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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.
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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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investigation one

Heather and Matthew are both entrepreneurs who both live in Dyton and
both want to set up their own businesses. Heather wants to start her own business for
making and selling budget priced jewellery. She is unsure where to locate her
business but wants to have it in Dyton or nearby Torbury. Matthew wants to start a
business offering wedding and portrait photography; he is thinking of locating the
photographic studio in Dyton town, this is because it would still be easier to work
around everywhere in the local area. Both Heather and Matthew think they have
the skills of a good entrepreneur byt which one of them is more likely to make there
business successful? /

To be a good entrepreneur you need to be able to take risks. In every
business they have to take risks, big risks or smaill risks. You need to be able to take
them because it would make your business bigger, more of a success; although if
the risk fails and then it might make your business go on a down fall but if you didn’t
take a risk and then your business would stay the same and not get anywhere.
Heather says that she wants to try and avoid risks and that she is always very careful.
| think this is one bad point for her and doesn’t show that she is a good entrepreneur.
Mathew is very different and says that he is willing to take risks, which is good
because he's company may grow from taking them. Although for a bad point he
says that sometimes he can be rather reckless, this can also damage his business if
he goes to far. He needs to be able to learn when to stop and choice the right
choices and not go to far with it,

Confidence is a very important part in being an entrepreneur i think because:
you need lofs of confidence and a positive attitude to believe that your business will
be a success. This is again a bad point for Heather as she hasn't got complete
confidence in herself and needs other people to reassure her. If you don't have full
confidence in yourself then how do you believe that your business is going fo come
out weli or grow? This shows a good point for Matthew as he has complete
confidence in himself to believe that his business will turn out as a success.

You do need to be a good decision maker to be a good entrepreneur who is
starting out on a new business. Matthew again is very confidant on making decisions
on his own and he can react quickly to opportunities. You need to have good
decisions because if you make a bad decision and then it could affect your
company badly. Decision making shows a bad and a good point for Heather. She

A 07 can't make decisions on her own which is bad because it will be her own business so

fo3

she needs her own decisions, But she says she takes in other peoples views of what
they think, this is good because she gets other peoples ideas of what they would
buy from her and what they would want, so heather can take into account of what
kind of jewellery people would be willing to buy so she can do that. This a point that
Matthew should take in for being a good enfrepreneur, asking other what they also
think, after he has made his own and see if they think that it is good and if they
would buy it.
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You need to be able to be good with working with other people. You need to
keep your customers happy and your workers happy. This is a good point for both
Heather and Matthew, Matthew gets on well with customers and so does Heather;
Heather is also very popular at work.

I think that you need to be determined and passionate, which againis to do
with confidence which Heather doesn't have much of. You need to be determined
that your business will be a success and believe that you would be able to do it. So
Matthew is determined and passionate about his business being a success, i think
heather wants hers to be but she doesn't quite have the confidence to believe that
it will be.

You defiantly need to be good at planning things out. You need to have
Knowledge of business planning to be able to start a business. If you don’t have the
knowledge of planning a business and then your business will fail. It needs to be all
organised and sorted out to know that it will be a success. You can't take this part
by risks. This point is again another good point for Matthew on being a good
entrepreneur and will be able to make his business a success because he is
confident that he knows how to plan, how to start up a business and how to
develop his business. Heather again has a weak point as she says she would need
help; she says she has limited knowledge of business planning which is bad but then
she says that she is keen to get help from organisations like the Princes frust. So
Heather doesn't have full knowledge of knowing the skills of planning a business and
she needs these skills to be able to have one.

A good side for Heather is that she does have experience of what itis like to
run a very small business. She was in charge of a successful mini enterprise of making
and selling jewellery to other students in her school. This doesn’t say that she has all
the skills to be able to go out and start her own business doing this properly; it just
says that she knows what it would be like. Although it would be a lot harder and
more challenging for her, Matthew has no background of running a business or mini
enterprise at all but he has worked as an assistant in a photographic studio for four
vears. So he knows what its ike and what people would be willing to or mainly buy.

