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The sample learner answers provided in this assessment guide are intended to give guidance on how a learner might approach generating evidence for each assessment criterion. Answers do not necessarily include all of the evidence required to meet each assessment criterion. Assessor comments intend to highlight how sample answers might be improved to help learners meet the requirements of the grading criterion but are provided as a guide only. Sample answers and assessor guidance have not been verified by Edexcel and any information provided in this guide should not replace your own internal verification process.
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The sample assignment briefs are provided as a guide to how you might assess the evidence required for all or part of the internal assessment of this Unit. They have not been verified or endorsed by Edexcel and should be internally verified through your own Lead Internal Verifier as with any other assignment briefs, and/or checked through the BTEC assignment checking service.
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For attention of the learner


You are not allowed to copy any information from this book and use it as your own evidence. That would count as plagiarism, which is taken very seriously and may result in disqualification. If you are in any doubt at all please speak to your teacher.
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Introduction


Introducing Retail Business is an internally assessed optional unit with two learning aims. It focuses on the way in which retailing has developed, the types of businesses that operate in the sector and the job roles that are available. The unit provides an opportunity to explore the links between retailing and the external environment.


This book includes:





•  Guidance on each learning aim – all the topics in the learning aims should be studied, and the book includes useful suggestions for each. Examples are included, but these could be replaced by local examples from your area.



•  Evidence generated by a learner for each assessment criterion with feedback from an assessor. The assessor has highlighted where the evidence is sufficient to satisfy the grading criterion and provided developmental feedback when additional work is required. This material provides support for assessment.



•  Examples of assignment briefs with clear guidance on the evidence you will need to generate and submit for each grading criterion, and the format in which the evidence should be submitted.





Answers to the knowledge recap questions provided in the learning aim summaries can be found at the back of the guide.




Command words


You will find the following command words in the assessment criteria for each unit. These descriptions may help you to understand what you have to submit for each Pass, Merit and Distinction grading criterion.





•  Outline – write a clear description but not a detailed one.



•  Explain – set out in detail the meaning of something, with reasons. More difficult than ‘describe’ or ‘list’ so it can help to give an example to show what you mean. Start by introducing the topic then give the ‘how’ or ‘why’.



•  Compare – identify the main factors that apply in two or more situations and explain the similarities and differences or advantages and disadvantages.



•  Assess – give careful consideration to all the factors or events that apply and identify which are the most important or relevant.



•  Describe – give a clear description that includes all the relevant features – think of it as ‘painting a picture with words’.



•  Justify – give reasons or evidence to support your opinion or view to show how you arrived at your conclusions.







Learning aim A


Explore the structure and organisation of retail business


Learning aim A looks at the structure of the retail sector and the types of businesses that operate within the sector. It also looks at job roles and progression routes within the sector.


Assessment criteria
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	Describe the sub-sector, channels, format, size, ownership and location of two retail businesses operating in different sub-sectors.
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	Describe the functions of two job roles in store operations and their progression routes.
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	Explain, using examples, the role of two businesses that support retail businesses.
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	Describe how two retail businesses operating in different sub-sectors make use of non-outlet retailing.
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	Describe the aims and objectives of two retail businesses operating in different sub-sectors.
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	Assess two different types of ownership of selected retail businesses.
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	Explain how and why two retail businesses operating in different sub-sectors use aims and objectives.
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	Evaluate how two retail businesses operating in different sub-sectors measure their performance, with reference to key performance indicators (KPIs).







The nature of retailing


What is retailing?


Retail is the sale of goods or services from a business to a customer. The retailer will purchase goods in large quantities directly from large manufacturers or from wholesalers and then sell the goods in smaller quantities to its customers. The retailer needs to price the products so that they cover the cost of buying the goods from the wholesaler or manufacturer and any advertising, while making a profit.


The relationship between wholesaling and manufacturing


The manufacturer is responsible for turning raw materials into useful products. When the products have been produced the manufacturer will sell them to a wholesaler. The wholesaler will buy in large quantities from the manufacturer and then store the products until they are required by a retailer.


