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General Instructions to the Candidate :
 1. Write the serial number of questions properly as given in the question paper while answering.
 2. Write the correct and complete answer.

Code No : 27 (NS) 

SECTION–A

 I. Answer any ten of the following questions in a word or a sentence each. While answering multiple choice 
questions, write the serial number/alphabet of the correct choice and write answer corresponding to it. Each 
question carries 1 mark: 10 × 1 = 10

 1. What is meant by Management ?
 2. Who is the ‘Father of General Management’ ?
 3. Which of the following is not a dimension of Business Environment ?
  (a) Economic Environment
  (b) Social Environment
  (c) Technological Environment
  (d) Natural Environment
 4. Give any one example for Rule.
 5. Which of the following is not an element of delegation ?
  (a) Accountability (b) Authority
  (c) Responsibility (d) Rights
 6. Which of the following is off-the-job training method ?
  (a) Coaching (b) Films
  (c) Job rotation (d) Internship training
 7. Name any one element of Direction.
 8. Expand ROI.
 9. What is meant by Capital Structure?
 10. Which of the following is a money market instrument ?
  (a) Treasury bills (b) Debentures
  (c) Equity shares (d) Preference shares
 11. Who is a Marketer?
 12. Write any one Consumer Right.

SECTION–B

 II. Answer any ten of the following questions in 2 to 3 sentences each. Each question carries 2 marks: 10 × 2 = 20
 13. Stale any two importance of coordination.
 14. Write any two significance of Principles of Management.
 15. Write two differences between Unity of Command and Unity of Direction.
 16. What is Planning?
 17. Define Organising.
 18. Name any two important tests used for selection of employees.
 19. Mention any two features of Motivation.
 20. Give the meaning of break even analysis.
 21. State two objectives of financial planning.
 22. Write any two development functions of SEBI.
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 23. List out any two differences between Marketing and Selling.
 24. Write any two importance of consumer protection from consumers' point of view.

SECTION–C

 III. Answer any seven of the following questions in 10 to 12 sentences each. Each question carries 4 marks :
 7 × 4 = 28
 25. Briefly explain any four techniques of Scientific Work Study.
 26. Explain any four features of Business Environment.
 27. Explain any four features of Planning.
 28. Write the benefits of training and development to employees.
 29. Briefly describe first four steps involved in controlling process.
 30. Briefly explain any four factors affecting financing decisions.
 31. Explain any four factors affecting the requirements of fixed capital.
 32. Describe briefly the elements of Marketing Mix.
 33. Explain the types of channels of distribution.
 34. Explain any four consumer responsibilities.

SECTION–D

 IV. Answer any four of the following questions in 20 to 25 sentences each. Each question carries 8 marks :
  4 × 8 = 32
 35. ‘Management is considered to be both an Art and a Science’. Discuss.
 36. State the advantages and disadvantages of Formal Organisation.
 37. Discuss any eight commonly used external sources of Recruitment.
 38. Explain the Principles of Directing.
 39. What is Stock Exchange? Explain the functions of Stock Exchange.
 40. Explain any four merits and any four limitations of advertising.

SECTION–E

(Practical Oriented Questions)
 V. Answer any two of the following questions. Each question carrier 5 marks : 2 × 5 = 10
 41. As a manager what logical steps you would follow in planning process before executing a project.
 42. Draw the organisation chart showing Divisional and Functional structure.
 43. As a marketing manager, suggest any five sales promotion activity to boost the sales.

ll
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SOLUTIONS
As Per Scheme of Valuation 

(Issued by Department of PUE, Karnataka)

SECTION–A

I. 1. Management is a process of getting things done 
with the aim of achieving goals effectively and 
efficiently.

OR
  Management is the art of getting things done 

through and with the help of others in order to 
achieve the specific organizational objectives. 1

 [Any one]
 2. Henry Fayol 1
 3. (d) Natural environment 1
 4. Wearing ID Card in college campus
 [Any other rule] 1

 5. (d) Rights  1

 6. (b) Films  1

 7. Supervision [Any one point out of 4] 1

 8. Return on Investment.  1

 9. Capital structure refers to the mix between owner's 
funds (equity) and borrowed funds (debts). 1

 10. (a) Treasury bills  1

 11. Marketer refers to any person who takes more 
active part in the process of exchange.  1

 12. Right to safety [Any other rights] 1

SECTION–B

 II. 13. (i)  Growth in size
   (ii)  Specialization. 1+1

[Scheme of Valuation 2020]

  Detailed Answer:
   (i)  Growth in size : With increase in size of 

organisation, number of employees also 
increases. Therefore, coordination helps to 
harmonise individual goals and organisational 
goals for organisational efficiency. 

   (ii)  Specialisation: Complexity of business 
environment requires various functions to 
be performed by specialists. Specialisation, 
inturn, brings out the need for greater 
coordination because of the diversity of 
activities of different specialists. 

  14. (i)  Providing managers with useful insights 
into reality,

   (ii) Scientific decisions 1+1
[Scheme of Valuation 2020]

  Detailed Answer:
   (i)  Providing managers with useful insights 

into reality : Adherence to these principles 
will add to their knowledge, ability and 
understanding of managerial situations and 
circumstances. It will also enable managers 
to learn from the past mistakes and conserve 
time by solving recurring problems quickly. 
As such management principles increase 
managerial efficiency.

