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Welcome to the world of business! It is an exciting, challenging and rewarding 
world. It is also a world in which you have been involved — by buying goods 
and services to satisfy your many needs and wants, or working for an employer 
with the purpose of gaining income. Perhaps you have even operated your own 
‘business’, such as a stall at a local market. 

Whether as a consumer or employee, you rely daily on a diverse range of 
businesses — small, medium and large — for your economic survival. These 
businesses shape how people live, work and play. Life without them would be 
radically different. It is therefore important to understand how businesses function 
and to appreciate the crucial role they play in contemporary society. 

Some of you will eventually decide to commence and operate your own business. 
The skills, knowledge and attitudes you bring to your business enterprise will 
largely determine the venture’s success. Operating your own business will provide 
you with personal satisfaction and financial rewards. The business will also play 
a crucial role in the Australian economy and contribute to the nation’s wellbeing. 

In the past few years, we have seen an unprecedented number of changes in 
the social, technological, political and economic makeup of the business world. 
Businesses that survive and prosper in today’s rapidly changing world will be 
owned and managed by people who not only respond positively to change, but 
also initiate it. Such business owners will thrive on the opportunities these changes 
present.

During this Business Studies course, you will learn about the different areas 
that together form today’s business world, including management, finance and 
accounting, human resources, marketing, and operations. You’ll explore the types 
of tasks these different functions require and the many and varied jobs that are 
available. This knowledge will allow you to consider what kinds of jobs in business 
will interest you most.

Finally, as you progress through your Business Studies course, stop and reflect 
on what you have learned. Explore further the issues raised during the lessons. In 
this way, you will gain a deeper understanding of what is required for a business 
to succeed.

vi  TO THE STUDENT

TO THE STUDENT

U
N

CO
RR

EC
TE

D 
PA

G
E 

PR
O

O
FS



FMPrelims vii 15 July 2014 10:16 AM

ABOUT THE AUTHORS  vii

ABOUT THE AUTHORS

Stephen Chapman is an active teacher, author, HSC marker and consultant, with 
28 years’ experience as a classroom teacher and Head Teacher. He has authored/
co-authored 24 textbooks in the areas of Commerce, Business Studies and 
Economics. He has won awards for teaching excellence and pedagogical writings as 
well as a Commonwealth Parliamentary Teaching Fellowship. As a consultant, he 
works with schools to develop teaching programs and educational resources.

Rosalinda Gallina is a teacher of Business Studies, Legal Studies, Commerce 
and Business Services, with over 10 years’ teaching experience. She is a Business 
Studies HSC marker and has been the co-convenor of the Business Studies Trial 
HSC Examination paper for the Catholic Secondary Schools Association NSW for 
three years. She also lectures and presents at student workshops on HSC Business 
Studies.

Natalie Devenish is a teacher of Business Studies, Economics, Legal Studies and 
Commerce, with over 15 years of teaching experience. She has been a HSC marker 
for seven years and has completed a Masters in Education. She has co-authored 
three textbooks in the areas of Business Studies and Commerce. Natalie has a 
specific interest in the development and implementation of literacy strategies to 
support student learning.

U
N

CO
RR

EC
TE

D 
PA

G
E 

PR
O

O
FS



FMPrelims viii 15 July 2014 10:16 AM

HOW TO USE THIS BOOK

The following examples highlight the structure and main features of Business Studies in 
Action — Preliminary Course 3rd Edition. An electronic version of the textbook and a 
complementary set of targeted digital resources — the eBookPLUS — are also available 
online at the JacarandaPLUS web site (www.jacplus.com.au).

Each of the three topics 
has an opening double 
page that presents the 
focus area of the topic 

and lists the syllabus 
outcomes. A concept 

map allows students to 
visualise the key concepts 
in the topic. An engaging 

photograph and case 
study shows business in 

action.

Nature of business • TOPIC 1 32 TOPIC 1 • Nature of business

TOPIC 1

NATURE OF BUSINESS
FOCUS AREA
The focus of this topic is the role and nature of business in a changing business 
environment.

