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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 BEEBEAAS

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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Paper 2B
wa Management Module
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'«‘._ ' i Time Allocation (2 hrs and 15 mins )
T\ 4 2022 HKDSE BAFS 2B***
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® Short Q 24 marks-40mins
(Weighting 30%)
4-5 questions

Pre-examination
Techniques

. . ® Cases Q 18 marks-60mins
Time Allocation

(Weighting 45%)
Q choose 1 case

f—‘” ® 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
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A2
(=13 BN

AT EF A e A e 75 e 161 1

(2021 Examination)
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Candidates’

common
problems

‘ Management Module

Misinterpret the key
words /contents of

questions carefully

ERIEEEE B/ NE
e.g. 2021 2B

Q1. Explain three objectives for
an insurance company to
conduct performance appraisal
for its insurance agents.
BRAREAF AHEFARELERTIS

'I'
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Q1. Explain three objectives for an insurance company to conduct
performance appraisal for its insurance agents. (6 marks)

« evaluates insurance agents’ performance to make human resources decisionsz¥ % 7 %
MEWKRER - UIEANDEIRRE eg. promotion/ salary adjustment / feedback
to improve future performanceBF / FrERE/ IRt RELIIEZRRKAIFRIR

= identifies training needs¥¥ &35 EIIFZ e.g. enrich product knowledge, improve selling
techniquesBl 15 EE mAN:HE - XEZHERKIS

= 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#

1?56.2%.2&1’\75*“&’]%“& Il 5% B R AR YR IR ZE R (Hﬂﬁ"%iﬁ&ﬂﬂm’f&?ﬁt%ﬂ’ﬁﬂﬂa
BEmE L AY)

Common Mistakes ( Wrong interpretation or too general in answer ) Misinterpret

the key words
X bring more profit to insurance company &A= R EZFE

X enhance insurance company image or reputationfe A ASIE % / BE
X increase employees’ loyalty/ morale JI58E THEME / TR

X improve performance / enhance the operation / maintain service qualitytd{=33R

| NEEE [ HIFRBER
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Paper 2B
LA Management Module

Candidates’

Common
Problems

Wrongly use Proper Business
Terms in answers

o AIEEE XA FAESR
e.qg.2021 2B 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.

—RERREEZAERI20024, &
S4BT HEERARSEH$25, mal
ERCAR] 28R$600,
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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 Z3 818 / 23 KE / ZFHEEE'X
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Pre-examination
Techniques

Paper 2B
LA Management Module

Answers given not applied to
case scenario

ok A FE AR B MRS
e.g. 2021 2B Q5 Sara Company-

a well-known manufacturer of
children’s clothing planning to
expand its business by manufacturing

and selling toy cars. ol AR B2—F
MAEWELEREDE, ATFEERE
%5, MWELEHEEAERE,

12



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

random sampling to collect data ? (2 marks)
EES AT o E R R R E E R ?

= 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

- BRIEFR . REEEREBRBIRIES
= 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)

13



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)

(B 3= N & - 1T ELAR F5lah 2 S| /MO RIE R Al E G I B E - i
H EEBE HEE NEZEEEFMIE - WRAEELE B

& Mg B RERERGSE =7)

xR B E R ZERER R, 2 H 4R &R

14
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Candidates’

Common
Problems

Paper 2B
=™ Management Module

Give answers without
elaboration and related
examples especially in Essay
Questions

2 il B R 00 5 i 4 A5 B A BR451]

e.g. 2021 2B Essay Questions
Q7 & Q8

15




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. (X EEZEFEELESHREZDL - BERATRZIFE - AR
MHEENE - ATIERPHE BRFFEBERNVEENM2EHEZREZRERE -

(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
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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

17



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

18



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)

19



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
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HONG KONG ASSOCIATION FOR BUSINESS EDUCATION

I EPENERZEG 2020 /2021
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Section A Short Questions
( Examination Techniques)

®Note the business terms / terminology In

Business Management Module BEE

ik

® Revise only the relevant areas for the exam
according to the explanatory notes in the C

& A guide R B EE R B EES|DEE

A5 & B b ZE e[

( Marks are usually capped at knowledge

Level + application or explanation)

( Knowledge 1 mark + Application 1 mark)

® Answer preasely with suitable explanation




SECTION A.1 (B83B-1)

Risk management is important for business to identify and control risks in
their business activities.

(a)Explain the importance of risk management to business. (2 marks)
(b)Identify two types of insurable risk and elaborate suitable insurance
policies that a jewellery retailer should take out. (4 marks)

AREEHTEREMEHFEFERRET2EE,

(a) MREAREEHCENEENE, (29)

b) PE—REEESEHITEAHMRETFEELE, HWERHEERENE
Y1 £R & 0 LLREE (4493)

( a) The importance of risk management :
» @ |t helps a business identify and assess its exposure to various types of risk and
develop suitable measures to minimize losses.
® It allows a business to earn profits while minimizing risk and possible losses.
( Any point with relevant explanation X 2Zm@=2m )

(a) EIEEIBMNEEE:
o i TtEREMAMEREBMNZIERE - THEEESIEHR - LUEETH
DMESKR -
O CRAFLERINFE - FAIFZ=REEEFOIEEANELK -
(BE#HUEERENEEEZEN2S - &229)

pusiness Ivianagement ivioaule (BAFS IVIOCK Examination) 2U2U/ U |
ﬁ%%ﬁi@%ﬁ:(ﬁ% =3 Tﬂﬁﬁ‘%ﬁ%%“ﬂ%ﬁﬁ%*ﬁ) 202072021



SECTION A.1 (B8 &B-1)

5T B2 BA 75 1 s SR 3R 2 5x0) 202072021

NI
=

EIEE IS (12

Business Management Module (BAFS Mock Examination) 2020/2021

(b) Insurable risks faced by a jewellery retailer:

® Property risk- e.g. premises or jewellery destroyed by fire/ jewellery or cash being
stolen by staff / theft or burglary risk.

