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Question Type Objective Type MCQ

One correct option per question

Strategy, finance, funding, IP, risk,
innovation

Answer key and explanation
included

Website sample / teacher review / Not required unless allowed by exam
Paper Use . Calculator
student practice centre

Guidelines for Candidates

Answer Support

e Read each question carefully. Some questions include numerical data, business assumptions, or case-study
constraints.

e Select only one correct option for each question.
¢ All passages, financial data, and case details are part of the question block and must be used while answering.

e Use the rough-work space for calculations, working notes, break-even checks, NPV steps, and option
comparison.

e The answer key and explanation after each question are provided for learning, teacher review, and official
sample-paper transparency.
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Section A - Advanced Finance, Forecasting and Strategic
Calculations

Advanced Business Strategies

A company sells Product A at 100 (variable cost X60) and Product B at 3200 (variable cost *140). Fixed
costs are ¥120,000. Sales mix is A:B = 3:2 (by units). What is the total break-even units (A + B) the
company must sell?

A. 2,000 B. 2,500
C. 3,000 D. 2,200

Answer Key & Explanation:

Answer: B (2,500 units)

Step-by-step:

Contribution per unit for A =Price - VC =100 - 60 = 340.

Contribution per unit for B =200 - 140 =X60.

In one bundle of sales (3 A + 2 B) total contribution = (3 x 40) + (2 x 60) = 120 + 120 =3240.
Total units in that bundle = 3 + 2 = 5 units -> average contribution per unit = 240 / 5 =348 per unit.
Break-even units = Fixed costs / contribution per unit = 120,000 / 48.

Compute 120,000/ 48:

48 x 2,500 = (48 x 2,000) + (48 x 500) = 96,000 + 24,000 = 120,000 -> so 120,000/ 48 = 2,500.
Therefore total break-even units = 2,500 units.

Financial Management & Forecasting

Project requires ¥500,000 upfront and will generate these cash flows at year-end: Year1 =3150,000; Year2
=3180,000; Year3d =%220,000; Year4 =3260,000; Year5 =3300,000. Using a discount rate of 10% (annual),
whatis the NPV (nearest rupee)?

A.X214,273 B.X314,273
C.%414,273 D. -X85,000

Answer Key & Explanation: Answer: B (approximately X314,273).

Step-by-step: NPV = present value of cash inflows - initial investment.

At 10%, the present values are approximately: Year 1 3136,364; Year 23148,760; Year 33165,289; Year 4%177,584; Year 5
3186,276.

Total PV of inflows =%814,273 approximately. NPV =%814,273 - 500,000 =3314,273 approximately. Therefore, option B is
correct.
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Investment Strategies & Funding

A startup has 1,000,000 existing shares. A convertible note of 500,000 (note) converts at the lower of (a) a
20% discount to the next round price or (b) a valuation cap of 35,000,000. The next equity round's pre-
money valuation is 10,000,000 and raises 32,000,000. Price per share at the round = pre-money / existing
shares. After: (1) note converts and (2) new investor buys at round price. What percentage of the company
does the original founder (1,000,000 shares) own after conversion and investment? (Round to 2 decimal

places.)
A. 80.00% B. 76.92%
C.74.07% D. 70.00%

Answer Key & Explanation:

Answer: B (76.92%)

Step-by-step:

Existing shares = 1,000,000.

Price per share at the new round = pre-money / existing shares = 10,000,000 / 1,000,000 = %10 per share.
Discounted price =310 x (1 - 0.20) = X8 per share.

Cap price = cap / existing shares = 5,000,000 / 1,000,000 = X5 per share.

Conversion price = min(discounted price, cap price) = min(8, 5) = 5.

Note converts into shares = note amount / conversion price = 500,000 /5 = 100,000 shares.
New investor buys atX10 -> new shares = 2,000,000 / 10 = 200,000 shares.

Total shares after events = 1,000,000 + 100,000 + 200,000 = 1,300,000.

Founder % = 1,000,000/ 1,300,000 = 0.769230769... = 76.92%.

Risk Management & Resilience — project decision

A project has three outcomes with probabilities and revenues as follows (no other costs beyond the
300,000 initial investment): Success (30%) -> revenue ¥1,200,000; Moderate (40%) -> revenue I600,000;
Failure (30%) -> revenue 0. What is the expected net value (expected revenue minus initial cost)?

A.X200,000 B. 300,000
C. 250,000 D. 360,000

Answer Key & Explanation:

Answer: B (3300,000)

Step-by-step:

Expected revenue = (0.30 x 1,200,000) + (0.40 x 600,000) + (0.30 x 0)

=(360,000) + (240,000) + 0 =3600,000.

Expected net value = Expected revenue - initial cost = 600,000 - 300,000 =%300,000.
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Financial Management — Inventory / EOQ

A retail startup forecasts annual demand of 12,000 units for a product. Ordering cost per order is X80.
Annual holding cost per unit is 5. Using the Economic Order Quantity (EOQ) model, what is the EOQ
(nearest whole unit)?

A. 620 units B. 550 units

C. 700 units D. 480 units

Answer Key & Explanation:

Answer: A (= 620 units)

Step-by-step EOQ formula: EOQ =sqrt((2xD xS) /H), where
D =annual demand, S = order cost, H = holding cost per unit.
Compute:

2xDxS=2x12,000x 80 = 24,000 x 80 =1,920,000.

Divide by H: 1,920,000 / 5 = 384,000.

EOQ =sqrt(384,000) = 619.677... -> round = 620 units.

Financial Management — Loan Amortization / Cashflows

A startup borrows 500,000 at 12% annual interest, to be repaid in 60 equal monthly installments (EMI).
What is the monthly EMI (nearest rupee)? Use monthly compounding and standard amortization formula.