OUTCOMES
Students should be able to:
• discuss the nature of business, its role in society and the types of business 

structures
• explain the internal and external infl uences on businesses
• analyse the responsibilities of business to internal and external stakeholders
• plan and conduct investigations into contemporary business issues
• evaluate information for actual and hypothetical business situations.

In�uences in the
business environment

In�uences in the
business environment

Business growth
and decline

Business growth
and decline

Types of
business
Types of

businesses

Role of
business
Role of

business

NATURE OF BUSINESS

❛ The world of 
business is most 
definitely an exciting 
and interesting one. ❜

The role of business

Businesses play a crucial role in our lives and actively contribute to progress in society. 
Some of these roles include:
• employment and income — for example, BHP Billiton has more than 125 000 

employees and contractors. They are a global producer of major commodities and 
the largest company in Australia. BHP Billiton typically pays their employees 11 per 
cent above the market.

• profi t — for example, in 2013, Woolworths’s profi t increased by 24 per cent to 
$2.3 billion due to the expansion of their food, liquor and gambling businesses.

• innovation — for example, Nike was named the Most Innovative Company in 
2013 by Fast Company for creating Nike trainers with embedded sensors that 
measure people’s athletic ability. The Sports Sensor is made from four different 
sensors embedded inside dedicated trainers, with an internal accelerometer that 
measures movement. The data collected is then fed wirelessly to an iPhone, where 
people can check their progress directly.

• entrepreneurship and risk — for example, the co-founder of Microsoft 
Corporation, Bill Gates, is one of the most successful entrepreneurs of the late 
twentieth and early twenty-fi rst centuries. Gates was only a teenager when he 
took the risk of establishing his own business. In just 25 years, he built his 
business into a multi-million dollar corporation and became one of the world’s 
wealthiest individuals.

• wealth — for example, Macquarie Group recently generated wealth for its 
shareholders. In 2013, their share price had increased by 106 per cent since 
2011. Many investors have been drawn to their growth and attractive dividend 
payments. Macquarie Group has also generated substantial wealth for their 
employees: in addition to their competitive salaries and performance-based 
pay structure, many employees at the bank have been given an opportunity to 
receive a share of the company’s profi ts by participating in the group’s share 
purchase plan.

These are just a few of the many roles played by businesses in our society. The world 
of business is most defi nitely an exciting and interesting one.

All Preliminary syllabus 
outcomes are covered in 
depth to provide a sound 
basis of knowledge to 
prepare students for the 
HSC course.
BizWords, highlighted 
in the margin for easy 
reference, provide 
de�nitions of the bolded 
words in the text to build 
a comprehensive glossary.
BizFacts present 
interesting and topical 
snippets of supplementary 
information to engage 
and extend students.
‘Snapshot’ case studies 
present pro�les of a 
wide range of businesses 
and individuals, and the 
contemporary business 
issues they face.

Management and change • CHAPTER 9 283282 TOPIC 2 • Business management

CHAPTER 9

Management and change
9.1 Introduction
‘Nothing is permanent except change.’ Although these words were written around 
2500 years ago by the Greek philosopher Heraclitus, they are as true today as they 
were then, especially in the world of business. For example, imagine the type of 
motor vehicle you will be driving in 20 years. It might look like the futuristic car 
shown below. You might even be able to take to the sky if there is a traffi c jam. 
The motor vehicle industry has to effectively manage change due to dwindling 
oil supplies, stricter pollution controls, greater safety requirements and broader 
recycling legislation. Businesses only survive in today’s highly unpredictable 
business environment if they effectively manage change. Businesses that embrace 
change will profi t; businesses that resist change will be left behind.

FIGURE 9.1 Could this be the type 
of motor vehicle you will be driving in 
the future? Technology is constantly 
changing. So too is the world of business. 
Responding positively to these changes 
is often a recipe for long-term survival, 
because well managed changes can 
become the foundation for future 
growth and success.

9.2 What is organisational change?
In Australia, over the past decade, there has been extensive and unprecedented 
change in the business environment. There is every indication that the pace of 
change will intensify during this decade. The prevailing attitude in business today 
can be summed up as follows: ‘There is only one constant in business and that is 
change.’

