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Answers to practice questions and  
assignment practice
 Unit R067  Enterprise and marketing concepts

 Topic area 1  Characteristics, 
risk and reward for enterprise 
(page 10)

Additional guidance

a Negotiation is a skill and characteristic of a 
successful entrepreneur.

b Determination is a characteristic of an 
entrepreneur.

c Correct answer – self-satisfaction is a 
reward for risk taking for an entrepreneur.

d Work–life balance is a drawback of risk 
taking for an entrepreneur.

Mark scheme and additional guidance

Expected answers Marks Additional guidance

● Creativity when designing new products/services for the 
market. (1)

● Innovation that can be used, such as different ways 
of making products or services which are more cost 
effective. (1)

● Risk taking as an entrepreneur may need to put in their life 
savings to start the business when there is no guarantee 
that the business will succeed. (1) 

● Communication is important to tell individuals or groups 
about the products and services the business is supplying. (1)

● Negotiation when trying to seek out the best financial 
deals for both the business and customers. (1)

● Confidence will need to be shown by the entrepreneur 
to develop trust with suppliers and customers about the 
products and services that they are selling. (1)

● Determination is a characteristic that will be 
demonstrated by the entrepreneur when explaining the 
products/services to customers and suppliers, as well as 
when the business is launched. (1)

6 1–2 marks  
Candidate identifies one or two characteristics 
of an entrepreneur.
3–4 marks  
Candidate explains 2–3 characteristics of an 
entrepreneur with clear explanations.
5–6 marks  
Candidate explains 3–4 characteristics of an 
entrepreneur with clear explanations.

Candidate answer
Having a range of characteristics will help an entrepreneur 
to be successful, as they can use these characteristics 
in different ways when required. When they start their 
enterprise activity they would have to really be confident 
in their business products or services and be able to 
demonstrate this confidence (1) when communicating 
with potential suppliers or customers (1). They may 
need to negotiate with suppliers to get the best deals 
for resources that they need to make the products 
or services (1). This may need lots of determination 
when negotiating the specific contracts. This could be 

a risk as a supplier may not want to negotiate with the 
business, but using these characteristics could mean 
that the business is able to keep the costs lower for their 
customers that they need in order to survive (1). These 
characteristics will also be needed when the business 
continues and hopefully expands in the future. 

(4 marks awarded)

Marks awarded and rationale
●	 In this answer the learner was able to explain 

several characteristics. 
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●	 The learner did mention determination, as 
well as risk, but these were not explained in 
detail to be awarded the marks, which is why 
4 marks were awarded. 

●	 Always ensure that you explain specific 
‘business’ words in the context of the question 
so that the examiner can award you the marks 
for application.

 Topic area 2  Market research 
to target a specific customer 
(page 22)

Expected answer Additional guidance

A – primary research Award one mark for the 
correct answer.

Additional guidance

a Correct answer – Primary research is when 
a business gathers information about the 
market that has not been collected before. 

b Secondary research is when a business 
uses information that has already been 
found and written about by somebody 
else.

c An interview is when a range of questions 
are devised for an individual to answer 
about a topic which is relevant to the 
business completing research.

d Qualitative data gives detailed answers 
expressing the opinions of those asked, so 
is not factual. 

Expected answer Additional guidance

B – lifestyle Award one mark for the 
correct answer.

Additional guidance

a Location is concerned with where people 
are located for work, so products/services 
are aimed at this segment. 

b Correct answer – a person’s lifestyle can 
be defined as their pattern of behaviour 
and includes their hobbies and interests.

c Income affects an individual’s buying 
habits and how they therefore interact with 
various companies/businesses.

d Gender – some businesses only produce 
products aimed particularly at women 
or men. The Big Garden Birdwatch could 
appeal to any gender. 

Mark scheme and additional guidance

Expected answer Additional guidance

• A questionnaire 
(1) that would ask 
existing customers or 
new customers what 
products they would like 
to purchase (1). 

• A focus group (1) where 
participants could 
discuss the products that 
are currently sold and 
ones they would like to 
purchase in the future (1). 

Award one mark for a 
correct primary research 
method and one mark for a 
suitable explanation.

Candidate answer
Jasper could create a questionnaire (1) to ask his 
current customers what other products they would like 
to purchase from him in the future (1).

Marks awarded and rationale
The learner would be awarded full marks as 
they have demonstrated knowledge of primary 
research methods.

Mark scheme and additional guidance

Expected answer Additional guidance

• Researching competitors 
(1) to give ideas of other 
wooden products that 
could be made using the 
internet (1).

• Watching YouTube 
videos (1) on the 
process of making new 
products to increase his 
product range (1).

Award one mark for a 
correct secondary research 
method and one mark for a 
suitable explanation.

Candidate answer
Jasper could research the local craft markets (1) and 
see what products are being made by others so he 
knows the competition (1).

Marks awarded and rationale
The learner would be awarded full marks as 
they have demonstrated knowledge of secondary 
research methods and applied this to the scenario.
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Mark scheme and additional guidance

Expected answer Additional guidance

• Market segmentation is 
when a business divides 
the market into different 
segments.

• Specific customer needs 
will be met (1)

• Targeted marketing 
could be used (1)

• Customer retention (1) 
could be increased by 
repeat business (1)

• Potential to increase 
market share (1)

Award one mark for 
demonstrating an 
understanding of market 
segmentation. 

Award up to two marks for 
application and one mark 
for further development to 
form an analysis.

Candidate answer
Market segmentation is when a business divides the 
market into different groups (1). This means that 
for a business like Jasper’s, he could complete some 
targeted marketing of his new products to specific 
customers who may want to purchase the items (1). 
The new products may appeal to a wider customer base, 
which could then increase the market share that he has 
in the market (1). Increasing his market share would 
lead to increased profits (1) which he could then invest 
into the business so that it can expand in the future. 

Marks awarded and rationale
The learner would be awarded full marks as 
they have demonstrated knowledge of market 
segmentation and applied this to the scenario.

Topic area 3  What makes a 
product financially viable? 
(page 30)

Candidate answer:

Emily’s fixed costs are £1.50 for the lollies (0).

Mark scheme and additional guidance

Expected answer Additional guidance

Emily’s fixed costs will be her 
rent, which is £20 per day.

Award one mark for the 
correct answer.

Marks awarded and rationale
The learner has misunderstood the question and 
decided the fixed costs are £1.50 for Emily’s lollies. 
This is incorrect as her fixed costs are £20 in rent.

Mark scheme and additional guidance

Expected answer Additional guidance

Emily’s fixed costs for the 
week will be £20 per day × 
six days a week.

Award one mark for the 
method and one mark for 
the correct answer.

