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1 INTRODUCTION 

 

Dear Student 

The purpose of this tutorial letter is to provide you with feedback on Assignment 01, 02 and 03 as 
well as information regarding the examination. 

 

2 CONTACT DETAILS OF YOUR LECTURER 

 

Questions regarding the academic content of this module may be presented to the primary 
lecturer:  

Ms. Shamila Ramjawan: ramjas@unisa.ac.za   

 

Secondary lecturer:  

Ms. Tiyani Baadjie: baadjtp@unisa.ac.za 

 

You may refer to Tutorial Letter 101 for all other contact details. 

 

3 EXAMINATION GUIDELINES 

 
Please note the following important information: 

3.1 Semester mark 

Your semester mark is the mark you obtained for your assignments. You had to submit two 
assignments during the course of the semester. These assignments constitute 20% of your final 
mark, and your examination mark constitutes 80%. You must obtain a subminimum of 40% in the 
examination to pass, regardless of the semester mark you obtained – even if it is 80% or more. 
In order to pass the examination, you require a final mark of 50%. 
 

3.2 Examination paper  

The duration of the examination paper is two (2) hours. 

Please read the following information about the examination paper carefully: 

 All chapters of the text book are covered in the examination paper. The questions in the 
assignments will also help you in your preparation for the examinations.  

 Some questions are specific theoretical questions, for example, definitions or explanations 
of the meaning of important concepts in the study material. 

mailto:ramjas@unisa.ac.za
mailto:baadjtp@unisa.ac.za
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 The examination paper is not easy, you have to study and have a good knowledge of the 
work. Please spend time preparing for the examination. Read the textbook a few times, 
summarise the important concepts and make sure you understand them. 

 Please read each question carefully before answering it. Take note of key words like “list” 
or “explain” and do what the question requires you to do. If you only list things when you 
also have to explain them, you will only get part of the marks. 

 Keep in mind that you are not studying the work for examination purposes only. You have 
to know and internalise the information to ensure a successful business. 

 The examination paper is set in English.  

 The examination question paper counts a total of 70 marks and consists of two sections. 
Section A (30 marks) is compulsory and the questions will be based on a case study. 
Section B (40 marks) will consist of three questions (20 marks each) of which you will 
have to answer two of the three questions. 

 The Examination Department will notify you of the examination date and time. 

 The memoranda to Assignment 01, 02 and 03 are also included in this tutorial letter. Make 
use of these model answers to assess your own work. 

 Please be informed that the supplementary examinations will take place in 
October/November 2019. 

 

4 FEEDBACK ON ASSIGNMENT 01 

 

FEEDBACK ASSIGNMENT 01 

 

1. Option 2 is the correct answer. Determined and persevering entrepreneurs show 

confidence in themselves and in their business and are prepared to face difficult situations 

and problems. Refer to page 8 of the prescribed textbook.    (1) 

 

2. Option 3  is the correct answer. Donald is a basic survivalist. Someone who for example 

sells fruit at a traffic light is an example of a basic survivalist. Basic survivalists operate 

until they are presented with a formal job or an entrepreneurial opportunity. Refer to page 

12 of the prescribed textbook.    (1) 

 

3. Option 3 is the correct answer. Social entrepreneurs are motivated by a deep desire to 

improve upon or fundamentally change prevailing and detrimental socioeconomic, 

educational, environmental or health conditions. Refer to page 12 of the prescribed 

textbook.            (1) 
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4. Option 2 is the correct answer. Environmental barrier includes factors such as lack of 

skilled labour, machinery funds and infrastructure. Refer to page 13 of the prescribed 

book.            (1) 

  

5. Option 3. is the correct answer Factors that can cause psychological risks include stress 

related to working long hours without taking time to eat healthy and exercise regularly. 

Refer to page 16 of the prescribed book.      (1) 

  

6. Option 1 is the correct answer. The word entrepreneur is derived from the French word 

‘entreprendre’ and it means to undertake. Refer to page 5 of the prescribed textbook.  

            (1) 

 

7. Option 4. is the correct answer Proactiveness relates to forward-looking, opportunity or 

advantage-seeking behaviors that enables one to use or create gaps in the environment. 

