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Section A 

Answer all questions. 

Some of the questions in this section are based on the scenario in the Research Brief and 
your background research. 

Jeni Hamilton is planning to open a sandwich shop called ‘Food For Thought’ as a sole trader in 
your local area. She has enough personal savings to pay for six months rent on the property and 
to purchase basic fixtures and fittings for the shop, including a second hand industrial fridge. 

 

1 (a) Identify two characteristics of a sole trader business. 

 
1...................................................................................................................................................  

 
2............................................................................................................................................... [2] 

 

Jeni may wish to change the form of ownership from being a sole trader as the business 
expands. 
 

(b) Suggest one other suitable form of ownership for ‘Food For Thought’. Explain why this would be a 
 suitable choice. 
 

Suitable form of ownership 
 

.....................................................................................................................................................  
 
Explanation 
 

.....................................................................................................................................................  

 
.....................................................................................................................................................  

 
................................................................................................................................................. [3] 

 Section A Total [6] 
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Section B 

The questions in this section are based on the scenario in the Research Brief and your 
background research. 

 

2 (a) Other than ‘survival’, suggest two business objectives which Jeni might have when first     
  setting up ‘Food for Thought’. 
 

1...................................................................................................................................................  
 

2............................................................................................................................................... [2] 
 

(b) After the first year of trading, Jeni may need to change the main business objective of ‘Food 
for Thought’. 
 

  Using examples of businesses from your local area, explain why a business may change its 
objectives over time. 
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  

 
.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

................................................................................................................................................. [6] 

 Section B Total [8] 
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Section C 

The questions in this section are based on the scenario in the Research Brief and your 
background research. 

 

3 ‘Food for Thought’ will be set up using Jeni’s personal savings. 
 
Identify two other methods of raising finance which could be used to set up a business such as 
‘Food For Thought’. Explain why each method of raising of finance would be suitable for such a 
business. 
 

Method of raising finance 1 
 

............................................................................................................................................................  
 

Explanation 
 

............................................................................................................................................................  
 

............................................................................................................................................................  
 

............................................................................................................................................................  
 

............................................................................................................................................................  
 

Method of raising finance 2 
 

............................................................................................................................................................  
 

Explanation 
 

............................................................................................................................................................  
 

............................................................................................................................................................  
 

............................................................................................................................................................  
 

........................................................................................................................................................ [6] 
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4 Using your own research of businesses similar to ‘Food For Thought’, analyse the advantages 
and disadvantages to such businesses of making sandwiches to order. 
 

............................................................................................................................................................  
 

............................................................................................................................................................  
 

............................................................................................................................................................  
 

............................................................................................................................................................  
 

............................................................................................................................................................  
 

............................................................................................................................................................  
 

............................................................................................................................................................  
 

............................................................................................................................................................  
 

............................................................................................................................................................  
 

............................................................................................................................................................  
 

............................................................................................................................................................  
 

........................................................................................................................................................ [6] 
 

5 (a) There are four parts of the marketing mix, one of which is “price”. State the other three parts 
  of the marketing mix. Give an example of how each of these parts is used within the   
  marketing of businesses similar to ‘Food For Thought’. 
 

An example for “price” has been completed in the table below. 
 

Part of the marketing mix Example based on your research of similar businesses 
 
Price 
 

 
Sandwich with one filling is £1.50, additional fillings are 50p 
each 
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(b) Based on your market research evaluate how successful a new sandwich shop, such as ‘Food For 
  Thought’, would be if it were to open in your local area. 
 

.....................................................................................................................................................   
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

.....................................................................................................................................................   
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  

 
.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

............................................................................................................................................... [10] 
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6 (a) Jeni is planning to employ part-time workers to work at ‘Food for Thought’ during busy   
  times. 
 

Explain what is meant by a ‘part-time’ worker. 
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

................................................................................................................................................. [2] 
 

7 (b) Jeni will need to recruit the part-time workers. Using your research of how similar  
   businesses in your local area recruit part-time staff, suggest one suitable method which  
   Jeni could use to advertise for part-time workers at ‘Food for Thought’. Give reasons for  
   your suggestion. 

 
Method 
 

.....................................................................................................................................................  
 

Reasons 
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

.....................................................................................................................................................  
 

................................................................................................................................................. [5] 

 Section C Total [35] 
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Section D 

The questions in this section are based on the scenario in the Research Brief and your 
background research. 