=~ Heather has also had a small job for three years but this would be working in a

supermarket which has nothing to do with what she wants to do in her business but it
does show she has experience with working with customers.

You need to have knowledge of SWOT in your business, which is strengths
weaknesses opportunities and threats. Matthew says that he has studied this
already, so he does know everything about it and that he is confident enough to
believe he can make his business a success without it. Heather doesn't no anything
about it but she says that she is going to study it so this could be good for her
business.

Over alli think that if you put Heather and Matthew together and then they
would make a very successful business. They both have very good entrepreneur skills
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to make there business a success if they did work together, However i think that
Matthew is the most likely to make his business turn out well. He is confidant, willing to
take risks, he works with other people very well, has his own knowledge of business
planning, hard working, a good decision maker, he thinks he knows what his
customers want, | think that he would be very persuasive and be able to make his
customers come back and he thinks that he is able to do it, These are the skills that
you need to be able to be a good entrepreneur and be able to make your own
business a success.


belled
Rectangle


fq.@\

AGZ.

fol

Recommend market research methods which would help Matthew prior
to starting his business.

Market Research Methods.

Primary Research:

Primary Research is research were you collect the information yourself, All the information that you
need to no about your business, you put it together yourself into a questionnaire, survey, est.. and then
you go and get people to fill out your questionnaire. So it's collecting all the data you need to no
yourself. It is important for new businesses to use primary research because the information you get
from it is very relevant to the business and would give them all the answers they want, It's more
accurate. There are different types of primary research including:

¢ Questionnaires

* Focus groups

o Surveys

e Interviews

¢ Observations

¢ Test markets

« Technology {Internet/email..)
e Field groups

e Phone interviews

e |Letters.

On the questionnaire that i made for Matthew, i put on those questions because all the questions
are very relevant to what he needs to find out about his, and other businesses. He needs to no
about the completion, the amount of people who would go there, how much money they would be
willing to spend, What type of people the regular customers would be est...

The advantages of primary research are:

» No other business would be able to use the information that you have collected

» The information is up to date

» The questions are specifically about what the business wants to know

e The data that is collected on the telephone interviews and internet surveys, the data is obtained
quickly

The disadvantages of primary research are:

e |tisn'tcheap and it can sometimes be very expensive

e Sometimes it can be difficult to collect the information

e |t can sometimes take ages to collect the information

e |t could be miss leading (say if a question has been worded wrong or is the sample of the questionnaire
is to big or to small)

o On the internet/emails/letters, quite a lot of people wont reply, complete the survey or would hang up on
the phone interviews.
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Open questions are questions that have an explanation in the answer. For instance an open
question that is asked involves asking why? (why they think this) or what est.. So these questions are
like qualitative questions. Open questions are difficult to analyse because the detailed answers are
most likely all going to be different.

Closed questions are questions with closed answers. For instance, the question that is asked is
looking for a yes or no answer, So it's like quantitative questions, Closed question would also be a
question that can involve more than yes or no but the person filling out the for has a choice of picking
one, (for example, the person can choice from the answers: yes . no . maybe . sometimes .) closed
questions are easy to analyse but the information you get from it is limited.

Secondary Research:

Secondary research is research that aiready exists, it's research that you have got of
something/someone else. So the data has already been used before, it's second hand data. It can also
be known as desk research, It can be important to new businesses because they might not have as
much money because they are only just starting out there new business and secondary research is
cheap. External research is important to Matthew because it would give him lots of information about
his competitor businesses and how they have made there businesses successful. Different sources of
secondary research that could be used are:

» Books

s Reports

» Newspapers
e Theintemnet

The main source used is the internet, but when research for it on the internet you have to be
careful, the data may be wrong, out of date, and the information can be used by everyone so it may be
to general.

The advantages of secondary research are:

» |t's cheap and can save you a lot of money

» Collecting the information form other businesses saves a lot of time and effort
» |t can help made a larger scale studies at a small budget

s |t's easy to access

The disadvantages of secondary research are:

o The data has been collected by someone else for some other reason, so the data might be incomplete
to you or the wrong format for what you need

e The information you get form it could be out of date

¢ Ifit's from the internet, you need to check who has done it because it might not always be correct.
(Wikipedia ~ anyone can go onto that and change it, so it's not a reliable source)

e The data isn’t original; it could have been used by many of other different businesses.
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Target Market.

