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        I n t er n at ion a l  GCSE Com m er ce ( 4 CM0 )  Ju n e 2 0 1 3  

 

Gen er a l  com m en t s 

 

The overall standard for this exam inat ion was very encouraging, with sim ilar 

results to last  year.  Moreover, cent res and their  candidates appear to have 

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

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 exam ple, Quest ion 5 asks candidates to 

‘State two features of a bank giro paym ent . ’  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 15 was about  

insurance.    For exam ple, quest ion 15 (a)  required candidates to ‘Calculate the 

total annual fire and theft  for warehouse and stock’.  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 9 asked candidates to ‘ident ify two reasons why notes and coins are 

used as a m eans of paying for goods’.  Com m and words such as ‘I dent ify’,  

‘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 17 (c)  

expected candidates to ‘consider the advantages and disadvantages to the 

consum er of the com pet it ive advert ising of products’.   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 .   

 

Sp eci f i c com m en t 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 were generally able to give appropriate exam ples to the term s 

‘pr ivate sector ’ to part  (a)  and the term  ‘public sector’ to part  (b)  but  som e of 

the definit ions lacked precision.  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 business ownership t rade needs at tent ion by all 

cent res. 

 

Qu est ion  3  

 

I n order to carry out  the calculat ion it  was necessary to know the form ula which 

m any candidates appeared to have difficulty with.  Som e candidates sim ply 

subt racted the two figures instead of dividing them  and x by 100. 

 

Qu est ion  4  

 

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

m ent ioning the advantage of ‘goods being protected by theft ’ when using 

containerisat ion.   However, som e candidates found difficulty in m ent ioning 

other clear advantages as stated in the m ark schem e.     

 

Qu est ion  5  

 

Many candidates lost  m arks by m isinterpret ing the quest ion.   The quest ion 

required candidates to ‘state two features of a bank giro paym ent ’ rather than 

their  advantages or what  they were used for. Therefore, the valid answers 

should have included points such as ‘m oney t ransferred elect ronically’ and ‘from  

one account  into another account ’. 

 

Qu est ion  6  

 

Candidates either had good or poor understanding on the concept  of ‘m ethods of 

appeal’ when answering this quest ion.    Many candidates did correct ly develop 

the idea of using a celebrity/ hero worship to gain som e credit .



 

Qu est ion  7  

 

Only a m inorit y of candidates scored m axim um  m arks to this quest ion on 

m atching sources of finance as being short - term  or long- term . 

 

Qu est ion  8  

 

This quest ion produced m any incorrect  responses.  The correct  answer of 

‘airm ail’ was not  well known. 

 

Qu est ion  9  

 

As this type of quest ion had not  been asked before there were a pleasing 

num ber of well at tem pted answers.   Many candidates were able to ident ify two 

correct  reasons such as it  was ‘generally available’ and it  was ‘legal tender’.  

Weaker answers were lim ited to stat ing the general funct ions of m oney without  

describing them .   

 

Qu est ion  1 0  

 

Both of the term s ‘advice note’ and ‘credit  note’ were generally well known to 

parts (a)  and (b) .     Very good answers gave reasons for using a credit  note as 

well,  such as for the return of faulty goods. 

 

Qu est ion  1 1  

 

The best  answers focussed on the quest ion and gave three dist inct  benefits to a 

business of having it s own t ransport ,  such as being able to deliver at  short  

not ice, being able to advert ise on the vehicle and having less r isk of theft  

because they were em ploying their  own driver.   Weaker candidates lacked focus 

on the quest ion and gave general advantages of road t ransport , often com paring 

it  to rail.   Overall,  the quest ion different iated well as there was a spread of 

m arks from  0 to 3. 

 

Qu est ion  1 2  

 

There were m any good answers to this exchange rates quest ion. Many answers 

recognised that  changes in the balance of paym ents and financial/ polit ical 

instabilit y would lead to changes in exchange rates. However, weaker answers 

sim ply defined exchange rates in term s of what  it  m eant . For exam ple, by 

saying that  ‘exchange rates will change if the value of currency changes’.   An 

exam ple of a good answer is shown below. 

