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·ë¤ÂØæ Áæ¡¿ ·¤ÚU Üð´ ç·¤ §â ÂýàÙ-Âæ ×ð´ ×éçÎýÌ ÂëcÆU 12 ãñ´Ð
ÂýàÙ-Âæ ×ð´ ÎæçãÙð ãæÍ ·¤è ¥æðÚU çÎ° »° ·¤æðÇU ÙÕÚU ·¤æð ÀUææ ©æÚU-ÂéçSÌ·¤æ ·ð¤ ×é¹-ÂëcÆU ÂÚU çÜ¹ð´Ð
·ë¤ÂØæ Áæ¡¿ ·¤ÚU Üð´ ç·¤ §â ÂýàÙ-Âæ ×ð´ 24 ÂýàÙ ãñ´Ð
·ë¤ÂØæ ÂýàÙ ·¤æ ©æÚU çÜ¹Ùæ àæéM¤ ·¤ÚUÙð âð ÂãÜð, ÂýàÙ ·¤æ ·ý¤×æ´·¤ ¥ßàØ çÜ¹ð´Ð
§â ÂýàÙ-Âæ ·¤æð ÂÉ¸Ùð ·ð¤ çÜ° 15 ç×ÙÅU ·¤æ â×Ø çÎØæ »Øæ ãñÐ ÂýàÙ-Âæ ·¤æ çßÌÚUæ Âêßæüq ×ð´
10.15 ÕÁð ç·¤Øæ Áæ°»æÐ 10.15 ÕÁð âð 10.30 ÕÁð Ì·¤ ÀUææ ·ð¤ßÜ ÂýàÙ-Âæ ·¤æð ÂÉ¸ð´»ð ¥æñÚU §â
¥ßçÏ ·ð¤ ÎæñÚUæÙ ßð ©æÚ-ÂéçSÌ·¤æ ÂÚU ·¤æð§ü ©æÚU Ùãè´ çÜ¹ð´»ðÐ
Please check that this question paper contains 12 printed pages.
Code number given on the right hand side of the question paper should be written
on the title page of the answer-book by the candidate.
Please check that this question paper contains 24 questions.
Please write down the Serial Number of the question before attempting
it.
15 minute time has been allotted to read this question paper. The question paper
will be distributed at 10.15 a.m. From 10.15 a.m. to 10.30 a.m., the students will
read the question paper only and will not write any answer on the answer-book
during this period.
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âæ×æØ çÙÎðüàæ Ñ
(i)

âÖè ÂýàÙ ¥çÙßæØü ãñ´Ð

(ii)

ÂýàÙæð´ ·¤è ·é¤Ü â´Øæ

(iii)

ÂýØð·¤ ÂýàÙ ·ð¤ âæ×Ùð ©â·ð¤ ¥´·¤ çÎØð »Øð ãñ´Ð

(iv)

ÂýàÙ â´Øæ

1

âð 5 Ì·¤ ¥çÌ Üæé-©æÚ ßæÜð ÂýàÙ ãñ´ ÂýØð·¤ ÂýàÙ ·¤æ

(v)

ÂýàÙ â´Øæ

6

âð

(vi)

ÂýàÙ â´Øæ

11

(vii)

ÂýàÙ â´Øæ

(viii) ÂýàÙ

â´Øæ

24

ãñÐ

1

¥´·¤ ãñÐ
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Ì·¤ Üæé-©æÚU - I ßæÜð ÂýàÙ ãñ´ ¥æñÚU ÂýØð·¤ ÂýàÙ ·ð¤

âð

17

Ì·¤ Îèæü-©æÚU - I ßæÜð ÂýàÙ ãñ´ ÂýØð·¤ ÂýàÙ ·ð¤

18

âð

21

Ì·¤ Îèæü-©æÚU - II ßæÜð ÂýàÙ ãñ´ ÂýØð·¤ ÂýàÙ ·ð¤

22

âð

24

Ì·¤ Îèæü-©æÚU ßæÜð ÂýàÙ ãñ´ ÂýØð·¤ ÂýàÙ ·ð¤

(ix)

ÂýàÙæð´ ·ð¤ ©æÚU â´çÿæÌ ¥æñÚU âæÚU»çÖüÌ ãæð´Ð

(x)

ÂýàÙæð´ ·ð¤ ©æÚU ÎðÙð âð ÂãÜð ©Ù·ð¤ ·ý¤×æ´·¤ Ù´ÕÚU ¥ßàØ çÜ¹ð´Ð

6

3

2

¥´·¤ ãñ´Ð

¥´·¤ ãñ´Ð

4

¥´·¤ ãñ´Ð

¥´·¤ ãñ´Ð

General Instructions :
(i)

All questions are compulsory.

(ii)

There are total 24 Questions in all.

(iii) Marks for each question are indicated against it.
(iv) Questions 1 to 5 are Very Short Answer type carrying 1 mark each.
(v)

Questions 6 to 10 are Short Answer-I Type questions carrying 2 marks each.

(vi) Questions 11 to 17 are Long Answer-I Type questions carrying 3 marks each.
(vii) Questions 18 to 21 are Long Answer-II Type questions carrying 4 marks each.
(viii) Questions 22 to 24 are Essay Answer Type questions carrying 6 marks each.
(ix) Answers should be brief and to the point.
(x)
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Please write down the serial number of the question before attempting it.
2

1.

ÒÂØæüßÚUæ ¥ßÜæð·¤ÙÓ âð Øæ ¥çÖÂýæØ ãñ?

1

What is meant by Environmental Scanning ?
2.

°·¤ Òâã·¤æÚUè â´»ÆUÙÓ ·¤æð ÂçÚUÖæçáÌ ·¤èçÁ°Ð

1

Define a Co-operative Organisation.
3.

Ò©ÂØæðç»Ìæ-ßëçh ·¤ÚUÓ ÌÍæ ÒçÕ·ý¤è ·¤ÚUÓ ×ð´ ¥ÌÖðüÎ ·¤èçÁ°Ð

1

Differentiate between Value-Added-Tax and Sales Tax.
4.