Candidate answer
Emily’s fixed costs will be £120 for the week. (1)

Marks awarded and rationale
The learner has correctly calculated the fixed 
costs but has not shown how they worked it out. 
Therefore one mark has been awarded. Always 
show the method that you used when completing 
any calculation.

Candidate answer
£3 for electricity × 7 = £21 (0)

£45 × 1 for Nick = £45 (1)

£150 for rent (1)

£21 + £45 + £150 = £216 in fixed costs per week (0)

Mark scheme and additional guidance

Expected answer Additional guidance

£3 for electricity per day × 
6 = £18. 

£45 × 1 for her brother 
when Emily has a day off.

£150 for her rent each week.

£18 + £45 + £150 = £213 in 
fixed costs per week

Award three marks for the 
method and one mark for 
the correct answer.

Marks awarded and rationale
The learner has identified two correct calculations 
which are the two rent costs. The calculation for 
the rent is incorrect, as the learner has assumed 
that the week is seven days long, but Emily 
just works six days a week, so the learner has 
incorrectly assumed the calculation should be 
for seven rather than six days as the case study 
identifies. This affects the overall calculation, so 
only two out of the four marks were awarded.

Candidate answer
300 lollies × £1.00 = £300 per day (1)

£300 × 6 = £1800 for six days (1)

£1800 − £213 for fixed costs = £1587 (1)

Emily will make £1587 profit (1)
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Mark scheme and additional guidance

Expected answer Additional guidance

300 lollies × £1.00 (profit as 
the ice lollies cost 50p to 
purchase and she sells them 
for £1.50) = £300 per day

£300 × 6 = £1800 for six days

£1800 − £213 for fixed costs 
= £1587

Emily will make £1587 
profit

Award three marks for the 
method and one mark for 
the correct answer.

Marks awarded and rationale
The learner correctly calculated the costs related 
to the questions and achieved full marks (4) for 
their answer.

Candidate answer
Emily has signed a contract with the swimming pool 
and has agreed to pay £150 per week for her rent as 
well as £3 a day for electricity (1). It is important that 
she has enough cash each week to pay for this. She 
will therefore have to make sure she has this money 
available to pay to the owners of the pool, so that she 
can continue her business (1). 

Mark scheme and additional guidance

Expected answer Additional guidance

Advise Emily to save her 
money (1) so that she can 
still pay her fixed costs 
each week (1) and does not 
lose the contract with the 
swimming pool (1).

Award one mark for 
sensible advice, one mark 
for application and one 
mark for a consequence.

Marks awarded and rationale
The learner correctly identified the importance 
of having enough money to pay for the rent and 
electricity, so was awarded two marks in total. 
They did not consider any consequences, which 
was part of the question which needed to be 
applied to gain the full three marks.

 Topic area 4  Creating a 
marketing mix to support a 
product (page 60)

Expected answer Additional guidance

C – price presence Award one mark for the 
correct answer.

Additional guidance

a Price skimming is when a business 
charges a higher price for a unique 
product because it does not have any real 
competition from others.

b Competitive pricing is when a business 
sets the price of the product which is 
similar to their direct competitors.

c Correct answer – Price presence is not a 
real term. It should be price penetration, 
which is a pricing strategy aimed at new or 
existing customers who like to purchase 
new products. It is often used for product 
launches where a low price is initially set 
for a product in order to attract customers 
so that sales numbers are high. Then the 
price is gradually increased and eventually 
sold at a higher price.

d Psychological pricing is aimed at consumers 
who like a bargain by setting a price for a 
product that appeals to customers because 
of the value for money that it appears to 
show, for example, £299 instead of £300 
even though there is only £1 difference.

Mark scheme and additional guidance

Expected answer Additional guidance

Sales promotion techniques 
include: discounts, 
competition, BOGOF, point-
of-sale advertising, free 
gifts and product trials. 

Award one mark for each 
method, to a maximum of 
three marks.

Candidate answer
James could offer his customers a discount (1), provide 
a free gift such as some marinades to complement his 
products (1) or put an advert in the local newspaper. 
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Marks awarded and rationale
The first two points that the learner makes 
are correct, but the third point is not a sales 
promotional technique, rather it is a form of 
advertising. 

Two out of three marks awarded.

Mark scheme and additional guidance

Expected answers Additional guidance

Advertising in local newspaper:

Advantages: costs of advertising are low in free and local 
newspapers; local newspaper advertising can target 
nearby customers, directing them to specific outlets; it is 
effective in targeting the older generation, who often read 
newspapers daily.

Disadvantages: unless the advert is in a prime position, 
there may be competition for the reader’s attention; 
newspaper adverts are not targeted, and local newspapers 
are less effective for targeting the younger generation.

Advertising through his website:

Advantages: can reach a wider audience; he can track and 
measure sales quicker and then tailor the digital marketing 
to the target market; he can reach the target market for a 
much lower cost compared with traditional methods; it can 
build customer loyalty.

Disadvantages: specific knowledge, skills and training will 
be needed to set up and monitor the website, which can be 
time-consuming; there is high competition, and any negative 
feedback or criticism can affect the business; additionally, 
there are security and privacy issues to which James must 
adhere, plus the rules regarding privacy and data protection.

Award up to seven marks for suitable advantages/
disadvantages for both local newspaper and website. One 
mark is to be awarded for a recommendation to reach the 
maximum marks.

If a learner only discusses a local newspaper or a website, a 
maximum of four marks can be awarded.

Candidate answer
If James is advertising in his local paper, it will be low 
cost (1). James should be able to afford this and 
it will widen his target audience (1). This is because 
many people read local newspapers. James needs to 
remember that not everyone in his local area reads a 
newspaper, so not all of his target audience would see 
his advertisement (1). If James uses repeat adverts 
in local papers, this could be expensive (1) and would 
reduce his profits (1). Setting up a website is expensive 
(1) and as his target market is older people, they may 
not have access to the website (1). I would advise 
James to advertise in the local paper, as this should 
provide the local community with information about 
his store and allow him to compete effectively with the 
supermarket.

Marks awarded and rationale
In this answer, the learner focuses mainly on the 
local paper and only briefly mentions the website 
idea. The learner has:

●	 identified a benefit to James of using the local 
paper

●	 made an attempt to explain how the 
newspaper could be used to advertise his 
business

● analysed the local paper as a method of 
advertisement

●	 mentioned two disadvantages of a website.

The learner was awarded seven out of eight 
marks.
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 Topic area 5  Factors to consider when starting up and running 
an enterprise (page 73)

Mark scheme and additional guidance

Expected answers Additional guidance

Advantages of forming a partnership may include:

Easy to set up and change from a sole trader to a partnership 
(1) – there are no legal formalities involved as there would be 
in the formation of a company (1).