   (ii)  Scientific decisions : Management principles 
help in thoughtful decision-making. They 
emphasise logic rather than blind faith. 
Management decisions are taken on the 
basis of principles which are free from 
bias and prejudice. They are based on the 
objective assessment of the situation.

 15. Difference between Unity of Command and Unity of Direction:

BASIS UNITY OF COMMAND UNITY OF DIRECTION

1. Meaning One subordinate should receive orders from 
one superior and should be responsible to only 
one superior.

Each group of activities having same 
objective must have one head and one plan.

2. Aim It prevents dual subordination. It prevents overlapping of activities.

  1+1

 16. Planning means setting objectives and targets and 
formulating an action plan to achieve them.

 17. According to The Haimman, "Organizing is the 

process of defining and grouping the activities of the 
enterprise and establishing authority relationships 
among them". [Any other definition] 2
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 18. (i) Intelligence test
  (ii) Aptitude test 1+1
 19. (i) Motivation is an internal feeling.

(ii) Motivation can be either positive or negative.
 1+1

 20.  Break even analysis is a technique used by 
managers to study the relationship between costs, 
volume and profits. 2

[Scheme of Valuation 2020]

Detailed Answer:
   Break-even is a technique to study the relationship 

between cost / volume/ profits at different levels of 
activity. It helps a firm to keep a close check over its 
variable costs and determines the level of activity at 
which firm can earn its target profits.

 21. (i) To ensure availability of funds whenever 
required.

  (ii) To see that the firm does not raise resources (i.e., 
funds) unnecessarily. 1+1

 22. (i)  Training of intermediaries of the securities 
market.

(ii) Conducting research and publishing informa-
tion useful to all participants 1+1

 23. (i)   Part the process v/s wider term: selling is only a part of the process of marketing. But marketing much wider 
term consisting of number of activities.

(ii) Transfer of title v/s satisfying customer needs: Selling is concerned with affecting transfer of the title and 
possession of goods from sellers to buyers. But marketing activities concentrates on satisfaction of the cus-
tomers needs and wants. [Scheme of Valuation 2020] 1+1

Detailed Answer:
   Difference between Marketing and Selling:

   

S. No. Basis Marketing Selling

(i) Scope Marketing has a very wide scope and 
includes selling also. It covers all activities 
concerned with identifying and satisfying 
the wants of the consumers.

Selling is only a part of marketing 
process. Scope of selling is limited to 
increasing the volume of sales.

(ii) Focus Marketing focuses to achieve maximum 
satisfaction of the consumer's needs and 
wants.

The main focus is to transfer title and 
possession of goods to consumers or 
users.

(iii) Objective Marketing aims to earn profits through 
consumer satisfaction.

Selling aims at maximising profits 
through increase in sales volume.

(iv) Start  and 
end

Marketing activities start much before the 
product is produced and continue even 
after the product is sold.

Selling activities start after the product 
has been developed and ends with the 
sale of the product.

(v) Emphasis It emphasises on developing the product as 
per needs of the consumers.

It emphasises on bending or moulding 
the consumer as per the product.

(vi) Strategy It uses integrated marketing efforts involving 
strategies in respect of product, promotion, 
pricing and physical distribution.

It involves strategies like promotion and 
persuasion for selling the product.

(vii) Demand In marketing, demand is created and 
maintained.

It pre supposes the existence of demand.

 (Any two)

 24. (i) Consumer ignorance
(ii) Unorganised consumers 1+1

[Scheme of Valuation 2020]

Detailed Answer:
(i) Consumers' Ignorance: In the light of 

widespread ignorance of consumers about 
their rights and reliefs available to them, it 
becomes necessary to educate them about 
the same so as to achieve consumer aware-
ness.

(ii) Unorganised Consumers: In India, con-
sumers are not organised. Though we do 
have consumer organisation working in 
this direction, adequate consumer pro-
tection is required to provide power and 
rights to these organisations to protect and 
promote the interests of consumers.

(iii) Widespread Exploitation of Consumers: 
Unaware or ignorant consumer might be 
exploited by unscrupulous, exploitative 
and unfair trade practices like defective 
goods, adulteration, false and mislead-
ing advertising, etc. Consumer protection 
provides safeguard to the consumers from 
such exploitation. (Any two)

SECTION–C

 III. 25.  (i)   Method study
(ii) Motion Study
(iii) Time Study
(iv) Fatigue Study 1+1+1+1=4

[Scheme of Valuation 2020]
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Detailed Answer:

   Techniques of Scientific Work Study are:

(i) Method Study : Method study means to 
develop best method of work. Its main aim 
is to maximise efficiency in the use of mate-
rials, machinery, manpower and capital by 
improving work methods.

(ii) Motion Study : Motion means close ob-
servation of the movement of a worker’s 
body involved in performing a job and of 
a machine. Its objective is to eliminate the 
unproductive motion of both man and ma-
chine.

(iii) Time Study : Time study is an art of ob-
serving and recording the time required to 
perform each detailed task of an industrial 
operation. In this technique, Taylor em-
phasised on setting a standard time limit 
for completing any particular job.

(iv) Fatigue Study : Fatigue study is regarding 
the requirement of rest or break during the 
work. It helps in determining the time in-
terval and frequency of rest periods so that 
workers can work with the full capacity.

(v) Differential Piece Wage System : Under 
this system, efficient workers are paid 
higher than the inefficient workers and 
workers are paid on the basis of number of 
pieces produced.

