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Introduction


This textbook has been written specifically to meet the needs of students taking OCR A Level and AS Business, which is 40 per cent of a full A Level. It provides a comprehensive coverage of the new specifications and uses a wide range of up-to-date examples. The order of chapters within the book reflects the ‘Unit Content’ of the OCR specification, which is available in hard copy or on the OCR website.

The specification refers to:


	•  an increased emphasis on decision making, noting how the size and scope of a business will affect how it operates

	•  the synoptic nature of all papers

	•  the case studies within the examination papers will be based on real businesses

	•  a need to apply mathematical skills in the context of business

	•  it is assumed the specification will be co-teachable for AS and A Level.



The actual content of the specification will concentrate on:


	•  the objectives of a business and its strategic decisions

	•  the external influences facing a business

	•  its operational strategy

	•  human resources

	•  accounting and financial considerations

	•  the global environment of business.



These areas are broken down into specific headings and the authors have tried to reflect these within the chapters of the book. However, in an attempt to enhance your understanding, some topics have been amalgamated where it is logical to do so.


Special features


AS and A Level

It is clearly shown which material within this book is for AS level and which is for A Level.

In addition, this book contains several other special features designed to aid your understanding of the concepts and examination techniques required by OCR.



Tips and techniques

All three authors have many years’ experience of teaching for OCR, and use their experience to provide useful advice where appropriate. The advice concentrates on what students should do, and which common candidate mistakes should be avoided.



Your turn

To reflect the new specification, there are multiple-choice questions in the majority of the chapters. Each multiple-choice question will have four responses for you to choose from: A, B, C and D. The multiple-choice questions can be numerate or non-numerate.

Each chapter provides questions for the student (you) to tackle, either in the form of short questions, which are intended for reinforcement and revision purposes, or longer questions requiring more detailed answers.

The teachers’ guide book, which is available separately, provides a mark scheme as a guide to the type of answer that is expected for each question and the amount of detail required (see answer style). Where appropriate, there are more numerical questions than in the previous textbook, in order to cover the new specification requirements.



Case studies

At the end of almost all of the chapters there is a case study, which requires you to apply the concepts you have been taught within the context of a business. The case study will also offer you an opportunity to practise your examination technique. The types of questions are aimed to be similar to those that may appear within the three examination papers. Marks are allocated as a guide and are, where possible, similar to those in the examination papers, as specified within the new specification.

The case studies also meet the requirements as stated within OCR’s introduction to the specifications: ‘The fundamental philosophy of the specifications is that the study of Business requires an integrated approach at all stages of the course.’

For this reason, some of the case studies include a wide range of material. Furthermore, they have been written to support OCR’s requirements.

The specification requires an approach that views business behaviour from a variety of perspectives, namely an integration of the four main areas: marketing, operations management, (production), finance and HRM.

The case studies have also been chosen to try and reflect the range of businesses as stated within the specification; namely:


	•  Local businesses

	•  National (UK) businesses

	•  International businesses (global).





Group tasks

A few of the chapters feature group tasks. These are intended to stimulate debate and encourage you to learn the technique of justifying your view, a skill necessary for evaluation.



Further sources

The majority of the ‘further sources’ are websites for you to view and find additional up-to-date material and examples.



Key terms

These are included as a summary of the key concepts that you will need to know.




The examinations


A Level



	Mark allocation and length of exam
	Content overview
	Assessment overview for full A Level



	Weighting of exam component



	Section A Multiple choice 15 marks
Section B Data response 65 marks
2 hour paper
	01 Operating in a local business environment
	33.3% of A Level



	Section A Short answer 20 marks
Section B extended response 60 marks
2 hour paper
	02 The UK business environment
	33.3% of A Level



	Data response and extended response questions based on a case study 80 marks
2 hour paper
	03 The global business environment
	33.3% of A Level




None of the above components are pre-issued.

Unlike any of the previous specifications, it is very important to note that all three examination papers are synoptic; consequently, you will be expected to be able to draw on your knowledge from the whole of the specification for all components.



AS Level



	Mark allocation and length of exam
	Content overview
	Assessment overview for AS level H031



	Section A
Multiple choice
20 marks
Section B
Case study: extended response 40 marks
Sections A+B
1.5 hours
	01 Local business environment
	50% of AS level



	Section A
Short answer
20 marks
Section B
Case study: extended response
40 marks
	02 The wider business environment
	50% of AS Level







Examination advice

The ‘Tips and techniques’ feature contains useful hints on certain issues and topics. Remember, the authors are highly experienced teachers. There are several other important factors for you to remember, which apply to all three papers.

For ALL three papers, answering in the context of the case is very important.

Read the case with care to ensure you are familiar with:


	•  the type of business (its status, size, place in the market)

	•  the product or service

	•  the consumers

	•  the objectives of the business.



Read the question with care to ensure you have noted the trigger word: state, explain, outline, analyse, evaluate, to what extent. Questions beginning with these words require different types and lengths of answers. Writing too much for a ‘state’ question could lose time and therefore many marks. A ‘state’ question requires you to write perhaps no more than a couple of words, and in some cases just one word.

Mark allocation: noting the number of marks will help you to write an appropriate amount.

Be careful when phrases such as ‘other than’ are used. Many candidates miss the opportunity to gain marks by ignoring this instruction. For example: ‘Other than by taxation, suggest how a business may be affected by the government.’ Any references to taxation will not gain marks!

The quality of language is important. Examiners are aware of the pressure under which students write their answers. Nevertheless, using paragraphs and spelling certain words incorrectly such as ‘business’, ‘interest’ and ‘their’ (belonging to someone), are likely to mean that full marks are not awarded.

Always try to write specific points related to the case, rather than general points, which could apply to any business. In other words, answer in the context of the case.

Answer the actual question, rather than the one you prepared for or hoped would be there.

It is essential that you take careful note of your time allocation. Many of the large mark questions are at the end of the papers. Remember, you must give yourself enough time to read the case properly to ensure that you answer in its context.

Be careful how long you spend on any of the multiple-choice questions.

Ensure you read such questions with great care.



Assessment objectives AO1 –AO4



	Level
	Key word
	Definition
	Trigger words



	AO1
	Knowledge
	Business knowledge/facts.
	State, List, Describe



	AO2
	Explanation or Application
	Knowledge of the issues and or concepts. An explanation of the knowledge.
	Explain, Outline, How



	 
	 
	For A02 your point MUST be in the context of the business.
	 



	AO3
	Analysis
	The implication for the business.
	Analyse



	 
	 
	How the business will be affected.
	 



	 
	 
	How the business reacts.
	 



	 
	 
	For A03, your point MUST be in the context of the business.
	 



	AO4
	Evaluation
	Supported/ informed or justified judgements and/or, weighting of arguments and/or consideration of long- and short-term issues.
Offer a balanced view.
	Evaluate, To what extent Discuss, Assess, Recommend




Ensuring you reach the highest assessment objectives as quickly as possible will ensure higher marks.



Analysis

There is not a magic number of points that need to be analysed before you have reached AO3. As long as you have shown how a particular point has affected the business or how the business is likely to react, you will gain AO3 marks.


Example

Analyse how a building company will be affected by demographic changes.


Answer

If there were changes in the demographics of a country, this may mean that the building company would have to change the type of housing that it built. As a result the business may have higher costs, as it would need to design different types of houses to meet the changes. As the population increased and there were more elderly people, land would become more expensive and therefore the builder’s costs would rise, which in turn would affect its profits. If it wanted to keep its profits at the previous level, it may have to increase its prices.

This answer shows how the business would be affected and how it would react (including both is not essential; it depends upon the question) and therefore an AO3 mark would be gained.





Evaluation

The key element for evaluative comments is to ensure that you offer a ‘justified judgement’. Questions where evaluation is required are asking you to suggest which factor is:


	•  the most important to that particular business

	•  most likely to benefit the business

	•  most likely to occur

	•  likely to damage the business the most.



To be evaluative, you will need to compare and weigh the evidence, having considered the positives and the negatives for the business in the case. It is always advisable to think about a balanced view.

In essence you are answering by making a decision which you justify.


Example

Evaluate how a change in technology could affect the business.


Answer

A change in technology may affect the business in several ways. If the new technology has to be bought in order to remain competitive, then business X will have to find the money and this may lead to an increase in its costs in the short term. However, once the new technology is bought, it may help to give the business a competitive edge and therefore increase its sales and its market share.

Depending upon the type of technology bought, there may be an additional opportunity cost, as employees may be made redundant if the technology requires fewer units of labour. This may mean that in the short term business X will have to pay out a significant amount of money in redundancy payments, reducing its profits for that year. However, in the long term, the technology will bring savings in labour and unit costs, which will yield higher profits in the following years.

In this answer, there is a clear judgement that has been justified and an attempt has been made to consider the short and long term. Consequently, this would gain an AO4 mark (marks for evaluation).

There is an assumption that there would be sufficient context by using references to the name of the business, the product or service involved, direct reference to the specific question, names of people mentioned within the case and any specific external factors affecting the cited business.

However, new to this specification is a change to the marking process.

The assessment objectives will be assessed at different levels. For example:



	 
	Knowledge and understanding
	Analysis
	Evaluation



	Strong
	 
	A fully developed argument demonstrating sequential links in relation to any causes, consequences and/or possible solutions
	Conclusion is made weighing up both sides and reaches a fully supported judgement



	Good
	Accurate usage of terms and required concepts applied in the context of the question
	Developed argument demonstrating sequential links in relation to causes, consequences and /or possible solutions
	Conclusion drawn weighing up both sides and reaches a judgement which is not fully supported



	Reasonable
	Aware of the meaning of the required concepts and applied in the context of the question
	Argument demonstrates some of the links to the causes, consequences and/or possible solutions
	Some attempt to reach a conclusion showing some recognition of the influencing factors



	Limited
	Aware of the meaning of terms and required concepts within the question
	Simple statement(s) of cause and consequences and /or possible solutions
	An unsupported assertion




Throughout the specification you are expected to be able to evaluate; consequently this is a skill that you will need to practise. The guide above ought to help you see what the examiners are looking for in order to award the higher marks within a question.





Actual content of the specification

The authors have tried to mirror the headings used within the specification to ensure you know exactly what needs to be covered. However, to enhance your understanding we have tried to ensure topics fit in a harmonious manner and can be followed in a logical manner. Where there appears to be any obvious overlap within the specification we have highlighted clearly where such examples are, with marked cross references between relevant chapters.

Within the specification, it states that students will need to be able to evaluate the external influences on:


	•  accounting and finance

	•  human resource management

	•  marketing

	•  operations management.



Within separate chapters, the external influences are dealt with in considerable detail and can then be applied to any of the influences listed.



