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SECTION A — (10 × 2 = 20 marks)

Answer any TEN questions
1. What is meant by entrepreneurship?
2. Who is called as an intrepreneur?

3. What is meant by cultural environment?

4. State any two internal factors that influence the emergence of entrepreneurship.

5. What are tiny units?

6. What is merger?

7. What is meant by ancillary industry?

8. State the meaning of self help group.

9. What do you understand by the term marketing feasibility?

10. Who is a market nicher?

11. What is meant by pricing?

12. State any two functions of women entrepreneurs.

SECTION B — (5 × 5 = 25 marks)

Answer any FIVE questions
13. Discuss the Mahatma Gandhi’s views on entrepreneurship.
14. Explain the role of government in entrepreneurial growth.
15. Discuss the socio-economic factors that influence entrepreneurship.

16. What are the various types of SSI?

17. Discuss the sickness prevailing in small business and its causes.

18. Discuss the export-import procedure and documentation.

19. Discuss the problems for small entrepreneurs.
SECTION C — (3 × 10 = 30 marks)
I.
Case Study (COMPULSORY)
(1 × 10 = 10)
20.
Mr. P.R. Varadarajulu from Vellore in Tamilnadu started the leather business  in the year 1978.  The major leather and leather manufacturing centers, nearer to Vellore were;  Vaniyambadi, Ambur and Ranipet in North Arcot District, it started with exports of leathers in the name of Jai Bharath Tanners, it was established in Sami Mudali street, Periamet, Chennai, in Tamilnadu.  Periamet area was the leather belt.  It is full of leather shops.  It was a family owned business.
The business was primarily in raw material supply, manufacture of lining and shoe uppers for Europe.  The  sales turnover was `15 crores in 2002, the company started manufacturing shoes.  It manufactured 8000-9000 pairs of shoes a day.  It exported leather and footwear.  There were 3000 employees working in the company.  In 2010, the BSIPL turnover was `170 crores.

Twenty years later in the year 1998 Mr.P.V.Gopalakrishnan Bachi (PVGB) took over as the managing director of  bachi shoes.  He was responsible to  transform  Jai Bharath Tanners in to branded company (BSIPL).  The turnover of the BSIPL increased 10 times.  The product oriented company known for leather, shoes became popular as bachi shoes and transformed in to a premium brand.  His objective was to create brand than just sell shoes.  Within 2 years, the company planned to double its production.

PVGB studied shoe technology in Germany at the Schuh Fach Schule in Pirmasens.  He worked for 4 years in  a German shoe factory, before moving to India. At the young age of 19, he joined the family owned business as a trainee.  He became president of the Indian shoe federation.

He introduced an element of design and brought an identity to products and became specialized manufacturer of footwear for children.  Extra care was  taken for the fit and comfort which were crucial for growing feet.  The versatility in production was developed.  This helped with innumerable variations in colour and style to meet the demands of the customers.  The company had the technical capability which was the best in the world to make all types of children’s shoes.  Men’s shoes requirements in terms of variations were small with domination of black and brown.  His focus was on product development,  increasing the manufacturing base, creating a design department which helped to shift from pure manufacturing to knowledge-based operations.

In partnership with Khizar Hussain another major exporter in leather industry, a premium retail outlet “language” was started in Chennai city’s upmarket. Rutland gate in Nungambakkam gives details about the store.  BSIPL had the entire gamut of business span of shoe making, tannery, shoe components and whole shoes of premium Emporean brands.  The customers were among the best brands in the world including kickers of France: start rite of England; Elefanten of Germany; super fit of Australia.  BSIPL made the best water proof shoes.  The  introduction of retail store was a step to achieve his objective. 

            PVGB believed that the role of BSIPL to be provider of solution and not just manufacturer.  Create a brand not just sell shoes.  He felt that China was losing shine as manufacturer and India will be the next best option.  He attributed his growth to his team.  He felt that the growing business was not just about ideas, markets and products but also team.  He nurtured talents and provided with opportunity to grow in the  organization.  Training was the integral part.

Along with his partner, he had plans for the establishment of country wide language chain retail store in India as well as in other countries.

The challenges according to PVGB included  the need for increasing capacities increasing cost of labour, and growing cost of input materials and the ability of family-owned business to professionalized and expand fast.
Questions:
a)  What characteristic of an entrepreneur can be derived from Mr. Bachi?

b)  Identify the scale up challenges.

c) Identify the innovations introduced by Mr. Bachi?

II.
Answer any TWO questions :


(2 × 10 = 20)
21.       Explain the personal factors that influence entrepreneurship.

22.
Explain the Types of entrepreneur.

23.
Explain the problem of women entrepreneur.

24.
Explain the steps in new products development.       
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