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INSTRUCTIONS TO CANDIDATES.

1, Please read the instructions given in the question paper CAREFULLY.
O 2. This guestion paper is printed on both sides of the paper.
3. This question paper consists of TWO0 (2) sections; Section A, and Section B
4. Answer ALL guestions in both sections
5. Please write yoly answers on the answer booklet provided.
6. All questions@ust be answered in English (any other language is not allowed)

7. This ques,t‘@c?l paper must not be removed from the examination hall
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Case/Application : Selman & Saks Inc. (JO

Selman & Saks, as a maker of men’s and women’s razors and electric h&i rimmers, had
little reason to become involved in the global arena. But after acquirin%\@ellman Enterprise
division engages in a licensing agreement with a German firm to produce women’s hosiery,
managers at Selman & Saks wondered just whether a company-wide global focus would be
more profitable after all. The company had been operating for almost 20 years and
empowered by highly skilled workers and professionals in innovating new products using
latest technology for its demanding market. The compady received positive feedback from its

customers and resellers, C 00

©

Despite the new technology, Selman & Sa@" facing pressure from its competitors and
imitation products which are made from C@la"'and Taiwan. Their prices are competitive and
with variety of design. Thus, the product\ﬁfe cycle getting shorter which require immediate
new innovation and improvement. Currently, the electric hair-trimmers priced at RM150 per

unit.

Managers at Selman & Saks studied Wellman’s licensing agreement in great detail. Still,
after seeing first-hand the benefits Wellman found the licensing agreement, it was decided
that Selman & Saks would farget the French market merely via exporting. However, Selman
& Saks decide to enter I\@@aysian and Indonesian market via licensing or strategic alliance in
3™ quarter 2016. . -

With the assistagé“é‘ of a domestic export department, the Selman & Saks'razors and hair
trimmers enter®¥ France. For Six months, sales were mediocre. But after that, sales suffered.
As a result, the company had to take drastic action by restructuring its organization by
downsizing. Opinions varied among numerous managers as to the cause of the failure. “Who
knows better the local market than people who live there?” was a comment heard through
Selman & Saks. “Maybe we needed an alliance with a French firm or a licensing agreement

before racing to get there.”
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1) Looking at the nature of Selman & Saks’s business and his product offerirb@r’)develop

suitable Vision and Mission statement for the company. "G

&
k>
R (4 Marks)
{\‘)
v
2)  From the given case, identify TWO (2) main concerns faced by Selman & Saks in
meeting the business objectives.

(2 Marks)
3) In assisting Selman & Saks to conduct Internal Qahdit, complete the following TOWS

matrix analysis using the following format: QU

-

o\

a. Identify TWO (2) elements each of @'ﬁgngths, Weaknesses, Opportunities and .
Threats ,\('b@
N

(8 Marks)

b. Formulate TWO (2) future strategies for each quadrant namely SO strategies, ST

strategies, WO strategies and WT strategies.

(8 Marks)
AN
= Strengths Weaknesses
TOV@MA’I RIX 1. 1.
RS 2. 2.
A
0 unities SO Strategies WO Strateg_ ies
l.({a 1. 1.
7@) 2. 2.
Ay
Threats ST Strategies WT Strategies
1. i 1.
2. 2 2.
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4)  As a business consultant, using the template below assist Selman & Saks in establishing
EIGHT (8) short term business objectives for financial year 2017 for Malaysian market

from four main components. The business objectives MUST meet the SMART &ﬁteria. |

o
Financial 1. &
| ). <
Customer 3. '
n o 4. ‘Q@

Internal Business Process 5. v

6.
Learning & Growth 7.

8.

(8 Marks)
A

5) As a consultant to the business, fonélelate FOUR (4) suitable Marketing
Communication (MarComm) activities an@Jprovide justifications on revenue impact
and effectiveness for each of activity gﬁ?r taking into consideration of the financial
constraint, market size and other busif limitations. The propose MarComm activities
is only applicable for Malaysian market. You may use the following format.

A,
No. Proposed BudgeMNRequired . | Justifications on forecast revenue
MarComm for the event impact and effectiveness of the
Activity (RM) MarComm activities
1.
2.
3.
4. . 9
O
[
=
{(Imx 4 q;ﬁétt marks) (0.5m x 4 pts=2 marks) {1m x 4 pts=4-marks)
X
& (10 marks)
Q | |
S _

6)  Strategic Alliance was the preferred mode of entry for Malaysian market. Strategically,

outline and explain FIVE (5) reasons why it was chosen.

(20 marks)
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5. Strategy evaluation is becoming increasingly difficult with the passage of tirp%
Outline and explain FIVE (5) reasons why the evaluation is getting dif‘fi_’@%’.
\/’\,’Q’ (13 Marks)
b. Financial ratios being used commonly to evaluate strategies.

Qutline THREE (3) quantitative comparison criteria in the ratio analysis which being

used to evaluate strategies.

Ay
(JOQ (7 Marks)

o
Y- ‘
Q)Q“

a. Joint venture is a popular strategy h&t occurs when two or more companies form a

temporary partnership or consortium for the purpose of capitalizing on some

opportunity.

Discuss THREE (3) common problems that cause joint ventures to fail.

@-\\ (10 Marks)

00

b. Strategy maksng is not justa task for top executives, Middle and lower level managers

also musg_&e involved in the strategic-planning process to the extent possible.
ol

(b\

Deﬂh)}and give an example of THREE (3) intensive strategies.

(10 Marks)

- END OF QUESTION PAPER -
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