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PGDM (Insurance Business) - 2015-17
Sub: Business Environment
(INS-101)

Trimester — 1, End — Term Examination: September 2015

[Time Allowed: 2.30 Hours] [Max Marks: 50]
Roll No:
Instruction: Students are required to write their Roll No. on the question paper. Writing anything

other than the Roll No. will be treated as unfair means. For rough work, please use answer sheet.

Note: - Please be brief and relevant in your answers.
- Section C is compulsory.

Section-A

[There are 5 Questions in this section. Attempt any 3 Guestions. Each Question carries 5 marks. ]

[3x5=15 Marks]
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[A1] Discuss the emergence of ethical consciousness in business with special reference to Indian

business in recent times.
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[A2] How does Real GDP differ from Nominal GDP and what is its utility?

[A3] How does “inflationary expectation” work in an economy?

[A4] Explain the TRIPS Agreement under WTO and its implications for India.

[A5] Distinguish among seed capital, angel funding and venture capital funding.
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Section-B

[Note: Answer any 2 out of the 3 Questions given below. Each Question carries 10 marks]

[2x10=20 Marks]

[B1]

(a) Explain the “business cycle” phenomenon with special reference to its four main phases. [6]

(b) How does “business relying on consumer spending” differ from “cyclical businesses”.

Give examples. [4]
[B2]
(a) What are the major factors that determine the demand for insurance, with special reference to
India? [6]
(b) What are the principal factors influencing the supply of health insurance in india? [4]
[B3]
(a) Explain the concept of “stages of growth” and in your view, at what stage is India currently in
and why? [6]
{b) What would you consider as major determinants of “productivity” in an economy? [4]
Section-C

Case Study [Marks - 15]

<+ This section is compulsory.

< Read the annexed case study and answer the questions given at the end.

> BT VBB i T AT AT AT D 4 A i s sl s i i Y il i D222 3.2



qackground
The company, a digital data and network provrder distrib-

s digital data online, anywhere in the world, with total
cecurity and management, and 24/7 support and resilience.

=t provides leading software and advanced network man-
ement solutions that substantially increase efficiency and
reduce cost. The female managing director is married and

el 5 years old.
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‘i've gui aiy €iigi -n«.Li;i:"s fati
’nsprratlon has been my grandfather, who used to be manag-
ing director of Ford Motor Company. I chose a business stud-

g s. They expected me to work for them six months every
year during my placement periods. After graduatlon 1 joined

W ossfield Electronics, one of their companies in the prmtmg/

.gubhshmg division. 1 went round the world with- thet
tame into contact with everyone in the company lchar
Waegobs every year and after ten years: became;tal‘drréet
“of my strengths is marketing. | ran my own busines
W biained experience of running my own tea
developing products and meeting sales and

Eafthxs was supported by the plc.
{ left them and worked as a director f

technology prod uct managemen
S)pportumtles to develop a dis
Lfor the pnntmg industry cuiml
ﬁnd joint venture with British Tele m an
financial backmg | was offered ad ct
umty to set up the business. It was exactlyw
or. They asked ‘me to write a business plan
equrpment and financial requirements, ho
smess ObJECtIVes and determ
managrng my own domam takmg dec;sr 0
ay that I'd like my company. togo I'see m
an msplratlonahst ML
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roduct/market mterface
t's never easy to tdentlfy gaps in the marketp
st thing is being the leader because you spend substanti
sums of money developing the marketplace only to fnd
ompetitors entering the market and eroding your share and
rofitability. For three years we spent substantial sums bunld-
Zing the marketplace. My experience is in the digital print-
ing process market, from computer to plate—taking digital
data and writing it immediately onto the printing plate. The
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ner and an aitist.of a mother. My« :
create, define, and c\stau':sh market need.’

tomers site. This reduced costs. Central databases are at th
T heart of our processes. We are now qutcker on upgrades,

technology has been around for 15 years. It took ten years for
the market to understand the benefits. In order to getahead
and stay ahead of the market you need to be a big company
with deep pockets to get a huge return. If you are a small
business with minimal backing it's a big risk. We were too
advanced for the market and ran out of money before the
market was ready to adopt the product. Customers were not
ready for the new technology or concept. Sometimes it's bet-
ter to be a foliower rather than a leader. Perhaps it's better
i so that you can cifferentiate.

e mais

to go inlo.an inicn

wiat ng special. ft'sa’huge e‘.‘s to

makes youi proedudt

ies degree, sponsored by the De La Rue Group, security prmt- i : Change of direction—triggers for change: man-

agement buy out
At this point the major investors decided not to invest any
more money and withdrew all support. | decided to review

: '_me position and consider a management buyout using ven-
2 jture capital finance!

Standards within and education of the market |s
crucial :

We have bun!t our product into an mdustry sta ard c {Ied’

dards commuttees
e have customized our software to enable

dwon, speed, costs out, and q‘uaﬁty _Rém
sses and errors is crucial. That's what we do.”
ntry into the market was four years later tha
‘r_}c mbetltor ‘We ran a system with centraI ma age
ers rather than putting distributed servers on every, us

managlng our customer solutions, and open to new ideas.
Our speed of response gives us competitive edge,

Barriers to success

‘As a woman, you are going to hit a lot of walls. You just
have to work around them and prove that you are good. It's
very challenging in a technology world. They think you are

’Standards and quality are essential within this enwronme‘ t;" 7




a secreta and you dont know a lot. That kind « fattutude
makes me S0 driven ._,hat ] almost. over-prove nearl every-
thmgl do Yowust carry on doing your job, you do it well and
you don tmake a big thing of being awoman. You just say I'm
abusiness person, and I'm good. Macho doesn't work. Show
'vuinerab' ity. Play to your strengths —women’s skills, use
e had endless help throughout my career and | still
get it Wo n aren't scared to ask for help so they: get people
to help thern I've builtup a huge support network

Run nihg the business

‘Really believe in what you

good core te‘:’n in p ace. Paoplz are crucial.
reputatxon and networxing All the staff have a passxun for

ind who beheve in what

are always on target with our costs :
unpredxctable sales are more difficult—we have a hard and
soft sales forecast pipeline. Hard forecasts are customers who

:ndon We are Iooknng for‘

100% chance. The welghted average reﬂects thlS and |
is made up from hard and soft forecasts From this we set rev-
ente and cost targets. Keep an eye on your cash! Look after
it. Geta good accountant or accountlng system. If you are not
collectmg your money in ,you're likely to get bad debts’

Venture capitaliSt's expectations

‘Aventura canitalistis the majority shareholder, but ﬂ'my have

mcney for num'ro You have to put your hm on the ling; you
have to mdemmfy the business. You have to put your own

money'in, Whgther that s mortgagmg your house of your ca

S who mlght have

 of adventure and

ace durmgthe growth

usiness chosen to compete and what is its

3. Hovﬁ,‘has :
competitive edge?

eirown solutions?

re investment was

tries and moving -
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