çßàææÜ °·¤ Ù° ©l×è ¥çÖÙß ·ð¤ âæÍ ©ÂæÎÙ-ÂýÕÏ·¤ ·ð¤ M¤Â ×ð´ ·¤æØü ·¤ÚU ÚUãæ ÍæÐ ·¤æØü
·ð¤ çÙçßüÙ °ß´ â×çßÌ Âýßæã ·ð¤ çÜ° ©âð ÕãéÌ âð Ìßæð´ ·¤è ¥æðÚU ØæÙ ÎðÙæ ãæðÌæ ÍæÐ
©ÂæÎæð´ ·¤è Âêßü çÙçà¿Ì »éæßææ ·¤æð âéçÙçà¿Ì ·¤ÚUÙð ·ð¤ çÜ° ©âð çÙcÂæÎÙ ·¤è çÙÏæüçÚUÌ
×æÙÎÇUæð´ âð ÌéÜÙæ ·¤ÚUÙè ãæðÌè ÍèÐ
©ÂÚUæðÌ ¿ç¿üÌ ©â æÅU·¤ ·¤è Âã¿æÙ ·¤ÚU ©â·¤æ ©ËÜð¹ ·¤èçÁ° Áæð ÒÃØæßâæçØ·¤ ØæðÁÙæÓ ·ð¤
°·¤ Ìß âð âÕçÏÌ ãñÐ

1

Vishal was working with Abhinav, a new entrepreneur, as a Production
Manager. For smooth and co-ordinated flow of work he had to pay attention
towards various elements. To ensure predetermined quality of products he had
to compare the performance with established standards.
Identify and state the element being discussed above which is related to one
of the components of a Business Plan.
5.

ÒçßÂæÙ-ç×æÓ ·¤æð ÂçÚUÖæçáÌ ·¤èçÁ°Ð

1

Define Marketing - Mix.
6.

©lç×Øæð´ ·ð¤ ÎëçcÅU·¤æðæ âð SÅUæò·¤-°â¿´ð$Á ·ð¤ ×ãß ·ð¤ ç·¤ãè´ Îæð çÕÎé¥æð´ ·¤æ ©ËÜð¹ ·¤èçÁ°Ð

2

State any two points of importance of Stock-Exchange from the view point of
entrepreneurs.
7.

ÜÿØ-çÙÏæüÚUæ ·ð¤ ç·¤ãè´ Îæð çÙØ×æð´ ·¤æð â×Ûææ§°Ð

2

Explain any two rules for goal-setting.
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8.

°·¤ ÃØæßâæçØ·¤ ØæðÁÙæ ·¤æ ßæüÙ ·¤ÚUÌð â×Ø °ðâè ç·¤ãè´ ¿æÚU ×Îæð´ ·¤æ ©ËÜð¹ ·¤èçÁ°
çÁÙ·¤æ ©ËÜð¹ ©Ù·¤è ÖæñçÌ·¤ ¥æÏæÚUÖêÌ â´ÚU¿Ùæ ×ð´ ãæðÙæ ¿æçã°Ð

2

State any four items of physical infrastructure that should be mentioned in
the description of a business plan.

9.

°·¤ ©l×è Â´·¤Á Ùð °Ü.§ü.ÇUè. ÕËÕæð´ ·¤æð Õð¿Ùð ·ð¤ çÜ° °·¤ Ù§ü ßñÕâæ§ÅU Òâðßæð §ÜðçÅþUçâÅUèÓ
àæéM¤ ·¤èÐ ÂãÜð ßáü ©âÙð ` 100 ÂýçÌ ÕËÕ ·¤è ÎÚU âð 2400 ÕËÕæð´ ·¤è çÕ·ý¤è ·¤èÐ ©â·ð¤
°·¤ ¥æÎðàæ ÎðÙð ¥æñÚU ÕËÕæð´ ·¤æð ÂýæÌ ·¤ÚUÙð ·¤è ÂýçÌ ¥æÎðàæ Üæ»Ì ` 500 ãñÐ ØçÎ Òç×ÌÃØØè
¥æÎðàæ ×æææÓ 200 ÕËÕ ãñ Ìæð ©â·¤è ÂýçÌ ßáü SÅUæò·¤ ÏæÚU·¤ Üæ»Ì ææÌ ·¤èçÁ°Ð

2

Pankaj an entrepreneur started a new website SAVO ELECTRICITY to sell
LED bulbs. In the first year he sold 2400 bulbs at the rate of ` 100 each. His
cost of placing an order and receiving the bulbs is ` 500 per order. If the
Economic Order Quantity is 200 bulbs, find out the inventory holding cost per
year.

10.