A.X11,122 B.X10,800
C.%12,500 D. 9,987

Answer Key & Explanation:

Answer: A (11,122 approx.)

Step-by-step EMI formula: EMI=rxP /(1 - (1 +r)*-n) where r = monthly rate, P = principal, n = number of months.
Monthly rate r=12%/12=0.12/12=0.01 (i.e., 1% per month).

n =60 months. P=500,000.

Compute denominator: (1 +r)*-n =(1.01)"-60. First compute (1.01)*60~ 1.01"60~ 1.816697... ->so (1.01)"*-60= 1/
1.816697 = 0.5500...

Therefore denominator (1 - (1+r)*-n) = 1 - 0.550... # 0.449999... (approx 0.45).
Numeratorrx P=0.01 x 500,000 = 5,000.

EMI =5,000/0.449999... #11,122.22.

Rounded to the nearest rupee ->311,122.

Innovation in the Digital Age — tech ROl / NPV

A school invests 150,000 in an attendance-analytics Al tool. The tool increases annual revenue (or value)
by 20% on base revenue of 400,000 and reduces annual variable costs by 10% on base variable costs of

3250,000. Assume the net benefit (revenue increase + cost savings) recurs each year for 3 years and
discountrate is 8% annually. What is the NPV of this investment (round to the nearest rupee)?

A.X120,595 B. 90,000
C.X300,000 D. 45,200
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Answer Key & Explanation: Answer: A (approximately ¥120,595).
Annual revenue increase = 20% of 400,000 = X80,000. Annual cost savings = 10% of ¥250,000 = ¥25,000.

Total annual benefit =3105,000 for each of 3 years. Present value at 8% = 105,000/1.08 + 105,000/(1.08)"2 +
105,000/(1.08)"3 = approximately ¥270,595.

NPV =3270,595 - 150,000 = approximately ¥120,595. Therefore, option A is correct.

Advanced Business Strategies — cannibalization effect

A firm sells Product X: price 50, variable cost ¥20, current annual sales 10,000 units. It will launch
ProductY priced at ¥80 with variable cost ¥30 and expects to sell 3,000 units in Year 1. Market research
says the launch will cannibalize 30% of the current annual sales of Product X. What is the net incremental
annual profit from launching Product Y in Year 1?

A. 60,000 B. 390,000
C.X150,000 D. 30,000

Answer Key & Explanation: Answer: A (360,000).

Contribution per X unit =350 - 20 =330. Contribution per Y unit =380 - 30 = I50.

Profit from Product Y = 3,000 x Y50 =3150,000.

Cannibalized X units = 30% of 10,000 = 3,000 units. Lost X contribution = 3,000 x 30 =390,000.
Net incremental profit =3150,000 - 90,000 =%60,000. Therefore, option Ais correct.

Investment Structures & Exit Scenarios

An investor invested 1,500,000 for 15% of a startup (post-money share at investment time). The investor
holds 1x non-participating liquidation preference. The company is sold for ¥30,000,000. How much will the
investor receive at exit (in X)?

A. 1,500,000 B. 3,000,000
C.%4,500,000 D. %6,000,000

Answer Key & Explanation:
Answer: C (34,500,000)

Step-by-step (non-participating 1x means investor chooses the higher of (a) liquidation preference = 1 x invested amount, or
(b) pro-rata share of exit proceeds):

Liquidation preference (1x) = invested amount =31,500,000.
Pro-rata share = investor ownership x sale price = 15% x 30,000,000 = 0.15 x 30,000,000 =%4,500,000.
Investor will choose the greater of 1,500,000 and 4,500,000 ->34,500,000.

Networking & Pitching Skills — unit economics / LTV:CAC

A startup acquired 1,000 new users in a campaign at a Customer Acquisition Cost (CAC) of 200 per user.
Average Revenue Per User (ARPU) is 150 per month and monthly churn rate = 5% (constant monthly).
Using the simple LTV formula for monthly subscription LTV = ARPU / monthly churn rate (in months),
compute LTV per user and the LTV:CAC ratio (rounded to 2 decimals).

A. LTV =%3,000; LTV:CAC = 15.00 B. LTV =%1,200; LTV:CAC =6.00
C. LTV =%2,000; LTV:CAC =10.00 D. LTV =%3,000; LTV:CAC =10.00
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Answer Key & Explanation:

Answer: A (LTV X3,000; LTV:CAC 15.00)

Step-by-step:

Monthly churn rate = 5% -> 0.05.

LTV = ARPU / churn=150/0.05=150/0.05= 150 x (1 /0.05) = 150 x 20 = ¥3,000.

CAC =%200. LTV:CAC = 3,000/200=15.0 -> 15.00.

convert each question into printable PDF (with space for student answers),

add distractor rationale (why each wrong option might tempt students), or

provide additional easy / medium versions of each item for classroom differentiation.

Great - here are 10 more very difficult, number-based multiple-choice questions for Exam Name - Entrepreneurship
Olympiad (pre-university level).

Each question maps to one of the eight chapters you supplied and is followed immediately by a plain-text answer key with a

C

clear, step-by-step numeric explanation. | calculated all arithmetic precisely and show the key intermediate steps so
students can follow the logic.

Exam Name: Entrepreneurship Olympiad

Level: Pre-university / Class 12 prep (very difficult - numeric focus)

Section B - Funding, Dilution, Risk and Investor Decisions

Financial Management & Forecasting — IRR

A project requires an initial investment of 1,200,000 and produces cash flows at year-end: Year1 =
200,000, Year2 =%300,000, Year3 =3400,000, Year4 = 3500,000, Year5 =3600,000.
Calculate the internal rate of return (IRR) (nearest 0.01%).

