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       I n t er n at ion a l  GCSE Bu sin ess St u d ies 4 BS0 / 0 1    

Ju n e   2 0 1 2           

 

Gen er a l  Com m en t s 

 

I t  is pleasing to report  that  the perform ance of candidates in this 

exam inat ion series has seen an im provem ent  on the previous year.  This 

m ay be due to candidates being m ore fam iliar with the style and layout  of 

the paper, so that  they can bet ter dem onst rate their  knowledge and 

understanding and relate it  to the given scenario. 

 

As m ent ioned in the previous reports there are st ill a num ber of candidates 

who answer the quest ions generically and thus do not  apply their  responses 

to the context .  Candidates who do this will not , therefore, be able to access 

the full range of m arks for quest ions, especially those that  address AO2, 

AO3 and AO4.  To help candidates prepar ing for future exam inat ions the 

m ark schem e will include the Assessm ent  Object ives, showing how 

candidates can develop their  answers by using the com m and words, such as 

‘analyse’ and ‘assess’.  Please see appendix with the full list  of com m and 

words. 

 

I t  is also worth reiterat ing yet  again, that  the exam inat ion paper is m arked 

using the online ‘ePEN’ system .  Therefore candidates m ust  indicate if they 

have cont inued their  answer som ewhere else on the paper.  There are st ill 

som e candidates who are not  using black biros or ink pen, this does m akes 

it  m ore difficult  for the exam iner to read the responses. 

 

Cent res m ay be aware that  on the second page of the exam inat ion paper 

the form ulae that  the candidates m ay be required to use will be pr inted.  

There is no guarantee that  any or all of these form ula will be used in the 

paper, but  they are there if the candidate needs to use them . 

 



 

Com m en t s on  in d iv id u a l  q u est ion s  

 

Sect ion  A 

 

Qu est ion  1  

 

The m ult iple choice quest ions were answered quite well by the m ajor ity of 

the candidates.  However there appeared to be som e confusion with 1 a ( iv)  

with regard to the product ion m ethod that  EC Ltd would use. A num ber of 

candidates thought  that  it  would be job product ion or Just  in Tim e 

product ion.  As the com pany is sm all it  could not  afford to wait  for  individual 

jobs to com e in, as this would be too expensive in product ion t im e, nor 

would they use JI T. 

 

Part  1 b – econom ies of scale was understood by m ost  candidates however 

there were a num ber that  confused, reputat ion of the area and technical.  

Reputat ion, being external and technical, being internal. 

 

I n part  1 c Not ices – a large num ber of candidates confused this with 

som ething that  is put  on a desk, such as a m em o.  Also they were asked, 

how does the m ethod help EC Ltd com m unicate with staff, therefore a 

descript ion of what  a not ice is would not  have gained any m arks, as a 

descript ion is knowledge.  Candidates should have been com m ent ing on 

how not ices inform  staff of certain facts/ points e.g. health and safety, 

targets for the week, one not ice can be seen by all staff and is a constant  

rem inder to them . 

 

Let ters was slight ly bet ter answered with candidates realising why a let ter 

m ay be sent  as a m ethod of com m unicat ion to an em ployee.  However 

som e candidates referred to let ters as being em ails and how they are used.  

A let ter is very different  from  an em ail, although in som e circum stances 

does have som e sim ilar it ies. 

 

Part  1 d ( i)  the quest ion asked candidates why health and safety legislat ion 

is im portant  to the staff. Many candidates did not  m ent ion why it  is 

im portant  to staff,  only what  health and safety was about .  A num ber of 

candidates com m ented on food and safety and staff not  contam inat ing the 

chocolate but  this was not  relevant  to the answer.  Staff would want  to 

know that  EC Ltd would follow all the guidelines to protect  them  from  any 

injury.  Com pensat ion was often m ent ioned and again this is not  relevant  to 

the what  was being asked by the  quest ion. 

 

I n 1 d ( ii)  candidates understood that  there could be problem s if EC Ltd did 

not  follow the legislat ion.  The consequences of this could be that  EC Ltd 

could be sued, put  out  of business or fined by the courts.  These were 

com m on answers in a quest ion that  was generally well answered. 