(vi) Functional Foremanship : The term ’func-
tional foremanship’ means separation of 
planning from execution. Each worker is 
supervised by various specialists. For this, 
Taylor suggested setting up of two depart-
ments: planning and production. The main 
function of the planning department is to 
plan all aspects of a job to be performed. 
The main function of production depart-
ment is to get the work executed as per 
plan. (Any four)

  26.  (i)   Totality of External Forces
(ii) Specific and General Forces
(iii) Inter-relatedness
(iv) Dynamic Nature 1+1+1+1=4

[Scheme of Valuation 2020]

Detailed Answer:

   Features of Business Environment are :

(i) Dynamic Nature: Business environment is 
dynamic in nature as it keeps on changing 
whether in terms of technological improve-

ment, shifts in consumer preferences or en-
try of new competitors in the market.

(ii) Uncertainty: Business environment is 
largely uncertain as it is very difficult to 
predict the future happenings, especially 
when environment changes are taking 
place frequently as in the case of informa-
tion technology, fashion industry, etc.

(iii) Totality of External Forces: Business envi-
ronment is the sum total of all the external 
forces that directly as well as indirectly in-
fluence the functioning of business system.

(iv) Specific and General Forces: Specific 
forces affect individual firm directly like 
competitors, customers, etc. General forces 
affect a firm indirectly like social, political 
force, etc.

(v) Inter-relatedness: All the forces and factors 
of Business Environment are inter-related 
to each other. For example with inclination 
of youth towards western culture, the de-
mand for fast food is increasing.

 (Any four)

  27.  (i)   Planning focuses on achieving objectives. 
(ii) Planning is a pervasive.
(iii) Planning is continuous.
(iv) Planning is futuristic. 1+1+1+1=4

[Scheme of Valuation 2020]

Detailed Answer:

   Features of Planning:

(i) Planning focuses on achieving Objectives: 
Planning is goal-oriented. Planning helps 
in defining objectives and preparation of 
necessary action plans to achieve them. 
These plans act as a guide for deciding 
what action should be taken and in which 
direction. Thus, it helps in achieving organ-
izational objectives.

(ii) Planning is the Primary function of Man-
agement : Planning is the first and fore-
most function of management. All other 
functions like organising; staffing, direct-
ing and controlling come later. Hence, it 
provides the basis for other functions.

(iii) Planning is Pervasive : Planning is 
pervasive because it is required in all 
organisations, at all levels and in all 
departments, though the scope of planning 
differs among different levels and among 
different departments.
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(iv) Planning is Futuristic : Planning involves 
peeping into the future, foreseeing future 
events, analysing them and preparing 
plans accordingly. Its purpose is to meet 
future events effectively for betterment of 
the organisation.

(v) Planning is a Mental exercise : Planning 
is thinking before doing. It requires think-
ing about ‘What’, ‘How,’ ‘When’ and ‘By 
whom’, etc. It involves logical thinking 
about the future events and consequent 
decision making.

(vi) Planning is Continuous : Planning is a con-
tinuous function. Planning process begins 
with the establishment of the organisation 
and continues as long as an enterprise is in 
existence. Also, it is performed in all situa-
tions and at all levels.

(vii) Planning involves Decision making : 
Planning is essentially a process of making 
choice among various alternatives. There 
will be no need for planning if there is only 
one course of action. Hence, we can say 
that planning involves decision making 
too. (Any four)

  28.  (i)    Improve skills and knowledge due to 
training lead to better carrier of the 
individuals.

(ii) Increased performance by an individu-
al's helps him to earn more.

(iii) Training makes the employee more effi-
cient to handle machines. Thus it reduces 
the chances of industrial accidents.

(iv) Training increases the satisfaction and 
moral of employees. 1+1+1+1=4

[Scheme of Valuation 2020]

Detailed Answer:

    The benefits of Training and Development 
activities to the employees are as follows: 

(i) Career Growth: Training and development 
activities help employees in advancement of 
their careers as it provides new, improved 
and advanced knowledge and skills.

(ii) Increased Earning: Training and develop-
ment help to improve the performance effi-
ciency and productivity of workers, which 
help them to earn more.

(iii) Safety of Employees: The trained workers 
are less prone to accidents as they are more 
efficient to handle machines and materials.

(iv) High Morale: The trained employees have 
greater job satisfaction as they know their 
jobs. It helps to increase their morale. 

  29.  (i) Setting performance standards.
(ii) Measurement of actual performance.
(iii) Comparing actual performance with 

standards.
(iv) Analyzing deviation. 1+1+1+1=4

[Scheme of Valuation 2020]

Detailed Answer:

   Controlling Process :

(i) Setting Performance Standards: Setting 
standard is the first requirement of control-
ling process. The standard is a yardstick 
consisting of a specific set of actions, relat-
ing to a particular job on which the actual 
results are to be evaluated. Standards are 
the criteria against which actual perfor-
mance would be measured. Thus, stand-
ards serve as benchmarks towards which 
an organisation strives to work. Standards 
can be set in both quantitative as well as 
qualitative terms.

(ii) Measurement of Actual Performance : The 
next step is measurement of actual perfor-
mance. Performance should be measured 
in an objective and reliable manner. There 
are several techniques for measurement of 
performance, which include personal ob-
servation, sample checking, performance 
reports, etc. 

(iii) Comparing Actual Performance with 
Standards : The next step in controlling 
process is the comparison of actual perfor-
mance with the standards set. It involves 
two steps :

(a) To find out deviations if any; and

(b) To determine the reasons for such de-
viation.

