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By: Errol Morgan

CHAPTER 8: PLANNING

1. What are the key functions of setting objectives? (pg 264)
Organizational objectives are the end states or targets that managers aim for, while plans are the means by which managers hope to hit the desired targets.

2. Define Strategic Plans. (pg 265)
Strategic Plans focus on the board future of the organization and incorporate both external environmental demands and internal resources into the actions managers need to take to achieve the long-term goals of the organization.

3. What are the key elements of Operational Plans? (pg 266)
· Operational Plans translates tactical plans into specific goals and actions for small units of the organization and focus on the near term.
· The near term is typically 12 months or less.
· These plans are the least complex of the 3 and rarely have a direct impact beyond the department or unit for which the plan was developed.

4. What are the keys issues those managers at the Corporate Level focus on relative to planning? (pg 268)
[bookmark: _GoBack]Corporate-level executives would primarily focus on questions such as the following:
· What industries should we get into or out of?
· What markets should the firm be in?
· In which businesses should the corporation invest money?

5. What type of plans do people at the Business Level primarily undertake? (pg 268)
At this level, managers focus on determining how they are going to compete effectively in the market.

6. Why is forecasting critical to the planning process? (pg 270)
Forecasts are or can be made about virtually every critical element in the environment that managers believe could affect the organization or their area of responsibility.

7. What is benchmaking and what does it play in planning? (pg 273)
· Benchmaking is the investigation of the best results among competition and non-competitors and the practices that lead to those results.
· In terms of results, managers might assess competitors that have the highest revenue-to-employee ratio as a means of assessing productivity.
· For example, managers would then compare their own revenue-to-employee ratio to get an idea of where they stood relate to competitors.

8. Why is determining the priority of objective important? (pg 274)
· Not all objectives are of equal importance of value
· Futhermore, some objectives might be important now or less important later.
· Without a clear understanding of which objectives are most important and temporal priorities, employees may be working at odds with each other or create unnecessary conflicts.

9. What is the difference between defining Requirements and Assessing Resources in the planning process? (Pgs 275-276)
· In determining resources, managers are determining the key drivers of specific goals / plans 
· Assessing resources involves determining how much of resources is needed.

10.  How can a giant Chart facilitate the sequence and timing issues in planning? (pg 277)
· The Chart shows when actions are to be started and how long they are expected to take for competition.
· It shows which actions are first, second, or last in process.
· And whether a preceding action must be completed before a subsequent one can be started.
· Or whether there is expected overlap in the timing of specific actions.


11. What are the SEVEN elements in the planning process? (Pgs 270-280)
I. Analyze the Environment
II. Set Objectives
III. Determine Requirements
IV. Assess Resources
V. Develop Action Plans
VI. Implement Plans and
VII. Monitor Outcomes

12. How can budgeting be used as a planning tool? (Pg 281)
Budgets are used to quantify and allocate resources to specific activities.

13. What are the FIVE key elements in effective goal setting? (pgs 282-284)
Effective goals are:
· SPECIFIC
· MEASURED
· AGREED
· REALISTIC
· TIME                 (SMART)


14. What is the role of MBO in strategy formulation and implementations?
· With MBO, specific goals are set
· Participation by subordinates in setting their goals tends to lead to difficult but achievable goals
· In addition, the goals need to be accepted by subordinates
· Goals acceptance has a positive impact on both motivation to perform and actual performance
· Participation by subordinates in the goal-setting process increase goal acceptance
· Subordinates performance improves according to quality of feedback given to subordinates.


CHAPTER 9: ORGANIZING

1. Define Organizational Structure. (Pg 294)
Organizational Structure can be defined as the sum of the ways an organization divides its labor into Distinct Tasks and then Coordinates them.


2. What is the main purpose of Organizational Charts? (pg 295)
Organizational Charts illustrat
e relationships among units and Lines of Authority among supervisors and subordinates through the use of labeled boxes and connecting lines.

