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Get the most from this book

Everyone has to decide his or her own revision strategy, but it is essential to review your work, learn it and test your understanding. When you revise, be active. Use a pen. Most people do not remember everything simply by reading. Make notes, use key words and lists, draw diagrams and pictures and use Post-it notes – whatever works for you.

These Revision Notes will help you to revise in a planned way, topic by topic. Use this book as the cornerstone of your revision and don’t hesitate to write in it – personalise your notes and check your progress by ticking off each section as you revise. The book has been written so that, whenever possible, a single page covers one bullet point from one topic in the specification. Learning points are summarised using diagrams or tables or short texts. You are advised to work through each page in order.

Tick to track your progress

Use the revision planner on pages 4–5 to plan your revision, topic by topic. Tick the boxes for each topic when you have revised it, tested it using the Now test yourself feature and the online answers and when you have ticked off all the ‘I can’ tasks in the topic checklist.

Features to help you succeed

Exam tips

Expert tips are given throughout the book to help you polish your exam technique in order to maximise your chances in the exam. These support you in answering the practice question(s) and show the marks for each of the skills the question is testing (see page 9 for more detail). As you progress through the book, you will find the advice repetitive. This is deliberate – it is designed to make sure you know how to answer the different kinds of questions. Eventually, you should feel you could write the exam tips yourself; if this happens, this part of the book has been successful. You should carry the approach to answering questions into the examination to maximise your marks.

Key terms

Clear, concise definitions of essential key terms are provided where they first appear. Learn these terms.

Now test yourself

Questions, both multiple choice and case study questions, are given throughout the book. Practise answering these. For case study questions, you can write bullet points or a full answer.

‘I can’ checklist

Read through the ‘I can’ statements. Only tick each item you are confident with. Unticked items will guide your further revision.

Online

Go online to check your answers to the Now test yourself at www.hoddereducation.co.uk/myrevisionnotesdownloads.

Remember that there is often more than one possible answer for a question.
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Countdown to my exams


10–3 weeks before the examination – Revision 1


	●  Be active when revising – make notes, summarise key words, draw diagrams.


	●  Answer the ‘Now test yourself’ questions and compare with online answers.


	●  Read the ‘Exam tips’ and tick off the ‘I can checklist’.


	●  After each page has been revised, record your progress in the ‘My revision planner’ on pages 4–5.


	●  Aim to cover one section of the specification each week. You are advised to study the sections in order. Once you have covered Sections 1 to 3, you will have learnt all you need to know for the first examination – Business 1. Test yourself by looking at the specimen paper for Business 1. The papers and mark schemes are available from the OCR website (www.ocr.org.uk). Business 2 covers Sections 4 to 7, so use a similar approach for these topics.


	●  Remember to include any revision classes put on by your teacher in your plan. Your teacher will be a great help in preparing you to answer questions in the examination.







2–1 week before the examination – Revision 2


	●  Use the ‘My revision planner’ page for Revision 2. Focus on those areas where you were not confident enough to tick the ‘I can’ statements.


	●  Revise Sections 1 to 3 in the first week and Sections 4 to 7 in the second week. Test yourself using a different past paper and mark scheme.







Final week


	●  Look at one more Business 1 paper and one more Business 2 paper or questions from the Hodder textbook OCR GCSE (9–1) Business.


	●  Revise again those areas you do not feel totally confident about.







The day before the examination


	●  Check the time and place of your examination.


	●  Make sure you have everything you will need – a pen and a couple of spares, pencil, rubber, ruler, watch, tissues, a bottle of water and maybe some sweets.


	●  Have one last look over any area of the specification that you are still not totally confident about.


	●  Allow some time to relax and have an early night to ensure you are fresh and alert for the examinations.







In the examination


	●  Read the questions and the case studies carefully – twice is a good idea. Make sure you know what the questions are asking you to do.


	●  Divide your time up. A useful guide is 15 minutes for the 15 multiple choice questions and 25 minutes for each of the case study questions.


	●  Make sure you answer ALL the questions – you will throw marks away if you do not provide any answer. Even if you are not confident about what you have written, you have some chance of picking up some marks.


	●  Don’t panic. If you have done your revision, you should be able to answer every question. Think about the type of questions; for example, if it is an evaluation question, think about the evaluation strategies you have learnt.







My exams

Business 1

Date: ...................................................................................

