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4 BS0 / 0 1 :  W r i t t en  Pap er  
 

GENERAL COMMENTS 

 

The perform ance of candidates in this exam inat ion was generally 

sat isfactory, considering that  this is the first  exam inat ion of the new 

specificat ion.  Many candidates were able to dem onst rate sound knowledge 

of business term s in their  answers. 

 

Cent res should note that  som e candidates were answering quest ions from  a 

generic point  of view and not  applying their  answers to the context .   

Candidates are not  developing or expanding their  answers, even when the 

quest ion asks them  to ‘analyse’, ‘out line’, ‘assess’ and consequent ly they 

are not  able to gain the full m arks available. 

 

There were a num ber of responses that  basically re-worded the stem  and 

quest ion and the use of generalised responses that  did not  answer the 

quest ion that  had been asked. 

 

This paper is m arked using the ePEN system  and cent res are asked to 

rem ind candidates to use a black pen or biro when sit t ing the paper as this 

scans well.   There were a num ber of candidates who did not  com plete their  

answers in the allocated num ber of lines, rather than write in different  

places on the paper they should use an addit ional sheet .  Som e candidates 

wrote addit ional work on different  pages.  I f candidates do this they should 

indicate on the paper where the quest ion has been cont inued. There is no 

guarantee that  this will be picked up by the exam iner unless the candidate 

has clearly ident ified where the rest  of the answer is placed. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

COMMENTS ABOUT I NDI VI DUAL QUESTI ONS 

 

Sect ion  A 
 

Qu est ion  1  

 

This quest ion was quite well answered for the m ajor ity of candidates.  

However 1(a) ( iii)  a num ber of candidates thought  that  they could raise 

finance by selling shares to the public.  As FF is st ill a pr ivate com pany this 

would not  be possible. 

 

Quest ion 1(b)  m ost  candidates were able to ident ify the correct  order in the 

recruitm ent  select ion process.  However there was som e confusion for 

candidates with regard to the beginning of the order.  I t  would be very 

difficult  to produce a person specificat ion unless the job descr ipt ion has 

been decided first .   

 

I n quest ion 1(c) ( i)  and ( ii) ,  m ost  candidates were able to ident ify at  least  

one job for the purchasing and product ion departm ents.  A num ber of 

candidates did not  understand the different  departm ents within a com pany 

and the roles that  individuals play.  Com m on replies for purchasing were 

buyer, with the explanat ion that  a buyer would have to source the cloth and 

get  it  to FF Ltd at  the r ight  pr ice.  Product ion was less well answered and 

m any candidates did not  associate the m aking of the curtains with this 

departm ent .  Many tended to com m ent  about  stock cont rol and m aking sure 

that  there is sufficient  stock. 

 

Quest ion 1(d) ( i)  was either fully understood that  TQM m eans qualit y 

checking at  all stages of the process with everyone involved, or candidates 

had not  understood the term  and its im plicat ion upon the business. 

 

Quest ion 1 (c) ( ii)  was well answered by m ost  candidates who realised that  if 

there were a num ber of com plaints, then the com pany’s reputat ion and 

sales would decrease. 

 

Qu est ion  2  

 

Quest ion 2(a)  and (b)  were either well answered or not  dependant  on the 

candidate.  Candidates’ knowledge of a wholesaler and its role within the 

channel of dist r ibut ion was lim ited.  I n quest ion (a) , candidates often 

ident ified that  a wholesaler sells to a retailer, but  the concept  of purchasing 

from  a m anufacturer was often m issed. 

 

The ident ificat ion of two reasons for a retailer purchasing from  a wholesaler 

was varied.  A large num ber of candidates thought  that  a wholesaler 

provides the opportunity for obtaining discounts and cheaper pr ices, even 

though they m ay have m ent ioned that  the wholesaler ‘sells in sm aller 

quant it ies’.   Som e candidates did m ent ion that  the wholesaler is able to 

offer delivery service or store a large quant ity of different  clothes, for the 

retailer to choose from  and break down into sm aller units that  m atch the 

needs of the retailer. 



 

 

Quest ion 2(c) ( i)  m any candidates realised that  if FF Ltd did not  have this 

aim  then they would not  be able to keep the custom ers sat isfied and 

m aintain their  reputat ion. 

 

I n quest ion 2(d)  – a m ajor ity of the candidates were unable to ident ify the 

four categories of the Boston Mat r ix.  A sm all num ber of candidates did m ix 

the posit ions up and som e just  repeated the inform at ion on the chart . 

 

I n quest ion 2(e)  -  on the whole this quest ion was not  well answered by the 

m ajor ity of candidates.  A num ber tended to repeat  the context  of the 

quest ion several t im es within their  answer without  fully explaining why they 

had chosen one part icular product  against  another.  Very lit t le reference 

was m ade to the fact  that  if they have a high m arket  share and high growth 

this would enable them  to have greater econom ies of scale thus reducing 

their  unit  costs.  Most  com m ented on the fact  that  because they have a high 

m arket  share, then they will autom at ically sell the goods.  This is not  always 

the case. Candidates should be rem inded that  repeat ing the scenario wastes 

a great  deal of t im e and does not  gain them  any m arks. Candidates also 

com m ented on the fact  that  it  would lead to increased profits – again in the 

stem  of the quest ion. 