Refer to page 29 of the prescribed textbook      (1) 

 

8. Option 2. is the correct answer Leadership is the ability to influence people to work 

willingly towards a desired vision. Refer to page 31 of the prescribed textbook (1) 

 

9. Option 3. is the correct answer Transformational leaders motivate their followers by 

encouraging them to out group interest first. Refer to page 33 of the prescribed book 

(1) 

10. Option 1. is the correct answer Organising involves coordinating resources to ensure the 

successful coordination of tasks.  Refer to page 36 of the prescribed book. (1) 

 

11.  Option 2. is the correct answer Prioritising which task needs to be done first can assist 

entrepreneurs who are overwhelmed by what needs to be done and how it should be 

done. Refer to page 38 of the prescribed book.     (1) 

 

12. Option 1. is the correct answer The M in SMART goals refer to Measurable. Refer to 

page 48 of the prescribed book.        (1) 
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13. Option 2. is the correct answer Social networks are relationships with other firms based 

on strong personal relationships with individual such as friends, relatives and colleagues. 

Refer to page 61 of the prescribed textbook      (1) 

 

14. Option 1. is the correct answer Social media refers to web-based services that allow 

individuals to create a public profile using marketing platforms such as social media. Refer 

to page 62 of the prescribed book.       (1) 

  

15. Option 2. is the correct answer Networking is not costly and does not require an expert. 

It is easily accessible to everyone as it involves simply talking to people and making 

connections. Refer to page 62 of the prescribed textbook.    (1) 

 
16. Option 3. is the correct answer National Development Agency targets South African 

young entrepreneurs between the ages of 14 and 35 through various programmes such 

as business mentorship and funding. Refer to page 67 of the prescribed textbook. 

            (1) 

 

17. Option 2. is the correct answer Innovation is the transformation of creative ideas into 

products and services. Refer to page 95 of the prescribed textbook.  (1) 

  

18. Option 1. is the correct answer Business model is the overall plan of how a business 

proposes to create value for its customers by satisfying their needs from its innovation 

and make revenue from its operation. Refer to page 100 of the prescribed textbook. 

            (1) 

 

19. Option 2. is the correct answer Creativity is defined as the generation of new ideas or the 

enhancement of existing ones to solve problems. Refer to page 92 of the prescribed 

textbook.           (1) 

 

20. Option 2. is the correct answer Demographic segmentation is dividing the market 

according to age, gender and city. Refer to page 114 of the prescribed textbook.  

            (1) 

 
            (20 x 1 mark) 

TOTAL MARKS:           [20] 
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FEEDBACK ON ASSIGNMENT 02 

 

QUESTION 1 

 

1.1. One other important skill related to networking is the ability to pitch. Describe an 

elevator pitch and explain how Koena used it to as a tool for networking. (4) 

 

Refer to page 29 of your prescribed book. 

 

An elevator pitch is a short description that highlights what the business does and what is 

unique about the business. It is usually done to sell the business to someone who may add 

value to the business, like a potential investor.       (2) 

 

Application to the case study: Koena used the elevator pitch to sell her business to 

potential investors which won her R1000 and mentorship.    (2) 

1.2  Discuss career risk and indicate how Koena took a career risk as part of her 

entrepreneurial journey.         (4) 

Refer to page 16 of the textbook. 

 Career risk can be a result of choosing to start a business over a successful career. The 

entrepreneur might experience challenges in finding new employment   (2) 

Application to the case study: Koena declined an offer for formal employment to pursue 

her business interests. She risks the business failing, not finding new employment if she 

decides to pursue formal employment and lose income.     (2) 

1.3 Koena uses social media to market her jewellery business. Briefly discuss the six 

benefits of social media in relation to the case study.    (10) 

Refer to page 63 of the textbook. 

Social media networking is cost effective, saves time and money. Koena uses Facebook 

and Instagram to process orders and advertise her business which is cost effective and 

fast as she transacts in real time.        (2) 

 The use of social media as a networking tools makes it possible for Koena to 

communicate with her customers with ease, and in real time. The communication 

with her customers takes place at anytime, anywhere.    (2) 

 Koena uses social media as a communication tool, she is able to reach a large 

number of customers, some customers who are followers of her followers may see 

her posts and become her customers.       (2) 

 Koena is able to communicate with her customers and receive immediate 

responses, as such time is minimized to action her orders.   (2) 

 Social media is easy to use. There is no need for Koena to spend time and money 

and training on social media.       (2) 
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 Koena can make use of social media to change and update her catalogue with a 

new product range. She can also change and edit quantities in real time. (2) 

1.4  Explain how Koena experiments with an idea, as another approach to assist in 
simulating creative thinking in an entrepreneurial context.   (2) 

Refer to page 98 of the textbook. 

