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Section A

Answer all questions in this section.

Total for this section: 50 marks

In the multiple-choice questions, only one answer per question is allowed.

For each question completely fill in the circle alongside the appropriate answer.

CORRECT METHOD       WRONG METHODS 

If you want to change your answer you must cross out your original answer as shown. 

If you wish to return to an answer previously crossed out, ring the answer you now wish to 
select as shown. 

0 1   Which of the following would be classed as an element of the micro marketing 
environment? 

    A Technological 

    B Intermediaries 

    C Social groups 

    D Political 

[1 mark]

____
1

0 2   A small business wants to find out recent customer opinions of its new product. 

 Which would be the most appropriate research method? 

    A Focus group held in the next 3 days  

    B Postal survey which has a 3 week response time 

    C Email survey which has a 2 week response time  

    D Market research reports from 2016 

[1 mark]

____
1
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0 3   Which of the following is a type of sales promotion?

    A Social media 

    B Buy one, get one free 

    C Merchandising 

    D Newspaper advertising 

[1 mark]

____
1

0 4   What would be the main reason for businesses marketing internally within an 
organisation? 

    A To provide competitors with information 

    B To provide support to the supply chain 

    C To satisfy customers’ needs and wants 

    D To provide information and communicate with employees 

[1 mark]

____
1

0 5   Which of the following is an element of the extended marketing mix?

    A A business focusing on developing new technology products to 
 include more memory  

    B  A business changing the way it distributes to include online 
delivery services  

    C  A business developing a new technology to speed up the 
check-in process at hotels  

    D A business using a price skimming strategy with new 
 technology items   

[1 mark]

____
1

Turn over for the next question
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0 6   Carey Griffiths runs a personal training service.  She likes to wear gym clothes 
that haven’t been cheaply produced overseas.

 When shopping for her fitness clothing, what element will influence her buying 
decision the most?

    A The conditions in factories where the clothes are manufactured.   

    B The location of the clothing stores.  

    C The price of the items in comparison to the competition. 

    D The fact that celebrities are wearing the items in magazines.  

[1 mark]

____
1

0 7   Which of the following would be an element of the macro economic 
environment?

    A Taxation  

    B Employees  

    C Personal selling 

    D Opportunity cost 

[1 mark]

____
1

0 8   A soft drinks manufacturer operates in the FMCG industry. 
 Which of the following would be an important consideration to them 

in terms of marketing?

    A Service quality 

    B Legislation   

    C Government policy 

    D Mass promotion 

[1 mark]

____
1
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0 9   Explain one way in which understanding customer expectations could help a 
small business to increase its revenue.

[3 marks]
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________

____
3

1 0      Explain one reason why it is important for a business to understand the 
consumer buying process.

[3 marks]
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________

____
3

Turn over for the next question
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1 1  A sandwich shop plans to research the market and competitors.  There is a 
limited budget and they want the results as soon as possible.  The following 
research methods are available:

  Internet research of competitors, using their social media sites and websites. 
   Focus group with some of their loyal customers.  However, they will have to 

reward them for the time spent at the focus group.
   Mintel market research report, investigating the sandwich shop market in the 

UK.

 Use the information to analyse which method would be the most appropriate for 
this research.

[6 marks]
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________

____
6
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1 2      An electronics retailer is reading post-purchase reviews posted online by 
customers.

Customer one ‘They should have more weekend deals in the local area to 
entice customers’ 

Customer two ‘Prices are too high, despite good customer service I can 
get the same product from online retailers at 10% cheaper’

Customer three ‘I am happy to pay a bit more for a local customer-friendly 
service, but there should be better after-care support’ 

 Use the information above to analyse how post-purchase reviews can help this 
business make appropriate marketing decisions.

[6 marks]
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________

____
6
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1 3      A local bowling alley is looking to create new special offers for its customers over 
the school holidays.

 They are using the following research methods to collect information:

   Closed question postal survey of 20 people living within 50 miles of the 
bowling alley.

   Online survey sent to 100 customers who currently have a loyalty card with the 
bowling alley.

   Face-to-face questionnaire of 200 schoolchildren at the 10 schools closest to 
the bowling alley.

 Use the information above to analyse the validity of the research methods 
selected. 

[6 marks]
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________

____
6
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1 4      A local café has been operating for 18 months.  It has reviewed its objectives and 
has set a new objective to generate a 10% increase in revenue by the end of 
May 2018.  To achieve this it is considering two different marketing mixes.

