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Understanding the grades
Your final grade will be based on an assessment of your understanding. Stronger responses will develop points clearly, apply knowledge to the context, use relevant marketing terminology and analyse or evaluate where required by the command word,
For higher-mark questions, examiners will not just look for individual facts; they will look at the overall quality of your commercial understanding – how well you understand and apply real business thinking. This is called ‘holistic’ marking. It means the examiner reads your whole answer and judges it as a complete piece of work that includes a conclusion, rather than counting up separate points one by one.
Activity 4 includes marking guidance that will help you identify what you have done well and how you can improve.
You can review the most recent grade boundaries in the course specification here: https://qualifications.pearson.com/en/qualifications/t-levels/marketing.html
Note: Please feel free to share this worksheet with your placement mentor. 
T Level in Marketing command words and conditions
Review the command words and definitions used in the Core Papers, Employer Set Project or Occupational Specialism for the T Level in Marketing. You will find their definitions in Section 5 (Command word taxonomy) of the course specification): https://qualifications.pearson.com/en/qualifications/t-levels/marketing.html
In an exam situation, it is important that you read questions closely to identify the command word that is being used in the question stem. This will help you to understand the level of detail that you need to include in your answer. ‘Explain’, ‘Discuss’, and ‘Evaluate’ require you to include additional justification, and sometimes a summary or short, sharp wrap-up to conclude.
Look out for bold and/or underlined words. These highlight key task instructions. They might indicate quantity limits (e.g. ‘Provide one example’ or ‘Give two reasons’), which can save you a lot of time. They also help you prioritise by highlighting critical conditions (e.g. ‘Choose the best’, ‘Identify the main’). Pay close attention and read the questions carefully. 


Watch the video again (https://vimeo.com/1231680497/88f5e57ba5?share=copy). This time, your teacher will pause the video at set increments. Use the time to reflect on what you have found out and how this can be used to gain assessment marks. 
The following exam-style questions are based on the information in the video. Each of the questions will feature one of the command words from the specification. 
State the main social media platform that London Camera Exchange utilises in their marketing campaigns. (1 mark)



Name two additional social media platforms that London Camera Exchange utilise in their marketing campaigns. (2 marks)




Explain one change in consumer behaviour which has influenced London Camera Exchange’s marketing activities. (2 marks)








Explain one impact that suppliers have on London Camera Exchange’s 
marketing activities. (3 marks)











Discuss how London Camera Exchange uses social media to reach a new 
target market. (6 marks)



















Discuss the possible impacts of London Camera Exchange’s decision to use social media influencers in their campaigns. (9 marks)































Evaluate how social media marketing can improve London Camera Exchange’s omnichannel marketing approach. (12 marks)
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