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General Comments
This was the fourth sitting of this paper. Many more students appeared to
be prepared for this paper, although there are still a significant number who
struggle both with examination technique and the basic unit content. The
use of the contextual information provided in the paper continues to
improve, with the best responses making clear links between this data and
relevant theory. There are however, still a large number of students who
respond to questions by simply copying words or phrases from the stimulus
material provided without linking this to the question or marketing theory.
While this approach can be appropriate for questions that use the operative
verb “identify”, it is not appropriate for questions asking students to
explain, describe, discuss, analyse or evaluate.
Where students did well, they consistently used technical vocabulary
correctly and made appropriate links between theory and the contextual
data included in the paper. The best students demonstrated their wider
knowledge of marking activity across the whole of the paper.
A number of students did not provide a second point for some four mark
questions, despite the explicit instruction to explain two points. Others
failed to read the question correctly. For example Q4c gave one benefit of a
business having a web site and asked students to give two more. Some
simply restated the benefit identified in the question and so scored no
marks.
In this series, questions requiring an extended response were answered
better than previously, although some students still provide little more than
lists of bullet points or unconnected statements in their responses to 8 mark
questions.
In preparation for future series, students should focus on developing their
ability to use the stimulus data without directly copying elements of it.
There is also a need for students to focus on reading all of the questions
carefully. The introductory stem contains relevant information as well as the
actual question. Students should remember that they need to present a
balance argument when asked to discuss, evaluate or assess a point – it is
essential that they consider more than one side of an argument, otherwise
they will limit their ability to achieve a higher mark. Analytical models in the
specification should be considered both in terms of their application to
examples and their relative advantages and disadvantages.

Q1
A significant number of Students were able to access this question.

Some responses showed little understanding of the marketing concepts

Q2
This question also proved accessible to a wide range of students who
correctly identified a B2B market.

Q3
This question did not perform as expected. Students were asked to identify
one social influence such poverty or change in demography that could
influence the marketing mix. Many provided incorrect answers such as
economic influences or competition, and a number of weaker students
simply failed to provide a valid response at all.

A better response is shown below

Q4 (a)
Performance on this question was good with many students able to give two
forms of above the line promotion. Most students were able to state one
correct method. Incorrect responses included sponsorship and sales
promotions.

Q4(b)
Students were asked to outline what was meant by price taking. This is one
of the strategies identified in the specification by name. This question
clearly differentiated between weaker and better students with many
outlining penetration pricing or skimming, or by saying the business takes
similar rather than the same price. Students scoring 1 or above did so for
saying the business looks at competitor prices. For the second mark they
needed to say these prices are then matched.

Q4(c)
This question proved challenging for a number of students who simply
restated the question and said it would enable people to buy goods 24/7.
Others responded that the website would enable them to close the store
and so lower costs. This was not the purpose of the question and received
no marks. Some students gave two benefits of using a website but failed to
develop their responses and explain the benefit so scoring only half marks
(see first example below). Better prepared students were able to correctly
develop two benefits such as the web site would enable the business to
achieve a wider presence in the market (National and Global), or that the
web site could hold a larger stock range, or that the website could be used
as a cheaper form of promotion.

Q4d
This question was generally well answered by a wide range of students.
Many students appeared to have a good knowledge of how the location of a
business can impact on footfall, reputation and sales. Many were able to
apply the theory to the business in the stimulus and commented on the
success of the present location strategy. Some responses stated a series of
benefits of locating in the city centre or gave a one sided response that
lacked balance. Such responses typically gained three or four marks.

This is an example of a better response which considered both the benefits
and drawbacks of choosing a city centre location for new stores.

Q5
This question was not answered well. Students needed to recognise the
business was market orientated. Many failed to do this and the most
common error was to say they followed a market research orientation. More
able students still had problems with the question and centres should
consider checking student’s understanding of different types of orientation.
It should be noted that all that is required to gain the mark is to state the
correct orientation.

Q6(a)
This social media question proved accessible to a wide range of students.
Many students were able to correctly state two benefits of social media for
this type of business

Q6(b)
This was another question where many students could gain most of the
marks but they needed to ensure they suggested other ways and not simply
restate look for trends in the music press or on social media sites. Two
typical responses are given below.

