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Additional Assessment Materials 

Pearson Edexcel AS Level in Business (8BS0)
 
Resource Set 1.5: Entrepreneurs and leaders
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1. (a) What is meant by social enterprise?						(2)
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

(b) What is meant by business objective?						(2)
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

(c) Explain how The Good Hotel’s social objectives could lead to an increase in added value.										(4)
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________







2. (a) What is meant by public limited company?[image: ]					(2)
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

(b) What is meant by a franchise?							(2)
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________













(c) Assess two benefits to SSP of operating franchises. 				(8)
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
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3. (a) What is meant by entrepreneur?						(2)
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

(b) What is meant by business objective?						(2)
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________









(c) Assess the importance of profit maximisation to a business such as Approved Food.											(10)

________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
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4. State two examples of entrepreneurial motives. 					(2)
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________




5. [image: ](a) What is meant by sole trader?							(2)
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

















(b) Assess two difficulties Ryan may face as he develops from an entrepreneur to a leader.										(8)
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
(c) Assess the likely benefits to Hydra Creative of becoming a private limited company.										(10)

________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________


6. Assess whether there is likely to be a trade-off for M&S when it targets a younger market segment for its women’s clothes.[image: ]						(10)

________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
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ExtractA
Floating hotel to open on the River Thames in London

The Good Hotel chain was founded in 2012 as a social enterprise. Its frst hotel, built
on a large floating platform, was opened in Amsterdam in 2015. In Autumn 2016, the
not-for-profit, 148-bedroom floating hotel was relocated to the River Thames.

The Good Hotel offers premium hospitality. Its business objectives include giving
opportunities to local people who have struggled to find employment and are receiving
welfare payments. It recruits and trains local, long-term unemployed people to work in
the hotel.

The Good Hotel has also opened a 20-room, premium priced, luxury hotelin a former
private mansion located in Guatemala, a Central American country south of Mexico.
The business has plans for eight further hotels around the world by 2020.

(Source: Copyright Guardian News & Media Ltd 2018)
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Extract B
Select Service Provider (SSP) to really fly at airports

At airports and railway stations across Europe and beyond many people will have eaten
or drank at restaurants, bars and cafes operated by SSP. SSP is a leading operator of
branded food and beverage outlets in travel locations across 29 countries. It operates
‘about 2,000 outlets at 124 airports and 270 railway stations worldwide.

Some brands belong exclusively to SSP such as Millie’s Cookies, Upper Crust and Caffé
Ritazza, but SSP also operates franchises for well-known names such as Nando's, Burger
King and Starbucks.

SSP has been successful since becoming a public limited company in 2014 and has a
strong plan to expand. 44% of its revenue comes from the UK, with Asia and the Middle
East offering the biggest potential for growth.

Today SSP has about 300 brands. In line with changing customer tastes, many serve
healthier, premium food.

(Source: adapted from ‘Food Outlet firm to really fly at airports abroad"
by Joanne Hart, The Mail on Sunday, 4 October 2015)
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Extract B

Approved Food

Entrepreneur Dan Cluderay, started his business, Approved Food, on a market stall and it
has now expanded to be the largest online retailer of food and drinks that are near their
use-by date.

In 2013 Approved Food's turnover reached £4 million and its 50 employees were
shipping out more than 2 000 orders each week from its 60 000 sq ft warehouse in
Sheffield. Dan's business objective is to save shoppers 60-70% on each order.

The rise of Approved Food coincides with a growing awareness that our obsession with
use-by dates is resulting in more than a million tonnes of food waste a year.

This week, a government advisory body called the Waste & Resources Action Programme
(WRAP), reported that supermarkets were being “overly cautious” with their
use-by labelling.

It estimated that shoppers could save £600 million a year - about £25 per household - if
they were given an extra day to eat products such s fruit, vegetables and fresh meat.

Approved Food does not sell chilled or frozen goods, it only sells packaged products
such as rice, chocolate, crisps and toiletries.

(Source: adapted from www.express.co.uk/life-style/lfe/561869/Approved-
Food-Dan-Cluderay-fortune-selling-food-past-best-before-date)
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Extract B
‘Global demand for coconut is booming

Founder and CEO of Ape Snacks, Zack Nathan, dropped out of university to start a healthy
snack company focusing on coconut-based products. Ape Snacks aims to encourage the
average person to eat a better diet, whilst operating as an environmentally responsible
business.

In the past decade, the global demand for coconut has grown by 500%. During the same
time a series of celebrity endorsements and sponsorships have relaunched coconut as a
‘superfood In addition to demand for coconut oil and coconut water, strong niche markets
are also emerging for coconut-based snacks.