A and AS Level Business: notes for guidance on co-teaching

The following sample curriculum plans for AS and A Level Business are suggested examples of how the course could be taught. The design of the Business AS and A Level specifications mean that effective co-teaching is easily achievable. The new specification has been written so that there is a significant overlap between the content of the AS Business course and Components 1 and 2 of the A Level course. In addition, the assessment for Components 1 and 2 of both the AS and A Level course are similar. There is a greater demand at A Level but, due to the linear design of the course, there is some time to revisit earlier work and focus on the A Level demand in the latter part of the second year. In fact, preparation for the AS level exam is useful in terms of providing the first-year students with an opportunity to build their exam skills. Some centres may decide to enter their candidates for both the AS level and the A Level exams. If this is the case then the AS level exam will become useful practice for the final A Level exams in year 2. There will be an OCR Mock exam service available, which will help with the process of preparing students to practise unseen questions. This will also help teachers to understand the level of demand of both the AS and the A Level exams.

The significant change compared to the previous specification is the fact that the content, as in the case of a real-life business, is completely integrated into the two components at AS level and the three components at A Level. This means that any topic within the specification can be asked in any of the two or three components. The only difference is that for students taking these components to A Level, the demand will be higher in their final exams in year 2. This does mean that co-teaching is made much easier and allows for any number of ways of approaching the teaching of the course, in terms of the order of topics.


Continuity and themes

The key themes of the four business functions of human resources, marketing, finance and production run throughout the AS and the A Level course along with external influences, business objectives and decision making. These key themes can be introduced throughout the AS course and then revisited in a more strategic manner at A Level (notice in the specification how an emphasis is put on the link between the objectives, external influences and strategy, within each functional area). It is also vital that, as Component 1 at both AS and A Level contains multiple-choice questions, students have a sound understanding of basic concepts.

Other than in the methods of assessment (see below) the way in which the components are different is the focus on the market in which the business is operating.

In Component 1, for both the AS and A Level, other than the multiple-choice questions, the focus will be on the business operating in a local or regional market. This may be a small business which only has a local market or one part of a larger national or international business; for example, the actions of one branch, office or store.

In Component 2, for both the AS and A Level, the focus will be on the UK business environment. This may be a UK or non-UK business, but questions will concentrate on that business’s operations ONLY in the UK market.

Component 3 (which only applies to the A Level) sees the global business environment as the focus. Again, this may be a UK or an international firm, but now the wider global activities of the business will be examined. This will also allow more synoptic/strategic questions to be asked.

In ALL components, the businesses will be REAL ones, using case material from sources such as the internet, company reports and newspaper articles.



Assessment

There are a number of different types of skills being assessed through a number of different question styles. Similar to the old specification, the new specification has a higher level of demand in the full A Level. Therefore, the AS level questions can be treated as preparation for the A Level skills.

Component 1 for both the AS and A Level contains multiple-choice and short-answer questions, as well as questions which will allow evaluative skills to be shown.

Component 2 for both the AS and A Level is made up of two sections. Section A contains short, theoretical questions, primarily assessing the knowledge and understanding of key business concepts. Section B will ask questions based on material about a real business provided in a resource booklet. These questions will include both short-answer and longer-answer questions.

Component 3 of the A Level will contain a few short-answer questions, although most marks will be available in three longer questions which will be of a decision making and/or strategic nature.



Sharing teaching within co-teaching centres

Sharing the teaching of the AS and A Level is very easy and there are suggestions of how to do this on the OCR website. The only difference is that if there are two teachers sharing one group, one of the teachers may be more likely to finish teaching the course slightly earlier than the other. This will leave them time to prepare the students for the A Level examinations.



	Year 1
	Content



	Autumn term
Part 1
	Introduction to business
	 



	The role of the entrepreneur; factors of production; stakeholders.
	Ch.1



	Economic sectors; legal structure; private & public sector.
	Ch.2



	The functions of business; methods of measuring the size of a business; factors affecting size & the importance of size.
	Ch.4



	Human resource management
	



	Organisational structure.
	Ch.41



	Recruitment & selection; documentation, methods & impact.
	Ch.44



	Training; methods, choice & impact of decisions made.
	Ch.44



	Workforce performance measures; appraisal methods.
	Ch.45



	Fair & unfair dismissal; redundancy; grievance procedures.
	Ch.49



	Management; leadership styles & theories.
	Ch.46



	Motivational theory; methods of motivation.
	Ch.47



	Employment legislation; contracts, minimum wage, health & safety, equality, data protection.
	Ch.49



	Industrial democracy; role of good employee relations; the changing nature of trade union membership.
	Ch.48



	Autumn term
Part 2
	Marketing
	 



	Identifying resources required to market a product; using a SWOT analysis to assess the current market position.
	Ch.50



	Using market research to identify customer needs; sampling; using market share and market growth data.
	Ch.51 & 52



	Customer & product orientation; niche v. mass marketing; market segmentation; b2b or b2c marketing.
	Ch.53



	The marketing mix in a local, national & global context:
	 



	(i) Product: the product life cycle; Boston matrix; USP; branding

	Ch.54



	(ii) Price: pricing strategies; price, income & cross elasticity of demand

	Ch.55



	(iii) Place: physical & online distribution strategies

	Ch.13 & 56



	(iv) Promotion: above & below-the-line methods.

	Ch.57



	Spring term
Part 1
	Finance
	 



	Sources of finance.
	Ch.24



	Costs, revenue & profit; break-even analysis; contribution.
	Ch.26, 27 & 28



	Investment appraisal; payback, ARR & NPV.
	Ch.29



	The role of budgets; calculate & interpret variances.
	Ch.30



	Cash-flow forecasts; the working capital cycle.
	Ch.31



	Calculation & interpretation of income statements & statements of financial position.
	Ch.33 & 34



	Ratio analysis (liquidity & profitability) as a way to evaluate the financial position of a business.
	Ch.36 & 39



	Spring term
Part 2
	Production
	 



	What is added value?; productivity; economies & diseconomies of scale; capacity management.
	Ch.60, 64, 65 & 66



	Methods of production; specialisation & division of labour; production in the service sector.
	Ch.62



	Stock control methods; stock control charts; the impact of the production method on stock control.
	Ch.67



	Lean production.
	Ch.68



	Quality standards; quality control, quality assurance, TQM, external standards, benchmarking.
	Ch.70



	External influences
	



	Demand & supply; equilibrium price; the degree of competition in the market place; market dominance & regulation to protect stakeholders.
	Ch. 13 & 14



	Globalisation; international trade.
	Ch.15 & 16



	STEEPLE analysis; how social, technological, economic, ethical, political, legal and environmental factors affect business behaviour.
	Ch.17–21



	Summer term
Part 1
	Business objectives & decision making
	



	Aims & objectives; the influence of and impact on stakeholders; conflict between stakeholder groups.
	Ch.5 & 6



	Business plans; the relationship between risk & reward; the role of uncertainty.
	Ch.8 & 9



	Financial & non-financial measures of performance to help a business to make decisions.
	Ch.11



	Revision for AS Level examination
	



	Summer term
Part 2
	Managing change (A Level)
	



	Causes of change; levels of change; barriers to change.
	Ch.22



	Change management; Lewin, McKinsey & Kotter’s models; role of leadership and/or external consultants; change strategies.
	Ch.22



	Contingency planning & crisis management.
	Ch.8



	Year 2
	Content



	Autumn term
Part 1
	Human resource management
	



	Communication; formal & informal; group norms & the impact of groups; communication methods & media; models of communication; effective communication.
	Ch.42



	Workforce planning; flexible working practices; goal-setting & excellence; theories of motivation; organisational culture.
	Ch.43



	Training needs analysis (TNA); the usefulness of appraisal methods; evaluating employee contribution.
	Ch.44



	Employment tribunals.
	Ch.49



	HRM objectives, external influences and strategy.
	Ch.45



	Finance
	



	Accounting conventions; GAAP.
	Ch.25



	Cost & profit centres; stepped fixed costs; full, absorption & marginal costing methods; special order decisions.
	Ch.26, 27 & 28



	Cash-flow statements; depreciation.
	Ch.31 & 35



	Solvency, efficiency & shareholder ratios.
	Ch.37, 38 & 40



	Finance objectives, external influences and strategy.
	Ch.23



	Autumn term
Part 2
	Marketing
	



	Using normal distribution & standard deviation to help identify customer needs; explaining consumer behaviour; AIDA, DAGMAR, ATR; customer service; market segmentation strategy.
	Ch.52 & 53



	Extension strategies; value analysis; justifying a product mix.
	Ch.54



	The usefulness of income & cross elasticity of demand; justifying a pricing mix.
	Ch.55



	The role of place in a marketing strategy.
	Ch.56



	Drip & viral marketing; advertising elasticity of demand; justifying a promotional mix.
	Ch.57



	Service marketing.
	Ch.53 & 54–57



	Marketing objectives, external influences and strategy.
	Ch.50 & 58



	Production
	



	Innovation, research & development; the importance of technology.
	Ch.61 & 21



	Project management; CPA, Gantt charts & PERT; the importance of quantitative and qualitative factors.
	Ch.63



	Managing capacity & capacity utilisation.
	Ch.66



	The importance of service provision; improving customer service.
	Ch.54



	Location; the importance of a suitable logistics strategy; outsourcing, subcontracting, offshoring & re-shoring.
	Ch.69



	Production objectives, external influences and strategy.
	Ch.59



	Spring term
Part 1
	More external influences
	



	Factors to consider when trading internationally; impact of exchange rate changes; supporting international trade; free trade & trading blocs.
	Ch.15 & 16



	The EU & Single European Market; emerging markets; responses to increased globalisation.
	Ch.15



	Government expenditure & policy; the business cycle; political stability and uncertainty.
	Ch.17, 18 & 19



	The digital revolution; usefulness of computer hardware & software to business.
	Ch.21



	The consequences of complying or not complying with legislation; ethical trading and working practices; being an environmentally friendly organisation.
	Ch.17, 20 & 21



	The impact on a business of market forces & competition and its reaction to them.
	Ch.13 & 14



	Spring term
Part 2
	Business decision making & strategy
	 



	The franchise model; co-operatives; joint ventures & strategic alliances.
	Ch.3 & 4



	Mission statements; the ‘Plan-Do-Review cycle’; corporate social responsibility.
	Ch.6, 8 & 17



	Forecasting; structured (Delphi & expert opinion) & unstructured techniques of qualitative forecasting; quantitative forecasting; time series analysis.
	Ch.10



	Decision trees; Ansoff’s matrix; the use of decision making tools; conflicts in decision making.
	Ch.11 & 12



	Porter’s models of strategic choice; the relationship between objectives, tactics and strategy; developing & justifying a strategy.
	Ch.7



	Problems associated with using financial & non-financial measures to assess performance.
	



