






 

 

Comments 

 

For most of the questions, the candidate demonstrated adequate knowledge and 

understanding of business management concepts.  To a certain extent, the candidate was 

able to apply these concepts in analysing various management issues.  He/She was able to 

communicate information and opinions using appropriate business terminology. 

 

The candidate expressed some ideas about the limitations of using accounting ratios in 

assessing the performance of a company in Question 1 though the explanation was not very 

clear.  In Question 2, the candidate showed good understanding of factors that could lead to 

job satisfaction under the Herzberg’s Dual-factor Theory and its application was appropriate, 

though the answer was not well focused. The candidate was able to identify some benefits to 

a company of adopting a direct distribution channel for its product in Question 3.  At the 

same time, some understandings of the objectives for a company in appraising the 

performance of its salespeople were demonstrated in Question 4, though the explanations 

were not completely accurate or specific enough.  In Question 5, the candidate had some 

ideas about the purposes of budgeting for a company but his/her elaboration needed to be 

clearer.  

 

In Question 6, the calculation of the optimal order quantity was incorrect owing to 

misunderstanding of some costs, and the analysis of how the inventory cost component had 

contributed to the reduction in total inventory cost was inconsistent with the requirements of 

the question.  The candidate had some ideas about ways of coping with Ming Kee’s 

liquidity problem but the answer was not complete or entirely appropriate to the case 

context. While the candidate’s understanding of why the Net Present Value method should 

be used instead of the Payback method in evaluating the online shopping project was 

well-demonstrated, the answer to the non-financial problems that could arise from launching 

the project was not very clear or well-tailored to the case context.  In Question 7, the 

candidate showed good knowledge of the meaning of secondary data and the limitation of its 

usage for understanding the needs of Centralwash’s customers, though some ideas were not 

well described.  Some characteristics of the maturity stage of a product life cycle were 

identified and the candidate was also able to discuss some off-the-job training methods for 

helping the sales team to increase the success rate of personal selling. However, the 

explanation of their application was not specific enough.  Lastly, the candidate’s knowledge 

about insurability was limited, and only one appropriate risk management strategy was 

identified.  

 

In Question 9, the candidate showed some knowledge of the factors to be considered when 

setting the price for a new mobile phone, though the discussion was not clear enough and 

sometimes not well focused.  The candidate was quite familiar with the steps involved in 

the purchase decision-making process though his/her elaboration was too brief and not 

specific enough.  

 

This piece of work is of Level 3 in the HKDSE reporting scale. 
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