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Additional Assessment Materials 

Pearson Edexcel AS Level in Business (8BS0)
 
Resource Set 1.3: Marketing mix and strategy
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1. (a) What is meant by a marketing strategy?					(2)
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

(b) What is meant by product portfolio?						(2)
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
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2. (a) What is meant by competitive pricing?						(2)
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

(b) Explain how M&S could build its clothing brand.				(4)
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
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3. (a) What is meant by business to business (B2B) marketing?			(2)
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

(b) Explain one reason why Hydra Creative might use an extension strategy.
										(4)
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________





4. [image: ](a) What is meant by brand?								(2)
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

(b) Assess two methods Mars could use to promote its new protein bars.
											(8)
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
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5. (a) What is meant by sponsorship?							(2)
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

(b) Assess whether social trends might affect the design mix for Ape Snacks’ coconut snacks.									(10)

________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
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6. (a) Explain how a business, such as Approved Food, might use income elasticity of demand data.									(4)
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________









(b) Assess two ways social trends might affect the channels of distribution for a business such as Approved Food.							(8)
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________







7. Explain how Beaverbrooks could use the Boston matrix.[image: ]				(4)
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
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8. (a) Assess two methods The Good Hotel could use to develop customer loyalty. 
											(8)
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
(b) Assess whether a unique selling point (USP) is the most important factor in determining a pricing strategy for a premium priced hotel, such as The Good Hotel.											(10)
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
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Extract A
Aston Martin set for shake-up and targets new buyers

Andy Palmer joined UK-based premium priced car manufacturer Aston Martin as Chief
Executive to implement a new marketing strategy targeting younger buyers and women.

At the Geneva Motor Show he announced that he wants the car maker to rebuild its
range of sports cars as well as add two new cars to the product portfolio in order to
target this new market.

“As an industry, were pretty poor at ticking the boxes that satisfy women customers, we
tend to view cars for women as pink it and shrink it' - add a place to hold your handbag —
‘which | think is quite cynical”

“You have to start with a type of beauty and then imagine how you make that more.
affordable to a younger generation and appealing to female customers” he added.

A more feminine Aston Martin would probably have  higher driver's seat and greater
durability, more like a 4 x 4 vehicle. This will put the company in the competitive, fast-
‘growing segment of premium priced cars, alongside Jaguar who focus on dramatic
design and performance. Bentley’s handcrafted, powerful, luxury cars and Rolls-Royce
cars remain the choice for the super-ich.

(Source: adapted from www.ft com/cms/s/0/1acf27c6-bdcf-11e4-
'9d09-00144feab7de htmitaxzz3ZanpoIQb)
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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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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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ExtractB
Mars launches protein chocolate bars

Mars has launched two new products to move protein bars from a niche market into the
mass market: a Snickers Protein Bar with 18g of protein and a Mars Protein Bar with 19g
of protein, both containing 200 calories.

Oliver Collins, Brand Manager at the UK’s largest distributer of bicycles, said: “We are
incredibly excited about working with Mars on this brilliant range of products. As more
people are getting on their bikes, there is a definite desire for nutritional, convenient and
tasty snacks. There are lots of competitors out there, but with such instantly recognisable
brand names and great taste, we are confident that Mars' new range of products will be
popular”.

The market for protein bars is fast-growing, with sales valued at £22m in 2016, an
increase of £8.2m from 2015. Almost 17% of UK customers now consume food or drink
that contains protein as a snack between meals.

(Source: adapted from http://www.bikebiz com/index php/news/read/madison-
to-distribute-mars-lifestyle-products-to-uk-cycle-industry/019948)
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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 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 as 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
Is being Britain's nicest jeweller great for business?

Beaverbrooks, the jewellers, has featured in the Sunday Times Best Companies to Work
For'list every year for over a decade. Chairman Mark Adlestone said: “We are a company
that cares and we believe in consultation with our employees”

When Anna Blackburn started as CEO at Beaverbrooks, it had a centralised organisational
structure with a narrow span of control. Anna found that branch managers were not
dealing with issues in-store and she wanted to change that. To give branch managers
more control, Anna made the business more decentralised.

Mark Adlestone admits that jewellery is a tough market: “We have done well on
diamonds, Swiss watches and our own brand silver jewellery, but we have struggled on
gold and other branded jewellery”

(Sources: adapted from http://www.watchpro.com/big-interview-beaverbrooks-chairman-
mark-adlestone-ceo-anna-blackburn/ and http://www.express co.ukinews/uk/727575/
Brexit-British-luxury-watch-industry-sales-rocket)
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Extract A
Floating hotel to open on the River Thames in London

The Good Hotel chain was founded in 2012 as a social enterprise. Its first hotel, built
on alarge floating platform, was opened in Amsterdam in 2015. In Autumn 2016, the
notfor-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 hotel in 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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Answer Mark

Knowledge 2

Knowledge/understanding: for understanding marketing
strategy, e.g.