To help guarantee the long-term survival of the business, managers must respond 
to these changes. Hoping that the changes will either go away or have no impact 
on their business is a recipe for disaster. Managers also fi nd it frustrating to learn 
that as soon as they adjust to one change in the business environment, they must 

BizFACT
Google is developing and testing a 
driverless car using software called 
Google Chauffeur. The car has no 
steering wheel or pedals and uses a 
system of sensors to avoid collisions. 
The car has a maximum speed of 
40 kph.

readjust to accommodate another. Some managers are fearful of change, seeing it 
as a destructive force. Others perceive change as an opportunity for creativity and 
openly embrace it.

Change is any alteration in the internal or external environments; for example, 
change in consumer tastes, change in production methods, change in markets or 
products sold, or change in how employees perform their tasks. It could also be 
a change to the way things are perceived, or new ways of dealing with problems. 
In response to these changes, many organisations have undergone organisational 
change: the adoption of a new idea or behaviour resulting in a difference in the form 
or operation of an organisation over time. The organisation may have modifi ed its 
corporate culture, implemented new organisational structures, recruited employees 
with new skills or developed different work practices.

The rapidly increasing pace of change threatens to overwhelm many businesses. 
Adapting to change forced by the external environment is never easy for a business.

While change may be the most daunting challenge confronting management, the 
rewards are great for those who are prepared to accept the challenge and not only 
react to change but also initiate and manage it (see the following Snapshot).

❛ Fear of the 
unknown is a major 
barrier to change. ❜

SNAPSHOT

Steve Polosak — change management

One of the most challenging aspects of my role as an Information Technology (IT) 
manager for a large organisation is to initiate and implement change. For bad or 
worse, change keeps coming in business and in life. Change is not made without 
some inconvenience. Therein lies the challenge.

Previously, organisations faced one change at a time, and when it was over, people 
could rest a while until the next change came along. In today’s business environment, 
the problem is that most organisations have a number of major change projects 
occurring simultaneously.

A manager will ignore these changes at his or her own, and the organisation’s 
peril. Well-managed changes can become the foundation of future growth and 
success. For example, the organisation recently decided to implement a new data 
transfer system that would alter employee work practices. To create an environment 
that would accept the change, I began by explaining the four ‘Ws’ to the affected 
employees — What the change is, Why the change is needed, Whom the change 
will affect, and When and how the change will take place. Fear of the unknown is a 
major barrier to change.

Then, I involved employees in the change process. It is only natural for employees 
to go along with changes that they have helped bring about. From my experience, 
people will resist poorly implemented changes or changes that are suddenly imposed 
on them without any warning.

The changes did cause some initial resistance. However, six months later, 
productivity has improved by 18 per cent and the majority of employees adapted so 
well that morale has improved.

Snapshot questions
 1. Recall why change can be diffi cult to manage.
 2. Explain what Steve Polosak does to effectively manage change.

Managing change
As profi table opportunities can arise from change, it must be considered a 
fundamental aspect of a business’s strategic planning. The ability to manage and, in 
many cases, embrace and adapt to change will increasingly determine a business’s 

BizWORD
Change is any alteration in the 
internal or external environments

teration in the 
al environments
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HSC ‘key process verbs’ 
are used consistently in 
all questions to prepare 
students for HSC study. 
Questions are graded 
according to low-, middle- or 
high-order thinking skills. 
The ‘key process verbs’ 
are listed and de�ned in 
an appendix for ready 
reference.
Weblinks are provided to 
key business bodies, updated 
data and statistics, and 
further resources.

Straightforward 
explanations of complex 
concepts are reinforced 

by numerous up-to-date 
statistics and easy-to-read 

graphic organisers.
Summaries throughout 

each chapter encourage 
a progressive revision of 

concepts.

Sample HSC-style assessment 
tasks are provided for each 
topic, comprising multiple 
choice, short response and 
extended response questions 
with appropriate marks 
allocated.

44 TOPIC 1 • Nature of business Different types of businesses • CHAPTER 2 45

Revision
 1 Explain the legal steps required to incorporate a business.