Insurance policies - Comprehensive insurance (covering fire and theft risk),
fidelity insurance.
® |iability risk- e.g. customers get injured in the shop/ staff get injured at work/ the
shop being sued for its products causing customer injury.
Insurance policies - Public liability insurance, employees’ compensation
Insurance, product liability insurance.
( Any 2 business risks + 2 insurance policies Im@=4m)

(b) 2k 38 55 £ m 1 S RO T {R R ELBR -

® fii 2= [ — I a5 SR IR A N K PRS- B TSR E BT & /
R B BB A R TR

REBRE- FEARR(ESEXKNEREAR) . 8 THRERRE

o HERAME—MMBEANEIENRE / B TETAEDRE / BEEEHER
&P & F MG

RIRARE- ARRERER. BRHERR. ZRRERRE
(BEIEBEYNNRAET1S+EEEYNEFRERET1S, &247)
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SECTION A.2 (FF&B-2)

5T B2 BA 75 1 s R 3R 2 5xl) 2020/2021

NI
=

EIEE IS (12

Business Management Module (BAFS Mock Examination) 2020/2021

A motor car manufacturer is considering the application of Herzberg’s Dual-factor Theory to enhance
the job satisfaction of engineers in its factory.

(@) Briefly explain Herzberg’s Dual-factor Theory.(2 marks)

(b) Suggest two factors each with an example that would enhance the job satisfaction of engineers.(4
marks)

—RABERER EE BERM LB REFERRIE S B T2 T/FmE R,
(a) B FF TR B & IR A F R EENE, (257)
(b) BEFLURS TR TEMmERMMERR, LR —-FMURYM.  (49)

(a) Herzberg’s Dual-factor Theory
e |t states that an individual’s work attitude determines his work performance.
e The Two-factor Theory is based on the idea that factors can be divided into hygiene factors and
motivators. ( a two-needs system)
e The presence of hygiene factors will reduce/eliminate dissatisfaction while the presence of
motivators can create satisfaction and improve productivity.
(ﬂﬁx(ﬁ#ﬁﬂ’ﬁl%@’ﬁ
® =ZIHEREE A {E A ) TS BEIR E fthp) TAERERE
o ZIHMEENAB TR 7 ARERZMHBEREFTERK)
o RIEAZFUREKSAREIHITENARER ; AEBERTLEA T ELE TIEWEE
R EEED
(BEREVINERLS, &%259)



SECTION A.2 (B8 &B-2)

(b) Two factors that would enhance job satisfaction :

o Responsibility e.g. empowerment, job autonomy (e.g. decide the production flow
of car manufacturing), involvement in decision making in daily work

Recognition e.g. appraise the engineers with good or outstanding performance
Advancement/promotion e.g. promote to senior engineers

Personal growth e.g. appoint the engineers to take part in overseas seminars

Achievement e.g. success in designing a new car model and launch onto the
market

(any 2 points with relevant examples x2@=4m)

(b}hﬁlﬂiﬁ = ENRERR:

oS  HINMEFTEAREH., ITHEBE (WBIIHEHB S AERED
BR) . BREAEIT/EMRE

o 1[G : BN FEIGEERA BiFei & R TIEAT

e EF : HIMNBHESHKITFZEM

o EAANFE : FINFEIEENBNENFTE

® Tk : FIANEE TIEEMERETFESR, Wi TS
(BIEELUIEEAFREYIER2S, &%49)

TERRI S R AR B S 55l) 2020/2021

NI
=

To(E%E

BEEHEE

Business Management Module (BAFS Mock Examination) 2020/2021
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Business Management Module (BAFS Mock Examination) 2020/2021

SECTION A.3 (8&B-3)

AA Store purchases sports socks at $40 per dozen from its supplier on lenient credit terms. AA
Store sells 68,600 dozens of socks evenly throughout the year. The total cost to handle a purchase
order is $20. The carrying cost per dozen of sports socks is 3.5% of the purchase price per year.
(a)Using the Economic Order Quantity model, calculate the optimal order quantity (in dozens)
of sports socks for AA Store. (Show your workings) (2 marks)

(b)Compute the total annual inventory cost to sell 68,600 dozens of sports socks if orders are
placed according to the economic order quantity computed in (a). (2 marks)

(c) Explain how the profitability of AA Store’s supplier could be adversely affected by its lenient
credit policy.

(2 marks)

EEEIE R R A EERASITSrERNR, LG TFRBNERER. EERESFHIH

EH68,600iTHF, SIEAEAERS20, MBITRAFEFNTHTERELGETRARN
3.5%,

(@) BHLUBETRERNX, HEEEENTENBURETRE (RITED) . SIRIRBE
B, (2%)
(b) *Etﬁéga)ﬁﬁ?%ﬂ’iﬂﬁﬁﬂﬁi St = FEHe8,600iTEBBATHRERRAE,
257)
) ARRRRERBRBEERENHEFRNRIERNIFANEEREE.
(253)



