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All Candidates' performance across questions

Question Title N Mean S D Max Mark F F Attempt %

1 1 2372 3.2 1.6 6 53.1 99.1

1 2 2377 3.7 1.6 8 45.7 99.3

2 1 2362 3.7 1.5 6 61.1 98.7

2 2 2292 2 1.5 4 48.9 95.7

2 3 2320 3.1 1.5 6 50.9 96.9

3 1 2255 2.4 1.7 6 39.3 94.2

3 2 2321 4.2 2.1 8 52.1 97

3 3 2300 1.2 1 3 40 96.1

3 4 2254 2.5 1.7 4 61.4 94.2

3 5 2114 2.7 2 8 33.9 88.3

3 6 2211 1.4 0.8 2 68.5 92.4

3 7 2237 0.6 0.5 1 61.7 93.4

3 8 2287 2.9 1.3 6 48 95.5

3 9 2278 5.8 2.5 12 48.1 95.2
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Sticky Note
Usually the question number

Sticky Note
The number of candidates attempting that question

Sticky Note
The mean score is calculated by adding up the individual candidate scores and dividing by the total number of candidates. If all candidates perform well on a particular item, the mean score will be close to the maximum mark. Conversely, if candidates as a whole perform poorly on the item there will be a large difference between the mean score and the maximum mark. A simple comparison of the mean marks will identify those items that contribute significantly to the overall performance of the candidates.However, because the maximum mark may not be the same for each item, a comparison of the means provides only a partial indication of candidate performance. Equal means does not necessarily imply equal performance. For questions with different maximum marks, the facility factor should be used to compare performance.

Sticky Note
The standard deviation measures the spread of the data about the mean score. The larger the standard deviation is, the more dispersed (or less consistent) the candidate performances are for that item. An increase in the standard deviation points to increased diversity amongst candidates, or to a more discriminating paper, as the marks are more dispersed about the centre. By contrast a decrease in the standard deviation would suggest more homogeneity amongst the candidates, or a less discriminating paper, as candidate marks are more clustered about the centre.

Sticky Note
This is the maximum mark for a particular question

Sticky Note
The facility factor for an item expresses the mean mark as a percentage of the maximum mark (Max. Mark) and is a measure of the accessibility of the item. If the mean mark obtained by candidates is close to the maximum mark, the facility factor will be close to 100 per cent and the item would be considered to be very accessible. If on the other hand the mean mark is low when compared with the maximum score, the facility factor will be small and the item considered less accessible to candidates.

Sticky Note
For each item the table shows the number (N) and percentage of candidates who attempted the question. When comparing items on this measure it is important to consider the order in which the items appear on the paper. If the total time available for a paper is limited, there is the possibility of some candidates running out of time. This may result in those items towards the end of the paper having a deflated figure on this measure. If the time allocated to the paper is not considered to be a significant factor, a low percentage may indicate issues of accessibility. Where candidates have a choice of question the statistics evidence candidate preferences, but will also be influenced by the teaching policy within centres.


	WJEC 2018 Online Exam Review
	WJEC GCE AS LEVEL BUSINESS UNIT 2 2510U20-1
	Item Level Data
	Facility factor graph
	Question 1:2
	Mark scheme
	Example 1
	Example 1 marked

	Example 2
	Example 2 marked

	Example 3
	Example 3 marked


	Question 2:1
	Mark scheme
	Example 1
	Example 1 marked

	Example 2
	Example 2 marked

	Example 3
	Example 3 marked


	Question 3:4
	Mark scheme
	Example 1
	Example 1 marked

	Example 2
	Example 2 marked

	Example 3
	Example 3 marked






























3



Sticky Note

Correct  formula and calculation of Gross Profit margin.



Sticky Note

Incorrect formula but OFR applied for correct calculation to two decimal places.
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Sticky Note

The response is limited at all levels. Knowledge is superficial and analysis is weak. There is some attempt at evaluation but the argument is not strong. Quite a lot of irrelevant material.












 
 


2.1 Analyse the importance of having an effective Purchasing Department at Kelly’s 
Garden Centres. [6]


Band 
AO1  AO2 AO3 


2 marks 2 marks 2 marks 


2 


2 marks 
Good knowledge of the 
functions of a purchasing 
department. 


2 marks 
Good application to Kelly’s 
Garden Centres. 