(iv) Analysing Deviations : Deviation means 
variations from the standard. Deviation or 
variation may be negative, zero or positive. 
If the actual performance is less than the 
standard performance then it leads to neg-
ative deviation. If the actual performance is 
more than the standard performance then 
it results in positive deviation. If the actual 
performance is equal to the standard per-
formance then it leads to negative devia-
tion.
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  30.  (i) Cost
(ii) Risk
(iii) Floatation cost
(iv) Cash flow position of the company
 1+1+1+1=4

[Scheme of Valuation 2020]

Detailed Answer:

  The following factors affect the financing decision :

(i) Cost of funds : Different financial sources 
have different cost like interest on debt, 
dividend of shares. A company chooses a 
source which proves to be the cheaper.

(ii) Risk : From companies' point of view, 
debt is more risk than equity. So, company 
should analyse its financial risk bearing ca-
pacity and choose a source accordingly.

(iii) Floatation cost : Higher the floatation cost 
of a source, less attractive it appears to the 
management.

(iv) Cash flow position : A stronger cash flow 
position makes debt financing more viable 
than funding through equity.

(v) Level of fixed operating cost : If a business 
has high fixed operating costs (e.g., rent, 
insurance premium, etc.), it should opt for 
less fixed financing cost (interest) by using 
less debt financing. Similarly, if fixed oper-
ating cost is less, more debt financing can 
be done.

(vi) Control considerations : Issue of more eq-
uity may lead to dilution of management, 
control over the business companies which 
afraid of a takeover bid so may prefer debts 
to equity.

(vii) State of capital markets : A depressed capi-
tal market makes issue of equity shares dif-
ficult and less attractive source of finance 
in comparison to debt. Similarly, a rising 
capital market makes equity more viable 
source of finance than debt.

(viii) Return on investment : If the ROI for a 
company is higher, it will use more debt to 
take advantage of trading on equity.

(ix) Tax Rate : Since interest is a tax detectable 
expense, a higher tax rate makes debt rela-
tively cheaper and increases its attraction 
vis-a-vis equity.

(x) Flexibility : If a firm used its debt potential 
to the full capacity, it losses flexibility to is-

sue further debt. To maintain flexibility, it 
must maintain some borrowing power to 
take care of unforeseen circumstances.

(xi) Regulatory framework : Different sources 
of finance have different regulatory frame-
work provided by the law. The relative 
ease with which these norms can be met 
have a good effect on the choice of the 
source of finance. (Any four)

  31.  (i) Nature of business
(ii) Scale of Operation
(iii) Diversification
(iv) Growth prospectus 1+1+1+1=4

[Scheme of Valuation 2020]

Detailed Answer:

    Factor affecting the fixed capital requirements 
of a business concerns :

(i) Nature of business : The type of business 
has a bearing upon the fixed capital re-
quirements. For example, a trading con-
cern needs lower investment in fixed assets 
compared with a manufacturing organisa-
tion; since it does not require to purchase 
plant and machinery, etc.

(ii) Scale of operations : A larger organisation 
operating at a higher scale needs bigger 
plant, more space etc. and therefore, requires 
higher investment in fixed assets when com-
pared with the small organisation.

(iii) Choice of technique or method of produc-
tion : Some organisations are capital inten-
sive whereas others are labour intensive. 
A capital-intensive organisation requires 
higher investment in plant and machinery 
as it relies less on manual labour. The re-
quirement of fixed capital for such organi-
sations would be higher. Labour intensive 
organisations on the other hand require 
less investment in fixed assets. Hence, their 
fixed capital requirement is lower.

(iv) Method of acquiring fixed assets : If com-
panies can arrange financial and leasing fa-
cilities easily then money require less fixed 
capital as they can acquire assets on easy 
instalments instead of paying huge amount 
at one time. On the other hand, if easy loan 
and leasing facilities are not available then, 
more fixed capital is needed as companies 
will have to buy plant and machinery by 
paying huge amount together.
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(v) Diversification : A firm may choose to di-
versify its operations for various reasons, 
with diversification, fixed capital require-
ments increase e.g., a textile company is 
diversifying and starting a cement manu-
facturing plant. Obviously, its investment 
in fixed capital will increase.

(vi) Amount of promotion expenses : If a con-
cern has to spend more amounts by way 
of promotion expenses, cost of raising fi-
nance, etc. then it requires more amount of 
fixed capital.

(vii) Growth Prospects: Companies which 
are spending and have high growth plan  
require more fixed capital to invest in 
plant, machinery and other fixed assets in 
comparison to the companies having slow 
growth track or less growth prospects.

(viii) Level of collaboration : At times, certain 
business organisations share each other’s 
facilities. For example, a bank may use an-
other’s ATM or some of them may jointly 
establish a particular facility. This is feasi-
ble if the scale of operations of each one of 
them is not sufficient to make full use of the 
facility. Such collaboration reduces the level 
of investment in fixed assets for each one of 
the participating organisations. (Any four)

  32.  (i) Product
(ii) Price
(iii) Place
(iv) Promotion 1+1+1+1

[Scheme of Valuation 2020]

Detailed Answer:

Elements of Marketing Mix are :

(i) Product : A product is taken to mean a bun-
dle of utilities. Product means, goods or 
services or anything of value’, which is of-
fered to the market for exchange. Product 
is the vehicle, medium or means by which 
consumers can satisfy their needs. 

