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4 CM0 / 0 1 :  W r i t t en  Pap er   

 

Gen er a l  Com m en t s 

 

This was the second I nternat ional GCSE Com m erce exam inat ion under the 

new Com m erce specificat ion. The overall standard for this new exam inat ion 

was very encouraging. Moreover, cent res and their  candidates appear to have 

been able to deal with the form at  and style of the new exam inat ion paper, and 

the change of t im ing of the exam inat ion paper to two hours in length.    

With regards to the lat ter point , there was no evidence of any candidates 

not  com plet ing the exam inat ion paper due to t im e pressures. 

 

Candidates cont inue to cope well with the use of the quest ion paper as answer 

book. There were very few occasions where candidates used space in addit ion to 

the answer lines in order to com plete their  answers. The standard of writ ten 

com m unicat ion was generally very good. 

 

Som e candidates cont inue not  to always answer at  the appropriate level of skill.  

I n this connect ion, the com m and words on the exam inat ion paper and the m ark 

schem e are part icular ly relevant  to cent res. Each quest ion indicates the level at  

which it  is based:  

 

AO1 Dem onst rate -  this assessm ent  object ive tests candidates on their  abilit y to 

dem onst rate their  knowledge and understanding of the com m ercial term , idea or 

concept  m ent ioned in the quest ion. For example, Quest ion 11 asks candidates to 

‘Give three funct ions of a cent ral bank.’  Com m and words such as ‘Nam e’, 

‘Describe’, ‘Give’ and ‘State’ confirm  that  the quest ion is at  this level.  

 

AO2 Apply – this assessm ent  object ive tests candidates’ abilit y to relate their  

answer to the context . I n this series, the context  to quest ion 14 was about  a 

departm ent  store.    For exam ple, quest ion 14 (aii)  required candidates to say 

‘why m ight  this type of retail shop have furniture and the hairdressers on a top 

floor’?  Com m and words such as ‘Why’, ‘Calculate’,  ‘Give an exam ple in context ’ 

and ‘What  was’ confirm  the quest ion is at  this level.  

 

AO3 Analyse – this assessm ent  object ive requires candidates to select , interpret  

or otherwise analyse som e point  presented in the quest ion. For exam ple, 

quest ion 16 (d)  asked candidates to ‘analyse two reasons for the cont inued 

growth of air  freight ’.   Com m and words such as ‘Analyse’, ‘Com pare’ and ‘Select ’ 

confirm  the quest ion is at  this level.  

 

AO4 Evaluate – this is the m ost  dem anding assessm ent  object ive which tests 

candidates’ abilit y to form ulate som e judgem ents. For exam ple, quest ion 15 (c)  

( i)  expected candidates to ‘explain why m any custom ers buy goods, such as 

clothing, through m ail order rather than from  shops’.   Com m and words such as 

‘Evaluate’,  ‘Explain why’, ‘Judge’ and ‘Consider’ confirm  the quest ion is at  this 

level. 

 

 

The published online m ark schem es cont inue to be an invaluable resource to 

cent res for a num ber of purposes. Possible answers are provided as indicators of 

what  is expected but  the answers provided are not  m eant  to be exhaust ive. The 



 

possible answers are st ructured using dashes and obliques. I t  rem ains the 

pract ice to use a dash in order to separate points that  are worth addit ional 

m arks, and an oblique to indicate an alternat ive way of m aking the sam e point .   

 

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

 

Qu est ion  1  

 

The four parts of this quest ion were generally well answered, with m any 

candidates gaining 2 or 3 m arks out  of the four m arks available.  

 

Qu est ion  2  

 

Candidates generally were able to give relevant  exam ples but  found difficulty in 

defining the term  ‘pr im ary product ion’ to part  (a)  and the term  ‘secondary 

product ion’ to part  (b) .   I n som e instances, pr im ary product ion was defined as 

secondary product ion, and secondary product ion as tert iary product ion.   Also, 

som et im es candidates did not  provide exam ples at  all or got  confused by giving 

exam ples the wrong way round.  Overall,  the teaching topic of types of 

product ion needs at tent ion by all cent res. 

 

Qu est ion  3  

 

A sim ple calculat ion was required but  m any candidates failed to subt ract  

expenses from  gross profit ,  adding it  instead. 

 

Qu est ion  4  

 

The m ajority of candidates scored at  least  one m ark for this quest ion by 

m ent ioning the advantage of ‘withdrawing m oney’ to the custom er of using cash 

dispensers.   However, m any candidates found difficulty in m ent ioning other 

advantages as stated in the m ark schem e.    Answers such as ‘carrying less 

cash’, ‘less paperwork’ and ‘safe and convenient ’ were considered too vague to 

be given any m arks. 