Shared responsibility (1) – Jasper and Ollie will share the 
business’s responsibilities (1).

Specialisation (1) – Jasper and his brother may have different 
specialisms, which will help the business grow (1).

Increased capital (1) – Jasper and Ollie can both invest in the 
business (1).

Holiday and sickness cover (1) – Jasper and his brother 
can cover for each other, so the business can continue to 
operate (1).

Consultation (1) – Jasper and Ollie can discuss issues and 
consult with each other over business decisions (1).

Award one mark for an identified advantage and one mark 
for an explanation of the advantage.

Candidate answer
A partnership is quite easy to set up and change (1) 
from being a sole trader to a partnership.

Ollie can help Jasper with the work in the business (1) 
so that he can go on holiday (1). 

Marks awarded and rationale
The first point is correct for one mark but has not 
been explained for the second mark. The second 
point is correct for one mark and has been 
explained for the second mark.

Three marks out of four awarded for this answer.

 Unit R068  Design a business proposal

 Topic area 5  Review the likely 
success of the business 
proposal (pages 134–36)

Example response
Task 1 – Design and complete market research 
to aid your decisions.

Brian has a sole trader business that is doing 
very well. As his profits continue to rise, he has 
decided to look for investment opportunities. My 
role is to advise him about the option of going 
into a potential partnership.

I am going to complete some market research. 
Market research is when a business can spend 
time finding out what customers want from a 
business which can help with decisions. This will 
help Brian to decide if going into a partnership is a 
viable option. I will use both primary and secondary 
research. Primary research is when an individual 
or business completes their own original research, 
by putting questions to their customers for 
example. The information does not already exist. 
The advantages of this are that it is original and for 
the business’s own purpose, but the disadvantage 
is that it takes time to complete and for the results 
to be analysed. This is compared to secondary 
research where the information is already there for 



7

Practice question and Assignment practice answers

the business to use. It does still take time to use, 
especially if the information is not relevant. I have 
decided to complete a questionnaire for primary 
research and use newspaper articles as a form of 
secondary research. 

Sampling is a way of selecting respondents to 
answer my questionnaire. There are different 
forms which include cluster, convenience, 
random and quota sampling. I am going to use 
convenience sampling as it is a quick and easy 
way of gathering research in one location, so is 
convenient for the researcher.

My primary research questionnaire and focus 
group have now been completed so I will analyse 
the data using quantitative and qualitative 
data. Quantitative data is using information 
that is collected from my primary research and 
qualitative data is based on the opinions from 
the questionnaire. I have asked 10 questions in 
my questionnaire and five questions in my focus 
group. My research was focused on establishing if 
the business partnership would work with having 
a market stall as well as a delivery business. See 
appendix 1 for my graphs and results.

For secondary research I decided to look at the 
successes of sole traders and partnerships and 
compare them. I used a range of sources which 
are in appendix 2 with the sources. 

From completing my extensive research, I have 
found that this partnership would work. This 
is encouraging for Brian. It is not a big risk for 
him and will give him the opportunity to put his 
profits into extending his business and forming 
a partnership, meaning that the businesses can 
work together as one. 

Example response
Task 2 – Identify a customer profile.

For this second task it is important that you 
initially explain what a customer profile is, the 
different elements of a customer profile and how 
this can help a business. 

Remember that a customer profile is when a 
business uses knowledge of its customers and 
research to build up an image or profile of its 
likely customers. This information is used to 
build up a picture of the target customer for 

a particular product. How will you relate this 
information to the case study? 

Market segmentation is also closely linked 
to a customer profile, so demonstrating your 
knowledge of segmentation and, importantly, 
relating this to the business will enable you to 
use both the case study and your knowledge. 
Market segmentation is when a business 
divides the market for a product or service 
into sections or segments, in order to target 
particular types of customers. In this case it 
is a fruit and vegetable business which may 
deliver directly to customers. It is vital that you 
use the information that you are given and apply 
this within your response as your teacher will 
be trying to determine if you understand the 
content. 

Customer profiling has several different sections 
that will need to be completed: where such 
a customer might live – location, their likely 
occupation – career, income level – lifestyle, how 
old they are – age, what they like to buy – hobbies 
and interests. It is important that you include all 
these different elements when identifying the 
customer profile for this business.

Example response
Task 2 – Produce a design proposal.

For this task, you must use the design mix as 
part of your response and focus on the new part 
of the business because this is the new element. 
Remember that the market stall is a successful 
business and this other part has yet to be launched 
but the owner is confident that it will work. 

You will need to think about the unique selling 
point (USP) of the business and explain what that 
is. This is important as for every business having 
a USP will mean that it is different from others, 
which could and should influence customers to 
use its products and services. 

You could complete some research on similar 
businesses which deliver fruit and veg boxes 
directly to customers, such as Riverford, Abel & 
Cole, Milk & More. You will be able to find others 
local to you. Completing such research will 
enable you to see what these businesses state 
are their USPs and customer prices, which could 
help your design proposal.
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You also need to produce a design for a box for 
the fruit and veg that customers will receive 
when it is delivered to their door by the company.

Example response
Task 4 – Develop a product proposal.

For this element of the work that you are 
completing, you will need to complete a self-
assessment of the business idea, focusing on the 
fruit and veg to your door element. It is important 
that you can critically assess your product. This 
means that you criticise as well as see the good 
parts of the business. 

The best method would be to use a SWOT 
analysis. Remember that a SWOT analysis 
requires you to look at a product’s:

●	 strengths
●	 weaknesses
● opportunities 
●	 threats.

Completing a SWOT analysis can lead you to 
consider other elements that you may not have 
thought of before, which could cause you to 
research further. 

You also will need to get some constructive 
feedback from another person. Your teacher 
could help you with this in terms of advising 
who this person could be – it could be someone 
at school, in your class or another teacher, or 
someone at home, for example. You will need to 
tell the person about the business so that they 
can make meaningful comments. If they tell you 
that everything is fine, how will it help you with 
your final design? 

Again, it is important that you select an individual 
who will be able to give you feedback that will 
help you with your final proposal for this part of 
your assignment. 

Example response
Task 5 – Review whether the business proposal 
is financially viable.

In the assignment brief it gives some information 
about percentage sales for Fruit and Veg to Ur 
Door. This applies to the ‘old’ business rather 
than the ‘new’ business. However, you have now 

completed lots of research, including research 
from similar businesses, and hopefully this has 
helped to establish the costs involved to you as a 
business and to the customers.

It is important that you are able to identify the:

●	 fixed costs
●	 variable costs, making sure that you explain 

all of these
●	 selling price.

Completing explanations which are related to the 
business will demonstrate your understanding of 
the important financial terms.