°·¤ Øéßæ, çßÂéÜ, ÃØßâæØ ÂýæÚ´UÖ ·¤ÚUÙæ ¿æãÌæ ãñÐ ßã §â ÕæÚðU ×ð´ ¥æàßSÌ Ùãè´ ãñ ç·¤ ©âð
ç·¤â Âý·¤æÚU ·¤æ ÃØßâæØ ¥æÚ´UÖ ·¤ÚUÙæ ¿æçã°Ð ©â·ð¤ ç×ææð´ Ùð ©âð âÜæã Îè ç·¤ ßã §â·ð¤
çÜ° ÂðàæðßÚUæð´ âð âãæØÌæ Üð´Ð ©âÙð °·¤ ÂðàæðßÚU âð âÂ·ü¤ ç·¤Øæ çÁâÙð ©læð»æð´ ·ð¤ ÕæÚðU ×ð´
ÁæÙ·¤æÚUè ÎðÙð ß ©Ù·ð¤ ÂýçÌßðÎÙ ÎðÙð ·ð¤ çÜ° çßÂéÜ âð ÕÇ¸è ÚUæçàæ ·¤è ×æ¡» ·¤èÐ ¥ÌÑ ©âÙð
Øã çÙæüØ çÜØæ ç·¤ ßã SßØ´ ÂýçÌßðÎÙæð´ ·¤è ¹æðÁ ·¤ÚðU»æ ÌÍæ ©læð»æð´ ·ð¤ ÕæÚðU ×ð´ ÁæÙ·¤æÚUè ÂýæÌ
·¤ÚðU»æÐ ©âÙð çßçÖóæ ßñÕâæ§üÅ÷Uâ ÂÚU çÙØç×Ì M¤Â âð ¥æßàØ·¤ âê¿Ùæ °ß´ ÂýçÌßðÎÙ Îð¹Ùð
àæéM¤ ç·¤°Ð ©âÙð Üæð»æð´ ·ð¤ âæÍ Øã ÁæÙÙð ·ð¤ çÜ° ç·¤ ÖçßcØ ×ð´ ßð ·¤æñÙ-âð ©ÂæÎæð´ ·¤æ
©ÂØæð» ·¤ÚðU´»ð çß¿æÚU çß×àæü Öè ç·¤ØæÐ âæÍ ãè ¥çßÚUÌ ÂýßëçæØæð´ ·¤è Âã¿æÙ ·ð¤ çÜ° ©âÙð
ÃØæÂæçÚU·¤ ×ðÜæð´, ×æòÜâ÷ ÌÍæ ÂýÎàæüçÙØæð´ §ØæçÎ ·¤æ Öè ÎæñÚUæ ç·¤ØæÐ
çßÂéÜ Ùð Âýßëçæ ·¤è Âã¿æÙ ·ð¤ çÜ° çÁâ ×æØ× ·¤æ ÂýØæð» ç·¤Øæ ©âð Âã¿æçÙ° °ß´ ©â·¤æ
©ËÜð¹ ·¤èçÁ°Ð âæÍ ãè °ðâð °·¤ ¥æñÚU ×æØ× ·¤æ ©ËÜð¹ ·¤èçÁ° Áæð çßÂéÜ ·¤æð ÃØßâæØ
ÂýæÚ´UÖ ·¤ÚUÙð ×ð´ âãæØÌæ ·¤ÚðU»æÐ
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2

A young man, Vipul, wants to start a business. He is not sure of the type of
business he should start. His friends suggested him to seek the help of
professionals. He contacted a professional who asked Vipul to pay a big amount
for providing the reports and industry updates. Therefore he decided to search
for the reports and industry updates himself. He started looking for the
required information and reports on different web-sites regularly. He also
interacted with people for the type of products they would like to use in future.
In addition to this he visited trade fairs, malls, exhibitions etc. to assess the
on-going trends.
Identify and state the way that Vipul is using for spotting the trend. Also state
one more way which will help Vipul in starting his business.
11.

ÒÙßÂýßÌüÙÓ ·¤æ ¥Íü ÎèçÁ°Ð ÙßÂýßÌüÙ Âýç·ý¤Øæ ·ð¤ æÅU·¤æð´ ·¤æ ©ËÜð¹ ·¤èçÁ°Ð

3

Give the meaning of Innovation. State the elements in the innovation process.
12.

°·¤ ¥çßÖæçÁÌ çãÎê ÂæçÚUßæçÚU·¤ ÃØßâæØ ·¤æ Âý¿æÜÙ ¥æÚ´UÖ ·¤ÚUÙð âð Âêßü §â·ð¤ ·¤ææü ·¤æð
·é¤ÀU ßñÏæçÙ·¤ ¥æñÂ¿æçÚU·¤Ìæ¥æð´ ·¤æð ÂêÚUæ ·¤ÚUÙæ ãæðÌæ ãñÐ °ðâè ç·¤ãè´ ÌèÙ ßñÏæçÙ·¤ ¥æñÂ¿æçÚU·¤Ìæ¥æð´
·¤æð â×Ûææ§°Ð

3

Before operationalisation of a Hindu Undivided Family Business, its Karta
has to fulfil certain legal formalities. Explain any three such legal formalities.
13.

çÕ»éÜ ¿ÌéßüðÎè Ùð ¥ÂÙð Öæ§ü ·ð¤ âæÍ S·ê¤Ü Õñ» ÕÙæÙð ·¤æ ÃØßâæØ àæéM¤ ç·¤ØæÐ ÎæðÙæð´ §â Ù°
©Â·ý¤× ·ð¤ ÕæÚðU ×ð´ ÕãéÌ ãè ©æðçÁÌ ÍðÐ ÕãéÌ ãè âæßÏæÙè âð ÕÙæ§ü »§ü ØæðÁÙæ¥æð´ ÌÍæ ·¤Ç¸è
×ðãÙÌ ·ð¤ ·¤æÚUæ ßð ÂýÍ× ßáü ×ð´ 1000 Õñ» Õð¿Ùð ×ð´ âÈ¤Ü ãé°Ð Üðç·¤Ù ©ãæð´Ùð ·¤æð§ü ÜæÖ
¥çÁüÌ Ùãè´ ç·¤ØæÐ ÎæðÙæð´ ÕãéÌ ¹éàæ Íð Øæð´ç·¤ ©ãð´ ·¤æð§ü ãæçÙ Ùãè´ ãé§ü ÌÍæ ¥çÁüÌ ¥æ»×
Üæ»Ì ·ð¤ ÕÚUæÕÚU ÍèÐ ÎêâÚðU ßáü ×ð´ ¥Õ ßð ÜæÖ ¥çÁüÌ ·¤ÚUÙð ·¤è ¥æðÚU ÕÉ¸ ÚUãð ÍðÐ

3

(¥) çßæèØ ØæðÁÙæ ·ð¤ ©ÂÚUæðÌ ¿ç¿üÌ æÅU·¤ ·¤æð Âã¿æçÙ°Ð
(Õ) ç·¤ãè´ ¿æÚU çÕÎé¥æð´ ·¤æ ©ËÜð¹ ·¤ÚUÌð ãé° ÕÌæ§° ç·¤ Øã æÅU·¤ ©l×è ·ð¤ çÜ° ·ñ¤âð
©ÂØæð»è ãñ?
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Bigul Chaturvedi started a school bag business with his brother. Both were
very excited about the new venture. With meticulous planning and a lot of
hard work they were able to sell 1,000 bags in the first year. But they did not
earn any profit. Both were happy because they were not at loss and revenue
generated was equal to the cost. Now they were moving towards earning profit
in the second year.
(a) Identify the component of financial plan discussed above.
(b) By giving any four points state how this component is useful for the
entrepreneur.
14.