 

7 Jeni is aware that legislation (the law) will affect how ‘Food For Thought’ operates.  
 
Explain two ways in which legislation will affect the operation of a business such as ‘Food for Thought’. 
 

1 ............................................................................................................................................................  
 

..............................................................................................................................................................  
 

2 ............................................................................................................................................................  
 

.......................................................................................................................................................... [4] 
 

8 From your research into businesses similar to ‘Food For Thought’, explain how two external factors, 
other than legal factors, may affect the operation of ‘Food For Thought’ if it were to open in your local 
area. 
 
Factor 1 
 

..............................................................................................................................................................  
 

Explanation 
 

..............................................................................................................................................................  
 

..............................................................................................................................................................  
 

..............................................................................................................................................................  
 

..............................................................................................................................................................  
 

..............................................................................................................................................................  
 

..............................................................................................................................................................  
 

Factor 2 
 

..............................................................................................................................................................  
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Explanation............................................................................................................................................  
 

..............................................................................................................................................................  
 

..............................................................................................................................................................  
 

..............................................................................................................................................................  
 

..............................................................................................................................................................  
 

.......................................................................................................................................................... [8] 
 

 Section D Total [12] 

 Paper Total [60] 

 

 

END OF QUESTION PAPER 
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m

e 
m

on
ey

 a
nd

 th
ey

 m
ig

ht
 n

ot
 e

xp
ec

t m
uc

h/
an

y 
in

te
re

st
 (

1)
.  

T
hi

s 
co

ul
d 

be
 a

 q
ui

ck
 w

ay
 to

 g
et

 th
e 

ca
pi

ta
l (

1)
 a

nd
 s

he
 c

ou
ld

 p
ay

 t
he

m
 b

ac
k 

w
he

n 
sh

e 
ha

s 
st

ar
te

d 
to

 e
ar

n 
so

m
e 

re
ve

nu
e 

(1
).

 
 

6 
O

ne
 m

ar
k 

fo
r 

id
en

tif
ic

at
io

n 
of

 e
ac

h 
va

lid
 s

ou
rc

e 
of

 fi
na

nc
e,

 
ot

he
r 

th
an

 o
w

ne
r’s

 p
er

so
na

l s
av

in
gs

 (
m

ax
 t

w
o)

. 
   U

p 
to

 tw
o 

fu
rt

he
r 

m
ar

ks
 fo

r 
ea

ch
 o

f t
w

o 
ex

pl
an

at
io

ns
 (

m
ax

. 
fo

ur
 m

ar
ks

).
 

   T
hi

s 
qu

es
tio

n 
is

 a
bo

ut
 s

ta
rt

 u
p 

ca
pi

ta
l f

or
 a

 s
an

dw
ic

h 
sh

op
. 

  
           0 

m
ar

ks
 m

u
st

 b
e 

gi
ve

n 
w

he
re

 th
er

e 
is

 n
o 

an
sw

er
, o

r 
no

 
an

sw
er

 w
or

th
y 

of
 c

re
di

t. 
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01

2
 

5 

Q
u

es
ti

o
n

 
A

n
sw

er
 

M
ar

ks
 

G
u

id
an

ce
 

4 
 

 
L

ev
el

 3
 –

 (
5–

6 
m

ar
ks

) 
A

 th
or

ou
gh

 a
nd

 r
ea

so
ne

d 
an

al
ys

is
. C

an
di

da
te

s 
w

ill
 

ad
dr

es
s 

al
l a

sp
ec

ts
 o

f t
he

 q
ue

st
io

n 
an

d 
di

sc
us

s 
th

e 
di

ffe
re

nt
 a

dv
an

ta
ge

s 
an

d 
di

sa
dv

an
ta

ge
s 

(in
 th

e 
co

nt
ex

t o
f 

a 
sa

nd
w

ic
h 

sh
op

) 
of

 m
ak

in
g 

sa
nd

w
ic

he
s 

to
 o

rd
er

.  
 R

es
p

o
n

se
 m

a
y 

in
cl

u
d

e:
 

