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Practice exam question 

Enhancing the portfolio 
Mark Hage 

Sample answer and examiner comments for the question on p. 9 of the magazine. 

Sample answer 
One benefit of Dr Martens’ decision to stock ‘vegan’ boots is that this may enhance the ethical 
credentials of the brand, attracting a new range of customers. (1) The promotional focus of Dr Martens 
is likely to have been focused on a different market segment to its more traditional boots range, which 
may lead to a halo effect on the product life cycle of other products. As a consequence, the ‘vegan’ 
boots may also act as an extension strategy for some of Dr Martens’ other product ranges that are 
currently in maturity or the decline stage of sales. For boots such as the 1460 range, the new (3) 
market segment aimed at through the advertising of ‘vegan’ boots may encourage such customers to 
make repeat purchases of other products leading to increased market share and the continuing 
profitability of products that would otherwise be seeing a decline in sales. If such sales continue in the 
medium term as products such as the 1460 boot have already recouped most of their research and 
development costs, the profit margins on each sale are likely to be higher than the ‘vegan’ boots, 
leading to a further increase of profits above the 70% (4) rise posted in 2018. (5) 

However, potential new customers purchasing ‘vegan’ boots may be regarded as so different in terms 
of wants and needs from Dr Martens’ other customers that the success of such products may have 
little or no impact on the product life cycle of its other products. (2) The 1460 boot range appears to 
attract customers who are more interested in celebrity endorsement, which may not entice ‘vegan’ 
boots customers to purchase other products in the range, who are more interested in ethical 
purchases. As a consequence, this new product may not enhance other products in the life cycle and 
Dr Martens may risk the decline of the 1460 boots if this is its only strategy for maintaining sales, 
ultimately resulting in revenues reducing from the March 2019 figure of £454.4 million. (6) 

However, the ‘vegan’ range of boots is only one factor that has helped with the 70% increase in 
profits. Dr Martens has adopted extension strategies for other products, such as designs by Cardi B, 
which has helped extend the life of products that have reached maturity stage. In fact, by further 
innovating by selling in new markets, such as through the growth of internet sales, Dr Martens’ overall 
marketing strategy appears to be enhancing products across their range, incorporating both the 
potential halo effect of the ‘vegan’ boots with those of other market segments, allowing for the 
maximum enhancement of all products, regardless of where they currently sit in the product life cycle. 
(7) 

Examiner comments 
(1) (2) Knowledge and understanding are shown through the benefits of a decision to stock vegan 
boots to enhance the product life cycle of other products. 
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(3) (4) Application is shown through the use of appropriate context applied to the question. 

(5)(6) Coherent and logical analysis is linked together, giving positive and negative causes and effects 
of the decision by Dr Martens to enhance the product life cycle of all its products by stocking vegan 
boots, using context based on qualitative data for competing arguments. 

(7) An evaluation of competing arguments with context is used to support a judgment as to the 
likelihood of stocking vegan boots enhancing the product life cycle of other products. 
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