A.14.25% B. 15.75%
C. 16.40% D. 18.00%

Answer & explanation - C (16.40%)

We find r such that NPV = 0:

NPV(r) =-1,200,000 + % (CF_t / (1+r)"t)

Using trial/algorithm (root of polynomial) gives IRR = 16.4009948% (rounded 16.40%).
Check (rounded arithmetic):

PV1=200,000/1.164009948 = 171,804

PV2 =300,000/(1.164009948)"2 ~ 221,160
PV3=400,000/(1.164009948)"3 ~ 252,642

PV4 =500,000/(1.164009948)"4 ~ 287,077

PV5 =600,000/(1.164009948)"5 ~ 267,317

Sum PVs = 1,200,000 (within rounding) -> NPV = 0. Hence IRR = 16.40%.

Legal Structures & Intellectual Property — option pool & dilution
Founders currently hold 4,000,000 shares. A new investor will invest 32,000,000 for 25% post-money, but
requires the company to set aside an option pool equal to 15% of the post-money (created pre-money).

After creating the pool and completing the investment, what percentage of the company do the founders
hold (nearest 0.01%)?
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A. 56.00% B. 58.18%
C. 60.00% D. 62.50%

Answer & explanation - C (60.00%)

Let total post-money shares = S. Investor receives 25% = investor_shares = 0.25S. Option pool = 15% of post-money = pool
=0.15S. The founders' shares remain = 4,000,000 and represent the remaining share portion:

Founders' proportion =1-0.25-0.15=0.60 of S.
Thus 4,000,000 = 0.60 xS -> S =4,000,000 / 0.60 = 6,666,666.6667 shares total.
Founders' percentage = (4,000,000 / 6,666,666.6667) x 100 = 60.00%.

Investment Strategies & Funding — convertible note conversion

A company has 2,000,000 existing shares. A convertible note of 250,000 converts at the lower of (a) a
20% discount to the next round price or (b) a valuation cap of 34,000,000. The next round's pre-money
valuation is 8,000,000 and raises ¥2,000,000. What percentage of the company do original shareholders
(the 2,000,000 shares) own after conversion and new investment? (Nearest 0.01%)

A. 75.00% B. 76.19%
C.72.73% D. 70.00%

Answer & explanation - B (76.19%)

Step-by-step:

Round price per share = pre-money / existing shares = 8,000,000 / 2,000,000 =%4.00 per share.
Discounted price =4.00 x (1 - 0.20) =4.00 x 0.80 =%3.20.

Cap price = valuation cap / existing shares = 4,000,000 / 2,000,000 = %2.00.

Conversion price = min(%3.20, 2.00) =32.00.

Note converts into shares = 250,000/ 2.00 = 125,000 shares.

New investor buys at ¥4.00 -> new shares = 2,000,000 / 4.00 = 500,000 shares.

Total shares after events = 2,000,000 + 125,000 + 500,000 = 2,625,000.

Original shareholders' % = 2,000,000/ 2,625,000 = 0.76190476 = 76.19%.

Financial Management — NPV with depreciation & tax

A machine costs 31,000,000 (straight-line depreciation over 5 years, salvage value ¥50,000). The project
produces incremental revenue ¥300,000 and operating cost 100,000 per year. Corporate tax = 30%.
Discount rate = 10%. Calculate the project NPV (nearest rupee).

A. -X228,832 B. 50,000
C.X120,000 D. 300,000

Answer Key & Explanation: Answer: A (approximately -3228,832).
Annual depreciation = (31,000,000 - ¥50,000) / 5 =3190,000.
EBIT =%300,000 - %¥100,000 - ¥190,000 =%10,000. Tax = 30% of 10,000 =%3,000. Net income =37,000.

Annual operating cash flow = net income + depreciation =37,000 + 190,000 =3197,000 for years 1-4. In year 5, add salvage
value, so cash flow =3247,000.

PV of cash flows at 10% = approximately ¥771,168. NPV =3771,168 - 31,000,000 = approximately -3228,832. Therefore,
option Aiis correct.
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Financial Management — EOQ with quantity discounts
Annual demand D =50,000 units, ordering cost S = X500 per order. Holding cost is 20% of unit price per
year. Unit price depends on order quantity Q:
Q<1,000: price =100
1,000 <=Q < 5,000 : price =395
Q >=5,000: price =390
Using the quantity-discount approach, which order quantity (rounded to whole units) minimizes total
annual cost (choose the correct band result)?

A. Q=1,622 units (second tier) B. Q =620 units (first tier)

C. Q =5,000 units (third tier) D. Q =999 units (upper first tier)
Answer Key & Explanation: Answer: C (Q = 5,000 units in the third tier).
Use EOQ within each price tier, then compare total annual cost including purchase cost, ordering cost, and holding cost.
Tier 2 EOQ at price 95 gives Q approximately 1,622, with total annual cost around %¥4,780,819.
At the price-break quantity Q = 5,000 for the I90 tier: purchase cost = 50,000 x ¥90 =34,500,000; ordering cost =
(50,000/5,000) x X500 =%5,000; holding cost = (5,000/2) x ¥18 =345,000.
Total annual cost at Q = 5,000 is 34,550,000, which is lower than the tier-2 result. Therefore, option C is correct.
Networking & Pitching Skills — LTV with decay & discounting
A subscription product has ARPU X200/month at onboarding. Monthly retention = 90% (i.e., 10% monthly
churn). Average ARPU declines by 2% each month (downgrades). Use a monthly discount rate of 1%.
Compute the present value (discounted) LTV per user over an effectively long horizon (round to nearest
rupee).

A.%1,200 B.X1,578

C.%2,000 D.X3,000

Answer & explanation - B (=31,578)
We compute PV of monthly expected revenue stream:

Month t (starting t=1): ARPU_t = 200 x (0.98)"{t-1}; Probability user still active = (0.90)*{t-1}. Cash flow at t = ARPU_t x
survival. Discount each CF by (1.01)*{t-1}.