Time: ..............................................................................

Location: ........................................................................

Business 2

Date: ...................................................................................

Time: ..............................................................................

Location: ........................................................................








Introduction

You

It says a lot about you that you have bought this book and chosen to use it. It says that you value a good GCSE Business result, that you are determined to put in the work needed to revise and prepare for the examination, and that you are willing to work independently without having to be guided completely by your teacher. It also says that you believe in your ability, perseverance and willingness to dedicate some time to your learning. I like your attitude. I very much hope this book helps you to achieve what you want to achieve.

Good luck!

Mike Schofield, 2023

The OCR GCSE Business specification

The OCR GCSE Business specification is divided into two components. Each component is divided into sections. There are seven sections altogether.

The components and sections are:


	●  Component 1: (1) Business activity, (2) marketing and (3) people.


	●  Component 2: (4) Operations, (5) finance, (6) influences on business and (7) the interdependent nature of business.




Each section is divided into topics. For example, Section 2 Marketing has four topics. These are:

2.1 Role of marketing

2.2 Market research

2.3 Market segmentation

2.4 The marketing mix.

Each topic is divided into content bullet points. Topic 2.2 Market research has the following content bullet points:


	●  The purpose of market research


	●  Primary research methods


	●  Secondary research methods


	●  How appropriate different methods and sources of market research are for different business purposes


	●  The use and interpretation of qualitative and quantitative data in market research.




This book follows the same pattern:


	●  There are seven sections, each divided into topics.


	●  Each topic is split into the corresponding bullet points on the specification.




The book has been written so that, whenever possible, a single page covers one content bullet point.

Each content bullet point will have at least one examination type question to help you test what you have learnt. Most often, these questions are case study questions. Work through them, follow the advice in the Exam tips, tackle the Now test yourself questions and check what you have done in the answers online.

The examination

There are two papers, both 1 hour 30 minutes.


	●  Paper 1 covers the sections of the specification from Component 1.


	●  Paper 2 covers the sections of the specification from Component 2.




Both papers have two sections. Section A contains 15 multiple choice questions worth one mark each. Section B contains 3 case study response questions which will be short, medium and extended answer questions. You must draw on the stimulus material to answer many of these questions.

The final 9-mark question on Paper 2 will test Section 7 of the specification – The interdependent nature of business. To answer this question, you will need to use content from both Component 1 and Component 2 to make connections between different elements of the subject. Section 7 may also be tested by a multiple choice question.

Answering examination questions

The examination is designed to test the skills in relation to GCSE Business. The skills are called ‘assessment objectives’ or ‘AOs’ in OCR documents for teachers and examiners (including the mark schemes).

The Exam tips boxes show the skills that are being tested for each question, the number of marks that are allocated, and a suggestion on how to answer the question. The skills are referred to by abbreviations, as shown in this table.









	Assessment objective

	Skill being tested

	Abbreviation used in this guide




	AO1a

	Knowledge

	K




	AO1b

	Understanding

	U




	AO2

	Application

	App




	AO3a

	Analysis

	An




	AO3b

	Evaluation

	Ev






The Now test yourself answers on the website (www.hoddereducation.co.uk/myrevisionnotes) also use these abbreviations and indicate the number of marks awarded for each skill.

The boxes below explain the command words that are used by the examiners when writing questions to test each skill. There is also some general advice about answering the questions.




Knowledge (K/AO1a) and Understanding (U/AO1b)

The command words used for knowledge and understanding only questions are:




	●  Identify – this is asking you to give a business term relevant to something. For example: ‘Identify one factor that can influence the location of a business.’

	(1)




	●  State – this is usually asking you to give one business term or consideration that is relevant. For example: ‘State one ethical consideration a business may need to think about.’

	(1)




	●  Explain – this is usually asking you to give a definition of a term or explain a reason for something. When it is testing knowledge, you do NOT have to explain something in connection with the case study business in the question. You often need to explain a term or a reason for something. For example: ‘Explain the meaning of the term variable costs.’ (2), or ‘Explain one reason why quality is important to a business.’

	(2).









Application (App/AO2)

This is about applying knowledge and understanding to a business context. For application questions, you WILL need to relate your answer to the case study business. The command words used for application questions are:




	●  Calculate – you will need to use the data provided to do some mathematics to reach the answer. You should always show the calculation you are making and the answer. For example: ‘Calculate the gross profit margin made by XYZ Ltd in the year.’ (2) Two marks are available for this question. One mark will be awarded for using the correct method even if the final answer is incorrect.