(ii) Price : Price is the amount of money, cus-
tomers have to pay to obtain the product. 
In case of most of the products, level of 
price affects the level of their demand. The 
marketers have not only to decide about 
the objectives of price setting but to ana-
lyse the factors determining the price and 
fix a price for the firm’s products. Pricing 
is a very crucial decision area as it has its 

effect on demand for the product and also 
on the profitability of the firm. 

(iii) Promotion : It refers to a process of inform-
ing, persuading and influencing a con-
sumer to make choice of the product to be 
bought. Promotion is done through means 
of personal selling, advertising, publicity 
and sales promotion. It is done mainly with 
a view to provide information to prospec-
tive consumers about the availability, char-
acteristics and uses of a product. 

(iv) Place : Place is related to distribution of the 
product. This elements of marketing mix 
basically concerns with physical distribu-
tion and channel of distribution. This ele-
ment concerns with making the products 
available to the customers effectively. That 
means, the right products can be made 
available to the right consumers, in the 
right way, at the right time and at the right 
place and in the right form. 

  33.  (i) Direct channel (zero level channel)
(ii) Indirect channels :

(a) Manufacturer–Retailer-Customer  
(one level channel)

(b) Manufacturer-Wholesaler-Retailer-
Customer (two levels channel)

(c) Manufacturer-Agent-Wholesaler-
Retailer-Customer (three levels 
channel) 1+1+1+1=4

[Scheme of Valuation 2020]

Detailed Answer:

Types of Channels of Distribution:

(i) Direct Channel/Zero Level Channel (sell-
ing without middlemen) : In this channel, 
producers sell their goods and services di-
rectly to the consumers. There is no mid-
dleman present between the producers 
and consumers. The producers may sell di-
rectly to consumers through door-to-door 
salesmen and through their own retail 
stores.

 (ii) Indirect Channel (selling through middle-
men) : When a manufacturer gets the help 
of one or more middlemen to move goods 
from the production place to the place of 
consumption, the distribution channel is 
called indirect channel. Following are the 
main types of it:
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(a) One Level Channel (Producer–Re-
tailer–Consumer) : In this method, an 
intermediary is used. Here a manufac-
turer sells the goods directly to the re-
tailer instead of selling it to agents or 
wholesalers. 

(b) Two Levels Channel (Producer – 
Wholesaler – Retailer – Consumer) : 
In this method a manufacturer sells the 
material to a wholesaler, the wholesal-
er to the retailer and then the retailer 
to the consumer. 

(c) Three Levels Channel (Producer – 
Agent – Wholesaler – Retailer – Con-
sumer) : Under this an agent facili-
tates to reduce the distance between 
the manufacturer and the wholesaler. 
Some big companies who cannot di-
rectly contact the wholesaler, they take 
the help of agents. 

  34.  (i)  Be aware about various goods and 
services available in the market so that an 
intelligent and wise choice can be made.

(ii) Buy only standardized goods as they 
provide quality assurance.

(iii) Read labels carefully.
(iv) Be honest in your dealings.
 1+1+1+1=4

[Scheme of Valuation 2020]

Detailed Answer:

Consumer responsibilities are :

(i) Awareness of rights : Under Consumer 
Protection Act, the consumer is granted 
various rights such as right to safety, right 
to choose, right to be heard, etc. But these 
rights will be useful only when consumer 
is aware of and exercises these rights. The 
consumer must select the product accord-
ing to his preferences, he must file a com-
plaint if he is not satisfied with the quality 
of product, he must be aware of his rights 
and exercise them whenever required.

(ii) Quality conscious : The problems of sup-
ply of substandard goods, adulterated 
products and duplicate products can be 
solved only when consumer himself stops 
compromising the quality of the product. 
While purchasing the goods or services 
consumer must look for quality marks such 
as ISI mark, Agmark, ISO, FPO, etc.

(iii) Ready to lodge complaints : Most of the 
time consumer ignores the loss he suffers 
on purchase of defective good or service 
but this attitude of not filing complaint en-
courages the corrupt businessmen to sup-
ply low standard or defective goods and 
services. The consumer must file a com-
plaint even for a small loss.

(iv) Not to be misled by false advertisements: 
The advertisements often exaggerate the 
qualities or features of a product or service. 
The consumer must compare the actual use 
of the product with the use shown in ad-
vertisement and whenever there is any dis-
crepancy or difference, it must be brought 
to the notice of sponsor of advertisement 
and insist to stop showing exaggerated 
qualities.

(v) Demand for cash memo : To file a com-
plaint, the consumer needs the evidence of 
purchase and cash memo is the evidence or 
proof that consumer has paid for the goods 
or service. A seller is bound to give a cash 
memo even if buyer does not ask for it.

(vi) Cautious consumer : The consumer should 
not blindly believe on the words of seller. 
He must insist on getting full information 
on the quality, quantity, utility, price, etc. 
of the goods or services.

(vii) Selection of goods : Consumer must 
choose only legal goods and services and 
discourage malpractices like smuggling, 
hoarding, black marketing, etc.

(viii) Consumer organisation : Consumers must 
form their own organisation to educate 
and protect their interests against malprac-
tices of the manufacturers and sellers.

(ix) Protection of environment : A consumer 
must respect the environment. He should 
take care of environment by avoid-
ing waste, littering and contributing to  
pollution.

