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INTRODUCTION
The annual qualification review provides qualification-specific support and guidance to centres. This
information is designed to help teachers preparing to teach the subject and to help candidates preparing
to take the examination.
The reviews are published in September and take into account candidate performance, demonstrated in
both on demand and series examinations, over the 12 months. Global pass rates are published so you
can measure the performance of your centre against these.
The review identifies candidate strengths and weaknesses by syllabus topic area and provides examples
of good and poorer candidate responses. It should therefore be read in conjunction with details of the
structure and learning objectives contained within the syllabus for this qualification found on the website.
The review also identifies any actual or proposed changes to the syllabus or question types together with
their implications.

PASS RATE STATISTICS
The following statistics are based on the performance of candidates who took this qualification between 1
October 2009 and 31 August 2010.
Global pass rate

54.05%

Grade distributions
Pass

63.65%

Credit

33.52%

Distinction

2.83%

GENERAL STRENGTHS AND WEAKNESSES
Strengths




understanding the buying and selling process
application of I.T. to aid selling
many answers to question 1 in correct format

Weaknesses




lack of depth in answers
misunderstanding questions
lack of application to given situations e.g. food retailing
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TEACHING POINTS BY SYLLABUS TOPIC
Section A
Syllabus Topic Area 1: The Role of Selling for Profit while Maintaining
Competitive Advantage
Candidates need to show the importance of listening in the selling situation. They must show they
understand the use of different forms of communications e.g. telephone and writing reports.
Candidates should answer in this specified format, with clear reference to the business situation e.g. a
business to business (B2B) or a business to customer (B2C) situation.

Syllabus Topic Area 2: Setting Sales Objectives
Candidates must show the importance of setting correct selling objectives and the tactics needed to
achieve them. They must understand the importance of the STEEPLE factors when selling into different
markets.
Key teaching points are:



explain the importance of a SWOT analysis
understand the difference between strategy and tactics.

Syllabus Topic Area 3: Practice and Demonstrate the Key Steps in the Personal
Selling Process
Candidates must be able to explain each stage in the process and apply each stage to the given
business situation. A listing of the stages is not sufficient; each stage needs to be fully explained.

Syllabus Topic Area 4: The Role of Selling within the Marketing Promotional Mix
Candidates must show an understanding of all the elements of the promotional mix. They need to explain
how each element might be applicable in different situations. It is important to understand the importance
of brands and branding and to illustrate the activities that need to be carried out in order to retain
customers.
Key teaching points are:



to show how different forms of promotion work alongside selling
describe the importance of exhibitions and trade shows.

Syllabus Topic Area 5: The Buying Process
Candidates will need to understand each stage in the buying process and apply it to the given situation. It
is important that this is not confused with the selling process. They will need to show how this buying
process applies to different forms of distribution, for example intermediaries such as wholesalers or retail
stores.

Key teaching points are:



to understand the roles of the decision making unit
to show how to develop the buyer and seller relationship.
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Syllabus Topic Area 6: Tactical Sales Plans
The required layout for the answer to this compulsory question is given in the question. Where
candidates answer in the correct format, it is often the best answered question.
Candidates should answer in this specified format, with clear reference to the business situation e.g. a
business to business (B2B) or a business to customer (B2C) situation.
Key teaching point is:


to keep to the format prescribed in the question.

Section B
Syllabus Topic Area 7: Managing the Sales Office
This is another popular choice. The question is frequently asked about specific methods of managing a
sales force. In this case the key methods to include are:






setting goals and objectives
effective territory coverage
call rate frequency
key account management
setting standards at customer care.

Key teaching points are:



to understand the importance of sales reports
to show the difference between managing a sales office and a sales force.

Syllabus Topic Area 8: Sales Management Controls
Sales forecasting techniques are an important area and candidates often fail to answer the question by
referring to techniques instead of time horizons.
Key teaching points are:



refer separately to each horizon of short, medium, long term
where asked about techniques, refer separately to the different qualitative and quantitative
techniques.
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Syllabus Topic Area 9: Sales Force Recruitment and Training
This is frequently a popular choice. Candidates may be asked to describe sources of recruitment. In this
case key teaching points are:





provide a list of sources
provide an explanation of each source
separately list and explain each source
given examples appropriate to the situation.

Candidates may be asked to explain main methods of sales training. This is also a popular choice.
Key teaching points are:




list each method
explain each method
explain the advantages of each method.