 

Qu est ion  5  

 

I t  was disappoint ing to see that  the topic of hire purchase was not  well known 

by candidates across cent res.    The valid answers cited in the published m ark 

schem e, such as ‘paym ents are m ade in instalm ents’, a ‘deposit  is paid’ and 

‘goods are not  owned by the buyer unt il the last  instalm ent  is paid’  were 

required for candidates to score m arks. 

 

Qu est ion  6  

 

This quest ion was generally well answered.  Many candidates either answered 

this quest ion by either ident ifying an export  difficulty or by explaining the export  

diff iculty with an exam ple.    Both m ethods were appropriate.    However, m arks 

were not  given for answers that  could also apply in hom e t rade, for exam ple, 

the difficulty of finding a m arket . 

 

 



 

Qu est ion  7  

 

The m ajority of candidates scored at  least  two m arks to this quest ion on 

m atching m ethods of paym ent  as being hom e or internat ional. 

 

Qu est ion  8  

 

This quest ion produced som e confusing responses.  Many candidates wrote 

about  funct ions of quotat ions instead of let ters of enquiry, as out lined in the 

m ark schem e. 

 

Qu est ion  9  

 

Many candidates were able to provide two correct  benefits such as increasing 

em ploym ent , providing econom ic growth and im provem ents in infrast ructure.    

Weaker answers were lim ited to increasing com pet it ion or general benefit s of 

internat ional  t rade. 

 

Qu est ion  1 0  

 

Many candidates lacked knowledge of the work of both the ‘insurance broker’ 

and the ‘insurance underwriter ’ to parts (a)  and (b) .  

 

Qu est ion  1 1  

 

The best  answers m ent ioned that  cent ral banks m anaged the issue of notes and 

coins, cont rolled the com m ercial banks and at tem pted to cont rol inflat ion.   

Weaker candidates did not  fully understand the nature of cent ral banks as they 

gave generalised answers that  could apply to com m ercial banks such as 

accept ing deposits and providing loans.     Overall,  a topic that  suggested that  

candidates found difficulty with, as there was a large m inor ity of no scores for 

this quest ion. 

 

Qu est ion  1 2  

 

There were m any good answers to this quest ion.    Many answers focussed on 

the disadvantages of double coincidence of wants and that  of valuing goods.    

Fewer candidates focussed on the difficult ies of stor ing goods and in 

t ransport ing goods. 

 

Qu est ion  1 3  

 

The topic of non- insurable r isks was generally found difficult  by the m ajor ity of 

candidates.   Good candidates explained that  not  having custom ers was a non-

insurable r isk because the r isk could not  be assessed, thereby prem ium s could 

not  be calculated.    Som e candidates answered in term s of indem nity explaining 

the t ransport  firm  m ay m ake a loss to claim  com pensat ion.   Moreover, som e 

weaker answers m ade irrelevant  statem ents such as the t ransport  firm  needed 

custom ers to insure. 

 

 

 



 

Qu est ion  1 4  

 

This quest ion required candidates to study the resource m aterial of a 

departm ent  store layout  and apply their  knowledge and understanding.   Part  

(a)  ( ii)   on the reasons locat ing furniture and the hairdressing departm ents on 

the top floor generally provided m any vague answers com pared to part  (b) .   I n 

part  (a)  candidates needed to ident ify relevant  reasons such as m ore space 

needed for larger furniture item s, furniture has a slower turnover com pared to 

lower floors and hairdressers have equipm ent  that  needs to be kept  away from  

day- to-day shoppers.   Many answers were bet ter to part  (b)  as m any bet ter 

candidates recognised that  city cent res at t racted a large num ber of custom ers, 

had good t ransport  links with large populat ions liv ing nearby. 

 

Qu est ion  1 5   

 

Answers to parts (a)  ( i/ ii)  revealed m ixed results.   Although there were m any 

correct  answers there were a m inority of candidates who only scored one m ark 

by sim ply subt ract ing the 2009 internet  sales figure from  the 2011 internet  sales 

figure without  carrying out  the percentage calculat ion required.   Other 

candidates did not  use the correct  sales figures from  the pie charts.   Please 

note that  it  is good pract ice for candidates to show clear indicat ion of their  final 

answer by underscoring it .    Part  (b)  was generally well answered.   Good 

candidates focussed on the quest ion and explained the benefits to the business.    

Such answers often explained that  costs would be lower because less staff were 

needed, and that  there was no requirem ent  for a retail out let  to sell from .     

Weaker candidates often focused on the benefits to the consum er.  

  

The m ajority of candidates scored quite well on part  (b) .  Bet ter answers 

recognised that  m ore shops led to higher sales and higher profits.   Often these 

answers explained the advantages of econom ies of scale from  bulk buying 

leading to lower costs.  Weaker answers often gave a list  of unexplained points. 