Wholesalers are often referred to as ‘middle men’ because they sit between the manufacturer and the retailer. Lots of people feel that if the manufacturer sold directly to the retailer this could reduce the price paid by both the retailer and the customer.


The supply chain


The supply chain consists of all the elements involved: from the customer wanting a product and the manufacturer making the product, to the customer receiving the product. The supply chain therefore includes all of the processes and businesses involved in getting the product made and placed in the hands of the customer. The elements involved in the supply chain will include suppliers, manufacturers, transport, warehouses and storage, and retailers. For the supply chain to be efficient all businesses need to be motivated and committed.


Retail channels


Retail channels are the different routes available for a retailer to get its products and services to its target market. The retailer needs to find the most appropriate way in which to sell its products and this could be:





•  a shop or store – on a housing estate, in a town or city centre, or at an outlet centre



•  a showroom – which provides the opportunity to display the products



•  e-tailing – short for electronic retailing, where products are sold on the internet



•  mobile technology – provides the opportunity to sell or buy from home, the office or while travelling



•  catalogues – these can be delivered to all homes in a selected area or to existing customers; the customer can place an order by post, telephone or through an agent



•  home shopping – customers can buy from catalogues, television adverts or the internet in the comfort of their own home



•  market stalls – these may be permanent indoor stalls in a town centre or stalls on a weekly outdoor site that move from location to location.





Retail sub-sectors


The retail sector is divided into several product-related subdivisions including:





•  Automotive – for example spare parts for cars or bikes, tools and oil.



•  Clothing – for example trousers, dresses, jumpers, coats and underwear.



•  Electrical goods – for example kettles, microwaves and televisions.



•  Food and groceries – for example milk, bread, cheese and eggs.



•  Footwear – for example shoes, boots and slippers.



•  DIY – for example paint, wallpaper, wood, nails and tools.



•  Homewares – for example chairs, tables and beds.



•  Music and video – for example DVDs, videos and games.



•  Specialised stores – for example pet stores, books, and items for hobbies such as golf and camping.



•  Personal care – for example products for the skin and hair.



•  Second-hand goods – for example charity shops and second-hand stores.
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Knowledge recap questions





1. Why is it better for a manufacturer to sell to a wholesaler rather than directly to a retailer?



2. State the supply chain involved in getting frozen peas on to the shelves of a retailer.



3. What is meant by the term ‘retail sub-sector’?



4. List four examples of sub-sectors other than DIY.
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Retail business ownership


Businesses that operate in the retail sector vary in size, from a small sole trader, which is run predominately by the owner, to a large public limited company, which is run by an elected board of directors.


Sole traders


A sole trader is when just one person sets up the business. It is the easiest type of business to set up.


There are several advantages of being a sole trader. The decisions are made by the owner and the owner will keep all the profits. There is very little administration required in setting up the business.


The main disadvantages are that the owner is responsible if the business fails and for any claims from customers for accidents or faulty goods. If the owner is ill there may be no one to take over; the owner may have limited skills. After the initial start many sole traders cannot expand because they may have limited money (capital) of their own to keep putting in and may not want to take out a loan. This may limit what the sole trader can do even if demand for their products is there.


Partnerships


A partnership is an agreement between two or more people to set up a business venture and is relatively easy to set up.


The advantages of a partnership are that, because there is more than one person, it is easier to raise finance. The partners will be able to support one another and may have different skills and attributes that they can bring to the business. There will always be someone to discuss ideas with and partners to share the workload.


The disadvantages are that the profits will have to be shared, and each partner is liable for any bad decisions or any loss incurred. The main disadvantage of a partnership is unlimited liability, which means that each partner is liable for any debts. It may also take longer to make a decision because you have to consult the other partners and you may not always agree.


Private limited companies


A private limited company is usually medium to large in size and the shareholders (who are often the directors too) want to keep their business separate from their personal interests and risks, so that if the business goes bust they only lose what they invest. They can only get money from private investors, usually people they know.
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