 Koena started making handmade jewellery while completing her studies, she could test 

the market and idea by selling the products at campus, while making changes as she 

receives feedback from her customers and ultimately create the perfect product. (2) 

1.5 Briefly discuss the following five characteristics of entrepreneurs that resonates 
with Koena’s case study.         (10) 

Refer to page 7 and 8 of the textbook. 

- Passion           

Entrepreneurs should start businesses that they are passionate about. They are more 

likely to succeed in pursuing a business that they find interesting and fascinating. (1) 

Application to the case study: Driven by her passion for arts and crafts, Koena pursued 

a business that she was interested in while growing up and learned how to make 

handmade pieces from her grandmother.       (1) 

- Perseverance          

Entrepreneurs are not easily discouraged when things are bad. They believe in their 
business despite setbacks                (1)  

Application to the case study: Driven by her passion for arts and crafts, Koena pursued 
a business that she was interested in while growing up and learned how to make 
handmade pieces from her grandmother.      (1) 

- Willingness to take risks         

Entrepreneurs are people who take calculated risks.     (1) 
               
Application to the case study: Koena turned down a 9-5 job to pursue her business. She 
faces personal risk should the business not succeed and lose income that she would have 
earned had she accepted the job.        (1) 

- Commitment and determination         

 Entrepreneurs are tenacious, decisive and persistent in problem solving. (1) 

Application to the case study: Koena is decisive and committed to her business 
interests, she demonstrates it by enrolling for a diploma in jewellery design while she could 
be earning a salary after completing her diploma.     (1) 

- Creativity and innovation         

Entrepreneurs are open-minded, flexible quick learners.    (1) 
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Application to the case study: Koena is demonstrates her creativity and innovativeness 

by the choosing not to sell her jewellery in a conventional way but selling her pieces at 

markets and using social media.        (1) 

      [30] 

 

QUESTION 2 

 

2.1 Briefly discuss the five steps in the budgeting process and explain the activity 

involved in each step.  (10) 

Refer to page 181 of the textbook. 

  

 Step 1: Define your goals  (1) 

 Think about what you want to achieve (sales volume or revenue) as well as how 

much sales revenue you need to generate to stay afloat.  (1) 

 Step 2: Collect information  (1) 

    Get an estimation of all income and expenses (variable and fixed). (1) 

 Step 3: Draw up the budget  (1) 

    Use a template or spreadsheet to upload collected information.  (1) 

 Step 4: Control the budget  (1) 

    Monitor periodically the progress at predetermined checkpoints  (1) 

 Step 5: Make adjustments   (1) 

    Adapt figures as necessary to ensure that the defined goals are met. (1) 

 

2.2  Briefly discuss the five factors to consider in deciding on promotional mix. (10) 

Refer to page 124 of the textbook. 

 Location of customers.  If customers are widely scattered over a broad geographical area, 

advertising may be the best option, otherwise use personal selling.  (2) 

 Characteristics of the target market. The small business marketer must understand and 

define his or her target market.  Once identified, this targeted market will influence all 

decisions of the business regarding the particular market.  (2) 

 Nature of the product. The nature of the product will determine the best method for its 

marketing methods, e.g. business that sells a low-priced product will advertise in a local 

community newspaper that is available free of charge.   