 2 Outline why you think companies need to have perpetual succession.

 3 Explain why the Limited Liability Act of 1855 was important for company 
expansion.

 4 Recall under what circumstances a director might be personally responsible for debts 
incurred by a company.

 5 Clarify why new legislation was introduced to penalise company directors who made 
misleading statements about the business’s ability to repay its debts.

 6 Examine fi gure 2.17 (page 40). Identify what you believe to be the three main 
advantages and the three main disadvantages of a company form of business 
ownership. Explain why you chose each one.

 7 Construct a concept map highlighting the main features of a proprietary company 
form of business structure.

 8 Construct another concept map highlighting the main features of a public company 
form of business structure.

 9 Outline the ways a private company is ‘private’ and a public company is ‘public’.

 10 Recall the main role of government enterprises.

 11 You are planning to establish the following types of businesses. Justify what form of 
business ownership you would prefer.
(a) a bicycle shop that will offer professional and personal advice
(b) a cattle stud specialising in a large-scale breeding program
(c) a national retailer that would require $467 million to establish.

 12 Identify the most appropriate terms from the list to complete the following 
sentences.

  public minimum stock exchange
  sole trader Ltd twenty
  formal liability limited
  share Proprietary Limited private
  unlimited personal
  Pty Ltd shares

  A business entity with one owner is called a . This person faces 
 liability, which means the owner can be forced to sell his or her 
 assets to pay for the debts of the business.

   Partnerships normally consist of between two and  partners. 
Partners  the profi ts and losses and usually operate under a 

 agreement. Partnerships have unlimited .

   There are two types of companies, private and . A 
 company usually has between two and 50 private 

shareholders. A private company has the words , abbreviated 
to , after its name. Public companies are listed on the 

 and the general public may buy and sell  
in them. These companies must have a  number of one 
shareholder and have the abbreviation  in their names. 
Companies have  liability.

 13 In your notebook, draw up a table with four columns. At the top of each 
column put the headings Sole Trader, Partnership, Private Company and Public 
Company. From the list of businesses shown below, determine the correct 
column for its particular legal structure/entity. The fi rst one has been completed 
for you.

EXERCISE 
2.4Australia Post  — the oldest surviving 

government enterprise in Australia

The Australian Postal service began in 1809. The 
Postal Act 1925 allowed the NSW Governor to fi x 
postage rates and appoint postmasters outside of 
Sydney, enabling the fi rst organised postal service. 
Gradually, postmasters were appointed and post 
offi ces were established in the different colonies of 
Australia. The Commonwealth Post and Telegraph 
Act was passed in 1902 when the six colonial 
and telegraphic departments merged to form the 
Postmaster General (PMG). The PMG was responsible 
for the nation’s communication network, including 
all postal, telegraphic and telephone services across 
Australia.

In 1975, after the government launched a 
commission of inquiry, the PMG was split into 
statutory bodies: the Australian Postal Commission 

(Australia Post) and the Australian Telecommunications Commission (formerly 
Telecom, now Telstra).

In 1989 the Australian Postal Commission changed its name to the Australian 
Postal Corporation (although it still trades as Australia Post). Australia Post is a 
government business enterprise (GBE) owned by the Commonwealth of Australia. 
The company was established under the Australian Postal Corporations Act 1989 
(Cwlth), which corporatised the company and meant that it would be subject to the 
same taxation and regulatory requirements of other private sector businesses. As a 
GBE, it is subject to the requirements of this Act.

Even though it is a government enterprise, Australia Post is a fully self-funding 
business and is independent of government funding. Australia Post achieves substantial 
profi ts each year ($312m in 2013). However, it is required to pay a large share of this 
profi t ($244m in 2013) as a dividend to its sole shareholder, the Federal Government.

In recent years, Australia Post has been transforming its business under a Future 
Ready strategy to take advantage of the digital economy. While its traditional 
revenue sources are declining — for example, letters — its package and express post 
services are growing. Acquisitions such as StarTrack are part of this strategy, making 
Australia Post predominantly a parcels business.