Once you have established the costs, the break-
even can also be calculated. It is important that 
you explain about break-even and the fact that 
it means the business makes no profit or loss 
but is able to cover its costs, so it is not losing 
money. Calculating the break-even gives the 
business a target to work towards so it is an 
important element of understanding. It is also 
important that you relate everything back to the 
business.

The last part of this section is to discuss and 
show your knowledge of one of the pricing 
strategies, choosing from:

●	 competitive pricing
●	 price penetration
● price skimming
●	 psychological pricing.

Once you have explained this method, you will 
then relate it to the business proposal and justify 
your reasons for selecting the method that you 
have, remembering to relate this to the customer 
profile and market research completed. These 
are linked closely. 

The last section of this part of the assignment 
involves reviewing the likely financial viability. It 
is a summary based on the information that you 
established earlier on in the assignment. This 
section is purely based on predicted elements 
that you have identified. You will need to focus on 
several different areas:

●	 Predicted number of sales – it is important 
that the business asks questions related to 
how frequently a potential customer may 
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purchase the product. For this business 
proposal, it will be aiming for weekly, twice 
monthly or monthly, but this will need to be 
explained and justified. 

●	 Predicted sales revenue – numbers from 
the predicted sales will help to calculate the 
revenue that will be generated from the sales. 
This will help a business plan its finances.

● Predicted profit/total costs – predicted sales 
and sales revenue calculations will need to be 
used to help identify the predicted profit (total 
revenue − total costs). This can be explained in 
detail in this part of the assignment.

●	 Predicted break-even levels of sales – this 
will need to be calculated using the following 
information: 

Break-even 
point  
(in units) =

Fixed costs
Selling price per 
unit − Variable 
cost per unit

It is vital that all these methods of calculation 
are explained and related back to the assignment 
brief; otherwise they are meaningless. On 
page 27 you will find information to help with 
the interpretation and understanding for this 
element of the assignment. 

Example response
Explain the risks and challenges that this 
business.

This is the last part of the assignment and 
focuses on the external elements that still could 
affect the business. You must always refer to the 
case study information that you have been given 
to ensure that you are familiar with the detail. 

Risks and challenges need to be explained as 
well as identifying the different elements of 
external factors. External factors are: 

●	 Political
●	 Economic
● Social
● Technological
● Legal
● Environmental
●	 Ethical.

It is important that you explain each separate 
external factor as this will demonstrate your 
knowledge and your ability to relate it to the 
business proposal. For example:

Political factors

Political factors are government policies and 
practices that affect and influence businesses. 
Businesses have to adhere to the policies and 
practices that are put in place. If a government 
changes, these may change. Changes to 
government may not favour certain businesses 
and new policies can be costly to a business, 
which would reduce profits. The recent pandemic 
affected the supply chain for many products, 
including fruit and veg. We also experienced 
some very hot weather over a long period of 
time which affected the crops for local farmers. 
For businesses involved in fresh produce, this 
could have a real impact on the quality of their 
products, the supply of products as well as the 
prices to customers and businesses. This could 
therefore impact on the business’s profits. 

You will need to give specific information relevant 
to the PESTLEE analysis. Further information 
can be found on pages 125–130.

Once all elements of the external factors have 
been addressed, the final part will be to ensure 
that you explain how the business can minimise 
these risks. You could research some specific 
advisers that the business could access to gain 
up-to-date knowledge. Often, they will provide 
training course as well. You could use the 
internet to research local advisers. For example:

Marking criteria
Task 1 – Complete market research to aid 
decisions.

There is a maximum of 12 marks available for a 
comprehensive explanation of the overall aims 
of the market research, a justification of the 
sampling method(s) you are going to use and the 
creation of market research tools, resulting in 
completed research outcomes linked to the aims. 
You also need to demonstrate effective collation 
and analysis of the results.
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Task 2 – Identify a customer profile.

There is a maximum of 6 marks relating to 
identifying a customer profile. You need to include 
a description of the features of a specific customer 
profile using market segmentation techniques. 
You will also need to demonstrate a detailed 
justification of the selected customer profile, with 
reference to the market research findings.

Task 3 – Produce a design proposal.

There is a maximum of 9 marks available 
relating to producing a design proposal for this 
section of the assignment. For maximum marks 
you must create an outline of an appropriate 
design mix with a comprehensive justification. 
You must also generate product design ideas 
with effective use of creative techniques as 
well as a comprehensive description of how the 
design mix and market research findings have 
informed one of the designs.

Task 4 – Develop a product proposal.

There is a maximum of 9 marks relating to 
producing a design proposal for this section 
of the assignment. You will need to produce a 
comprehensive summary of the strengths and 
weaknesses of the design proposal. You will also 
need to complete a detailed reference to the self-
assessment and the verbal and written feedback 
that has been gathered. Design modifications, 
with clear relevance to self-assessment and 
feedback, need to be carried out with full 
descriptions. The reasons for choosing the final 
design must be fully justified, with reference to 
both the design mix and feedback.

Task 5 – Review whether a business proposal is 
financially viable.

There is a maximum of 9 marks relating to 
producing a design proposal for this section of 
the assignment. Your evidence must identify and 
calculate all relevant variable costs relating to 
the chosen product design and predict several 
units sold in the first month that evidence 
detailed reasoning. You are required to select 
an appropriate pricing strategy and selling price 
for the product design that is clearly focused on 
the identified customer profile. You also need 

to calculate accurately the predicted total costs 
and predicted total profit for the first month, 
and apply the break-even formula to calculate 
break-even for the business proposal accurately. 
You should give a comprehensive description of 
the impact of a change in price on the break-
even level of sales for the business proposal. 
Full evaluation of the financial viability of the 
business proposal should also be given.

Task 6 – Review factors that may impact the 
success of the business proposal.

This is the final part of the assignment and 
there is a maximum of 6 marks available for a 
comprehensive and realistic explanation of the 
risks and challenges involved in producing and 
launching a new product. It is important to fully 
evaluate the impact that risks and challenges 
faced may have on the success of the business 
proposal. References must be made to how the 
business could minimise/overcome these risks 
and challenges.

 Unit R069  Market and pitch a 
business proposal

 Topic area 4  Review a brand 
proposal, promotional 
campaign and professional 
pitch (pages 187–88)

Example response
Task 1a – Describe the different elements of a 
brand, the various branding methods and why 
branding is used by businesses.

For this first task of the assignment it is 
important that you focus on your knowledge of 
brands. This must be applied to the scenario of 
a partnership of a market stall and a fruit and 
vegetable delivery service which is establishing 
its brand – F&V. 