So LTV = 3_{t=1..00} [200 x 0.98*{t-1} x 0.90{t-1} / 1.01{t-1}]

Combine terms: factor = (0.98x0.90/1.01)*{t-1} = (0.872277...)"{t-1}. Summation is geometric:

LTV =200 x 5_{k=0..0} (0.872277...) Kk} = 200 x (1 / (1 - 0.872277...))

Compute denominator: 1-0.872277... = 0.1277229 -> reciprocal ~ 7.823125. Multiply by 200 ->~%1,564.63.

Using full precision (summing many months) gives = 31,578.12 (rounded in the model answer). Option B is closest: 31,578.

Risk Management & Resilience — discounted payback

A venture requires 400,000 initial investment and yields these end-of-year cash flows: Year1 =3120,000,
Year2 =3130,000, Year3 =%150,000, Year4 =3160,000, Year5 =3200,000. Use discount rate 8%. What is
the discounted payback period (years, to two decimals)?

A. 3.00 years B. 3.50 years

C.4.20years D.2.95years
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Answer & explanation - B (= 3.50 years)

Compute discounted cash flows:
PV1=120,000/1.08"1=120,000/1.08=111,111.11
PV2=130,000/1.08"2=130,000/1.1664 =111,548.87
Cumulative after 2 yrs =222,659.98
PV3=150,000/1.08"3=150,000/1.259712=119,051.34
Cumulative after 3yrs =341,711.32
PV4=160,000/1.08"4 =160,000/1.360489=117,108.74
Cumulative after 4 yrs = 458,820.06

We need the moment cumulative PV >= 400,000. After year 3 cumulative = 341,711.32 < 400,000. After year 4 cumulative =
458,820.06 >= 400,000. Fraction of year 4 required = (400,000 - 341,711.32) / PV4 =58,288.68 / 117,108.74 ~ 0.497 -> approx
0.50 of year 4.

Discounted payback = 3 + 0.4962 =~ 3.50 years (round 3.50).

Investment Strategies & Funding — participating preferred with cap
An investor paid 3,000,000 for 30% with 1x participating preferred but capped at 2x return. The company
is sold forX10,000,000. How much does the investor receive at exit (nearest rupee)?

A.X3,000,000 B. 4,000,000

C. 5,100,000 D. 6,000,000

Answer Key & Explanation: Answer: C (35,100,000).
A 1x participating preferred investor first receives the preference: 33,000,000.

Remaining exit proceeds =%10,000,000 - ¥3,000,000 =X7,000,000. The investor then participates for 30% of the remaining
proceeds: 30% x 37,000,000 =%2,100,000.

Total payout =%3,000,000 + 32,100,000 =%5,100,000. The 2x cap is 6,000,000, so the cap is not reached. Therefore, option
Cis correct.

Advanced Business Strategies — expected value of investor exit

An investor holds 5% of a startup and expects the following exit distribution in 3 years:

10% chance of sale at 50,000,000

20% chance at 20,000,000

30% chance at ¥8,000,000

40% chance at 32,000,000

If the investor invested 1,000,000, what is the expected payout and the expected return multiple (payout /
invested amount)?

A. Expected payout 3610,000; multiple 0.61 B. Expected payout ¥1,000,000; multiple 1.00
C. Expected payout ¥3,050,000; multiple 3.05 D. Expected payout ¥500,000; multiple 0.50

Answer & explanation - A (Expected payout ¥610,000; multiple 0.61)
Compute expected company sale value:

E[sale] = 0.10x50,000,000 + 0.20x20,000,000 + 0.30x8,000,000 + 0.40x2,000,000
=5,000,000 + 4,000,000 + 2,400,000 + 800,000 =%12,200,000.
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Investor owns 5% = expected payout = 0.05 x 12,200,000 = X610,000.
Return multiple = expected_payout/ invested = 610,000/ 1,000,000 = 0.61x.

Investment Strategies — SAFE with valuation cap conversion

A startup has 500,000 existing shares. A SAFE for 300,000 has a valuation cap of 33,000,000 (no
discount). The next priced round is pre-money 36,000,000 and raises ¥1,500,000. If the SAFE converts at
the cap price, what percentage of the company do original shareholders (the 500,000 shares) own after
the priced round and SAFE conversion? (Nearest 0.01%)

A.77.78% B.74.07%
C.71.43% D. 70.37%

Answer & explanation - D (= 74.07%)

Step-by-step:

Price per share at the round = pre-money / existing shares = 6,000,000 / 500,000 =312.00.
Cap price = cap / existing shares = 3,000,000 / 500,000 = 36.00. SAFE converts at ¥6.00 (lower than 12.00).
SAFE shares = 300,000/ 6.00 = 50,000 shares.

New investor shares = raise / round price = 1,500,000 / 12.00 = 125,000 shares.

Total shares after conversion = 500,000 + 50,000 + 125,000 = 675,000 shares.

Original shareholders' % = 500,000 / 675,000 = 0.74074074 = 74.07%.

| can now:

convert the 10 questions into a printable PDF (with answer key pages separated),

produce distractor rationales (why each wrong option might tempt students), or

generate a mixed-difficulty set (easy/medium/hard) of 30 questions for a full practice test.

Great - here are 10 case-study based multiple-choice questions focused on decision-making (pick the right choice). Each
question is followed immediately by a clear Answer and a focused Explanation that justifies the correct decision and
explains why the other options are inferior. These are tailored for pre-university / Class 12 / early-college students preparing
for entrepreneurship or leadership exams.