	Summer term
Part 1
	Revision
Revise Components 1, 2 and 3 for A Level exams.




Sample curriculum plan for AS and A Level OCR Business (one teacher)

Source: OCR website
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Chapter 1

Enterprise and business functions




AS/Year 1

Both AS and A Level students must know all of the content in this chapter.





Enterprise and the entrepreneur

‘Enterprise’ is a word that has two meanings in business studies. Firstly, ‘an enterprise’ is simply another term for ‘a business’ and it is common to read a statement such as ‘Richard Branson’s first enterprise was selling vinyl records’. The second meaning is used to refer to the actions of a risk taker who starts up his or her own business; such an individual is said to be ‘an enterprising person’ and is also referred to as an entrepreneur.

An entrepreneur is more than ‘a businessman’ or ‘a businesswoman’. Essentially, an entrepreneur is ‘a risk taker who sets up a business’. This is not the same as being self-employed.

For example, a person who is a carpenter or a hairdresser may have been made redundant and, not being able to find another job, sets up their own business. Many self-employed people will have had a job working for someone else. They may have become self-employed later in life, rather than earlier, and may not have wanted to. They may not like risk taking and would prefer to have ‘a steady job’ working for someone else.

An entrepreneur is different. An entrepreneur will usually have always wanted to run his or her own business and will be prepared to take risks.

Although the original concept of the entrepreneur was developed in an age when most businesses were small and owned by one person, the term is still in very common use. People such as Richard Branson and James Dyson, who come up with a new business idea or product, are still referred to as entrepreneurs even though the businesses they run are definitely not small.

Entrepreneurs are a very diverse group of people but they share similar characteristics, which are quite different from those of a person who is self-employed. There is nothing ‘wrong’ with being self-employed but the difference between a self-employed person and an entrepreneur is an important one. A self-employed person could be described as being:


	•  hardworking

	•  competent

	•  reliable

	•  diligent.



These are certainly important characteristics; however, as well as demonstrating these, entrepreneurs will have certain character traits:

Chris Oakley OBE, from the web design company Chapter Eight gives a lengthy, but detailed, definition of an entrepreneur:


An entrepreneur sees an opportunity which others do not fully recognise, to meet an unsatisfied demand or to radically improve the performance of an existing business. They have unquenchable self-belief that this opportunity can be made real through hard work, commitment and the adaptability to learn the lessons of the market along the way.

They are not diverted or discouraged by scepticism from ‘experts’ or from those from whom they seek backing and support, but willing to weigh all advice and select that which will be helpful. They are prepared not just to work seriously hard but to back their judgment with personal investment at a level which will cause problems if they are wrong about the opportunity. They understand that achievements are the result of team work and know how to choose the necessary blend of talents and inspire them with their vision.



[image: Diagram illustrating characteristics of an Entrepreneur with seven traits: Energy and enthusiasm, Self-belief and confidence, Persistence and drive, Ability to work under pressure, Creativity, Leadership skills, and Comfort with risk.]

Figure 1.1 Character traits of an entrepreneur




Long Description
Diagram illustrating characteristics of an Entrepreneur with seven traits: Energy and enthusiasm, Self-belief and confidence, Persistence and drive, Ability to work under pressure, Creativity, Leadership skills, and Comfort with risk. Radiating outward from the centre are seven coloured boxes, each representing a different trait. Clockwise from the top, the first box is labelled Self-belief and confidence, with the note If people do not believe in themselves, who will? The next box is Persistence and drive, explaining that success is unlikely to come immediately and highlights the story of James Dyson. Moving right, the third box is Ability to work under pressure, both alone and with others, noting that life in the early years of a business can be very difficult. Below it is Creativity and imagination, emphasising the need for coming up with ideas and solutions to a variety of problems. Continuing counterclockwise, the next box is Ability to be comfortable with risk, pointing out that setting up a business involves considerable personal financial risk and may affect health and family life. The sixth box is Leadership skills, such as motivation and communication, which are essential to achieve a committed, productive workforce. Finally, the seventh box is Energy and enthusiasm, stating that these are required even for aspects of running a business that are not enjoyable, noting that laidback pessimists are unlikely to succeed in business. Each box is connected to the central title by a line.


Successful entrepreneurs can therefore bring a variety of benefits to the business’s stakeholders. If the firm is profitable and growing as a result of the entrepreneur then it is more likely that its stakeholders will be able to reach their objectives (see Chapter 5). For example, more people are likely to be employed and employees will have more secure jobs and the chance of better pay and conditions, suppliers will receive larger and more regular orders, and the firm will pay more tax. A successful business may start to export goods to other countries and so help improve the UK’s trade balance (see Chapter 16). The government will receive more tax revenue from sources such as income tax, corporation tax, national insurance, and VAT if businesses are thriving.

It is for these reasons that the government is very keen to encourage enterprise and entrepreneurship and why a variety of initiatives exist to help would-be and existing, entrepreneurs.


Factors of production

Using resources (inputs) a business can produce the products that consumers want to buy (outputs). These resources are sometimes referred to as the factors of production: land, labour, capital and enterprise. Each of these can be used in various combinations in order to produce goods and services. ‘Land’ is natural resources; not only fields, but what lies below them in terms of minerals, and land also includes what can be grown on it. ‘Labour’ is all of the human resources available (except the entrepreneur) whatever the age and skill of the worker. ‘Capital’, in this context, refers to buildings, machinery and tools rather than money. ‘Enterprise’ is the entrepreneur who organises the other three factors.



Key term

Factors of production: the inputs that are used in the production of goods or services. They are land, labour, capital, and enterprise.




For example, bread is produced using the following factors:


	•  Land is used to grow the wheat and build the bakery on.

	•  Labour is used to plant the wheat, drive the combine harvester and collect the wheat, to operate the ovens, to pack the bread and to deliver it to the shops where it is sold.

	•  Capital is a combine harvester used to collect the wheat, ovens and baking trays are used to cook the bread, packaging machines to pack the bread, and vans to deliver it.

	•  Enterprise is the entrepreneur, the owner of the farm or the bakery; the person who organises the other factors of production in order to make a profit.



The factors of production are essential inputs for a firm and their availability can affect the business and its stakeholders. If there is a shortage of a particular factor its price will rise. The factor’s price is a cost to the business and any rise in factor costs is not going to be welcome since it potentially reduces profit margins. How might the firm react to a rise in factor costs? Raising prices is one option. The extent of the ability to do this depends on how many competitors there are in the market and the firm’s brand loyalty. Alternatively, the business could try and lower some other costs; it may impose worse terms and conditions on its suppliers in an attempt to do so. If the supplier is a small firm with no market power it may just have to accept the situation. However, if it is a nationwide supplier of a well-known national brand there will be little chance of such an approach succeeding. If the business tries to cut back on non-essential areas of expenditure, the local community may suffer in terms of fewer community initiatives such as sponsorship. The business may well, in fact, adopt a combination of all three approaches. The entrepreneur has to manage and make decisions on these issues.

An entrepreneur also has to make decisions about which factors to use and in what quantities; for example, should a farmer harvest a large field by using ten men with scythes, or one man using a combine harvester? It depends on costs. The combine harvester option sounds cheaper in terms of labour costs, but what about the capital cost? The entrepreneur is usually trying to make a profit and so will make decisions based on factor costs and also the likely payoffs from the risks that must be taken by running the business (see Chapter 9).



Key term

Value added: what a business achieves by ensuring that the price of the finished good or service is in excess of the cost of the inputs.






Adding value

Adding value means that a business can sell the product at a price that is higher than the cost of producing it. Any extras that can be added to a product that are priced above the additional cost result in value added (see Chapter 60).

An entrepreneur is concerned with adding value in order to make a profit. Manufacturing raw materials into a product adds value. For example, a piece of wood can be burned and therefore could be sold as a fuel. However, if the wood is cut, made into a toy animal and then painted, its value will be much higher.

Similarly, value can be added by creating an image for a product, making it appear to be more valuable. That is the key function of creating a brand image (see Chapter 57).



Constraints on a business

The entrepreneur also has to decide how best to manage the constraints on a business.

A constraint is a restraining factor on a business: something that limits how a business operates. It often involves a cost that the business will need to pay, either directly or indirectly. If, for example, the government passes a law stating that all employees who work with a certain type of chemical must be trained in a new way of handling and storage then those businesses involved would have to spend money on training and storage facilities. There would also be an additional cost in terms of lost production time while the training takes place and also the management time spent organising it. This cost would either be passed on to the consumer in the form of higher prices or be paid for by the businesses, which would affect the level of their profits.

[image: Flowchart illustrating five rectangular boxes connected by arrows with a central blue rectangle labelled The business. Arrows point from four surrounding rectangles towards The business. The surrounding rectangles are labelled: Environment, Legislation, The economy, and Competition.]

Figure 1.2 Constraints on a business





The functions within a business

The organisation of a business is often divided up into several functions or departments. In a large business each function will be staffed by specialists, whereas an entrepreneur starting up and acting on his or her own will have to be a ‘jack of all trades’ in carrying out different business functions


	1  Accounting and Finance. This department monitors and controls the business’s financial resources. The department keeps detailed records of all the products that the business has made and sold, the cost of the goods sold, and any tax due as a result of this. It has overall responsibility for ensuring that costs are kept under control and that there are sufficient funds available to pay all the day-to-day running costs of the business. It sets budgets in order to control the business and operates the business’s payroll.

	2  Operations management and production. ‘Production’ can be thought of as the process of transforming resource ‘inputs’ into finished ‘outputs’, i.e. the products that the business sells in order to meet the demands of consumers. ‘Operations management’ is a wider term that refers to designing and controlling the process of production to make it as efficient as possible. It therefore encompasses maintenance of capital equipment, stock control, quality control, and managing technological change (see Chapter 21 and 22). In practice the two terms are sometimes used interchangeably – or together, as in ‘Production and Operations Management’ (POM).

	3  Marketing and support services. As consumers have greater choice and an ever-increasing ability to purchase goods and services, the role of the marketing department is highly significant. It is the role of marketing to ascertain the needs of consumers by conducting market research and to attempt to satisfy the consumers in order to make a profit. Adding value and ensuring consumers are informed of the product or service in such a manner as to create a desire to buy (and then make repeat purchases) is all part of the task of marketing. Customer service may be considered as part of marketing since the way the product is sold can influence a purchase. This is particularly important when customers make expensive purchases such as a car, for example, and there is a requirement for clear advice on the nature of the product. Once a product has been bought, sales support is also important. It is reassuring for a customer to know that if help is needed with, say, tuning a new television or installing software on a new computer it is available – and this could encourage someone to make a purchase. Indifferent customer service at point of sale and/or sales support that is poor (either because of a lack of product knowledge or because the support is offered via a website that does not work, or a phone line that is always busy) loses the business customers and can attract poor publicity.

