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Introduction 
Our examiners’ reports are produced to offer constructive feedback on candidates’ performance in the 
examinations. They provide useful guidance for future candidates. The reports will include a general 
commentary on candidates’ performance, identify technical aspects examined in the questions and 
highlight good performance and where performance could be improved. The reports will also explain 
aspects which caused difficulty and why the difficulties arose, whether through a lack of knowledge, poor 
examination technique, or any other identifiable and explainable reason. 

Where overall performance on a question/question part was considered good, with no particular areas to 
highlight, these questions have not been included in the report. A full copy of the question paper can be 
downloaded from OCR. 
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R064 series overview 
This was the first January examination series for this written unit which assesses the enterprise and 
marketing concepts candidates require to complete the other two units in the qualification. It is pleasing 
to report a three-fold increase in entry, compared to last summer.  

To perform well on this unit, candidates need to have a wide range of knowledge and understanding 
about the relevant theoretical concepts and be able to apply them quite generally to the given context of 
a start-up business. 

The quality of candidate’s scripts was generally good, although there was a greater range of candidate’s 
answers, compared to last summer, with more scripts achieving less than 30 marks. Many of these 
scripts contained numerous questions which were missed out which suggests that some candidates did 
not have knowledge of the full range of the specification. At the other end of the spectrum, there were 
plenty of very good scripts scoring more than 65 marks, where candidates had an impressive level of 
knowledge and understanding of most of the topics examined. 

Most successful topics Least successful topics 

• Market research 
• Customer feedback 
• Sole traders 
• Pricing methods 

• Segmentation 
• Reasons for differentiation 
• Legal issues 
• Small business grants 
• Finance activities 
 

This report has been written based on the feedback from the entire team of examiners and should be 
read in conjunction with the published mark scheme. 
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Section A overview 
The multiple-choice questions proved a very effective discriminator on this paper. The overall 
performance was less good than last summer, with some candidates achieving less than 8 marks. 
However, there were plenty of candidates who showed excellent knowledge of topics and scored more 
than 12 marks, with a significant number managing to score full marks on this section. 

Questions 3, 4, 5, 8 & 16 were answered least well, with less than 70% of candidates getting each of 
these correct.  

It should also be noted that there were a small number of candidates who missed out one or more 
answers in this section. Centres are reminded to inform candidates that there is no negative marking and 
so any answer is better than none. 
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Section B overview 
Most candidates appeared to find the context of setting up a photography services business accessible. 
There were some interesting assumptions made at times about what this may entail, especially with 
regards to ‘wedding photography’, but these were nearly always accepted by the examining team. We do 
not expect candidates to have any prior knowledge of the type of business setting chosen. It is, 
therefore, important that candidates carefully read any context they are given about the business, both at 
the start of the section and in each question. This context becomes particularly important when 
candidates get to the final question. 

The length of answers was generally appropriate, although too much was sometimes written for the 
questions with four marks or less. There was no real evidence of candidates running out of time and in 
the minority of cases where this appeared to occur, it was due to answers being too long on the low-tariff 
questions.  

There was certainly more evidence of questions being missed out this session, compared to last 
summer. Given the breadth of content in the specification that may be understandable as a one-off. 
However, in some cases, a significant number of questions were missed out.  

Performance on the final question wasn’t good and that is discussed in more detail later on. 

 

Question 17(a) 

 

The two parts of Question 17 examine the need for, and the methods of, segmentation. However, many 
candidates confused these two concepts, or treated them as the same. Candidates who knew the 
difference, in this first part of the question, tended to produce either generic examples (e.g. quantity and 
quality) or some excellent context specific answers (e.g. wanting photographs edited, whether they are 
supplied with frames). Both of these were equally rewarded. Answers, which just listed segmentation 
methods, could not be credited. 
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Question 17(b) 

 

Around half of the candidates correctly identified a method of segmentation and went on to provide a 
brief explanation of this method. The remaining candidates did not appear to understand what 
segmentation is, giving answers such as ‘social media’ or ‘market research’, implying that they thought it 
is how you marketed your product. 

 

AfL Correct terminology is vital in Sections 1.1 and 1.2 of the specification. For 
example, ‘location’ is relevant to how customer needs may vary, whereas 
‘geographic’ (not ‘location’) is a method of segmentation. 

 

Question 18 

 

 

This question was a classic case of candidates not carefully reading what they were asked to do. Many 
answers contained one or two ‘benefits’ which were, in fact, ways in which the business could carry out 
differentiation. Another reason for lower ability performance was answers where the second benefit was 
indistinguishable from the first. 

There were, however, some excellent answers, which tended to focus on the creation of a USP and the 
ability to charge a higher price, as shown in Exemplar 1. Compare this with Exemplar 2, which did not 
score any marks, as it gave two ways in which to differentiate. 

