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SET -1

Q.1) Discuss the history of Computing .
Answer .:-

The history of computing is a fascinating tale of human ingenuity, stretching back millennia.

It's a story not just of machines, but of the concepts and inventions that laid the groundwork

for our modern digital world.

Early Counting Tools (Before 1600s):

Abacus (2700-2300 BC): This ancient counting device, used by civilizations like the
Sumerians and Babylonians, is considered the earliest ancestor of computers. It
employed beads or pebbles to perform basic arithmetic.

Chinese Abacus (2nd century BC): A more sophisticated version of the abacus, it

allowed for complex calculations and is still used in some parts of the world today.

Mechanical Marvels (1600s-1800s):

Napier Bones (1617): Invented by John Napier, these ingenious rods simplified
multiplication and division.

Pascaline (1642): Built by Blaise Pascal, this mechanical calculator could add and
subtract numbers.

Difference Engine (1822): Charles Babbage, often hailed as the "Father of the
Computer," designed this machine to perform complex mathematical calculations.

While never fully completed, it embodied key concepts of modern computers.

The Dawn of Electronic Computers (1930s-1950s):

ENIAC (1943): The Electronic Numerical Integrator and Computer, built by John
Atanasoff and Clifford Berry, was the first general-purpose electronic digital computer.
It was massive, using vacuum tubes for processing.

Colossus (1943): Developed by the British during World War II, Colossus was an
electronic computer designed to crack German codes.

UNIVAC I (1951): The Universal Automatic Computer I, created by J. Presper
Eckert and John Mauchly, was the first commercial computer capable of handling both
scientific and business applications.

The First Program (1842): Though Babbage's machines were never fully realized,

Ada Lovelace, a mathematician, is credited with writing the first computer program for

the Analytical Engine, showcasing its potential.

The Rise of Transistors and Integrated Circuits (1950s-1970s):
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Transistors: Replacing bulky vacuum tubes, transistors revolutionized computing by
being smaller, faster, and more reliable.
Integrated Circuits (ICs): The invention of ICs, which miniaturized electronic

circuits onto a single chip, paved the way for smaller and more powerful computers.

Personal Computers and the Information Age (1970s-Present):

The Altair 8800 (1975): Considered one of the first successful personal computers
(PCs), it opened the door for hobbyists and businesses to embrace computing.

IBM PC (1981): The IBM PC, with its open architecture, became the dominant
standard for PCs, leading to rapid innovation in the industry.

The Rise of the Internet and World Wide Web (1980s-Present): The development
of the internet and web revolutionized communication, information sharing, and global
connectivity.

The Era of Mobile Computing and Artificial Intelligence (Present): Smartphones,
tablets, and advancements in artificial intelligence (AI) are shaping the future of

computing, with an emphasis on mobility, personalization, and intelligent machines.

Q.2) What is IT interaction model ? Explain .

Answer .:-

The IT interaction model, developed by M. Lynne Markus and Cynthia Beath Mathis, offers a

framework for understanding the dynamic relationship between information systems (IT) and

organizations. It sheds light on how these elements interact to produce certain outcomes,

moving beyond a simple view of IT as a tool.

Here's a breakdown of the key components and how they influence each other:

1.

The Information System: This refers to the technology itself, including hardware,
software, databases, and networks. Its features, functionalities, and limitations play a
significant role in shaping user interactions and organizational outcomes.

The Organizational Context: This encompasses the broader environment in which
the IT system is implemented. It includes factors like organizational culture, work
practices, existing technologies, and user skills. These elements can influence how
readily users embrace the system and how effectively it integrates with existing

workflows.
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The Implementation Process: This stage bridges the gap between the IT system and
the organization. It involves activities like system selection, training, customization,
and change management. A well-managed implementation process increases user buy-
in and facilitates smooth integration.

The System's Effects: This is the ultimate outcome of the interaction between the
other three elements. It refers to the impact the IT system has on the organization, such

as improved efficiency, increased productivity, or unintended consequences.

Understanding the Dance:

The IT interaction model emphasizes that these elements are not static, but rather in a

continuous interplay. Here's how:

The IT system's features shape user interactions: The way the system is designed —
its user interface, functionalities, and ease of use — will influence how users interact
with it.