 If
 J

en
i m

ak
es

 s
an

dw
ic

he
s 

to
 o

rd
er

, 
th

en
 s

he
 c

an
 g

iv
e 

th
e 

cu
st

om
er

s 
ex

ac
tly

 w
ha

t t
he

y 
w

an
t, 

th
is

 is
 li

ke
ly

 to
 le

ad
 to

 
re

pe
at

 b
us

in
es

s 
an

d 
th

er
ef

or
e 

m
or

e 
sa

le
s 

w
hi

ch
 w

ou
ld

 
m

ea
n 

hi
gh

er
 p

ro
fit

s.
  I

t w
ill

 a
ls

o 
le

t h
er

 c
om

pe
te

 w
ith

 
co

m
pe

tit
or

s 
su

ch
 a

s 
S

ub
w

ay
 w

ho
 a

d
ve

rt
is

e 
th

at
 th

ey
 m

ak
e 

al
l t

he
ir 

sa
nd

w
ic

he
s 

to
 o

rd
er

. 
H

ow
ev

er
, 

m
ak

in
g 

ea
ch

 s
an

dw
ic

h 
to

 o
rd

er
 m

ea
ns

 th
at

 a
t 

th
e 

bu
si

es
t 

tim
es

 o
f 

da
y,

 s
uc

h 
as

 lu
nc

ht
im

e 
an

d 
br

ea
kf

as
t 

tim
e,

 J
en

i m
ay

 n
ot

 b
e 

ab
le

 to
 k

ee
p 

up
 w

ith
 th

e 
or

de
rs

, 
m

ea
ni

ng
 th

at
 c

us
to

m
er

s 
ha

ve
 to

 w
ai

t t
oo

 lo
ng

 a
nd

 g
o 

el
se

w
he

re
.  

If 
th

is
 h

ap
pe

ns
 J

en
i w

ill
 e

ith
er

 h
av

e 
to

 e
m

pl
oy

 
m

or
e 

pe
op

le
 w

hi
ch

 in
cr

ea
se

s 
he

r 
co

st
s,

 o
r 

sh
e 

w
ill

 lo
se

 
sa

le
s 

an
d 

pr
of

its
. 

 L
ev

el
 2

 –
 (

3-
4 

m
ar

ks
) 

C
an

di
da

te
s 

w
ill

 a
dd

re
ss

 th
ro

ug
h 

so
un

d 
an

d 
lo

gi
ca

l 
an

al
ys

is
 a

ll 
as

pe
ct

s 
of

 th
e 

qu
es

tio
n 

an
d 

co
ns

id
er

 d
iff

er
en

t 
im

pl
ic

at
io

ns
, a

lth
ou

gh
 d

ev
el

op
m

en
t o

f s
om

e 
of

 th
e 

ad
va

nt
ag

es
/d

is
ad

va
nt

ag
es

 r
el

at
in

g 
to

 m
ak

in
g 

sa
nd

w
ic

he
s 

to
 o

rd
er

 m
ay

 b
e 

on
e 

si
de

d 
or

 li
m

ite
d.

 
 R

es
p

o
n

se
 m

a
y 

in
cl

u
d

e:
 

 B
y 

m
ak

in
g 

sa
nd

w
ic

he
s 

to
 o

rd
er

, J
en

i w
ill

 b
e 

ab
le

 to
 g

iv
e 

th
e 

cu
st

om
er

s 
w

ha
t t

he
y 

w
an

t a
nd

 th
is

 w
ill

 m
ea

n 
th

at
 th

e 
cu

st
om

er
s 

ar
e 

ha
pp

ie
r 

w
ith

 th
ei

r 
fo

od
.  

It 
is

 a
ls

o 
w

ha
t m

an
y 

sa
nd

w
ic

h 
sh

op
s 

in
 m

y 
ar

ea
 d

o,
 s

o 
pe

op
le

 e
xp

ec
t t

he
ir 

sa
nd

w
ic

he
s 

to
 b

e 
m

ad
e 

to
 o

rd
er

. 
 

6 
0 

m
ar

ks
 m

u
st

 b
e 

gi
ve

n 
w

he
re

 th
er

e 
is

 n
o 

an
sw

er
, o

r 
no

 
an

sw
er

 w
or

th
y 

of
 c

re
di

t. 
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2
 

6 

Q
u

es
ti

o
n

 
A

n
sw

er
 

M
ar

ks
 

G
u

id
an

ce
 

 
 

 
H

ow
ev

er
, 

so
m

e 
pe

op
le

 ju
st

 w
an

t 
a 

qu
ic

k 
sa

nd
w

ic
h.