If i made a questionnaire and i had to go round and ask one hundred people by selecting the

amount of people from Age groups and then i could divide them like this:

The age groups that have been given have been broken down into five different groups. 0-1 1’,

12-19, 20-29, 30-69, 60+, In the age group 30-59 that has been given | would split it into two other
groups of 30-45 and 46-59. This is because it would then give me more detailed figures. 30-45 is full of

A7) lots of people that are starting new families and getting married so the figures are bound to be higher.

46-59 is the later stages of families and most people are already married af this point and so they wont
{,\b "} beasinterested.

| would ask nobody in the age group of 0-11. This is because they are two young and would
have no money to spend there,

| would ask five peopte in the age group of 12-19. This is because they most likely do have
money, but it is unlikely that they would want to spend it on going to a photography studio.

| would ask sixty people in the age group of 20-29. This is because they will have money to
spend there and this is the age group of were people are starting there families and getting
married. So these people are more likely to go to Matthews photography studio because they
might be interested in him taking photos of there new families or of there weddings.

| would ask twenty people in the age group 30-45. This is also one of the latest stages of when
people are starting to settle down with having new families and weddings. But there isn't as
much people doing this as there is in the 20-29 age group.

| would ask ten people in the age group 46-59. This is because this age group is the later stage
in family life and there aren't as many people getting married. Most people are all ready
married and settled down so they wont want to spend as much money there,

| would ask five people in the age group of 60 and over. This is because not many people at
this age wont want to spend there money at a photographic studio, they are most likely wanting
to horde there money and save it for there wills to pass onto there relatives.

If i made a questionnaire and i had to go round and ask one hundred people by selecting the

amount of people from socio economic groups and then i could divide them like this:

Aol
A0S

o | would ask thirty people from the socio economic group A. This is because they have the
most money out of all of the socio economic groups and so they wouldn't mind spending
money there. They are most likely to spend the most money there and they are more likely
to be the regular customers.

e | would ask twenty people from the socio economic group B. This group still earns a lot of
money so they also would be likely to want to spend there money at a photographic studio
and they would probably want to go back again.

o | would ask twenty people from the socio economic group C1. This group also has money
to spend there and they could visit again if they were pleased with what Matthew produced
for them the first time they went.
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o 1would ask fifteen people from the socio economic group C2. This group does have money
and again would go back if they were pleased. But they are less likely to spend as much as
the A, B and C1 groups.

¢ | 'would ask ten people from the socio economic group D. This group eam a bit of money,
but they don't eam as much as other people and so there not likely to go back there if they
have been there once already. And they also wouldn't spend as much money there

« | would ask five people from the socio economic group E. These people don't have much
money and they are not likely to be wanting to spend it at a photographic studio and they
are most defiantly aren't likely to go back after going there once.

Choice Of Research Methods.

If Matthew is going to carry out some primary research to gain information that he needs to

know about his business and then i would say that he should carry out a focus group.

A focus group is a way of collecting qualitative research. It involves you gathering a number of

people {usually 6-10 people) and asking them your questions and then they tell you what they think and
feel about it. The group interacts and talks freely with one another about there opinions of the topic
there discussing.

For Matthew to plan a focus group he needs to think about the following:

Scheduling. A focus group session normally lasts for an hour and a half. And a good time to
have this session would be at lunch time so from around the time of 12:30 - 3:00.

Place, He should hold his session in a conference room because it's more practical for a focus
group. Getting a room can be pricey, so he would have to take time and research through the
costs of renting out rooms and make sure that he gets a room that is a place so that everyone
who would be attending the group can get there easily.

Refreshments. to keep his group happy, he would need to provide the group with food.
Especially seeing as i have recommended him to have the meeting at a funch time.

Rules. He wouldn't want to give the members in the group a list of rules, all Matthew needs to
do is make sure that they are keeping focused, not wasting time and everyone is giving out
detailed opinions/answers.