SECTION A.3 (F38-3)

a EOO=v2(D)(CP (a) E_fztn]-ﬂ == 2 D)(CP / UC
@) EOQBOUTRUINET: 5% 3% 6’&»(; Q)/(340).5%)
=Vi560.000 =y
=1,400 dozens (2 marks) =1'400 ﬂ (Zﬁ)
é (b) Total annual inventory cost to sell 68,600 dozens of (b) g‘ﬁﬁﬁEG O0FTEENREV IR H AL A
¢ sports socks := Annual ordering cost + Annual holding = FIIBRA + IFEAA
& (carrying) cost = FIERBEXBRIFIERE) + (FI9FEEEXEBE
1 = (Number of orders x Cost per order) + (Average units x TIHYET R AR)
e P i e1.4 = (68,600/1,400)x $ 20 + [ (1,400/2)x$1.4]
Z = X + X _ _ y:
© = $980 + $980 = $1,960 (2 marks) = $980 + $980 = 31,960  (23)
% (c) The Supplier's (not AA Store’s) profitability could be (C) 555 = B R 4N {0 43 {4t B 75 (G 4 (R AE T i )

adversely affected by its lenient credit policy because: /

BHEENMAEERE:

=5

i A qulgnt crgdlt policy will resultin higher collection and @ BEEEMIEEHMEIGENTESYULIERTEE 2L
i administration costs and more bad debt cases. BEZHIRE
F® A lenient credit policy will expand sales but also lead to — oo o

: : AHVSE & BNMEERFEIIE
a longer average collection period and hence more o HENEEBIRME H:jtﬁé_,_, ol .
funds tied up in receivables, leading to fewer funds WOIRW R HAEER - €5 % ﬁﬁﬁqzﬁﬁg\”ﬂ&ﬂqj '
allocated to other profitable investments or higher BOVEEARIAEMBERIINRE - AEAFE
interest cost of borrowed funds. EANEZEEFITERHR - BEKARAMmMIEMN -
(any 1 point mentioned 2mx1@ =2marks) (BIEETNEREE2S - 2225)

RS THES

Business Management Module (BAFS Mock Examinatlon) 202072021



ZHRBErED
RIFE A
(inventory
cost)= (1)

5] BB ALK
(ordering cost)
M(2) FEM
7K (holding
cost) B4R

BERIRRA (3a,b,c)

'I /-‘r" ‘J [ | 4
0 g4y “olaf M ] 2eT(
(Gf)m,bb*u %} 0 L/ ’
= ___.._,.-—q—
' HOX 3 d° /1 N/
T A
- $H T4 Mo to v dan) /D
. V‘ | n s B -
i DA

EERERLE

Ez = 1% A2
RIEEBER

ﬂa?ﬁaﬂlﬁ (bad
debt) - 1B
BREER fI]EtZD
I E &R
(profitability)
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SECTION A4 (E8&(-4 )

Owing to the intensified market competitions, Flying Airlines is reviewing its Customer
Relationship Management (CRM) system in order to maintain long-term relationship with
Its customers.

(a)Explain one reason why Customer Relationship Management (CRM) is important to

Flying Airlines. (2 marks)

(b)In addition to selling tickets on its own websites, Flying Airlines also sells tickets through
travel agent distributors all over the world. Explain two advantages to Flying Airlines of
selling its tickets through distributors. (4 marks)

TELRAHS B am AR B E 5l) 2020/2021

Ei’f&&ﬁ”ﬂ’]ﬂiiﬁ iR, RAMEEFEREBRTHREERMIEMEBREEILRARH

NI
=

| (B EREAREAABRSAREEARIANE+HEE, (25)
 DRBBADMEERABTHEMEN, RPNEOEE SRR
L pEERE. RRERBNZEEEEN SR EOTIERE, (453)
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SECTION A .4 (8 &B-4)

(a) The importance of CRM

® Tailoring offerings to each customer: understand more the needs of existing
customers, better services (e.g. flying destinations) can be offered

® | ower cost of serving existing customers than acquiring new customers: Customer

Relationship Management enables the company to serve existing customers at lower
Ccosts

® Enhance customer loyalty of customers so as to maintain long-term sales/ /facilitates
cross-selling

® |dentifying valuable customers (lifetime value) based on data provided by CRM
system to do more effective market segmentation and targeting

( any 1 points mentioned x2@=2m)

| (a) BEMREE (CRv) WEEH:

o AEEMFRAFTIHIEED: RERABEENSRK, FErizftEERNRE(HINEE
ROFRAT B Bith)

® g%gﬁ BEELRSIFHEENEEARE : BERFREESARRUEERFRBEE

* EEEEBNE : RRERUNE/BNXNBEHIHEE

o REBERREERMEHAMNEER, HAFFHENEZ(RREKRERE), LETE
A R T 35 [ BRI E £

(BIHEVINEEME 2, &%25)

AR SR AR BB L) 2020/2021

NI
=

To(E%E

BEEHEE

Business Management Module (BAFS Mock Examination) 2020/2021



5T B2 BA 75 1 s R 3R 2 5xl) 2020/2021

NI
=

To(E%E

BEEHEE

Business Management Module (BAFS Mock Examination) 2020/2021

SECTION A .4 (B8 &B-4)

(b) Benefits of selling airline tickets through travel agencies (intermediaries):

® Gain access to travel agencies’ large customer base (e.g. travel agencies’ own loyal
customers)

® Travel agencies have experienced sales management / expertise and selling teams

® Travel agencies help in providing supportive services to customers before and after sales
services e.g. seat selection, ticket refund - reduce the administrative cost of Flying
Airlines

® Travel agencies can contribute to cross-selling by promoting to customers who are not
originally looking for Flying Airline’s tickets
( any 2 points mentioned x2@=4m)

(b) EBARITHL (5380 76) 50 B BRI 4F BR
® FLIEMRITH T IRENERNBEER WRITHERANEERE)
® RITHHER =i EEEREXBEEMK,

® k1T AT P IRMVER A AR ERTS, MEAEE. BERREF, FHRE
AN ZE BT BUR A

® RITHAERRIZNFE, REIRFFERERAMERZNES
(BIREVIMITER25, &$453)
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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.

