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Please note that you may see slight differences in font and formatting between this paper and the original. The difference does not impact how the questions should be interpreted

Materials required:
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INSTRUCTIONS 
•   Write your name, in the boxes above. Please write clearly and in capital letters.
•   Use black ink. HB pencil may be used for graphs and diagrams only.
•   Answer all the questions, unless your teacher tells you otherwise.
•   Read each question carefully. Make sure you know what you have to do before starting your answer.
•   Where space is provided below the question, please write your answer there.
•   You may use additional paper, or a specific Answer sheet if one is provided, but you must clearly show the question number(s). 
INFORMATION 
•   The number of marks is given in brackets [ ] at the end of each question or part question.
•   The total number of marks for this paper is 35. 


 
	 
	
	 
	
	

	1.
	Pentathlon Limited is a sports retailer and it has had a successful year selling a wide range of sports equipment and clothing across several different countries in Europe.

Explain four different ways a sport business such as Pentathlon Limited can measure how successful it has been.
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	2.
	Give two characteristics of ‘transactional’ marketing.
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	3.
	Nutchester United has had a successful year on the field in its particular football division, by winning the league title. This success has had a positive impact on the club’s off field activities too.

Identify four ways Nutchester could measure its success as a sports business at the end of the season.
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	4.
	Name three different types of contract used to recruit staff in the sport industry.
 
	1
	 

	2
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	5.
	Explain how the following measures of success are important for sports businesses.
 
	Winning competitions
	 

	 

	 

	 


 
	Legacy
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	6.
	Identify two benefits to customers when a sports business retains its staff.
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	7.
	Badminton is one of five sports to lose all UK Sport funding for the 2020 Olympics in Tokyo - after Britain claimed a bronze in the sport in Rio.
 
Badminton England chief executive Adrian Christy said he was “staggered” by the “incomprehensible” decision to remove the sport’s funding. Badminton, which was set a target of winning a medal in Rio, is the only sport that earned a podium place in the summer to have its funding removed. Marcus Ellis and Chris Langridge took bronze in the men’s doubles after the sport was given £5.74m in the last cycle.
 
Christy said the decision represents a “catastrophic impact on the sport” and Badminton England would “fight for the hopes and dreams” of its players. Christy told BBC Sport: “We have a very clear view that every sport in this country matters. “We’ve seen lots of sports that have lost their funding, we’re one of those. And as a consequence of that it’s really difficult to see how your long-term development of athletes can continue to inspire a nation. We’ve made a third of our staff redundant in the last several months, we’ve cut our performance programme in half. “Given the strength of evidence we were able to present to justify investment, we cannot believe UK Sport has concluded they should stand by their decision and award zero funding to our GB programme. “We have players who are on track to win medals for the nation at the Tokyo 2020 Olympic Games and our belief in those players remains as great as it’s ever been. We will now take some time to consider our next steps.”
 
Gail Emms, a silver medallist for Great Britain at Athens 2004, said she was “gutted”.
She said: “It is heart-wrenching. It was bad enough in December when the initial decision was made but now we are super devastated. The players out there were really pinning their hopes on this. I was such an optimist; I thought it was going to be OK. We put forward a strong case. It is going to be tough now for the sport.”
 
Liz Nicholl, CEO of UK Sport, said the decision to cut funding was not taken lightly. “We would like to invest in every sport but the reality is we have to prioritise to protect and enhance the medal potential,” she said. “If we under-invest across the board then the British teams will ultimately underperform at the Games and medal success will be put at risk.”
 
UK Sport’s money has transformed Britain into an Olympic and Paralympic superpower, but its ‘no-compromise’ approach is under more scrutiny than ever. With falling ticket sales hitting crucial National Lottery funding, resources are undoubtedly stretched but, for the first time, sports with real podium potential are being excluded from funding, and many are now asking whether the focus on medals has gone too far.


The funding allocations decided by UK Sport are based on the potential for sports and athletes to win medals.