	4  Human resource management (HRM). Sometimes referred to as personnel, this department is responsible for the wellbeing of the employees. This includes recruitment and training, and, if necessary, terminating employment. How much time and money is devoted to this department often depends on the size of the business. As a business grows, its need for a separate HRM department increases, as there are more employees to look after. Motivating the workforce and ensuring that the business complies with employment legislation is also part of the HRM function.



A business needs to pay careful attention to each function and ensure that all departments work together. There should not be a situation where (say) the production function produces quantities that are not carefully co-ordinated with marketing, since this could result in either disappointed customers or a build-up of unwanted stock. Both instances are damaging financially since the former means revenue is lost and the latter means funds are ‘tied up’ that could be used elsewhere. Where a function is given insufficient attention, or co-ordination between them is poor the business will not be as profitable as it could be and this will impact negatively on its stakeholders.



Tips and techniques

Unless the question is based upon a specific business function it is wise to consider how a decision made on a particular course of action, such as launching a new product, will affect all four functions, since for the business to reach its goals all areas need to work together. A knowledge and understanding of the role of the four business functions will be important in constructing an analytical and evaluative answer.






Further sources

www.gov.uk/government/organisations/department-for-business-innovation-skills

www.greatbusiness.gov.uk

Both of these websites offer information on the assistance available from the government for new and existing businesses.






Your turn

Questions in red are for A Level candidates only.

Multiple-choice questions


	  1  Which of the following is a correct statement?

	A  An entrepreneur runs a profitable business.

	B  An entrepreneur can see an opportunity that others cannot.

	C  An entrepreneur is not happy with risk.

	D  An entrepreneur does not take advice from others.
(1)





	  2  Which of the following is not a factor of production?

	A  enterprise

	B  land

	C  labour

	D  money.
(1)





	  3  Which of the following best describes the term ‘value added’?

	A  the value of output

	B  the difference between the value of output and the value of input

	C  the cost of the factors of production

	D  the revenue the business gets from the sale of a product.
(1)





	  4  Which of the following is not one of the functional areas of a business?

	A  finance

	B  marketing

	C  production

	D  the economy.
(1)






Revision questions


	  1  State the two meanings of the term ‘enterprise’.
(2)


	  2  Identify three likely characteristics of an entrepreneur.
(3)


	  3  Analyse two reasons why the government is keen to encourage enterprise and entrepreneurship.
(4)


	4A  State what is meant by ‘a constraint’ on a business.
(1)


	4B  Identify two likely constraints on a business.
(2)


	  5  As a product passes through different businesses, value is added to a product. Calculate the value added by the activities of turning timber into wood pulp and the total value of output. Show your working.
(4)






	Business activity
	Value of input (£)
	Value added (£)
	Total value of output (£)



	Timber is forested
	0
	500
	500



	Turned into wood pulp
	500
	?
	750



	Turned into books
	750
	1000
	1750



	Sold by the retailer
	1750
	1000
	?




Total

(16)

Group task

In groups of two, you are required to make a 5–10 minute presentation on an entrepreneur. Select an entrepreneur and explain that person’s achievements in terms of businesses that have been created, consider the entrepreneur’s personal characteristics and evaluate why he or she has succeeded.

Case study

[image: Storefront for Specsavers, featuring a green and white sign with the words Audiologists and Opticians above the entrance. The window displays a poster with a smiling woman on the right side and advertising a 5 G B P eye test on the left.]

Specsavers Optical Group Ltd (better known as simply ‘Specsavers’) is a high street opticians, selling spectacles, contact lenses and hearing aids. The business was launched in 1984 by husband and wife team Doug and Mary Perkins in Guernsey. Now the group has over 1500 branches and employs around 25,000 people. Specsavers operates in Europe and has recently opened branches in Australia and New Zealand. It controls 42 per cent of the UK opticians market and had a turnover of £1.7 billion in 2012.

Specsavers is clearly a vast business. Yet it retains the feel of being a family firm, and this is one of its strengths. Dame Mary Perkins gives a sense that she is deeply involved in the company, and deeply interested in its operations on the ground. ‘I never lose sight of the customers. We wouldn’t have a business if it wasn’t for them, so they… are my best friends, the most important people in my life.’

Among the many awards won by Specsavers since 1984 is being voted most trusted optician by British consumers for 10 years in a row.

After its slow first year, Specsavers has achieved growth year after year. It has never closed a store, and has no loans or outside investment. This is nothing to do with luck or timing, asserts Dame Mary Perkins, but the result of ‘careful appraisal of everything’.

Specsavers rigorously researches aspects such as locations and partners, and its senior management style seems to be micromanagement in the best sense, with headquarters closely involved with the day-to-day running of each store. ‘We have a close working relationship with all the stores, and we’re very hands-on with them,’ explains Perkins. ‘We don’t just give a manual and say this is how you do it. A board member will meet with all the opticians in every country every eight weeks. We sit down for the day and ask what’s been happening, and whether something’s worked … It’s not all done from behind a desk, we’re very much involved at the sharp end.’

The optician chain’s joint venture structure, whereby each partner (the optician in charge of the management of the store) has a 50 per cent stake in his or her store, offers partners a long-term incentive to perform well and grow. This structure, points out Perkins, offers greater rewards and motivation to each partner than a franchising arrangement. It’s an excellent formula for growing a company and getting staff to buy into its vision.

The joint venture arrangement encourages opticians to nurture their own patch. Perkins explains: ‘Reputation is ever more important with the new media around. Companies should stay close to their customers and be part of their communities.’ It’s an interesting paradox that in the days of global online purchasing, local engagement and individual customer care are more important for retailers than ever. A small local problem or small group of disgruntled customers can quickly become a national or even international story.

Perkins warns that the internet has also changed customer expectations, and the difficult economic landscape has exacerbated this. ‘Customers are searching for more value – for more for less.

They’re more demanding, and more knowledgeable, using the internet to find out things for themselves, and they want better service. So they need to be told why they should spend money with you.’

One of the challenges for Specsavers has been to keep growth at a steady and manageable rate. A common cause of failure, advises Perkins, is ‘trying to run before walking, trying to get big in a hurry – there’s no need to do that’. She warns against being too thinly spread, and of losing your culture, vision and values when you expand into other markets.


	  1  State two reasons why Mary Perkins could be considered as ‘an entrepreneur’.
(2)


	  2  Specsavers controls 42 per cent of the UK opticians market and had a turnover of £1.7bn in 2012. Calculate the total value of turnover in the market for 2012.
(2)


	  3  Analyse two likely issues that Doug and Mary Perkins would have needed to consider before deciding to try to become entrepreneurs in the opticians market in the UK.
(6)


	  4  Evaluate the reasons why Mary and Doug Perkins have succeeded as entrepreneurs.
(15)

Total

(25)













Chapter 2

Business sectors and types of business




AS/Year 1

Both AS and A Level students must know all of the content in this chapter.




It is important to recognise that businesses are not all the same; they vary in size, by the sector they operate in, and by the legal structure they possess. In addition, just as a market can be local, national, or international this is also the case with a business. It is unlikely that a small firm will have branches in other countries (although it may still sell products abroad) but many public limited companies (PLCs) have operations in other countries as well as nationally in the UK. These businesses are known as ‘multinationals’.


Different stages of production

As products are made, they pass through the chain of production. For example, production of petrol starts with the extraction of crude oil from the ground; next the oil is refined and then the petrol is distributed to garages, where it is sold to the final consumer. In some industries, one firm is involved in all stages of the chain, as shown in Figure 2.1.



Key term

Chain of production: stages that a product passes through until it reaches the final consumer.




In other industries, the businesses involved at each stage of the chain are different. This textbook started out as part of a tree that was grown by one firm and possibly cut down by another. It was probably turned into wood pulp and then paper by another quite separate business. The paper was then printed with the text, which someone else had written, and made into a book, before being distributed (by yet another business) to a retailer where it was finally purchased by the consumer.

It does not matter whether one business or many are involved in the chain of production. What is important to note is that, as a product passes along the chain, it has value added to it – in other words, it becomes worth more because of the business activity at each stage of the chain (see Chapter 60).



Business activity

This can be classified by the nature of output into three broad sectors.


	1  Primary sector. Businesses in the primary sector are concerned with the extractive industries. These include farming, forestry, fishing and mining, as well as oil and gas extraction.

	2  Secondary sector. Businesses in the secondary sector are concerned with manufacturing — that is, turning raw materials into semi-finished and finished products. The pressing of steel into a chassis, the production of an engine and then the final assembly of components into a complete car are examples of business activity in this sector. Secondary production also includes the construction industry — building houses, factories, office blocks and roads.

	3  Tertiary sector. Businesses in the tertiary sector are concerned with the output of services; and services still count as production even if there is no actual finished product to see. They include a wide range of tertiary activities from retailing, banking and transportation, through the many services provided by the leisure industries, to the kinds of service provided by professionals such as teachers and doctors.



[image: Sequence of three stages in the process of getting oil from extraction to a petrol station: an offshore oil rig, an oil refinery, and a petrol station.]

Figure 2.1 Most petrol companies own their own oil fields, refineries and garages



Figure 2.2 shows the proportions of each sector in the output of the UK.

[image: Pie chart with three segments: a large pink segment labelled Tertiary at 80 percent, a smaller yellow segment labelled Secondary at 14 percent, and a tiny blue segment labelled Primary at 6 percent.]

Figure 2.2 The composition of output in the UK



Different surveys measure GDP data in slightly different ways but it is clear how output is divided. The tertiary sector is by far the largest. This accounts for nearly 80 per cent of total output in the UK. The secondary sector accounts for around 14 per cent, while primary output is around 6 per cent of total GDP. A large tertiary sector is one of the features of an advanced economy. The decline in the level of secondary output and employment typical of advanced economies is referred to as deindustrialisation.



Key term

Deindustrialisation: the decline in the size of the secondary sector of the economy.






Structure of the economy

The structure of the economy and what businesses produce is important. Manufacturing does matter. The UK produces and exports high-value products especially in areas such as engineering, machine tools, electrical components, nuclear reactor components and aircraft. Chemical engineering and pharmaceuticals are also strong in the UK. If manufacturing is thriving then there is likely to be a positive effect on the other two sectors as well, since there will be a need for more raw material inputs and services to support the business. Furthermore, the UK needs a successful manufacturing sector to generate the export earnings.



Types of business

Businesses can also be classified by whether they are in the private sector or the public sector (see Figure 2.3). In the private sector, businesses are owned and run by individuals. These are referred to as ‘private enterprise’. In the public sector, there are not many ‘businesses’ in the usual sense of the word. The term ‘organisation’ is more appropriate. In this sector, organisations are referred to as ‘public enterprise’ and are owned and run on behalf of the public by central or local government. Examples are the British Broadcasting Corporation (BBC), The National Nuclear Laboratory (NNL) and the National Health Service (NHS). At local level, libraries and (some) leisure centres are government owned.



