHTIR. (85)

Herzberg’s Dual- Enhance morale by both hygiene factors ( preventing delivery riders from feeling dissatisfied)
factor Theory and motivators( leading delivery riders to job satisfaction)
Hygiene Factors ® Salary and fringe benefits- Offer acceptable/reasonable salary and sufficient rest time ( satisfy

the needs of riders to sustain life) e.g. reasonable salary increase, overtime pay, cash bonus,
medical insurance benefit.

® Working conditions and safety- Offer safe working environment .e.g. safety protection with
masks, helmets and delivery vehicles

® Relationship with supervisor and peers- Organize activities to enhance communication and
friendship among riders. e.g. staff picnic, birthday gifts cards to show care and concern, lunch
gathering

° Company policy and administration- Reasonable work schedule and delivery frequencies for

i (848 B B F 32 5 RASMEBFITHELIRNRERF (BHLEEFH TERIASHE ) MABAF(LEFHITERKIRE)

RiEERF FHEER: A TS EFMAENAERE ORI ERFNERLEFEE ) - ANz - MR - 16
ARG P g
THRERZE: RULZZTIFRIE - AINRELZEES - BREMBRERREES
B FENES/REG A F LB IR EEMESEF AR SN LW EENAE
NEBEEK: %H’fﬁ%ﬂﬁf@ﬁ’]E’JIf’EEﬁ% - BIINEBREZEIARNRE MFE
IEEWEREUBF27 - &E47D)

!T

(8



SECTION C.8 (R&B-8a)
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With the Coronavirus (COVID-19) pandemic forcing many people to stay at home for protracted periods of time, consumer

demand for food delivery has been growing massively in Hong Kong recently. Some newly-established fast food stores also

experienced the massive growth of sales in food delivery services.

HEMAEET, AISERFMERRMRTD, HEFHEYMNERBFBUOFIRZG, HitRE, —LHMIMREE

HBEYIMEIRFFEFEEh KIE LT,

(a) With reference to Herzberg’s Dual-factor Theory, illustrate with examples how could a food delivery company enhance the
morale of its delivery riders at work. ( 8 marks)

()it R A& ME FER, RORERZREREYMIEREATINARANEEFELERHLIR. (89)

Motivators

A EEAE-F

® Recognition- show respect, appreciation to riderse.g. diligent awards, praise card,
promotion ladder
® Responsibility- empowerment and involvement in decision making
e.g. riders design delivery routes
® Personal growth- provide challenging duty, careers advancement and careers-
development opportunity
e.g. delivery route design, driving course training and administrative course training
® Achievement and promotion- promotion ladder
e.g. promote to delivery team supervisor.
(2 marks for each relevant factors with example, max 4 marks)

o F:HIEEMENEE H fIMBERSERFE -BEFSE

o HI: WEMILMAERX SEHRREMR . FIMERFEITREREER

o EARME : ZELEHRBMNTF ,; EREFNEFRERMENRA - FlNBMMZPEFEETEIE
Eﬂ%%? it PR B T RSB AT B T (et T {E 45 S BB

o Bt fluE ﬂz‘%iﬂ?F

(BIEEVNEREUS 27 - &549)
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Well-organized answers:

1. First identify the type of factors
(motivators/ hygiene factors) to be
considered.

2. Suggest the correct points that align
with motivators and hygiene factors.

3. Provide suitable examples related to the
morale of delivery riders.
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SECTION C.8 (R #B-8a)
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SECTION C.8 (R &R-8b)

With the Coronavirus (COVID-19) pandemic forcing many people to stay at home for protracted periods of time,
consumer demand for food delivery has been growing massively in Hong Kong recently. Some newly-established fast
food stores also experienced the massive growth of sales in food delivery services.

REMAERT, AMITERKRERERT, HEEBHEYINERBOFIREE, HItRE, —LHAIMRE
IERBYMERBERBEOLRELA,

( b ) Compare the differences between the marketing mix strategies adopted by a newly-established fast food store in its
first two stages of product life cycle.