Members. There are usually 6-10 people in a focus group and they are all usually of a similar
nature. So i suggest that Matthew gets 10 people. If he was asking the ten people by age
groups then i would say he asks the ten people from the age group of 20-29. If Matthew was
asking them by the socio economic group and then he should ask six people form the A group
and then four from the B group.

Recording. Matthew should audio video record the session so that he can play back on it again.
He should also write down notes through out the session but, to make sure he gets everything
that is said he needs to record it.

Costs. All primary research is expensive and focus groups can be form $4000 up to $8000 or
possibly over.
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s Guide. (agenda) Matthew needs to schedule the session so that he can get through all of his
questions and keep it moving swiftly. First he should introduce himself and tell the group why
they are there to help him and about his business. Then he should explain why the session is
being recorded. Matthew needs to remember to carefully word each question he asks. And
when he has asked it he needs to give the group a few minutes to write down there answers
and there thoughts, When they have all wrote what they think down, Matthew should go round
everyone in the group and go through the answers, After each answer is given Matthew should
write down brief notes of what he has heard. When the meeting has finished Matthew should
thank every one of them and tell them that they will be provided with a copy of a report that
would be made from the answers they have given him.

Matthew would be good at carrying out a focus group as he gets on welt with other people
fcustomers and is very, very confident in himself. He's confident in that he knows how to plan and
thinks he’s good at it.

The advantages of Matthew carrying out a focus group:

o |t will give him a very good idea of what his customers want and would be willing to pay.
¢ |t would give him more accurate answers and lots of information.
o The results that he would get can be easier to understand.

The disadvantage of Matthew carrying out a focus group:

e [twould be expensive

e He's only asking 10 peoples opinions on what they think

o Group discussions can be difficult to control, the topic can turn irrelevant if it's not done very
well,

Choice Of Research Methods,

If Matthew was to carry out secondary research to gain information he needs about his
business and then i would suggest he researches on the internet.

The internet is the most used source of finding secondary research. It is a huge, huge source of
information and contains information about almost everything. Quite a lot of the data that Matthew
would find on the intent would be low cost or free. But the data that Matthew would find very important,
some important figures or a survey/questionnaire can be quite expensive to view.

Finding secondary research on the internet can take up to a huge amount of time. It could take
from hours, to days, to weeks and months. It all depends on what he’s researching. He needs to look
into it, and go through many sources to see if they are ali saying the same thing. This is so that he
would know the information is correct. This is where it uses a lot of time.

The advantages of Matthew getting secondary research on the internet are:

¢ |t can give him a large sample of information
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e It's cheap/ cheaper than primary research and so would save him a lot of money

» It collects information of a huge sample of people

The disadvantages of Matthew getting secondary research on the internet are:

¢ ltcan take up a huge amount of his time
¢ The infernet isn't always that reliable.

e The questions could be miss leading fo him, depends on how the question has been worded.
» The data may be out of date.

s The data ¢ould be to common.

Matthew has had four years of experience in a photographic studio, so he knows what he needs to
research and what customers want. From researching on the internet, he could also research other
businesses and find out more about his competition. And again he's confident in any task that he

decides fo take on.

This is the questionnaire that | put together that shows a sample of questions that i think Matthew
needs to ask people to gain information about his business.

Aot

A02

1)Gender M F

2)Age 0-11 12-19 20-39 40-59 60+

3) Have you ever been | yes no

to another businesses

photography studio?

4) if yes which? .

5) were you pleased yes No

with what they

produced for you?

6} were you pleased Yes No Reasonahble | Over priced

with there prices?

7) ¥ for a special £0-£50 £51-£100 £101-£500 £501-£700 £701 +
occasion, say a

wedding, what would

you be willing to pay?

8) If so, for what Wedding Birthday Family For fun Other,,
occasion? event celebration occasion

9} would you visit our | yes No Not sure

photography studio?

10) how many times More than | Onceavyear | Onceintwo | Oncein five Once in ten
would you visit us? once a year years years years
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These are graphs showing the information that was given about Tobury and Dyton.
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Recommend a pricing strategy for Matthew to use with the different
- products and services he may offer in his photography business.