Snapshot question
 1. Discuss the legal structure of Australia Post.
 2. Explain how Australia Post is adjusting to the digital economy.

❛ they are required to 
pay a large share of 
this profit  .  .  .  to the 
Federal Government ❜

SNAPSHOT

Summary
• All companies are incorporated enterprises.
• In limited liability companies, the most money a shareholder can lose is the 

amount they paid for their shares.
• A proprietary (private) company usually has fewer than 50 shareholders and 

must have the words ‘proprietary limited’ (Pty Ltd) after its name.
• The shares for a public company are listed on the Australian Securities Exchange.
• A public company must have the word ‘limited’ or ‘Ltd’ in its name.
• Government enterprises are government-owned and operated and provide 

essential community services.
• Due to privatisation some government enterprises have become public companies.

Weblink
Use the Australia Post 
weblink in your eBookPLUS 
to fi nd out more about 
Australia Post.
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Role of marketing
Marketing is much more than placing an advertisement in the local media. It is a 
way of thinking. Everything a business does should be directed towards putting 
the customer at the centre of its thinking. To do this successfully requires adopting 
a customer-oriented approach to marketing. Business owners need to view their 
business in terms of the needs and wants of their customers (see fi gure 8.19). As 
competition intensifi es, it will be their marketing philosophy that will help their 
business face the competition and succeed.

1. Place your customers, 
not your products, at the 
centre of all you do.

2. Talk to your customers. 
Ask them what could be 
improved, what they like 
and dislike.

3. Think about ways 
to build loyalty with 
your customers.

4. Differentiate your 
product in ways that 
will make it special in 
the eyes of your 
customers.

5. Regularly communicate 
with your present and 
potential customers.

6. Develop a unique and 
recognisable brand or image 
that re�ects the special 
qualities of your business.

7. Always deliver 
what you promise.

FIGURE 8.19 Seven tips to becoming a marketing driven customer-oriented business 

For businesses that adopt a customer-oriented approach, the customer 
relationship does not end with the sale; it begins there. These businesses will 
continuously strive to not simply meet but exceed customer expectations. This 
means that, at every level of the business, employees should work towards 
customer satisfaction by establishing positive relationships with customers. To do 
this successfully a business should adopt the marketing concept approach.

Summary
• For a business to make a profi t, it needs to create and market products that 

consumers will purchase.
• Marketing is a total system of interacting activities designed to plan, price, 

promote and distribute products to present and potential customers.
• Successful marketing involves bringing the buyer and seller together and making 

a sale.
• Businesses should continuously strive to not simply meet but exceed customer 

expectations.

Revision
 1 Outline the importance of marketing to a business. 

 2 Recall why most new products fail shortly after they are launched.

BizFACT
All businesses should focus on 
satisfying the needs of their 
customers. All the activities of the 
business should be directed to the 
marketing of the good or service.

EXERCISE 
8.5

 3 Identify some types of marketing activities you have been involved in.

 4 Discuss how the ‘marketing’ defi nition provided in this chapter differs from your 
previous understanding of the term.

 5 Distinguish between selling and marketing.

 6 Recall why all businesses, regardless of size, need to undertake some form of 
marketing.

 7 Justify why a business should adopt a customer-oriented approach to
marketing.

 8 Refer to fi gure 8.19 on page 216. Identify which of the ‘seven tips’ you 
think is the most important. Justify your answer and share it with other class 
members.

 9 Recall the correct response to complete the following sentences.
(a) The main emphasis in marketing today is the __________ -oriented approach.
(b) This means the business wants to __________ customers’ needs and wants rather 

than merely produce products.

Extension
 1 Construct a PowerPoint presentation containing 10 dot points that refl ect key 

features of your new understanding of marketing.

 2 ‘Marketing is not the sole responsibility of the marketing manager, but all managers.’ 
Determine the accuracy of this statement.