°·¤ Üæé ©l×è ÜçÜÌ ÒÂè-Èñ¤ÙÓ ÕýæÇU Ùæ× ·ð¤ âæÍ âéßæs Â´¹æð´ ·¤æ ©ÂæÎÙ ·¤ÚU ÚUãæ ãñÐ §Ù
Â´¹æð´ ·¤è ÕãéÌ ×æ¡» ãñÐ ©âÙð ÂæØæ ç·¤ §â Â´¹ð ·¤è ÂýçÌ §·¤æ§ü ©ÂæÎÙ Üæ»Ì ` 800 ãñ ÌÍæ
ßã §âð ÂýçÌ-§·¤æ§ü ` 1,000 ×ð´ Õð¿ â·¤Ìæ ãñÐ Õæ$ÁæÚU ×ð´ ¥Ø ÂýçÌØæð»è §âè Âý·¤æÚU ·ð¤ Â´¹ð
·¤æð ` 1,200 ·¤è ÎÚU âð Õð¿ ÚUãð ãñ´Ð ÜçÜÌ ·¤æ ©gðàØ ÀUæðÅUè ¥ßçÏ ·ð¤ çÜ° ÜæÖ ¥çÁüÌ ·¤ÚUÙæ
Ùãè´ ãñ ¥çÂÌé Õæ$ÁæÚU ·ð¤ °·¤ ÕÇ¸ð Öæ» ·¤æð ¥ÂÙð ¥çÏ·¤æÚU ×ð´ ÜðÙæ ãñÐ ©â·¤è ¥Âðÿææ ãñ ç·¤
·¤× ×êËØ ·ð¤ ·¤æÚUæ ©ÂÖæðÌæ Ù° ÕýæÇU ·¤è ¥æðÚU ¥æ·¤çáüÌ ãæð´»ðÐ
Õæ$ÁæÚU ÂÚU ¥ÂÙð ¥çÏ·¤æÚU ·ð¤ çÜ° ÜçÜÌ mæÚUæ ¥ÂÙæ§ü »§ü ×êËØ-çßçÏ ·¤è Âã¿æÙ ·¤èçÁ°Ð
§â çßçÏ ·ð¤ ç·¤ãè´ Îæð ÜæÖæð´ ·¤æ Öè ©ËÜð¹ ·¤èçÁ°Ð

3

Lalit a small entrepreneur is manufacturing portable fans with the brand
name P-FAN. These fans are in great demand. He finds that the cost of
production of per unit of the fan is ` 800 and he can sell the same at ` 1,000
per fan. The competitors in the market are selling this type of fan at the rate
of ` 1,200. Lalits objective is not to earn profit in the short-run but to capture
the largest market share. His expectation is that the customers will be
attracted towards the new brand because of lower price.
Identify the method of pricing adopted by Lalit to capture the substantial
portion of the market. Also state any two advantages of this method of pricing.
15.

çÙÙçÜç¹Ì âê¿Ùæ ÂðÙ, S·ñ¤¿ ÂðÙ ÌÍæ Øæç×çÌ Õæòâ ·ð¤ çß·ý¤Ø-ç×æ âð âÕçÏÌ ãñÐ
í§Ë³
ÌÄâ½ ¼Ï°½ §âÌ± Ëá (C ¼Õ)
§Ì¿UÄ±á¾ÅËÍÁ ÁË ± §âÌ±-Ëá (C¼Õ)
ÌÄâ½-Ì¼éË §âÌ±ÅË±
ÎÁ S²Ë½Í ÁË ± ÈÖ -C90,000

§Õ¾ SÖ¤ §Õ¾ ò½ËÌ¼Ì± ºË×þÇ
40

45

75

22

30

40

20%

20%

60%

çß·ý¤Ø-ç×æ ·¤è ÂýçÌ §·¤æ§ü ÖæçÚUÌ-¥æñâÌ-¥´àæÎæÙ ·¤è »æÙæ ·¤èçÁ°Ð
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3

Following information is related to sales-mix of Pen, Sketch Pen and Geometry
box.
Product
Sales Price Per Unit (in C)
Variable Cost Per Unit (in C)
Sales -Mix Percentage
Total Fixed cost is - C 90,000

Pen
40
22
20%

Sketch Pen Geometry box
45
75
30
40
20%
60%

Calculate the weighted-average-contribution per unit for the sales-mix.
16.

ÒâÖè ÃØßâæØ çß·ý¤Ø ×æææ¥æð´ °ß´ ¥æ»×æð´, â´âæÏÙæð´ ·¤è ×æææ¥æð´, Üæ»Ìæð´ °ß´ ÃØØæð´ ¥æçÎ ·¤è
ØæðÁÙæ ÕÙæÌð ã´ñÐÓ
©ÂÚUæðÌ ØæðÁÙæ ×ð´ çÙçãÌ â´·¤ËÂÙæ ·¤æð Âã¿æçÙ° ÌÍæ §â Âý·¤æÚU ·¤è ØæðÁÙæ ·ð¤ ç·¤ãè´ Îæð
ÜæÖæð´ ·¤æ ©ËÜð¹ ·¤èçÁ°Ð

3

All business planned for sales volumes and revenues, resource quantities, costs
and expenses etc.
Identify the concept involved in the above planning and state any two benefits
of this concept.
17.