® Answer precisely with suitable application to the case
contents ( not answer factual business knowledge from
textbook)

®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)

43
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Business Management Module (BAFS Mock Examination) 2020/2021

Sansui Group is a medium-sized Japanese restaurant chain with 5 eateries in Hong Kong.

® Sales turnover has reduced by 80% due to significant drop in customer volume under the outbreak of
coronavirus

® Consider transforming our restaurant into a low-cost ‘super kitchen’

® Need to layoff all our serving staff and hire more cooks in return,

® Conduct market research to understand customers’ preferences on our food delivery service.

® Friends and relatives have been selected as the research samples. (Convenience sampling is adopted
already) The firm should use other sampling techniques to make the research findings more
generalized.

® Have to pay huge amounts of compensation for the layoff staff.

® Need additional capital investment in the setup of the new manufacturing premises and new kitchen
facilities.

® The investment cost is estimated at HK$20.4 million. It will last for 3 years and the additional
operating cost is HK$5 millions. The cash inflows are expected to be HK$12 million per year.

WKEEZ—BPEAXERERER, TEHEFLREEE,

o BEIFHIME P s N, EFEE) T80%,

0 EEGEBEEEABRARY BHREE]

o Nt EMREASHGFNEEST, EMIGEEZEHN,

O EITHIGFWIE, LUTEE P HINERG IR .

OEﬁfﬁiiﬂ%i‘ﬁﬁiﬁﬁﬁfﬁﬁﬁﬂ%ﬁﬁ (BNB#RRBTEAHEE) , STESIAZEREERFR M
*xH ik

o EX (T REEEHRHAERMAT,

0 SELENWEEIRE, RALIEILFTEA E T T AT B H & b5 Rk it o

® EMAMET A2 0408 TT, WMIEBBEFE>F, EFHENEERARE5008TT, HITEFIRE
RAB 11,2008 T,



SECTION B.5a (Z38-5a)

(a) Describe the steps of manpower planning that Tony has to go through if the idea of ‘super kitchen’ is
adopted. (4)

® determine the objectives of Sansui Group with the setting-up of the ‘super kitchen’ & forecast
manpower demand for the ‘super kitchen’, i.e. to estimate the type and number of staff to work in the
‘super kitchen’

® forecast manpower supply in the Group, i.e. to identify the staff with the capability to work in the
‘super kitchen’

® compare the demand with supply in manpower of operating the ‘super kitchen’

® design human resources plan to deal with the predicted manpower gap, i.e. to determine recruitment
plans for additional cooks and operating staff, and layoff plans for serving staff

5T B2 BA 75 1 s R 3R 2 5xl) 2020/2021

(a) HERM TERERE] vEE SAad@EMR A NHEmFEENDTER. 4)

NI
=

® HEFIWKERERKN BEEE] WEEZERTERN BHEEE] WMAATRK, BIGEE [BEREE]
TYERIE THEEFEE

o FHAIEMN A SHtE BERERHRELE BHRERE] THEMET

o HEEE [EBREE] MANTRMEE

o HIEANERBILIEHTALSMANEZIR, BENFIEBIET2IZRISMEED, LIKE S EIZAE (R
EEHBEFNETI.
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SECTION B.5b (£ &B-5b

Explain the other two sampling techniques that could be conducted by Sansui Group. (4)

WK EE RIS AETHIZMR, S@ELhRERETE, (4)
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SECTION B.5¢ (Z3B-5¢)

(c) Suggest two differences between individual buyers and restaurant buyers in their buying

behaviour. (4)

e EANEESMERER AN

Complexity of the
purchase decision

BEIRRREMME

Price sensitivity/
Professionalism
(knowledge about the
product) B {EEBUKE/
EEM (AREmRAE )

Nature of demand
(Purpose of purchase/
Size of purchase/ Number
of buyers)

TRME (BEEN/
EEHS

/EXREE )

Relationship with the
seller
EAE 77 RURE (5

Less formal and shorter buying decision-making
process
Only individuals or a few people will be consulted
in making the buying decision.
FIEXRBRENEERKIBE
BB DA BFLIBEERE

More price sensitive/ The buying decision may not
be very rational

® |ndividuals may not have adequate knowledge

about the product and market.
BREGRERS / BEREDSEALEN
18 A\ CIBES E m N5 2 AR S0R) 1 A%

Direct consumption
Relatively less frequent and in smaller amounts
More buyers

BHEHR
HEHBONBERE KRB\ WHE

BRZLZER

Less customization of product and so
less negotiation time between
individuals and the seller

O EEm - AMEAESESNERRER

vl

H17ALMFEESR. )

More formal and longer buying decision-making process
Many parties are involved in the buying decision and they
have well defined responsibility.
BREXRBRENEBERKBRE

B ASHETEBERK  WHABMWNESR

Have good definition of selection criteria and buying
objectives / Less price sensitive

Business have good knowledge about the product and market
I H A ARTEREREITERN B E B a0/H BB SR
TEHERNTEERD 7 #

Derived demand, e.g. for production and operation
Relatively more frequent purchases and in larger amounts
Fewer buyers

PTERK - fIAREEMNEE
BEREAHBIEERHEINEA

A ===
BROVER

Customization is needed and a long process of
negotiation between business buyers and the
seller