Key terms

Private sector: businesses owned and run by private individuals — usually for profit.

Public sector: businesses and organisations owned and run by local or central government, whose objective is to provide a service rather than make a profit.




[image: Flowchart illustrating the classification of business ownership types, divided into two main branches: the private sector and the public sector. The chart visually distinguishes between privately owned and government-owned organisations.]

Figure 2.3 The private and public sectors




Long Description
Flowchart illustrating the classification of business ownership types, divided into two main branches: the private sector and the public sector. Under the private sector, there are three primary forms: Sole trader, Partnership, and Limited company. The Limited company further branches into Private limited company Ltd and Public limited company plc. On the other side, the public sector is divided into Central government owned and Local government owned entities. Arrows are used to indicate hierarchical and categorical relationships, showing how each business type falls under its respective sector and subcategory. The chart visually distinguishes between privately owned and government-owned organisations.




Businesses in the private sector

The legal structure of a business is important because of the ways in which it influences the firm’s operation. Legal structure is particularly important for the effects that it has on:


	•  ownership and control of the business

	•  responsibility for any debts

	•  sources of finance available

	•  the objectives pursued.




Sole trader

The sole trader (also known as the ‘sole proprietor’) is the simplest form of business organisation. The sole trader owns the business and makes all the decisions affecting it. This does not mean that the business has only one person working there; the sole trader could employ a number of people, but he or she is in overall control. The most important legal aspect of being a sole trader is that, as far as the law is concerned, the business and its owner are inseparable. The business does not exist in its own right — it is said to be ‘unincorporated’.


Advantages of being a sole trader


	•  There are few legal requirements when setting up as a sole trader, although some businesses may need a licence (e.g. to sell alcohol). It is therefore possible to start a business quite quickly and with relatively little capital.

	•  The sole trader does not have to consult with anyone and therefore making decisions (e.g. over the products on sale and the hours that the business will open) is quick and easy.

	•  A sole trader keeps all the profit (after tax).

	•  As a sole trader cannot issue shares, he or she cannot be subject to a ‘takeover’ in the way that a public company can.

	•  Apart from having to provide information for income tax purposes, the financial state of the business can be kept private. This is not the case with a company, which has to publish its accounts.





Disadvantages of being a sole trader


	•  The sole trader is ‘the business’ and is fully responsible for all its debts. If the business runs into financial difficulty, the sole trader may be forced to sell his or her personal possessions (e.g. house or car) to pay the debts. This is known as unlimited liability.

	•  Sole traders have to be a ‘jack of all trades’; they must single-handedly perform all the business’s functions, such as marketing the products, controlling finance and motivating employees. No matter how talented a person is, it is unlikely that he or she will be good at, or enjoy, all of these. Unfortunately, if any one of these is neglected or performed badly, the business is going to suffer.

	•  Successful businesses often want to grow. It can be hard to raise capital for expansion, because a small business is seen as risky, which can limit the opportunities for growth.

	•  Sole traders can easily get overworked. This is especially true in the first years of the business’s existence when the sole trader is likely to be working long hours to build up the customer base and reputation.

	•  Sole traders are usually small businesses. Larger firms may not wish to deal with them because they may feel that they do not have the expertise or ability to ‘deliver’ in the way that a larger business could.

	•  Since the sole trader legally is the business itself, if he or she dies, then the business comes to an end. There is no continuity.






Partnership

[image: Two individuals in a clinical setting. The person on the left is wearing a teal scrub top and holding a folder or dental chart. The person on the right is wearing a white lab coat over a blue shirt and tie.]

Dentists often form a partnership



Whenever two or more people run a business together, as far as the law is concerned, they are partners. There does not have to be any formal documentation for a partnership to come into existence. Partnerships are common in the professions, among, for example, solicitors, accountants and dentists.

Just as is the case with a sole trader, a partnership is not a legal entity in its own right. The partners are ‘the business’. The law requires a minimum of two and a maximum of 20 partners.

It is good business practice for partners to draw up a Deed of Partnership. This is a legal document that governs the running of this type of business. It sets out and clarifies matters such as:


	•  how much money each partner is expected to contribute

	•  how much income each partner can draw (i.e. take) from the business

	•  the responsibilities and duties of each partner

	•  the arrangements to cover absence, sickness or holidays

	•  how decisions are to be made within the partnership

	•  the arrangements for taking on new partners

	•  the arrangements if the partnership is to be dissolved

	•  the arrangements for finance (e.g. will partners have separate or joint accounts?).



If no deed exists, the business will be governed by the Partnership Act of 1890, which states that the responsibility for running the business and the distribution of profits and losses are to be shared equally among the partners.


Advantages of partnerships


	•  A partnership is easy to establish.

	•  Additional partners mean there will be more capital. Expansion is therefore likely to be easier than it is for a sole trader.

	•  Work is shared and different partners with different skills can be employed.

	•  Partners can specialise in what they do best.

	•  Losses are shared.

	•  Partnerships, like sole traders, pay income tax, which means that the financial state of the business can be kept private.





Disadvantages of partnerships


	•  Partners, like sole traders, have unlimited liability. Furthermore, an individual partner is liable for any debts incurred by other partners even if he or she had no knowledge of the decisions that led to them. Partners may have limited liability if they simply contribute money and take no active part in running the business. These people are known as ‘sleeping’ partners. However, a partnership must have at least one partner with unlimited liability.

	•  Decision making is slower and there is the possibility of disagreement.

	•  The legal restriction on the maximum number of partners means that the business can still lack capital for expansion.

	•  Losses are shared but so are profits.

	•  In law, a partnership can be automatically ended with the departure, resignation, or death of one partner. For this reason, partners should make provision by having a written agreement about what will occur if this happens; perhaps agreeing that a new partner can be taken on, or that the existing partners will convert the business to a company.






Limited liability partnerships (LLPs)

LLPs became legal in 2001. They combine some features of partnerships with some of those of limited companies. An LLP is a separate legal entity, so its owners have limited liability. The owners of an LLP are called members rather than partners.

Before 2001, if a group of people wanted limited liability (see page 11) they had to form a company. The creation of LLPs means that it is possible to have the advantages of a partnership combined with limited liability. However, this limited liability comes at a price: LLPs, like private limited companies, are required to file their annual accounts at Companies House. Their accounts are therefore available publicly for competitors to view.



Limited company

There are a number of important differences between companies and other types of business organisation:


	1  Incorporation. In law, sole traders and partnerships are unincorporated — that is, they do not exist separately from their owners. A company, on the other hand, is ‘incorporated’ — the business exists in its own right. Those who own the company (the shareholders) are not the same as those who run it for them (the directors).

	2  Shares. Companies can raise capital via the issue of shares, whereas sole traders and partnerships cannot. A ‘share’ is exactly what the term implies: buyers own a share of the company. They become one of its owners. Companies issue shares to raise money. Investors buy shares with two aims in mind: receiving a return on their money (which is known as a dividend) and making a capital gain — selling their shares for a higher price than they bought them at. The issue of shares is covered in Chapter 40.

	3  Limited liability. If a company goes into liquidation (has to cease trading) because of financial problems, its shareholders have limited liability. This means that the shareholders only lose their shares. This could mean the loss of a significant sum of money, but at least shareholders are not personally liable for the business’s debts in the way that sole traders and partners are. The shareholders’ liability is limited to the capital they have invested.





Private and public limited companies

There are two types of company: the private limited company and the public limited company. Private companies are often, but not necessarily, family businesses, where the advantages of being incorporated can be linked to the ability to keep control within a fairly small group of people.

It is usually the case that sole traders and partnerships operate in local markets because of their size and ability to supply. A private limited company may operate nationally, and a public company will operate nationally and often in international markets as well. If this is the case it is known as a ‘multinational’. A small business may, of course, sell products abroad but this does not make it a multinational; a multinational actually produces in the foreign market rather than simply exporting to it.

Public companies are larger than private companies. Other differences are as follows:


	•  The name. A public company is a ‘plc’. A private company’s name must end with ‘Limited’ or ‘Ltd’. Virgin Atlantic Ltd is an example of a private company even though it is part of the larger Virgin Group.

	•  Where shares can be traded. A plc can sell shares on the stock market. A private company cannot. A public company’s shares can therefore be bought by anyone. In a private limited company, shares must be sold through private negotiation and cannot be advertised for sale to the public.

	•  The possibility of being taken over. As a plc’s shares are available for anyone to buy, it can be quite legally taken over if an investor gains 51 per cent of its shares. A private company can ‘sell out’ to an investor but cannot involuntarily be taken over.

	•  The amount of share capital. A plc is required to have a minimum share capital of £50,000. A private company has no minimum.

	•  The way the company reports to shareholders. A plc is required to include more detail in its annual publication to shareholders (the ‘Report and Accounts’). In a private company, reporting to shareholders and the accounting procedures that the company has to use are less complicated.



Private and public companies have a number of similarities too:


	•  Directors. Shareholders elect a board (a group) of directors to run the company on their behalf. In a private company, the directors may be the shareholders.

	•  Information. Shareholders must receive a copy of the company’s Report and Accounts every year. They are also entitled to attend the annual general meeting (AGM). At this meeting, they receive a report from the directors on the state of the company. This includes information on the company’s finances. The shareholders are entitled to vote at meetings (e.g. in the election of directors) and to question the directors about the way the company is being run.

	•  Voting. Voting by shareholders is ‘one vote per share’, not ‘one person, one vote’. This means that an individual or a relatively small group of people can own enough shares to outvote all the others. Theoretically, to do this a person or group would need 51 per cent of the shares, but AGMs are often poorly attended and so it is possible to influence the business’s decisions with a smaller percentage.





[image: Storefront with a teal facade and the sign HARCREAVES and SONS above the window displays, featuring various colourful items and decorations.]

Smaller, family businesses tend to operate as a private rather than a public limited company




Advantages of companies


	•  The main advantage of a company is its access to large amounts of capital through the ability to issue shares. This means that there are greater opportunities for growth.

	•  Limited liability for shareholders encourages people to invest in the company.

	•  Investors such as banks often regard companies as less risky than a sole trader or partnerships. This could mean better terms for borrowing money.

	•  Continuity: a company is a separate legal entity and so does not come to an end when the original owner(s) die. Unless a company has severe financial problems, it can exist forever.





Tips and techniques

The legal structure of companies is different from that of sole traders and partnerships. This has important implications for how they raise finance, how they are run and how they report to stakeholders. It is therefore a mistake to refer to every business as ‘a company’.