  T
hi

s 
is

 
w

hy
 p

la
ce

s 
su

ch
 a

s 
su

pe
rm

ar
ke

ts
 d

o 
no

t m
ak

e 
sa

nd
w

ic
he

s 
to

 o
rd

er
 b

ut
 h

av
e 

th
em

 r
ea

dy
 m

ad
e 

fo
r 

pe
op

le
 

to
 ju

st
 p

ic
k 

up
. 

 L
ev

el
 1

 –
 (

1–
2 

m
ar

ks
) 

C
an

di
da

te
s 

w
ill

 o
nl

y 
ad

dr
es

s 
so

m
e 

as
pe

ct
s 

of
 th

e 
qu

es
tio

n,
 a

nd
 g

iv
e 

ba
si

c 
de

sc
rip

tio
ns

 o
f t

he
 

ad
va

nt
ag

es
/d

is
ad

va
nt

ag
es

 o
f m

ak
in

g 
pr

od
uc

ts
 to

 o
rd

er
, 

w
ith

 li
ttl

e 
or

 n
o 

co
nt

ex
t o

r 
ex

am
pl

es
. A

ny
 a

na
ly

si
s 

is
 b

as
ic

, 
w

ith
 li

ttl
e 

or
 n

o 
re

le
va

nc
e.

 
 R

es
p

o
n

se
 m

a
y 

in
cl

u
d

e:
 

 If 
yo

u 
m

ak
e 

it 
to

 o
rd

er
 th

is
 m

ea
ns

 th
at

 e
ve

ry
th

in
g 

is
 u

ni
qu

e 
an

d 
ca

n 
be

 b
et

te
r 

qu
al

ity
. 

H
ow

ev
er

 th
is

 c
an

 ta
ke

 lo
ng

er
 to

 m
ak

e 
ea

ch
 o

ne
. 

 

 
 

5 
(a

) 
 

P
ro

m
ot

io
n 

(1
) 

– 
 

R
es

p
o

n
se

 m
a

y 
in

cl
u

d
e:

 
 A

 p
os

te
r 

in
 th

e 
sa

nd
w

ic
h 

sh
op

 w
in

do
w

 (
1)

 s
o 

th
at

 p
as

se
rs

 
by

 w
ill

 s
ee

 it
 

 P
ro

du
ct

 (
1)

 –
  

R
es

p
o

n
se

 m
a

y 
in

cl
u

d
e:

 
 A

 r
an

ge
 o

f m
ad

e 
to

 o
rd

er
 s

an
dw

ic
he

s 
(1

) 
to

 a
llo

w
 

cu
st

om
er

s 
ch

oi
ce

 
 P

la
ce

 (
1)

 –
 

R
es

p
o

n
se

 m
a

y 
in

cl
u

d
e:

 
 A

 s
ho

p 
on

 th
e 

hi
gh

 s
tr

ee
t (

1)
 s

o 
m

an
y 

po
te

nt
ia

l c
us

to
m

er
s 

w
ill

 w
al

k 
pa

st
 

6 
O

ne
 m

ar
k 

fo
r 

ea
ch

 e
le

m
en

t o
f t

he
 m

ar
ke

tin
g 

m
ix

 c
or

re
ct

ly
 

id
en

tif
ie

d 
an

d 
on

e 
fu

rt
he

r 
m

ar
k 

fo
r 

a 
va

lid
 e

xa
m

pl
e 

in
 c

on
te

xt
. 

 D
o 

no
t a

llo
w

 e
xa

m
pl

es
 o

ut
 o

f c
on

te
xt

.  
F

or
 e

xa
m

pl
e:

 
 T

el
ev

is
io

n 
pr

om
ot

io
n 

or
 a

 p
ro

du
ct

 th
at

 is
 u

nl
ik

el
y 

to
 b

e 
so

ld
 

by
 a

 s
an

dw
ic

h 
sh

op
 e

tc
. 

 0 
m

ar
ks

 m
u

st
 b

e 
gi

ve
n 

w
he

re
 th

er
e 

is
 n

o 
an

sw
er

, o
r 

no
 

an
sw

er
 w

or
th

y 
of

 c
re

di
t. 
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7 

Q
u

es
ti

o
n

 
A

n
sw

er
 

M
ar

ks
 

G
u

id
an

ce
 

 
(b

) 
 

L
ev

el
 3

 –
 (

8–
10

 m
ar

ks
) 

C
an

di
da

te
s 

w
ill

 a
dd

re
ss

 a
ll 

as
pe

ct
s 

of
 t

he
 q

ue
st

io
n.