	 



	●  Complete – the question might ask you to complete a mathematical calculation or a series of terms. For example: ‘Complete the types of marketing – price, promotion, place and _______.’

	(1)




	●  Explain – for application questions you WILL need to relate your answer to the case study business. The question will direct you to do this. You will first have to show knowledge or understanding. For example: ‘Explain one method that XYZ Ltd could use to communicate with customers.’ (2) The ‘knowledge’ here is the method of communication XYZ Ltd could use. Application is an answer that relates to XYZ Ltd.

	 





No application or analysis mark can be gained without understanding. (Remember this means no marks at all if you do not show understanding.)

Note that you will need to show your ability to apply knowledge and/or understanding in analysis and longer evaluation questions. 




Analysis (An/AO3a)

There is only one command word for a specific analysis question: Analyse. You are required to do three things:




	●  Show understanding. In effect, you are giving your answer to the question. For example, give an advantage/disadvantage or a way of doing something.

	 



	●  Apply the answer to the case study. For example, for an advantage show how the business is gaining that advantage. Always write about something mentioned in the case study such as relevant data.

	 



	●  Write about the impact or effect of that advantage, disadvantage or way on the case study business – the term used by examiners for analysis is that it should be business-facing. You might need to write about how the business would be affected by an advantage. The main effects or impacts could be on sales, profits, costs, reputation, recruitment of workers and so on. For example: ‘Analyse one benefit to XYZ Ltd of using batch production.’

	(3)






Note that in longer evaluation questions (7- and 9-mark questions), you will need to show the skill of analysis before making your evaluation. The 3-mark evaluation question will always be preceded by two analysis questions. 




Evaluation (Ev/AO3b)

For all evaluation questions:


	●  You must make a judgement (1 mark).


	●  You must justify it (2 marks). 




To justify your decision, you will need to refer to something specifically in the case study and/or write about some additional information that you need to come to a conclusion. The command words for evaluation questions are:




	●  Discuss – this could ask you to weigh up the advantages and disadvantages of doing something, or debate whether a business should or should not do something. For example: ‘Discuss with reference to the data in the case study, whether XYZ Ltd should extend its product range.’

	(9)




	●  Recommend – this question will ask you to write about what a business should do. For example: ‘Recommend whether XYZ Ltd should raise the price of its products.’

	(3)




	●  Evaluate – this requires you to decide on balance whether the business has done the right thing, or to choose a course of action. For example: ‘Evaluate whether interviews or tests will be the best selection method for XYZ Ltd to use when selecting a new administrator.’

	(3)












1 Business activity

1.1 Role of business enterprise and entrepreneurship

Purpose of business enterprise and entrepreneurship

Figure 1.1 shows the three main purposes of business enterprise and entrepreneurship. An entrepreneur may see an existing product and spot an opportunity to develop and improve it.


Entrepreneur: A person who takes the risk of starting and running a business enterprise.

Spotting an opportunity: The ability to see the need for a particular product or service customers need.




[image: image]
Figure 1.1  Main purposes of business enterprise and entrepreneurship


Now test yourself

Spotify was founded in 2006 by Daniel Ek and Martin Lorentzen from Sweden. These two entrepreneurs saw an opportunity to use ICT in order to sell and deliver music, podcasts and video streaming. As well as buying services, customers can listen free of charge as long as they are willing to accept advertising. The consumer can order the product from the comfort of their own home and receive immediate delivery. 

The entrepreneurs worked with record labels and independent musicians to sell their music in return for a royalty. They then put in place the technology to enable this to work, such as the software to be able to stream content to buyers, which reduced distribution costs, and take payment from them. In 2020, Spotify had a total revenue of €7.85bn, 165 million subscribers and 356 million users; 70 million songs were available to customers (businessofapps.co).



	Analyse one way in which the entrepreneurs at Spotify met a customer need.

	(3)








Exam tip 

Give one way in which entrepreneurs can meet customer needs (U 1 mark), explain, using information in the case study, how that need was met by Spotify (App 1 mark) and then show the effect on Spotify of what it did (An 1 mark).