Section C - Entrepreneurship Decision-Making Case Studies

Prlcmg strategy for a new product

You run a school-startup that makes reusable water bottles. Sales are slow despite good reviews. You can
either (A) cut price by 25% to boost volume, (B) bundle with school stationery at a small margin, (C) spend
the same budget on a social-media ad campaign targeting local eco-groups, or (D) pause sales to redesign
packaging.

Which decision is most appropriate right now?

A. Cut price by 25% B. Bundle with school stationery

C. Run targeted social-media ads D. Pause sales to redesign packaging

Answer: C - Run targeted social-media ads.

Explanation: Reviews are positive, indicating product-market fit; the issue appears to be visibility, not price or product
quality. A targeted ad campaign (C) addresses discoverability and reaches eco-conscious buyers without eroding margin
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(which Arisks) or adding operational complexity (B). Pausing (D) wastes momentum. Bundling (B) might help but adds
logistics and may hide the product's independent value. Start with (C), measure lift, then iterate.

Hiring the first paid employee

Your founder team (3 people) is overloaded. You have budget to hire one paid member for 6 months.
Options: (A) hire a salesperson, (B) hire a developer, (C) hire a part-time operations assistant, (D) hire a
marketing intern.

Which hire maximizes early-stage traction if current bottleneck is converting enquiries into paid orders?

A. Salesperson B. Developer

C. Operations assistant D. Marketing intern

Answer: A - Salesperson.

Explanation: If the bottleneck is conversion, a salesperson directly addresses revenue. A developer (B) helps product
features, but conversion is the more immediate constraint. Operations (C) aids fulfillment but won't grow sales. Marketing
intern (D) could generate leads, but converting existing leads yields faster revenue. Hire for the weakest link toward revenue.

Accepting investor terms

An angel offers %5 lakh for 20% equity now, but suggests adding a clause giving them pro-rata rights and a
seat on the advisory board. Alternative: bootstrap longer. Your product has initial traction but not stable
revenue. Which choice best balances growth and founder control?

A. Acceptinvestor and terms immediately. B. Negotiate to remove the advisory-seat and keep only
pro-rata rights.

C. Decline and bootstrap for 6 more months. D. Accept only if they agree to a performance-based
vesting for the seat.

Answer: B - Negotiate to remove the advisory-seat and keep only pro-rata rights.

Explanation: Pro-rata protects future participation without heavy governance. An advisory seat can shift dynamics and
influence overly. Removing the seat preserves founder autonomy while getting capital. Option D (performance-based seat)
is reasonable but adds complexity in negotiation; B is cleaner and preserves control. Bootstrapping (C) delays scaling;
immediate full acceptance (A) concedes governance too quickly.

Product pivot vs incremental improvement

User feedback shows one feature causes most cancellations; fixing it requires 25% of roadmap effort. A
competitor released a similar but cheaper product recently. The team can (A) immediately pivotto a
different use-case, (B) prioritize fixing the problematic feature, (C) cut marketing and invest in R&D for a
large new feature, or (D) lower price to match competitor. Best decision?

A. Pivot now B. Fix the problematic feature

C. Cut marketing and invest in big R&D D. Lower price to match competitor

Answer: B - Fix the problematic feature.

Explanation: High cancellations tied to one fixable feature indicate retention/experience issues. Fixing it (B) is highest-
impact, lower-cost, and preserves current product-market fit. Pivoting (A) is risky without clear PMF in a new direction.
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Cutting marketing (C) would reduce growth; lowering price (D) erodes revenue and may not solve churn. Prioritize retention
first.

Handling an ethical data request

A potential partner asks for a dataset with student-level usage data (names, IDs) to run analytics. You only
have consent for internal use and aggregated reporting. Options: (A) Share full dataset under NDA, (B)
Share anonymized aggregated data, (C) Ask partner to sign a data-sharing addendum and then share, (D)
Refuse and end talks. Correct ethical/legal choice?

A. Share under NDA B. Share anonymized aggregated data

C. Share after addendum D. Refuse and end talks

Answer: B - Share anonymized aggregated data.

Explanation: You must respect consent and privacy. Anonymized aggregate data protects students and meets partner needs
without exposing identifiers. NDA (A) doesn't remove consent/legal obligations; (C) could be acceptable but still risky if
consent wasn't obtained - better to anonymize first. Refusal (D) may be unnecessary and harms partnership potential. B
balances ethics, compliance and utility.

Patent vs trade secret decision

Your team developed a novel, low-cost filtration step for a school water project. It's easy to reverse-
engineer from a product sample. Decide: (A) File a patent immediately, (B) Keep as trade secret and
restrict documentation, (C) Open-source the design for impact, (D) License to large manufacturers
without IP protection. Best strategic move?

A. Patent now B. Trade secret

C. Open-source D. License without protection

Answer: A - Patent now.

Explanation: The tech is easy to reverse-engineer, so trade secret (B) is weak. A patent secures exclusive rights and allows
licensing revenue or defensive protection. Open-sourcing (C) maximizes impact but foregoes control/revenue. Licensing
without protection (D) risks competitors copying and capturing value. File a patent to protect IP, then decide licensing or
impact strategies.

Crisis communication: product failure

A batch of your product caused customer complaints and one media post went viral. You can (A) issue an
immediate public apology and voluntary recall, (B) privately contact affected customers and fix quietly, (C)
deny systemic issue and promise investigation, or (D) wait 48 hours to gather more data before
responding. What's the best immediate decision?

A. Public apology & recall B. Private contact & quiet fix

C. Deny and investigate D. Wait 48 hours

Answer: A - Public apology & recall.
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Explanation: Visible safety/quality issues demand transparency. A prompt public apology and recall (A) protects customers,
brand trust, and regulators. Quiet fixes (B) risk perceptions of cover-up; denying (C) damages credibility; waiting (D) allows
misinformation to spread. Public, corrective action mitigates reputational damage and legal risk.