 3 Predict what will happen to a business that neglects the importance of
marketing.

Identification of the target market
Very few businesses can afford to market their products to all consumers or 
all businesses in Australia. At the same time, few businesses would want to 
because it is a very rare product that is suitable to all consumers. Until the 
end of the 1950s, Coca-Cola was such a product. But today Coca-Cola offers 
consumers a range of carbonated soft drinks based on its original cola formula 
including Coca-Cola Zero, Diet Coke and Vanilla Coke, as well as non-cola drinks 
such as Pump still water, PowerAde Isotonic and Goulburn Valley juices. Most 
businesses must select specifi c groups of customers on which to concentrate their 
marketing efforts: their target markets. A target market is a group of customers 
with similar characteristics who presently, or who may in the future, purchase 
the product.

Three broad approaches can be adopted when selecting a target market: the 
mass marketing approach, the market segmentation approach or the niche market 
approach (see fi gure 8.20).

Total market

Mass marketing approach Niche marketing approach

Segment
1

Segment
2

Segment
3

Segment
1

Segment
2

Segment
3

Market segmentation approach

FIGURE 8.20 Selecting a market to be the target market

BizWORD
A target market is a group of 
 customers with similar characteristics 
who presently, or who may in the 
future, purchase the product.

tt is a group of 
imilar characteristics

HOW TO USE THIS BOOK  ix
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TOPIC 1  SUGGESTED ASSESSMENT TASKS

Nature of business

Multiple choice questions
In the HSC examination you will be required to complete 20 multiple choice questions. 
Therefore, it is important that you become familiar with answering this type of question.
For each question choose the best alternative:

 1 Which of the following statements about profi t is false?
(a) Profi ts encourage risk taking.
(b) Profi t refers to the reward that employees receive for producing products.
(c) Profi t is the reward business owners receive for assuming the risks of ownership.
(d) Profi t is what remains after all business expenses have been deducted from 

sales revenue.

 2 What is the person who risks his or her time, energy and money to start a 
business called?
(a) A fi nancier
(b) An employer
(c) An innovator
(d) An entrepreneur

 3 Which of the following would be an example of a business in the secondary industry?
(a) Zenon Mining
(b) Heritage Motel
(c) Canberra Legal Centre
(d) Plastics Manufacturing Ltd

 4 Which business entity is owned and operated by more than two people and has 
unlimited liability?
(a) Sole trader
(b) Partnership
(c) Public company
(d) Private company

 5 In which phase of the business life cycle does complacency amongst management 
normally occur?
(a) Growth
(b) Maturity
(c) Establishment
(d) Post-maturity

 6 What does the business environment refer to?
(a) The surrounding conditions in which the business operates
(b) Those factors over which the business has very little control
(c) Those factors over which the business has some degree of control
(d) A group who has an interest in or is affected by the activities of the business

 7 What type of business would National Foods Limited most likely be?
(a) A partnership
(b) A public company
(c) A private company
(d) A government business enterprise

 8 Which of the following is false in relation to why businesses are important to the 
Australian economy?
(a) They provide employment for millions of people.
(b) They contribute to Australia’s gross domestic product.
(c) They provide goods and services to satisfy consumers’ wants.
(d) They import products, which generates income for Australians.

 9 Which piece of legislation is designed to protect the interests of both consumers 
and business?
(a) Small Business Act
(b) Consumer Affairs Act
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(c) Competition and Consumer Act
(d) Broadcasting and Television Act

 10 Georgia has a hairdressing salon that employs 18 staff. Which of the following is an 
accurate classifi cation of the business?
(a) A small business in the tertiary sector
(b) A small business in the quinary sector
(c) A medium business in the secondary sector
(d) A medium business in the quaternary sector

Short response questions
In the HSC examination you will be asked a number of short response questions based on 
the HSC course.

A short response question generally contains a number of sections, starting with a low 
order activity and increasing in diffi culty. How much you should write for each section is 
determined by how many marks it is worth. For example, a question that has a value of 
two marks will require double the amount of time and information than one with a value 
of one mark.