The organizational context shapes system use: Existing workflows, user skills, and
organizational culture all affect how readily users adopt the system and how effectively
they utilize its capabilities.

The implementation process sets the stage: Effective training, clear
communication, and addressing user concerns during implementation can significantly
impact user adoption and the overall success of the system.

The system's effects influence further interactions: The impact of the IT system on
the organization, whether positive or negative, can lead to adjustments in the system

itself, user behavior, or organizational processes.

Benefits of the IT Interaction Model:

Understanding user adoption: By analyzing the interplay between these elements,

organizations can gain insights into what factors influence user adoption and how to
create a more user-friendly environment.

Predicting system outcomes: The model helps anticipate potential challenges and
unintended consequences of IT implementation, allowing for proactive measures to
mitigate them.

Informing IT investment decisions: By considering the organizational context and
implementation process, organizations can make more informed decisions about IT

investments, maximizing their return.
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Q.3) How are management information system different from
transaction processing system ?

Answer .:- While both Management Information Systems (MIS) and Transaction

Processing Systems (TPS) are crucial components of an organization's IT infrastructure, they

serve distinct purposes and operate on different levels.

Focus:

Transaction Processing Systems (TPS): TPS are focused on handling routine, high-
volume transactions that are essential for day-to-day operations. Examples include
processing sales orders, managing inventory levels, or handling payroll. Their primary
function is to capture, record, and maintain accurate data about these core business
activities.

Management Information Systems (MIS): MIS, on the other hand, are geared
towards supporting informed decision-making at the managerial level. They focus on
analyzing and summarizing data from various sources, including TPS, to provide

managers with insights into trends, performance metrics, and potential problems.

Data Type:

TPS: TPS deal primarily with detailed, current transaction data. This data is often in a
structured format, well-defined, and essential for daily operations.

MIS: MIS utilize aggregated and summarized data. They take raw data from TPS and
other sources, process it, and present it in a way that's meaningful for managers. This
might involve reports, dashboards, or visualizations that highlight trends, patterns, and

key performance indicators (KPIs).

Complexity:

TPS: TPS are typically designed to be relatively straightforward and user-friendly.
They focus on automating repetitive tasks and ensuring data accuracy.

MIS: MIS can be more complex, involving data analysis tools and functionalities that
allow for manipulation and interpretation of data. They may integrate with various data
sources and require some level of training for users to understand the reports and

information presented.
TPS: The primary users of TPS are operational staff like cashiers, order clerks, or

customer service representatives. These users interact with the system to perform

specific tasks related to daily transactions.
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MIS: MIS are primarily used by middle and upper management. Managers leverage

the information provided by MIS to make informed decisions regarding resource

allocation, strategy development, and performance improvement.

Benefits:

TPS: The primary benefit of TPS is streamlining core business processes, improving
efficiency, and minimizing errors in routine transactions. They ensure accurate data
capture and record-keeping for financial and operational purposes.

MIS: MIS empower managers with the information they need to make strategic
decisions. By analyzing trends and patterns, managers can gain insights into operational
performance, identify areas for improvement, and make data-driven choices that benefit

the organization.

Relationship:

TPS often serve as a foundation for MIS. The data collected and processed by TPS
feeds into the MIS, providing the raw material for analysis and reporting.

MIS can provide valuable insights to improve TPS. By analyzing transaction data,
managers can identify bottlenecks or inefficiencies in processes, leading to potential

improvements in the TPS itself.
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SET - 11

Q.4) What are the differences way of making online payment ?
Explain

Answer .:- In today's digital world, online payments have become the norm for
everything from shopping to bill payments. But with so many options available,
choosing the right method can be confusing.

1. Traditional Methods:

« Credit Cards: A widely accepted method, credit cards offer convenience and
buyer protection. You can make purchases now and pay later, with the
flexibility to manage your balance. However, be mindful of interest charges if
you don't pay your balance in full.

Debit Cards: Similar to credit cards, debit cards deduct funds directly from
your checking account at the time of purchase. They offer a way to stay within
your budget and avoid debt. However, some online merchants might not
accept debit cards, and certain transactions might have lower purchase limits
compared to credit cards.