Describe other ways in which the success of GB Badminton could be measured.
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	8.
	Employing people within sports businesses can sometimes be a challenge.

Identify three factors that might affect staff recruitment.
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	9.
	How a sports business treats its customers can depend on whether it is following a strategy of ‘transaction marketing’ or of ‘relationship marketing’.

Complete the table below showing how a sports business would treat the characteristics of ‘time’ and ‘customer service’ depending on their strategy. An example has been done for you.
 
	Characteristic
	Transaction Marketing
	Relationship Marketing

	Organisational goal
	Make the sale
	Retain customers

	Time
	
	

	Customer service
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	10.
	Draw a line to link the example of a job to the correct contract type.
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END OF QUESTION PAPER




Mark scheme
The examiner comments shown in the “Guidance” column of the mark scheme are taken from the relevant Examiners’ Report. N.B. Examiners’ comments are not available for all questions. 
	Question
	Answer/Indicative content
	Marks
	Guidance

	1
	
	
	Four marks from:
1. Profit – An increase in comparison to previous year(s)/maximising income
2. Share Price – improved compared to previous year(s)
3. Customer satisfaction levels have increased based on customer feedback. There have been a small/decreased number of complaints
4. Growth in sales of the product & service volume offered to customers/An increased reach of products & services into new or existing markets/Increased inclusion of a broader product/service range
5. Reputation has been enhanced reflected in positive customer feedback
6. Loyalty – Repeat business/customer loyalty/customer retention is more prevalent with existing customers generating more sales revenue than in previous year(s)
7. Expansion of organisation, demonstrated by a greater online presence, more retail outlets or establishing a presence in new geographical areas
8. Legacy – Leaving a legacy of high quality customer service, integrity, trust, honesty or social responsibility in the areas where the business has been operating
9. Winning trophies and competitions for such areas as customer service and growth, including internal recognition for individual outlets regarding sales and service performance
10. Recognisability in terms of brand, the products and services offered and what the organisation wants it to be seen to represent, e.g. quality, reliability & service
	4
	Accept any explanation which reflects the examples highlighted











Accept ‘increase in customer footfall’





















Accept any example which denotes a positive legacy



Examiner’s Comments

This was generally answered well with learners showing a good knowledge of how businesses can measure their success, with many learners being able to explain four different ways and so achieve maximum marks. Answers were varied and covered the whole of the mark scheme.

	
	
	
	Total
	4
	

	2
	
	
	Two marks from:
1. Time frame is short term
2. Organisational goal is simply to make a sale/profit
3. Customer service is a relatively low priority/poor relationships
4. Customer contact is low to moderate
5. Level of customer commitment is low
6. Seller–customer interaction is based upon conflict manipulation
7. The source of quality is primarily from production
	2
	



Examiner’s Comments

This was well answered and learners often scored full marks. They showed that they had a good basic knowledge of ‘transactional’ marketing and typically referred to a short time frame, to make a sale and poor customer service in their answers. Where learners did not score maximum marks answers were vague and in some instances not attempted.

	
	
	
	Total
	2
	

	3
	
	
	Four marks from:
1. profitability/maximising income/share price/increased sponsorship or advertising
2. customer satisfaction/low number of complaints
3. growth/reach/inclusion of product/service
e.g. sell more tickets/merchandise/bigger fan base
4. reputation
5. repeat business/customers or supporters return each week/customer or supporter loyalty/customer or supporter retention
6. expansion of organisation or a growth in the required workforce due to success on the pitch
7. legacy
8. winning trophies/competitions/awards
9. recognisability
or improved profile of the club
10. 
	4
	

Examiner’s Comments

This was generally answered well with learners showing a good knowledge of how a sports businesses can measure their success, with many learners being able to identify four different ways and so achieve maximum marks. Answers were varied and covered the whole of the mark scheme.