Q7a
SWOT and PESLE are the two situational analysis models listed in the
specification, but very few Students seem to have been taught this term.
Consequently many Students failed to score on this question. A wide range
of incorrect responses were seen including product life cycle or responses
linked to carrying out primary research

Q7b
This question proved straightforward and many Students were able to state
an example of qualitative data

Q7c
Students needed to outline one disadvantage of using qualitative data.
Some mistakenly outlined quantitative data and others picked up only one
mark for a simple statement such as it could be biased or out of date. A
number of students gave two points rather than develop one, and so could
only be allowed one mark. To gain both marks in this question the students
needed to give a disadvantage and say why it was a disadvantage

Q8a
This question proved a little challenging for some weaker students who
simply restated the question saying it made the product unique. A number
of responses did however demonstrated some understanding of the term
and both marks could be achieved either by using the example in the
stimulus to show the tee shirts were unique, or by saying how the USP
helps the business. Examples of both answers are shown below.

Q8b
In this question, students were given one benefit to the business of having
a brand image. They were then required to outline one other benefit. Many
simply repeated the benefit given in the stimulus material (recognisable) or
gave synonyms of this i.e. noticeable or awareness. The question therefore
provided differentiation between students

Q8c
This was a question that many students did not answer well. Students were
given one way the brand image could be built i.e. through the development
of a logo. Some students repeated this in their own answer whilst others
tended to fail to make and develop two separate and different points. Many
students stated either one or two points without any development, or
developed only one of the points. For future series, students should be
aware that when a question asks for two other things to be explained, they
should make two different points, both of which are developed, and that
they have not used the example already give in the stimulus/question.
The example below shows a response where no marks are awarded for
saying how the log could help, but then there is a good response bout
celebrity endorsement that gains the two marks for the second point.

Q9a
A number of students were able to achieve at least one mark on this
question by identifying one distribution channel currently used by the band
(Online website called Tune Fire). Common incorrect answers were to
distribute songs through CDs and to send these through the post. The other
channel used by the band was to sell direct to the customer or B2C.
Answers that simply stated direct or indirect channels also received no
marks.

Q9b
Many students struggled to gain more than half marks in this question.
Although a number of responses demonstrate some understanding of the
impact of a declining market, too few responses showed any clear
understanding of the implications of this i.e. that other forms of revenue
streams need to be developed (downloads) and that the business may not
have this expertise.
Two good examples are shown below, both of which identify the need to
find other products to sell.

Q9c
This question worked as expected with many weaker students collecting two
or three marks for listing features of secondary research, and more able
students getting into mark band two or higher by taking the points made
and developing these. Few students achieved more than six marks because
the response was unbalanced with more emphasis placed on the positives of
this form of research and les on the negatives. Sometimes a conclusion was
omitted. The sample response below is an example of this type of answer.
This response could have gained more marks had there been a more
balance argument and a clear conclusion.

The response below show the type of response gaining just a few marks by
listing some points or repeating the same point in different ways
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External assessment
The suite of ‘next generation’ NQF BTECs include an element of external
assessment. This external assessment may be through a timetabled paperbased examination, an onscreen, on demand test or a set-task conducted
under controlled conditions.

What is a grade boundary?
A grade boundary is where we ‘set’ the level of achievement required to
obtain a certain grade for the externally assessed unit. We set grade
boundaries for each grade (Distinction, Merit, Pass and Level 1 fallback).

Setting grade boundaries
When we set grade boundaries, we look at the performance of every
student who took the assessment. When we can see the full picture of
performance, our experts are then able to decide where best to place the
grade boundaries - this means that they decide what the lowest possible
mark should be for a particular grade.
When our experts set the grade boundaries, they make sure that students
receive grades which reflect their ability. Awarding grade boundaries
ensures that a student who receives a 'Distinction' grade next year, will
have similar ability to a student who has received an 'Distinction’ grade this
year. Awarding grade boundaries is conducted to make sure students
achieve the grade they deserve to achieve, irrespective of variation in the
external assessment.

Variations in externally assessed question papers
Each exam we set asks different questions and may assess different parts of
the unit content outlined in the specification. It would be unfair to students
if we set the same grade boundaries year on year because then it wouldn't
take into account that a paper may be slightly easier or more difficult than
the year before.
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