 

 

 

 

 

 



 

Qu est ion  2  

 

Part  2 a – m any candidates confused wage and salary and were therefore 

unable to gain the m arks available.  A num ber of candidates thought  that  a 

wage is paid on a daily basis.  Two m arks were available and therefore 

candidates needed to ensure that  they had given at  least  two com m ents. 

 

I n part  2 b – if candidates understood what  the m inim um  wage was then 

they were able to give two detailed reasons as to why EC Ltd would want  to 

pay their  staff above the m inim um  wage.  The m ost  com m on answer was to 

ensure that  the staff rem ained at  the com pany and did not  look for another 

job.  However there were a num ber of candidates who had m isinterpreted 

the quest ion and were com m ent ing on why EC Ltd had to pay the m inim um  

wage,  such as the governm ent  had passed legislat ion that  detailed the 

consequences if they did not  pay it .   Candidates had clearly m issed the 

point  of why EC Ltd does pay its staff above the m inim um  wage. 

 

Part  2 c ( i)  this was well answered by m ost  candidates who realised that  

issuing shares and a bank loan were ways of funding the expansion. 

 

However 2 c ( ii)  was not  as well understood, the concept  of EC Ltd having a 

m ortgage as long- term  source of finance was m issed.  This was a quest ion 

where the stem  was often repeated in the answer and therefore candidates 

were unable to gain m arks. 

 

I n 2 d the labelling of the break-even graph was well answered by the 

m ajority of candidates, although line C was occasionally confused being 

labelled as variable costs. 

 

I n part  2 e – the quest ion was sim ilar to a previous paper where candidates 

are given the stem  of a quest ion and asked to discuss either one opt ion or 

another and give two reasons for their  choice.  Yet  again a num ber of 

candidates tended to repeat  the context  of the quest ions several t im es 

within their  answer without  fully explaining why they had chosen one 

part icular opt ion against  the other.  Som e candidates even added to the 

scenario and com m ented on how the sales would increase by m oving.  The 

com pany operates via the internet  so this m ay not  be relevant  at  the 

present  t im e.  Candidates should be rem inded yet  again that  repeat ing the 

scenario wastes a great  deal of t im e and will not  gain m arks.  Two reasons 

were asked for and candidates needed to develop each one to gain the 

m arks. I f candidates gave several reasons i.e. 4/ 5 without  any developm ent  

they could only gain the m inim um  of 2 m arks. 

 

 

 

 

 

 

 

 

 

 



 

Qu est ion  3  

 

Part  3 a ( i)  was well answered by m ost  candidates, however som e of the 

candidates writ ten figures were difficult  to read, i.e. som et im es a 4 looked 

very much like a 9. 

 

I n part  3 a ( ii)  candidates were able to give two exam ples of cash out flow, 

with wages/ salar ies and elect r icit y/ gas being the m ost  com m on answers.  

However there were a sm all m inority of candidates that  gave very generic 

answers/ com m ents rather than exam ples. 

 

3 a ( iii)  A num ber of candidates tended to com m ent  on a cash flow forecast  

as being som ething that  happened in the past  rather than in the future.  

Therefore it  was often difficult  for them to gain all the m arks available.  

Candidates should have com m ented on the decisions that  could be m ade, as 

opposed to what  the business could have done.  

 

3 b ( i)  Many candidates clearly understood what  would happen to EC Ltd if 

the staff went  on st r ike and the consequences for the com pany.  The m ost  

com m on answer was, not  being able to m eet  orders and loss of incom e due 

to not  having sufficient  produce to sell.  

 

I n part  3 b ( ii)  This was not  well answered.  Candidates did not  understand 

the effect  that  a st r ike would have on the staff.  A com m on m isconcept ion 

was that  they would lose their  j obs, be m ade redundant  etc.  The quest ion 

asked for the effects on the staff, such as they would not  be paid, not  able 

to m eet  financial and fam ily com m itm ents. 

 

Part  3 c candidates clearly understood the im portance of an interview in the 

process of appoint ing new staff,  by com m ent ing on the face- to- face 

m eet ing, seeing if the person fit ted in with the staff and their  abilit y to 

answer and ask quest ions. A num ber of candidates did refer to the fact  that  

an interview is to check on the candidate and to ensure that  they were not  

falsifying their  qualificat ions.  This would not  be part  of the actual interview. 

