
1 

 

 

MERU UNIVERSITY OF SCIENCE AND TECHNOLOGY 
P.O. Box 972-60200 – Meru-Kenya 

Tel: 020-2069349, 061-2309217. 064-30320 Cell phone: +254 712524293, +254 789151411 
Fax: 064-30321 

Website: www.must.ac.ke  Email: info@must.ac.ke 
 

University Examinations 2014/2015 
 

SECOND YEAR FIRST SEMESTER EXAMINATION FOR THE DEGREE OF MASTER OF 
SCIENCE IN ENTREPRENEURSHIP  

 
HR 3215:  METHODS OF ENTREPRENEURSHIP DEVELOPMENT  

  
DATE: DECEMBER 2014            TIME: 3 HOURS 

INSTRUCTIONS:  Answer question one and any other three questions 
 

Question One: (30 Marks) Case Study:  

Three Women Who Made It 
When Janet Jones picks up passengers in her taxi, they are not the usual type; in fact, they are 
furry and four-legged.  Jone’s cab service, Pet-Mobile, is reserved for pets-dogs, cats, rabbits, 
small livestock, and birds.  Her cab service shuttles animals to grooming appointments, 
veterinary checkups, boarding, and other destinations. “My service is designed to help people 
who don’t have transportation, folks with busywork schedules, and those who would rather stay 
in bed on a Saturday morning,” she says. 

Jones typically charges $20 to $30 for a round-trip, although rates vary depending on the number 
of pets, their size, and the distance traveled.  Her truck, distinctively painted with the name of her 
business, is fully equipped with leashes, carrying crates and harnesses to ensure pet safety in 
transit. 

Joanne Marlowe began her entrepreneurial career at age thirteen.  In the ten years that followed, 
she launched several companies in the garment industry.  Marlowe discovered that a co-founder 
had embezzled thousands of dollars from her company, Double Sharp Garments. “I was pretty 
depressed, and one of my friends pointed out that I lived across the street from the beach but had 
never gone.  Never had time,” she recalls. “It was a beautiful Lake Michigan day,” Marlowe 
says.  “I laid out my towel. 
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To pamper myself, I spent a lot of time putting on suntan oil.  Just as I stretched out, a gust of 
wind picked up the towel and covered me in sand.  I hit the roof.  My friend said, ‘Joanne, 
instead of getting angry, why don’t you figure out a fix?’  “Marlowe figured that a weighted 
beach towel would be relatively inexpensive to produce, and that it could be telemarketed. “So 
instead of relaxing at the beach, I spent the day coming up with a prototype and had the product 
developed within five weeks.  I had it to market within eight weeks,” she remembers.  The 
workload was terrific. “I was sleeping about three hours a day from July to October.  I wasn’t 
very health, but it worked,” remembers Marlowe.  The company that Marlowe started with just 
$750 now sells more than $8 million worth of the towels each year. 

Celia Tejada always dreamed of becoming a clothing designer so she could translate the secret 
vision of her Spanish homeland into fashionable clothing.  Born in a tiny village in northern 
Spain, Tejada studied at an internationally known design school in Bilbao before coming to the 
United States.  While working for an interior designer, Tejada came up with a sweatshirt 
combining a tic-tac-toe design and the Italian phrase for “kiss me.” The department store I.  
Magnin purchased the design for a Valentines’ Day promotion. 

Tejada decided that “I knew enough to start my own business, and I took the plunge.”  She spent 
the next six months working feverishly on market research, determining costs and prices, 
forecasting cash flow, and designing her logo.  She based her product line on the Spanish attitude 
toward leisure time. “In Spain, we have a saying: ‘The mornings are for sport, the afternoons are 
for realization, and the nights are for parties,’” she jokes.  She first introduced a line of 
sportswear called Tejada Deporte. 

She added a line of dressier, higher-priced clothing with heavier Spanish design elements called 
Signature Sportswear.  “When starting a company from scratch,” she says, it’s not easy to find 
people willing to wear many hats.  In the beginning, I handled all the marketing, design, and 
production and a customer-service person doubled as secretary.” Today, more than three hundred 
specialty shops nationwide and three upscale California department stores carry her lines. 
 
Questions 

a) What particular barriers do women face in launching businesses?   (10 marks) 
b) What advantages does entrepreneurship offer women over working for someone else?  

          (10 marks) 
c) What Business Challenges do women entrepreneurs face and how to overcome them?  

          (10 marks) 
 

Question Two – 10 Marks 
Define the following terms as used in entrepreneurship development: 

a) Effectuation     (2 marks) 
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b) Cognitive Adaptability   (2 marks) 
c) Sustainable entrepreneurship   (2 marks) 
d) Entrepreneurial opportunities   (2 marks) 
e) Corporate entrepreneurship   (2 marks) 
f) Entrepreneurial Bricolage   (2 marks) 

 
Question Three – 10 Marks 

a) Define who is an entrepreneur?       (2 marks) 
b) What are the most important characteristics of an entrepreneur   (4 marks) 
c) Outline and describe briefly methods of entrepreneurship practiced in Kenya. (4 marks) 

 
Question Four – 10 Marks 

a) What are the most common entry strategies for new entry exploitation? (2 marks) 
b) Outline and discuss the major methods of generating ideas?   (4 marks) 
c) What are creative problem solving techniques in entrepreneurship development?   

          (4 marks)  
 
Question Five – 10 Marks 
If you were to begin a business immediately after your academic career concluded, what 
challenges would you face?  Would you consider that an ideal time in your life to launch your 
first venture?  If not, at what point in your life might be a better time and why?  What 
experiences might you find beneficial before you started your own business. (10 marks) 


