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To order Inspection Copies, e-Inspection Copies or  
a free 30-day Dynamic Learning trial visit  

www.hoddereducation.co.uk/cambridgetechnicals

Matched to the specification – Covers each specialist pathway – Produced in partnership with OCR

The new suite of Cambridge Technicals, for first teaching 
September 2016, will enable your students to achieve 
their potential and progress to the next stage of their 
lives, whether it be Higher Education, an apprenticeship, or 
employment.

We have been working with OCR to produce quality 
resources which support the 2016 qualifications. 

Cambridge Technicals are vocational 
qualifications developed by OCR for 
students aged 16+. They are designed 
with the workplace in mind and provide  
a high-quality alternative to BTECs and  
A Levels, with a great range of subjects to 
choose from.

To find out more about our eTextbooks, delivered  
through the Dynamic Learning platform, visit  
www.hoddereducation.co.uk/cambridgetechnicals

•  Comprehensive coverage of specific 
vocational pathways

•  Each title available in print and eTextbook 
format

•  Free accompanying resources delivered 
through Hodder Education’s Dynamic 
Learning platform
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Specialist Pathways
The 2016 suite of Cambridge Technicals 
qualifications has been designed following 
consultation with universities, employers 
and industry specialists to make sure 
that your students will gain the right 
combination of knowledge, understanding 
and skills required for the 21st century.

All qualifications across the Cambridge Technicals suite will 
be co-teachable; allowing for flexibility within the delivery 
of study programme.

Qualification Title Guided Learning Hours

Certificate 180

Extended Certificate 360

Introductory Diploma 360

Foundation Diploma 540

Diploma 720

Each subject offers vocational pathways that provide 
students with the fundamental techniques and ideas at 
the heart of relevant industries. These pathways will help 
your students to gain employment in their desired field and 
also provide a strong base for progression to university and 
apprenticeships and are recognised for UCAS tariff points.

Every specialist pathway is supported in detail throughout the 
accompanying textbook. We will also provide free and easy 
access to OCR’s in-depth teacher support materials through 
our online teaching and learning platform Dynamic Learning.  
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1.1 Introduction to the marketing 
function 

What is marketing?
The marketing function is a key element to how a 
business can promote itself to its customer base. 
Customers may be existing, meaning that they have 
purchased the products or services before from the 
business; or they could also be referred to as potential 
new customers, meaning that the customer base could 
expand if a sale is successful. It is important for any 
business to know the market that it is operating in, as well 
as understanding the needs and wants of their customers.

Customer needs are defi ned as the requirements 
that a person needs or desires at a particular time, by 
purchasing or receiving a particular product. Customer 
wants are different, as it is not just about gaining the 
product, but ensuring that the additional features 
are what the customer requires. For example, if you 
purchase a (technological) tablet, do you need the one 
with the latest features, or do you want the one with all 
the latest features which may cost more? As a customer 
you will decide that, and the business that you select 
to purchase the item, should ensure that they can fulfi l 
your customer requirements, in order to gain customer 
satisfaction from the buying experience. If customers 
are satisfi ed with the service that they receive, they 
are more likely to return to the business and maybe 
recommend the business to friends/family. The 
business’s customer base might therefore increase over 
time. If the business is successful in selling products, it 
clearly shows that they know their market. 

We will discuss further methods and how to gain 
valuable customer opinions later on in this marketing 
section. 

The importance of links with other 
functions of the business
As well as understanding customers, it is important 
that the marketing function links with other functions 
within the business, such as production, fi nance, 
Human Resources etc., as without a joint approach, 
important areas of the business could be missed, 
resulting in missed sales. If a product cannot be 
sourced by a customer (because a manufacturer has 
not been paid, or the item was ordered and there were 
not enough materials to produce it) a customer will 
go to a competitor. Business reputations can be easily 
damaged, so all functions within a business must work 
together to achieve the same aims and objectives.

Marketing objectives
Marketing objectives are the steps that a business 
will take in order to achieve its overall marketing aims. 
There may be three marketing objectives in order to 
reach one marketing aim, so it is important that all 
aims and objective are achievable for the business. 
Examples of marketing objectives could be:

● Targeting new customers
● Entering new markets both locally and internationally
● Building the brand awareness

Setting marketing aims and objectives 
linked to strategic objectives
It is essential that your marketing objectives are linked 
to the main aims and objectives that the business 
is striving to achieve. To ensure that objectives are 
effective, they should always be SMART: 

▲ Figure 5.1 SMART

How will I be graded?
You will be graded using the following grading criteria, 
which is in the specifi cation that is produced by OCR for 
the qualifi cation.