However, many coconut producing countries are struggling to keep up with demand due
to ageing coconut trees, which produce fewer coconuts. Estimates suggest that 1 billion
new trees need to be planted to keep up with demand.
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Extract A
Online presence is essential for modern businesses

Ryan Daniels started Hydra Creative, a company that provides services including bespoke
website design, online advertising and business stationery design. It makes use of business
to business (B2B) marketing.

High demand caused Hydra Creative to grow rapidly. Ryan needed to take on employees
to cope with the workload and quickly changed from being a sole trader to a private
limited company with his wife, Gemma, as a shareholder and director. He now has 18 team
members and offices in Sheffield and London.

Responding to customer feedback, Ryan and Gemma have improved promotion of the
company, ensuring that sales for traditional services, such as stationery design, do not fall
into the decline stage of the product life cycle.

‘Gemma stated; “more and more businesses are turning to search engine optimisation

(SEO) to promote themselves online. We have updated this paid for service which helps to
position our clients’ businesses higher in search engine results.”

(Source: Interview with Gemma Daniels shareholder and Director of Hydra Creative)
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Extract A
Marks & Spencer’s (M&S) plan to revive its brand

High street brand M&S has long been a sign of British quality and tradition. It provides
arange of food, clothing and homeware, but over the past two years the business has
struggled to maintain its iconic status.

New chief executive, Steve Rowe, is reviewing the future of its range of fashion brands as
part of an overhaul of s struggling clothing business. “Our priority is fixing clothing” said
Rowe, womenswear seems to be the problem area. M&S has lost touch with what the
50+ age group really want and also needs to attract younger customers, such as those at
the top end of NEXT's demographic of 25 to 45-year-olds.

Rowe acknowledged that some of its clothing needs to be more competitively priced.
MBS sold 30,000 pairs of black jeggings - a 200% increase - after cutting the price by
£2t0 £17.50.

M&S's food business i still very strong. Shoppers are more than happy to buy at M&S, but
they need to see non-food merchandise they like as well. Shoppers are much choosier
these days, meaning M&S needs to become more market orientated.

(Sources: adapted from Marks & Spencer Results: A Tale Of Two Halves © 2016
Mintel Group Ltd and New M& boss brands latest clothing sales fall
“unsatisfactory’© 2016 Guardian News and Media Limited)
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Answer Mark

Knowledge 2

Knowledge/understanding: of social enterprise e.g.

« Abusiness that has aim/objectives which benefit society (1) and
is not for profitits profits are reinvested into the @
business/community (1).
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Answer Mark
Knowledge 2
Knowledge/understanding: of business objective, e.g.
« Agoalitarget (1) set by the business to help achieve its
aim/mission (1) @
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Answer

Mark

Knowledge 1, Application 2, Analysis 1

Knowledge/understandil
objectives/added value.

: 1 mark for understanding of social

« Agoal to benefit/improve the community.
« The difference between the price the customer pays and the
cost of inputs.

Application: up to 2 marks for suggesting how The Good Hotel could
achieve this through its social objectives e.g.

«  Itis a not-for-profit business which may make customers trust
them more.

« Offers training to local unemployed people which could give
them a good reputation locally.

« Helps people find employment/get off welfare payments.

Analysis: 1 mark s available for explaining the consequences, e.g.
«This might mean customers are willing to pay more for the

hotel's services because they feel like they are helping the
community/being ethical.

@
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Answer

Mark

Knowledge 2
Knowledge/understanding: for understanding public
limited company, e.g.
« Shares are available to the public on the stock
exchange (1). Are owned by shareholders/has limited
liability (1).

NB Award 2 marks if a partial definition is supported
by an example.
No marks awarded if only an example is given.

(&3]
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Answer

Mark

Knowledge 2

Knowledge/understanding: for understanding franchise, e.g.

A business is allowed to trade using the
brand/logo/business model of an existing firm (1) in
return for a fee/royalty (1).

NB Award 2 marks if a partial definition is supported by
an example.

No marks awarded if only an example is given.

(&3]
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Indicative content

Mark

Knowledge 2, Application 2, Analysis 2, Evaluation 2

The franchisor provides training for the franchisee
which lowers SSP's costs.

Burger King/Starbucks/Nandos pay for marketing,
SSP's franchises will benefit from greater customer
awareness/reduced costs.

Buying into established brands that are recognised.
Starbucks is recognised worldwide and SSP operates
worldwide which could increase sales.