2 marks 
Good analysis of the 
importance of an effective 
purchasing department to 
a business. 


1 


1 mark 
Limited knowledge of the 
functions of a purchasing 
department. 


1 mark 
Limited application to 
Kelly’s Garden Centres. 


1 mark 
Limited analysis of the 
importance of an effective 
purchasing department to 
a business. 


0 
0 marks 


No knowledge evident 
0 marks 


No application evident. 
0 marks 


No analysis is undertaken. 


 
Indicative content: 
 


 Purchasing departments are responsible for buying a whole range of goods and 
services that enable a business to operate. Kelly’s Garden Centres have been 
running out of key items for sale. This results in lost sales and the possible loss of 
customers to their competitors. These customers may not return and the business 
will gain a poor reputation. 


 Buying the required goods at the most competitive prices, whilst maintaining quality, 
is a key function of the purchasing department. The business has seen the cost 
price of stocks rise by 10% in six months. This will squeeze profit margins and 
damage gross profit. 


 Maintaining good relationships with suppliers is an important aspect of the 
purchasing department’s role. The need for suppliers to deliver on time, maintain 
quality and be flexible when required to increase supplies to meet an upturn in 
demand are important factors for a business such as Kelly’s. The fact that Oliver has 
been rude and unreasonable may have alienated suppliers and could discourage 
them from providing the service they have in the past. As a consequence they may 
prioritise other customers and provide Kelly’s with less favourable terms and service.  


 Managers and staff in the 21 garden centres have seen sales decline through no 
fault of their own. This could prove demotivating and possibly affect bonuses. This 
could lead to frustration and internal friction.  
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Sticky Note

In correct/incomplete formulas.Calculations not to 2 decimal places as required. Zero marks.
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Dave

Sticky Note

Evaluation is limited and the conclusion is weak. Repetition of a point relating to multi-product businesses, which is not valid. 



Sticky Note

A strong start. Straight to the point. Evidence of application.



Sticky Note

Good knowledge and well expressed analysis.
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Sticky Note

Further evidence of coverage of all 3 AOs. Succinct and to the point. Worthy of all six marks.
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Sticky Note

Knowledge and analysis demonstrated in this initial statement.
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Sticky Note

Sufficient knowledge and analysis evident to attain both marks on offer for AO1 and AO2.
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Sticky Note

Good attempt at evaluation but not sufficient to achieve Band 3. Ao4 - 2 marks












 
 


1.2 Evaluate the usefulness of product life cycles to a business. [8]


Band 
AO1  AO3  AO4 


2 marks 2 marks 4 marks 


3 


  3-4 marks 
Excellent evaluation of the 
use of product life cycles to 
a business. 
 
An overall conclusion is 
drawn. 


2 


2 marks 
Good knowledge of the 
uses of a product life cycle. 


2 marks 
Good analysis of the 
benefits of a product life 
cycle to a business.


2 marks 
Good evaluation of the use 
of product life cycles to a 
business. 


1 


1 mark 
Limited knowledge of the 
uses of a product life cycle. 


1 mark 
Limited analysis of the 
benefits of a product life 
cycle to a business. 


1 mark 
Limited evaluation of the 
use of product life cycles to 
a business.  


0 


0 marks 
No understanding is 
demonstrated. 


0 marks 
No analysis of the benefits 
of a product life cycle to a 
business.  


0 marks 
No evaluation is 
demonstrated. 


 
Indicative content: 


 The life cycle can be utilised in two ways. Firstly it can be used to analyse the life cycle of 
existing products. Secondly, it can also be used to predict/anticipate the sales revenue 
patterns of new products. It is a useful tool in helping businesses to manage their product 
portfolios. 


 PLCs can help businesses to decide when new products are needed in its portfolio, as it 
indicates when existing ones are in decline. 


 PLCs will also indicate when it may be wise to undertake an extension strategy in order 
to revitalise declining sales. 


 The point at which a product should be withdrawn from the market may also be 
highlighted by reference to the PLC. 


 The profitability of a product at each stage of the life cycle can be indicated and 
compared to the profitability of other products in a portfolio. PLCs of other similar 
products may help in the formulation of strategies at different stages. 


 When anticipating the life cycle of new products PLCs will give an indication of the level 
of spending that may be required, e.g. R&D, marketing or extension strategies. 
 