RZFBEM  BFXERETEHNEBRERE
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SECTION B.5d (Z&B-5d)

(d) Other than paying huge amounts of compensation to layoff staff, suggest
another drawback of Peter’s proposal to layoff serving staff. (2)

® may damage the reputation of Sansui Group

® |oss of existing customers

® may spread rumors of future layoff and the morale of remaining employees will
be affected

(2 marks for any relevant drawback with explanation, max 2 marks)

(R FEZEREEHTFNHEEST, RTEXM(TKREREN, ABHER—
E%k 5 RIEREL . (2)

® AIREiEEIIKEBEMES

o RBATF

O EMMARRRKIEAENES, EMEEETEIMNL
(R —IEVIRRE R RS, &2 5)

AN
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SECTION B.5e (£, &8-5€)

(e) (1) Assuming that the cost of capital is 6% per annum, calculate the net present value of setting up
‘super kitchen’. Based on the calculation, what is your recommendation to Sansui Group? (3)

(i) Describe another capital investment appraisal method that does not consider cash flows
generated by the ‘super kitchen’ project for evaluation.(1)
® (i) NPV of setting up ‘super kitchen’ (in million):

(1.06)1 ' (1.06)2 ' (1.06)% 204 =-1.69

Recommendation: The NPV value is negative and it means there is a reduction of HK$1.69 million
in firm’s net worth. Sansui Group is recommended not to invest.
® (ii) Accounting rate of return : the average annual net profit earned from the project per dollar of
investment
(2 marks for calculation + 1 mark for recommendation+1 mark for a/c rate of return, max 4
marks)

(e) VMEEREBENEETHRAA6%, AMFTHEFRIL [HBHRERE] MFRENPY), REBEFAERER,
fRE LK EEBFMEE 7 (3)

(VEFRFAERE [BEERE] BEEENHSR, St R—EEARETETE (1)
® (i) B3 [BMEE] KFHRME (NPV) :

’ L+ __204=-1.69

(1.06)1 ~ (1.06)2 = (1.06)3

B NPVESER, ERARMFETRA1698 T, BRLUKEETEERE,
o (i) ETME . T FWRBEZIBREMNE S RARMELILLE.
(Bt&E25 + B#15 + SEHEBME12, =E47)
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Business Management Module (BAFS Mock Examination) 2020/2021

Simply Bank isf@newly established Virtualbankiin Hong Kong.

® The bank plans to provide 24-hour banking services to its customers with mobile app instead of setting up physical
branches.

@® To recruit personnel in customer service and information technology and review our remuneration system and to provide
more fringe benefits.

® As for its promotion, Simply bank will develop e-marketing strategies instead of traditional marketing strategies.

® |[ts spending is far more than originally planned. It is high time for the bank to implement budgetary control.

® The bank could use internal financing as a source of capital for further expansion and operation.

MR R 1T 2 40 7 B ARAL A0 A BRERTT .
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Business Management Module (BAFS Mock Examination) 2020/2021

SECTION B.6a (£ 38-6a)

(a) Give two reasons to explain why Simply Bank should provide generous fringe benefits to employees. (4)

Build an image/ reputation as a good employer (e.g. providing longer maternity leave) to attract high-quality
employees

Benefits (e.g. training opportunities, club memberships) that can meet employees’ preference are supplements
to the direct financial payments and help compensate for lower and less competitive salary

More benefits offered will help satisty employees’ security and social needs (e.g. medical insurance, recreational
facilities) and help reduce absenteeism, employee health and morale.

More benefits (e.g. company-specific discount) offered will enhance staffiloyalty. This motivates staff, increase
their sense of belongings and _reduce turnover/ retain existing employees.

(2 marks for every relevant reason with explanation, max 4 marks)

(a) sFe tH MBI ER B 2R 55 U 4 £ 7 (S8R4T B A& B TR EBINEAR. (4)

BUBRKHEIER/ER [EFPETERMER) K KIEREWET

HLEER (FIINEHIME, ARHBEHE) TLURARRE IR, M EEMBERM iHEREEREN
RBRBEFNHTE

RUFSENFINRESTHNRSTEMATRE (FINSERER, R¥ERH) , HHBEVET, KE
BIREMEELTE

?zs#%ﬁ%?aiﬂl (WJDD#%EE‘J’A‘J?E?D) AEERTHAERE, STLUARET, @mihfisssEmmeE,
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Business Management Module (BAFS Mock Examination) 2020/2021

—

SECTION B.6b (£ #&B-6b)

(b) Apart from the method that proposed by Henry, suggest two other recruitment methods that are effective to
attract more job applicants. (4)

[ it is relatively cost-effective as it can reach a large number of potential
job applicants. e.g. the Classified Post or Jobs DB.com

-that specialize in matching job seekers with companies’ openings. e.g. commercial

°

employment agencies

® [Job fairs-a quick way for companies to attract a large number of job seekers. e.g. Education and Careers Expo
(2 marks for every relevant reason with explanation, max 4 marks)

OB TFHIEHENAZSN, RAGERTESRMATURSIESREBENHEBEAR. @)
o HEEE AREEIXEEME - CEESEEIMBEERANE, BSEREIASEME, FInREsEES
CERELEN FMACLSHKAEMET, FIINfELIBIEME,

- XA AR NEB RS aR o KEERE, fImBFERBRER,
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Business Management Module (BAFS Mock Examination) 2020/2021

SECTION B.6¢ (Z&B-6¢)

(c) Explain to Henry ani two differences between traditional marketing strategies and e-marketing strategies in promotion.

AR F R RE,

7z~

To make use of print and traditional media,
like newspaper, magazines, TV, radio,
outdoor display, etc.