Learning Outcome Pass Merit Distinction
The learner will: The assessment criteria 

which are the pass 
requirements for this 
unit. 

To achieve a merit the 
evidence must show that, 
in addition to the pass 
criteria, the candidate is 
able to:

To achieve a distinction 
the evidence must show 
that, in addition to the 
pass and merit criteria, 
the candidate is able to:

1 Understand the role of 
marketing in businesses

P1 Explain the role of 
the marketing function in 
business

P2 Describe how carrying 
out market analysis can 
benefit a business

P3 Explain how businesses 
measure the impact of 
marketing using two 
contrasting businesses

M1 Analyse how marketing 
has impacted on a specific 
business

2 Know the constraints on 
marketing

P4 Describe the 
constraints on marketing 
for a specific business

3 Be able to carry out 
market research for 
business opportunities

P5 Select market research 
methods for a market 
research proposal and give 
reasons for the methods 
chosen

 

P6 Conduct primary 
and secondary research 
to identify business 
opportunities for a specific 
business

M2 Assess market 
research methods 
used, explaining their 
effectiveness

D1 Justify the choice and 
sequence of questions 
used in the market 
research

4 Be able to validate and 
present market research 
findings 

P7 Check the validity of 
market research findings 
for a specific business 
opportunity against its 
market research proposal

M3 Identify any limitations 
of market research 
findings and recommend 
additional market research 
requirements

D2 Recommend and justify 
marketing decisions that 
the business could take.

GETTING STARTED
(10 minutes)
Individually think of the last product that you 
purchased. When did you purchase the item? Where did 
you get it from? A small shop, a large shop, at a retail 
park, online? Why did you purchase the product there? 
Were you persuaded by any form of advertising? 

Once you have considered all your answers, discuss 
your answers with others. What is similar and what is 
different? Why do you think this may be the case? 

Feed back to the rest of the class your thoughts and 
findings.
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OCR_Tech_series_BP_sample material.indd   24-25 12/10/2015   12:01

Detailed outline of 
assessment criteria 
with clear guidelines 
on how to assess 
each level and 
pathway
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1.1 Introduction to the marketing 
function 

What is marketing?
The marketing function is a key element to how a 
business can promote itself to its customer base. 
Customers may be existing, meaning that they have 
purchased the products or services before from the 
business; or they could also be referred to as potential 
new customers, meaning that the customer base could 
expand if a sale is successful. It is important for any 
business to know the market that it is operating in, as well 
as understanding the needs and wants of their customers.

Customer needs are defi ned as the requirements 
that a person needs or desires at a particular time, by 
purchasing or receiving a particular product. Customer 
wants are different, as it is not just about gaining the 
product, but ensuring that the additional features 
are what the customer requires. For example, if you 
purchase a (technological) tablet, do you need the one 
with the latest features, or do you want the one with all 
the latest features which may cost more? As a customer 
you will decide that, and the business that you select 
to purchase the item, should ensure that they can fulfi l 
your customer requirements, in order to gain customer 
satisfaction from the buying experience. If customers 
are satisfi ed with the service that they receive, they 
are more likely to return to the business and maybe 
recommend the business to friends/family. The 
business’s customer base might therefore increase over 
time. If the business is successful in selling products, it 
clearly shows that they know their market. 

We will discuss further methods and how to gain 
valuable customer opinions later on in this marketing 
section. 

The importance of links with other 
functions of the business
As well as understanding customers, it is important 
that the marketing function links with other functions 
within the business, such as production, fi nance, 
Human Resources etc., as without a joint approach, 
important areas of the business could be missed, 
resulting in missed sales. If a product cannot be 
sourced by a customer (because a manufacturer has 
not been paid, or the item was ordered and there were 
not enough materials to produce it) a customer will 
go to a competitor. Business reputations can be easily 
damaged, so all functions within a business must work 
together to achieve the same aims and objectives.

