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Grade Boundaries
What is a grade boundary?

A grade boundary is where we set the level of achievement required to obtain a certain
grade for the externally assessed unit. We set grade boundaries for each grade, at
Distinction, Merit and Pass.

Setting grade boundaries

When we set grade boundaries, we look at the performance of every learner who took
the external assessment. When we can see the full picture of performance, our experts
are then able to decide where best to place the grade boundaries - this means that
they decide what the lowest possible mark is for a particular grade.

When our experts set the grade boundaries, they make sure that learners receive
grades which reflect their ability. Awarding grade boundaries is conducted to ensure
learners achieve the grade they deserve to achieve, irrespective of variation in the
external assessment.

Variations in external assessments

Each external assessment we set asks different questions and may assess different
parts of the unit content outlined in the specification. It would be unfair to learners if
we set the same grade boundaries for each assessment, because then it would not take
accessibility into account.

Grade boundaries for this, and all other papers, are on the website via this link:

http://qualifications.pearson.com/en/support/support-topics/results-certification/grade-
boundaries.html

Principles of Marketing Unit 9 21325E

Level 1 Level 2
Grade Unclassified
Pass Pass Merit Distinction
Boundary
Mark 0 14 22 30 39
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Introduction

This lead examiner report should be read in conjunction with the question paper
and the published mark scheme. We attempt to provide insight and examples of
good and not so good responses. Centres could use this with learners to ensure
they understand how marks are awarded. This was the 11" time learners have sat
the Unit 9 Marketing test, and it is pleasing to see an continuation of the

improved pass rate from the 1806 series.

Introduction to the Overall Performance of the Unit

This paper proved to be of a similar challenge to the 1806 paper. There continues
to be relatively weak performance in the extended writing questions and learners
need to read the question and scenario in detail if they are to achieve the highest
marks. This lack of ability to apply marketing concepts to the context given in the
question prevents learners achieving at higher levels. The best responses make
clear links between the data provided in the scenario or stem of the question and
relevant theory.

At the pass level. There continue to be a large number of learners who do not
have a sound understanding of some of the key terms and concepts in the
specification. USP, mass market, and specific pricing strategies caused learners
some difficulty. The best responses demonstrated learners’ ability to recall and
apply a wide range of marketing concepts from across the whole specification.

In preparation for future series, learners should continue to focus on fully
developing their understanding of the key terms. They should also understand
how to apply their basic understanding of these concepts to the context given in
the question. They should be exposed to a number of different types of
businesses such as B2B and B2C, and those that provide of goods and services,
and understand how businesses such as these win customers, carry out research,
and benchmark themselves against competitors.

For the 8 mark questions, learners should read the questions carefully, including
the introductory stem which can contain additional contextual information.
Learners then need to present a balanced argument when asked to discuss,
evaluate or assess a point - it is essential learners consider more than one point
of view if there is to be balance, otherwise they will limit their ability to achieve a
higher mark.
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Individual Questions
Section A
Qo1

Many learners were able to identify Political as the P in PESTLE. Incorrect
responses included the Ps from the marketing mix - Price, Place, Product and
Promotion, and other terms beginning with P such as Production.

Q02 (a)
This question on the W in SWOT proved accessible to many.
Q02 (b)

This question performed a little worse than expected. Learners were given PESTLE
and SWOT and were asked to state the name of this type of analysis. Situational
analysis was the required response, and many learners simply left this question
unanswered.

Q03 (a)

This question required an outline definition of the term ‘qualitative data’. Whilst
many could state this was data based on opinion, or was non-numerical data,
many also confused this with quantitative data, or left the question unanswered.

Q03 (b)

The inability of learners to understand qualitative data led them to give incorrect
examples of such data. Some learners incorrectly gave methods of collecting data
rather than a specific example of data such as customer feedback.

Qo4

The question proved challenging for borderline pass level learners. The question
tested understanding of the marketing mix. The response required was ‘Place’,
but all other elements of the marketing mix were seen as responses. Other
learners confused the question with one about the type of market and gave
responses such as B2B or B2C.