However som e candidates m ade reference to how the interview fit ted in the 

whole process, i.e. after the job descript ion and person specificat ion had 

been writ ten, again not  relevant  to the quest ion asked. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

Sect ion  B 

 

Qu est ion  4  

 

4 a ( i)  A num ber of candidates confused place with locat ion and they 

therefore analysed why they would locate in a certain area, being near to a 

port  etc.  All very valid, but  not  answering the quest ion of why place in the 

m arket ing m ix is im portant .   

 

4 a ( ii)  For a large num ber of candidates they were able to ident ify the m ain 

purposes of EC Ltd set t ing a budget  for advert ising and the just ificat ion for 

this.  However there were a num ber of candidates who m ade reference to a 

budget  being set  up because of fraud and checking on staff, which would 

not  be applicable. 

 

I n part  4 b candidates were able to ident ify two m arket  segm ents and som e 

analysed in detail why that  segm ent  would likely purchase chocolates from  

EC Ltd.  There were a num ber of candidates who used the sam e reasons in 

part  2 as in part  1 and this of course would not  gain them  the full m arks 

available.  Others reworded their  segment  chosen in 1 for part  2 e.g. those 

with high incom e and those people who are wealthy.  The quest ion clearly 

asked for two different  m arket  segm ents that  would buy chocolates.  

Candidates should also look carefully at  the m ark allocat ion to ensure that  

they give sufficient  detail.   The total m arks for this part  of the quest ion was 

6 and there were two m arket  segm ents required, therefore candidates 

should have worked out  that  each segm ent  would gain 3 m arks hence 

sufficient  analysis for each segm ent  was required. 

 

Part  4 c candidates were asked to explain the im portance of conduct ing 

m arket  research rather than the different  types of m arket  research that  EC 

Ltd could have carr ied out . A num ber of candidates went  into detail about  

each of the m ethods available to them  and why they should or should not  

select  one m ethod as opposed to another.  This was not  asked for in the 

quest ion and hence such candidates did not  gain m any if any of the m arks 

available.  However som e candidates clearly understood the im portance of 

EC Ltd conduct ing m arket  research to find out  if their  products would be 

successful or not  and som e m ent ioned researching the com pet it ion and 

where and when people m ay wish to purchase their  products. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

Qu est ion  5  

 

Candidates who chose, an increase in tar iffs, tended to answer bet ter than 

those who chose a reduct ion in interest  rates for part  5 a.   I f candidates 

understood the im plicat ions of a tar iff they were able to gain the m arks 

available.  For those candidates who chose interest  rates, there were a 

num ber who confused the im plicat ions of such a reduct ion and the fact  that  

they were m eant  to be linking it  to export ing/ im port ing their  goods. 

 

For 5 b ( i)  the m ajor ity of candidates clearly understood what  a direct  tax 

was with corporat ion tax and incom e tax being the m ost  com m on answers.  

However there were a num ber of candidates who were confused and 

referred to VAT as a direct  tax. 

 

I n part  5 b ( ii)  m any candidates clearly understood the im pact  of the 

governm ent  increasing the sales tax, whether it  was in the count ry 

im port ing the goods or the count ry export ing them . 

 

For part  5 c candidates were asked to consider two opt ions and just ify why 

they have selected one and rejected the other.  Most  candidates understood 

what  com pet it ion pr icing was, however there were a num ber who were 

confused with prom ot ional pr icing and referred to these as being offers that  

were m ade, such as BOGOF’s etc. The quest ion was about  prom ot ional 

pr icing and not  prom ot ion.  Som e candidates considered penet rat ion pr icing 

as opposed to prom ot ional pr icing and were able to gain m arks for this.   

There are st ill a num ber of candidates that  are writ ing in bullet  form at  for 

this final 10 m ark quest ion and this will not  allow them  to gain the analysis 

and evaluat ion m arks available.  Som e candidates were able to com m ent  on 

the m ethod chosen and just ify their  reasons whilst  reject ing the other in 

detail.   I t  is worth point ing out  to candidates that  this quest ion does carry 

the m ost  m arks and they should allow sufficient  t im e to answer the 

quest ion.  A num ber of candidates only com pleted a few lines and therefore 

did not  gain m any m arks. 
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