 

AfL Centres should encourage candidates to really try and write about two very 
different impacts on the business, in questions such as this one (as well as 
Questions 19c, 21, 24 & 26b). This makes it much easier for examiners to 
award the full range of marks. 
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Exemplar 1 
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Exemplar 2 

 

Question 19(a) 
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Around half of candidates did not achieve any marks on this question, as they did not know what an 
‘economic’ boom is. In many of these cases, their answer was actually relevant to a downturn in the 
business cycle.  

Some correct answers only picked up one mark as, although they gave an impact (e.g. higher prices or 
more demand), they did not explain why this might occur (e.g. higher employment or increased 
incomes).  

 

Question 19(c) 

 

This question was not answered well by half of the candidates. Many did not know what a legal issue is 
(with answers ranging from taxation to technology). Others were able to give a legal issue, such as 
‘copyright’, but were then unable to explain how this would affect the business. 

Exemplar 2 is a rare specimen of a four-mark answer. Notice how the explanations, in each case, show 
a clear consequence for the business, namely the cost of using copyright images and the extra training 
required due to health & safety laws. 
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Exemplar 3  

 

Question 20 

 

 

Around a quarter of candidates did not know what a secondary market research source is, often 
confusing it with a primary research method. The majority of candidates scored 2 or 3 marks. 
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Question 21 

 

 

This was better answered than the other six-mark question, with most candidates achieving at least 3 
marks and over 30% scoring 5 or 6 marks. Unlimited liability and the issues of running a business on 
your own were the most popular answers, as shown in Exemplar 4. This shows good structure to get the 
3 marks for each disadvantage. First, name the disadvantage (‘unlimited liability’), second, explain what 
this means (‘you personally have to repay the debts’) and finally, what is the impact on you or the 
business (‘loss of possessions and even your house’). 

Exemplar 5 shows how many answers missed the third mark in each case, as there is no impact on you 
or the business. For example, higher costs or prices in the first disadvantage and lower quality or more 
stress in the second. 

Exemplar 4 
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Exemplar 5 
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Question 22 

 

Only half of the candidates achieved both marks on this question. The common mistake was to multiply 
the variable costs by six, even though the ‘total variable costs’ had been provided in the question. As 
long as clear working was shown, this answer could still gain one mark via the own figure rule. 
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Question 22(b) 

 

About one third of candidates did not achieve any marks on this question, either because they did not 
attempt it or did not know how to approach it. However, there were a good number of correct answers, 
with some excellent workings shown.  

 

AfL The advantage of showing workings is that an incorrect answer can still 
achieve close to full marks. In this case, a common mistake was to calculate 
the variable cost incorrectly. However, if the rest of the workings were 
correct (and clearly seen) 3 marks could still be given. 

Question 22(c) 

 

There was clearly much confusion about what is a variable cost. Many answers included items which 
would be fixed costs, such as new cameras, SD cards, salaries or utilities. The key thing to remember is 
that a variable cost varies with the output being produced. As stated in the mark scheme, generic or 
contextual answers were both accepted. 

 

OCR support Examples of both fixed and variable costs (with additional exemplification) is 
available on page 12 of Version 2 of the specification at 
https://www.ocr.org.uk/Images/338513-specification.pdf.  

 

https://www.ocr.org.uk/Images/338513-specification.pdf
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Question 24 

 

This was, by some distance, the least well answered question in Section B. Most candidates did not 
know what a business grant is, assuming it is a loan or an investment by the council which then receives 
some level of ownership. Another common mistake was to imply that the word ‘small’ refers to the size of 
the grant, rather than the business eligible for the grant. 

Small business grants are clearly listed as one of the possible sources of capital for a start-up business 
on page 18 of the specification. Candidates need to know the key features of these sources. 

A small number of candidates did produce some excellent answers, with ‘no need to pay it back’ the 
most common advantage and ‘may require a lengthy application process’ the most common 
disadvantage. 

Question 26(a) 

 

As with last summer’s examination, many candidates continue to misunderstand the role of the Human 
Resources function. Equally, many candidates gave answers, which were general activities which Sadie 
could help the business with, rather than specific human resources activities. 
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Misconception Many activities, which are part of the marketing function (e.g. dealing with 
customers, doing market research), are often included in candidate’s 
answers about human resources. The latter functional area only concerns 
itself with the people within the business (e.g. the managers/employees) and 
not any person in general (e.g. customers). 

 

Question 26(b) 

 

More than half of the candidates were able to achieve 2 or more marks for this question. However, many 
of these, although able to give a financial activity (e.g. monitor cash flow or pay wages), could not 
provide an explanation which did not just repeat the activity.  

Weaker answers included activities which were clearly not financial, such as ‘logistics’ or ‘doing market 
research’. Some answers were also too vague. For example, an answer of ‘wages’ could refer to 
deciding on the level of wages (a human resource activity) or physically paying the wages (a finance 
activity).  
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Question 27 

 

As already mentioned, performance on this question wasn’t good, especially when compared to last 
summer. As stated in that session’s Examiners’ Report, this is the one question which requires use of 
the context provided, both in the stem of the question and from previous questions.  