 1 (a) State the main function of business. 2 marks
(b) Demonstrate the contribution businesses play within the Australian economy in 

terms of:
   (i) employment 4 marks
  (ii) incomes 4 marks
 (iii) choice. 4 marks

 2 (a) Defi ne the term ‘entrepreneur’. 2 marks
(b) Evaluate the role entrepreneurship plays in determining business 

success. 10 marks

 3 (a)  Recall two quantitative measures and two qualitative measures used to determine 
the size of a business. 2 marks

(b) Distinguish between a small and a large business. 5 marks
(c) Determine why small businesses, such as the local hairdresser or restaurant, are 

able to compete with large, transnational corporations. 10 marks

 4 (a)  Identify two advantages and two disadvantages of each of the following types of 
business ownership:

   (i) sole trader 3 marks
  (ii) partnership 3 marks
 (iii) company. 3 marks
(b) Distinguish between an incorporated and an unincorporated business 

entity. 6 marks

 5 (a) Defi ne the term ‘business environment’. 2 marks
(b) Distinguish between the internal environment and the external 

environment. 6 marks
(c) Factors within the internal and external environments can pressure 

businesses to change practices, policies or products. Referring to a 
business that you are familiar with, evaluate the accuracy of this 
statement. 12 marks

 6 (a) Identify four external infl uences that can affect a business. 2 marks
(b) Demonstrate what impact the following internal infl uences can have on a 

business.
  (i) Product infl uences 4 marks
 (ii) Management infl uences 4 marks
(c) Assess the impact of technological infl uences on retail businesses. 10 marks

 7 (a) Defi ne the term ‘profi t’. 2 marks
(b) Explain the relationship between sales revenue and profi t. 6 marks
(c) Determine the role profi t plays within our economic system.  11 marks

 8 (a)  ‘Wouldn’t every small business owner like his or her business to grow into a large 
fi rm?’ Discuss. 6 marks

(b) Determine whether the advantages of small business really are 
advantages. 12 marks

 9 The business life cycle consists of four main stages.
(a) Identify the four stages. 2 marks
(b) Propose some strategies a business can implement to undergo 

renewal. 6 marks
(c) Assess the importance of the business owner having an understanding of the 

business life cycle. 10 marks

 10 Your brother is thinking about starting a family business. He has invited you to be a 
member of the business and has asked you for your advice.
(a) Clarify two legal types of business structure that may be 

appropriate. 2 marks
(b) Discuss the legal requirements for setting up each type of 

business. 6 marks
(c) Assess the advantages and disadvantages of each type of 

business. 12 marks

 11 Ezzra and Jacinta are considering forming a partnership. They have worked for an 
architect for some time and now feel that they could do much better on their own. 
Imagine that Jacinta has approached you for advice.
(a) Defi ne the term ‘partnership’. 2 marks
(b) Discuss the legal requirements for the formation of a partnership. 4 marks
(c) Determine the legal rights and responsibilities of each partner in a 

partnership. 10 marks

 12 (a)  Identify the key to determining whether or not a business’s actions are socially 
responsible. 2 marks

(b) Outline the main benefi ts to a business of conducting a sustainability 
report. 3 marks

 13 (a) Defi ne the term ‘stakeholder’. 2 marks
(b) Explain why some of these responsibilities are incompatible whereas others 

are compatible. 5 marks
(c) ‘Shareholders’ expectations should take precedence over the desires of other 

stakeholders’. Evaluate. 8 marks
(d) Determine the responsibilities a business has to each of its 

stakeholders. 12 marks

 14 (a)  State why it is sometimes diffi cult for a business to satisfy the expectations of all 
its stakeholders.  3 marks

(b) Propose a number of strategies a business can use to reconcile the confl icting 
interests of its stakeholders. 5 marks

(c) Evaluate the effectiveness of each of these strategies. 10 marks

 15 (a) Defi ne the term ‘undercapitalisation’. 2 marks
(b) Distinguish between voluntary administration and liquidation. 6 marks
(c) Demonstrate the main problems that arise for stakeholders when companies 

go into liquidation. 10 marks

Extended response questions
In the HSC examination you will be asked a number of extended response questions based 
on the HSC course.

