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Gen er al  Mar k in g  Gu id an ce  
  
  

•                     All candidates m ust  receive the sam e t reatm ent .  Exam iners 

m ust  m ark the first  candidate in exact ly the sam e way as they m ark 

the last .  

•            Mark schem es should be applied posit ively. Candidates m ust  be 

rewarded for  what  they have shown they can do rather than 

penalised for om issions.  

•                     Exam iners should m ark according to the m ark schem e not  

according to their percept ion of where the grade boundaries m ay lie.  

•                     There is no ceiling on achievem ent .  All m arks on the m ark 

schem e should be used appropriately. 

•            All the m arks on the m ark schem e are designed to be awarded. 

Exam iners should always award full m arks if deserved, i.e.  if the 

answer m atches the m ark schem e.  Exam iners should also be 

prepared to award zero m arks if the candidate’s response is not  

worthy of credit  according to the m ark schem e.  

•             Where som e judgem ent  is required, m ark schem es will provide 

the principles by which m arks will be awarded and exem plificat ion 

m ay be lim ited.  

•                     When exam iners are in doubt  regarding the applicat ion of 

the m ark schem e to a candidate’s response, the team  leader m ust  

be consulted.  

•                     Crossed out  work should be m arked UNLESS the candidate 

has replaced it  with an alternat ive response.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



Quest ion 

Number 

Answer Mark 

1 (a)  • Guarantee /  Bond 

 

      Accept  m isspelling and upper and lowercase 

 

 

 

      ( 1 )  

 

Quest ion 

Number 

Answer Mark 

1 (b)  • Lim ited 

 

Accept  Ltd /  ltd 

Accept  m isspelling and upper and lowercase 

 

 

 

 

( 1 )  

 

Quest ion 

Number 

Answer Mark 

 1 (c)  • Hire 

 

    Accept  higher 

          Accept  m isspelling and upper and lowercase 

 

 

 

 

( 1 )  

 

Quest ion 

Number 

Answer Mark 

1 (d)  • Barter  

 

Accept  Barter t rade/ barter system  

Accept  m isspelling and upper and lowercase 

 

 

 

 

( 1 )  

 

Quest ion 

Number 

Answer Mark 

2 (a)  • A short - term / tem porary at tem pt  to 

boost  sales (1)  e.g. free gift s, vouchers, 

prizes, point -of-sale, sam ples, coupons 

and special offers (1)  

 

 (1 m ark for definit ion and 1 m ark for  

 exam ple)  

 

      
 
 
 
 
 
 

( 2 )  

 

 

Quest ion 

Number 

Answer Mark 

2 (b)  • A service offered by a retailer or a 

m anufacturer aft er  the product  has been sold 

or  t o a cust om er  who has bought  t he product  

(1)  e.g. delivery, installat ion, m aintenance, 

warranty and repairs (1)  

 

 (1 m ark for definit ion and 1 m ark for 

exam ple)  

 

 

 

 

 

 

 

( 2 )  



 
Quest ion 

Number 

Answer Mark 

3 • £400 divided by 2000  ( 1 )  =  £ 0 . 2 0  ( 1 )  

 

(2 m arks for  correct  answer with 1 m ark for correct  

m ethod but  calculat ion error)   

 

 

 

( 2 )  

 

Quest ion 

Number 

Answer Mark 

4 • Lack of personal interact ion/ get t ing to know the 

part icipants 

• May be inconvenient  for  people in different  t im e 

zones 

• Confident ial docum ents m ay st ill need to be 

signed in person 

• Technical problem s/ issues of sound 

qualit y/ audio delay response 

• Ent ire room  m ay not  be visible if there are a 

large num ber of people at  one locat ion 

• Cost  can be higher for t he purchase of 

Equipm ent . 