Marketing objectives
Marketing objectives are the steps that a business 
will take in order to achieve its overall marketing aims. 
There may be three marketing objectives in order to 
reach one marketing aim, so it is important that all 
aims and objective are achievable for the business. 
Examples of marketing objectives could be:

● Targeting new customers
● Entering new markets both locally and internationally
● Building the brand awareness

Setting marketing aims and objectives 
linked to strategic objectives
It is essential that your marketing objectives are linked 
to the main aims and objectives that the business 
is striving to achieve. To ensure that objectives are 
effective, they should always be SMART: 

▲ Figure 5.1 SMART

How will I be graded?
You will be graded using the following grading criteria, 
which is in the specifi cation that is produced by OCR for 
the qualifi cation.

Learning Outcome Pass Merit Distinction
The learner will: The assessment criteria 

which are the pass 
requirements for this 
unit. 

To achieve a merit the 
evidence must show that, 
in addition to the pass 
criteria, the candidate is 
able to:

To achieve a distinction 
the evidence must show 
that, in addition to the 
pass and merit criteria, 
the candidate is able to:

1 Understand the role of 
marketing in businesses

P1 Explain the role of 
the marketing function in 
business

P2 Describe how carrying 
out market analysis can 
benefit a business

P3 Explain how businesses 
measure the impact of 
marketing using two 
contrasting businesses

M1 Analyse how marketing 
has impacted on a specific 
business

2 Know the constraints on 
marketing

P4 Describe the 
constraints on marketing 
for a specific business

3 Be able to carry out 
market research for 
business opportunities

P5 Select market research 
methods for a market 
research proposal and give 
reasons for the methods 
chosen

 

P6 Conduct primary 
and secondary research 
to identify business 
opportunities for a specific 
business

M2 Assess market 
research methods 
used, explaining their 
effectiveness

D1 Justify the choice and 
sequence of questions 
used in the market 
research

4 Be able to validate and 
present market research 
findings 

P7 Check the validity of 
market research findings 
for a specific business 
opportunity against its 
market research proposal

M3 Identify any limitations 
of market research 
findings and recommend 
additional market research 
requirements

D2 Recommend and justify 
marketing decisions that 
the business could take.

GETTING STARTED
(10 minutes)
Individually think of the last product that you 
purchased. When did you purchase the item? Where did 
you get it from? A small shop, a large shop, at a retail 
park, online? Why did you purchase the product there? 
Were you persuaded by any form of advertising? 

Once you have considered all your answers, discuss 
your answers with others. What is similar and what is 
different? Why do you think this may be the case? 

Feed back to the rest of the class your thoughts and 
findings.
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Activities that encourage students to 
think about the decision making and  
business choices of real companies

Highlights transferrable skills required 
by universities and employers

Help students 
understand the 
importance  
of  interaction 
with peers and 
clients and 
develop their 
professional, 
personal and 
social skills
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Cambridge Technicals Level 3 IT
Support your teaching of the new Cambridge Technicals 2016 suite with 
Cambridge Technicals Level 3 IT, developed in partnership between OCR 
and Hodder Education. This textbook covers each specialist pathway and 
ensures your ability to deliver a flexible course that is both vocationally 
focused and academically thorough.

Cambridge Technicals Level 3 IT is matched exactly to the new 
specification and follows specialist pathways in IT Infrastructure 
Technician, Emerging Digital Technology Practitioner, Application 
Developer, and Data Analyst.

• Ensures effective teaching of each specialist pathway offered within the 
qualification.

• Helps students gain an insight into the IT sector through investigation 
of technological change, infrastructure and the importance of legal and 
security considerations.

• Provides ideas and exercises for the application of practical skills and 
knowledge.

• Qualification developed in partnership with IBM, Barclays, CompTIA, 
Cisco and leading universities.

Cambridge Technicals Level 3 
Business
Support your teaching of the new Cambridge Technicals 2016 suite 
with Cambridge Technicals Level 3 Business, developed in partnership 
between OCR and Hodder Education. This textbook covers each specialist 
pathway and ensures your ability to deliver a flexible course that is both 
vocationally focused and academically thorough.

Cambridge Technicals Level 3 Business is matched exactly to the 
new specification and follows specialist pathways in human resources, 
marketing, accounting and business planning.

• Ensures effective teaching of each specialist pathway offered within the 
qualification.

• Focuses learning on the skills, knowledge and understanding demanded 
from employers and universities.

• Provides ideas and exercises for the application of practical skills and 
knowledge.

• Developed in partnership between Hodder Education and OCR, 
guaranteeing quality resources which match the specification perfectly.