Syllabus Topic Area 10: International Selling
Candidates need to show the importance of selling into a global market. Different products and services
will be viewed according to the various markets.
Key teaching points are:



to show the advantage of an overseas subsidiary
to explain the difference between methods of market entry e.g. agents or distributors.

Syllabus Topic Area 11: Legal and Ethical Issues in Selling
Candidates should show an understanding of the contents of a contract. They should be able to give
examples of different terms and conditions.
Key teaching points are:



understand the difference between legal and ethical issues
explain the importance of health and safety regulations.
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FURTHER GUIDANCE
Planning answers
The most frequent examiner comment is that there is very little evidence of candidates planning their
answers. The time allocation is sufficient for candidates:










to ensure they have the knowledge for your question selection
to use correct report format when required
to answer in the context of the stated business or industry
to answer all sections of a question
to read all the questions thoroughly so that they can be understood
to select the information necessary for the answer
to organise the information sensibly
to write the answer in sufficient detail
to check the answer for errors and to correct them.

It is emphasised that many candidates who fail do so not because of inadequate English but because of
inadequate planning.

Organising information
In addition to the general approach to planning an answer that is given above, it is also helpful for
candidates to remember that most types of business communication benefit from having:




a beginning in which some form of introduction is given, possibly outlining the background or
reason for the message
a logically ordered middle section that gives the details of the information clearly and concisely
an ending that closes the message by summing up the message very precisely or in some other
way ‘rounds off’ the communication.

Changes to syllabus
There will be no further changes to the syllabus. The above details refer to the new syllabus which ran
from Series 2 2009. From Series 2 2009 the syllabus was in two major sections. Section A was entitled
Selling and section B was entitled Sales Management.
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EXAMPLES OF CANDIDATE RESPONSES
The question are taken from the Series 3 2010 paper.

Question 1 (Compulsory)
You have been appointed Sales Manager of Skyways Ltd, a travel company offering low priced package
holidays direct to customers (B2C) by means of traditional selling and a website on the internet. Note that
Skyways Ltd directors have already devised a strategic marketing plan and have now asked you to use
this to prepare a tactical sales plan for the next 12 months.
Write a short report to your Chief Executive Officer recommending a tactical sales plan. You should
include:







market analysis and target customer profiles
objectives and action plans for the sales office
role and organisation of the salesforce
publicity, promotional and advertising support
a suggested 12 months sales forecast and budget
methods of sales control to be used.

(3 marks)
(3 marks)
(3 marks)
(3 marks)
(3 marks)
(3 marks)

(Candidates will be awarded 2 marks for a correct report format with bullet points or numbered sections)
(2 marks)
(Total 20 marks)
The following answers were written by three candidates in response to this question.
Answer 1 (a) shows a fail response
Answer 1 (b) shows a pass response
Answer 1 (c) shows a distinction response
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Answer 1 (a) – fail response

7

8

This answer is incomplete because there is no detail about the sales forecast or sales controls. Correct
report format should include numbered sub-sections. There should be an explanation of a SWOT
analysis and a STEEPLE. The information about the role and organisation of the salesforce is not to
solve problems but to use a telesales operation for customer contact, to allocate territories, set targets
and organise training.
The sales forecast and the budget should be shown separately and should show a breakdown over 12
months. Methods of sales control should include regular meetings and performance reviews. The answer
should not be generic and should show reference to the Skyways context.
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Answer 1 (b) – pass response

10

This answer shows correct report format with numbered sections and bullet points. The market analysis
and objectives and action plans are answered well and gain maximum marks. A mark is gained for
including training as part of the role of the salesforce. Publicity, promotional and advertising support is
well answered and gained maximum marks.
There is some reference to a 12 month forecast and a sales budget, but there is no breakdown over a 12
month period. No marks were gained for sales organisation and control because there was no reference
to controls such as regular meetings and performance reviews. There was some contextual referencing
to the traveller.
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Answer 1 (c) – distinction response

12

This answer shows correct report format with numbered sections and bullet points. The market analysis
includes the main areas of SWOT, STEEPLE and segmentation with reference to Skyways. Objectives
and action plans are precise and include sales expansion and telesales and website development. The
role and organisation of the salesforce includes selling, target setting and training with reference to
Skyways.
Publicity, promotional and advertising support is answered by showing a wide range of communications.
Sales forecasting and budgeting refer to Skyways and show a 12 month breakdown in both cases. Sales
organisation and control correctly refer to collating information and having regular reviews and meetings.
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