(b )ER7 AR A — S8 AL B PRI 7 2 i A wi SE U118 o {181 B B BT R FH R T 8572 SR SRS, 3 R B SR R B AN B 2 BE

Strategies Introduction Stage Growth Stage
Product ®  Offer a basic product ®  Offer product extension, service, warranty.
® Limited resources to offer limited types of food ®  More resources to add new feature of food menu to
menu to customers. deliver more satisfaction to its existing customers
and to attract new customers.
Price ®  Use cost-plus ® Lower price to penetrate market
® Owing to the huge promotional cost, the fast ® The fast food shop enjoys more sales revenue and
food shop may take it into account in setting profits. It can afford to set lower/reasonable price to
the price. penetrate the market.
Place ®  Build selective distribution ®  Build intensive distribution
® e.g.confine itself to limited food delivery ® e.g.use more food delivery channels due to
channels due to slow sales. massive growth of sales.
Promotion e  Build product awareness among early ®  Build awareness and interest in the mass market
consumers ®  Relyless on sales promotion as consumer
® Use heavy sales promotion by handout flyers to acceptance is already growing rapidly
encourage trial buying ® e.g. more resources In advertisement

® eg.lessresources in advertisement
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SECTION C.8 (R #B-8b)

With the Coronavirus (COVID-19) pandemic forcing many people to stay at home for protracted periods of time, consumer
demand for food delivery has been growing massively in Hong Kong recently. Some newly-established fast food stores also
experienced the massive growth of sales in food delivery services.

PEmAEET, AMBERKEERRERS, HEEFHEYIINERBOFT KRG, HILER, —LHBCIAREERN
BN ERBEFREHKELTA,

( b ) Compare the differences between the marketing mix strategies adopted by a newly-established fast food store in its first
two stages of product life cycle.

(b

Va3 53 N A P — ST B L PR PR I A it A i BT o D {181 B U ER B TH IS S8R SRS, M EEBRIRMI AR 2 BR o

R T 4E4H B R85
Em o REMEEAREMR ) o IREVEmIERREE
o [RATFEHERBIR MAERHBREZNESE o HANXETFRER - WMEERASEDNMAREE.

iemmimeRAEBREMKS I FMER

fE1E o HANREEE o EEMERMEENS
o LEARTEME . VALEHENEERAMA o EOEMIEUIRAIMSE LA - EAEIEEES
e Dig—% 2 &S
584 o RFIEEMAH o FABENH
o ORFNEBREMINETE o REEABRNRMINETALERNABEENTSE
3 o SHEEABRESHREENRM o SEBEEATSLEER
o (REAA (T AN RARRES RN o FEKBEENRZORMMARSESHENLE
o fiW: EARVEREESHEL o fiin: EBERSEEEESHEEL
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SECTION C.8 (A &B-8b)

+ Correctly state the marketing

objectives in the introduction and
growth stage of the product life
cycle

» However, candidates’ strategies

used in the growth stage may not
be applied to the case of a newly
set-up fast food restaurant

pusiness Ivlanagement lvioaule (bAFS IVMIOCK EXamination) cUc1/2Ucc

Fails to point out sales promotion is an
important strategy in the introduction
stage
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SECTION C.8 (R#&E-8b)
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The End of 2021 -
2022 Mock Exam
Review

Questions and Answers are
available on HKABE Website



Warm Reminders and Suggestions for

HKDSE Candidates

®Understand and Interpret correctly the
meaning and requirements of the questions

®HFF

ML

IR AR H R R R EK

®Give clear answers with relevant explanation
and examples according to question scenario

@751

BRERWMIAERER B B KA1
® Handwriting should be neat .
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Let’s Enjoy Our Pre-exam Revision
Hold on with perseverance (57 71)

Know our Exam Syllabus well (B2 =3

AN i)

Difficulties to be positively faced
(PR [ ¥ [ )

Satisfaction through Hardworking

(B chiEs 2 &) &
]

Excellent results to be achieved
(FEE(ER RV I5)




5** STUDENT SHARING (2022)
Angus Sze (Carmel Secondary School)

88


https://youtu.be/hs0HJoEsyD4

Face the challenge of HKDSE

TRY YOUR BEST
TO GAIN 5** In

RINEE e “




A (A Grade 5*%)
Is Nothing

E ( Effort) is
Everything

/The End