Potential Counterbalance

Initial franchise fees can be high, particularly for well-
known brands like Nandos/Burger King/Starbucks.
SSP will have to pay Royalties to the franchisor which
increases costs/reduces its profit.

SSP will not have as much control over how they run
the franchised businesses because they must follow
the franchise rules/model.

NB if candidates have approached their answer as if
SSP are the franchisor for Miilie’s Cookies, Upper Crust
and Caffé Ritazza, award accurate responses.

(®)
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Answer

Mark

Knowledge 2

Knowledge/understanding: for understanding
entrepreneur e.g.

« @ person who sets up a business/takes risks (1) in the
hope of profit/reward (1).

NB: If candidates only give examples of an entrepreneur
award up to 1 mark, e.g. Deborah Meaden, Richard Branson,
Levy Roots and Dan Cluderay

@)
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Answer

Mark

Knowledge 2

Knowledge/understanding: for understanding business
objective e.g.

« atarget/ goal set by the business (1) in the short to
medium term (1)

NB: If candidates only give examples of a business objective
award up to 1 mark, e.g. sales maximisation, cost efficiency.

@)
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Indicative content

Mark

Knowledge 2, Application 2, Analysis 3, Evaluation 3

«  Profit maximisation is achieved when the difference
between sales revenue and cost is at its greatest

« Approved Foods are a local company based in Sheffield
which could show they are keeping fixed costs low by
having a 60,000 sq ft warehouse and selling online.

« Profits may have been used as a source of finance to
expand from market trader to ‘the largest online
retailer’

« They may need to expand further as orders grow and
may need profit to achieve this, rather than rely on
bank loans, which incur interest.

« Profit is a measure of success, therefore important for
a new business to attract investors.

Potential Counterbalance

« They are offering large discounts * 60-70% on each
shop’, so gross profit margins are likely to be small;
sales revenue maximisation/increased market share
may be more important.

« Loyl customer base may be more important than
profit maximisation, given that they have grown from
a market stall to 60,000 sq ft warehouse’/increased
competition.

« Stock turnover needs to be fast due to ‘short dated"
food stock so speed of sales may be more important
than profit.

Potential Judgement

« There are high levels of competition in the food and
drinks market, there has been an expansion in the
number of shops selling discounted foods, therefore
survival might be more important than profit
maximisation.

(x0)
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Level Mark [ Descriptor
[ A completely inaccurate response.

Level1 |1-2 Isolated elements of knowledge and understanding - recall
based.

Weak or no relevant application to business examples.
Generic assertions may be presented.

Level2 |3-4 Elements of knowledge and understanding, which are applied
to the business example.

Chains of reasoning are presented, but may be assertions or
incomplete.
A generic or superficial assessment is presented.

Level3 | 5-6 Accurate and thorough knowledge and understanding,
supported throughout by relevant and effective use of the
business behaviour/context.

Analytical perspectives are presented, with developed chains
of reasoning, showing cause(s) and/or effect(s).

An attempt at an assessment is presented, using quantitative
and/or qualitative information, though unlikely to show the
significance of competing arguments.

Level4 |7-10 | Accurate and thorough knowledge and understanding,

supported throughout by relevant and effective use of the
business behaviour/context.

A coherent and logical chain of reasoning, showing cause(s)
and/or effect(s).

Assessment is balanced, wide ranging and well
contextualised, using quantitative and/or qualitative
information, and shows an awareness of competing
arguments/factors leading to a supported judgement.
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Mark

Knowledge 2

Knowledge/understandi
entrepreneurial motives, eg:
« more income/profit maximisation (1)
« ethical/social (1)
« independence (1)

up to 2 marks for,

@
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Mark

Knowledge 2

Knowledge/understanding: up to 2 marks for, sole
trader, eg:
« abusiness that that is owned by one person (1)
who has unlimited liability (1)

@
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Indicative content

Mark

Knowledge 2, Appl|

tion 2, Analysis 2, Evaluation 2

« Ryan may find it difficult to delegate tasks to some of the
other 18 team members as the business gets too big for
him to handle all the orders.

« Ryan may find it difficult to trust other people to do some
tasks that he previously did himself such as talking to
clients or developing websites, moving from a centralised
organisational structure to decentralised.

« Ryan may find it difficult to change his leadership style to
laissez faire as he has more employees who work in a
creative environment and need the freedom to do their job.

Potential counterbalance

« Ryan may only need to delegate minor tasks so that he can
oversee all the work produced.

«  Acentralised structure may still work as the team of 18 is
still small.

« Ryan may not have the confidence in his new employees
yet and therefore prefer to maintain control.