¥´ç·¤Ì, Á×üÙè ×ð´ ·¤×-·¤è×Ì ßæÜè ÇUè$ÁÜ ·¤æÚUæð´ ·¤æð ÕÙæÙð ·ð¤ ÃØßâæØ ×ð´ Ü»æ ãé¥æ ÍæÐ ßã
¥ÀUæ ÜæÖ ¥çÁüÌ ·¤ÚU ÚUãæ Íæ ÌÍæ çßÎðàææð´ ×ð´ ¥ÂÙð ÃØßâæØ ·ð¤ çßSÌæÚU ·ð¤ çÜ° §ÀéU·¤ ÍæÐ
©âÙð ßæÌæßÚUæ ·¤æ ¥ßÜæð·¤Ù ç·¤Øæ Ìæç·¤ ßã ©Ù âé¥ßâÚUæð´ °ß´ ¥æàæ´·¤æ¥æð´ ·¤æ ÂÌæ Ü»æ
â·ð¤ Áæð ©â·¤è ßÌü×æÙ °ß´ Öæßè ØæðÁÙæ¥æð´ ·¤æð ÂýÖæçßÌ ·¤ÚU â·¤Ìð ãñ´Ð ©âÙð Øã çÙçà¿Ì
ç·¤Øæ ç·¤ ©â·ð¤ ÃØßâæØ ·ð¤ çßSÌæÚU ·ð¤ çÜ° ÖæÚUÌ °·¤ â´ÖæçßÌ SÍæÙ ãñ Øæð´ç·¤ ÖæÚUÌ
âÚU·¤æÚU Ùð ¥Ùé·ê¤Ü ÃØæÂæÚU çßçÙØ×æð´ ·¤è ææðáææ ·¤è ãñÐ ©â·ð¤ mæÚUæ ÖæÚUÌ ×ð´ ·¤æÚUæð´ ·¤æ ÂãÜæ
ÜæòÅU Õð¿Ùð ·ð¤ Âà¿æÌ÷ ÖæÚUÌèØ âÚU·¤æÚU Ùð ÂæØæ ç·¤ §Ù ·¤æÚUæð´ âð ãæðÙð ßæÜæ ©âÁüÙ çÙÏæüçÚUÌ
×æÙ·¤æð´ âð ¥çÏ·¤ ãñÐ âÚU·¤æÚU Ùð ©ââð ·¤ãæ ç·¤ ¥»ÚU ßã ÖæÚUÌ ×ð´ ÃØßâæØ ¿æÜê ÚU¹Ùæ
¿æãÌæ ãñ Ìæð ©âð ¥ÂÙè ·¤æÚUæð´ ×ð´ â´àææðÏÙ ·¤ÚUÙæ ÂÇ¸ð»æÐ ßã ÌéÚ´UÌ ãè ÖæÚUÌ âÚU·¤æÚU mæÚUæ
çÙÏæüçÚUÌ ©âÁüÙ âÕÏè ×æÙ·¤æð´ ·¤æð ÂýæÌ ·¤ÚUÙð ·ð¤ çÜ° ÌñØæÚU ãæð »ØæÐ
(¥) ©ÂÚUæðÌ ¥ÙéÀðUÎ âð Â´çÌØæð´ ·¤æð ©Î÷ÏëÌ ·¤ÚUÌð ãé° ç·¤ãè´ Îæð ÂØæüßÚUæ æÅU·¤æð´ ·¤è Âã¿æÙ
·¤èçÁ°Ð
(Õ) âæÍ ãè °ðâð ç·¤ãè´ Îæð ×êËØæð´ ·¤æ ©ËÜð¹ ·¤èçÁ° çÁãð´ ¥´ç·¤Ì Ùð ÖæÚUÌèØ â×æÁ ·¤æð
âÂýðçáÌ ·¤ÚUÙð ·¤æ ÂýØæâ ç·¤ØæÐ
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Ankit is into the business of manufacturing low-cost diesel-cars in Germany.
He is earning good profits and ambitiously considering overseas expansion.
He scans the environment for finding out the opportunities and threats that
may influence his current and future plans. He zeroes down on India as a
potential place for his business expansion as Indian Government has
announced favourable trade regulations. On selling the first lot of cars in India,
the Indian Government noticed that the emissions from these cars were above
the permissible limit. The government asked him to make necessary
modifications in his cars if he wanted to continue business in India. He readily
agreed to meet the emission norms set by the Indian Government.
(a) Quoting the lines from the above para identify any two environmental
factors.
(b) Also, state any two values which Ankit tried to communicate to the Indian
society.
18.

ç·¤âè ©l× âð âÕçÏÌ ÃØæßâæçØ·¤ ßæÌæßÚUæ ·¤æð â×ÛæÙð ·ð¤ ç·¤ãè´ ¿æÚU ÜæÖæð´ ·¤æ ©ËÜð¹
·¤èçÁ°Ð

4

State any four benefits of understanding the business environment relevant
to an enterprise.
19.

çßÌÚUæ ×æØ×æð´ ·¤æ ¿ØÙ ·¤ÚUÌð â×Ø ØæÙ ×ð´ ÚU¹ð ÁæÙð ßæÜð Õæ$ÁæÚU âð âÕçÏÌ ç·¤ãè´ ¿æÚU
·¤æÚU·¤æð´ ·¤æð â×Ûææ§°Ð

4

Explain any four factors to be taken into consideration for selecting channels
of distribution related to a market.
20.

