
 

 
 
 
 
 
OCR A291 Controlled Assessment – 2010 
 
Kelly C – Commentary 
 
General Comments 
 
This is a generally well balanced controlled assessment, with particularly strong marks on 
Investigations one and two. The fall off in performance on the final stages of Investigation 3 is a 
reminder to candidates to plan time carefully and make sure that standards are maintained 
throughout the assessment. 
 
 
Investigation 1 
 
There is good knowledge and understanding (AO1) of what makes a good entrepreneur, and how 
that would lead to the success of a business. Factors such as decision making, confidence and risk 
taking are explored very well, and most importantly are applied (AO2)  to Heather and Matthew’s 
particular circumstances. The section on business experience is especially relevant in this area of 
assessment, with limitations being recognised in the context of the scenario. The candidate has 
done all that can reasonably be expected at GCSE level with the data provided for assessment 
objectives one and two 
 
The analysis and evaluation (AO3) within this investigation is good, though does not really explain 
why Matthew is ‘better’ than Heather. Matthew’s skills are well developed, but a comment on why 
this skill set is better than Heather’s would have confirmed the second mark. As there are only two 
AO3 marks for Investigation one, there is no need to write a detailed answer, but what must be 
contained within any answer for the full two marks is a comment on why one particular action is 
better than another, or in this case why Matthew would be more successful than Heather (or vice 
versa). This work falls just short of the full two marks 
 
 
Investigation 2 
 
There is evidence of very good subject knowledge within this investigation, with a clear 
understanding of the various methods of primary and secondary research. The work on the 
advantages and disadvantages of both elements of research is detailed and accurate. 
 
Application of the knowledge and understanding is also very good, with the candidate looking 
carefully at the target market for this particular business. In choosing a method of research, the 
work on focus groups is perhaps too detailed in that other methods such as Internet, 
interviews/questionnaires, enquiries to other photography businesses which may be more relevant 
to his situation are not given the same time. 
 
Analysis and evaluation would have benefited from some individual research into whether the 
target market prefer face to face questions, telephone interviews, filling in questionnaires 
themselves etc. This would have given rather more numerical information to analyse and then 
used to support any recommendations being made. 
 



 

 
 
 
 
 
The focus group is the clear recommendation made for primary research, and this is supported by 
reference to Matthew getting on well with people and his general confidence in handling different 
situations. The pros and cons of this approach are also well developed. The Internet is the choice 
for secondary research and again this is supported by reference to Matthew’s experience in a 
photographic studio. The graphs for Tonbury and Dyton are not really needed within the work. 
 
 
Investigation 3 
 
Knowledge and understanding of pricing strategies is at a high level, with a full range of potential 
strategies being covered. 
 
Application of these strategies is a little mixed. Within skimming, there is a relevant reference to the 
fact the Matthew is just starting his business and so will not be able to call on any brand loyalty for 
higher price products and services. Penetration pricing is also applied well to Matthew’s situation in 
that he may well need to lower prices for a while to break into a particular market. Psychological 
pricing is applied well, and competitor pricing is understood in the context of Matthew’s business 
plans. 
 
What is missing in the application is an appreciation of the different products and services that 
Matthew plans to offer. Would, for example the same pricing strategy apply to a full high quality 
wedding package and a more casual family photograph? It is vital for the higher ranges of marks 
that candidates fully understand the full scope of the scenario which they have been presented. 
 
For the analysis and evaluation marks the assessment again lacks primary research which would 
have helped formulate and then justify any recommendations being made. Would for example a 
couple to be married look favourably at a cut price wedding deal from a new photographer 
(penetration pricing) or be drawn more to a high price product with a feeling that price was linked to 
quality? Could the same approach fit say a key ring with a photograph in it, or would a different 
approach be required? Questionnaire work from the candidate would have helped in this instance.  
 
The candidate makes little reference to how the pricing strategy might change over time, apart 
from the general statement that penetration pricing would last for a short while before prices 
increase as the business becomes established. It may be the case that time was not available to 
develop this part of the work rather more. Planning the writing time in order to cover all elements of 
the assessment is vital. 
 
The appendix section shows that good research was conducted. This could have been used rather 
more within the work to help justify possible strategies for the business to use. The different 
products and services such a business offers, along with approaches to pricing etc, could all have 
been usefully used. 
 
 AO1 AO2 AO3 Total 

Investigation 1 4 4 1 9 

Investigation 2 7 9 5 21 

Investigation 3 7 6 3 16 

 
This gives a total of 46, placing the candidate just into a notional grade A. 
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