      

( 1  m ark for each d i sadvantage)  

 

 

 

 

 

 

 

 

 

 

 

( 2 )  

 

Quest ion 

Number 

Answer Mark 

5  

• Encourage shoppers to use the credit  card at  

that  store giving them  a com pet it ive 

advantage/ creates custom er loyalty 

• Shoppers are tem pted to spend m ore than they 

would without  the card/ im pulse buy/ increased 

sales 

• The store gets a record of everything you buy 

• Revenue from  late fees/ interest  

• The store knows who its regular custom ers are 

and can send them  targeted advert ising 

 

 (1 m ark for each reason)  

 

 

 

 

 

 

 

 

 

 

 

 

 

( 2 )  

 

Quest ion 

Number 

Answer Mark 

6  

• Credit  note  

• Debit  note 

• Statem ent  of account  

• Receipt  

 

 (1 m ark for each n am ed  d ocu m en t )  

 

 

 

 

 

 

( 2 )  



 
Quest ion 

Number 

Answer Mark 

7 ( i )  T e r t i a r y  I n d u s t r y  

 

En t e r t a i n m en t  i s  c l assi f i ed  as a  

com m er ci a l  se r v i ce  ex am p l e  i n  t h e  

t e r t i a r y  i n d u st r y  

 

( i i )  P r i m a r y  I n d u s t r y  

 

For est r y  i s  c l assi f i ed  as a  n on - ex h au st i v e  

ex am p l e  i n  t h e  p r i m ar y  i n d u st r y  

 

( i i i )  T e r t i a r y  I n d u s t r y  

 

Hea l t h ca r e  i s  c l assi f i ed  a s a  com m er ci a l  

se r v i ce  ex am p l e  i n  t h e  t e r t i a r y  i n d u st r y  

 

( i v )  Pr im ar y  I n d u st r y  

 

Quarrying is classified as an exhaust ive 

exam ple in the prim ary indust ry 

 

(1 m ark for each indust ry correct ly m atched)  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
 

Quest ion 

Number 

Answer Mark 

8 • Night  safe 

 

Accept  m isspelling and upper and lowercase 

 

( 1 )  

 

Quest ion 

Number 

Answer Mark 

9  

• Exports becom e cheaper/ increase dem and for 

exports 

• Im ports becom e m ore expensive/ decrease dem and 

for im ports 

• Im prove the balance of paym ents 

 

(1 m ark for each e f f ec t )  

 

 

 

 

 

 

 

( 2 )  

 

Quest ion 

Number 

Answer Mark 

10 • I nst ruct ion to bank 

• Regular/ m onthly paym ent  

• Fixed am ount  paym ent / bank cannot  vary 

 

 (1 m ark for each feature)  

 

 

 

 

( 2 )  



 
Quest ion 

Number 

Answer Mark 

11 • Creat ing/ designing the advert isem ent  

• Producing the advert isem ent  

• Placing the advert isem ent    

• Carrying out  m arket  research  

• Account  planning 

• Advise on the best  m edia to use  

• Buying advert ising/ m edia space 

 

 (1 m ark for each funct ion)  

 

 

 

 

 

 

 

 

 

( 3 )  

 

Quest ion 

Number 

Answer Mark 

12 • The risk cannot  be assessed/ m athem at ically 

calculated  

• There are no past  records  

• Cannot  calculate/ fix a prem ium   

 (One m ark for each reason)  

 

 

 

 

 

( 2 )  

  



Quest ion 

Number 

Answer Mark 

13  

I t  speeds up the t im e custom ers can check out  (1)  

rather than dealing with long queues that  get  backed up 

by custom ers wait ing to pay (1)  The superm arket  can 

reduce/ reallocate staff /  e.g shelf stacking (1)  cut  

costs/ save on wages (1)  

 

(1 m ark per reason how plus up to three m arks for 

explanat ion)  

 

 

 

 

 

 

 

( 4 )  

 

Quest ion 

Number 

Answer Mark 

14 (a)  • Owned by the state/ governm ent  

• Often run not - for-profit  

• Financed by the taxpayer 

• Provides essent ial services 

 

 (1 m ark for each feature)  

 

 

 

 

( 1 )  

 
 