	
	
	
	Total
	4
	

	4
	
	
	Three marks from:
1. Part time
2. Full time
3. Permanent
4. Temporary
5. Contracted
6. Seasonal
7. Outsourcing
8. Voluntary
	3 (3x1)
	

	
	
	
	Total
	3
	

	5
	
	
	Winning trophies/competitions
1. Kudos/reputational impact of winning
2. Increased chance of attracting more customers/players/employees
3. Opportunities to increase revenue from sponsors
4. Increased revenue (from winning the event itself)
5. Increased revenue from TV/media contracts
6. (Brand) Being associated with sporting success
7. Increased exposure/coverage in the media
Legacy
8. Increased number of people working for the business/taking up the sport
9. Can lead to improved facilities for the sport
10. Range of financial benefits
11. Chance to inspire the next generation to take up a sport
12. (Gentrification) Redevelopment of local area/communities
13. Retain customers/customer loyalty
	4
	Accept other suitable examples

Sub max of 2 for each section


Do not accept ‘attraction of new customers’

Examiner’s Comments

This question was not well-answered. In relation to the first part of the question, winning trophies, candidates scored better, and were able to access at least one mark through answers such as it improves their reputation or it attracts more customers. However, on the second part of the question, many of the candidates made no attempt at the question or if they did, they simply wrote about what the term ‘legacy’ means, which was irrelevant rather than stating how it could be used as a measure of success.

	
	
	
	Total
	4
	

	6
	
	
	1. Familiarity of workforce/friendly staff/recognise staff
2. Recognising the needs of the customer
3. Can build a rapport/relationship/trust
4. Staff are more knowledgeable/know the products well
	2
	

Examiner’s Comments

This was well-answered and candidates often scored full marks. Candidates showed that they had a good basic knowledge of the benefits to customers of a business retaining its staff. Typically, they referred to the needs of the customer and that they can build a relationship in their answers. Where candidates did not score maximum marks answers were too vague and in some instances not attempted.

	
	
	
	Total
	2
	

	7
	
	
	1. Profitability/maximising income
2. Share prices
3. Customer satisfaction/low number of complaints
4. Growth/reach/inclusion of products or services
5. Reputation
6. Repeat business/customer loyalty/customer retention
7. Expansion of organisation
8. Legacy
9. Recognisability
10. Participation levels
11. Number of clubs/members
	6
	Do not accept ‘win medals, trophies or competitions’ REP

Examiner’s Comments

This was a very accessible question, with the majority of candidates managing to score at least two or three marks, with ‘reputation’ ‘increase in participation’ and ‘legacy’ as the most common answers. However, the best answers were able to give a description that included five or six different ways the success of GB Badminton could be measured. Again, moving forwards centres need to continue to make sure that candidates are able to give both breadth and depth to their answers in order to access the higher marks on the six mark questions.

	
	
	
	Total
	6
	

	8
	
	
	1. Sector
2. Roles/requirements/experience/qualifications (E.g. minimum age requirements/personal skills or qualities required for the job or role)
3. Local needs/demographics
4. Available funding/budget
5. Type of contract
6. Pay/wage/salary
	3
	Accept first three responses only

Examiner’s Comments

In the main, this question was well answered. candidates had a good understanding of the challenges that face sports businesses when employing staff. Where candidates did not score well this was because they concentrated their answers simply on peoples’ lack of qualifications/experience and training which limited the amount of marks they could score.

	
	
	
	Total
	3
	

	9
	
	
	
 
	 
	 
	Characteristic
	Transaction Marketing
	Relationship Marketing

	Time
	Short term
	Long term

	Customer service
	Low importance
	High importance



	 



	4
	Examiner’s Comments

This question had a mixed response showing that some centres appeared to have really taught this area very much in line with the teaching content, and candidates answers followed the exact wording of the mark scheme, short/long term and low/high importance. However, weaker answers showed limited knowledge of transaction and relationship marketing and answers were often in vague terms.

	
	
	
	Total
	4
	

	10
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	3
	Examiner’s Comments

This was probably the best-answered question on the paper and showed that candidates had an excellent understanding of the different types of contract that are available to employees. The majority of candidates scored the maximum of three marks on this question.

	
	
	
	Total
	3
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