Q05

This question required learners to provide a brief outline definition of the term
‘mass market'. Typical incorrect responses included selling goods at higher prices.
Clearly these learners were discussing advantages of niche markets not a
definition of a mass market. This demonstrates the need for learners to clearly
read and understand the question set.
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Many correct responses were based on the market where large volumes of goods
are sol. Some learners were able to state that in this type of market, customer
needs are not specific i.e. all the same.

Q06 (a)

This question was on the product life cycle and learners needed to state what was
meant by the ‘growth stage’. Where learners failed to score a mark, this was
because they simply rearranged the question and state that ‘at the growth stage
the product is growing'.

A response that gained the mark is given below:

“when the product is getting more well-known and so sales are starting to
increase”

The mark scheme also allowed for learners to gain the mark by identifying the
position of the growth stage in the product life cycle. A response that gained the
mark for this approach is given below:

“the growth stage is the early stages of being on the market and it has recently
been introduced”

Q06 (b)

Many learners found this question challenging. They were required to state two
features of the ‘maturity stage’ of the product life cycle. Many learners left this
question unanswered. Those that did achieve the marks did so by referring to a
peak (or levelling off) in sales, or that market share or profits will start to decline
at this stage.

Q07 (a)

This was the first question related to the first scenario about ‘Desirable Dishes’. In
this question learners were asked to explain one benefit to customers of selling
online. Some responses gave benefits to the business and therefore did not score
the mark available.

Two correct responses are shown below:
“customers that live far away can still order the product”
“customers don’t have to physically go and collect the items”
Both responses relate to the convenience of ordering online
Q07 (b)

This question performed as expected, and many learners were able to score at
least one mark for identifying a disadvantage to the business of having a free
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delivery service. To achieve both marks, learners had to state why the reasons
they identified was a disadvantage. Some learners discussed the fact that delivery
was free only within five miles and that customers would find this unfair. These
learners did not answer the question from the perspective of the business.

One correct response gaining both marks is shown below:

“Productivity might decrease (the disadvantage), because the owner will not be
able to make more products while they are delivering goods which means orders will
be delayed.”

One response gaining only one marks is shown below:
“They have to pay for the petrol”

Had the learner continued this response to say that as a result costs would increase
and profits potentially decrease, both marks could have been awarded.

Q07 (c)

This question also performed much as expected but some learners did confuse
communicating with customers as carrying out market research. The question
was in two parts. First learners needed to identify how an increase in marketing
budget would help the business communicate with the public. The second mark
was awarded for stating what this would have on the business. The second part of
the question was about how the increased marketing budget would help the
business understand customer needs. Again, the second mark was awarded for
stating what the impact would be on the business.
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Two examples of 4-mark responses are shown below.

{c) Complete this table.
() In Column A, state what this will allow the business to do.
(i)} In Column B, state the impact this will have on the business.
Column A Column B
Reason for increasing What this will allow the
marketing budget business to do Impact on the business

Tocommunicate effectively | is  will allow el This will incheae

with the public

busiNeSs €0 inkrack| SaleS a3 qumees
with e customets e ¢he.  lousiness
Makrg them moc hoo been rgised 56

Quart of the  |mere pecple waud

BUSresS wont O &rg k out

To understand customer e wilt alau te | fy Mﬂig a larger

needs

tusines to expand| variety of product
by grering mee |Customers Fove moe
products and is  |Hings €0 choose from
custamer neéds ore |2rcl QIO (f Custere

et mae  cusemes| S¢17€€ S gol 4
wil come Wk il ymare custCures
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Column A Column B
Reasons for increasing What will this allow the impact on the business
marketing budget business to do
To communicate with This will allow the business to | The impact of this on the
effectively with the public spread the Infroamtion quicker | business is postive. As this will
through word - of - mouthas | make thair sales revenue
being a promotion strategy. Increase a3 » business.
Furthermore, the business will | Aditionalty thelr profit will
be able to develop customer | maximise as well. They will
loyalty and recognition develop higher brand
between them and the awarnesss and recognlition as
customer. the more customers are loyal
to the brand the more rapeat
purchases will be made,
To understand customer This will aliow the business to | This will Impact the business
needs, carry out market research on | on a positive aspect, due to
the basis of their target market | the fact being If the firm
snd audience to find out who | understands what they need
they need to sell to and what | to do to their product for it to
they need to do to products to | meet their customer needs,
get the customer Interested. Firstly, it will make the
Furthermore, In conducting customer give good reviews
this market research the because the product the
business Is able to make a business creates could be
product from Identifying the exactly what the customer
customers’ needs and wants inteneded to purcahse.
and to make a product that Furthermors, In guiving good
will meet these needs. reviews more customers are