You will need to think about the different elements 
of brands which will include established brands. 
You could research brands or types of fruit and 
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veg to give some examples in the context of the 
scenario and link this to the fact that the business 
is new and the brand will take time to establish. 
However, the advantage the business has is that 
the market stall has been successful for a few 
years (see R068 case study for more details on 
pages 134–135), so therefore it is offering a new 
additional service to customers.

Finally, it is important that you write about why 
businesses use branding and apply your reasons 
to the scenario – these could include trust, 
recognition, image, differentiation, adding value 
and customer loyalty. It is important that you keep 
referring to the business scenario that you have 
been given so that as well as demonstrating your 
knowledge, you apply this to the market stall and 
delivery business to show your understanding. 

Example response
Task 1b – Produce a competitor analysis to 
help form a brand identity to target a specific 
customer profile for your product.

A competitor analysis is when a business like 
F&V researches and investigates the businesses 
that it will be direct competition with in terms 
of products, sales and the marketing strategies 
that they complete. The goal is to create its 
own strategy to produce and sell its products. 
It is important that you research competitors. 
If you have completed the R068 assignment 
practice, then you will already have completed 
some research on competitors which you could 
use – although it would be advisable to check if 
there have been any changes to the businesses. 
If not, then it’s an opportunity to complete this 
new research so it is up to date. Competitors that 
you could research include businesses such as 
Riverford, Abel & Cole, Oddbox and Milk & More, 
which all deliver fruit and vegetables. 

You should focus your research on the strengths, 
weaknesses and USPs of the competitors. 

The next part of this task is to focus on the 
external environment, which means thinking 
about the elements that they cannot control but 
the business will need to prepare for in terms 
of opportunities and threats. Opportunities are 
elements that the business could turn into a 

positive part of the business, but they have to 
think sometimes a little differently. F&V have 
demonstrated this with the new partnership 
and adding to the successful market stall, the 
opportunity to develop the deliver service so you 
could describe this in more detail. Threats are 
the things that may threaten the brand, so it is 
important that you address this in your response.

External environmental factors also will involve 
you writing about economic, social, technological 
and ethical factors as part of your assignment 
answer. You will need to provide knowledge of 
each of the four areas and how F&V will need 
to prepare in case the external factors start to 
affect its brand. This could be from:

●	 new legislation that is introduced
●	 a new government
● lack of disposable income due to the 

pandemic
● changes to technology
●	 impact of ethical responsibilities on the 

business, etc.

It is important that you always refer back to the 
context and focus on the brand identity and the 
impact of this on the specific customer profile for 
the product.

Task 2a – Example response
Businesses will often have four main objectives 
for their promotional campaigns, which will be:

●	 raise awareness
●	 differentiate
● create market presence
●	 increase market share.

It is important that if you choose some or all of 
these objectives for your promotional campaign 
for the business, you explain each element and 
how this will be applied. You will need to be 
practical as the business will not have much 
money for a promotional campaign as it is a new 
business. Question whether or not a celebrity 
endorsement, for example, is practical – it won’t 
be unless you know a famous local person who 
may want to help.

Once you have established the main objectives 
you will need to create a plan and it is advised 
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to illustrate this using a project management 
tool such as a Gantt chart as it provides vital 
information, such as:

●	 the start date of an activity
●	 the expected end date 
● how long you expect the task to take, known 

as the duration
●	 key dates which could be used to measure the 

progress of the campaign – remember the key 
dates should be classed as KPIs. These will 
enable F&V to measure itself in terms of how 
it is achieving its objectives, which can then 
be reviewed when measuring its outcomes at 
various points, e.g. how many new customers 
have been captured in the first few weeks of 
the campaign or the average amount spent by 
customers on each order.

You may have practised completing some Gantt 
charts in your lessons so use this knowledge 
to help you create a realistic chart for the 
promotional campaign.

Example response
Task 2b – Create suitable promotional methods 
that will complement each other, explaining 
your reasons for selection.

Businesses have a whole range of promotional 
materials that they can complete to promote 
their business but they need to think about 
what is practical and what will appeal to their 
customers. F&V, being a new business, may want 
to consider a mixture of both traditional methods 
and digital methods of promotion. It is important 
that you write about a range of promotional 
materials, which could include flyers, leaflets, 
advertisements on various methods (such as radio, 
tv, newspapers, internet, magazines) and direct 
mail. 

To demonstrate your knowledge and application 
skills you should aim to highlight the advantages 
and disadvantages of the different methods. This 
will help the person reading your work to see 
that you understand what is important. Following 
on from writing the theory about promotional 
methods, you will need to apply this knowledge 
to the F&V business and decided what digital 
and non-digital methods you will use to promote 

the business. This is very important as it will 
show the priorities for the business. Initially you 
would expect it to focus on delivering to locals, 
but potential customers will need to know about 
this service. F&V therefore needs to decide what 
to use, which could be simply fliers on the stall, 
as well as using social media to promote the new 
service. Would these two methods complement 
each other? If so, why? If not, Why? 

The reader needs to know that you understand 
the concept of complementary promotional 
methods, so a clear explanation is needed. You 
may want to state that there is a limited budget, 
meaning the business does not have much 
money to spend on promotion now, but in the 
future this may change. Maybe you could find out 
the costs of producing leaflets and flyers. This 
would really help with your justification for this 
part of the assignment.

It is important to summarise this area of your 
work so that your overall findings can then be 
used when you create the detail for your pitch. 

Example response
Task 3 – Explain how you will pitch your idea to 
an audience by planning a suitable pitch.

For this part of the assignment, you will need 
to focus on the pitch that you will perform to 
someone in your class. Sometimes people find 
this experience intimidating, but the more that 
you practise, the easier pitching will be, so 
when it comes to you pitching for the OCR set 
assignment, it will be simpler because of the 
preparation you have done beforehand. 

When you start on this task you should focus on 
several different areas, which include:

●	 pitch objectives
●	 the audience
● venue
● materials
● visual aids
●	 how to anticipate questions and plan 

responses.

Remember that a pitch is an opportunity to 
inform someone in your class about your 
business proposal with the objective of trying 
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to persuade and gain support for the idea from 
the audience. In your class you will know your 
audience is a peer in your lesson, but for a real 
pitch, normally you would not be aware of who 
the audience members are, which is why it is 
important to research the potential audience. 
Imagine you were to be part of ‘Dragons’ Den’ – 
you would research the entrepreneurs and know 
who has interests in different industries. This 
research can help the focus on the pitch and the 
objectives.

Your teacher will inform you where you will 
present your pitch, so this will help you with the 
planning of the venue. It may be in a small room, 
a classroom or a large office. This could affect 
where you plan to stand, how loudly you need to 
speak, etc. You could draw a plan of the room to 
channel your thoughts related to the venue. This 
will all be relevant when focusing on the venue 
element of the pitch. 