• 9781471874918
• 26 August 2016
• £24.99

• 9781471874796
• 26 August 2016
• £24.99
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Cambridge Technicals Level 3 
Health & Social Care
Support your teaching of the new Cambridge Technicals 2016 suite 
with Cambridge Technicals Level 3 Health & Social Care, developed in 
partnership between OCR and Hodder Education.  This textbook covers 
each specialist pathway and ensures your ability to deliver a flexible 
course that is both vocationally focused and academically thorough.

Cambridge Technicals Level 3 Health & Social Care is matched exactly 
to the new specification and follows specialist pathways in health 
science, social care and support, and working with children and  
young people.

• Ensures effective teaching of each specialist pathway offered within 
the qualification.

• Helps students consider the real impacts to people living with 
conditions or illnesses and learn about the legislation and guidance 
supporting health and social care.

• Provides ideas and exercises for the application of practical skills and 
knowledge.

• Qualification developed in partnership with Skills for Care, Care UK, 
Alzheimer’s Society and other leading employers and universities.

Cambridge Technicals Level 3 
Sport and Physical Activity
Support your teaching of the new Cambridge Technicals 2016 suite with 
Cambridge Technicals Level 3 Sport and Physical Activity, developed in 
partnership between OCR and Hodder Education. This textbook covers each 
specialist pathway and ensures your ability to deliver a flexible course that is 
both vocationally focused and academically thorough.

Cambridge Technicals Level 3 Sport and Physical Activity is matched 
exactly to the new specification and follows specialist pathways in 
coaching, leadership and physical education, fitness instructing, personal 
training, and sports management, development and leisure.

• Ensures effective teaching of each specialist pathway offered within the 
qualification.

• Helps students consider the benefits and barriers to sport and physical 
activity across all age ranges and social groups.

• Provides ideas and exercises for the application of practical skills and 
knowledge.

• Qualification developed in partnership with Sports Coach UK, Sports 
Leaders UK, British Athletics, PureGym and other leading employers and 
universities.

• 9781471874765
• 26 August 2016
• £24.99

• 9781471874857
• 26 August 2016
• £24.99

7

2015 10 Cambridge technical leaflet 8pp A4.indd   7 23/10/2015   11:14



Cambridge Technicals Level 3  
Science for Technicians
Cambridge Technicals Level 3 Science for Technicians is matched exactly to the new 
specification and follows specialist pathways in environmental science, food science, 
human science, and pharmaceutical science.

• Ensures effective teaching of each specialist pathway offered within the qualification.

• Helps students develop professional and practical skills through carrying out real 
experiments and practising lab techniques required in an industrial setting.

• Ideas and exercise allow learners to gain an understanding of different scientific 
industries and settings plus how laboratory design can vary across organisations  
and sectors.

• Qualification developed in partnership with NHS, Wellcome Trust, BAE Systems, 
Kellogg’s, Institute of Chemical Engineers and other leading employers and 
universities.

Cambridge Technicals Level 3  
Performing Arts
Cambridge Technicals Level 3 Performing Arts is matched exactly to the new 
specification and follows specialist pathways in acting, dance, music, theatre 
production, and musical theatre.

• Ensures effective teaching of each specialist pathway offered within the qualification.

• Helps students develop strategies, attitudes and survival skills for sustaining a career 
in the performing arts industry.

• Provides ideas and exercises for the application of practical skills and knowledge.

• Qualification developed in partnership with Arts Council England, RADA, LAMDA, 
Association of British Orchestras and other leading employers and universities.

Cambridge Technicals Level 3  
Digital Media
Cambridge Technicals Level 3 Digital Media is matched exactly to the new specification 
and follows specialist pathways in digital content for interactive media, and moving image 
and audio production.

• Ensures effective teaching of each specialist pathway offered within the qualification.

• Helps students develop conceptual ideas and visualise these all the way through the 
production cycle.

• Provides ideas and exercises for the application of practical skills and knowledge.

• Qualification developed in partnership with South Yorkshire Film Network, Sumo Digital 
and a range of small and medium sized organisations.

• 9781471874826
• 26 August 2016
• £24.99

• 9781471874888
• 26 August 2016
• £24.99

• 9781471874734
• 26 August 2016
• £24.99• 9781471874888

• 26 August 2016
• £24.99

• 9781471874734
• 26 August 2016
• £24.99• 9781471874888

• 26 August 2016
• £24.99£24.99

Matched to the specification – Covers each specialist pathway – Produced in partnership with OCR
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