  (2) 
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 Available budget.  The selection of advertising media will be influenced by the availability 

of funds.  (2) 

 Stage in the product life cycle.  The promotional mix changes as the product goes through 

its life cycles, e.g during the introductory stage, the aim is to make customers aware of the 

product and so extensive advertising is required to inform the target audience about the 

product.  (2) 

      [20] 

 

QUESTION 3 

3.1  The market comprises various customers with different needs and wants. Through 

market segmentation, the market can be divided into groups of similar needs and 

wants. Discuss the four market segments   (8) 

  

 Geographic variables refer to segmenting the market by geographical region, size, 

population and climate.   (2) 

 Demographic variables refer to segmenting the market by gender, age, family size, family 

life cycle, personal income, marital status, occupation, religion, race or ethnicity, life stage, 

etc.    (2) 

 Psychographic variables refer to segmenting the market by lifestyle, eg, conservative or 

liberal, personality eg, compulsive, impulsive, ambitious, aggressive, social class, eg, 

lower, middle, upper, values, innovators, thinkers, achievers, etc.  (2) 

 Behavioral variables is segmenting the market by purchase occasion (regular or special 

occasion), benefit sought (economy, convenience, prestige, speed or service), user status 

(first-time buyer, regular user, potential user, ex user), usage rate (heavy, medium or light), 

etc.    (2) 

 

3.2 The production process comprises a system. The system involves three stages. 

Briefly explain the stages and provide example for each   (6) 

Refer to page 140 of the textbook. 

 Inputs, the production process starts with input of items such as raw material, labour and 

information into the process.  (2)  

 The inputs will then go through the transformation process through product design. 

    (2) 

 It is then transformed into the final output which are goods and services.  (2) 
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3.3 Differentiate between creativity and innovation  (4) 

 Refer to page 91 of the textbook. 

 Creativity refers to the ability for an individual to generate new ideas towards solving a 

particular problem. For an individual to be creative, they must be able to identify a problem, 

find new ways to solve those problems.  (2) 

 Innovation is a function of creativity, it is the transformation of creative ideas into products 

and services.  (2) 

3.4 Define leadership  (2)  

 Refer to page 31 of the textbook. 

 Leadership is the ability to influence people to willingly work towards a desired vision or 

goal.   (2) 

      [20] 

TOTAL:            70 MARKS 

 
ADDENDUM C: SELF-ASSESSMENT ASSIGNMENT 

FOR SEMESTER 1 AND SEMESTER 2 

FEEDBACK ON ASSIGNMENT 03  

(Do not submit this assignment) 

 

QUESTION 1 

1.1 In business, risks are involved, as valuable resources must be committed to a 

venture. Describe the four (4) types of risks involved in a business.  (8) 

 Refer to page 16 of your prescribed textbook. 

Financial risk: entrepreneurs invest money in the business expecting to make sufficient 

profit with the investment. Good financial decision and sound cash flow management 

practices need to be followed to minimise financial risks and financial pitfalls. (2) 

 Personal risk: the entrepreneur invests too much energy and time in the business, 

consequently, sacrificing the joys of family and social life.    (2) 

 Career risk: this can be caused by leaving a successful career to start a business. If the 

business fails, the entrepreneur might have difficulty in finding other employment and might 

have to rebuild his career.         (2) 

Psychological risk: sometimes an entrepreneur allocates many hours to the business 

without taking time to eat healthily and exercise regularly. He should be aware of the 

factors that can cause stress, e.g. finance, social issues and the need to be successful. 

(2) 
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1.2 In table format, describe the basic management functions.   (12) 

Refer to page 16 of your prescribed textbook. 

 

Planning Creating a detailed strategy to 

achieve the goals of the 

organisation. 

Deciding what should be done. 

Example: Planning a road show for 

a new product. (3) 

Organising Coordinating resources to ensure 

the successful execution of tasks. 

Deciding how It should be done 

Example: Allocating tasks to team 

members. (3) 

Leading Providing direction to employees to 

ensure the success achievement of 

organisational goals. 

Management says when it should 

be done. 

Example: providing guidance to 

team members about their tasks 

and how to successfully achieve 

them. (3) 

Controlling  Evaluating the achievement of 

goals against the set standard. 