SßæçÌ ÌÍæ çÎÃØæ ÂðàæðßÚU Èñ¤àæÙ çÇU$Áæ§ÙÚU ãñ´ ÌÍæ ç×æ Öè ã´ñÐ SßæçÌ ·¤Ü·¤ææ ×ð´ ÚUãÌè ãñ
ÁÕç·¤ çÎÃØæ çÕãæÚU ·ð¤ °·¤ »æ¡ß ×ð´ ÚUãÌè ãñÐ Âý¿çÜÌ Èñ¤àæÙ ·ð¤ ¥ÙéM¤Â ¥ÂÙð ·¤ÂÇ¸ð çâÜßæÙð
·ð¤ çÜ° »æ¡ß ·¤è ØéßçÌØæ¡ Âæâ ·ð¤ ·¤SÕð ×ð´ ÁæÌè Íè´Ð §ââð çÎÃØæ ·¤æð »æ¡ß ×ð´ °·¤ ÕéÅUè·¤
ÂýæÚ´UÖ ·¤ÚUÙð ·¤æ çß¿æÚU ¥æØæÐ ©âÙð §â ÕæÚðU ×ð´ SßæçÌ âð ¿¿æü ·¤è Áæð ÂãÜð âð ãè ·¤Ü·¤ææ
×ð´ °·¤ ÕéÅUè·¤ ¿Üæ ÚUãè Íè ¥æñÚU ¥ÀUæ ÜæÖ ¥çÁüÌ ·¤ÚU ÚUãè ÍèÐ SßæçÌ Ùð ÕéÅUè·¤ ·¤è
SÍæÂÙæ ·ð¤ çÜ° çÎÃØæ ·¤æ ×æ»üÎàæüÙ ç·¤ØæÐ ÕéÅUè·¤ ÂýæÚ´UÖ ·¤ÚUÙð âð ÂãÜð çÎÃØæ Ùð ¥ÂÙð »æ¡ß
·¤è çâÜæ§ü ÁæÙÙð ßæÜè ØéßçÌØæð´ ·¤æð ÂýçàæçÿæÌ ç·¤ØæÐ §ÌÙæ ãè Ùãè´ ©âÙð ØéßçÌØæð´ ·¤è ×ÎÎ
·¤ÚUÙð ·ð¤ çÜ° »æ¡ß ·¤è ©Ù ×çãÜæ¥æð´ ·¤æð Öè ÕéÜæØæ Áæð ç·¤ ¥ÂÙð æÚUæð´ ×ð´ Õð·¤æÚU ÕñÆUè ãé§ü Íè´
Ìæç·¤ ßð ·¤ÂÇ¸ð ·¤æÅUÙð, ÌéÚUÂæ§ü ·¤ÚUÙð, ÕÅUÙ Ü»æÙð ÌÍæ ÎêâÚUè âÕçÏÌ »çÌçßçÏØæð´ ×ð´ âãæØÌæ
·¤ÚU â·ð´¤Ð »æ¡ß ·¤è âÖè ×çãÜæ°¡ ÕãéÌ ¹éàæ Íè´ Øæð´ç·¤ ¥Õ ©ãæð´Ùð ÏÙ ¥çÁüÌ ·¤ÚUÙæ ¥æÚ´UÖ
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·¤ÚU çÎØæ Íæ ÌÍæ ßð ¥ÂÙð ÂçÚUßæÚUæð´ ·¤è ¥æçÍü·¤ âãæØÌæ ·¤ÚU ÚUãè Íè´Ð çÎÃØæ Ùð Öè ¥ÀUæ
ÜæÖ ¥çÁüÌ ·¤ÚUÙæ ÂýæÚ´UÖ ·¤ÚU çÎØæÐ SßæçÌ ·¤è ØæçÌ Öè ©â·ð¤ ¥ÀðU ·¤æØü ¥æñÚU ©ÂÖæðÌæ
â´ÌéçcÅU ·ð¤ ·¤æÚUæ ÕÉ¸ ÚUãè ÍèÐ ¥çÏ·¤ ÜæÖ ¥çÁüÌ ·¤ÚUÙð ·ð¤ çÜ° ©âÙð ÂÇ¸æðâ ·ð¤ §Üæ·ð¤ ×ð´
¿æÚU Ù° ÕéÅUè·¤ ¹æðÜðÐ Áæð ÅUè× §Ù ÕéÅUè·¤æð´ ·¤æ ÂýÕÏÙ ·¤æØü ·¤ÚU ÚUãè Íè´ ßð ·é¤àæÜ Ùãè´ Íè´Ð
ÕãéÌ âð ©ÂÖæðÌæ¥æð´ Ùð çâÜæ§ü ·¤è »éæßææ ÌÍæ çÇU$Áæ§Ù §ØæçÎ ·ð¤ çÜ° ÂýØéÌ âæ×»ýè ·¤è
çàæ·¤æØÌ ·¤èÐ SßæçÌ ÕãéÌ ÃØSÌ Íè ¥æñÚU ßã Ù° ÕéÅUè·¤æð´ ·¤è »çÌçßçÏØæð´ ·¤æð çÙØçæÌ Ùãè´
·¤ÚU Âæ ÚUãè ÍèÐ §â·ð¤ ·¤æÚUæ ÂéÚUæÙð ÕéÅUè·¤ ·¤è ÀUçß Öè ¹ÚUæÕ ãæð »§ü ¥æñÚU ÂçÚUææ×SßM¤Â
©â·ð¤ ÜæÖ ×ð´ ·¤×è ¥æÙè àæéM¤ ãæð »§üÐ ·é¤ÀU ×ãèÙæð´ ·ð¤ ÕæÎ ©â·¤æ ÃØßâæØ çßÈ¤Ü ãæð »Øæ
¥æñÚU ©â·¤æð âÖè ÕéÅUè·¤ Õ´Î ·¤ÚUÙð ÂÇ¸ðÐ
©ÂÚUæðÌ ¥ÙéÀðUÎ ·ð¤ ¥æÏæÚU ÂÚU SßæçÌ ·ð¤ ÕéÅUè·¤æð´ ·ð¤ çßÈ¤Ü ãæðÙð ·ð¤ ç·¤ãè´ Îæð ·¤æÚUææð´
·¤æð Âã¿æçÙ° °ß´ â×Ûææ§°Ð °ðâð Îæð ×êËØæð´ ·¤æ Öè ©ËÜð¹ ·¤èçÁ° çÁãð´ çÎÃØæ Ùð â×æÁ ·¤æð
âÂýðçáÌ ç·¤Øæ ãñÐ
Swati and Divya are professional fashion designers and are friends also. Swati
lives in Calcutta whereas Divya lives in a village in Bihar. The young girls
of the village used to get their clothes stitched as per the prevailing fashion
from the near-by town. This gave Divya an idea to start a boutique in the
village. She discussed about it with Swati who was already running a boutique
in Calcutta and earning good profits. Swati guided Divya for setting the
boutique. Before starting the boutique Divya trained young girls of her village
who knew stitching. Not only this, she called the women of her village who
were sitting idle at their homes to help the young girls in cutting, hamming,
putting buttons and other small related activities. All the women of the village
were happy as they started earning and were economically helping their
families. Divya also started earning good profits. The goodwill of Swati was
also increasing because of her good work and customer satisfaction. For
earning more profits she opened four new boutiques in the near-by areas. The
teams who were managing these boutiques were not efficient. Many customers
complained about the quality of stitching and the material used for designing
etc. Swati was very busy and could not control the activities of the new
boutiques. It also damaged the image of the old boutique and resulted into
declining of her profit. After few months her business failed and she had to
shut-down all the boutiques.
Based on the above paragraph, identify and explain any two causes of
failure of Swatis boutiques. State any two values which Divya communicated
to the society.
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21.