going to be intrulged as to
what it Is the business is selling
and may even purchase some
merchandise from the firm
themselves, which will lsad to
a higher market share, Lastly,
customers will be able to trust
the brand due to the good
revaiws they are getting,
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The following response showed no understanding and was awarded no marks.

Column A Column B
Reason forincreasing | What this will allow the
marketing budget business to do Impact on the business

st | Howo Che. | g fose
Koo CO | Gatomesd.
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Q07 (d)

This was the first extended writing question on the paper and performed as well
as expected.

The scenario was familiar to learners. A business with no shop is considering
opening one in a busy location. Learners then had to discuss the advantages and
disadvantages for following such a strategy.

Many learners considered the main advantage to be increase recognition from
passing trade and the subsequent increase in sales. The main disadvantages
identified included the cost of the shop, the need to employ staff, and the
potential loss of business if the location is too busy and customers cannot park
nearby.

To achieve level one, learners had to identify a few key points and the response
could be in the form of a list. It could also cover only advantages or
disadvantages. To achieve level two, key points had to be described and both view
points needed to be present. To achieve the top level, learners had to explain the
advantages and disadvantages in depth and the response needed to be in
context.

The example below is typical of that seen in many responses. It comprises a series
of points with little or no development and would achieve level 1 for a few key
points identified. The response could also have been written as bullet points and
scored the same. To achieve level 2, the points made would have been described
in some detail and wold be entirely relevant to the scenario.
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In this second example, the learner has made only a small humber of points,
on both sides of the argument, but each has been developed in detail and
achieved=s mid to high level 2.
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Section B

Q08 (a)

A significant number of learners were able to state what a customer is.

Q08 (b)

Surprisingly, a number of learners were not able to identify that the symbol used

by brands to make them more recognisable is a logo. Incorrect responses
included branding, brand image, marketing and the 4Ps.

Q09 (a)
This question required learners to state the meaning of the term ‘unique selling

point (USP). Some learners again misunderstood the question and gave
responses about the purpose or benefits of having a USP.

The most common response was

‘a USP is a feature that makes a brand stand out from competitors’
Q09 (b)

Learners were then instructed that the scenario business, ‘Healthy U’ were
thinking of introducing an incentive scheme which they believed would be a USP.

The question required learners to state one other possible example of a USP for a
business. Many incorrect responses gave examples of other incentives such as
discounts. A significant number of learners left this question unanswered. The
most common correct responses included lower or premium prices and better
quality.

Q09 (c)

Learners had to state two methods that could be used to collect customer data.
Common responses included questionnaires and surveys. Incorrect responses
that were too vague for the award of a mark included market research and asking

the customer. Another incorrect response was quantitative data, which is a type
of data not a method of collection.

Q10 (a)

The scenario stated that ‘Healthy U’ set its prices at the same level as competitors.
In this question, learners were asked to identify the pricing strategy used by the
business. Surprisingly there were many blank responses. In other cases, learners
simply gave actions the business should take such as increase prices or allow

members to pay monthly. The correct response was competitive or competitor-
based pricing.

14
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Q10 (b)

Here learners needed to give one other pricing strategy from those listed in the
specification. If learners had stated a different strategy in 10a, then competitive
pricing was allowed in this question. Again, a number of learners failed to
respond at all to this recall question.

Q10 (c)

Here learners needed to give two benefits of branding. On first view this would
appear to be a straight forward question, but many failed to do so or could only
give one benefit. A number of the responses in the mark scheme were seen in
learner work.

The following two responses scored maximum marks.