Management ascertain whether the 

task has been done satisfactory 

Example: Chairing a debriefing 

meeting to ascertain whether the 

road show was successfully 

executed. (3) 

 

             [20] 

QUESTION 2 

2.1 Entrepreneurs are driven by a great need for achievement. Discuss the importance 

of goal setting.          (10) 

 Refer to page 45 of your prescribed textbook 

 Setting goals help develop a blueprint for the success of the business. It ensures 

that a detailed plan of action for the entrepreneur. Entrepreneurs need goals to 

achieve their vision.         (2) 

 Setting goals sharpen an entrepreneur’s focus. Setting clear, specific and 

measurable goals helps an entrepreneur sharpen their focus. Clear goals allow 

entrepreneurs to priorities certain aspects of the business that will enable them to 

achieve the bigger picture of the problem.     (2) 

 Setting goals sets in motion an entrepreneur’s plan. Realistic goals allow the 

entrepreneur to make incremental steps towards his or her desired future. (2) 



ETP2M1E/201 
 

13 

 Goals helps measure and track progress. Setting goals can help the entrepreneur 

to measure and track progress towards the desired vision.   (2) 

 Goal setting helps the entrepreneur discover knowledge about the business and 

self. Pursuing goals may be a learning curve for the entrepreneur, while some things 

work out the way they want and some not, they will learn something about 

themselves and the business they operate in.     (2) 

 

2.2.1 Provide a definition of the term networking.      (2) 

 Refer to page 59 of your prescribed textbook 

 Networking is the process of meeting people, sharing information and ideas and building 

relationships that can be beneficial to those involved.     (2) 

2.2.2 Explain the four (4) networking spheres.      (8) 

 Refer to page 60 of your prescribed textbook 

 First contact: Family members. Family members are usually the first point of 

contact in our daily interactions, they play a very important role in sharing 

information and connecting you or your business to people in their network. 

           (2) 

 Second contact: Friends. Informal conversations with friends may lead to an 

opportunity to create a networking opportunity for your business.  (2) 

 Third contact: Colleagues, church members, classmates and neighbours are 

the people that you speak to on a daily basis, but they are people very important to 

your business: they can connect you to a potential investor.    (2) 

 Fourth contact: Business associates, referrals, mentors are the people you do 

not speak to on a daily basis but are very important to your networking circles. They 

sign that important deal for you or share very important information with that could 

benefit your business.         (2) 

             [20] 

QUESTION 3 

3.1 Discuss the seven (7) steps to ethical leadership.     (14) 

 Refer to page 84-85 of your prescribed book 

 Acknowledge and openly discuss the complexities involved in making ethical 

choices.           (1) 

Openly discuss the ethical grey areas and acknowledge the complexity of work life 

with subordinates.          (1) 

 Make ethics part of the day-to-day business.      (1) 

Leaders must make it clear to their employees that ethics is the order of the day at 

the organisation.          (1) 

 Promote respect and trust.        (1) 
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Build a culture of respect and trust.       (1) 

 Ethical behaviour goes beyond just following laws and regulations.   (1) 

Ethical leaders need to take action and show stakeholders that they actively engage 

with ethical issues in an appropriate manner.     (1) 

 Expect and demand high ethical standards.      (1) 

When it comes to ethics, do not allow for excuses.     (1) 

 Celebrate positive ethical moments.       (1) 

Become a proactive ethical leader by taking time to celebrate positive ethical 

choices.           (1) 

 Constantly remind all stakeholders of the importance of ethics.   (1) 

Integrate ethics into every action of the business.     (1) 

  

3.2 Discuss any three (3) characteristics of creative people.     (6) 

 Refer to page 101 of your prescribed book. 

 Seeing possibilities 

They see possibilities that others do not see.      (1) 

They are not the average thinkers, they are game changers and they set their own 

rules and help solve complex problems.       (1) 

 

 Quest for knowledge 

Information is a powerful tool for entrepreneurs.     (1) 

They therefore continuously seek new information and knowledge. This helps them 

to stay ahead of their competitors.       (1) 

 

 Insatiable desire for solution 

Successful entrepreneurs have a desire to work towards finding solutions for 

existing and future problems.        (1) 

The world’s best innovators started with a dream that later developed into ideas to 

solve a particular problem or achieve a particular goal.    (1) 

 

 Imaginative 

Imagination sets your mind free from the restrictions that may prevent you from 

conceiving the best ideals to solve the most complex problems.   (1) 

Think outside the box.         (1) 

 

 Future oriented 

Creative people are always focused on the future.     (1) 

They are forward thinkers who uses today’s solutions to solve tomorrow’s problems. 

           (1) 

(Any 3x2 marks) 

             [20] 

TOTAL:            60 MARKS 
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