« The methods used/plan/way chosen (1) to achieve marketing
objectives (1).

NB: If candidates only give examples of a strategy award up to 1 | (2)
mark, e.g. targeting younger buyers/women.
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Answer

Mark

Knowledge 2

Knowledge/understanding: for understanding product
portfolio, e.g.

« The collection/range/ list of items/products (1)
produced/sold/ offered by a business (1).

NB: If candidates only give examples of products in a
portfolio award up to 1 mark, e.g. 4 x 4.

@)
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Answer Mark

Knowledge 2

Knowledge/understanding: For understanding competitive
pricing, e.g.
+ When a business sets a price similar to competitors (1)
selling similar/rival products (1).

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

Mark

Knowledge 1, Application 2 , Analysis 1

Knowledge/understanding: 1 mark for a way to build a brand
or understanding of brand e.g.

« Quality/promotional method
« A distinguishing symbol/logo/name that companies use to
differentiate their product from others in the market.

Application: up to 2 marks for suggesting how M&S could build
its brand e.g.

« Advertising its clothing offer.
« Use social media to promote to its new younger market.
« Differentiate it from others in the market such as Next.

Analysis: 1 mark for explaining the benefit to M&S, e.g.
« This might enable M&S to increase awareness among its

existing/new customers. M&S may be able to sell a wider
range of products to existing customers.

(4)
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Mark

Knowledge 2

Knowledge/understanding: up to 2 marks for,
business to business marketing eg:
« businesses that promote the sale of
products/services (1) to other businesses for use
in their operations (1)

@
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Answer

Mark

Knowledge 1, Ap

ication 2, Analysis 1

Knowledge/understanding: 1 mark for showing an
understanding of an extension strategy, eg:

« amethod used to lengthen the life/sales of a

product/service.
Application: up to 2 marks for contextualised
examples, eg:

« Hydra Creative may have to offer more modern
options for its business stationery and
packaging (1)

« Hydra Creative may have to update its web
design to offer more interactive elements, such
as virtual assistants (1)

Analysis: 1 mark is available for explaining the
consequences, eg:

« Hydra Creative may be able to
increase/maintain its sales (1)

« Hydra Creative may be less likely to fall into the
decline stages of the product life cycle (1)

(O]
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Answer Mark
Knowledge 2
Knowledge/understanding: of brand, e.g.
« A unique design/sign/symbol/words/logo (1) which
makes it recognisable/distinguishes/differentiates it from | (5,

its competitors (1)
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Indicative content

Mark

Knowledge 2, Application 2, Analysis 2, Evaluation 2

« Promotion is the way a business creates
demand/awareness for their product/service.

« Mars could create a new TV advert using a sports
celebrity e.g. Mo Farah, to encourage people to buy
the protein bars.

« Mars could provide point of sale material, such as
counter displays to sports shops, so people buy the
protein bars when paying for sports
equipment/clothing.

« Mars could carry out a sales promotion with an
introductory offer, such as BOGOF, to encourage
people to try their new protein bars.

Potential Counterbalance

« ATV advert would be very expensive and may not be
seen by people who have an active lifestyle as they
may be out riding their bike.

« Sports shops may not be a good place to promote the
new bars because 17% of UK customers eat protein
snacks between meals so supermarkets might be a
better place to promote them.

« Mars may not need to discount their products as it is a
recognised trusted brand name and people will be
willing to try their new products at full price.

(®)
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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

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 throughout 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 leading to a
supported judgement.
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Mark

Knowledge 2

Knowledge/understanding: up to 2 marks for,
sponsorship, eg:
« acompany giving a product or money (1) to
support another business or person (1)

@
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Indicative content

Mark

Knowledge 2, Application 2, Analysis 3, Evaluation 3

« Social trends include concerns over resource depletion,
waste minimisation, recycling and ethical sourcing.

« Healthy eating and reducing sugar intake is a current social
trend that Ape Snacks may need to consider when creating
recipes for its snacks, i.e. function

« Reducing the use of plastic is important to people so Ape
Snacks may need to consider the material it makes its
packaging out of, switching to paper or card instead of
plastic, i.e. aesthetics

« Being environmentally friendly/ethical is becoming more
important to shoppers so sourcing the coconut ethically
could increase the cost of manufacture.

Potential counterbalance

« Customers may be more concerned with how the product
tastes rather than how much sugar it contains.