Having materials and visual aids such as a pre-
written PowerPoint presentation, handouts, verbal 
prompts, prototypes can help you prepare for the 
pitch and also give you confidence. Being able to 
identify a range of methods which are suitable for 
the pitch will help with your preparation. 

As part of the pitch you will need to invite the 
person who is listening to your pitch to ask some 
questions. Being prepared for these questions 
will hopefully mean that you can answer them. 
This will depend on how hard the questions are, 
of course! You may a get question about why a 
questionnaire was used instead of another form 
of primary research. Or a question based on the 
selling price, such as ‘Why are you charging £7.99 
for the product?’. Planning answers to these types 
of questions helps you to answer confidently and 
to create a positive impression to the person you 
are presenting to. Always answer with something 
– saying nothing is never a good option. 

Remember to always refer back to the needs of 
R&V for the product that it is trying to sell.

Example response
Task 4 – Present your pitch to a partner and 
review the performance. Ask your partner for 
feedback and use this to change your pitch to 
make it even better.

This is your chance to put all the preparation 
for your pitch into presenting it to someone 
in your class. This part of the assignment is 
very important as it is focusing on a range 
of skills that you will have the opportunity to 
demonstrate, which include:

●	 preparation skills
●	 organisational skills
● presentational skills
●	 review skills.

You will need to complete a short review of how 
you think your pitch went. You could answer the 
following questions as part of your review as 
well as other questions that you consider to be 
relevant:

●	 Was the content of your pitch good? Why?
●	 What elements did you think could be 

improved?
● Did you address everything?
● Did the timings work well?
● Did the visual aids enhance your pitch? Why?
● Could you answer the questions?
●	 How did you feel when pitching?

It is important to explain your answers and not 
to just answer yes or no. The reason for this is 
to explain in detail your thoughts related to the 
question so that you produce a good review. You 
will then need to ask your partner to give you some 
feedback. You could use the same questions that 
you have answered on your own feedback to help 
produce some good feedback. The idea is that you 
want the feedback to help improve your pitch if you 
were to present it again, so good-quality comments 
will be helpful. Speak to your partner and try to 
emphasise the importance of this. 

Example response
Task 5 – Review your brand proposal, 
promotional campaign and pitch.

This final part of the assignment enables you to 
review your work. The focus is on ensuring that 
all parts of the assignment are completed in full 
so that your overall brand proposal, promotional 
campaign and pitch meet the requirements for 
the F&V business. 
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Having a clear understanding of the F&V 
business is key to producing a good review of 
the three different areas in your assignment. To 
ensure that your review is appropriate, revisit 
your overall brand proposal which will include 
the work completed on brand, branding methods 
and why branding is used by businesses, with 
your ideas for the F&V business. 

Your review should also focus on the different 
elements of the promotional campaign to include 
the objectives:

●	 raise awareness
●	 differentiate
● create a market presence for F&V
●	 increase market share for F&V.

You will need to review the promotional methods 
used as well as the KPIs and the project 
management tool used, which will be a Gantt chart.

Finally, you should use your personal and 
partner reviews of your pitch to summarise your 
thoughts about the experience of pitching and 
areas where the business could be developed in 
the future. Completing an end-of-assignment 
conclusion for the F&V business will help to 
determine whether the overall experience has 
been positive and worthwhile. It is important to 
be honest in the final summary – remember, 
this is a practice and so anything that can 
be improved before completing the OCR set 
assignment will benefit you.

Marking criteria
Task 1 – Develop a brand identity to target a 
specific customer profile.

There is a maximum of 12 marks available for 
comprehensive research based on strengths, 
weaknesses and USPs of competitors as well 
as analysis of the impact of the research on 
the business. These will need to be reviewed. A 
comprehensive analysis will be required of the 
external environment which must be related to the 
specific business. Finally, there must be evidence 
of a detailed brand personality related to the 
specific customer profile, which includes brand 
methods and which is related to the target market.

Task 2 – Create a promotional campaign for a 
brand and product.

There is a maximum of 9 marks relating 
to creating a promotional campaign. The 
requirement to gain maximum marks 
must include the promotional objectives 
and KPIs linked to the business which are 
comprehensively explained. You are required to 
provide detailed digital and non-digital materials 
to create awareness of the brand, and include 
evidence of how these suggested methods will 
work together and are appropriate to the needs 
of the target customer. A suitable time frame 
must also be considered.

Task 3 – Develop a pitch for your proposal.

There is a maximum of 12 marks relating 
to developing a pitch for your proposal. For 
maximum marks it is important that you 
complete a comprehensive plan explaining the 
factors when planning a pitch for a business 
proposal. You must ensure that the materials are 
detailed and appropriate for the audience and 
that you have prepared answers to enable you to 
respond correctly to questions. When watching 
a pitch you will also need to effectively support 
a partner, enabling them to fully refine their 
pitching plans and supporting materials based 
on your feedback.

Task 4 – Plan and pitch a proposal.

There is a maximum of 9 marks relating to 
planning and pitching a proposal for this 
section of the assignment. It is important that 
you use visual aids, resources and supporting 
materials with full effectiveness to aid delivery 
of your pitch. You will need to demonstrate a 
comprehensive outline of the business proposal 
in your pitch, using effective presentation and 
time management skills. Your content must 
be effective, showing clear evidence of the 
needs of the business. You need to give justified 
answers to any questions, demonstrating a full 
understanding of the proposal and issues raised.
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Task 5 – Reflect on your brand and pitch.

There is a maximum of 12 marks relating to 
your review of your brand proposal, promotional 
campaign and professional pitch. Your evidence 
must include a comprehensive review of your 
own pitch, your strengths and the areas you need 

to develop. You need to provide a comprehensive 
review of your business proposal using a range of 
sources and a comprehensive explanation of the 
likely success of your business proposal. You also 
need to assess the strengths and areas for future 
development of your business proposal.
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 Unit R067  Enterprise and marketing concepts

 Topic area 1  Characteristics, 
risk and reward for enterprise 
(page 10)
1 An entrepreneur is an individual who sets up 

their own business or businesses which may 
involve taking risks so that they can make a 
profit.

2 They may want to run their own business, be 
independent, like taking risks and also be 
able to keep the profits that they make for 
themselves.

3 Alan Sugar has confidence as he is able to 
present his ideas to others; believes in the 
products or services that his businesses 
sell; and has the ability to make others feel 
confident about them so that sales can be 
made and his business continue to grow. He 
also has determination, knowing exactly what 
has to be done and is decisive. 

