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AQA A Level Business
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Section A

1 According to Bowman'’s strategic clock, why is positioni© a product at Position 6
(risky high margins) unlikely to be successful in the lor*  .erm?

A Competitors can offer a product with lower . el alue
for a lower price
B Competitors can offer a product with“ower percelv 2
for a higher price
C Competitors can offer a product *h hi_ oerc’  zd value
for a higher price
D Competitors can offer a . ~tw Digher erceived value
for a lower price snark)
2 In Ansoff’'s matrix, = ategy  offe Aew products to« “isting Cu Qers
is an example of
A Diversificatior
B Pra= =t develop
C N e omer
¢ tpo o
D M R : (1 mark)
3 he' Ollowing combin-tior: n to provide a competitive advantage
_rane  alchain of budos  Otels?
A _onomies of scal" jh C° ity aon: high
B Economies of scale. sapaci’ utilisation: high
C Economies :hig. oy utilisation: low
D Econom™ ofsc  -low Gl city utilisation: low (1 mark)
4 Which of these comi ons would be most likely to support a strategy
of cost leadership?
A High capacity utilisation & undifferentiated products
B Low capacity utilisation & differentiated products
C High capacity utilisation & differentiated products
D Low capacity utilisation & undifferentiated products (1 mark)
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5 Which of the following is the least likely influence on a business’s choice of positioning strategy?

The actions of competitors

A temporary problem with a supplier
Target market income levels

The past image of the brand

OO0 w >
ojejojo

(1 mark)
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Section B

ANSWER ALL QUESTIONS IN THIS SECTION

6 With reference to Porter’s strategies, explain one way a small estate agent with one branch, could improve
its strategic positioning in an intensely competitive local market

(5 marks)

¥
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7 Explain one problem a high value, high priced fashion design business may experience if it launched
a range of low cost items aimed at the wider mass market
(6 marks)
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8 In 2014, Coca-Cola launched Coca-Cola Life, a low-calorie cola sweetened from natural sources,
to join brands like Coca-Cola Zero Sugar and Diet Coke in its product portfolio. The aim was for
Coca-Cola Life to capitalise on the fast growth in the “healthier, soft drinks market” and to counter
slow growth experienced by the traditional Coca-Cola product.

Analyse the benefits to Coca-Cola of this change of strategic direction through the launch of

Coca-Cola Life
(9 marks)

Extra Space
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Section C

John Lewis: The Star of Christmas Marketing!

Department store chain John Lewis is well-known for high quality customer service and a price promise

to be “never knowingly undersold”. Recently it has also beca: e known for its popular annual Christmas
television adverts, the release of which is widely anticipates” | stakeholders, including customers”™ ¢ media
and competitors. These adverts, which usually launch ir"  rly N< mber each year, act as a!®  driver f

customer visits to stores and John Lewis’ online store G. ©crucia! Christmas trading pc

Each advert aims to be memorable and thoughk® arovoking. 1. S advert, featurir' trampolir.
bouncing boxer dog called Buster, was more li¢ 2arted than | .evious campaigns  /an on the Mc_ 1’

in 2015 highlighted the issue of social isol=*" = ari it tha Lerly whereas, “Monty  » Penguin® 2014
was a real tear-jerker.

John Lewis believes that its main<=omy 4oes not come from otha™ oart: “=tore chains like
Debenhams or House of Frase ron| 2 brands, particularly Ama. " ino _on, which is seen
by many as emotionless, corp. ‘c Limp nal, John Lewis & aXeliis “ate itself by creating an
emotional attachment between™  to ana its brand. The 2016 Yising naign helped create
this customer attachn? stor. svie. g astore coulds 't Buster Jgh a virtual reality headset or
connect with Buster « arc ‘tter or on the John Lew “bsite.

This multichar =L marketir,_  aroach gave custorr . 2O o share emotions, memories and at
the same tic. ~ « “with 1. values of the Joh'  awis brec ltimately helping the business to build on
the competit. adve Yich it already holds e marke

%
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9 Analyse the benefits to John Lewis of maintaining a competitive advantage in the retail market
(9 marks)

Extra Space
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10 John Lewis has adopted a strategy of differentiation based on providing high levels of customer service
in order to compete effectively. To what extent should all businesses adopt this type of strategic
positioning?

(16 marks)
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End of Questions
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