 A
 

th
or

ou
gh

 e
va

lu
at

io
n 

of
 th

e 
lik

el
ih

oo
d 

of
 s

uc
ce

ss
 a

nd
 t

he
 

lik
el

ih
oo

d 
of

 fa
ilu

re
, i

n 
co

nt
ex

t,
 w

ith
 a

 r
ea

so
ne

d 
co

nc
lu

si
on

/r
ec

om
m

en
da

tio
n 

dr
aw

in
g 

on
 b

ot
h 

si
de

s 
of

 th
e 

an
al

ys
is

. 
 R

es
p

o
n

se
 m

a
y 

in
cl

u
d

e:
 

 M
y 

lo
ca

l a
re

a 
al

re
ad

y 
ha

s 
th

re
e 

sa
nd

w
ic

h 
sh

op
s 

so
 a

 n
ew

 
on

e 
w

ou
ld

 h
av

e 
to

 o
ffe

r 
so

m
et

hi
ng

 b
et

te
r 

th
an

 th
e 

es
ta

bl
is

he
d 

on
es

 if
 it

 w
as

 to
 b

e 
su

cc
es

sf
ul

.  
T

o 
m

ak
e 

th
ei

r 
m

ar
k,

 a
 n

ew
 s

an
dw

ic
h 

sh
op

 w
ou

ld
 h

av
e 

to
 p

ro
m

ot
e 

th
ei

r 
sa

nd
w

ic
he

s 
an

d 
m

ea
l d

ea
ls

 t
o 

th
ei

r 
cu

st
om

er
s 

be
ca

us
e 

it 
is

 m
y 

ex
pe

ri
en

ce
 th

at
 c

us
to

m
er

s 
us

ua
lly

 g
o 

to
 th

e 
sa

nd
w

ic
h 

sh
op

 c
lo

se
st

 to
 t

he
m

. 
 I

f 
th

ey
 c

ou
ld

n’
t g

et
 

cu
st

om
er

s 
to

 b
uy

 t
he

ir 
sa

nd
w

ic
he

s 
th

en
 t

he
 b

us
in

es
s 

w
ill

 
no

t 
ge

t 
en

ou
gh

 s
al

es
 a

nd
 t

he
re

fo
re

 p
ro

fit
 t

o 
gi

ve
 J

en
i a

n 
in

co
m

e.
  I

f t
hi

s 
ha

pp
en

s 
th

en
 th

e 
bu

si
ne

ss
 w

ou
ld

 fa
il.

 
W

he
th

er
 t

he
 b

us
in

es
s 

su
cc

ee
ds

 o
r 

fa
ils

 d
ep

en
ds

 u
po

n 
th

e 
m

ar
ke

tin
g 

th
at

 t
he

 b
us

in
es

s 
us

es
. 

 I
f t

he
y 

ca
n 

su
cc

es
sf

ul
ly

 
ga

in
 s

al
es

 a
nd

 r
ep

ea
t c

us
to

m
er

s 
th

en
 it

 w
ill

 b
e 

a 
su

cc
es

s 
bu

t i
f n

ot
 th

en
 th

ey
 a

re
 u

nl
ik

el
y 

to
 m

ee
t t

he
ir 

bu
si

ne
ss

 
ob

je
ct

iv
es

. 
 L

ev
el

 2
 –

 (
5-

7 
m

ar
ks

) 
C

an
di

da
te

s 
w

ill
 a

dd
re

ss
 a

ll 
as

pe
ct

s 
of

 t
he

 q
ue

st
io

n 
an

d 
co

ns
id

er
 d

iff
er

en
t i

m
pl

ic
at

io
ns

. E
va

lu
at

io
n 

w
ill

 b
e 

ge
ne

ra
lly

 
so

un
d,

 a
lth

ou
gh

 d
ev

el
op

m
en

t o
f s

om
e 

of
 th

e 
co

nc
lu

si
on

s/
re

co
m

m
en

d
at

io
ns

 m
ay

 b
e 

on
e 

si
de

d 
or

 
lim

ite
d.