FREIRImAMEHIRES - Al - 50 - B
R IEH - PINETRSE -

A standard message to all customers
METAEPBERER—HNER

Less interaction with customers
ROEEROE

Takes time to get the results
EERRKETEESESHG

Only reach local customers

EBESEAMER

One-way communication

BmEE

7E e b AT T RIE R B, (4)

To make use of online methods of promotion,
like social media, emails, blogs, keyword search,
etc.

M ERER IV - Al siREe -
Message to customers can be customized
o[ 12 {8 Rl &= P ET AREIRE R

More interactions with customers
HEFPN GRS

Real time marketing results can be obtained
o] NSRS S iH45
Can reach customers over the world

OJBEHRIMWES

Easier to have two-way communication
RESEIERBR

BFHE 18
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Business Management Module (BAFS Mock Examination) 2020/2021

SECTION B.6d(Z 38-6d)

(d) From the management perspective, explain with two reasons, why the implementation of budgetary control is

important. (4)

® Planning — the making of budgets forces each department to plan a quantitative direction that helps its formulation of
actions plans and effective use of limited resources

® Organizing- budget information assists_resources allocation and_cooperation across various departments of the bank,
allowing them to work together to achieve the bank’s goal

® |eading- budgeting allows managers to set definite targets of income and expenditure for employees to follow

® Controlling- budgetary control serves as a standard for performance management e.g. deviations detected early and
corrective actions can be taken immediately

(2 marks for every relevant reason with explanation , max 4 marks)

(o) HAEEERAE ZHREEARFEREATEFHHNEEE. 4)

stEl-RHI AR EEEEMMAREE/LLAR, UEMEITHE, RAZERARMER
ilf-TAEE M EFRMRBTIESMENEESENSE FEhfa4ERETEEMERSE S
BRE-TRARFEEEERAENKZBE FEIESER

o Zl-TEEEFIRI LMEATEBRIVAFE, FIUMERRREE M RIRENERLIE ik
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Business Management Module (BAFS Mock Examination) 2020/2021

SECTION B.6e (Z3B-6e)

(¢) Suggest a'source of internal financing’and give oRedisadvantagelof that Simply Bank

could use to finance its further expansion and operation. (2)

® Source: Retained profits
® Disadvantage: The amount of capital raised is limited

CEEEERTEENSENEE, stez—amia L 5.

o FMEAN: BEFHE
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Section C Essay Questions
( Examination Techniques)

®Pay attention to business issues and tackle the problem
from different perspectives.

®Read the questions carefully especially on the context
are specified.

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

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

paragraph)

69
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Business Management Module (BAFS Mock Examination) 2020/2021

5T B2 BA 75 1 s R 3R 2 5xl) 2020/2021

7. The coronavirus pandemic has had a significant impact on tourism industry due to the resulting travel
restrictions as well as a huge decline in demand among travelers in the world.
FEMXEEIRE KSR ERERHERE, FTRREBRDSTREREZNETE,

(a) With reference to the market segmentation concept, illustrate how the Hong Kong tourist
market can be segmented. ( 10 marks)

® Geographical segmentation - concerns dividing the market by location. e.g. Southeast Asia, Mainland,
Europe and the USA.

® Demographic segmentation — concerns dividing the market based on major demographic variables.
e.g. age group, gender, income, family life cycle (young singles, young couples, couples with
children attending school, retired couples etc.

® Psychographic segmentation concerns dividing the market based on consumers’ lifestyle
characteristics. Travel agents need to rely on market research to identify the typical lifestyle of
different consumers. e.g. social class and travel habits

® Behavioral segmentation — concerns dividing the market based on consumers’ behavioral responses to
travel services .e.g. objectives of tourists, travel frequency and loyalty status.

(M mhEERENBE, FMBNFARTUEREENEZTTE, (10)
o IER[RE : e ERE|STIE, FIANMNREFE, REIXKE, BOMAISEM,

o ANOEME : MAOLHKE SIS, FlanElmilnl. %5, WA, RELGEY (FEES. £
BRIn., AESEFLHXRm. BRXES)

o DEE  HHEANAERAXNFRE NG, RITHFEMRENISH T A A R &
REBIEELG R, A ERERMRTEE,

o TMER  KHEERHERBFHITARE FlaEFBR. REXRBIMERE)E S iz,

(BIEE VR ERR I 2265 AE R3S, ®mE105)
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7 (b) llustrate the differences on how a travel agent tailors its human resources management
functions to deal with a huge decline and a huge growth in demand among travelers in its

business. (10 marks)

HR functions
Manpower Planning

Staffing
(recruitment and
selection)

Performance appraisal

Reward management
(compensation and
benefit)

Training &
development

Managing employee
relations and
motivation

Hugh Decline in demand of travellers

The travel agent should forecast & compare its labour demand
and supply (D<S)for reducing labour as well as the labour cost.
e.g. no pay leave, offer voluntary resignation scheme, encourage

early retirement

Shrinking of recruitment but also ensuring that the remaining

workforce maintains its level of productivity and morale.

e.g. hiring senior positions through internal promotion to ensure
that the staff hired understand company values, temporary hire,

contract based employment.

Facing the declining demand among travellers, the performance
goal for staff (e.g. tour guides) will focus more on whether the staff

can help support the company to reduce cost.

The performance standard for staff will be less challenging e.g. a

smaller number of tours to be escorted by the tour guides.

Reasonable adjustments of cost-saving measures are available like ®

reducing benefits, reducing employees’ hours, work-sharing
programs, employee education and employee relocation.