Quest ion 

Number 

Answer Mark 

14(b)  • Percentage unem ployed =  100 – (35 +  55)  =  

10%  (0.10)  (1)  

 

     Total working populat ion =  27 m illion  

     Num ber of unem ployed =  27 m illion ×  10%   

     (0.10)=  2.7 m illion/ 2,700,000 (1)   

 

 (2 m arks for correct  answer with 1 m ark for correct   

m ethod but  calculat ion error)  

 

 

 

 

 

 

 

 

( 2 )  

 

Quest ion 

Number 

Answer Mark 

14 (c)   • Provide essent ial industr ies/ services (1)  such as 

road cleaning/ police (1)  will not  be provided by the 

private sector (1)  

• Greater co-ordinat ion/ planning (1)  leading to less 

duplicat ion (1)  greater efficiency (1)  

• Charge lower prices (1)  as profit  not  the m ain 

m ot ive (1)  accessible to low incom e fam ilies (1)  

• Provide em ploym ent  (1)  the chart  shows over a 1/ 3 

/  9.45m  (1)  thereby reducing unem ploym ent  figures 

(1)  

 

(1 m ark for an advantage plus 2 m arks for developm ent )  

 

 

 

 

 

 

 

 

 

 

 

( 3 )  

 
  

 

 

 

 

 



Quest ion 

Number 

Answer Mark 

15 (a)  ( i)   

• Nam e of partnership 

• Object ives of partnership 

• Nature of the business 

• Dut ies/ role of each partner 

• Am ount  of salary to be paid to each partner  

• Witnesses 

• Place of business  

• Signatures 

• Share of profit s  

• I nterest  on capital 

• Partners can be added 

 

 (1 m ark for each item )  

 

 

 

 

 

 

 

 

 

 

 

 

( 2 )  

 
 

Quest ion 

Number 

Answer Mark 

15 (a) ( ii)  • A person who takes no act ive part  in the 

partnership/ has no vot ing powers/ takes no part  

in decision-m aking (1)  but  who supplies capital 

(1)   

 

 (1 m ark for the role plus 1 m ark for developm ent )  

 

 

 

 

 

( 2 )  

 

 

  

Quest ion 

Number 

Answer Mark 

15 (a) ( iii)  • I t  is legally binding on the partners (1)  so that  they  

how to act / behave according to the deed of 

partnership provisions (1)  is evidence/ proof of 

agreem ent / can be referred to (1)  and to prevent  is 

understanding/ solve disputes (1)  

 

 (1 m ark for why plus 3 m arks for developm ent )  

 

 

 

 

 

 

( 4 )  

Quest ion 

Number 

Answer Mark 

15 (b)   • Lim ited num ber of partners allowed (1)  2-20 (1)  

cannot  raise large am ounts of capital/ large 

businesses require large am ounts of capital (1)  

m aking it  difficult  to expand (1)  

• Lack of cont inuity (1)  to build up over a long period 

(1)  if business ends (1)  on death of a partner (1)  

• Risk too great  (1)  because of unlim ited liabilit y (1)  

can lose capital invested (1)  and personal 

possessions (1)  

• Funds cannot  be raised by public subscript ion (1)  

through selling of shares (1)  on stock exchange (1)  

lim it ing the am ount  of capital available (1)  

 

 (1 m ark for reason plus 3 m arks for explanat ion)  

  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

( 4 )  



 

Quest ion 

Number 

Answer Mark 

15 (c)   Valid points could include:   

 

Advantages of selling assets – do not  have to borrow 

m oney, no interest  paid, assets not  being used anyway 

Disadvantages of selling assets – m ay not  raise enough 

m oney, m ay not  have any spare assets t o sell, loses 

potent ial revenue from  assets 

 

Advantages of a bank loan – paid back in fixed instalm ents, 

fixed rate of interest  so can budget  for  it ,  bank does not  

have any ownership cont rol or  any profit s 

Disadvantages of a bank loan – interest  has to be paid, can 

be high, issue of losing collateral security if loan not  repaid, 

can be difficult  to obtain and a long process to receive the 

loan 

 

The final decision will depend on whether they have 

sufficient  assets to sell or can afford bank loan repaym ents 

from  current  revenue 

 

(3 m arks for  assets, 3 m arks for bank loan and 2 m arks for 

j udgem ent / conclusion)  

Note if only one opt ion considered m ax 5 m arks. 

