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SECTION A — (10 × 2 = 20 marks)

Answer ALL questions.

1. Define E-Commerce.

2. What is Debit Card?

3. Define Hire Purchase.

4. What is credit rating?

5. Define the term Life Insurance.

6. Define the term factoring.

7. What do you mean by merchant bankers?

8. What do you mean by Mutual Fund?

9. What do you mean by Capital markets? 

10. Define Securitization.
SECTION B — (5 × 5 = 25 marks)

Answer any FIVE questions.

11. Briefly explain the functions of Financial Services.

12. What are the features of installment credit system?

13. Briefly explain any five  basic principles of Insurance.
14. Explain the principles of Insurance.

15. What are the advantages of Factoring?

16. Explain the benefits of Mutual Funds towards small investors.

17. Explain about MMMFs.

18. Discuss about pass through certificates.

SECTION C — (2 × 15 = 30 marks)

         Q.No. 19 is compulsory and answer any ONE from the rest of two questions.

19. Case Study (Compulsory)

Ultra-sun Products is a manufacturer and distributor of sun-glasses for past 23 years. Historically it was a very successful company, able to support its steady growth with accumulated profits and had never needed to take on debt. But in recent years, company had run into major problems. The company suffered because of a downturn in the economy. Also lost its largest customer who constituted 40% of annual sales. Thus, annual sales were down and incurred losses for past three years. Its balance sheet had been severely weakened. The company had taken remedial action and responded to its problems by cutting unproductive expenses and brought on two new major customers which would replace the sales lost from previous ones. In fact the new business has increased its annual sales by 50%, which created another big problem. Ultra-sun Products needs a credit line to support this increase in sales, but the banks are unwilling to lend due to Company’s weak financial condition. A second problem was that it did not have a strong credit department and was thus selling to some financially weak companies it shouldn't have been selling to. 
This problem was compounded by the fact that the company’s strength was not in collecting its receivables. As a result many of its customers were paying very slowly, stringing out Company’s aging and unnecessarily tying up significant funds of needed capital in the company's accounts receivable. Study this case and give solution for 1. Credit line requirement for rising sales and 2. problem of weak collection of its receivables.
20. How the Credit Cards are classified?  Explain each of them.

21. Describe the benefits of Mutual funds towards small investors.
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