Limited resources on on-the-job or off-the-job training programs

due to great decline of revenue in the slump situation.

The travel agent will focus on satisfying the physiological needs
(e.g. stable income) and security needs (e.g. job security)of their

staff during the decline in travel industry

Huge Growth in demand of travellers

The travel agent should forecast & compare labour
demand and supply (D>S) for increasing labour force to
deal with more travellers.

e.g. more external and internal recruitment plans

Expansion of recruitment activities ensuring the efficiency
and quality services in peak seasons of travellers.

e.g. recruitment of more counter salesmen and tourists
guides to cater for the rising demand of travellers.

Facing the rising demand among travellers, the
performance goal for staff (e.g. tour guides) will focus
more on whether the staff can support the company's
expansion, maintenance of competitiveness. defending
market share

The performance standard for staff can be more
challenging e.g., a larger amount of tourists served by a
tour guide in a certain period

Reasonable compensation policy to reward and motivate
staff in peak seasons like basic monthly salary and bonus
offered to staff with superior business performance

More resources on internal and external training
programs to enrich staff in various capacities of jobs due
to boom situation for future development.

The travel agent will focus more on satisfying the ego
needs (e.g. more recognition of good performance) and
self-actualization needs (e.g. language training for tour
guides/ escorting more long-haul tours)
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Business Management Module (BAFS Mock Examination) 2020/2021

SECTION C.8a (R &B-8a)

Hong Kong’s restaurant industry is highly competitive. Local small fast-food restaurants usually face keen competition with large fast-food
chains. In order to gain a competitive edge, they require a detailed analysis of the marketing mix strategies of their existing competitors.Z

AHERERFHI, EHXREEHRZEEMRE, NNREELRFED,

5 SR,

FEMODMBRFHFNHISEN

(a) Mlustrate the differences between the marketing mix strategies adopted by a small fast-food restaurant and a large fast-food chain.(10)

/N REEEANEEHRERENTISERESREBRATRZE.

Product

= O
J==4s[a]

Price

B8

Promotion

HE

Limited options of food for choice
more tailor-made food quality
EmEERD
RHEZEREERTEE

A narrow range of pricing techniques to sell
products( more concern on competitive price)
Value pricing, cost plus pricing and bundle pricing
etc.
ERBRENEBRIEGRFHANETEIZE)
BEEE - HANMREENRAEES

Promotional pamphlets distributed nearby
By own sales force/ word-of-mouth to contact local
customers

EREEMITIK /)N EE
BB ECHESK M/ DRBBHITINEA

(BEEVIM LR MRS 35, &2109)

Place
VAN z

Limited branches in designated areas
TRERERARENDE

A variety of options of food for choice
More standardized food quality

EmEERS
SERFEENEmmE

A wide range of pricing techniques to sell products( lower
price due to economies of scale reduce cost)

Value pricing, cost plus pricing, price discrimination and
loss leader are some of popular techniques
ERABENTEBERBFERELSERIERA)
BEEE mANKEE  BREENERNEHEEE
RIS R IER

Promotion by mass advertising. e.g. TV, newspaper,
magazines and internet advertising

Promotion by salesmen to walk-in customers in different
branches

Building positive image of the brand by brand
differentiation and specialization during promotion

o AAARGRERES - ER - MK HISNEMBES

EITHRE

o HEABEEREABN D ENBEEEER
o XAMBERCAERE  MBRLREE TSR

AR AR &

Many branches located in different areas
DIEREM D MR AR &E



BERIRRH (8a)

0} Im THAS o] pundnit , Ywall fad —fred rutaniant ji{ (o TP oen e
et Jaar ATt v . - taastg Podifem u g %ﬂ/m( ,f f Hf f‘ el WNV

LowAy vt iyt Fiod uharid vt fint [ofs arl- e Y g [ °f’4"7m ot YW‘J' .

Fathmw o] b WTsbw WYY of Fd B | ik ({4 £ oo piHamirnot | T (Tatm
(L fmatl  Farf—freed jud] aviast ng pui) j‘-p[,wj )

DU 14 (gl Vnmalest nug | 14 federfint ) THWJ AWt Wted of drffumT mwpet ffjwwv .
sy o v rrtiativt amd NTTranl NG (wea |

Ui pmkans i Aan) w B ) Sy vl iy o

|4- 1 Gelvay oirerdt Jamdindti ¢4 ) o it et Haf [afif

e d g}wm? Tt et o4 e cmifurt | (‘f
pnethe ), Pt Lo 118 swall jealt ”;,{"fm i o

T | it 1 et fony i it gt o b

«f‘n,z! AT Er] gmdm'bl.-"l hnm'uwrﬂj-{r“ﬂ } {MM

provitted khm-v;w L4 vj-ﬂ:-f_ :Tw{ :::mf;gﬂ VT, 7 \)’V\{/\/ WWTWVL \/WMl-[j’ W~ M WA (4T S (WVPM W
JArgia ‘-._,wa-w-*i‘{.-tvj-l b el Lzm_t-ﬂ dlih s Laief [ _f
e Ml " alf "“/MTWWM (oYM )
|| it bl e ST e gl o) & H MWT:’AM |4 J’HMMMMMMWMW%M

=Tl Lo Wamrfam U WA wm kel W Hﬂﬂnﬂ‘f%- I W(MT [l m Wj/f/‘ ML‘E‘% Mw’[“’] MW

BERLVE Em (product) M2 8 (place) WEEZ/NEBERREE(local small
fast-food restaurants) B2 KB EFH IR E EH (large fast-food chains) {FaF Al %
tE