 

  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

( 8 )  



 
Quest ion 

Number 

Answer Mark 

16 (a)  • I t  will cut  out  the m iddlem an (1)  and as they are 

saving the wholesaler costs (1)  it  will increase their 

own profit  (1)   

• I t  will allow m anufacturers to cont rol the whole 

operat ion (1)  prom ote their products m ore/ have 

brand cont rol (1)  not  subject  to third party delays (1)  

• Quicker access for goods to the m arket  (1)  com pared 

to com pet itors/ r ivals (1)  leading to increased sales 

(1)  

• Im proves relat ions with custom ers (1)  increasing 

custom er loyalty/ direct  custom er feedback (1)  

leading to increased sales (1)  

• Manufacturers receive the cost  of the product  direct ly 

(1)  has no third party involved (1)  revenue is 

received m ore quickly (1) . 

 

          

 

 

 

 

 

 

 

 

 

 

 

 

 

 

( 3 )  

         
Quest ion 

Number 

Answer Mark 

16 (b)  

 

 

 

 

 

 

 

 

 

 

 

 

 

• May rest r ict  custom er choice/ lim it  variety (1)  as 

retailers stock a wide range of goods from  different  

m anufacturers (1)  so custom ers will be left  choosing 

a narrower range of products (1)  

• Custom ers will have less shops/ out lets to look at  

goods located near them  (1)  will have to t ravel 

further for goods/ rely on internet  selling (1)  increase 

their t ravel costs/ less personal service/ advice (1)  

• Custom ers would have to buy in bulk (1)  as 

m anufacturers do not  break bulk (1)  increasing cost  

to custom er (1)  

 

 

 (1 m ark for  disadvantage plus up to 2 m arks for 

developm ent )  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

( 3 )  

 

  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 

 

Quest ion 

Number 

Answer Mark 

16 (c)  ( i)  • Wholesaler pays m anufacturer prom pt ly/ with cash 

(1)  reducing the am ount  of working capital required 

by the m anufacturer (1)  the m anufacturer will 

therefore have a regular inflow of cash (1)  to buy 

stock/ use as working capital (1)  

• Provides the retailer with a wide choice of goods  

from  a range of m anufacturers (1)  thereby allowing 

consum ers to have a greater choice of goods (1)  

enabling the sm all retailer  to com pete with larger 

retailers (1)  so that  consum ers can get  their goods at  

their nearest  sm all store (1)  

 

(1 m ark for the role plus 3 m arks for explanat ion of ‘why’ it  

is im portant )  

 

 

 

 

 

 

 

 

 

 

 

 

( 4 )  

Quest ion 

Number 

Answer Mark 

16 (c)  ( ii)    

• I ncreasing size of large scale retailers (1)  who 

perform  m any of the funct ions of wholesalers 

them selves (1)  and can afford to bulk buy direct ly 

from  m anufacturers (1)  this leads to negot iat ing 

bet ter  prices/ term s (1)   

• Declining num ber of sm all- scale retailers (1)  due to 

the increase in large superm arkets opening (1)  

leading to difficult  t rading condit ions/ losses/ closures 

(1)  with less sm all retailers, wholesalers have fewer 

custom ers (1)  

 

(1 m ark for reason plus 3 m arks for  explanat ion of ‘why’ it  is 

im portant )  

 

 

 

 

 

 

 

 

 

 

 

 

 

( 4 )  



