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Practice exam question 

Trunki ride-on suitcases 

Mark Hage 

Check your answer to the question on p. 19 of  the magazine. 

Sample answer 
Distributions channels are ways in which to get f inished products to customers. The extract tells us 

that Magmatic have already established a number of  distribution channels , including an online shop to 

sell their Trunki cases and through stores such as John Lewis. 

One benef it of  having dif ferent distribution channels is that it meets the needs of  different types of  

customers. For example, selling to ‘middle class parents’ may mean this segment of  the market prefer 

a trendier type of  selling experience. Magmatic, as the producer of  the Trunki, could sell to John 

Lewis, the retailer, as this store is seen as being reliable and fashionable for this type of  customer. 

There is a large network of  stores already set up, meaning customers are likely to have access to the 

suitcases at a shop near to where they live. As a consequence, Magmatic can sell a large number of  

suitcases to John Lewis and benef it f rom enhancing its own reputation and not having the large extra 

costs of  having to set up its own shops around the UK. 

However, the disadvantage of  this approach is that John Lewis is likely to want to buy the suitcases at 

a discount, as it is buying in bulk. This means that Magmatic will make less prof it on each suitcase, for 

example instead of  selling the Trunki at £80 it might have to sell it to John Lewis for £70.  

By selling Trunki suitcases through an online store, customers who are not near a John Lewis store 

can still buy one. Magmatic will not only have access to a much wider range of  customers, but it can 

keep all the prof it rather than the retailer taking a cut of  it. However, there are many online retailers 

selling suitcases. One of  the reasons Magmatic is making a loss of  £14 million is because a lot of  

businesses are copying the style of  the suitcases and selling them. If  customers believe they are 

getting a similar product for a cheaper price, they might buy online f rom another shop, reducing sales 

and potentially damaging the brand’s image, as the imitations are of  poorer quality, and thus reducing 

prof its. 

The online store has been successful and an expansion of  this distribution channel can help Magmatic 

expand quicker than through physical retailers to meet its prof it maximisation objective. 

Sample examiner comment 
Mark: 16/16 (Level 4 — an excellent response fully focused on the question) 

Shows a depth and range of  knowledge and understanding of  the importance of  dif ferent distribution 

decisions to maximise prof its. 

Application is applied ef fectively throughout the answer.  
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Analysis is well developed throughout the answer and considers a balanced range of  issues 

appropriate to answering the question. 

The answer makes judgements as to the importance of  different distribution decisions to maximising 

prof its. The answer shows a balance of  competing arguments and a clear focus on answering the 

question throughout. 
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