2. Digital Wallets:

« E-wallets: These secure apps store your credit card, debit card, or bank
account information. During checkout, you simply choose your preferred
payment method from the wallet and confirm the transaction. Popular e-
wallets include Apple Pay, Google Pay, Samsung Pay, and PayPal. They
offer convenience, speed, and an extra layer of security as you don't share
your card details directly with merchants.

Mobile Wallets: Similar to e-wallets, mobile wallets function on smartphones
and can be used for in-store purchases through contactless payment methods
like NFC (Near Field Communication).

3. Direct Bank Transfers:

« Net Banking: This method allows you to directly transfer funds from your
bank account to the merchant's account during checkout. It requires logging
into your online banking portal and initiating the transfer. While secure, it can
involve multiple steps and may not be as convenient as other methods.

4. Buy Now, Pay Later (BNPL):
« BNPL Services: These services allow you to split your purchase into smaller

instalments, typically spread over several weeks or months. This can be
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helpful for managing larger purchases. However, be aware of potential fees

and interest charges associated with BNPL options.

5. Other Methods:

Prepaid Cards: These function like debit cards but are pre-loaded with a
specific amount of money. They offer a way to manage spending and avoid
overspending. However, they may not be as widely accepted as other
payment methods.

Cryptocurrencies: A growing trend, some online merchants accept
cryptocurrencies like Bitcoin for payment. However, cryptocurrency

transactions are volatile and can be complex for beginners.

Choosing the Right Method:

The best online payment method depends on your individual needs and preferences.

Here are some factors to consider:

Convenience: How easy and quick is the payment method to use?

Security: Does the method offer strong security features to protect your
financial information?

Fees: Are there any associated transaction fees or interest charges?

Widely Accepted: Is the method accepted by the merchant you're purchasing
from?

Budgeting: Does the method help you manage your spending and avoid
debt?

Q.5) What are the facilities an organization could have from
¢ Customer Relationship Management System’ ?

Answer .:- A Customer Relationship Management (CRM) system offers a wide range of

facilities that can significantly benefit an organization.

1. Improved Customer Data Management:

Centralized Database: A CRM system acts as a central hub for all your customer
data, including contact information, purchase history, communication records, and
preferences. This eliminates the need for scattered spreadsheets or siloed data,

providing a holistic view of each customer.
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Data Organization and Segmentation: CRMs help organize customer data
efficiently. You can categorize customers based on demographics, purchase behavior,

or interests, allowing for targeted marketing campaigns and personalized interactions.

2. Enhanced Sales and Marketing:

Sales Pipeline Management: CRMs track the progress of potential deals through
various stages of the sales funnel. This allows sales teams to prioritize leads, identify
opportunities, and close deals more effectively.

Marketing Automation: CRM systems can automate marketing tasks like email
campaigns, social media scheduling, and personalized content delivery. This
streamlines marketing efforts and allows for targeted communication based on
customer segments.

Lead Generation and Qualification: CRMs can capture leads from various sources
and qualify them based on specific criteria. This helps sales teams focus on high-

potential leads and improve conversion rates.

3. Strengthened Customer Service:

360-Degree Customer View: By providing a complete customer history, CRMs
equip service representatives with the context they need to address customer inquiries
effectively. This personalized approach leads to faster resolution times and improved
customer satisfaction.

Improved Communication Channels: CRMs integrate various communication
channels like email, phone, and social media into a single platform. This allows for
seamless communication and ensures all interactions are documented for future
reference.

Ticket Management and Resolution: CRMs facilitate a streamlined process for
tracking and resolving customer issues. Service tickets can be assigned, prioritized, and

monitored, ensuring timely resolution and improved customer experience.

4. Increased Efficiency and Productivity:

Automated Workflows: CRMs can automate repetitive tasks like data entry, follow-

up emails, and report generation. This frees up valuable time for employees to focus on
more strategic activities.