4 Independence means that an entrepreneur’s 
business is their personality and their ‘being’, 
as compared with self-satisfaction which 
means they are proud of what they have 
achieved and the business is the reason for 
their success, which they reflect upon on a 
regular basis.  

5 A business may fail if the entrepreneur 
produces products that are not wanted or 
needed within the market. This would be a 
sign of lack of research.

6 The impact of a failed enterprise could be a 
loss of finances, skills and self-worth. The 
entrepreneur could also be embarrassed by 
the failure of the business.

7 A financial reward is where any profits that 
are made can either be put back into the 
business to improve it or be given to the 
entrepreneur as a reward for their hard work. 
Reward in terms of making a diifference/
change is where the business enhances 
something which could improve, for example 
people’s lives, the environment, etc. The 
reward will not be financial, but can change 
something for the better.

 Topic area 2  Market research 
to target a specific customer 
(page 21)
1 Market research is the actions that a 

business will use to gather information about 
customers’ needs and wants.

2 Quantitative data is used for statistical analysis 
and review whereas qualitative data provides 
information for a business with a much more 
in-depth understanding of key issues.

3 By completing primary research, Ahmed could 
have gained the views and opinions of potential 
customers to determine if the business idea 
was worth setting up and developing.

4 Different types of market segmentation 
include age, lifestyle,  gender and occupation.

5 Secondary research is information that 
already exists that a business can use, for 
example from the internet.

6 Market research could lead to increased 
customer retention, potential for an increase 
in market share and targeted marketing.
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 Topic area 3  What makes a 
product financially viable 
(page 30)
1 False – rent is a fixed cost.
2 Fixed costs are costs that remain unchanged 

when the output of a business changes.
3 Total costs = Fixed costs + Variable costs
Total costs are calculated by adding together all 
the business’s costs for a particular level of output.  
4 The point at which a business makes no profit 

and no loss. It is the point at which total costs 
equal total revenue.

5 An entrepreneur uses break-even information to 
determine how many units the business needs 
to sell to cover its costs and not make a loss. An 
entrepreneur will be able to use this information 
to help with planning decisions about how the 
business will hopefully grow in the future.  

 Topic area 4  Creating a 
marketing mix to support a 
product

4.3 (page 40)
1 Product, Price, Place and Promotion.
2 A vlog is a video log where the content is 

recorded and shown in a video format to the 
person viewing the vlog.  A blog is a written 
form of information where the author (known 
as a blogger) writes on topics that interest 
them and their followers.

3 Sales of products/services often increase due 
to celebrity endorsement.  It can also build 
creditability for the product and make it stand 
out from others.

4.4 (page 44)
1 A sales promotion is a method of persuading a 

person to purchase a product to boost short-
term sales.

2 Buy One Get One Free.
3 A ‘free’ winter check with a car service and 

MOT that is completed by the business. Buy 
one and get one free with car tyres.

4.10 (page 59)
1 A product lifecycle is the journey of a product 

from its development and launch to its 
eventual removal from sale, which includes 
development, introduction, growth, maturity 

2 Public relations.
3 l	 A business’s product can be sold all over 

the world, so will have a global reach.
	 l	 A business can track and measure its sales 

quicker and then tailor its digital marketing 
to the target market.

	 l	 Digital marketing campaigns can reach 
the target market for much lower costs, 
compared with traditional methods.

4 Competitive pricing is aimed at new and 
existing customers and is when a business 
will set a price that is similar to that of a local 
competitor. It could attract new customers to 
the business as the price is the same as that of 
their usual retailer. For example, supermarkets 
price matching goods sold by their competitors.

 Topic area 5  Factors to consider 
when starting up and running 
an enterprise

5.1 (page 64)
1 A business where the franchisor (the owner 

of the business idea) grants a licence (the 
franchise) to another business (the franchisee) 
to operate the brand or business idea.  

2 The franchisor owns the business idea. 
The franchisee will own the right to use the 
business idea and the individual business 
that is set up. The franchisor is responsible 
for overall decisions relating to the business 
design and idea, for example store layout and 
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brand logos. The franchisee will decide on 
working hours, holidays, etc. The franchisee 
will earn the profit from the franchise but 
will need to pay an annual fee and agreed 
percentage of the profit to the franchisor.

3 The business owner(s) are personally liable 
for the debts of the business in the event that 
the business cannot pay them.

5.2 (page 68)
1 Own savings – money that the owner has 

invested into their business. It is usually long-
term finance and will come from their savings.

 Friends and family – often willing to lend 
owners money to start up their business. As 
with personal savings, this type of capital is 
often lent without any charges or fees and 
is often repaid only once the business has 
become successful. If the business fails, 
friends and family will not get their money 
back, so this type of lending is high risk.

 Loans – these are usually a longer-term source 
of finance and are offered by banks, building 
societies or other financial institutions. 
The lender will ask to see evidence that the 

business can repay the amount in full. Loans 
are usually repaid over a period of 3–10 years.

2 Crowdfunding is when you gain funds from a 
range of individuals whereas a business angel 
will individually fund the capital on their own.

5.3 (page 73)
1 The Chamber of Commerce has a large 

network of businesses whose overall aim 
is to support businesses of all sizes to 
achieve more and grow locally, regionally 
and nationally.  A business may seek 
opportunities to network (meet) with a range 
of business individuals and to share ideas with 
like-minded people. Joining a Chamber of 
Commerce could raise the enterprise’s profile.  

2 Business angels provide a business owner 
with a large amount of money to invest in their 
business and they may also offer advice and 
support in running the business. For example, 
they may have many contacts in one industry 
that could help the business, or know how 
to use a particular method of social media 
successfully to generate sales and therefore 
growth for the business.  

 Unit R068  Design a business proposal

 Topic area 1  Market research

1.1 (page 80)
1 Gathering data and information that already 

exists.
2 The actions implemented to gather information 

about customers’ needs and wants.
3 Two factors to consider are cost and the time 

that it will take to complete the research.

1.1 (page 93)
1 Frequency table and tally chart.
2 Collating data is when a business collects data 

that it needs for its business compared with 
presenting data which is when a business will 
present the findings of the collation of data.

3 A business may choose to presenting the data in 
a graphical format (pie charts, bar charts, line 
charts or scatter graphs), enabling the audience 
to see results quickly, providing that the chosen 
method is clear and easy to understand.
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 Topic area 2  How to identify a 
customer profile

2.1 (page 98)
1 Dividing the market for a product or service 

into sections or segments.
2 A business will segment the market so that it 

can target a particular type of customer for its 
products to gain more sales.

3 Age, gender and income.
4 A customer profile is when a business uses 

knowledge of its customers and research into 
market segmentation to build up an image or 
profile of its likely customers.