3. What are the key advantages and disadvantages of the Functional Structure?
	STRENGTHS
	WEAKNESSES

	Small to medium-sized firms with limited product diversification
	Weak coordination across functional groups 

	Specialization of functional knowledge
	Restricted view of overall organizational goals

	Less duplication of functional resources
	Limits customer attention

	Facilitates coordination within functional areas
	Slower response to market changes

	
	Burdens chief executives with decisions involving multiple functions











4. What are the key advantages and disadvantages of the Product Structure?
	STRENGTHS
	WEAKNESSES

	More focus on products and customers
	Duplication and lack of economies of scale

	Easier to evaluate performance of the product (profit)
	Problems for customers purchasing across multiple product groups

	Product responsiveness to market changes
	Conflicts between product group and corporate objectives

	Less burden on the top executive in making operating decisions
	Conflict between product groups




5. How is Line of Authority different from Chain of Command?
Line of Authority essentially specifies who reports to whom in the organization

6. What are the key pros and cons for both Centralization and Decentralization in Organizational Structure?
· Centralized Organizations restrict decision making to fewer individuals, usually at the top of the organization
· Decentralized Organizations tend to push decision-making authority down to the lowest level possible

7. What are the critical elements of an organization’s Internal and External Environments that a manager should assess in considering a new Organizational Structure?
· In designing organizations, managers face the challenge of capturing both Specialization and Integration advantages.
· A key factor in determining the match between the environment and Organizational Structure is Environmental Uncertainty.

8. What role does Information play in the context of Organizational Uncertainty?
· Information can play a critical role in Organizational Uncertainty from a number of perspectives
· Information or a lack of it can impact Product Creation and Production, Supplier and Customer Communication, Technology, and Competitor Intent.

9. What are some of the key warning signs of a poor structure-environment fit?
· One of the first warning signs is decision makers’ inability to anticipate problems.
· Another key warning sign is an increase in conflict that prevents effective implementation
· There may also be signs at the individual level




CHAPTER 10: ORGANIZATIONAL CULTURE AND CHANGE

1. Define Culture. (pg 327)
Culture is a learned set of assumptions, values, norms and behaviors that have accepted as successful enough to be passed onto newcomers (2 marks)

2. Describe the THREE levels of culture. (pg 330)
Culture consists of THREE distinct but related levels:
· ARTIFACTS are visible manifestations of a culture such as its Art, Clothing, Food, Architecture and Customs
· VALUES are the enduring beliefs that specific conduct or end states are personally or socially preferred to others
· ASSUMPTIONS are beliefs about fundamental aspects of life

3. Describe the SIX basic assumptions. (pgs 330-335)
Different groups make assumptions about:
· Humanity’s Relationship to the Environment
· Human Nature
· Human Relationships
· Human Activity
· Truth and Reality   and
· Time

4. What are the key differences between Theory X and Theory Y Manager? (pg 332-333)
· THEORY X Managers assume that the average human being has an inherent dislike for work and will avoid it if possible.
· THEORY Y Managers assume that work is as natural as play or rest.
· X = NO    Y= YES


5. What is a subculture? (pg 341)
A Subculture is part of a culture in which values are deeply held but not widely shared.

6. What strategies can managers use to create or change culture? (pgs 343-346)
· There are 5 critical strategies for effectively managing organizational culture.
· One way to create or change a culture is to select individuals whose assumptions, values, and behaviours already match those that you desire.
· Even if selection is not perfect, congruent cultural values can be introduced and reinforced in new hires through socialization.
· In addition, employee evaluation reinforces culture.
· Further, rewards and compensation may be among the most powerful means of signaling what the organizational values and reinforcing desired behaviours in newcomers.
· Organizational culture is also created and reinforced through a variety of symbols.