This is the first example of an ‘analysis’ question in the book. You need to remember that you must first gain the ‘understanding’ mark in order to gain any application of analysis marks. Do not forget this important lesson! For application, stress that Spotify has met customer needs offering a faster service at lower costs. Explain how Spotify has benefitted from this. Application requires you to specifically write about the business in the case study.




I can…

	●  State three purposes of business enterprise and entrepreneurs.


	●  Analyse examples of businesses spotting opportunities and developing ideas.





Characteristics of an entrepreneur

‘Characteristics’ refers to the qualities, skills or abilities that a person must have to be a successful entrepreneur. There are four main characteristics of entrepreneurs, as shown in Figure 1.2.


Characteristics of an entrepreneur: The features of an entrepreneur, which include being determined, creative and having the ability and confidence to take risks.




[image: image]
Figure 1.2  Characteristics of an entrepreneur


Now test yourself

Frustrated by the poor-quality vacuum cleaner which he used in his home, James Dyson created the idea of the bagless vacuum cleaner. Dyson gave up his paid job and used his savings while he worked in his garage to produce something better. Showing great determination, he tried out over 500 designs believing that, in the end, he would be successful. During this time, his wife worked as a teacher to support them. Dyson then risked his money to start up a business producing and selling the vacuum cleaners. James Dyson’s business grew and he is now estimated to be worth around $8 billion.



	Analyse one characteristic of an entrepreneur that helped James Dyson to succeed when starting up his business.

	(3)







Exam tip 

Write down one of the characteristics of an entrepreneur (K 1 mark). Use information from the case study to show how James Dyson displayed this characteristic (App 1 mark). Show the impact on his business of what James Dyson did (An 1 mark).

Remember the importance of showing understanding!




I can…

	●  State and explain four characteristics that an entrepreneur should have.


	●  Analyse the characteristics of an entrepreneur in the context of a case study.





The concept of risk and reward

Entrepreneurs hope for rewards when they go into business, but they are taking risks by doing this. These are summarised in Table 1.1.


Rewards: The benefits an entrepreneur receives from starting up and running a business. They may be financial or non-financial.

Risks: The possible losses that an entrepreneur may suffer from starting up and running a business.



Table 1.1 Risks and rewards of entrepreneurship









	
	
Risks


	
Rewards





	
Financial


	
	●  If the business does not succeed, the risk of losing savings (and other assets) to pay off debts. 




	
	●  The potential to make a lot of money.







	
Non-financial


	
	●  Health – the strain of running a business can cause mental and physical illness.




	
	●  Independence – being in control of what you do; not being told what to do by others.


	●  Self-satisfaction – feeling good because the business is a success.


	●  Making a difference – improving the lives of customers; providing socially responsible goods and services.










Now test yourself



		1  Which of the following is not a risk of being an entrepreneur?



	(1)



	(a)  Making a loss


	(b)  Feeling satisfied about making a success of starting a business


	(c)  Experiencing poor health


	(d)  Suffering from strained relationships with friends and family




	2  Amelia Prendergast bought a small newsagent shop using her own savings and a loan from a bank. She had been fed up in her office work as an accounts clerk and wanted to run her own business. She really struggled having to get up at 5 a.m. each day, sorting the papers into ‘rounds’ for the paper boys and girls to deliver and then working in the shop all day until she closed at 6 p.m. After three months, exhausted and stressed, Amelia put the shop up for sale. However, in the time that she ran the business, she had increased the number of customers and the revenue the shop earned. Amelia sold the business for more than she had paid for it.






	Evaluate the risks and rewards to Amelia of being an entrepreneur.

	(9)






Exam tip 

	1  With multiple choice questions, if you cannot decide which is the correct answer, think which answers cannot be correct. This will narrow down your choice, and you might be left with only one possible answer.


	2  Explain the meaning of a key term, for example risk or reward (K 1 mark) and give an example of a risk or a reward that Amelia took (U 1 mark








	

	

	




1.2 Business planning

Purpose of planning business activity
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Role, importance and usefulness of a business plan
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1.3 Business ownership

Features of different types of business ownership
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Concept of limited liability
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Suitability of different types of ownership in different business contexts
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1.4 Business aims and objectives

Aims and objectives of business
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How and why objectives might change as businesses evolve Why different businesses may have different objectives
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1.5 Stakeholders in business

Roles and objectives of internal and external stakeholder groups
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Effect of business activity on stakeholders
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Effect of stakeholders on business
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1.6 Business growth

Organic growth
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External growth
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« Concerned with a business’ abilfty to
continue to trade n the long term.