10 (a). The pricing strategy used by Healthy U s competitive pricing.
10 (b). Another pricing strategy Is price skimming.

oot Noe  sShackyve . S Ve

Q11 (a)
In this question learners were asked to state one type of social platform a

business could use to develop an online presence. Unsurprisingly this was well
answered by leaners, with Facebook and Instagram being common responses.

Q11 (b)

This question followed on from 11a and required learners to state one benefit of
developing an online presence, and then to say why this was a benefit to the
business. Again many learners were able to achieve full marks. Others scored one
mark for identifying a benefit but did not develop the response. Others left the
question blank.
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The responses below are examples of 2 mark responses.

Column A

ColumnB

Buaaing o pavine presene | Tais 1S @ enekit for
Witk AMaer e Cud Spmed§, tw "’MﬁM%‘S Y,

R RO Mor® ¢ o
AN WS il et Nede

P(‘UM’HS‘ ol "uf} .y

[ M“L_’D P?-”Pu it W
}M"““n’j Peorus % Ollime

Column A

Column B

audience -

It gives them o lorgger

By deveicpung theu onilne
pesence mot  Custares
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wanting €0 buy a
membership ecause  yeu
@n gee all npomaticn
dnd exclusive dears from
onllne angd tt s alsg
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Q11 (C)

The introduction to this question advised learners that ‘Healthy U’ were going to
try get local businesses to sign up their employees to a gym membership.
Learners were told this would mean the gym would be entering a B2B market as
well as having B2C business. The question required learners to state two impacts
operating in B2B would have on the business and to explain the reason for the
impact. Many learners could not do this. Many responses were left blank and
other simply quoted an impact without developing this further.

In the most simplistic response, the impact is that profits increase and the reason
for this is that customer numbers increase. The alternative view would also be
possible, that profits may reduce because the business would be offering lower
prices as an incentive.

17
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Q12

This second extended writing question was not answered as well as the first, with
many scoring marks in level 1 or low level 2. This was a surprise as the question
simply required learners to analysis the purpose of carrying out market research
for a business such as the one in the scenario. Some learners appear to have
been confused by the B2B nature of the question, with some thinking the gym
was trying to get workers from the other business to come and work for them.
Other learners simply gave the advantages and disadvantages of B2B and B2C.

Learners could have given benefits such as helps find out why customers do or do
not renew membership, can research customer needs and wants, can find which
promotions work best. The alternative view could include the cost of carrying out
research and customers may not wish to respond to questionnaires or surveys
when visiting a gym.

To achieve level 2, learners were required to break the discussion into a number
of smaller points which were relevant to the scenario, and to describe each point
in some detail. The evidence would also need to show links to the business in the
scenario. Learners did not need to provide a conclusion.

18
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The following example demonstrates a response in level 2. A number of valid
points are made, each with some development.

Mo wet teceavch w\ald WHealkklay Q.
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qaun Ve Custonaers by ULIvg Maneet
ceseauen as 1k wdt allown Healtla Lo pot
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Antluence costaners o v vp,
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Point developed
in context

19



L2 Lead Examiner Report 1901 (INSERT TITLE HERE)
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To achieve the next band and be awarded 7 or 8 marks, the response needed
have some comment on the relevant importance of the points made.
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Summary

Based on their performance on this paper, learners should:

Have a sound understanding of the key terms and concepts from the
specification and be able to use these in the context given in the question.

Have studied a range of different businesses such as, B2B, B2C, Mass and Niche
markets, goods and service markets, and be able to suggest how the marketing
mix may have to change for each type of market.

Use the stimulus material provided together with the stem of the question to
understand the context. This context must be used in the answer if learners are
to gain the higher marks.

Ensure they read the question and the stem and that they answer the question
that has been set by the examiner, not some other question.

For explain type questions, learners need to make a point that addresses the
question and then develop the response to explain the point or state why that
point is important.

Ensure that both sides of the argument are discussed when responding to the 8
mark extended writing questions. To achieve the highest marks, the answer
should be well balanced. For example, if asked to discuss the purpose of
research, learners should cover both the advantages and disadvantages to score
higher marks.
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