‘I f a county faces a large balance of paym ents deficit  (m ore im ports than 

exports)  it  m ay decrease exchange rates.   Also, a count ry m ight  be going 

through a recession, which m eans that  there is a business slowdown in 

com m ercial act iv ity, so the currency will decrease thereby alter ing the exchange 

rate. ’ 

 



 

Qu est ion  1 3  

 

The m ain issue with the answering of this quest ion was that  too m any 

candidates decided to discuss the advantages of internat ional t rade rather than 

to focus on the differences between hom e and internat ional t rade. The bet ter 

candidates recognised that  hom e t rade was inside a count ry, whereas 

internat ional t rade was between count r ies. They also explained the difference in 

term s of currency or docum entat ion or language or t rade cont rols.  Weaker 

candidates gave less detail or com m ented on the gains from  hom e or 

internat ional t rade in general term s. 

 

Qu est ion  1 4  

 

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

advert isem ent  from  a newspaper showing a car for sale and apply their  

knowledge and understanding.   I n answering part  (a)  m ost  candidates 

recognised that  the at t ract ive interest  rate was to persuade new custom ers to 

buy the car but  som e candidates lost  m arks by sim ply describing what  the 

advert isem ent  said.   Many candidates correct ly calculated the m onthly 

repaym ent  to part  (b)  with the m ost  com m on error involving candidates who did 

not  subt ract  the deposit , and just  div ided by 24 m onths.   Although m any 

answers were able to ident ify a relevant  factor to part  (c)  explanat ions could 

have often been im proved by giving two points of developm ent .   For exam ple, 

bet ter answers explained how the bank would check the custom er’s past  records 

to establish their  creditworthiness to decide whether or not  the custom er could 

repay the loan.   Weaker answers gave only one point  of developm ent  or none 

at  all.   

 

Qu est ion  1 5   

 

Answers to part  (a)  revealed m ixed results.   Although there were m any fully 

correct  calculated answers to part  (a)  there were m any answers which did not  

com plete the calculat ion by not  adding the two prem ium s together to provide 

the total prem ium . 

The m ajor ity of candidates did score well on part  (b) .   Bet ter answers explained 

that  the prem ium  depended on the r isk, and that  the higher the r isk the higher 

the prem ium  charged.  Weaker answers often gave less explanat ion or sim ply 

stated that  it  was due to value even though the stock prem ium  was higher, in 

the source data, despite having a lower value than the warehouse. 

Marks gained to part  (c)  often rested on whether candidates had studied the role 

of the insurance broker in depth.  The best  answers stated that  the broker was a 

m iddlem an who brought  the custom er and the insurance com pany together, 

who looked for the best  deal and earned a com m ission for carrying out  the 

t ransact ion.  Weaker candidates gave less detail or ir relevant  points descr ibing 

other features of insurance. 

The m ajor ity of candidates were well inform ed on the topic of warehousing 

funct ions to part  d)  with m any well explained answers.  Som e such answers 

discussed how it  was im portant  to store the furniture while wait ing a buyer, and 

that  the warehouse protected the furniture from  theft .   They also explained the 

need for a warehouse to m anage dem and and supply so as to achieve price 

stabilit y, and that  processes such as packing could be carr ied out  in the 

warehouse. Weaker answers lacked context  to the quest ion. 



 

Candidates found part  (e)  diff icult  to answer and it  was generally poorly 

at tem pted.   Many candidates sim ply described the funct ions of the retailer and 

the wholesaler but  failed to answer the actual quest ion which included points 

such as the need for the wholesaler to increase costs, such as the cost  of retail 

prem ises, ext ra wages to staff,  store equipm ent  costs and the ext ra costs of 

m arket ing. 

 

Qu est ion  1 6  

 

The ‘offer for sale’ docum ent  shown in the source data seem ed to not  fam iliar 

with som e candidates to part  (a) .    I n fact , som e weaker candidates sim ply 

described the source diagram .    However, the bet ter candidates were able to 

ident ify four item s such as the pr ice of shares, the num ber of shares, the 

perform ance of the business and the nam es of directors. 

Although in part  (b)  public lim ited com panies were som et im es confused with 

governm ent  enterprises, the concept  of ‘lim ited’ in a com pany nam e was 

generally well known.   Good answers developed this to word to lim ited liabilit y 

and explained that  this m eant  that  shareholders could only lose the m oney 

invested in the business and not  their  personal possessions. 