Disadvantages of companies


	•  Setting up a company can be expensive. In order for a business to be established as a company, two important legal documents need to be completed to protect the interests of shareholders. These are known as the Memorandum of Association and the Articles of Association.

	•  The Memorandum deals with the company’s relationship with the outside world (whether it will be a private or a public company, the nature of the products it will sell, etc.). The Articles deal with the internal running of the company (e.g. arrangements for the election and removal of directors). Completing these documents to the required standard means that establishing a company can be slower, more complicated and therefore more expensive than setting up as a sole trader or partnership.

	•  Running a company is more complicated than being a sole trader or partnership. Directors have certain legal responsibilities to the shareholders (e.g. holding the AGM, preparing the accounts in a certain way and publishing the Report and Accounts). This added complexity may mean that the company has to hire an accountant and a lawyer, which will be additional expense.

	•  Company accounts are not private. All company accounts, whether they are public limited companies or private limited companies, are on open access at Companies House. It is therefore difficult to keep the business’s main financial details hidden from competitors.

	•  The danger of a takeover: in the case of a public company, the original owners could lose control if large blocks of shares are bought up by other investors. If the takeover is successful the company will usually continue to exist as an independent legal entity controlled by the acquirer. A takeover might go smoothly because the shareholders of both companies consider it to be beneficial. On the other hand, it may be resisted and so be regarded as ‘hostile’. This is different from a merger, which is where two companies join together to form a new, larger business.

	•  Large companies can require complicated management structures. The more people there are to manage, the more difficult communication and co-ordination become.





Key term

Companies House: All UK companies must be registered. They must also submit details about themselves such as the identity of the directors, the number of shares and the latest ‘Report and Accounts’ every year. This is where these details are on open access to the public.






Tips and techniques

Remember that in law a company is a separate entity from its owners. This has implications for the way it raises capital and how it reports to its shareholders.








Public sector

At central government level, money that has been raised through taxation is spent on essential services such as healthcare, education and pensions. At local government level, a range of services, including street lighting, the fire service, and refuse and recycling collection, must be provided for all residents. In addition to these, councils also provide libraries, parks and leisure centres.

The nature of the services being provided by public sector organisations means that their objectives are different from those of businesses in the private sector. The National Health Service is clearly not a ‘business’ in the usual sense of the word and is not expected to make a profit. The priority of most of the public sector is to provide a value-for-money service.

However, there are likely to be certain similarities between an organisation in the private sector and one in the public sector: NHS managers may not have ‘customers’ in the sense that a business in the private sector has, but they are still expected to provide the highest quality of service possible. They are also expected to keep tight control on finances so as to eliminate wastage of scarce funds.

[image: Three fire trucks parked inside a fire station garage, with the closest one prominently displaying the word Burlington on its side and the number E 6 1 1 on the front.]

The fire service is financed by taxes paid to local government





Tips and techniques

Do not confuse the term ‘public sector’ with ‘public company’. A public company is not the same as ‘public enterprise’.






Third sector

A ‘third sector organisation’ (TSO) is one that is neither in the public sector nor private sector in the usual sense of the term. TSOs include charities, community groups, faith groups, self-help groups, social enterprises, and co-operatives. TSOs are motivated by the desire to achieve social goals (e.g. improving housing, the environment, helping people with social problems, or trying to reduce poverty) rather than the desire to maximise profit. A profit may be made (and indeed may be an important objective) but a key feature of a third sector business is that this profit is reinvested in order to improve the service being provided, rather than distributing it to shareholders.

TSOs can have a number of legal forms; a TSO is not a separate legal entity in itself. Some are just associations of people with shared values and objectives. Some operate as a company but with a not-for-personal-profit approach such as charities or co-operatives (see Chapter 3).



Tips and techniques

You could be asked to form a judgement on the most appropriate legal structure for a particular business, so it is essential that you understand the implications of each type. Remember also that an individual business is always referred to as ‘it’ not ‘they’.






Further sources

www.companieshouse.gov.uk: All companies must be registered. They must also submit details about themselves such as The Report and Accounts every year. This is where these details are on open access to the public.

www.thirdsector.net: News and information about the third sector and the jobs available in it.






Your turn

Questions are suitable for all AS and A Level candidates.

Multiple-choice questions


	  1  Which of the following must have unlimited liability?

	A  sole trader

	B  private company

	C  public company

	D  business in the Third Sector.
(1)





	  2  Which type of business does not have continuity?

	A  private company

	B  public company

	C  sole trader

	D  any business in the public sector.
(1)





	  3  A public sector business:

	A  has to publish an Annual Report and Accounts

	B  is owned by central or local government

	C  will have a large number of shareholders.

	D  is likely to try to maximise profit levels.
(1)





	  4  With regard to a company, which of the following is not true?

	A  Shareholders have one vote per share.

	B  Shareholders have to attend an annual general meeting.

	C  The company is a separate legal entity from its owners.

	D  Company accounts are on open access to the public.
(1)







Revision questions


	1A  Identify the three sectors of economic activity.
(3)


	1B  State an example of business activity in each sector.
(3)


	  2  Explain the difference between the private sector and the public sector.
(4)


	  3  Explain the difference between ‘unlimited liability’ and ‘limited liability’.
(4)


	4A  State two advantages of operating a business as a sole trader.
(2)


	4B  State two disadvantages of operating a business as a sole trader.
(2)


	5A  State two advantages of operating a business as a partnership.
(2)


	5B  State two disadvantages of operating a business as a partnership.
(2)

Total

(22)





Case study

Pfizer and AstraZeneca

Until April 2014 you might have been forgiven for thinking that AstraZeneca (AZ) was a fading rock star from the 1970s. In fact, AstraZeneca is one of the UK’s largest plc’s; a multinational pharmaceutical company employing almost 7000 people. It has sites all over the country including ones for research and development, manufacturing and supply, sales and marketing, an environmental research facility and the head office in London. The company’s website states ‘Our focus is on developing new medicines to make a meaningful difference to patients’ lives - and the UK is right at the heart of our efforts to do that.’

In April 2014 AZ was the subject of a takeover bid from Pfizer. If AZ is big, the American-based Pfizer is colossal. Why was this a major news item for weeks? After all, takeovers happen all the time. The issues focused on the motives of Pfizer and the likely consequences, not just for AZ, and its stakeholders but for the UK as a whole.

In the end, the takeover did not take place but if it had it would have been the largest in UK history; being worth around £69 billion. Shareholders would certainly have seen a premium on the value of their shares. Before Pfizer made its move, the company’s share price was £37 a share. Pfizer indicated it would pay as much as £55.

The directors of AZ each owned around 300,000 shares and would have stood to share a figure in the region of £60 million. Pfizer made several bids for the shares, upping the amount several times. Why? There was some logic to the argument in favour of a takeover; Pfizer produces drugs to treat cancer and so do AZ – who have conducted a good deal of research and development in this area. There are also arguments in terms of cost advantages arising from economies of scale.

Others, at the time, were much less charitable and have said it was all about tax reduction. The likelihood was said to be that after the takeover a new company would be created in the UK, meaning the company’s non-US profits would not be subject to US taxes – which are higher than those in the UK.

If the commercial logic was debatable, the consequences for AZ’s operations and its employees could be questioned. There was concern that instead of ‘sharing knowledge’ the fact that there would be duplications of some company functions would mean closures and redundancies. The Chief Executive of Pfizer himself admitted this. AZ’s trade unions were especially unhappy about the proposal, claiming that Pfizer has a history of takeovers and closures. These closures would have been significant, and not just for employees, because AZ is a leading company in its field with a worldwide reputation for developing and selling innovative pharmaceutical products especially those that treat cancer. AZ’s Chief Executive went so far as to express concern that lives may be at risk if research into certain treatments are delayed or abandoned because of cost-cutting caused by Pfizer.

AZ’s operations and investments create linkages with other UK firms in this fast-moving market. If the plants and research facilities are shut down, the UK as a whole loses out in one of the areas it has a competitive advantage. AZ’s exports account for 2.3 per cent of the UKs total exports.

The takeover was eventually abandoned when AstraZeneca rejected Pfizer’s £69 billion takeover approach, saying the bid undervalued the company and posed too many risks. AZ’s shares tumbled 13 per cent to £42.04 on the news, wiping about £8 billion off the company’s market value. However, perhaps the Pfizer takeover attempt has been a belated wake-up call. It fuelled wider debate about the whole nature of the ownership of public companies and how short term their focus often is – on profit.


	  1  AZ is a public limited company. Outline two differences between a private limited company and a public limited company.
(4)


	  2  AZ was subject to a takeover bid. Outline the difference between a takeover and a merger.
(4)


	  3  Other than the possibility of a takeover, analyse one disadvantage to AZ of operating as a public limited company.
(4)


	4A  When the bid was abandoned, AstraZeneca’s shares tumbled 13 per cent to £42.04. Calculate the figure for Astra Zeneca’s share price before the 13 per cent fall.
(3)


	4B  Analyse how the ‘tumble in the share price’ might affect one of its stakeholders.
(4)


	  5  To what extent could the stakeholders of AZ have benefited from the takeover by Pfizer? Justify your view.
(15)

Total

(34)













Chapter 3

Franchises and co-operatives




Year 2

A Level students must know all of the content in this chapter.

This chapter is not applicable for AS students.





Franchises

A franchise is where a business with a well-known brand name (the franchiser) lets a person (the franchisee) or a group of people set up their own business using that brand. This is in exchange for an initial fee and continuing royalty payments (a certain percentage of turnover or profit) for as long as the franchise lasts.

A franchise is not a type of legal structure in itself. The liability for the person (or people) using the franchise depends on how the business is established. A franchisee can choose which legal structure to adopt, although the franchiser may recommend a particular type. Franchisees have unlimited liability if they are in business as a sole trader or a partnership, but have limited liability if they have set up the franchise as a company (see Chapter 2).

Franchisers can now be found in most sectors of the economy and quite a few of the best-known brand names operate some, or all, of their businesses as a franchise. McDonald’s and Burger King are well-known examples of franchises in the fast-food market, as is the Body Shop in the cosmetics market.



Key term

Franchise: a business with a well-known brand name (the franchiser) lets a person (the franchisee) or a group of people set up their own business using that brand.





Advantages for the franchiser


	•  The firm does not have to spend large amounts of money (possibly getting into debt) in order to expand.

	•  The products necessary for the franchise to operate are under the franchiser’s direct control. This can mean that franchisees are charged high prices for supplies.

	•  Applicants are carefully selected for their suitability to become franchisees. Issuing franchises should therefore generate a continuous stream of revenue from franchisees who are determined to make their business succeed.



[image: Storefront of a business named THE BODY SHOP. The sign is repeated on both the awning and a hanging sign to the right of the entrance.]

