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Gen er a l  Com m en t s 

 

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

updated I nternat ional GCSE Com m erce specificat ion. The overall standard for 

this exam inat ion cont inues to be encouraging. Moreover, m ore cent res and their 

students appear to have been able to deal with the form at  and style of the 

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 

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

 

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

book. There were very few occasions where students 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 students 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 students on their  ability 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 9 asked students to 

‘give  two reasons why businesses use t rade fairs and exhibit ions.’  Com m and 

words such as ‘List ’,  ‘Nam e’, ‘Descr ibe’,  ‘Give’ and ‘State’ confirm  that  the 

quest ion is at  this level. 

 

AO2 Apply – this assessm ent  object ive tests students’ ability to relate their 

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

Stock Exchange share prices of som e food retailers. For exam ple, quest ion      

14 (a)  ( iii)  required students to say ‘which com pany’s share pr ice had reached 

its highest  point  on 31 Decem ber, 2014’. Com m and words such as ‘Which’, 

‘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 students to select , interpret  or 

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

15 (d)  asked students to ‘analyse the im plicat ions of the following principles 

when m aking an insurance claim ’.  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 

students’ abilit y to form ulate judgem ents. For exam ple, quest ion 16 (d)  

expected students to ‘evaluate this decision to buy and run his own fleet  of 

vehicles.’  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 oblique’s. 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 .   

 

Qu est ion  1  

 

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

students gaining 2 or 3 m arks out  of the four m arks available. Part  (d)  was the 

best  answered and part  (a)  the least  well answered. 

 

Qu est ion  2  

 

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

defining accurately the term s ‘inform at ive advert ising’ to part  (a)  and 

‘persuasive advert ising’ to part  (b) . I n som e instances, inform at ive advert ising 

was defined as sim ply being inform at ion about  goods, and persuasive 

advert ising as sim ply persuading consum ers. Also, som et im es students did not  

provide exam ples at  all or got  confused by giving exam ples the wrong way 

round. Overall,  the teaching topic of defining key com m ercial term s, as set  out  

in the syllabus, needs at tent ion by all cent res. 

 

Qu est ion  3  

 

This quest ions required students to explain what  was m eant  by ‘Term s 5% ,       

7 days’ when shown on an invoice. I t  was interpreted in a num ber of ways by 

students. Som e students incorrect ly m ade a calculat ion and others stated 

incorrect ly that  interest  was payable on the purchase. The correct  answer that  

5%  cash discount  was given if paid within 7 days was understood by m any 

students. 

 

Qu est ion  4  

 

Som e students scored one m ark to this quest ion by m ent ioning the advantage 

of ‘less banking staff need to be em ployed’. However, m any students found 

difficulty in m ent ioning any, or other, advantages as stated in the published 

m ark schem e. Answers that  looked at  the advantages to custom ers were not  

given any m arks as this was not  the focus of the quest ion. 

 

Qu est ion  5  

 

I t  was surprising to find that  the key com m ercial concept  of legal tender was 

generally not  well known by m any students across cent res. The term  was 

som et im es confused with general cont ract  law and the tenets of the tendering 

process for governm ent  cont racts. Valid answers cited in the published m ark 

schem e, include points such as ‘coins and banknotes’, ‘m ust  be accepted’ and 

‘offered and accepted in paym ent  of a debt ’ were som e valid answers scored by 

students. 

 

 

 



Qu est ion  6  

 

This quest ion was generally well answered.  Frequent ly valid answers given were 

‘to at t ract  custom ers’, ‘to increase custom er loyalty’ and ‘to increase their  

im age’.  Som e students lost  m arks by describing the funct ions of after-sales 

service. 

 

Qu est ion  7  

 

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

m ethods of com m unicat ion with either being spoken or wr it ten. 

 

Qu est ion  8  

 

This quest ion produced m any correct  answers of ATM or cash dispenser. Som e 

students lost  m arks by giving incorrect  answers such as night  safe or cash 

m achine. 

 

Qu est ion  9  

 

Many students were able to provide two valid reasons for businesses using t rade 

fairs, such as to dem onst rate new products, to target  custom ers and to sell 

goods at  these events. Weaker general answers were lim ited to increased 

advert ising and to clear stock. 