7. What are the key differences between High- and Low- Context cultures? How are they affect managerial behaviours? (pg 347-348)
· In high-context cultures, people pay close attention to the situation and its various elements
· Key contextual variables are used to determine appropriate and inappropriate behavior
· In low-context cultures, contextual variables have much less impact on the determination of appropriate behaviours
· In other words, in low the situation may or may not make difference in what is considered appropriate behaviours.



CHAPTER 11: ACCOUNTING AND FINANCIAL STATEMENTS
ll

1. What is Accounting?
Accounting is an information system for the complete processing of financial information.

2. True / False
One difference between Accounting and Bookkeeping is that Bookkeeping is only concerned with the recording of the transactions, not the interpretation of the information.
TRUE

3. True / False
Accounting is a system for measuring business performance and translating those measures into information for management decisions.
TRUE

4. Investors and Creditors are interested in Accounting Information for all of the following reasons EXCEPT:359
A. To evaluate Future Prospects
B. To estimate Return on Investment
C. To determine Growth Prospect
D. To determine Credit Worthiness
E. To Gauge Risk
D.

5. True / False
An ASSET is any economic resource that is expected to benefit a firm or an individual who owns it.
TRUE

6. True / False
A LIABILITY to one company can be an ASSET to another company.
FALSE

7. Which one of the following assets is NOT a Current Asset?
A. Accounts Receivable
B. Marketable Securities
C. Cash
D. Inventory
E. Equipment
E.

8. True / False
Leverage describes the use of borrowed funds to make purchases.
TRUE

9. True / False
The formal recording and reporting of revenues in the financial statements is referred to as Revenue Recognition.
TRUE

10. True / False
The principle that states that expenses will be matched with revenues to determine net income for an accounting period is referred as the principle of Full Disclosure.
FALSE->MATCHING PRINCIPLE

11.  True / False
Although any firm earns revenues continuously as it makes sales, earnings are not reported until the earnings cycle is completed.
TRUE

12. Which one of the following statements concerning the principle of Revenue Recognition is MOST correct?
A. Earnings may not be reported until the earnings cycle is complete
B. Earnings may not be reported until the earnings cycle is complete
C. The sale is not considered complete only when cash is received
D. The sale must be complete but the product does not have to be delivered
E. Revenues are recorded for the accounting period in which the sales process is started
B

13. True / False
What buyers are willing to pay for a given currency is referred to as the foreign currency exchange rate.
TRUE

14. True / False
Weak Currencies are those for which their value changes frequently.
TRUE

15. True / False
A nation’s currencies are those for which their value changes frequently.
TRUE

16. You are given the following accounts typically found in a business’ accounting books. For each account indicate whether it is a Current Asset (CA), Fixed Asset (FA), Intangible Asset (IA), Current Liability (CL), Long-term Liability (LL), Owners’ Equity (OE), Revenue (R), or Expense (E).
	LAND
	FA
	ACCOUNTS PAYABLE
	CL

	RETAINED EARNING
	OE
	ACCOUNTS RECEIVABLE
	CA

	NOTES PAYABLE
	LL
	CASH
	CA

	GROSS SALES
	R
	DEPRECIATION EXPENSE
	E

	FURNITURE AND FIXTURE
	E
	COMMON STOCK
	OE

	INTEREST REVENUE
	R
	MACHINERY
	FA

	OFFICE SUPPLIES
	E
	BUILDINGS
	FA

	INVENTORY
	CA / R
	MORTGAGE PAYABLE
	LL

	INSURNCE EXPENSE
	E
	FRANCHISE FEE
	IA

	ACCRUED SALARIES
	CL
	COPYRIGHT
	IA




17. What are the two key differences between an Income Statement and a Balance Sheet?
· Balance Sheet (BS) detailed information about the accounting equation factors: ASSETS, LIABILITIES, and OWNER’S EQUITY.
· BS shows a firm’s financial condition at one point in time
· Also Known as “Statements of Financial Position”
· Income Statement (IS) description of revenues and expenses in a figure showing the firm’s annual profit or loss
· IS divided into three major categories: Revenues, Cost of Goods, and Operating Expenses
· Also known as “Profit-And-Loss”