However: 


 When used as a predictor of the future sales of a product it is of limited use because 
every product is likely to have a different life cycle – to a greater or lesser extent. Like all 
attempts at ‘forecasting’ it cannot be guaranteed to be correct, especially for products 
that are in new or developing markets. 


 Businesses must also take care when looking at the life cycle as it does not always 
indicate the true potential of the product in the future. A product in the decline stage may 
still be a perfectly viable product and may not need to be withdrawn from the market. 
Other issues may have caused the decline – such as poor marketing or ineffective 
distribution channels. The product may not have ‘naturally reached the end of its life’ but 
has been placed in that position by poor decision making within the business. 


 PLCs are a useful monitoring tool that tell a business how its products have performed to 
date but do not fully indicate why they have performed in the way they have.  


 As a predictor of future sales, however, they have their limitations. External factors 
cannot be anticipated – economic, political, social and legal issues may all have an 
impact on potential sales in both a positive or negative manner. 
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2. Stock Issues at Kelly’s Garden Centres


 Jane Kelly, owner of a chain of twenty one garden centre outlets across Wales and the South 
West, has recently sacked her Senior Purchasing Manager, Oliver Stones. This followed 
complaints from the managers of her garden centres that they were persistently out of stock of 
key items and the cost of the goods coming into their outlets had risen by over 10% over the last 
six months. This was in addition to a phone call she had received from a greatly valued supplier 
complaining that his staff found Oliver rude and unreasonable when negotiating with them. 
Having visited the central warehouse and seen the alarming situation for herself, she acted 
swiftly.


 Jane was furious and left her Human Resources Manager in no doubt that she held her largely 
to blame. ‘I thought this appraisal system that you put in place last year was going to produce 
lots of benefits and would prevent this type of situation occurring. Why were you not aware of his 
poor performance? In my opinion peer assessment has not been effective at all. Clearly, Oliver 
has not been doing his job properly and profitability has suffered as a result’.


Analyse the importance of having an effective Purchasing Department at Kelly’s Garden 
Centres. [6]


Describe two methods of appraisal, other than peer assessment, that the business 
might adopt. [4]


Explain the possible benefits of an appraisal system to a business and its employees.
 [6]
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2 1


2 2


2 3












6
A01-2
A03-2
A04-2



Dave

Sticky Note

Sufficient knowledge and analysis evident to attain both marks on offer for AO1 and AO2.
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Sticky Note

A somewhat confusing beginning - largely irrelevant.



Sticky Note

Negative impact on customers analysed in the context of stock shortages.



Sticky Note

A limited response  -  touches on key issues but not well developed.
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Evaluation is limited and the conclusion is weak. Repetition of a point relating to multi-product businesses, which is not valid. 
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Sufficient knowledge and analysis evident to attain both marks on offer for AO1 and AO2.
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Sticky Note

Reasonable start demonstrating knowledge and basic analysis.



Sticky Note

Not a valid argument.



Sticky Note

Sufficient to reach Band 2 for both AO1 and AO3.
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Sticky Note

Evaluation is limited and the conclusion is weak. Repetition of a point relating to multi-product businesses, which is not valid. 
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Sticky Note

Correct formulas clearly written out. AO1 - 2 marks.Correct calculations showing workings to 2 decimal points as required. AO2 - 2. Full marks.
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3. Sure Fit (Power Tools) plc faces up to becoming leaner


The latest profit and loss account (income statement) 
gave John Hanley, Managing Director of Sure Fit 
(Power Tools) plc, cause for concern. He had been 
recently appointed to the top job following twenty 
successful years in the UK car industry, where he 
gained a reputation for managing highly efficient 
production plants. The power tools industry was 
becoming increasingly competitive and Sure Fit (Power 
Tools) plc’s profits had declined in each of the last three 
years.


Having reviewed the business for six months, his 
primary aim was to introduce lean production to the 


business and his first project was to set up a just-in-time manufacturing process on the factory 
floor – something which he had done on a number of previous occasions in the car industry. 


 Hanley was concerned with the gross and net profit margins when compared to the industry. 
Averages for the industry for the last three years were 50% (GPM) and 20% (NPM) respectively. 
In addition, it was clear to him that the ‘expenses’ incurred by the business were too high. 
Currently Sure Fit (Power Tools) plc operates fifteen sales outlets based on industrial estates 
located near large towns all over the UK. Whilst the sites are owned by the business, they are 
increasingly expensive to run, especially as local authorities are pushing up business rates 
every year. Over one hundred and fifty full and part-time staff are employed in these outlets.