°·¤ ©l×è, ÙèÚU$Á, çã×æ¿Ü ÂýÎðàæ ·ð¤ °·¤ âé´ÎÚU »æ¡ß ×ð´ ÚUãÌæ ãñÐ Øã »æ¡ß ¥ÂÙè Âýæ·ë¤çÌ·¤
âé´ÎÚUÌæ ·ð¤ çÜ° ÕãéÌ Âýçâh Íæ Üðç·¤Ù ÕãéÌ ·¤× Üæð» §â·ð¤ ÕæÚðU ×ð´ ÁæÙÌð ÍðÐ ©l×èØ
Ûæé·¤æß ·ð¤ ·¤æÚUæ ßã âÎñß âé¥ßâÚUæð´ ·¤æð É´êÉUÙð ·¤æ ÂýØæâ ·¤ÚUÌæ ÍæÐ »æ¡ß ·ð¤ Üæð» ÕãéÌ ãè
»ÚUèÕ Íð Øæð´ç·¤ ßð ØæÎæUÌÚU ¹ðÌè ÂÚU çÙÖüÚU ÍðÐ ÙèÚU$Á Ùð âæ´S·ë¤çÌ·¤ ·ð¤Îý, ÚðUSÌÚUæ¡ °ß´ ¥Ø
âéçßÏæ¥æð´ ·ð¤ âæÍ »æ¡ß ×ð´ ÒÀéUç^Øæ¡ çÕÌæÙð ·ð¤ çÜ° °·¤ çÚUâæòÅüU ÒàæéM¤ ·¤ÚUÙð ·ð¤ ÕæÚðU ×ð´ âæð¿æÐ
âÖè »æ¡ß ßæÜð ÙèÚU$Á ·¤è §â ÂçÚUØæðÁÙæ âð âã×Ì Íð ¥æñÚU ©â·¤æ âãØæð» ·¤ÚU Úãð ÍðÐ ©ãæð´Ùð
§â ÂçÚUØæðÁÙæ ·¤æð âÈ¤Ü ÕÙæÙð ·ð¤ çÜ° ¥æÂâ ×ð´ âãØæð» ·¤ÚUÙð ·¤è âã×çÌ ÎèÐ ÙèÚU$Á ·¤æð
§â ÂçÚUØæðÁÙæ ·ð¤ çÜ° ` 3 ·¤ÚUæðÇ¸ ·¤è Âê´Áè ·¤è ¥æßàØ·¤Ìæ ÍèÐ
(¥) ©â çßçàæcÅU çßæèØ â´SÍæÙ ·¤æ Ùæ× ÕÌæ§° çÁâð ÙèÚU$Á ·¤æð ¥ÂÙè ¥æßàØ·¤Ìæ¥æð´ ·¤è
ÂêçÌü ãðÌé âÂ·ü¤ ·¤ÚUÙæ ¿æçã°Ð
(Õ) ©â â´SÍæÙ ·¤è SÍæÂÙæ °·¤ âæßüÁçÙ·¤ ·¤ÂÙè ·ð¤ M¤Â ×ð´ ·¤Õ ãé§ü ÌÍæ §âÙð ¥ÂÙæ
Âý¿æÜÙ ·¤æØü ·¤Õ ¥æÚ´UÖ ç·¤Øæ?
(â) §â â´SÍæÙ ·¤æ ×éØ ·¤æØü Øæ ãñ?
(Î) °ðâð °·¤ ×êËØ ·¤æ ©ËÜð¹ ·¤èçÁ° çÁâð ÙèÚU$Á â×æÁ ·¤æð âÂýðçáÌ ·¤ÚUÙæ ¿æãÌæ ãñÐ
Neeraj, an entrepreneur, is living in a beautiful village of Himachal Pradesh.
This village was very famous for its natural beauty but very few people knew
about it. Due to his entrepreneurial inclination he always tried to find out
the opportunities. People of the village are very poor as they are mostly
dependent on farming. Neeraj thought of starting a Holiday Resort with
cultural centre, restaurant and other facilities in the village. All the villagers
agreed and supported Neeraj for this project. They agreed to co-operate to
make this project a success. Neeraj needed capital of ` 3 crores for this Project.
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(a)

Name the specialised financial institution, which Neeraj should approach
to meet his requirements.

(b)

When was this institution incorporated as a public limited company and
became operational ?

(c)

What is the main function of this institution ?

(d)

State any one value which Neeraj wants to communicate to the society.
10
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22.

