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Activity 3: Grade 9 	[20]

Answer the following questions:

1. Functions of the business are operations that people in the 
	business perform to achieve the aims and objectives of the 
	business. It helps the business to run effectively and efficiently. 	(2)

2. Activities handled by the administrative function include:  List any two. 	(4)

g Clerical work such as answering phone calls

g Reception

g Recording and filing information

g Managing the administration budget

g Scheduling

g Posting and registry work

g Record keeping

g Sending emails, writing letters, etc.

g Any suitable response from the learner

3. The four Ps of marketing are: Price, Product, People and Place. 	(4)

4. The purpose of market research in making product choices for a 
	business is to identify the target market, to analyse their needs and 
	wants, to understand the consumers’ behaviour and buying power. 	(2)

5. Four important activities of the human resources function are: 	(4)

g Recruitment of employees

g Selection of the right employee

g Placement

g Personal development and training of employees

6. The financial function controls loans and investments.	(1)

7. The marketing function is responsible for building a brand. 	(1)

8. The main focus of risk management is to save money and to reduce
 	any risk the business might encounter by introducing preventative
 	measures. 	(2)	


Activity 2: Grade 8 	[10]

Answer the following questions:

1. Yes, a sole trader owns the business and manages it as well. The 		
	sole trader provides the capital and is entitled to all the profits.	(2)

2. When the sole trader dies the business closes down. It does not 
	exist anymore.	 (2)

3. Unlimited liability for debt means that the owner is responsible for all   		
	the debts of the business. If the business is unsuccessful he/she can 		
	lose all his/her personal belongings. 	(2)

4. State whether the following statements are true or false:

a) True 	(1)

b) False	(1)

c) True 	(1)

d) True 	(1)

STRENGTHS (Internal)
g Hard working
g Is knowledgeable about fruit
g Provides a friendly service
g Communicates well with customers
g Is energetic
g Is honest
g Any suitable response from 		
	the learners
	

OPPORTUNITIES (External)
g	Business can grow as more		
	customers buy apples
g	Include other kinds of fruit
g	Meet demand for vegetables
g	Buy apples from neighbours who 	
have apple or other fruit trees
g	Move the stall to a busier location
g	Any suitable response from 		
	the learners
	

POSSIBLE ANSWERS

Activity 1: Grade 7

Use “Neyo’s success story poster” to complete the SWOT analysis by 
giving two answers in each block.                                                                    [8]

WEAKNESSES (Internal)
g Works alone
g When he gets ill he will not be 	
able to sell
g The apples can go bad
g May not have enough money to 	
buy stock
g Must do all the work himself
g Any suitable response from 		
	the learners

THREATS (External)
g	Crime (customers’ steal)
g	Another person starts a similar 	
business – competition
g	Bad weather
g	Customers may want a variety 	
of fruit
g	No loans available for small 		
	informal businesses
g	Any suitable response from		
	the learners
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