Choosing between two growth channels with limited budget

You have $5,000 for one channel. Channel 1: proven conversion but low reach (expected ROI 2.0x).
Channel 2: influencer pilot - high reach uncertain conversion, potential upside 6x but 60% chance of flop.
Which risk-aware decision should you take?

A. Put all budget in Channel 1 (safer ROI). B. Put allin Channel 2 (high upside).

C. Split $3k Channel1, $2k Channel2. D. Hold budget for later when more data exists.

Answer: C - Split $3k Channel1, $2k Channel2.

Explanation: Diversify to secure baseline ROl while retaining upside. Channel1 ensures some return; Channel2 tests high-
upside hypothesis without risking full budget. All-in safe (A) foregoes upside; all-in risky (B) risks burn; waiting (D) delays
learning. Splitting balances risk and exploration.

Contract negotiation: exclusivity vs distribution

A large distributor offers exclusive rights for two years in your city with a guaranteed minimum purchase
(good upfront revenue) but exclusivity prevents you from working with smaller retailers. Alternatively, you
can keep non-exclusive deals and pursue many small channels. Which option favors long-term growth and
flexibility for an early-stage brand?

A. Accept exclusivity for guaranteed revenue. B. Reject exclusivity and scale many small channels.

C. Accept exclusivity but negotiate a shorter term (e.g., D. Ask for exclusive in a sub-region only.
6-12 months).

Answer: C - Negotiate a shorter exclusivity term (6-12 months).

Explanation: Guaranteed revenue is valuable, but long exclusivity can hinder distribution and brand-building. A shorter term
preserves initial benefit and future flexibility. Sub-region exclusivity (D) is also reasonable but may be less favorable than a
short national deal (C) depending on territory. Rejecting outright (B) misses guaranteed scale; accept long term (A)
sacrifices growth options. Negotiate term length to balance certainty and flexibility.

Scaling vs quality control trade-off

Your e-commerce startup must choose: (A) scale fast to new cities using third-party fulfillment (some
quality variance), (B) scale slower using in-house fulfillment to maintain control, or (C) scale selectively in
2-3 cities with in-house plus pilot external partners. You have moderate funding and care deeply about
brand reputation. Best strategy?

A. Fast third-party scale B. Slow in-house scale

C. Selective hybrid pilotin 2-3 cities D. Delay expansion until all quality systems are perfect

Answer: C - Selective hybrid pilot in 2-3 cities.

Explanation: The hybrid pilot balances controlled quality and measured expansion. It tests external partners with limited
exposure while retaining in-house control where needed. Fast scaling risks reputation, and very slow scaling misses market
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indows. Delaying everything also prevents useful learning. Selective pilots enable learning, control brand risk, and prepare
frastructure for wider scaling.

Section D - Startup Financial Projections and Launch Planning

Year-over-Year revenue projection with ARPC upllft

A SaaS startup posts Year 1 revenue =3400,000. Management forecasts +60% growth in Year 2 and +25%
growth in customer count in Year 3. In Year 3 they will also introduce a premium tier that increases average
revenue per customer (ARPC) by 10% (this ARPC uplift applies to Year 3 only).

What is the projected total revenue in Year 3?

A.X720,000 B. 800,000
C.X880,000 D. 920,000

Answer & Explanation

Answer: C - 880,000

Steps:

Year 2 revenue = Year1 x 1.60 = 400,000 x 1.60 = ¥640,000.

Year 3 base (customer growth) = Year2 x 1.25 = 640,000 x 1.25 =3800,000.
Apply ARPC uplift of 10% in Year 3: 800,000 x 1.10 =3880,000.

So Year 3 projected revenue =3880,000.

Break-even month with unit growth

A D2C startup sells a product at Price =400, variable cost 3220, so contribution per unit =3180. Monthly
fixed costs =3120,000. In Month 1 the team ships 300 units and plans to grow shipments 30% month-on-
month.

In which month (Month 1 = first month) will the business first reach monthly break-even (monthly
contribution >= fixed costs)?

A. Month 3 B. Month 4

C.Month 5 D. Month 6

Answer & Explanation

Answer: C - Month 5

Steps:

Break-even units per month = Fixed / Contribution = 120,000 / 180 = 666.666... = 667 units (round up).
Shipments by month with 30% monthly growth:

Month1 = 300

Month2 =300 x 1.3 =390

Month3=390x 1.3 =507

Month4 =507 x 1.3 % 659.1

Month5=659.1 x 1.3% 857.83

Month4 shipments (~659) are slightly below required 667. Month5 (~858) > 667.
Therefore first month meeting break-even is Month 5.
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Runway with rising burn (geometric burn

A startup has 31,200,000 cash on the bank at launch. Initial monthly net burn (cash out minus inflows) is
120,000 in Month 1. Because of scaling hires the burn increases by 5% each month (so Month2 burn =
120,000x1.05, Month3 burn = 120,000x1.05"2, etc.).

After how many complete months will the cash be exhausted? (Count full months; find the smallest
integer n such that cumulative burn >= cash.)

A. 8 months B. 9 months

C. 10 months D. 11 months

Answer & Explanation

Answer: B - 9 months

Steps:

We need the smallest integer n such that sum_{i=0}"{n-1} 120,000x(1.05)"i >= 1,200,000.

Sum of geometric series = 120,000 x (1.05*n - 1) /(1.05- 1) =120,000 x (1.05"n - 1) / 0.05.

Set>=1,200,000 = (1.05"n - 1) >= (1,200,000 x 0.05) / 120,000 = (60,000) / 120,000 = 0.5.
S01.05"n>=1.5=n>=1(n(1.5) /n(1.05) =% 0.405465 / 0.04879 = 8.31.