After researching through websites such as Venture, picture this and Michael Stockion Photography |
have found out what prices they charge customers to have there photos taken at weddings and other important’
events. Using this information | found from those chosen websites | have been able to plan what pricing
strategies Matthew should use to help him pick prices for his own business.

AO\ . To help Matthew with his business he should use the pricing strategy of cost plus pricing. This strategy

is what businesses need to use before they decide on the prices they are going to charge there customers: It's

- were the business looks carefully at the prices that it would cost them to make there product and then add on

- money which would be the businesses profit. However much profit the business wants to make out of there
product, is how much they will add on to the price of the product. Matthew needs to use this pricing strategy

/Ao 2. because ali business that tumn out successful do it; if Matthew wants to end up making a good profit out of his

business and so he can make his business more successful and then he needs to look at the prices that he
needs to charge customers and from what they wilt be willing to pay. After looking at this he then needs to add on
the profit he wants out of it so that he's making money from it and turning into a successful business.

\ The pricing strategy called Skimming wouldn't help Matthew with his business. Skimming is were welt

AO known businesses bring out a high quality product (usually a technical product) and charge a very high price to

AO’L ge with it; even though the price of the product is high, customers are still willing to pay for it because it's the
latest product brought out from that brand. Once the product has been out for a quite a while or if the brand is
launching a new product and then the price of that product would be lowered. Matthew doesn’t need to use this
strategy because it wouldn’t work for him. Matthew wants to start out a photography business, his business isn't

()’B. known by anyone yet so he hasn't got any brand loyalty for that strategy to work for him; this means the

customers wouldn't be willing to pay the high prices that Matthew would charge and so if Matthew starts out using
this strategy his business is more than likely to fall through.

Matthew should use the strategy of differential pricing. This is a method of pricing that is used mainly
/)\O { quite a lot, it's were a product is the same but is charged differently by different groups of people (adults, children,
senior citizens). Matthew should use this strategy because it is going to help him to attract more people, by the
prices being different they think that they are getting a good deal for the different pecple in there families. This will
/3€1 O™ attract more people to use the business and so Matthews brand and brand loyalty will be growing.

_ Matthew should also use the pricing strategy called penetration pricing. This pricing strategy is were a
/AO | business (usually a new business) is unknown to the pubic and can't attract any customers (this is usually
because people are already using a different brand and they don't wont to break the brand loyalty they have with
them because they trust them and the prices). To break this brand loyalty that the customers are giving other
“businesses, the new business lowers it's prices and makes it ‘cheap’ for the customers and so that they try the
new business which is breaking the loyalty between them and the other business. Once the new business has
done this and is getling well known and having more customers, then they higher there prices to what they
originally were making more profit for themselves whilst having growing customers. Mathew is going to start out a
business that is going to be new and unknown and so people are going to be reluctant to use his business. To
Aoq‘break that Matthew needs this strategy to break peoples brand loyalties with other businesses; he also needs it
- because Matthew is going to have to altract customers and the way to do this is by the price being lowered, this
will gain the customers and his brand name and company will be getting more known to the pubic. Once he’s got
his customers and his name is known and then he can put the price higher to make himself a bigger profit and a
A -73 more successful business.

Matthew should use the pricing strategy psychological pricing. This is a commonly used method of
A O \ pricing which is were the price of the product is made to look cheaper by knocking of say, 1p or a pound of the
original price just because it locks cheaper. (For example, If Matthew put the price of a wedding package as
A 0 ’LEGS0.00 it looks expensive, were as say he put the cost as £649.00 and then it looks cheaper). Matthew should

use this strategy because usually photography studios and businesses are quite expensive and so people can be
put off, but if Matthew did this and then when his customers look at the price which has this strategy used, it looks
cheaper to them and so it will attract them to use his business, to them it looks like their getting a bargain, but
when really, their not.
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Matthew should also use the pricing strategy called competitor pricing. This method of pricing is where
businesses research and look at other businesses that are selling the same products and look at the prices that