Many of the UK’s well-known businesses are franchises





Disadvantages for the franchiser


	•  Control issues. The control the franchiser has over the product is not as great as it would be if the business sold the product itself. Time has to be spent ensuring than franchisees are following procedures properly. Bad publicity from ‘a rogue franchisee’ could affect the brand image.

	•  The cost of supporting franchisees. One of the selling points of a franchise is that ongoing support, training, market research and product development are available to a franchisee. There are considerable costs to be incurred if these are to be provided. The support network has to grow as the franchise grows.

	•  The possibility of conflict. If there is a disagreement between franchiser and franchisee it may get quite acrimonious. If a product fails to sell, a franchisee may blame the franchiser and may claim that inadequate marketing support or product training was given. This could lead to court action. There is also the chance that if a franchise closes down and the franchiser is seen as the problem, the franchisee may decide to disclose confidential information to others as a means of ‘getting even’.





Should a business franchise its brand?

Whether a business feels that it is worth franchising its brand depends on its managers’ attitude to such factors. There is also the initial cost of setting up the whole network and the risk that it may initially fail if the wrong locations and/or franchisees are chosen. A long-term view may need to be taken; franchising a brand is not a ‘get rich quick’ scheme. This means that the business’s stakeholders are unlikely to see huge benefits immediately – and if the franchises perform poorly, for whatever reason, they may suffer as well. The loss of control issue may be a particularly important one for senior managers who may prefer to keep business decisions highly centralised.

Whether a franchise is an appropriate choice for someone wanting to start their own business depends on factors such as how much time and money they are prepared to invest in the business, the desired rewards, and their attitude to risk.


Advantages for the franchisee


	•  The franchisee is using a tried-and-tested brand name, so there is a greater chance of success than if they had gone into the same sort of business with their own brand.

	•  Specialist advice and training are available from the franchiser on an ongoing basis.

	•  The franchiser carries out market research and provides marketing support. Thus franchisees can spend more time actually selling products and making a profit for themselves.

	•  It may be easier to obtain a loan from a bank because of the factors mentioned above.





Disadvantages for the franchisee


	•  Supplies have to be bought from the franchiser, which may charge higher prices than those for similar products on the open market. This will lower profit margins.

	•  There will be continuing royalty payments (a certain percentage of turnover or profit) to the franchiser.

	•  The franchisee has less control over what it is selling, and how it sells it, than a person running their own business would usually have.

	•  The business cannot be sold without the franchiser’s permission.

	•  A franchise is for a fixed period of time and is not automatically renewed.







Co-operatives


The Co-operative movement

The term ‘stakeholder’ might be a relatively modern one, but the concept of stakeholding is not. One business that has been applying it for over 150 years is the Co-operative movement. This began in Rochdale in 1844 when a group of workers who were fed up with poor-quality products and high prices set up their own grocery business. It was to be a ‘co-operative business’; that is, one that existed for the benefit of its users rather than some distant and uncaring owner. The co-operative idea was a great success and The Co-operative Group (‘The Co-op’) went on to employ over 60,000 people and now operates in many different business areas, including retailing, wholesaling, travel, funerals, insurance and banking. Strict ethical principles upholding the ‘stakeholder approach’ have been applied in every area of operation. It has around six million members who receive a share of the profits that they help to create, based on how much they spend with any of its businesses in a particular year.

The group’s website makes its approach clear under the heading ‘Championing a new way of doing business for you and your communities’:


Better way of doing business – we need to be commercially successful, building a sustainable way of doing business that is mutually beneficial, recycling our success into strengthening communities. Continuing our ongoing commitment to ethical values and sourcing

For You – immediate and tangible benefits for our members and customers who are not yet members. Functional benefits – better prices; great quality; right location; excellent customer service; emotional benefit – feels good and feels right

Your Communities – enabling and strengthening communities, being locally relevant and reinforcing reasons why members and customers should be loyal to us



Source: http://www.co-operative.coop/corporate/aboutus/ourvisionandaims/

In theory, all stakeholders should get a better deal with this business model because the concern of those running it is not narrowly focused purely (or mostly) on the organisation’s shareholders. Stakeholder conflict is not eliminated but hopefully it is minimised; all of those involved can benefit.

In 2013, however, it became clear that ‘The Co-op’ was in serious trouble. The Co-operative Bank, once upheld as an outstanding example of the stakeholder approach to operating a business had run into trouble following its merger with the Britannia Building Society. It had to be bailed out by hedge fund companies (companies whose aim is solely to make a short-term profit and who do not focus on ethical standards). This was a humiliation given the ethical heritage of the organisation. Worse was to come when its former chairman, the Reverend Paul Flowers, was charged with possession of illegal class A drugs.



Key term

Co-operative: a business that is owned and run by its members (employees and customers). Profits are shared between members rather than being distributed to shareholders.






Tips and techniques

Remember that co-operatives can take many different forms. Do not assume that any ‘co-operative business’ is the same organisation as ‘The Co-op’.




[image: Sign for The co-operative bank. The words The co-operative bank are displayed on a rectangular sign, while the words co-operative bank are also visible on the building's facade in a larger, metallic font.]

The problems with the Co-operative bank in 2013 caused a major crisis for the whole Co-operative Group



However, it was not only the banking arm of the Co-operative Group that was in difficulty. A report in 2014 by Lord Myners, a former Co-op Board member said that the whole board was ‘dysfunctional’ and should be more concerned with making a profit. This led to outrage among some members who were implacably opposed to running The Co-op as if it were just another plc. Questions were raised about whether those running The Co-op had the necessary ideals, qualifications, experience, and skills. A debate began about the extent to which a business in the modern world can actually truly be ethical if it is to succeed. It was eventually agreed that there would be a new board governing The Co-operative Group, with executives being drawn from professional backgrounds. In the light of this, it is clear that the future running of The Co-operative Group will be very different to its past.

It should be recognised that not all references to ‘co-operatives’ refer to parts of The Co-operative Group. Co-operatives are very diverse; they can range from retail business, to credit unions, and housing co-operatives. They can be set up in different ways, using different legal structures. As is the case with a franchise, a co-operative is, in itself, not a separate legal structure. Whatever its legal form there are certain key elements to any co-operative business:


	•  It is owned by its members; the people who use it.

	•  It is run by its members who elect those managing the business and so help shape the decisions their co-operative makes.

	•  Profits are shared among members; this is important; a co-operative is not a charity, it is a business.




Advantages of a co-operative


	•  Establishing a co-operative is legally straightforward; the legal documentation is straightforward and inexpensive.

	•  All involved are working towards a common goal; employees can be expected to be motivated and therefore productive. Customers are usually loyal and supportive.

	•  Liability for members is usually limited.

	•  A high quality of service should be provided, since customers are likely to be members and also because profits made (from customers) are shared.

	•  The stakeholders in a co-operative should benefit because of the approach it adopts. However, there are also disadvantages.





Disadvantages of a co-operative


	•  Capital can be limited. Initially it is limited to what is contributed by members. Banks may be reluctant to lend as a co-operative might be regarded as ‘not a normal type of business’. In any event, potential investors may be put off by the possibility of a limited return.

	•  Weak management. Those elected to manage may be well intentioned but ineffective because they do not have sufficient grasp of business principles. If this occurs it will mean lower benefits for members and other stakeholders.

	•  Employees may want more as they begin to feel that instead of profits being reinvested to further the co-operative’s aim, they deserve more themselves.

	•  Slower decision making, since there is greater involvement by members.

	•  Co-operatives operate successfully all around the world, but there is no guarantee that operating a business in this way is necessarily going to generate more benefits for its stakeholders than an ‘ordinary’ business would.





Further sources

www.franchisedirect.co.uk: franchise opportunities available in the UK.

www.mcdonalds.co.uk/ukhome/Aboutus/Franchising.html: information about running a franchise from one of the world’s leading franchisers.

www.co-operative.co.uk: homepage of the Co-operative Group. It contains information about the history and nature of the Co-operative movement and its stance on business practices and consumer issues.

www.uk.coop: information about the co-operative approach to running a business.

www.employeeownership.co.uk: The Employee Ownership Association. The voice of business in the UK with a significant amount of employee ownership.






Your turn

Revision questions


	1A  Explain what is meant by the term ‘franchise’.
(2)


	1B  Explain what is meant by the term ‘franchisee’.
(2)


	  2  Identify two likely costs a franchisee has to pay to the franchise.
(2)


	  3  Explain what is meant by ‘A franchise is not a separate type of legal structure’.
(2)


	  4  State the three characteristics of a co-operative business.
(3)


	5A  Analyse two advantages of running a business as a co-operative.
(4)


	5B  Analyse two disadvantages of running a business as a co-operative.
(4)

Total

(19)





Case study

Co-operatives and franchises in the high street

Any shopper walking through a typical town centre might easily come across examples of both co-operatives and franchises. John Lewis, which operates John Lewis department stores, Waitrose supermarkets and a number of other services, is a common sight in a high street. Officially the business is ‘John Lewis plc’, but it is actually owned and managed by its staff who are called ‘partners’. With thousands of staff, it is clearly not ‘a partnership’ in the legal sense of the term and, in fact, it is not a plc in the usual sense either. It is employee owned; a co-operative.

Its founder was John Spedan Lewis, an entrepreneur in the 1920s who wanted to create an organisation that (to quote from the business’s website) ‘would be both commercial allowing us to move quickly to stay ahead in a competitive industry, and democratic giving every Partner a voice in the business they co-own’.

The business was indeed once a company, but in 1949, Lewis signed a Trust Settlement, transferring his shares and making the whole business the property of the people employed by it. He made the trust settlement ‘irrevocable’, that is, permanent. Thus, although it is technically still a company, no one can actually buy shares in it. This is highly unusual.

The internal running of John Lewis is democratic; every employee has the opportunity to influence the business through local branch meetings. At the top of the business is the Partnership Council. The partners elect most of the representatives on this committee, while the chairman appoints the remaining ones. The councils have the power to discuss ‘any matter whatsoever’.

The partnership believes in ethical standards of trading and there is a code relating to supplier expectations on issues such as pay, working hours, child labour, and employee rights.

Profits are reinvested into the business for modernisation and expansion and also into the business’s pension scheme. Employees are expected to be smartly dressed, polite and very attentive to customer needs. High-pressure selling is forbidden. In return, employees get a variety of benefits and a bonus based on the business’s profits every year. In 2014, even though the group saw its annual pre-tax profits fall by 4 per cent, to £329.1 million, it paid all staff a bonus of 15 per cent – the equivalent of around eight weeks’ salary.

A rather different situation exists at McDonald’s, another well-recognised retailer in the high street. McDonald’s is known as a premier franchising company around the world and, in fact, more than 80 per cent of its restaurants worldwide are owned and operated by franchisees. Franchising has become very popular in recent years and a survey by NatWest and the British Franchise Association in 2013 found that:


	•  The annual turnover of UK franchises in 2013 was £13.7 billion.