Many candidates to part  ( c)  had a basic understanding that  the offer for sale 

docum ent  could be advert ised in som e form  of m edia such as a newspaper but  

found difficulty in developing their  answers further.   Weaker answers wrote 

about  using special offers or general advert ising techniques to at t ract  at tent ion 

to the offer.   The com m and word ‘how’ should lead candidates to develop 

points, rather than to list  their  approach to the quest ion.    Consequent ly, few 

candidates were able to develop their  answers further with m ore explanat ion to 

earn higher m arks.   The best  answers explained developed points as out lined in 

the published m ark schem e.  Overall,  part  (c)  tested assessm ent  object ive AO2.  

Again, answers to part  (d)  often gave som e lim ited knowledge without  adequate 

developm ent  of the init ial points.    Good answers recognised that  regist rat ion 

gave com panies legal status and protected shareholders from  fraud because it  

m eant  that  com panies would follow the rules in the Art icles of Associat ion.   

Som e weak candidates believed that  it  was needed sim ply for taxat ion purposes. 

I n answering part  (e)  m ost  candidates obtained som e m arks by explaining that  

shareholders were r isk bearers because they stood to lose m oney if the 

com pany m ade a loss.   Good candidates developed this and exam ined the 

im pact  of com pany perform ance on dividends and the share price.   Weaker 

candidates wrote about  other features of shareholders such as their role in 

decision m aking.    

 

 

 

 

 

 

 

 

 

 

 



 

Qu est ion  1 7  

 

This quest ion focussed on advert ising and branding. 

Part  (a)  ( i)  looked at  the benefits com panies gain from  advert ising.  The 

quest ion different iated well with a good spread of m arks.  The basic benefits of 

persuading custom ers to buy and inform ing custom ers about  their  goods were 

often given but  often answers lacked the necessary developm ent / explanat ion, 

part icular ly with regards to inform at ive advert ising.    Som e weaker candidates 

gave two sim ilar benefits such as persuading custom ers to buy m ore and 

at t ract ing m ore custom ers.   Part  (a)  ( ii)  was generally well answered with m ost  

candidates arguing that  branding helped custom ers to ident ify products, 

allowing them  to different iate with other products and giving it  a sign of quality.     

Most  candidates to part  (b)  gained two or m ore m arks to this quest ion on 

television advert ising.    Good answers argued that  television reached large, 

nat ional audiences, and could target  specific custom ers using colour and 

m ovem ent .   Som e candidates also gave suitable answers by explaining how 

television can dem onst rate products by using well-known celebr it ies. 

I n answering part  ( c)  m any candidates could give at  least  one valid advantage 

and one valid disadvantage of com pet it ive advert ising to produce balanced 

answers but  only a m inority of candidates gained very high m arks.     The m ain 

reason was that  the em phasis of the quest ion was on the im pact  on the 

consum er of com pet it ive advert ising.   Unfortunately, too m any candidates 

related their  advantages to the com pany rather than to the consum er.   The 

bet ter candidates applied their  answers to the context  of the quest ion, nam ely 

the coffee m arket .    Such a good answer is shown below. 

‘Com pet it ive advert ising is done by producers of sim ilar products to t ry and 

encourage buyers to buy their  coffee.   This type of advert ising increases 

the variety of coffee available in the m arket  for  the consum er to t ry out .   

The consum er is then given greater choice and they can pick out  coffee that  

they prefer.   I ncreased com pet it ion between coffee producers can lead to a 

pr ice war that  can result  in cheaper pr ices for consum ers and bet ter quality 

coffee. 

However, com pet it ive advert ising can confuse consum ers as to which coffee 

brand to buy.   Advert isers are also m ore likely to m ake m isleading claim s 

about  their  coffee which m ay m ean that  the consum er is disappointed by 

the coffee that  they buy.   Som et im es, it  can lead to im itat ion brands by 

unscrupulous coffee m akers so consum ers can be exploited.  Also, the pr ice 

of coffee can go up as coffee m akers add the cost  of advert ising to the final 

pr ice charged. 

Overall,  there are m any advantages and disadvantages to com pet it ive 

advert ising for the consum er . ’ 

 
 

 

 
 
 

 
 

 



 

 

Gr ad e Bou n d ar ies 

 

Grade boundaries for this, and all other papers, can be found on the website on 

this link:  

ht tp: / / www.edexcel.com / iwant to/ Pages/ grade-boundaries.aspx 
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