A O \ they are charging. By doing this it's helping the business to know whether they need to lower or higher the prices

they have to beat the competitors at attracting customers. Matthew will need to use this because he could use it

AO 1 as a boundary for setting his own prices; if he's already thought out of what prices he is going to charge, and then
he should compare them against other businesses because they are going to be his competition. This is
important because if Matthew has set his prices higher than other photographer companies have and then
Matthews business isn't going to attract many people; If Matthew has set hig prices quite a lot lower than other
businesses and then this means he's loosing out on the profit, he won't be making much of a profit which he
needs to make because the first few months of a new business is vital so he can't migs out on the profit he needs
to make.,

There is a pricing strategy called promotional pricing which | think Matthew doesn’t need to use. This
AQ ( strategy is where a business puts on a ‘sale’ to sell of old products that they are either finding hard to sell or have
new products coming in and need to get rid of them. Matthew is starting out 2 new business and so he doesn’t
A(‘) “) . have any old products that he will need to sell off. So there is no need for Matthew to use this method to begin
- with,

| think Matthew should use the method called Penetration pricing. Matthew would need to use this
O ‘3 method because he is starting out a new business which is going to be unknown to the public. To attract
A customers Matthew is going to have to lower his prices whilst he launches his business, then he will gradually
receive more and more customers and his company name will get bigger and more known, this is when he can
put his prices up making a good and better profit. The bad side to this is that for when Matthew starts off his
business he’s not going to get as much profit as he could, so the company wont be making as much money as

they could. Although is this strategy turns out successful and then this wont be a problem so he can
raise the prices. It's all about taking risks.
Appendix 4 — Pricing Research

In my research | looked at three different photography websites and tried to find the prices for what they
are promoting. | looked at Venture, Picture This Photographers and Michael Stockton Photography.

Venture:

L] venture

NEW GENERATION PORTRALYS

your photography session  hnage gallery  frames & stylish products  venture studios  book

the perfect gift experience - just£25

In this print screen it’s showing you that Venture is giving out special offers by giving out ‘the perfect
’Q - gift experience for JUST £25’; this is an offer for you to buy for a gift for your friends or family. The
offer is for your friend or family to have an hour in venture’s photography studio and then receiving
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one framed photo from what was taken in the studio afterwards. The price of the gift is £25 when it
is usually at the price of £145. So here is an example of promotional pricing which is what | am
advising Matthew to use.

i found out that Venture only specialise in family and friend portraits which are only taken in
Ventures own studios

Venture do not show the prices on their website, this shows that maybe it's very expensive

and so when people look at their website and are really interested, their not put off by the prices.
Although they don’t show any prices, they do show the price of the voucher which is £25. This is
showing that they are using promotional pricing because the voucher is actually cheap for a
photography studio. This also may show that Venture is a recently starting out business and have
used the penetration pricing strategy. | think this business is using the competitor pricing and cost

AO% plus pricing strategies as well, | just simply think this because they are commonly used strategies and
venture is a successful business.

Picture This photographers:

Quite simply an amazing photogrpaher,
with amazing results
Barah Roiis

CEY LD R PRI NET M In 35T
Howe 4 . .
sl Us .| Portrait Gift Vouchers
iy )
Products N % +SPECIAL PRGMOTION? - One Hour studio experionce youchor bo include 1 B #
Gift Vatshers % &in pring m p ‘e
Pay your wedding Beposit " One Hundred Pounds Portrait Youchar B ;& e
Digpasoblie Wediding Cameras . , 7 F ﬁ
PRy 7 ™ one Hundred % Fifty Pounds Partrait Voucher 2 %ﬁyﬁ ﬁ
Shopmayg Baskey PR »
P N Two Hundred Pounds Portrait Voucher gﬁﬁ
P ait Pholoygraphy 13 " Three Hundred Pounds Portrait Voucher %f{}%{gﬁh%g‘@
vyidding Photagraphy 't " Five Hundred Pounds Portrait Youcher i o
Schoot Phrologe apty ' 1
Custmer Testmantals # | Quantity: [ ]
Woeldlisng Wab !nrtu‘s 1 oprice:
Photogtaphar Avaitability P e edunvs of Vet
sefut Info L
Yiew and Order Phivtos Oating »
Comticd us 4

¥hat do you get fpr those difficult to buy for people? or maybe you want to give a unique gift with a teuly unique
finished piece of aftwork,

We have the ansjver for you here, you can can now purchase from any number of vouchers - Please see above.