18. List the key components of the Accounting Cycle.
I. Identify the Transaction
II. Analyze the transaction
III. Journal Entries
IV. Post to Ledger
V. Trial Balance
VI. Adjusting Entries
VII. Adjusted Trial Balance
VIII. Financial Statements
IX. Closing Entries
X. After-Closing Trial Balance
     

CHAPTERS 16, 17, 18: MARKETING

1. What is Sustainable Competitive Advantage?
· A broad description of the firms objectives and scope of its activities
· Tool used to evaluate marketing performance 
·  Something the firm can consistently do better than its competitors
·  Written document that discusses competitor strengths and weaknesses, and the firms advantages over them

2. Which of the following refers to a group that responds similarly to a firm’s marketing efforts?
A. Segment
B. Following the leader
C. Targeting
D. Positioning

3. One of the keys in place and value delivery is to provide the consumer ________.
A. A wide product selection
B. Merchandise they want at the time they want it
C. A variety of media communication methods
D.  Accessible management personnel to handle complaints

4. Which of the following is NOT considered a marketing growth strategy?
A. Market Penetration
B. Diversification
C. Product Development
D. Sequential Planning

5. A diversification strategy introduces a new product or service to a market segment that_________.
A. Is currently not served
B.  Included many ethnicities
C. Already exists 
D.  Does not traditionally respond to mixed media

6. Which of the following research methods gathers qualitative data about initial reactions to a new or existing product or service, opinions about different competitive offerings or reactions to market stimuli:
A. Focus groups
B.  In-depth interviews
C.  Projective research
D. All of these are correct

7. Consumers can spend considerable time searching for both speciality and shopping goods or services; the difference lies in _______.
A. The amount of time they have
B. The amount of money they have budgeted 
C.  The psychological risk
D. The kind of search

8. Decision heuristics are ________ that help a consumer narrow down his/her choices.
A. Mental shortcuts
B. Breathing exercises
C. Logical steps
D. Compensatory decision rules

9. What type of buying decision requires the least amount of time and effort?
A. Variety seeking buying behavior
B. Habitual buying behavior
C. Complex buying behavior 
D. Dissonance reducing buying behavior

10. What psychological factor is a need or want that is strong enough to cause the person to seek satisfaction? 
A. Learning
B. Perception
C. Motive
D. Attitude



11. Which of the following is a way in which reference groups might provide information to consumers?
A. Leading by example
B. Indirectly, through observation
C. Contracting the seller 
D. Web research


Q1. According to Ronnie, what the key success factors in business management?
Q2. How to succeed in Business Management?

AQ1:
KSF In BM are:
1. Always arrive on time, be punctual
2. Respond immediately
3. Deliver on time or let the person know you’ll be late
4. Know what you don’t know
5. Always sell the dream first
6. Never burn bridges
7. Define what’s best for the clients, what are their needs and wants then work for it
8. Define what are the employees needs and wants then work for it
9. One of the best attitudes with partners is: 1. Listen   2. Make a Promise  3. Deliver it
10. Respect the laws, the rules and be ethical
11. Always sell the dream first while you’re talking to someone or negotiate with the other party.
12. Define the success you are looking for in your professional life and your personal life then identify a balance between both.

AQ2:
To succeed in BM:
1. Identify an industry where you feel that you’ll be better than the average people
· Focus on this industry, read on it, research on it, talk about it
2. Identify what comes naturally as a skill
· Pick a skill niche then get specialized in this area of skill
3. Find your target, work for it
4. Entertain your network

Chapters 8 to16;
Both «questions for the final» and the «Chapters to read» are essential to succeed the Final examination;
That said, do not forget to read the chapters before studying the questions presented in class;
You can expect 70 questions (MC) for the final;
          it might be a good idea to carefully read the chapters 12, 15  
          and 16...
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