One of the extended response questions will require a report style format, a style of 
writing used extensively in business. Report writing will require you to disregard much of 
what you have previously been taught when writing traditional essay style answers. Report 
answers use:
• short statements
• lists of main points followed with explanations when appropriate
• short paragraphs
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This book features eBookPLUS: 
an electronic version of the entire 
textbook and supporting digital 
resources. It is available for you 
online at the JacarandaPLUS website 
( www.jacplus.com.au ). 

Using JacarandaPLUS
To access your eBookPLUS 
resources, simply log on to 
www.jacplus.com.au using 
your existing JacarandaPLUS login 
and enter the registration code. If you are new to 
JacarandaPLUS, follow the three easy steps below.

Step 1. Create a user account
The � rst time you use the JacarandaPLUS 
system, you will need to create a user account. 
Go to the JacarandaPLUS home page 
( www.jacplus.com.au ), click on the button 
to create a new account and follow the instructions 
on screen. You can then use your nominated 
email address and password to log in to the 
JacarandaPLUS system.

Step 2. Enter your registration code
Once you have logged in, enter your unique 
registration code for this book, which is printed 
on the inside front cover of your textbook. 
The title of your textbook will appear in 
your bookshelf. Click on the link to open 
your eBookPLUS.

Step 3. Access your eBookPLUS resources
Your eBookPLUS and supporting resources are 
provided in a chapter-by-chapter format. Simply 
select the desired chapter from the table of 
contents. Digital resources are accessed within 
each chapter via the resources tab.

Using eBookPLUS references
eBookPLUS logos are used 
throughout the printed books 
to inform you that a digital 
resource is available to complement 
the content you are studying. 

Searchlight IDs (e.g. INT-0001) 
give you instant access to digital 
resources. Once you are logged 
in, simply enter the Searchlight ID 
for that resource and it will open immediately. 

Minimum requirements
JacarandaPLUS requires you to use a supported 
internet browser and version, otherwise you will 
not be able to access your resources or view 
all features and upgrades. The complete list of 
JacPLUS minimum system requirements can be 
found at http://jacplus.desk.com.

Troubleshooting
• Go to www.jacplus.com.au and click on 

the Help link.
• Visit the JacarandaPLUS Support Centre at 

http://jacplus.desk.com to access a range 
of step-by-step user guides, ask questions or 
search for information.

• Contact John Wiley & Sons Australia, Ltd.
Email: support@jacplus.com.au
Phone: 1800 JAC PLUS (1800 522 7587)

Once you have created your account, 
you can use the same email address and 
password in the future to register any 
JacarandaPLUS titles you own.

About eBookPLUS

216 mm W x 279 mm H CMYK

ebookPLUS_2013.indd   6 18/06/14   2:27 PM
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ICT ACTIVITIES

eBookPLUS gives instant access to an online 
electronic version of the textbook along with 
a wealth of targeted digital resources, making 
student learning more � exible and engaging.
 The database of digital resources in this book 
includes video eLessons, projectsPLUS and 
digital documents, as well as weblinks to useful 
support material on the internet.

eLessons
Video clips with questions
These video case studies feature 
real businesses in action. 
eLessons are available in the 
areas of:
• Infl uences in the business 

environment
• Business growth and 

expansion
• Business achievement
• Managing your business
• Responding positively to 

change
• Living with your business.
 Worksheets targeted to 
the syllabus are included with 
each eLesson to enhance your 
understanding of the key 
concepts covered in your course.

ProjectsPLUS
ICT assessment task on 
creating a business plan
ProjectsPLUS is an exciting new 
research management system 
featuring media, weblinks, 
templates and a real-world video 
introduction to a unique ICT 
project. This has been speci� cally 
designed to inspire and engage 
students while providing quality 
assessment support for teachers.

Digital docs
Student worksheets
Digital documents apply and test 
the key concepts covered in your 
course. These include chapter 
crossword puzzles and chapter 
summaries to aid in revision. 
These student worksheets are 
created in Microsoft Word for 
easy customisation and editing.

Your ICT activities are available through the 
student resources tab inside your Business 
Studies in Action — Preliminary Course 
eBookPLUS. Visit www.jacplus.com.au to locate 
your digital resources. 
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