


Question 1

CASE STUDY

Aphrodite is a clothes shop that was formed in 1994 by two brothers, Andrew and Duncan McKenzie. They
opened the shop because they had a lifelong enthusiasm for new fashion.

Andrew and Duncan visit Paris, Milan and London each year to buy their stock. They aim to buy well-known
brands, such as Stone Island and HugoBoss, and to also stock clothes from new designers. This range of
stock helps provide them with an advantage over their competition.

Customer service has always been an important part of Aphrodite’s success. A polite and friendly attitude
greets all customers on arrival at the shop. In 2007 the business launched its website, which sells its range
of clothing using ecommerce. The owners looked to maintain existing high standards of service for
customers using their website.

A new opportunity was created when the shop premises next to Aphrodite became available to buy. Andrew
and Duncan are considering buying the shop in order to convert the two shops into one large premises.
They have calculated that this will cost them £250 000 but are undecided on the best way to finance this.

Evaluate the impact of e-commerce on Aphrodite’s marketing mix. You should use the information provided
as well as your knowledge of business.

[12 marks]
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Question 2

CASE STUDY

That Feeling is a unique barber shop in PottersBar, Hertfordshire. Its owner,Justin Carr, started the
business, aged 25, because of his passion for being a barber. When he left school after his GCSEs he was
advised to follow a different career path. However, he wanted to work in a creative industry. This ambition
led him to opening a barber shop where his regular customers include England international footballers
such as Kyle Walker, Kieran Trippier and Dele Alli.

The unique nature of That Feeling not only comes from the high quality haircuts but also from the way it
looks after its customers. They can play on arcade games and get drinks whilst waiting for their
appointment. The shop also sells That Feeling branded clothes and vintage glasses frames.

When asked about his business objectives Justin was very clear that non-financial objectives are
crucial.Justin stated:

‘Itis important to be passionate about what you do and always try to be the best you can. The financial
rewards of running a business will come if you get the other things right.’

Justin now acts as a mentor to staff members at That Feeling by giving help and advice about their career.
Most of the employees are aged between 19 and 22.Justin feels that they are given the opportunity to
develop their skills they will bring new ideas and creativity to the business.

In order to improve its brand awareness, That Feeling is considering two options:

Option 1: launch its own range of mens grooming products

Option 2: open a mens spa in an adjoining empty retail unit

Justify which one of these two options That Feeling should choose.
[9 marks]
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Question 3

CASE STUDY

Stand up paddleboarding is a sport which is similar to surfing but the riders use a paddle whilst standing on
the board.Joe Thwaites opened Loco in 2012 as he spotted a gap in the market manufacturing stand up
paddleboards (SUPs).Joe felt that he could compete using innovative designs and by changing the shape
of the SUPs he made. He spent a few weeks in Fuerteventura, Spain, working with professional SUP riders
where he developed designs for three Loco boards.

Since then Loco has surrounded itself with creative talent. This includes world class SUP shapers, graphic
designers and team riders, who compete in competitions using its boards. Within months of its new SUPs
becoming available, one of the team went on to win theBritish National Championship and represent Team
GBin the World Championships.

Loco now sells an extensive range of SUPs, surf and kite boards throughout the UK and Europe and is
ready to further extend its brand.Joe feels that the use of digital marketing using social media is vital in this
growth. This combination of creative marketing and Joe’s active role in the business, by offering advice to
customers, has provided him with a firm belief that Loco can compete against larger manufacturers.

In order to increase brand awareness, Loco is considering two options:

Option 1: introduce a range of paddle boards aimed at the youth market

Option 2: launch a range of branded Loco training and leisurewear

Justify which one of these two options Loco should choose.
[1 mark]
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