 
 

10
 

T
he

 c
on

cl
us

io
n 

m
ay

 d
ec

id
e 

th
at

 th
e 

sa
nd

w
ic

h 
sh

op
 w

ou
ld

 b
e 

su
cc

es
sf

ul
 o

r 
no

t 
(o

r 
‘s

it 
on

 t
he

 f
en

ce
’)

 in
 t

he
 lo

ca
l a

re
a 

an
d 

bo
th

 o
ut

co
m

es
 s

ho
ul

d 
be

 r
ew

ar
de

d 
as

 lo
ng

 a
s 

th
ey

 a
re

 
ba

se
d 

on
 a

 v
al

id
 a

na
ly

si
s.

 
 0 

m
ar

ks
 m

u
st

 b
e 

gi
ve

n 
w

he
re

 th
er

e 
is

 n
o 

an
sw

er
, o

r 
no

 
an

sw
er

 w
or

th
y 

of
 c

re
di

t. 
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Q
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o
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M
ar

ks
 

G
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ce
 

 
 

 
R

es
p

o
n

se
 m

a
y 

in
cl

u
d

e:
 

 If 
a 

sa
nd

w
ic

h 
sh

op
 w

er
e 

to
 o

pe
n 

in
 m

y 
lo

ca
l a

re
a 

th
en

 it
 

w
ou

ld
 n

ee
d 

to
 c

on
vi

nc
e 

th
e 

lo
ca

l r
es

id
en

ts
 to

 b
uy

 th
ei

r 
sa

nd
w

ic
he

s 
fr

om
 t

he
m

, 
ra

th
er

 t
ha

n 
th

e 
lo

ca
l s

up
er

m
ar

ke
ts

. 
 

O
ne

 w
ay

 th
ey

 c
ou

ld
 d

o 
th

is
 w

ou
ld

 b
e 

to
 m

ak
e 

ev
er

y 
sa

nd
w

ic
h 

to
 o

rd
er

 a
nd

 fo
cu

s 
on

 th
e 

qu
al

ity
 o

f t
he

ir 
pr

od
uc

ts
. 

 I
f t

he
y 

ca
n 

do
 t

hi
s 

th
en

 c
us

to
m

er
s 

w
ill

 b
e 

ha
pp

y 
to

 c
om

e 
to

 th
e 

sa
nd

w
ic

h 
sh

op
 a

nd
 p

er
ha

ps
 e

ve
n 

pa
y 

m
or

e 
fo

r 
th

ei
r 

sa
nd

w
ic

he
s 

w
hi

ch
 w

ill
 g

iv
e 

Je
ni

 m
or

e 
cu

st
om

er
s 

an
d 

m
or

e 
ch

an
ce

 o
f 

su
cc

es
s.

 
 L

ev
el

 1
 –

 (
1–

4 
m

ar
ks

) 
Li

m
ite

d 
ev

al
ua

tio
n 

of
 s

om
e 

as
pe

ct
s 

of
 th

e 
qu

es
tio

n.
 

E
va

lu
at

io
n 

of
 li

ke
ly

 s
uc

ce
ss

 m
ay

 h
av

e 
lit

tle
 r

el
ev

an
ce

, a
nd

 
an

y 
co

nc
lu

si
on

s 
or

 r
ec

om
m

en
da

tio
n

s 
w

ill
 b

e 
ba

si
c.

 
 R

es
p

o
n

se
 m

a
y 

in
cl

u
d

e:
 

 O
ne

 o
f t

he
 b

ig
ge

st
 m

ar
ke

ts
 fo

r 
sa

nd
w

ic
he

s 
in

 m
y 

ar
ea

 a
re

 
th

e 
pe

op
le

 w
ho

 g
o 

to
 w

or
k 

an
d 

ca
n’

t b
e 

bo
th

er
ed

 to
 m

ak
e 

th
em

 th
em

se
lv

es
.  

T
o 

se
ll 

to
 th

es
e 

cu
st

om
er

s,
 J

en
i w

ou
ld

 
ha

ve
 to

 p
la

ce
 h

er
 s

ho
p 

on
 th

e 
ro

ut
e 

fr
om

 th
e 

re
si

de
nt

ia
l 

ho
us

es
 in

to
 to

w
n.

  T
ha

t w
ay

 s
he

 w
ill

 g
et

 p
le

nt
y 

of
 p

as
si

ng
 

tr
ad

e.
 

 Je
ni
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