5 A customer profile is used to build up a 
picture of the target customer for a particular 
product. It might include details of where such 
a customer might live, their likely occupation 
and income level, how old they are and what 
they like to buy. The business then uses this 
customer profile to target its products at 
similar customers. 

 Topic area 3  Develop a product 
proposal

3.1 (page 102)
1 Function, aesthetics and economics.
2 A USP is a unique selling point, so the quality 

that makes your product stand out from the rest.
3 A product must be financially viable, add 

value to the business and be cost effective.  
A business must consider how much a 
customer will be willing to pay for the product 
so that its costs are covered and it breaks 
even or even makes a profit on each sale.   

3.3 (page 111)
1 Strengths, weaknesses, opportunities and 

threats.
2 Feedback enables a business to ensure that 

its design meets the needs and wants of the 
target market so that the product will sell well 
and produce a profit for the business.

3 A business may use verbal feedback by asking 
a range of questions to a group of selected 
individuals in the form of a focus group.

 Topic area 4  Review whether 
a business proposal is 
financially viable

4.1 (page 118)
1 A cost that varies directly with the level of output.
2 Rent, insurance and loans.
3 Break-even is the level of output at which total 

costs equal total revenue.  
4 Break-even point (in units) =   

   Fixed costs

 Selling price per unit − Variable 
cost per unit

5 Explanation of term

Profit per unit

Total costs

Total profit

4.3 (page 123)
1 A pricing strategy.
2 A pricing strategy is a method of promotion 

to generate sales for a business for a limited 
amount of time.
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3 Psychological pricing makes the customer think 
the product is cheaper than it really is, which 
helps make a sale, such as 99p instead of £1.00.

4 Price skimming – brand new product! £399
 Price penetration – £1.99 RRP £4.99
 Competitive pricing – Price match: Tesco 

£1.49, Boots £1.49
 Psychological pricing – 99p

 Topic area 5  Review the likely 
success of the business 
proposal

5.1 (page 132)
1 Political, Economic, Social, Technological, 

Legal, Environmental, Ethical.
2 If there is a change in the law, a business will 

have to conform – for example, introducing 

the Covid-19 rules for all businesses, such as 
wearing face masks.  

3 You want to ensure that customers purchase 
your products or services rather than those of 
your competitors, so completing research into 
what your competitors are doing will help you 
understand and target your customers so that 
you make sales rather than your rivals.  

5.1 (page 134)
1 Something that may harm your business.
2 A risk is something that may be out of your 

control while a challenge may prove to be 
quite tricky but it can be completed.

3 You may not know the harm that you could do 
to the business due to a lack of experience, 
planning and research.  

4 An organisation could ensure that it 
seeks advice from professionals who have 
experience in the area of the business to help 
support sensible business decisions.

 Unit R069  Market and pitch a business proposal

 Topic area 1  Develop a brand identity to target a specific 
customer profile

1.2 (page 145)
1 Brand personality: durable, luxurious, sporty, 

value for money and exciting.
 Brand identity: visual look, colours used, 

typeface and logo placement. 
 Brand image: logo design, customer 

perception and brand association. 
2 A logo helps customers identify a business 

easily by a symbol, picture or font that 
represents the business. The purpose of the 
logo is for identification and helps to increase 
customer loyalty.

3 A brand personality can evolve over time and 
may even re-invent itself. Companies may 
adopt a different approach as they mature.

4 Customer loyalty can be measured by 
the service that a customer receives 
when purchasing a product or service. 
Some businesses will measure customer 
satisfaction using a survey. If a problem 
occurs with a product, consumers want to 
know that a business will deal with them in a 
professional way to ensure they remain loyal 
and likely to make future purchases.
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1.4 (page 155)
1 When a business researches the strengths, 

weaknesses, unique selling point and 
differences of its products compared with 
those of a competitor.  

2 Being an ethical business means acting in 
ways that are both fair and honest to all.

3 Unique selling point (USP).
4 Economic factors can affect the amount 

of money that consumers have available 
to spend, which can impact the demand 
for products and services that businesses 
produce and sell. 

5 Many people had to work from home using 
video conferencing as a method of attending 
meetings. School children had lessons online 
using platforms such as Google Classroom, 
Tapestry, Teams or Zoom.  

 Topic area 2  Create a 
promotional campaign for a 
brand and product

2.1 (page 164)
1 Raising awareness of a product/service, 

to differentiate its product and to increase 
market share.

2 Key performance indicator.
3 A Gantt chart can help a business as it is 

used to help plan the overall promotional 
campaign, detailing the start date of an 
activity, the end date, how long tasks will take 
to complete and key dates to measure the 
progress of the campaign.

4 Digital methods of promotion will require 
technology for them to reach the intended 
target audience, whereas more traditional 
methods can be accessible to all – for 
example, leaflets put through people’s front 
doors, adverts in newspapers.

 Topic area 3  Plan and pitch a 
proposal

3.2 (page 175)
1 A pitch is a method of communicating 

and presenting a business proposal to an 
audience.

2 Entrepreneurs often use this method to 
communicate their ideas to people who may 
want to invest some money in the business 
and also to have the opportunity to share their 
new ideas with others.

3 Verbal is when an individual uses their voice 
to communicate with others and non-verbal is 
communicating using your body.

4 Eye contact and gestures.
5 Often people find them useful to remind 

them of the order of what they need to say 
and to make sure they don’t miss any vital 
information, ensuring that they remain 
focused.

3.4 (page 180)
1 Constructive feedback is giving your opinion 

on something (both positive and negative) and 
suggesting ways in which improvements could 
be made.

2 Look through the various themes in your pitch 
and think about why you have included the 
information, where the information came from 
and how it will help your business.  Using 
Why, Where and How will help you to prepare 
answers to questions that you may be asked.  
You can also present your pitch to another 
person and ask them to ask you questions.

3 Pack the resources and props required for the 
pitch beforehand and check them again on 
arrival; get a good night’s sleep; make sure 
the presenter or presenters look professional; 
arrive at the venue in plenty of time; make 
sure the room is set up to the business’s 
requirements.
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 Topic area 4  Review a brand proposal, promotional campaign and 
professional pitch

4.2 (page 186)
1 It is part of the preparation for the pitch 

and having prepared answers means you 
will be less likely to stumble or forget vital 
information that could help sell your pitch.  

2 Self-assessment (a review from your 
perspective of how you think your pitch went) 
and gaining feedback from others.

3 Be prepared by practising your pitch, including 
the timing; provide good-quality resources 

such as a presentation, presentation notes, 
handouts or examples of your product; 
prepare answers to potential questions; try to 
enjoy the experience.

4 Communication skills, including verbal and 
non-verbal skills, as well as professionalism 
and the ability to answer questions from an 
audience.  
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