The vouchers stfart with our SPECIAL PROMOTION OFFER of £30.00 for a sitting together with an @ « 6in folder print,

In this print screen it’s showing gift vouchers that the company is giving out. They are offering a
number of different vouchers which you can buy depending on how much you want to pay. The
voucher is for your friend and family (like venture is giving out} and depending on the voucher you
pick, having time in the studio and then receiving one of those photos afterwards. This company is
also using promotional pricing; they are giving out special offers to attract more customers into
using the business.

This photography studio specialises in:
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e Portrait photography {of family and friends est.)
e Wedding photography
s School photography

On the picture this photographers website they don’t show many prices (like venture) and |
could only find the prices of the gift vouchers, which are much more expensive than the price of
Ventures Voucher. The vouchers are showing that the company use the promotional pricing
strategy, they would probably also use the methods of competitor pricing and cost plus pricing,
but you can’t tell by the prices if the businesses are doing those two strategies.

Michael Stockton Photography:

On this wehsite 1 researched the prices for wedding photography; this is because Matthew
would like to base his business on wedding and portrait photographs.

infportant!) T h -

3. A special 28% digcount off the cost of ALL wadding reprints and parents albums if ordered at least 4 weeks
heforg the wadding.
Aflar the aadding wni will he alven A nrewimy hank Fanfaininn all of vnor weddinn shnts in shnw $n the familiv and

This is a print screen from the Michael Stockton Photography studios; it's showing an offer they have
which again is the promotional pricing strategy. Although, this offer is offering discount for wedding
reprints and parents albums; this encourages people to buy the reprints and parents albums
because it's 25% cheaper, so they think they’re getting a barging when really, the company is still
making a very good profit out of it. This may be an example of cost plus pricing.

Lnvichasistocktonco

LEe

Yy

ogle Lo
AR AR TS

get missed aff

W

ogether! We can help with your fist.

EVERY MICHAEL STOCKTON WEDDING GETS |

A pre-wedding contemporary studio sitting with free enfargement.
Bound proof book your to keep.
Discounts with on-line internet ordering.
C.D slide show to run on your own computer.
25% off family reorders sea terms
THIS IS IMP()&TANT Face to face meeting with your photographer
Belle or Michael to confirm timings and details of the big day.
Not just the salesman or woman!

} Gy LCelewnlifdp H

This is also an example of promotional pricing. They are promoting what they offer with every
wedding.
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Studio Only
A new service we slarted in 2008. ldeal for couples that just want
AO( first-rate studio wedding portraits. Shtings start from Just £37.50
Reprints are extra. Or you can have an studio album with 10 87x6”
eniargements for £197.50 including siting fee. No extas given

This here is also showing for weddings as well, it’s showing the prices and telling you that there are
added on costs for certain things, but not telling you the price of those extras. This probably means
the extras are expensive. This method has probabily used the cost plus pricing, were the company
adds up how much it is going to cost this company to make and then adding on profit. By making
customers pay for the extras as well, this is making a lot more profit for the company as well.

£ HMGongle .-

CEY N RO I

County 8“x6” any day Packages
This service will give full coverage of your wedding starting half an hour
before the ceremony continuing through to the reception with up to 4 .
hours attendance. If time permits a visit to a park or local beauty spot for
some exira bridal porraits. We try and take 3 or 4 times the number of
photographs ordered for you to choose.
40 photos 8“x6” in one of inclusive albums £649.00
60 photos 8“x6” in one of inclusive albums £850.00

Pre wedding home visit + £47.50 evening coverage + £75.00
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Bo A= HMA R R R A
Lgf' Qur best selling album for the past 4 years - designed and

;6 printed in-house. Includes full coverage from getting ready at
home, the Wedding ceremony & reception - If time permits a

visit to a park or local beauty spot for some extra bridal
portraits, 5-6 hours attendance. 200-400 photographs taken, |
from this extensive set of previews you will choose poses in a
variety of sizes and styles for your Album in colour black &

white or a mix of both.