 At the next board meeting Hanley announced: ‘I am proposing that we close all fifteen of our 
sales outlets and sell off the sites. The money raised can be used to develop our online presence 
and construct a state-of-the-art distribution centre here at our manufacturing base. This is an 
area where our major competitors are already well ahead of us. I also plan to propose to the 
shareholders that we do not make any dividend payments next financial year. The subsequent 
boost to retained profits can be used (along with the money raised from the sale of the retail 
outlets) to invest in the development of new product lines, an aspect of the business which has 
been badly neglected in recent years. This will mean we will not have to go seeking a further 
loan from the banks’. 


 The Human Resources Director, Len Joshua, was shocked. ‘Hold on Mr. Hanley, we have had 
no discussion with the unions about these proposals. It will mean making over one hundred and 
fifty people redundant, some of whom have worked for us for a very long time. The unions will 
also want to know why none of the 130 managers we employ are not losing their jobs’.  


 Hanley responded sharply: ‘Look Len, there is no room for sentimentality in a business that 
is going in the direction of this one. Yes, there will be redundancies but there will be new 
opportunities created in R&D, distribution and online marketing. You must adopt a more positive 
approach’.


© WJEC CBAC Ltd.
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Table 1 – Profit and Loss Account Sure Fit (Power Tools) plc April 2017-March 2018


Table 2 – Operating expenses of Sure Fit (Power Tools) plc April 2017-March 2018


3 1


3 2


3 3


£000’s


SALES TURNOVER 243 710


Cost of Sales 127 600


GROSS PROFIT 116 110


Operating Expenses (See Table 2) 84 500


OPERATING (NET) PROFIT 31 610


Corporation Tax 7 903


PROFITS AFTER TAX 23 707


Dividends (@75%) 17 780


RETAINED PROFIT 5 927


£000’s


Salaries (Management) 6 045


Salaries (Sales Staff/Admin) 12 065


Business Rates (Sales Outlets) 12 600


Marketing     ?


Distribution Costs 31 760


Other Operating Expenses 13 140


Explain what is meant by the term lean production. [6]


Consider the benefits and drawbacks of setting up a just-in-time process of manufacturing 
for a business such as Sure Fit (Power Tools) plc. [8]


With the use of examples, outline the meaning of the term ‘Cost of Sales’ for a 
manufacturing business such as Sure Fit (Power Tools) plc. [3]
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Calculate the gross and net profit margin for Sure Fit (Power Tools) plc in 2017/2018. 
(Show your workings to 2 decimal places) [4]


Assess whether John Hanley should be concerned with the gross profit margin and the 
net profit margin of the business in 2017/2018. [8]


What percentage of Sure Fit (Power Tools) plc’s ‘expenses’ are made up of marketing 
expenditure in 2017/2018? (Show your workings to 2 decimal places.) [2]


Calculate the average salary for managers employed by Sure Fit (Power Tools) plc. [1]


To what extent might the ‘sale of assets’ and ‘retained profit’ be preferable sources of 
finance for John Hanley’s plans than taking out a bank loan? [6]


Consider the possible impact of the planned changes proposed by John Hanley on Sure 
Fit (Power Tools) plc’s stakeholders. [12]


END OF PAPER


3 4


3 5


3 6


3 7


3 8


3 9
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3.4 Calculate the gross and net profit margin for Sure Fit (Power Tools) plc in 
2017/18. (Show your workings to 2 decimal places). [4]


 AO1: 2 marks 
AO2: 2 marks 
 
Indicative content: 
 


Gross Profit divided by Sales turnover x100 =GPM (1) 
116 110 divided by 243 710 x100 = 47.64% (1) 
 
Net Profit divided by Sales turnover x100 =NPM (1) 
31 610 divided by 243 710 x100 = 12.97% (1) 
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1. The diagram below shows the product life cycle for the Xerxes Smart Phone.
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Evaluate the usefulness of product life cycles to a business. [8]
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Sticky Note

Fails to get quickly to the point - not a good start.



Sticky Note

Evidence of application to the case in point.



Sticky Note

Sensible analysis related to a key issue.
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