(x) Not to buy in hurry : A consumer must not 
buy in hurry that means he should think 
thoroughly before buying any product or 
availing any service, with regards to qual-
ity, quantity, price, time of purchase, etc.
 (Any four)
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SECTION–D

 IV. 35.  Management as an Art: Art is the skillful and 
personal application of existing knowledge to 
achieve desired results.
Features of an Art:
(i) Existence of theoretical knowledge
(ii) Personalized applications
(iii) Based on practice and creativity

    Management as a Science: Science is a 
systematic body of knowledge.
Features of Science:
(i) Systematized body of knowledge
(ii) Principles based on experimentation
(iii) Universal validity

    Conclusion: The practice of management is 
an Art. The practice of manager is based on 
the principles of Science. Thus , management 
is both a science and an art. Further, 
management as an art and a science are not 
mutually exclusive, but complement each 
other. 3+3+2=8

[Scheme of Valuation 2020]

Detailed Answer:

Management can be said to be an Art because:

(i) A successful manager practices the art 
of management in the day-to-day job of 
managing an enterprise based on study, 
observation and experience. There is a lot 
of literature available in various areas of 
management like marketing, finance and 
human resources which the manager has 
to specialise in. There is existence of theo-
retical knowledge.

(ii) There are various theories of management, 
as propounded by many management 
thinkers, which prescribe certain universal 
principles. A manager applies these scien-
tific methods and body of knowledge to a 
given situation, an issue or a problem, in 
his own unique manner. A good manager 
works through a combination of practice, 
creativity, imagination, initiative and inno-
vation. A manager achieves perfection after 
long practice.

(iii) A manager applies this acquired knowl-
edge in a personalised and skillful manner 
in the light of the realities of a given situa-
tion. He is involved in the activities of the 
organisation, studies critical situations and 
formulates his own theories for use in a 
given situation. This gives rise to different 
styles of management.

   Management can be said to be a Science 
because:

(i) Management has a systematised body of 
knowledge. It has its own theory and prin-
ciples that have developed over a period of 
time, but it also draws on other disciplines 
such as Economics, Sociology, Psychology 
and Mathematics. Like all other organised 
activity, management has its own vocabu-
lary of terms and concepts.

(ii) The principles of management have 
evolved over a period of time based on re-
peated experimentation and observation in 
different types of organisations. However, 
since management deals with human be-
ings and human behaviour, the outcomes 
of these experiments are not capable of 
being accurately predicted or replicated. 
Therefore, management can be called an 
inexact science.

(iii) Since the principles of management are not 
as exact as the principles of science, their 
application and use is not universal. They 
have to be modified according to a given 
situation. However, they provide manag-
ers with certain standardised techniques 
that can be used in different situations.

 This, management has features of both art 
and science. The practice of management is 
an art. However, managers can work better 
if their practice is based on the principles of 
management. These principles constitute 
the science of management. Management as 
an art and a science are therefore not mutu-
ally exclusive, but complement each other.

  36. Advantages of formal organization:
(i) It is easier to fix responsibility since mu-

tual relationships are clearly defined.
(ii) There is no ambiguity in the role that 

each member has to play as duties are 
specified.

(iii) Unity of command is maintained through 
an established chain of command.

(iv) It provides stability to the organization.
(v) It leads to effective accomplishment of 

goals by providing a framework for the 
operations to be performed.

Disadvantages:
(i) The formal communication may lead 

to procedural delays as the established 
chain of command has to the followed 
which increases the time taken for deci-
sion making.
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(ii) Poor organization practices may not  
provide adequate recognition to creative 
talent.

(iii) It is difficult to understand all human 
relationships in an enterprise as it places 
more emphasis on structure and work.
 5+3=8

[Scheme of Valuation 2020]

  37. External sources:
(i) Direct recruitment
(ii) Casual callers
(iii) Advertisement
(iv) Employment exchange
(v) Placement agencies
(vi) Campus recruitment
(vii) Web publishing
(viii) Labour contractors 1×8=8

[Scheme of Valuation 2020]

Detailed Answer:

External Sources of Recruitment are :

(i) Direct Recruitment : Under the direct 
recruitment, a notice is placed on the no-
tice-board of the enterprise specifying the 
details of the jobs available. Job seekers as-
semble outside the premises of the organi-
sation on the specified date and selection 
is done on the spot. The practice of direct 
recruitment is followed usually for casual 
vacancies of unskilled or semi-skilled jobs.

(ii) Casual Callers (Unsolicited applications) : 
Many reputed business organisations keep 
a database of unsolicited applicants in their 
offices. Such jobseekers can be a valuable 
source of manpower. A list of such job seek-
ers can be prepared and can be screened to 
fill the vacancies as they arise. The major 
merit of this source of recruitment is that it 
reduces the cost of recruiting workforce in 
comparison to other sources.

(iii) Advertisement : Advertisement in news-
papers or trade and professional journals 
is generally used when a wider choice is 
required. Most of the senior positions of 
industry as well as commerce are filled by 
this method. The advantage of advertising 
vacancies is that more information about 
the organisation and job can be given in the 
advertisement. Advertisement gives the 
management a wider range of candidates 
from which to choose. Advertisements may 
be placed in leading newspapers. Its disad-

vantage is that it may bring in a flood of 
response and many times, from quite un-
suitable candidates.

(iv) Employment Exchange : Employment 
exchanges run by the Government are 
regarded as a good source of recruitment 
for unskilled and skilled operative jobs. 
In some cases, compulsory notification 
of vacancies to employment exchange is 
required by law. Thus, employment ex-
changes help to match personnel demand 
and supply by serving as link between job 
seekers and employers.