ÚUæÁèß Ùð ¥Öè-¥Öè ¥ÂÙè Õè.ÅñU·¤ ÂêÚUè ·¤è ¥æñÚU ßã SßØ´ ·¤æ ÃØßâæØ ÂýæÚ´UÖ ·¤ÚUÙæ ¿æãÌæ
ãñÐ ßã ÁæÙÌæ Íæ ç·¤ ÖæÚUÌ ×ð´ çÕÁÜè ·¤è ×æ¡» çÎÙ-ÂýçÌçÎÙ ÕÉ¸ ÚUãè Íè ÁÕç·¤ §â·¤æ
©ÂæÎÙ ¥ÂØæüÌ ÍæÐ ÚUæÁèß Ùð ¥ÂÙð çß¿æÚU ·é¤ÀU ç×ææð´ ·ð¤ âæÍ âæÛææ ç·¤° ¥æñÚU ©Ù âÖè
Ùð ç×Ü·¤ÚU Øã çÙæüØ çÜØæ ç·¤ çßléÌ ©ÂæÎÙ ·¤æ ÃØßâæØ ¥æÚ´UÖ ç·¤Øæ Áæ°Ð ©ãæð´Ùð
çßçÖÙ çßçÏØæð´ ·¤æ ÂÚUèÿææ ç·¤Øæ ¥æñÚU ¥ÌÌÑ ·¤¿ÚðU âð çßlÌé - ©ÂæÎÙ ×ð´ âÈ¤Ü ãæð »°Ð
ßð âÖè ÕãéÌ ¹éàæ Íð Øæð´ç·¤ ÖæÚUÌ ·¤¿ÚðU ·ð¤ çÙÂÅUæÙ ·¤è â×SØæ ·¤æ Öè âæ×Ùæ ·¤ÚU ÚUãæ ÍæÐ

6

(¥) ©â Òçß¿æÚU-ÿæðæÓ ·¤è Âã¿æÙ ·¤ÚUÌð ãé° ©âð â×Ûææ§° Áãæ¡ âð ÚUæÁèß °ß´ ©â·ð¤ ç×ææð´ ·ð¤
§â çß¿æÚU ·¤è ©Âçæ ãé§ü ãñÐ
(Õ) âæÍ ãè ©ÎæãÚUæ ·¤è âãæØÌæ âð çß¿æÚU-ÿæðæ ·ð¤ Îæð ¥Ø dæðÌæð´ ·¤æð Öè â×Ûææ§°Ð
Rajeev has just completed his B.Tech and wants to start his own business. He
knew that the demand of electricity in India was increasing day by day, whereas
its generation was not sufficient. Rajeev shared his views with some of his
friends and they all decided to start the business of electricity generation.
They experimented various methods and ultimately succeeded in electricity
generation through garbage. They all were very happy as India is also facing
the problem of garbage disposal.

23.

(a)

Identify and explain the source of Idea-field from where the idea had
been generated by Rajeev and his friends.

(b)

Also explain two other sources of Idea fields with the help of example.

ÒâÙ-·¤æÚ÷U â çÜç×ÅðUÇUÓ ·¤æÚUæð´ ·¤æ ©ÂæÎÙ ·¤ÚUÌè ãñÐ Øã ÂýØð·¤ Ù° ×æòÇUÜ ×ð´ Ù° °ß´ ¥çmÌèØ
çßàæðáÌæ¥æð´ ·¤æð ÁæðÇ¸Ùð ·ð¤ çÜ° Âýçâh ãñÐ §â ÕæÚU ·¤ÂÙè Ùð ÒâæðÜÚUæðÓ Ùæ× ·¤è °·¤ Ù§ü ·¤æÚU
Õæ$ÁæÚU ×ð´ ©ÌæÚUè ãñ çÁâð ãæ§ÇþUæð-·¤æÕüÙ §ZÏÙ ·¤è ¥æßàØ·¤Ìæ Ùãè´ ãñÐ Øã âæñÚU ª¤Áæü âð ¿ÜÌè
ãñ ÌÍæ §âð ¿æÁü ·¤ÚUÙð ×ð´ ·¤× â×Ø Ü»Ìæ ãñÐ §ZÏÙ ·ð¤ ¥çÌçÚUÌ §ââð çÕ$ÁÜè ·¤è Õ¿Ì
Öè ãæðÌè ãñÐ §Ù âÖè »éææð´ ·ð¤ ·¤æÚUæ ·¤æÚU Õæ$ÁæÚU ×ð´ ÕãéÌ Âýçâh ãæð »§ü ãñÐ

6

(¥) ©ÂÚUæðÌ ¥ÙéÀðUÎ âð Â´çÌØæð´ ·¤æð ©Î÷ÏëÌ ·¤ÚUÌð ãé° ÃØßâæØ-çß·¤æâ ÚUæÙèçÌ ×ð´ ÂýØéÌ
©ÂØæðç»Ìæ-ßëçh ·ð¤ Îæð Âý·¤æÚUæð´ ·¤æð Âã¿æçÙ° °ß´ â×Ûææ§°Ð
(Õ) Öæ» (¥) ×ð´ ¿ç¿üÌ ©ÂØæðç»Ìæ ßëçh ·ð¤ Âý·¤æÚUæð´ ·ð¤ ¥çÌçÚUÌ Îæð ¥æñÚU Âý·¤æÚUæð´ ·¤æð Öè
â×Ûææ§°Ð
98
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Sun-Cars Ltd is a manufacturer of cars. It is famous for adding new and
unique features in every new model. This time the company launched a car
Solaro which does not require hydro-carbon fuel. It is run by solar energy
and takes less time in charging. Besides saving fuel it saves electricity also.
Because of these qualities the car was a big hit in the market.

24.

(a)

Quoting the lines from the above para identify and explain the two types
of added value in the business-growth strategy.

(b)

Also explain two more types of added value other than discussed in
part (a).

ÚUæð·¤Ç¸ ÂýÕÏ ·ð¤ ©â âæÏÙ ·ð¤ çß·¤æâ ·ð¤ ¿ÚUææð´ ·¤æð â×Ûææ§° Áæð °·¤ ©l×è ·¤æð Øã ÁæÙÙð
×ð´ âãæØÌæ ·¤ÚUÌæ ãñ ç·¤ ÖçßcØ ×ð´ °·¤ ¿éÙè ãé§ü â×ØæßçÏ ·ð¤ ÎæñÚUæÙ ÚUæð·¤Ç¸ ·¤è ç·¤ÌÙè ×æææ
·¤è ÃØéÂçæ Øæ ÃØØ ÂêßæüÙé×æçÙÌ ãñÐ
Explain the steps for the development of the tool of cash management that
helps an entrepreneur in knowing how much cash generation and expenditure
is anticipated over a chosen period of time in future.
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