« Businesses may survive for a short period
without making a profit.

profit

« The feward to owners for taking a isk by
investing their money in the business.

« Many businesses seek to maximise profits for
the benefit of the owners.

Business
objectives

Providing a service

« Some owners want the satisfacton of giving
customers a good service (provided they can
make an amount of profit that satisfies
them).

« Can be seen as a way of making a profit as
customers will eturn and new custormers
Wil use the business.
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Creativity
Thinking up ideas
and solving problems,
e.g. thinking of new
products to meet consumer
needs or thinking of better
or cheaper ways to
make goods or
provide services.

Confidence Risk-taking

betesty Characertics of o
own ability to make S other people's

things happen money at risk
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Identifying the market, for
example, the age, gender and
income of target customers.

Identify the finance needed to
start up o grow the business and
how this will be achieved, for
example, sellng shares, obtaining
aloan or overdraft

Business plan

Identifying the resources
needed to operate the business,
for example, workers, type of
equipment or machinery to

be used.

Achieve the business’aims
and objectives, for example,
making a profit, expected sales,
achieving sodial objectives.
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Another furniture manufacturer
Benefits:

« Each factory can specialse in @ partcular
type of furniture.

« One factory could be closed f not IR IR

needed, reducing costs.
« It can gain economies of scale, reducing penefit

il z « Risk Is spread; success does not rely

. only on fumiture sals.
Horizontal growth - the Diversification - the
producer s at the same producer isin an
stage. unconnected fine of
business.
manufacturer
Backward vertical growth — Forward vertical growth -
the producer is at an earler the producer i at a later
stage n production. stage in production.
Furniture retailer
Benefit:

« The manufacturer is quaranteed
somewhere that willsll what it
produces to consumers.
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survival

« This may be an objective for a new business
5o that it can become established and secure
by gaining customers and then aim to make
profitin the longer term.

« It may be an objective for a business during
a downturn in economic actvty or when a
marketis very competitive.

Profit

« New businesses may seek a minimum level
of profits to help them survive.

« Established businesses may want to eam
profitsto reinvest and to expand a
business.

« Good profits encourage new investors to
put money In the business, helping it
grow.

Reasons behind
business
objectives;

Providing a service

« This will help the business to get a good
eputation enabling it o attract new
customers as well 3 retain ts xisting
customers.

« Sometimes providing a good service can
elp 2 business survive or ncreas ts profts.

« Some owners get stisfaction from running
a business that is useful to its customers
(s well as profitable for themselves).
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Three purposes of business enterprise and entrepreneurship

[

Spotting an opportunity
«'Spotting a gap n the market|
«Improving a product or

senvice already provided
« Producing a product or

service more cheaply

Developing an idea

«Designing the product or
senice

«Planning production

ST
« Producing the product or
providing the service
«Marketing the product or
senvice
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The idea

The people:

Market research

Competitors

« dentifying what the business will produce and sell and what resources
itwil need.

« dentifying the aims and objectives of the business and how these
willbe met.

« dertifying who will be involved.

« dentifying the human resource requirements the business will need to.
operate, including the number of people needed and the skills and
expertence they should have.

« dentifying the markets that the business wil target.

« dentifying marketing acthiies — price, product, place and promation ~to
make the business successful.

« dentifying the marketing resources needed.

« identify the competitors.

« dentify how the product or service will b different to those of
competitors ~ better, cheaper?






OEBPS/images/title.jpg
< MY
REVISION
NOTES

OCR
GCSE (9-1)

BUSINESS

SECOND EDITION

Mike Schofield

G HOBRRY





OEBPS/images/fig1-5.jpg
Sole trader

Sutable for start-ups that:
« only need a small amount of

finance

« usually have a low financial isk-
« require limited or non-specialst

skils.

Partnership

Sutable for start-ups or established

businesses wanting to grow that:

« need larger amounts of finance
(than sole raders)

« have a faiy low financial risk-

« need a wider range of skl
(than sole traders)

« have owners who want to keep
control of the business.

suitability of different

types of
businesses

Public limited company.

Sutable for an established

business that:

« wishes to grow

« needs very large amounts of
finance

« has a very high financia isk.