®
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Level

Mark

Descriptor

A completely inaccurate response.

Level 1

1-2

Isolated elements of knowledge and understanding - recall based.
Weak or no relevant application to business examples.
Generic assertions may be presented.

Level 2

35

‘Accurate knowledge and understanding.
Applied accurately to the business and its context.

Chains of reasoning are presented, showing cause(s) and/or
effect(s) but may be assertions or incomplete.

An attempt at an assessment is presented that is unbalanced and
unlikely to show the significance of competing arguments.

Level 3

6-8

‘Accurate and thorough knowledge and understanding,
supported by relevant and effective use of the business
behaviour/context.

Logical chains of reasoning, showing cause(s) and/or effect(s).
Assessment is balanced, well contextualised, using quantitative
and/or qualitative information, and shows an awareness of
competing arguments/factors.
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Indicative content

Mark

Knowledge 2, Application 2, Analysis 3, Evaluation 3

Hydra Creative can raise finance more easily as a private
limited company by selling shares.

As it uses B2B marketing its customers may take them
more seriously as a Ltd.

‘The business has limited liability, which reduces the risk of
losing personal possessions for Ryan and Gemma.

Potential counterbalance

Profits may have to be shared between the shareholders
whereas Ryan could have kept all the profits as a sole
trader.

New shareholders have a say in decision making, which
may cause conflict.

New shares can only be sold privately and with the
agreement of both existing shareholders so the ability to
raise finance could be limited.

Potential judgement

It depends on whether friends and family are interested in
buying shares in Hydra Creative when Ryan and Gemma
‘want to raise more finance.

(10)
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Level

Descriptor

A completely inaccurate response.

Level 1

Isolated elements of knowledge and understanding - recall
based.

Weak or no relevant application to business examples.
Generic assertions may be presented.

Level 2

3-4

Elements of knowledge and understanding, which are applied to
the business example.
Chains of reasoning are presented, but may be assertions or

incomplete.
A generic or superficial assessment is presented.

Level 3

5-6

‘Accurate knowledge and understanding, supported throughout by|
relevant and effective use of the business behaviour/context.
Analytical perspectives are presented, with chains of reasoning,
showing cause(s) and/or effect(s).

An attempt at an assessment is presented, using quantitative
and/or qualitative information, though unlikely to show the
significance of competing arguments.

Level 4

7-10

‘Accurate and thorough knowledge and understanding, supported|
throughout by relevant and effective use of the business
behaviour/context.

A coherent and logical chain of reasoning, showing cause(s)
and/or effect(s).

Assessment is balanced and well contextualised, using
quantitative and/or qualitative information, and shows

an awareness of competing arguments/factors leading

to a supported judgement.





image24.png
Indicative content

Mark

Knowledge 2, Applical

n 2, Analysis 3, Evaluation 3

« Atrade-off is a situation in which the benefits of one
option are reduced in return for increased benefit of
another option.

May put off existing loyal customers/older age range.
May lose customers due to confusion over what M&S is
offering.

« May be more competition in the new market so M&S
may not gain the anticipated sales.

« May not have the knowledge required to enter the
younger market.

Potential counter balance
« Already strugglin
« Not aiming at significantly younger market (top end of
NEXT’s demographic)
« Department store so could have sections to satisfy all
segments like House of Fraser with its mix of brands.

Potential Judgement
« There may not be a trade-off if M& manages to
satisfy the needs of both its existing customers and
the new market segment by offering a wide range of
products.

(10)
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Level Mark | Descriptor
0 A completely inaccurate response.

Levell |1-2 Isolated elements of knowledge and understanding - recall
based.

Weak or no relevant application to business examples.
Generic assertions may be presented.

Level2 |3-4 Elements of knowledge and understanding, which are applied
to the business example.

Chains of reasoning are presented, but may be assertions or
incomplete.
A generic or superficial assessment is presented.

Level3 |56 Accurate and thorough knowledge and understanding,
supported throughout by relevant and effective use of the
business behaviour/context.

Analytical perspectives are presented, with developed chains
of reasoning, showing cause(s) and/or effect(s).

An attempt at an assessment is presented, using quantitative
and/or qualitative information, though unlikely to show the
significance of competing arguments.

Level4 |7-10 | Accurate and thorough knowledge and understanding,

supported throughout by relevant and effective use of the
business behaviour/context.

A coherent and logical chain of reasoning, showing cause(s)
and/or effect(s).

Assessment is balanced, wide ranging and well
contextualised, using quantitative and/or qualitative
information, and shows an awareness of competing
arguments/factors leading to a supported judgement