Home visit included. Evening reception-first dance £75.00 extra

24 page album £1099.00 30 page album £1299.00

istomize R R I o ’ g o e_)__t_:q{s!tm_al_]m

The compainy has used the psychological pricing statergy here, they have knocked of a pound from

AO \ the price just for the fact that it makes it look cheaper, when really it's not. | think Matthew should
use this staturgy in his work also, it makes costomers think that they are getting it for a barging
when they really are not.

Cunterniislinke 1§ Google - i
HEG G e
&

£

A new Album for 2009 with full page printing and a
fay up similar to the Storybook Albums.
A more compact size and over £400 less expensive
this new album Is selling well.
Designed and printed in-house. The same coverage and terms
as the Harlequin range.

20 page Album £850.00

Michael Stockton’s Storybook Albums by
GRAPHISTUDIO of ltaly
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: style Album is printed in !ta!y, gwing a very contemporary fool.

This fully Inclusive coverage. With home start - the wedding
service and reception inc the first dance. 200-400
photographs taken, from this extensive set of previews you willi
choose poses In a variety of sizes and styles for your Album
in colour black & white or a mix of both.

The Standard Album with 30 pages £1299.00
40 pages £1425.00

Lots of colous & sizes + extrasand customizing| available

Here they are using the psychological pricing strategy by taking off a pound to the price of a
book with 30 pages and taking off five pounds from a book with forty pages. This strategy is very
commonly used in almost every business,

ﬁ\.g? LR z&fﬁ prcy
packages, Giving you peace of mind that this special
day will be photographed in a professional way.

3 hours attendance taking about 200 shots £575.00
6 hours attendance taking about 400 shots £750.00

RECEPTIONS & EVENTS

Ideal for couples who are geiting married abroad,
plus other celebrations Silver & Golden weddings
Chnstenmgs, Bar & Bat Mitzvah, Brrthday Parties.

‘ ~SIEnaEraT CTJVETHQE'MWIWWHTE’“"S'd e as —uurOier—y
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ldeal for couples who are getting married abroad,
plus other celebrations Silver & Golden weddings
Christenings, Bar & Bat Mitzvah, Birthday Parties.
You get a proof book, C.D. side show plus
photographs on our web site. A set 8”x6” prints in
either folder\mounts or lightweight album.

2 hours attendance & 20 8”x6” prints £299.00
3 hours attendance & 30 87x6” prints7£399.00

/ ¥

o in the

g 8 30 ye Y )
Eeicester. Dur piofessional studio pholographers aze able lo approach any subject wilh ease, whelher in the studio
of on [ocakion.

THis hias ket Michae! Stockn PHOTDYraphy b diversily 1cWands special event photography from weddings 1o student
baks,

8ervices Inclutle:

Wadding photogrephy.

Polrails: babies and families;

Passpoita, visas,

Events: Same night service;

Student events and graduatipns;

Commerciat PR photography - on jocation or in studio.
For a comprehensive service, you ¢an count on Michagl
Staeddon and nis team of sludio phot h

Wrether iL{s special event photopraphy for yours cofparate
€Vent of & wedding, we wolld be & great heip.

QIR vouchers

Onkng ardering

Couing Soon. Michagl Stockion
Siheol of Phdegraphy>s

This is the homepage of Michael Stockton Photography, they clearly show what they specialise in

which is:

¢ Wedding photography
» Portraits of babies and families
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Passports

Visas

Big and small events

Student events and graduations

Commercial PR photography (on location or in a studio)

Michael Stockton Photography uses the commonly used strategy which is called
Psychological pricing. He also uses the strategy promotional pricing. You can't tell by looking at his
prices but | suspect that the business has used competitor pricing and cost plus pricing; this is
because | these strategies are important to be used by businesses to end up successful.
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