« Becauseitis a food product, keepingit fresh and of a high
quality may not be possible in a paper packet.

«  Ethical sourcing could provide a USP so Ape Snacks could
increase price meaning cost is not an important factor.

Potential judgement

« Social trends change rapidly and food is a dynamic market,
so it is important for Ape Snacks to achieve customer
loyalty by offering new products regularly to meet the
changing needs and wants in the snack market.

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

Level 1 12 Isolated elements of knowledge and understanding - recall
based.
Weak or no relevant application to business examples.
Generic assertions may be presented.

Level2 |34 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 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.

Levela  |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.
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Answer

Mark

Knowledge 1, Application 2, Analysis 1

Knowledge: 1 mark for understanding how businesses use
income elasticity of demand e.g.

« To estimate how demand will change given changes in
income

Application: up to 2 marks for contextualised examples
eq.

« Falling incomes mean that shoppers buy
cheaper/inferior products.

« People unwilling to waste food ‘about £25 per
household’ when money is tight

Analysis: 1 mark for explaining the above e.g.

« Therefore Approved Foods would choose to stock/sell
cheaper/inferior products.

(O]
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Indicative content

Mark

Knowledge 2, Application 2, Analysis 2, Evaluation 2

Channels of distribution are the methods used by
businesses to get their products from manufacture to
consumer. Can include intermediaries such as
wholesalers and retailers.

Growth of the social trend for online shopping for food
and drink, therefore Approved Foods has moved from
market trader to setting up a distribution warehouse.

Increased number of shoppers looking for bargains,
therefore Approved Foods has seen an increase in
sales, given the 60-70% savings on each order,
therefore Approved Foods may start to open shops.

Increased demand for Approved Foods due to
awareness of ‘overly cautious labelling’ and increased
food wastage has led to Approved Foods needing a
bigger warehouse as a way of distributing their 2000
orders a week.

Potential Counterbalance

Some shoppers still follow use-by dates, therefore they
are going to be reluctant to buy products close to use-
by date.

Some shoppers still prefer to visit a shop rather than
order online because they enjoy the shopping
experience/do not trust online shopping.

Approved Foods does not sell chilled or frozen goods
S0 may not be able to compete with other online food
shops.

(®)
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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

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 throughout 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 leading to a
supported judgement.
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Answer

Mark

Knowledge 1, Application 2, Analysis 1

Knowledge: 1 mark for understanding Boston matrix e.g.
« Amethod used to analyse the product portfolio of a
business.

Application: up to 2 marks for contextualised examples with
reference to Beaverbrooks e.g.

« It could categorise jewellery to help make investment and
marketing decisions.

« It could help identify which products are dogs or problem
children such as gold jewellery and branded jewellery.

« It could help the jeweller identify their stars such as
diamonds and Swiss watches.

Analysis: 1 mark for explaining the above e.g.

« This could help Beaverbrooks to spend less on marketing of
dogs such as gold jewellery/invest in stars such as
diamonds.

@
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Indicative content

Mark

Knowledge 2, Application 2, Analysis 2, Evaluation 2

Customer loyalty means that customers will return to the
business again and again/favour it over competitors in the
same market.

The hotel in Guatemala has only 20 rooms, staff could
provide a tailored personal service to each guest so they
are more satisfied and therefore likely to return.

The Good Hotel could start a loyalty card so that guests
collect points every time they stay at one of the hotels
which might lead to a free stay in the future.

Potential Counterbalance

Personalised service may not give sufficient differentiation
from other luxury hotels.

The loyalty card may not be of interest to customers as The
Good Hotel does ot have many locations yet.

®
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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

3-5

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
throughout 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.
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Indicative content Mark
Knowledge 2, Application 2, Analysis 3, Evaluation 3
« AUSP s a factor that differentiates a product from its
competitors.
« The hotels operate in a niche market providing a luxury
service, 50 could benefit from charging premium prices as
there might not be much competition.
« The Good Hotel is a social enterprise so customers may be
willing to pay more as they are less price sensitive.
Potential counterbalance
« The hotel may have high costs due to the luxury service
offered, resulting in higher prices so that profit can be
achieved and reinvested into training more unemployed
people.
« The level of competition in the area may lead to the use of
competitive pricing.
Potential Judgement
«  Itdepends on how well the USP differentiates The Good (10)

Hotel from similar hotels in the area such as Mariott/Hilton.
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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

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

Accurate and thorough knowledge and understanding, supported|
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 qualitative information, though unlikely to show the
significance of competing arguments.

Level 4

7-10

Accurate and thorough knowledge and understanding, supported|
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 qualitative information, and shows an
awareness of competing arguments/factors leading to a
supported judgement.