Marketing mix one Marketing mix two

Place – offer an online delivery service 
for lunches as well as their local café 

Place – open new cafes in new 
locations

Product – focus on favourites such as 
cheese and ham sandwiches, cheese 
pasties

Product – focus on organic, healthy 
alternatives to pasties and sandwiches

Price – match the local competition 
with special offers during school 
holidays 

Price – 10% more than the local chain 
pasty and sandwich shop

Promotion – 20% discount if shopping 
there during the school holidays 

Promotion – introduce a loyalty card 
for customers to receive % off on 
every fifth visit to the cafe

 Use the information above to analyse the contribution made by each marketing 
mix to achieving the café’s revenue objective. 

[6 marks]
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________

____
6
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1 5      A hotel has carried out a SWOT analysis.  It is trying to identify new ways to 
promote the hotel.

Strengths Weaknesses

Experienced staff who have been with 
the hotel a long time, who know the 
local area and understand the target 
market 

Some staff due to their age are 
reluctant to change and adapt to using 
social media sites

Opportunities Threats

A local surfing group wants to use the 
hotel for two weeks in July during a 
surfing competition in the area

Large hotel chains such as 
Travelodge and Premier Inn can offer 
lower prices

 Use the information above to analyse the importance of SWOT analysis when 
making promotion decisions.

[6 marks]
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________

____
6
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1 6      An outdoor activities company is concerned about declining sales.  
The  marketing manager has analysed the external environment: 

   Economic – declining pay, unemployment and lack of disposable income 
means customers are being more careful with their spending. 

   Technological – young people are more interested in social media than being 
outdoors.

   Social – trends indicate that many male and female groups in their 
20s and 30s look for an outdoor activity for their birthday parties. 

 Use the information above to analyse the importance to the business of 
understanding the external macro environment. 

[6 marks]
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________

____
6

Turn over for Section B
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Section B

Answer both questions in this section.

Total for this section: 30 marks

Read Item A and then answer question  1 7  

Item A

‘Horses in Need’

‘Horses in Need’ is a horse sanctuary business, set up as a charity by Alice Taylor.  In the three 
years it has been operating, the business has grown and now has three volunteers caring for 
10 horses.  To provide an efficient service to customers, all volunteers are provided with training in 
customer service. 

Alice is a qualified riding instructor, and in order to generate funding for the business she offers 
birthday parties to children with the opportunity to ride a horse.  She also offers riding lessons to 
people in the local area.  As there are other riding instructors in the area, Alice uses competitive 
pricing for her riding lessons.  Also relying on donations from the local community, she is fortunate 
to be located in a wealthy area.  Income from these activities and the community ensure that the 
charity can afford to run.  

To publicise the charity, Alice has set up a ‘Just Giving’ page, as well as Facebook and Twitter 
accounts.  She regularly posts videos of the horses on YouTube.  Having built good relations with 
many of her customers, the sanctuary benefits from the positive reviews which are helping to gain 
more customers. 

Alice believes that promotion of the business is the most important marketing factor, dedicating her 
time to raising awareness and advertising through social media.  Her volunteers disagree.  They feel 
it is more important to look at other aspects of marketing the business in order to meet customer 
needs.
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1 7     To what extent is promotion an important part of the extended marketing mix 
for Horses in Need?

    Use Item A to justify your answer. 
[15 marks]

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________



14 Do not write 
outside the 

box

G/Jun17/Y/506/6086
(14)

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

____
15
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Turn over for the next question
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Read Item B and then answer question  1 8  

Item B 

Michael Brown has been running the local gluten-free restaurant for the last 15 years ever since he 
discovered that he was allergic to gluten and read about the health benefits of eating clean (ie no 
highly processed food).  Initially the idea was slow to show growth in sales as the cost of gluten-free 
items is higher and the recession had meant that many people were lacking disposable income to 
eat out at more expensive restaurants. 

Michael has carried out a review of the micro marketing environment and found the following.

Customers Over the past few years there has been a huge increase in websites and 
bloggers dedicated to eating healthier and clean.  Initially this was a benefit to 
Michael as customer trends showed that demand was higher for gluten-free 
items in the local areas, and his sales increased.

Competition As demand has increased for gluten-free products, competition has increased.  
Large chains such as Pizza Express and Zizzi have started to offer gluten-free 
menus in their restaurants.  Due to the size of the chains they are able to benefit 
from economies of scale (ie buying in bulk), and can therefore pass on cost 
savings to customers in the form of cheaper prices than Michael can offer.

Suppliers Due to demand increasing, more suppliers have entered the market for 
gluten-free products.  There is more choice for businesses when needing 
gluten-free items.  However, as the cost for these items is still relatively high due 
to the demand, small businesses such as Michael’s restaurant struggle to benefit.
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1 8   Evaluate the significance of the micro marketing environment for Michael.
 Use Item B to justify your answer. 

[15 marks]
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
  

 ________________________________________________________________________________
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 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

  
 ________________________________________________________________________________

____
15

END  OF  QUESTIONS
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