Smallest integer n satisfying this is 9 months - after 9 full months cumulative burn will equal/exceed the cash balance.

(You can verify: sum for n=8 is slightly <1.2M; n=9 just crosses it.)

CAC payback with churned cohorts (months to recover CAC

A consumer app spends CAC =31,500 to acquire a user. Monthly ARPU =3250. The user base churns ata
constant 6% per month (i.e., retention each month = 94%). Ignore discounting. How many months (whole
months) does it take, on average, for a newly acquired user to generate cumulative revenue >= CAC?

A.7 months B. 8 months

C. 9 months D. 10 months

Answer & Explanation

Answer: B - 8 months

Steps:

We compute cumulative expected revenue after T months:
Cumulative = ARPU x 2_{k=0 to T-1} (retention”{k})
=250x(1-0.94"T)/(1-0.94)=250x(1-0.94"T)/0.06.
Set>=1,500:

250 (1-0.94"T)/0.06 >= 1,500

(1-0.94"T) >= (1,500 x 0.06) / 250 =90/ 250 = 0.36

= 0.94"T<=0.64

Take In: T x ln(0.94) <= n(0.64)

T>=1n(0.64) /n(0.94) = (-0.446287) / (-0.061875) = 7.21

Smallest whole month where cumulative >= CAC is T = 8 months.
(At 7 months cumulative slightly below %1,500; month 8 crosses the threshold.)

Post-money dilution with option pool required pre-money

Founders currently hold 1,000,000 shares (100% pre-deal). An investor offers 1,000,000 for 20% post-
money. The investor also requires the company to create an option pool equal to 10% of the post-money
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and wants that pool created pre-money (i.e., the pool is taken from the founders before the investor buys).
After the transaction (pool created & investor invested), what percentage of the company do the founders
own? (Round to two decimals if needed.)

A.70.00% B.72.73%

C. 75.00% D. 80.00%

Answer & Explanation
Answer: A - 70.00%
Steps:

Let total post-money ownership be 100%. Investor takes 20% (post-money). Option pool is 10% of post-money. Therefore
the remaining ownership belongs to founders = 100% - 20% - 10% = 70%.

Alternatively, compute shares to confirm:

Let post-money total shares = S. Investor shares = 0.20S. Option pool =0.10S. Founders left = 0.70S.

Founders currently have 1,000,000 shares =0.70S = S = 1,000,000/ 0.70 =1,428,571.43 total post-money shares.
Founders % = (1,000,000 / 1,428,571.43) =0.70 = 70.00%.

Hence founders end up with 70.00% ownership after pool creation pre-money and the investor's investment.

Section E - Real-World Startup Diagnosis and Corrective Strategy

Saas$ startup: CAC payback surprise

Scenario:

EduCloud (SaaS) projected Year 1: 5,000 users, ARPU ¥300/month, CAC X900, expected payback 3
months. After launch actuals show: new user ARPU 3200/month, monthly churn 8%, and real CAC %1,200.
After six months the CFO reports negative unit economics and runway half of what forecasted.

Question: Which single corrective step would most directly fix the broken unit economics and restore
realistic projections?

A. Double marketing spend to hit projected 5,000 users B. Immediately cut CAC by halving ad spend and

faster. accept slower growth.

C. Run cohort analysis to identify onboarding leaks, D. Raise an emergency bridge round to fund the original
then improve activation to increase ARPU and reduce plan.

churn.

Answer: C - Run cohort analysis to identify onboarding leaks, then improve activation to increase ARPU and reduce
churn.

Explanation:

What went wrong: the model assumed higher ARPU and lower churn than reality; CAC was underestimated. Doubling spend
(A) wastes money if retention/ARPU are the problem. Halving ad spend (B) might reduce CAC but won't address low
ARPU/churn - you could end up with fewer, low-value users. Raising a bridge (D) treats symptoms, not root cause. The best
immediate, highest-leverage action is C - perform cohort analysis to find where users drop off or fail to upgrade, then fix
onboarding, pricing, or feature signals that increase activation and ARPU and lower churn. That improves LTV, shortens
payback, and makes paid acquisition actually scalable.
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D2C hardware: catastrophic inventory

Scenario:

GreenBottle, a D2C reusable-bottle startup, forecast demand 10,000/year and contracted manufacture for
50,000 units to secure a bulk discount. Cost per unit: 120 (manufacturing), selling price ¥250. After one
year sales = 8,000, holding costs and returns exceed I4,50,000; cash is tied up and storage fees spike.
Forecast-driven cashflow is now broken.

Question: What is the best immediate action to reduce losses and improve cash flow?

A. Keep selling at 250 and wait for demand to catch up B. Deep-discount inventory across all channels to exit

over 3-4 quarters. stock quickly (e.g., 40% off).

C. Stop new production, launch targeted flash sales + D. Borrow short-term debt to finance storage and
B2B bulk offers, and negotiate reduced MOQ or maintain price until brand marketing takes effect.
return/credit with the contract manufacturer for future

orders.

Answer: C - Stop new production, launch targeted flash sales + B2B bulk offers, and negotiate reduced MOQ or
return/credit with the contract manufacturer for future orders.

Explanation:

What went wrong: demand validation failure and overly aggressive MOQ (minimum order quantity) decision. Option A (wait)
continues cash strain. Option B (blanket deep discount) may recover cash but massively erodes unit economics and brand
positioning. Option D (borrow) increases leverage risk while not fixing demand/inventory mismatch. C is best: halt
production to stop worsening the problem, actively clear excess inventory via targeted channels (flash sales, B2B bulk,
corporate gifting) to maximize price realization, and negotiate with manufacturer to reduce future MOQ or obtain
credit/return clauses - this preserves margin where possible and frees working capital. Also implement pre-order or on-
demand production going forward.