Quest ion 

Number 

Answer Mark 

16 (d)  • The overseas agent  will save a business 

t im e/ m oney (1)  as there is no need to recruit / t rain 

new em ployees (1)  t o t ravel long 

distances/ provide accom m odat ion (1)  as agents 

will collect  paym ent / m aking cont racts for the 

business/  guaranteeing paym ent  (1)  which will 

solve the problem  of not  being sure whether they 

will receive paym ent  from  an unknown custom er 

(1)  

• The overseas agent  will have greater knowledge of 

the m arket  that  they want  to sell to (1)  they will 

have already established relat ionships with 

potent ial buyers (1)  this will reduce r isk of failure 

(1)  as this would be impossible for  inexperienced 

agents based in the UK to do (1)  and would take 

t im e to find new m arkets/ prospect ive buyers in 

another count ry (1)  

 

(2 m arks for  advantages plus 4 m arks for 

explanat ion)  

Mb 3 m arks m axim um  per each advantage 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

( 6 )  



Quest ion 

Number 

Answer Mark 

17 (a)  ( i)  • Specialisat ion is concent rat ing on one task or 

process (1)  e.g. cut t ing/ sewing/ put t ing on 

but tons/ folding/ packing (1)  

 

(1 m ark for  definit ion and one m ark for  exam ple)  

 

 

 

 

( 2 )  

Quest ion  

Num ber 

N b  

Answer 

 

Mark 

17 (a)  ( ii)  Advantages:  

• Worker becom es m ore skilled (1)  can increase piece 

rate wages/ bonus paym ents (1)  

• May reduce m anual effort  (1)  using m achinery (1)  

• Jobs take a shorter t im e to learn (1)  so t raining for  a 

new job is easier for workers (1)   

 

Disadvantages:  

• May lead to boredom  (1)  becom e less m ot ivated (1)  

• Fewer skills (1)  to t ransfer to other j obs (1)   

• Less job sat isfact ion (1)  as only responsible for  part  

of j ob (1)  

 

(1 m ark for each advantage/ disadvantage plus 1 m ark for 

explanat ion of each advantage/ disadvantage)  

 

 

 

 

 

 

 

 

 

 

 

 

 

( 4 )  

Quest ion 

Number 

Answer Mark 

17 (b)   • I nternet / online shopping 

• Television shopping 

• Telephone/ call shopping 

• Social m edia e.g. facebook 

 

 

(1 m ark each way x 2)  

 

 

 

 

 

( 2 )  

Quest ion 

Number 

Answer Mark 

17 (c)  ( i)  • Allows nam e/ logo to be used in 

advert isem ent / clothes (1)  helps custom ers to 

ident ify a product  (1)  Custom ers will rem em ber 

the brand from  the m essage in the advert isem ent   

(1)    

 

(1 m ark for ‘how’ plus 2 m arks for  explanat ion)  

 

 

 

 

 

 

 

( 3 )  



 

Quest ion 

Number 

Answer Mark 

17 (c)  ( ii)  • Will m ake packaging easily recognizable/ at t ract ive 

(1)  being used in advert isem ents based on 

colour/ shape/ pictures/ inform at ion (1)  custom ers will 

rem em ber the product  from  the packaging shown in 

the advert isem ent  (1)  

 

 (1 m ark for ‘how’ plus 2 m arks for  explanat ion)  

 

 

 

 

 

 

 

( 3 )  

Quest ion 

Number 

Answer Mark 

 17 (d)  • The directors of Sgar m ust  ensure the custom ers 

receive value by m anufacturing qualit y garm ents that  

do not  shrink or contain hazardous fibers/ chem icals 

likely to cause irr itat ion/ skin rash consum er 

protect ion will increase their costs and if Sgar do not  

consider consum er protect ion im portant , then their 

reputat ion will be dam aged and this will eventually 

lead to a decrease in sales revenue, the possibilit y of 

legal act ion and negat ive publicit y for  the brand  

 

(Up to 4 m arks for  analysis of im portance of consum er 

protect ion and up to 2 m arks for j udgem ent / conclusion)  

 

 

 

 

 

 

 

 

 

 

 

 

( 6 )  
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