 

Marks gained to part  (c)  ( i)  often rested on whether candidates had read the 

quest ion properly.    Som e candidates sim ply repeated their  responses to 15 (a)  

( ii)  in confusing m ail order with internet  shopping.    There are clearly som e 

shared advantages but  m ail order shopping has a num ber of dist inct ive features.    

One good answer is shown below:  

 

‘Mail order businesses provide custom ers with credit  facilit y which m eans 

custom ers can pay for goods over a period of t im e.    When goods are bought  

through m ail order, custom ers have the abilit y to return unwanted goods and 

buy other goods instead.   Buying goods through m ail order is convenient  as 

they do not  need to leave their  hom es and waste t im e t ravelling to shops.   The 

m ail order catalogue has a variety of choice with som e brands and styles that  

you cannot  find in the shops.’ 

 

The significance of delivery and packaging charges were generally recognised by 

m any candidates to part  ( c)  ( ii)   but  surprisingly fewer candidates discussed the 

higher catalogue/ advert ising costs and the credit  r isks involved. 

 

 

 



 

Qu est ion  1 6  

 

Part  (a)  ( i)  was generally well answered.     Many candidates did ident ify two 

correct  exam ples, although a significant  m inority chose a persuasive exam ple as 

one of their  answers.   I t  was surprising to find m any candidates finding the 

second part  of this quest ion relat ively difficult  in part  (a)  ( ii) .     Som e candidates 

confused the need to apply their  answers to the advert isem ent  with giving 

general answers such as using television advert ising.    Answers not  applied to 

the advert isem ent , such as the lat ter, were not  worthy of credit .  

 

Although in part  (b)  m any candidates could often ident ify two valid general 

factors of t ransport , weaker candidates frequent ly listed a ser ies of such factors 

rather than developing the two that  they had ident ified.    The good answers 

explained points such as bulky goods were best  suited to sea t ransport , whereas 

lighter and valuable goods were best  suited to air  t ransport .      

 

Many candidates scored good m arks to part  (c) .   Good candidates explained 

how containers protected goods from  dam age and theft  because they were 

locked and sealed, or that  they speeded up t ransport  because there was less 

need for packing and with the use of cranes.    Weaker answers gave lists of 

undeveloped points, or less detail.  

 

Part  (d)  tested assessm ent  object ive A04 and proved challenging for all 

candidates. There were m any vague and generalised  answers, that  focussed on 

the advantages of air  t ransport .   Bet ter answers realised that  the quest ion was 

about  consider ing the reasons for the growth of air  t ransport .    Consequent ly,  

those candidates who pointed out  that  aircraft  was bigger and m ore capable of 

carrying m ore goods, or that  the number of airports had increased to reach 

m ore rem ote parts of the world scored m arks.     

 

Qu est ion  1 7  

 

This quest ion focussed on com m unicat ions. 

 

Part  (a)  ( i)  looked for two exam ples of spoken com m unicat ion which m ight  be 

used by the cr icket  club.   Many candidates ident ified two correct  exam ples 

although som e candidates gave writ ten com m unicat ions such as em ail instead. 

The quest ion part  (a)  ( ii)  different iated well with a wide spread of m arks from  0 

to 3.  The quest ion did not  require the basic features of a let ter but  why it  was 

used, such as writ ten proof, to be kept  for future reference and to confirm  

details.  Som e answers m ade the init ial point  but  failed to provide the necessary 

developm ent / explanat ion. 

 

Many candidates to part  (b)  lost  m arks by sim ply giving the advantages of 

em ail,  such as  being ‘cheaper’ and ‘quicker’ without  applying it  to the context  of 

the quest ion or saying why em ail was cheaper or quicker.  The best  answers 

covered points such as em ail being worldwide, could be saved for future 

reference and the advantage of stor ing m essages. 

 

 

 



 

I n answering part  (c)  m any candidates could give at  least  one relevant  benefit  

for the use of video conferencing by a business. They explained how it  saved 

t ravelling t im e and costs, for exam ple, no need to book hotels, saving fuel and 

long journeys.   Weaker answers produced a list  of reasons without  explanat ion. 

 

Part  (d)  concent rated on the advantages to supporters of a cr icket  club having 

its own website.   There were a wide range of answers but  som e candidates 

m isunderstood the quest ion and gave general features of websites.   The bet ter  

answers generally scored three m arks out  of four m arks to this part .   These 

answers focussed on the context  fo the quest ion and used appropriate exam ples 

to answer the quest ion including watching m atches online, booking t ickets 

online and finding out  about  the club’s fixtures and players. 
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