Marketplace: subsidy-driven liquidity hole

Scenario:

QuickServe (a food-delivery marketplace) ran a subsidy-led growth plan. In Year 1 it paid 80 per order
subsidy to users and offered 50 payouts to partnered restaurants per order to win listings. Average order
value X300, take-rate 12%. GMV rose rapidly but net contribution per order is deeply negative. After 12
months the company has 40% active customer churn and restaurants complaining about poor unit
economics.

Question: What strategic reversal should the founders prioritize to stop cash burn and restore marketplace
health?

A. Double down on subsidies for 3 more months to B. Immediately reduce user subsidies and introduce

reach 2x scale and then cut abruptly. targeted incentives tied to retention + renegotiate
restaurant payouts; focus on improving unit economics
for core cohorts.

C. Increase take-rate to 20% to cover subsidies. D. Expand to three new cities to diversify demand and
get scale efficiencies.

Answer: B - Immediately reduce user subsidies and introduce targeted incentives tied to retention + renegotiate
restaurant payouts; focus on improving unit economics for core cohorts.

Explanation:

What went wrong: subsidy-heavy growth destroyed unit economics and masked poor retention/merchant economics.
Option A continues the same failing tactic and risks larger loss. Option C (raise take-rate) will likely harm demand and
merchant willingness; it's not a sustainable fix if underlying costs are misaligned. Option D expands the problem
geographically. B is correct: cut broad subsidies, replace with targeted, performance-based incentives (e.g., loyalty
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rewards), renegotiate merchant economics or adjust commission structure for profitable segments, and concentrate on
core customer cohorts where LTV > CAC. The priority is restoring positive contribution margin and improving retention
before scaling geographically.

Rapid expansion without localization: city-level failure

Scenario:

TutorMatch (an edtech tutoring marketplace) expanded to 20 cities in 12 months using a single national
marketing playbook. Average CAC reported per city was 1,000 in forecasts, butin reality CAC varies
widely: top 3 cities CAC X600 (good retention), next 7 CAC 31,200 (marginal), rest 10 CAC X2,500 (poor
retention). Company ran out of regional managers and customer support; city-level retention is poor and
cash burn exceeded plan.

Question: Which operational decision would best stabilize the business and make unit economics
recoverable?

A. Continue pan-India rollout and hire more national- B. Close the 10 worst-performing cities immediately
level brand managers to scale uniformly. and reallocate budget to the top 3.

C. Pause further expansion, segment cities into tiers, D. Reduce price across all cities to increase acquisition
concentrate on deepening operations and product- and reach economies of scale.

market fit in top-performing cities, and design localized
go-to-market for tier-2 cities before re-launch.

Answer: C - Pause further expansion, segment cities into tiers, concentrate on deepening operations and product-
market fit in top-performing cities, and design localized go-to-market for tier-2 cities before re-launch.

Explanation:

What went wrong: one-size-fits-all playbook ignored regional differences; poor localization caused high CAC and low
retention in many cities. Option A repeats the mistake at higher cost. Option B (close 10 cities) may be necessary later but is
abrupt and loses opportunity in tier-2 cities that might become profitable with local approach. Option D (price cut) damages
LTV and quality perception. C is the right strategic fix: stop expansion, focus resources on profitable core markets, tune
product and operations regionally (local hiring, partnerships, language, pricing), run pilots for tier-2 cities, then expand
methodically. This restores unit economics and makes future scale sustainable.

Edtech subscription: refunds & over-recognition

Scenario:

BrightLearn used an upfront annual subscription model (39,000/year) and recognised the full revenue on
sale. Soon, many students requested refunds within 30 days (satisfaction issues) and monthly active
usage showed only 20% engagement. After refunds & chargebacks, recognised revenue was overstated by
2,500,000; cash flow forecasts collapsed and deferred revenue accounting was ignored.

Question: Which combination of actions is the correct priority to fix the financial and product problems?

A. Continue with annual billing but add a strict no- B. Move to monthly subscription billing (900/month),

refund policy; accelerate sales to hit cash targets. implement a 14-day free trial, fix core engagement
issues (product onboarding & content), and recognise
revenue monthly (deferred revenue accounting).

C. Keep annual billing but offer 50% discount for next D. Stop sales entirely and run a product redesign for 9
year to retain users; defer product changes. months before any monetization.

Answer: B - Move to monthly subscription billing (X900/month), implement a 14-day free trial, fix core engagement
issues (product onboarding & content), and recognise revenue monthly (deferred revenue accounting).



C

S

AC)

School

Connect Online

Explanation:

What went wrong: mismatch between revenue recognition and actual customer satisfaction/engagement; poor product-
market fit led to refunds, making upfront recognition misleading and cash forecasts fragile. Option A is unethical and will
damage reputation and legal standing. Option C masks churn with discounts but doesn't address engagement or
accounting issues. Option D halts revenue for too long. B is the correct multi-pronged fix: switching to monthly billing
reduces upfront refund risk and improves cash-flow visibility; a short free trial lowers friction and refund rates; improving
onboarding and core product will raise engagement and reduce churn; and proper deferred revenue accounting ensures
financial statements and forecasts reflect true, realizable revenue - restoring investor/supplier confidence.
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Consolidated Answer Key

This table provides quick checking for teachers, students, and schools. Detailed explanations are included after
every question in the main paper.

1 B Il C 21 C 31 C

2 B 12 C 22 A 32 C
3 B 13 B 23 B 33 B
4 B 14 A 24 B 34 B
5 A 15 C 25 B 35 A
6 A 16 B 26 A 36 C
7 A 17 B 27 A 37 C
8 A 18 C 28 C 38 B
9 C 19 A 29 C 39 C

10 A 20 D 30 C 40 B
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