The most popular mark, by some margin, was 4. This was because many answers showed 
understanding of a 15% discount and BOGOF, but without any reference at all to the context (other than 
an occasional passing mention of ‘photograph’ or ‘wedding’.)  

Some answers which tried to use the context became confused with how BOGOF may work, thinking it 
could be used for a second marriage for that customer, or could be passed onto a friend!  

Higher ability responses, of which there were many, did make some use of the context. For example, by 
questioning how BOGOF may fit in with the image of wedding photography or whether a new business 
(this is enough for context) would be able to afford two sets of costs for only one payment. A longer list of 
possible contextual issues which candidates could use can be found in the mark scheme. 

To gain a mark of 7 or 8, a decision (for either option) must be made which is based on, and justified by, 
the preceding analysis. Exemplar 6 contains context and a discussion of both options. It then comes to a 
fully justified decision. This is probably one of the best answers seen to this question. 

On the other hand, Exemplar 7 is a perfect example of the completely generic answer. There is very 
good understanding shown of both promotion techniques, but without any reference to the photography 
services business. The answer could apply to virtually any business. The final paragraph does make a 
reasoned judgement. However, without any previous context (L3) it does not constitute evaluation, 
hence the ‘NE’ (Not evaluation) annotation. 
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Exemplar 6 
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Exemplar 7 
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Supporting you 
For further details of this qualification please visit the subject webpage.

Review of results

If any of your students’ results are not as expected, you may wish to consider one of our review of results 
services.  For full information about the options available visit the OCR website.  If university places are 
at stake you may wish to consider priority service 2 reviews of marking which have an earlier deadline to 
ensure your reviews are processed in time for university applications.

Active Results offers a unique perspective on results data and greater opportunities to understand 
students’ performance. 

It allows you to:

•	 Review reports on the performance of individual candidates, cohorts of students and whole 		
centres

•	 Analyse results at question and/or topic level

•	 Compare your centre with OCR national averages or similar OCR centres.

•	 Identify areas of the curriculum where students excel or struggle and help pinpoint strengths and 
weaknesses of students and teaching departments.

http://www.ocr.org.uk/administration/support-and-tools/active-results/

Attend one of our popular CPD courses to hear exam feedback directly from a senior assessor or drop in 
to an online Q&A session.

https://www.cpdhub.ocr.org.uk 
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CPD Hub

http://ocr.org.uk/administration/stage-5-post-results-services/enquiries-about-results/
http://www.ocr.org.uk/administration/support-and-tools/active-results/
https://www.cpdhub.ocr.org.uk
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up please add additional comments if you wish and then just click 
‘Send’.  Thank you.

Whether you already offer OCR qualifications, are new to OCR, or 
are considering switching from your current provider/awarding 
organisation, you can request more information by completing the 
Expression of Interest form which can be found here:  
www.ocr.org.uk/expression-of-interest

OCR Resources: the small print
OCR’s resources are provided to support the delivery of OCR 
qualifications, but in no way constitute an endorsed teaching 
method that is required by OCR. Whilst every effort is made 
to ensure the accuracy of the content, OCR cannot be held 
responsible for any errors or omissions within these resources.  
We update our resources on a regular basis, so please check the 
OCR website to ensure you have the most up to date version.

This resource may be freely copied and distributed, as long as  
the OCR logo and this small print remain intact and OCR is 
acknowledged as the originator of this work. 

Our documents are updated over time. Whilst every effort is made 
to check all documents, there may be contradictions between 
published support and the specification, therefore please use the 
information on the latest specification at all times. Where changes 
are made to specifications these will be indicated within the 
document, there will be a new version number indicated, and a 
summary of the changes. If you do notice a discrepancy between 
the specification and a resource please contact us at:  
resources.feedback@ocr.org.uk.

OCR acknowledges the use of the following content: 
Square down and Square up: alexwhite/Shutterstock.com

Please get in touch if you want to discuss the accessibility of 
resources we offer to support delivery of our qualifications: 
resources.feedback@ocr.org.uk

OCR is part of Cambridge Assessment, a department of the University of 
Cambridge. For staff training purposes and as part of our quality assurance 
programme your call may be recorded or monitored. 

© OCR 2019 Oxford Cambridge and RSA Examinations is a Company 
Limited by Guarantee. Registered in England. Registered office The 
Triangle Building, Shaftesbury Road, Cambridge, CB2 8EA. Registered 
company number 3484466. OCR is an exempt charity.

www.ocr.org.uk

OCR Customer Support Centre

Looking for a resource?
There is now a quick and easy search tool to help find free resources 
for your qualification:

www.ocr.org.uk/i-want-to/find-resources/

Vocational qualifications
Telephone 02476 851509
Facsimile	 02476 851633
Email vocational.qualifications@ocr.org.uk
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