(v) Placement Agencies : In technical and pro-
fessional areas, private agencies and pro-
fessional bodies appear to be doing sub-
stantive work. Placement agencies provide 
a nationwide service in matching person-
nel demand and supply. These agencies 
compile bio-data of a large number of can-
didates and recommend suitable names to 
their clients. Such agencies charge fee for 
their services and they are useful where ex-
tensive screening is required. These profes-
sional recruiters can notice the needed top 
executive from other companies by making 
the right offers.

(vi) Educational Institutions: Colleges and 
Institutes of Management and Technol-
ogy have become a popular source of re-
cruitment for technical, professional and 
managerial jobs. This is referred to as cam-
pus recruitment. Many big organisations 
maintain a close liaison with the universi-
ties, vocational schools and management 
institutes to recruit qualified personnel for 
various jobs. Recruitment from educational 
institutions is a well-established practice of 
businesses.

(vii) Labour Contractors : These are the special-
ist people who supply manpower to the 
Factory or Manufacturing plants. Through 
these contractors, workers are appointed 
on contract basis, i.e., for a particular time 
period. Under conditions when these con-
tractors leave the organisation, such people 
who are appointed have to also leave the 
concern. This system is not accepted by 
public sector enterprises.

(viii) Telecasting (Advertising on Television): 
The practice of telecasting of vacant posts 
over Television is gaining importance these 
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days. The detailed requirements of the job 
and the qualities required to do it are pub-
licized along with the profile of the organi-
zation where vacancy exists. It is the cost-
lier method of recruitment.

(ix) Web Publishing : Internet is becoming 
a common source of recruitment these 
days. There are certain websites specifi-
cally designed and dedicated for the pur-
pose of providing information about both 
job seekers and job opening. In fact, web-
sites such as www.naukri.com, www.job-
street.com, etc., are very commonly visited 
both by the prospective employees and 
the organisations searching for suitable  
people. (Any eight)

  38.  (i)  Maximum individual contribution
(ii) Harmony of objectives
(iii) Unity of command
(iv) Appropriateness of direction techniques.
(v) Managerial communication
(vi) Use of informal organization
(vii) Leadership
(viii) Follow through 1×8=8

[Scheme of Valuation 2020]

Detailed Answer:

    Directing as a function of management is 
supported with following principles :

(i) Maximum individual contribution : This 
principle states that a manager through 
directing must adopt various techniques 
so that employees can work to their maxi-
mum potential.

(ii) Harmony of objectives : This principle 
states that a manager through effective 
directing must provide harmony between 
employees’ individual objectives and or-
ganisational objectives.

(iii) Unity of command : This principle states 
that for effective directing, an individual or 
group of people must have one superior to 
provide directions.

(iv) Appropriateness of direction technique: 
This principle states that for effective di-
rection, a manager must understand situ-
ational variables and employees’ needs to 
select appropriate directing tools.

(v) Managerial communication: This principle 
states that for effective direction, a man-
ager must ensure that communication is in 
accordance to subordinate’s needs.

(vi) Use of informal organisation : This prin-
ciple states that for effective directing, a 
manager must use the informal organisa-
tion to develop cordial relationship with 
subordinates.

(vii) Leadership : This principle states that a 
manager, must possess leadership qualities 
to be able to direct effectively.

(viii) Follow through : This principle states that 
for effective directing, a manager must con-
tinuously reviews employees’ performance 
to ensure that instructions are implement-
ed without any hindrances.

  39.  According to Securities Contract Act, 
1956, stock exchange means, "any body of 
individuals, whether incorporated or not, 
constituted for the purpose of assisting, 
regulating or controlling the business of 
buying and selling or dealing in securities".

   Functions of stock exchange:
(i) Providing liquidity and marketability to 

existing securities.

(ii) Pricing of securities
(iii) Safety of transaction
(iv) Contribution to economic growth
(v) Spreading of equity cult
(vi) Providing scope for speculation 2+6=8

[Scheme of Valuation 2020]

Detailed Answer:

    Stock Exchange (also called Stock Market or 
Share Market) is one important constituent of 
capital market. Stock Exchange is an organized 
market for the purchase and sale of industrial 
and financial securities.

   Different functions of Stock Exchange are as 
follows :

(i) Continuous and ready market for securi-
ties : Stock exchange provides a ready and 
continuous market for purchase and sale 
of securities. Stock exchange also acts as an 
outlet/ counter for the sale of listed securi-
ties.

(ii) Providing liquidity and marketability 
to existing securities : Stock exchange is 
a market place where previously issued 
securities are traded. Various types of se-
curities are traded here on regular basis. 
Whenever required, an investor can invest 
his money through this market into securi-
ties and can reconvert this investment into 
cash. Availability of ready market for sale 
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and purchase of securities increases their 
marketability and enhances liquidity.

(iii) Mobilization of savings : The stock market 
offers attractive opportunities of invest-
ment in various securities. These attractive 
opportunities encourage people to save 
more and invest in securities of corporate 
sector rather than investing in unproduc-
tive assets such as gold, silver, etc.

(iv) Public finance : Stock exchange serves as a 
platform for marketing government securi-
ties. It enables government to raise public 
debt easily and quickly.

(v) Capital mobility : The shares of profit mak-
ing companies are quoted at higher prices 
and are actively traded so such companies 
can easily raise fresh capital from stock 
market. The general public hesitates to in-
vest in securities of loss making companies. 
So stock exchange facilitates allocation of 
investors’ fund to profitable channels.