 

Qu est ion  3  

 

Part  3(a) ( i)  and ( ii)  was well answered by m ost  candidates. 

 

I n part  3(b) ( i)  and ( ii)  a num ber of candidates confused the reasons why a 

stakeholder would want  to see the accounts.  Most  tended to give the bank 

and shareholders as the stakeholders who would be interested in seeing the 

Profit  and Loss Account , with reasons for the bank, to check that  they have 

sufficient  funds to pay the loan, and for the shareholders, to see if the 

com pany is doing well and if they will get  their  dividend. Som e 

m isconcept ions by som e candidates were custom ers – to see if the com pany 

would survive.  Candidates tended to gain two out  of the four m arks 

available. 

 

Part  3(c)  – Many candidates m ade general com m ents about  FF Ltd being 

pleased with the profit  m argins but  did not  relate them  to the actual figures. 

 

I n 3(d) ( i)  m any candidates related this quest ion to the benefit s of the 

custom ers and not  to FF Ltd, as required by the quest ion.  However, there 

were a num ber of candidates who fully understood what  job product ion was 

and how FF Ltd could benefit  from  having this m ethod of product ion as 

opposed to others.  For exam ple, the product  being m ade to the individual 

custom er’s requirem ents, which in turn increases custom er’s sat isfact ion. 

 

Part  3(d) ( ii)  candidates were asked to discuss two benefit s of an alternat ive 

m ethod of product ion.  Som e candidates gave m ore than one alternat ive 

which was not  required.  Candidates should be encouraged to read the 

quest ions carefully so that  they fully understand what  the quest ion is asking 

for.  Most  candidates understood the alternat ives m ethods of batch and flow 

product ion and could m ake just ificat ion for using an alternat ive m ethod. 



 

 

Sect ion  B 
 

Qu est ion  4  

 

For part  4 (a) ( i)  m any candidates understood a benefit  of becom ing a public 

lim ited com pany was that  shares could be sold on the Stock Exchange 

m eaning that  FF Ltd would be able to raise the finance that  was needed.  

Som e candidates did not  understand the im plicat ions of the com pany 

changing from  private to public. 

 

I n 4(a) ( ii)  the analysis of one problem  was not  so well done.  Many 

candidates m ent ioned that  there would be m ore shareholders in the 

com pany but  m ainly com m ented on the fact  that  because of this their  

shares would decrease in value and they would not  get  as m uch m oney. 

Others m ent ioned that  if too m any shares were bought  by som eone else, 

then the business could be taken over.  However, the developm ent  of this 

one problem  did not  always allow the candidates to access the full three 

m arks. 

 

For 4(a) ( iii)  m ost  candidates were able to gain m arks by analysing one or 

two suitable m ethods of raising finance for the expansion. Bank loan being 

the m ost  com m on response and the just ificat ion that  interest  would be 

payable on the loan and the length of t im e they could have the loan for.  

Som e candidates m ent ioned selling assets, to the raise finance this was not  

accepted as a suitable m ethod to cover the expansion as there was no 

indicat ion of the am ount  of m oney required, an asset  could either be 

som ething sm all or large. 

 

I n quest ion 4(b)  again this was another quest ion where candidates tended 

to repeat  the scenario in the answer.  Som e gave brief advantages and 

disadvantages with no developm ent .  Others only gave a one sided 

argum ent  to the answer by giving the advantages only.  However, there 

were a num ber of candidates who gave a balanced case for FF Ltd m oving 

product ion to the new locat ion and thus were able to gain the m arks 

available. 

 

Qu est ion  5  

 

The m ost  popular response to 5(a) ,  was internal recruitm ent  with 

candidates just ifying that  this person would be best  because they know the 

com pany, find it  easier to set t le into the new role and be t rained.  However, 

som e candidates com m ented on how those em ployees who had not  been 

prom oted would feel and this was not  relevant  to the answer. 

 

I n 5(b) ( i)  a num ber of candidates did not  understand what  was m eant  by 

on- the- job t raining and therefore did not  gain the m ark available, because it  

was a basic piece of knowledge. 

 

I n 5 (b) ( ii)  often candidates again did not  read the quest ion thoroughly and 

m ade evaluat ive com m ents on one m ethod of t raining as opposed to 



 

evaluat ing both m ethods.  Som e candidates were confused with regard to 

the two m ethods of t raining m ent ioned in the quest ion and evaluated 

induct ion t raining which is a different  m ethod.  Also som e candidates 

changed the context  to sales staff and not  the sales m anager. 

 

Part  5(c)  asked candidates to consider the two opt ions and just ify why they 

had selected one and rejected the other.  A large num ber of candidates did 

this part  well and gained m arks, however there were a num ber of 

candidates whose understanding of the two m ethods was basic and this 

produced a confusing answer.  Som e thought  that  piece rate was paid at  

the end of each day and others thought  the bonus was paid each week, 

even though the answer was given in the stem  of the quest ion. Others 

thought  that  piece rate m eant  that  workers would not  be paid unless they 

had produced a certain am ount  of curtains and others thought  that  the 

bonus was the only paym ent  that  the workers received. Som e answered the 

quest ion in relat ion to the benefits of FF Ltd and not  the workers.  A sm all 

m ajor ity of candidates referred to m ot ivat ion theorists, although this was 

not  required by the quest ion, and where able to gain m arks for this. 
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