B4 RIFRA (8a)

|".4.-1[ f“"’"“rf

Wf{m_mi :-7" vl Al fmall f"r“‘r'"ff WTHMWTA

thﬂl'wr\:l 4t m

‘dTﬁ,nm»?Elu.cc[. [en | fm—f{~+mpm Fiag | P‘"’I‘ﬂf f,-*

gt B (R Symatt £ foed VAT AL T Cammd G .

fada i) -d’m‘“ﬂ-i{ﬁr f

RNERAREHR

LA h[r'i"f 1:
BEENEEBRE

it o} Sald v{ g Tov i it taiw | if’l(;'

[.5'%'51; ot frel AT e, ff.dwr Praclna]in i’.ﬂ“]“ﬁm Ler
s e

—Therefere; relative lower prices can be setbyvtarse

||F‘L b Y T W“aﬂw fastfood chains as they enjoy ccnnnmics of scale

ANEEHREEE

VA Ta[,m:wt n-,F ?vwﬂ‘t‘mf Twi §iwa| (el Feat ;F—Hﬂ{ g " .'..-l

B E AR (sales Virtanvent WAL (Aant -Tevs? gl (altd prvmgm M—r’?—gl x,\

promotion) {E¥EE

e | ot foat frod Ftptmne gt A v gﬂdﬂ"v-ﬂrﬁl"—r"hf"

-541-:1,4-—&:{' #A el v T {er bLoet A ﬁh&ww of ,«" ;i

L"x |

gaocrtﬂ Gt ?‘*"'f@i“‘** eATpin el LA Frrenf J-//- |‘|

W’W [al] by e Wit [ YT YU | P e |

AT pircd  Cvtownn gt o f (ot 2T el piiTorrars )
| -




| S Y
PPN ~/11 Sl
a~ 5
a3 v.H? zam_,. P
Al e ¢ S
AN -~ /. u_u_Anl
S % g
T I S 2
AP % Ny = W)

e

gt

s, AR

ey s ,,,%,rfm = E
=0 W =) il/m _#,_._ z

M e N
ESES : = K
ool =2 s K

~ X Reep) Ay ._._m
pe o I g
,Mmm =) s-¢, ﬁm .ﬁﬂw_—m
=N = NN K 40
; ¥ .Il%. | s e = o
; = oo H.\l” A Iﬂ._._ S
i Yo = s pee N /.VM»H 2 ar
B 7 Lo = 3
3ol e \E e WWM_E
w J[ A o el e = X

et 8 ,A%N ) x“/ln % E%
el e =E
A\..un uw."h .».w m, 1\% 1o m
o S T el Y e [
3 s = i

A\ e 5 o)
S o g Bl He i

=N S Y ~
G < —

1589 WY =0

ShE
]
i
744

bl Y
b A sl AR
) P X D
| A - %a. «L\t &
N e < y4 = 37
o X el 98 ~ &
3 A o4 =
N N Boel o WY =,
2% Wi B oy = %W ey
! N S ;
P (oA R R
=T e 4.4r S
N P

Sl - N
H &wﬂ. <l
Lol BE)

s X AR

e s ....!“

P EY Ven

>
)

1A

4
o

Quesaon No. __...__.g




SECTION C.8b ((A3B-8b)
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Business Management Module (BAFS Mock Examination) 2020/2021

(b) Discuss the factors affecting a small fast-food restaurant when using debt financing. (10)

ost of financin (iinterest (iharged by bank) - A small fast-food restaurant usuallgl bears higher cost of borrowing without better terms
ue to 1ts small business scale. But the higher the interest expense, the lower the tax expense for the restaurant.

Dilution of control — Debt financing does not affect the control of the owners over the fast-food restaurant. This is because creditors do
not have voting right. Equity financing may reduce existing owners’ control over the fast-food restaurant.

Risk and rofitabilit%/ —AsmFII fast-food restaurant maé/ be_sued b%/ %r_eiditors if it cannot pa¥ the debt at m,aturiltjy. Penalties are also
glven to the restaurant who fails to gagt e debt that directly its profitability. Even worse for its facing winding- up problem if
ccumulated debts not yet paid for a long time.

Asset a\s collaterals - Limited assets could be used as collateral to secure loans by a small fast-food restaurant. Therefore it is hard to
secure large amount of loans for further expansion.

Flexibilit1¥ in the fund usage- Dept financing usually restricts the borrowed fund to be used for a sBecific urpose. In fact, creditors
FSHaItI rr% _%r '!glnn%teegt%%%lt o0 small scale business arid the activities involved are usually restricted by the bank, e.g. short-term OD or
g ins :

(b) BERR/DEREEETRRMEFTEZSENER. (10)

MERA/FIBRAX- FERARS, BEEXKTEEERFEM/ N MEREEE BB AIZARFIHE L.
%%E‘Eﬂ—Eﬁﬁﬁﬁﬂzgﬁﬁ%ﬁﬁ'&’ﬁﬁiiﬂ‘]ﬁ%ﬂ% REXsFHEEE. Rk, EERESHRERTREIHREEME

2 - SRR R MR AT AR A N BRI A RS, FESREEES
SR, R R TR G Sy R R EIM A AT A, Wma
?g?ﬁﬂn'ﬁ':— LEMERFFEGEERMERS, EBNEREERGRBBEREZ (AT, BBLIEBEREEZFEREERA

b i e LRh i e R R e Y S

(BREYMEAR3S, &Z105)
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The End of 2020-
2021 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
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®Give clear answers with relevant explanation
and examples according to question scenario

@751
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® 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
Janet Lai (Cheung Chuk Shan College)


https://youtu.be/T1O83thS0Yo

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