Improved Collaboration: CRMs promote communication and collaboration between
sales, marketing, and customer service teams. Everyone has access to the same

customer data, leading to a more unified approach to customer interactions.
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Performance Tracking and Reporting: CRMs provide insightful reports and
dashboards that track key performance indicators (KPIs) like sales conversion rates,
customer satisfaction scores, and marketing campaign performance. This data helps
identify areas for improvement and optimize your overall customer relationship

strategy.

5. Business Growth and Scalability:

Customer Retention and Loyalty: By fostering positive customer experiences,
CRMs can help retain existing customers and encourage repeat business.

Upselling and Cross-Selling Opportunities: CRMs can identify opportunities to
upsell or cross-sell products or services to existing customers based on their purchase
history and preferences.

Data-Driven Decision Making: The insights gleaned from CRM data allow you to
make informed decisions about your sales and marketing strategies, product

development, and overall customer relationship management.

Q.6) Why are the facilities an organization? What are the key issues
to consider for managing vendors carefully ?

Answer .:-

1. Why Facilities Are an Organization, Not a Facility

While a single physical location might be referred to as a "facility," in the context of

organizations, "facilities" takes on a broader meaning. It encompasses the entire department or

function responsible for managing the physical assets, infrastructure, and services that support

the organization's core operations.

Here's why facilities are considered an organization within an organization:

Comprehensiveness: Facilities management goes beyond simply maintaining
buildings. It involves a range of activities like space planning, equipment maintenance,
security, environmental sustainability, and disaster preparedness.

Strategic Role: Effective facilities management plays a crucial role in an
organization's success. It ensures a safe, efficient, and productive work environment,
contributing to employee well-being, operational cost control, and overall business

continuity.
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Dedicated Workforce: Facilities management typically involves a dedicated team of
professionals with expertise in areas like engineering, maintenance, custodial services,
and project management. This team collaborates to ensure the smooth functioning of
the physical environment.

Alignment with Organizational Goals: Facilities management strategies are aligned
with the organization's overall objectives. For instance, they might focus on creating a
more collaborative workspace to promote innovation or implementing energy-saving

measures to align with environmental sustainability goals.

2. Key Issues for Careful Vendor Management

Vendor management is a critical aspect of any organization's operations. Here are some key

issues to consider for managing vendors carefully:

Vendor Selection:

Clear Needs and Evaluation Criteria: Define your organization's specific needs and
establish clear evaluation criteria for potential vendors. Consider factors like
experience, capabilities, references, pricing, and service level agreements (SLAS).

Thorough Vendor Assessment: Evaluate potential vendors through a rigorous
selection process. This might involve requesting proposals, conducting reference

checks, and assessing their financial stability.

Contract Management:

Well-Defined Agreements: Develop clear and concise contracts that outline
expectations, deliverables, pricing, payment terms, performance indicators, termination
clauses, and dispute resolution procedures.

Regular Monitoring and Communication: Maintain open communication with
vendors to ensure they are meeting contractual obligations. Track performance against

KPIs and address any issues promptly.

Risk Management:

Vendor Risk Assessment: Evaluate potential risks associated with each vendor, such
as financial instability, security breaches, or supply chain disruptions. Develop
mitigation strategies to address these risks.

Contractual Safeguards: Include clauses in contracts that protect your organization
from potential risks, such as minimum insurance requirements or performance

guarantees.

Performance Management:
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Establishing KPIs: Define clear performance indicators (KPIs) to track vendor
performance. This might include metrics related to on-time delivery, quality of services,
cost-effectiveness, and responsiveness to issues.

Regular Performance Reviews: Conduct regular performance reviews to assess
vendors' adherence to SLAs and KPIs. Provide feedback and work with them to

improve performance if necessary.

Relationship Management:

Building Positive Relationships: Foster positive relationships with key personnel at
your vendors. Open and transparent communication builds trust and encourages
collaboration.

Collaboration and Innovation: Explore opportunities for collaboration with vendors

to identify innovative solutions and improve overall service delivery.

By carefully considering these issues, organizations can establish a robust vendor management

process that optimizes costs, mitigates risks, and fosters strong relationships with vendors. This

leads to a more efficient and reliable supply chain, ultimately contributing to the organization's

SUCCEesS.
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