	•  Franchise revenues have grown 20 per cent since 2008 (whereas the overall UK economy had contracted 2.5 per cent in the same time period).

	•  There are 930 franchisers in the UK.

	•  There are 39,000 franchise outlets.

	•  The number of franchisees reporting profitability (including new businesses) was 92 per cent.



How much does a McDonald’s franchise cost? The cost of a restaurant ranges from £125,000 to £325,000. There is also a one-off franchise fee of £30,000 and a training deposit of £5,000 (which is refunded once training is complete) and on-going fees such as the fee for using the McDonald’s brand and their system of retailing. There is also a contribution to the national marketing spend.

In return for this, the franchisee gets to use a globally known brand name and an established business model. On the issue of ‘how much will I make?’ the McDonald’s website states ‘Cashflow (before debt repayment) typically ranges from £95,000 to £200,000 per year for each restaurant but this isn’t guaranteed: it could be more, it could be less.’

McDonald’s are looking for people with a specific skill set to operate their franchises; strong leadership qualities, high personal integrity, and the personality to be an excellent ambassador for the brand are prerequisites – along with business experience. In addition, franchisees are encouraged to support the community in which they operate.

Source: www.thebfa.org/about-franchising/franchising-industry-research

http://www.johnlewispartnership.co.uk/about.html


	  1  Explain how two stakeholders in the John Lewis Partnership may benefit from its co-operative approach.
(4)


	  2  Analyse one reason why it may not be possible for a business to operate using the co-operative principles of the John Lewis Partnership.
(4)


	  3  Calculate the average turnover of a UK franchise.
(3)


	  4  Calculate the minimum amount of capital a franchisee would need in order to purchase a McDonald’s franchise.
(4)


	  5  Evaluate why someone starting their own business might decide to operate a McDonald’s franchise.
(9)


	  6  Evaluate why McDonald’s has chosen to franchise some of its operations.
(15)

Total

(39)














Chapter 4

Business size, growth and external growth




AS/Year 1

Year 2

A Level students must know all of the content in this chapter.

AS students must know:


	•  Business size and growth



But they are not required to cover:


	•  External growth (pages 23–25)







Business size and growth

It is common to read statements such as ‘the economy is dominated by large businesses’ or ‘small and medium-sized businesses are the future of the British economy’. In order to help evaluate whether these sorts of statements are correct, it is important to understand the criteria by which a business’s size can be measured.

A number of factors need to be taken into account when making a judgement about the size of a business.


Number of employees

Normally it would be expected that a ‘large’ business will employ a large number of employees. However, it may not be appropriate to judge the size of a business purely on the number of employees. Many factories are highly automated and capital-intensive; they produce a lot of output, but do not employ a large number of people.

In the UK, a business with fewer than 50 employees is regarded as small, and a business with more than 250 employees is large.

[image: Diverse group of smiling professionals in business attire posing together.]

A ‘large’ business usually has a large number of employees





Number of factories, shops or offices

The higher the number of factories, shops or offices a business has, the more it will be perceived as ‘large’. A similar criterion is whether the business has factories, shops or offices in other countries – and, if so, how many.



Turnover and profit levels

Turnover is the value of a business’s sales. A high turnover is usually associated with a large business. However, a jeweller may only own one shop but still have a high turnover because of the high value of the (relatively few) products sold. Similarly, the higher the profit level, the larger the firm is likely to be. However, a large firm may temporarily be having trading difficulties and therefore making a lower than usual turnover and profit, so this measure may not be completely accurate as a measure of size.



Tips and techniques

It is important to note that there is not necessarily a direct correlation between the size of a business and the level of profit made




[image: Digital stock market chart displaying fluctuating orange and blue lines with numerical data points indicating stock prices and trading volumes.]

Stock market value is one way of measuring the size of a public company





Stock market value

The value of a public company can be calculated by multiplying the current share price by the number of shares issued. The higher the figure, the larger the company is likely to be. There is, however, a significant drawback with this method; if the share price falls, it reduces the value of the company. This means that on this measurement of size the business has suddenly become smaller – even though a change in share price has no immediate impact on the number of factories, machines or employees. Throughout 2013 and most of 2014 Tesco’s share price steadily fell as it struggled to cope with the competition from businesses such as Aldi and Lidl, but this did not change the size of the company. Since share prices can change daily, this method of estimating a business’s size could be misleading.



Capital employed

Capital employed is the total value of a business’s assets – its factories, machinery, offices, and so on. If the figure is high, it is reasonable to assume that the business is large. However, as with stock market valuation, prices, and therefore values, of factories and office blocks can rise or fall without any changes in the actual number owned. In addition, the geographical location of assets also affects their value. A factory unit in north London will be more valuable than a business of exactly the same type, in exactly the same sort of unit, in (say) South Wales. On this measure, the London business would be ‘larger’.



Tips and techniques

Measures of size may seem obvious but be aware of the limitations of each measure.






EU definitions of business size

In the EU there is, in fact, a standardised way of determining the size of a business. The EU’s chosen factors for this are the number of employees it has and either turnover, or the balance sheet total. As defined by the EU (EU recommendation 2003/361) the definitions for small and medium-sized enterprises (SMEs) are as shown in Table 4.1.

Table 4.1 EU definitions of business size



	Company category
	Employees
	Turnover (€ m)
	Balance sheet total (€ m)



	Medium-sized
	< 250
	≤ 50
	≤ 43



	Small
	< 50
	≤ 10
	≤ 10



	Micro
	< 10
	≤ 2
	≤ 2




These EU definitions are important since one of the objectives of the EU’s regulation of businesses is that they are all ‘operating on a level playing field’: any financial support to small and medium-sized enterprises in member countries has to be given according to the same criteria. If ‘small businesses’ in EU countries are










Factors affecting the size of a business


Market size




Nature of the product




Personal preference




Ability to access resources for expansion






External growth: the growth of a business



	•  The entrepreneur wants a greater challenge.

	•  The owners want a higher return on their investment.

	•  Growth, through diversification into new markets, can help spread risk.

	•  A bigger, stronger business is better placed to fight any economic or competitive threats successfully.

	•  The opportunity to gain unit cost reductions through economies of scale.




The effect of a business’s size on its stakeholders





	Stakeholder
	Advantages
	Disadvantages



	Employees
	Greater job security


	Feeling remote from those who make the decisions that affect them. Issue of poor morale and motivation that may affect productivity




	Suppliers
	Regular orders


	May be offered a ‘take it or leave it approach’ to conditions of supply and payment




	Local community
	Creation of jobs


	Possible negative externalities such as pollution and/or congestion around the business




	Shareholders
	The large firm may have some market power and so may have a degree of control over prices – leading to higher profits, dividends, and share prices

	If managers make the wrong decisions they can have a significant effect on the business profits and therefore share price and dividends




	Customers
	The business can ‘seek out’/develop new products


	Diseconomies of scale may raise costs, which will be passed on in the form of higher prices








Organic growth




Mergers and acquisitions




Joint ventures





Why undertake a joint venture?


	•  The capital cost of a particular project might be very high and may well be beyond the resources of a single business. Thus a joint venture allows both parties to share the cost burden.

	•  A single business may consider the venture too much of a risk. The construction of the channel tunnel was a joint venture for this reason.

	•  It also enables businesses to share strengths, and increase their competitive advantage against others.

	•  A joint venture can be an effective way of gaining access to markets or resources in another country.







Strategic alliance






Are joint ventures and strategic alliances beneficial for a business’s stakeholders?



	•  The venture/alliance could fail and the expected stakeholder benefits fail to materialise, for the same reasons that any business can fail; e.g. shrinking markets, inability to keep up with changes in customer needs, or poor economic conditions.

	•  The relative strengths of the parties when the contract or agreement is drawn up. If one party is more powerful than the other it could demand conditions, such as the division of profits, which are more advantageous to itself and its stakeholders than to the other firm.

	•  The terms of the agreement and the wording of any contract need to be clear; the parties must be very specific about their rights and duties. If the contract is vague or ambiguous it will be a recipe for trouble (and possibly legal action), therefore the expected benefits for the stakeholders will not appear.

	•  Much depends on the integrity of those working together and how problems that arise during the venture or alliance are resolved; are parties honest and helpful with each other, or is there simply an attempt to shift the blame? As with any agreement to undertake a project, if one party fails to honour the terms of it, it will fail to the detriment of all.

	•  Even if both parties are ‘evenly matched’ and work together in good faith, whether all stakeholders benefit from the venture or alliance depends on whether the business adopts ‘the stakeholder model’, which sees stakeholders as broadly equal, or sees one particular stakeholder (typically the shareholders) as the group that should benefit the most from it. If the joint venture or alliance results in worse conditions and terms for (say) employees and suppliers then clearly these stakeholders will not benefit from it. This is a particularly important consideration if the joint venture or alliance is taking place in a country in the developing world.
















	  1  Which of the following is not one of the EU’s criteria for measuring a business’s size?

	A  number of customers

	B  number of employees

	C  the balance sheet value

	D  value of turnover.





	  2  A firm is most likely to be ‘large’ if:

	A  It produces a highly personalised product

	B  It is hard for the firm to access capital via loans

	C  It is experiencing diseconomies of scale

	D  The entrepreneur is successful.





	  3  Which of the following is a likely characteristic of a joint venture but not a strategic alliance?

	A  There are diseconomies of scale

	B  A new company is formed

	C  The partnership ensures growth for both businesses due to customer loyalty

	D  The businesses involved are large.





	  4  A joint venture is most likely to be a success if:

	A  Both businesses are large

	B  The duties of each partner in the venture are clearly established

	C  There are a large number of customers in the market

	D  Sufficient capital is available.









	1A  Identify two different methods of measuring a business’s size.


	1B  State one advantage and one disadvantage of each method identified.


	  2  Explain how the size of the following businesses might be judged:

	A  a supermarket chain


	B  a car manufacturer


	C  an online retailer





	  3  Evaluate which, if any, of the businesses in the table below would, according to the EU criteria, change their size if the predicted percentage increases in employees, turnover, and capital employed actually occurred.


	  4  Outline two reasons why small businesses continue to thrive in an economy dominated by large firms.









	 
	Number of employees
	Predicted rise over next year (%)
	Turnover (€ m)
	Predicted rise over next year (%)
	Capital employed (balance sheet total) (€ m)
	Predicted rise over next year (%)



	ABC Ltd
	238
	19
	€42 m
	11
	.€41m
	13



	LMN Ltd
	241
	18
	1€9 m
	17
	1.€9m
	10



	XXZ Ltd
	229
	35
	€1.5m
	50
	€1.9m
	20
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