 

Qu est ion  1 0  

 

Many students found this quest ion difficult .  The best  answers ident ified the 

Trade Descript ions Act  and stated that  it  protected consum ers from  false claim s 

m ade in advert ising goods. The m ajor it y of students lost  m arks by confusing the 

Trade Descript ions Act  with the Sales of Goods Act . 

 

Qu est ion  1 1  

 

This quest ion was generally well answered. The best  answers correct ly ident ified 

tar iffs, quotas and em bargoes as ways that  a governm ent  can reduce the 

am ount  of im ported into a count ry. Weaker answers gave general im precise 

ways such as increasing taxes and stopping goods from  entering the count ry.  

Overall,  a topic that  different iated well between students, as m arks were evenly 

spread across all m ark bands from  0 to 3 m arks. 

 

Qu est ion  1 2  

 

There were a variety of answers to this quest ion. Many answers focussed on 

valid ways such as lowering room  pr ices and int roducing an online booking 

system . Som e students lost  m arks by writ ing about  im proving personal 

custom er service and the cleanliness of the hotel which new custom ers would 

not  know about  unt il they actually arr ived at  the hotel.  

 

 

 

 

 



Qu est ion  1 3  

 

This quest ion on the topic of credit  cards was concerned with the actual 

processes and stages involved rather than the advantages and the 

disadvantages of the m ethod of paym ent . Unfortunately, too m any students 

gave the lat ter as their answers. Good answers norm ally included the 

presentat ion of the credit  card, the swiping of the credit  card and the online 

validity check. 

 

Qu est ion  1 4  

 

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

showing the share prices of som e food retailers on the Stock Exchange and 

apply their  knowledge and understanding. Although the m ajority of students had 

understood that  public lim ited com pany was the correct  answer to part  (a)  ( i) ,  

som e students lost  m arks by sim ply stat ing ‘com pany’ which was insufficient  to 

gain the m ark. Som e students gave Dom ino’s as their  answers to both parts   

(a)  ( ii)  and ( iii) ,  which m eant  that  they scored one out  of the two m arks 

available.   I n part  (b)  students needed to explain what  was m eant  by the term  

‘dividend yield’.  Many answers were weak to part  (b)  as m any students sim ply 

stated what  the dividend yield was based on the profit s rather than being based 

on the share pr ice. Overall,  students had not  applied their knowledge to the 

context  of quest ion 14. 

 

Qu est ion  1 5   

 

Answers to the two elem ents of part  (a)  revealed m ixed results.  Although there 

were m any fully correct  answers to ( i)  there were a m inority of students who 

confused their answers on the factors of product ion with the types of product ion.  

To part  (a)  ( ii)  m any students included the key words of ‘ext ract ing raw 

m aterials’ into why quarrying was a prim ary indust ry. 

 

The m ajority of students scored well on both elem ents of part  (b)  with valid 

exam ples of both business and personal insurance that  could be taken out . 

 

Marks gained to part  (c)  often rested on whether students had recognised the 

quarry context  of the quest ion. The bet ter students, who had linked their  

answers to the quest ion context , were able to write about  the excessive r isk that  

quarry blast ing and accidents m ight  cause with possible huge losses to both 

property and life. Weaker students did not  really understand what  insurance 

clauses m eant  or explained other aspects of insurance. One good answer is 

shown below:  

 

‘I nsurance com panies include clauses in order to m ake the insured aware of 

their rules and regulat ions in insurance policies. This helps when there are any 

disagreem ents. I n addit ion, insurance com panies need to at tem pt  to m it igate 

against  large r isks that  would result  in large com pensat ion claim s. For exam ple, 

a m ajor accident  at  a quarry result ing from  the usage of dynam ite could have 

devastat ing effects on building and people and lead to claim s running into 

m illions of pounds.’ 

 

 



I n answering part  (d)  ( i)  weaker responses thought  that  the insured cont r ibuted 

to the final am ount  paid. The best  responses stated that  cont r ibut ion prevented 

the insured from  claim ing the full am ount  of the claim  from  different  insurance 

com panies and that  each com pany would pay a proport ional share of it .  Part    

(d)  ( ii)  was well answered by the m ajorit y of students with good responses 

indicat ing that  if the insured did not  tell the t ruth and give relevant  inform at ion 

on their proposal form  the insurance cont ract  could be deem ed null and void, 

with the insured not  receiving any com pensat ion. 

