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NOTE: If you answer more than the required number of questions only the 

required number will be marked. ALL work you do not want to be marked 
must be clearly crossed out. 

  

 
 
INSTRUCTIONS AND INFORMATION 
 
1. 
 
2. 
 
3. 
 
 
4. 

Answer ALL the questions. 
 
Read ALL the questions carefully. 
 
Number the answers according to the numbering system used in this question 
paper. 
 
Write neatly and legibly. 
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SECTION B 
 
QUESTION 4 
 

Entrepreneurship in action 
 
Princess is a young entrepreneur, aged 28, from Umgababa on the KwaZulu-Natal 
South Coast where she was raised and attended school. When she was very young, 
her mother marvelled at her excellent cookery skills. Princess' ambition and dream in 
life has always been to establish her own bed and breakfast. With the support of 
friends and relatives, and a loan from the bank, she set up her enterprise in the 
South Coast and named it KwaZulu Bed and Breakfast. Princess offers traditional 
meals, cultural dances and a tour of the village as part of her business. She employs 
eight permanent staff members and ten temporary staff members. Of the temporary 
staff members, two are tour guides and the rest are dancers. 
 
Tourists, especially from overseas, have spoken very highly about her venture as it 
offers 'a real South African experience'. Some tourists promised to come back, as well 
as to tell friends and relatives about KwaZulu Bed and Breakfast. Princess is 
responsible for managing staff, purchases, as well as food and beverages. She also 
oversees the rooms and housekeeping functions. 

  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

[Adapted from: Pathways to entrepreneurship by Oliver Mtapuri et al © Heinemann 2010]   
 
Refer to the case study and answer the following questions:   
 
4.1 Identify ONE market segmentation factor from the case study.    (2) 
 
4.2 Complete a SWOT analysis for Princess. (4 × 2)    (8) 
 
4.3 Did Princess use equity financing or debt financing to finance her business? 

Substantiate the answer. 
 

  (4) 
 
4.4 Design a trademark and create a slogan for KwaZulu Bed and Breakfast.    (6) 
 
4.5 What can she do to gain competitive advantage? (6 × 2)  (12) 
 
4.6 Design an after-sales questionnaire for Princess' business.  (14) 
 
4.7 State TWO legal requirements for a lodging establishment. (2 × 2)    (4) 
  [50] 
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QUESTION 5 
 

Pule wants to start a laundry business in his area but does not know how to make it a 
reality. He approaches you for advice. 

  

 
5.1 Choose TWO suitable business locations for a laundry business. Substantiate 

the answer. 
 

  (6) 
 
5.2 Name THREE market segments that could be attracted by a laundry 

business.  (3 × 2) 
 

  (6) 
 
5.3 Classify Pule's intended product.    (4) 
 
5.4 Suggest a pricing technique for Pule and give a reason for each suggestion 

under each of the following headings: 
  

 
 5.4.1 Introducing a new product   
 
 5.4.2 Nonprice competition   
 
 5.4.3 Other pricing methods   

(3 × 4)  (12) 
 
5.5 What are the critical factors in this industry? (4 × 2)    (8) 
 
5.6 Design a market-research questionnaire for Pule. 

 
Consider the following criteria: 
 

 Close-ended and open-ended questions 

 Name of the business 

 Purpose of the questionnaire 

 Personal details of the client 

 

(14) 
  [50] 
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QUESTION 6 
 
6.1 Study the advertisement and decide whether it is a good advertisement. 

Motivate your answer. 
  

 

 

 

 

(12) 

 
6.2 Read the following passage and answer the questions.   
 

 Linda wants to open a coffee shop in a mall. There are already four coffee 
shops and each receives 4 500 customers per month. Linda knows she will 
only receive 60% of her full market share for the first year. Linda's selling 
price per customer is R20 and her costs per customer amounts to R10. 
She buys from a supplier who gives her 10% discount on cash purchases. 
The coffee shop is open for 25 days per month and all transactions are strictly 
cash. 

  

 
 6.2.1 Calculate the gross profit per day on ANSWER SHEET 1 (attached).  (14) 
 
 6.2.2 Calculate the gross profit per month on ANSWER SHEET 1 

(attached). 
    

  (8) 
 
6.3 Design a smart-looking, professional cover page for Linda's business plan.  (10) 
 
6.4 Give THREE reasons why it is important to draw up a business plan. (3 × 2)    (6) 
  [50] 
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QUESTION 7 
 
7.1 Create a floor plan for a clothing store.  (10) 
 
7.2 Describe a well-designed layout for a supermarket. (3 × 2)    (6) 
 
7.3 Draw up the estimated cash-flow statement on ANSWER SHEET 2 

(attached). 
 
Use the following information to draw up the estimated cash-flow statement 
for the next THREE months. At the end of September 2016 Mary had a 
favourable bank balance of R5 000. The bank granted a loan of R7 500 
during October 2016. 

  

 
 

MONTHS EXPECTED SALES 
ESTIMATED 
PURCHASES 

September 11 000   7 000 

October 14 000 10 000 

November 18 000 14 000 

December 30 000 21 000 
 

  

 
Other information:   

 
1. 
 

Loan repayment (November 2016) R   400 
Wages R4 000 
Rental R1 500 
Telephone R   550 
Electricity and water R   800 
Fuel R   650 
Stationery R   300 

  

 
2. 30% of all sales are on credit. These customers pay 30 days later.   

 
3. 20% of all purchases are on credit. Mary pays 30 days later.   

 
4. In October she bought an office desk for R3 500.   

 
5. In November she purchased a second-hand delivery vehicle. The 

deposit was R6 000 and monthly instalments thereafter for the next 
54 months will be R900. 

  

 
6. In December she will sell an old computer for R3 500.  (34) 
  [50] 

 
TOTAL SECTION B:  150 

GRAND TOTAL:  200 
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ANSWER SHEET 1 EXAMINATION NUMBER:              
 

 

6.2 
Market potential per day  

 
Market potential share  

 
Supplier analysis  

 
Daily figures  

 
Number of units to be sold in one day  

 
Selling price per unit  

 
Cost price per unit  

 
Daily sales  

 
Less: Daily unit costs  

 
Gross profit per day  

 
Monthly figures  

 
Number of units to be sold in one month  

 
Monthly sales  

 
Less: Monthly unit costs  

 
Gross profit per month  
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ANSWER SHEET 2 EXAMINATION NUMBER:              
 

 
7.3 CASH-FLOW STATEMENT   

MONTH OCTOBER NOVEMBER DECEMBER 

Bank balance at the beginning 
of the month 

   

Cash sales    

Credit sales    

Loan    

Other income    

TOTAL CASH AVAILABLE:    

Cash purchases    

Credit purchases    

Loan repayments    

Wages    

Rental    

Telephone    

Electricity and water    

Fuel    

Stationery    

Other payments    

TOTAL CASH PAYMENTS:    

Bank balance at the end of the 
month 

   

 