(vi) Capital formation : Stock exchange accel-
erates the process of capital formation. It 
creates the habit of saving, investing and 
risk taking among the investing class and 
converts their savings into profitable in-
vestment. It acts as an instrument of capi-
tal formation. In addition, it also acts as a 
channel for right investment.

(vii) Provides safety and security in dealings: 
Stock exchange provides safety, security 
and equity (justice) in dealings as transac-
tions are conducted as per well defined 
rules and regulations. The managing body 
of the exchange keeps control on the mem-
bers. Fraudulent practices are also checked 
effectively. Due to various rules and regu-
lations, stock exchange functions as the 
custodian of funds of genuine investors.

(viii) Regulates company management : Listed 
companies have to comply with rules and 
regulations of concerned stock exchange 
and work under the vigilance (i.e., Super-
vision) of stock exchange authorities.

(ix) Evaluation of securities : Stock exchange is 
useful for the evaluation of Industrial Se-
curities. This enables investors to know the 
true worth of their holdings at any time. 
Comparison of companies in the same in-
dustry is possible through stock exchange 
quotations (i.e., Price list).

(x) Facilitates healthy speculation : Healthy 
speculation keeps the exchange active. 
Normal speculation is not dangerous but 
provides more business to the exchange. 
However, excessive speculation is undesir-
able as it is dangerous to investors and the 
growth of corporate sector. In the stock ex-
change, healthy speculation is carried out, 
and the speculators get an opportunity to 
maximize profit.

(xi) Serves as economic barometer : A stock ex-
change is a reliable barometer to measure 
the economic condition of a country. Every 
major change in country and economy is 
reflected in the prices of shares. The rise or 
fall in the share prices indicates the boom 
or recession cycle of the economy. Stock 
exchange is also known as a pulse of econ-
omy or economic mirror which reflects the 
economic conditions of a country.

 (Any six)

  40. Merits or advantages of advertising:
(i) Mass reach
(ii) Enhancing customer satisfaction and 

confidence
(iii) Expressiveness
(iv) Economy

Limitations of advertising:
(i) Less forceful
(ii) Lack of feedback
(iii) Inflexibility
(iv) Low effectiveness 4+4=8

[Scheme of Valuation 2020]

Detailed Answer:

Advantages/Merits of Advertising:

(i) Steady demand : Advertising spreads in-
formation and encourages consumers to 
purchase new products. It helps to main-
tain steady and regular demand for the 
product or service. This even helps for reg-
ular production.

(ii) Increase in sales : Advertising is useful as a 
sales promotion technique. It gives informa-
tion to consumers and encourages them to 
purchase more. Manufacturers expand their 
production base due to a higher market de-
mand created through advertisements.

(iii) Economies of production : Advertising cre-
ates demand and promotes sales. It enables 
a manufacturer to conduct production on 
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a large scale. It leads to a reduction in the 
cost of production and distribution. As a re-
sult, the profit margin of the manufacturer 
increases.

(iv) Convenience : Advertising helps the con-
sumers in the making their purchases more 
convenient and comfortable, as their time 
and efforts are reduced in shopping.

(v) Education of consumers : It educates people 
about availability of new products, its fea-
tures and qualities, price, services, and other 
related aspects. Such information is instru-
mental for purchasing suitable products.

(vi) Better standard of living : Advertising 
helps the people to improve their living 
standard by persuading them to purchase 
newer and better quality products.

(vii) Employment : Advertising creates more 
employment opportunities directly in the 
advertising industry as well as indirectly in 
other industries.

(viii) Survival of media : Advertising brings 
good revenue to all mass media such as 
newspapers, magazines, T.V., radio, etc. 
and thereby contributes for their survival.
 (Any four)

Limitations/Demerits of Advertising :

(i) Less effective: In advertising, there is only 
one way communication, but two way 
communication is always more effective as 
customer gets chance to clarify his or her 
queries.

(ii) Lack of feedback : The evaluation of effec-
tiveness of advertisement is very difficult 
as there is no immediate and accurate feed-
back given by the customers.

(iii) Rigid : Advertisement copy once prepared 
cannot be changed easily to suit each indi-
vidual. It gives only a general appeal. It is 
not as flexible as that of personal selling.

(iv) Confusion about customers : So many 
products are being advertised which 
makes similar claims that the buyer gets 
confused as to which one is true and which 
one should be relied upon.

(v) Additional cost : Advertising unnecessar-
ily adds to the cost of product, which is ulti-
mately passed on to the buyers in the form 
of high prices.

(vi) Misleading : Consumers are cheated by mis-
leading advertisements. Claims made in ad-
vertisements seem to be untrue when prod-
uct is purchased and put to use practically.
 (Any four)

SECTION–E

 V. 41.  As a manager, I would like to follow the following logical steps in planning process before executing a project:

Planning process

1. Setting up of objectives

↓

2. Developing planning premises

↓

3. Identification of alternative course of action

↓

4. Evaluating alternative course of action

↓

5. Selecting the best alternative

↓

6. Implementing the plan

↓

7. Follow up action.

  42. Organization chart showing divisional and functional structure:
5
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Managing Director

Skin careFootwearGarmentsCosmeticsDivisional
Structure

PurchasingMarketingHuman
Resources

Research and
Development

Functional
Structure

 5

  43.  (i) Rebate

(ii) Discount

(iii) Refunds.

(iv) Product combination

(v) Quantity gift 5

    ll
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