 

Qu est ion  1 6  

 

Part  (a)  ( i)  was generally not  well answered. Good students ident ified reasons 

for using road t ransport  so to help businesses m ove goods quickly on short  

distance, and reducing costs by delivering too m any custom ers in one journey.   

General answers not  applied to the st im ulus m aterial,  such as ‘m aking it  easier 

to t ransport  goods’, were not  worthy of credit .  Students did bet ter on part  ( ii)  

with sound understanding of the concept  of leasing shown. 

 

I n part  (b)  m any students scored high m arks. Many students ident ified and 

explained two valid reasons why sm all retailers prefer to deal with wholesalers 

than m anufacturers. However, m ost  students found difficulty in developing their 

answers for the third m ark of each reason by not  m ent ioning the relevant  

problem s faced when dealing with the m anufacturer. Weaker answers often 

ident ified suitable and not  suitable reasons without  explaining them .   

 

Many students scored reasonable m arks to part  ( c) . Good students explained 

that  town cent res were busy areas that  at t racted high custom er foot fall,  leading 

to increased sales. Weaker answers skewed their responses to the sm all retailer 

locat ion instead of the town cent re. 

 

Part  (d)  tested assessm ent  object ive AO4 and proved challenging for m any 

students, part icular ly to score m arks in the 5-6 m arks category. Bet ter answers 

dem onst rated good knowledge and understanding of both advantages and 

disadvantages of buying and running their own fleet  of vehicles. For advantages, 

students often explained that  John could use his vans when needed which would 

prove m uch m ore convenient  to the custom er, and advert ise his services on the 

van.  Disadvantages included the cost  of buying the van and the running costs 

of fuel and repairs.    

 

Qu est ion  1 7  

 

This quest ion focussed on im port ing and export ing goods. 

 

Part  (a)  required a currency conversion from  UK pounds into I ndian rupees. I t  is 

pleasing to note that  this calculat ion led to the m ajority of students scoring the 

two m axim um  m arks available. Som e students lost  a m ark by not  including 

rupees in their answer. 

 

 

 

 

 



Part  (b)  different iated well with a wide spread of m arks from  0 to 4 for parts    

( i)  and ( ii) .  The quest ion did require students to be clear on which currency was 

being depreciated. Good students recognised that  a depreciat ion on Hazel’s 

im port  costs would m ake im port  costs dearer, leading to higher im port  costs:  

and would m ake exports cheaper thereby reducing the selling pr ice abroad.   

Weak answers assum ed that  im ports were going to be cheaper and exports 

dearer, or gave irrelevant  answers. 

 

There were m any disappoint ing answers to part  ( c)  ( i)  concerning the m eaning 

of the concept  let ter of credit . I n fact , som e weaker students described credit  

sales instead. Surpr isingly, in the light  of answers to part  ( i) ,  part  ( ii)  answers, 

explaining the need for let ters of credit ,  was reasonably answered by m any 

students with key issues such as r isk, bank guarantees and the handing over of 

docum ents being highlighted. 

 

There was a range of answers to part  (d) .  The best  answers knew what  the role 

of a factor agent  was and discussed the process, paym ent  issues and the 

expert ise that  the factor agent  can enhance the work of an exporter. An 

exam ple of a st rong response is shown below:  

 

‘There are m any benefit s of a factor agent , who sell goods internat ionally on 

behalf of their pr incipals. They will often have a good relat ionship with 

im porters, and expert ise in export ing goods. This m eans that  they will have 

knowledge of the best  and m ost  cost -effect ive t ransport  m ethods. Also, they will 

be skilled in languages and be able to t ranslate docum ents easily. I f the 

com pany was to use their  own export  departm ent , instead of a factor agent , this 

would increase costs and t im e as they would face difficult ies in language, 

distance, culture and m ethods of paym ent . 

 

Therefore it  is best  to use a factor agent  rather than export ing the goods 

them selves for all the reasons stated above.’ 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 



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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