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The following video is from the BBC bite-size series, and was originally broadcast on 14/02/2003 as part of Working Lunch. Its duration is 5:06. It is entitled Breaking Even and describes a company called Golf Bidder. 
https://www.bbc.com/bitesize/clips/zj4mhyc
--------------------------------------------------------------------------------------------------------------------------
A BBC presenter introduces the video. Watch, listen and answer the following questions:-
(Part 1) What is the nature of this business?
(a) Renting second-hand golf clubs
(b) Buying and selling pre-owned golf clubs
(c) Selling second-hand golf clubs

(Part 2) How many clubs do they have in stock?
(a) 2000
(b) 10,000
(c) 20,000

(Part 3) Now one of the Golf Bidder partners talks about his experience and this is part runs from 00:34 – 01:15. Use the video script extract below to complete the missing language:- 

…we (1) __________ that there was a market for (2) _________________ second-hand clubs. We started a website to (3) _________ the shop and started to get emails for specific clubs asking if we could (4) ______ them. From that grew (5) ___________ Golf Bidder.


(Part 4) Now a second Golf Bidder partner talks about his experience and this is part runs from 01:15 – 01:54. Use the video script extract below to complete the missing language:- 

…is basically create the (1) ________ around the team here so they can be taking calls from right across Europe and the systems are telling them (2) ________  exactly how much they should be paying for that item, (3) _________ we have in stock, how many we want to buy and so on and so forth. They have all the information at (4) ________________.  








Study tip: collocation
Answers (2) and (5), from Part (3) above, rely on your knowledge of collocation. According to McCarthy and O’Dell (2007), “Collocation is a pair or group of words that are often used together. These combinations sound natural to native speakers of English…”. If we take a simple noun such as train we can see that 2-word collocations can be formed whether train is the first or the last word in the combination:-  

	
	Train
	Station

	
	
	Platform

	
	
	Ticket

	
	
	Driver

	Hi-speed
	Train
	

	Bullet
	
	

	Night
	
	

	Boat
	
	



--------------------------------------------------------------------------------------------------------------------------

Study tip – Academic Word List (AWL)
[bookmark: sublists]The Academic Word List is a list of 570 word families, chosen according to their presence across a range of university faculty texts. The AWL is divided into 10 sublists according to frequency intensity. Sublist one (see table below) has the most frequently occurring words and sublist 10 has the least common words such as intrinsic and whereby. 

	Analyse
Approach
Area
Assess
Assume
Authority
Available
Benefit
Concept
Consist
	Constitute
Context
Contract
Create
Data 
Define
Derive
Distribute
Economy
Environment
	Establish
Estimate
Evident
Export
Factor
Finance
Formula
Function
Identify
Income
	Indicate
Individual
Interpret
Involve
Issue
Labour
Legal
Legislate
Major
Method
	Occur
Percent
Period
Policy
Principle
Proceed
Process
Require
Research
Respond
	Role
Section
Sector
Significant
Similar
Source
Specific
Structure
Theory
Vary



AWL words from the video script extract:
…is basically create the capacity around the team here so they can be taking calls from right across Europe and the systems are telling them up front exactly how much they should be paying for that item, how many we have in stock, how many we want to buy and so on and so forth. They have all the information at their fingertips.  

Study tip:  Parallel structures.  
These are one of the main methods of expressing yourself clearly and therefore making your message more coherent. They can be used in both spoken as well as written English. There are thousands of examples to illustrate this. Some of the most famous ones would include The Lord’s Prayer, The Ten Commandments and The Gettysburg Address. The main point about parallel structures is the fact that the user needs to adopt the same convention when communicating a message. In the examples that follow, the convention is the form of the verb:-

Presentations advice			Health advice
- Stand up straight			- Walking to work
- Talk with confidence			- Eating a balanced diet 
- Make plenty of eye contact		- Getting plenty of sleep


Parallel structures from the video script extract
…is basically create the capacity around the team here so they can be taking calls from right across Europe and the systems are telling them up front exactly how much they should be paying for that item, how many we have in stock, how many we want to buy and so on and so forth. They have all the information at their fingertips.
--------------------------------------------------------------------------------------------------------------------------
Study tip – Idioms
A group of words that has a meaning that is not easily calculated from the meanings of each individual word. For example, a student may understand the meaning of the individual words see, the, and light. However, they may not realise that the phrase see the light means to understand something.
	· 
	


Idioms from the video script extract
…is basically create the capacity around the team here so they can be taking calls from right across Europe and the systems are telling them up front exactly how much they should be paying for that item, how many we have in stock, how many we want to buy and so on and so forth. They have all the information at their fingertips.  




ANSWER KEY
The following video is from the BBC bite-size series, and was originally broadcast on 14/02/2003 as part of Working Lunch. Its duration is 5:06. It is entitled Breaking Even and describes a company called Golf Bidder. 
https://www.bbc.com/bitesize/clips/zj4mhyc
A BBC presenter introduces the video. Watch, listen and answer the following questions:-
(Part 1) What is the nature of this business?
(a) Renting second-hand golf clubs
(b) Buying and selling pre-owned golf clubs
(c) Selling second-hand golf clubs

(Part 2) How many clubs do they have in stock?
(a) 2000
(b) 10,000
(c) 20,000

(Part 3) Now one of the Golf Bidder partners talks about his experience. This section runs from 00:34 – 01:15. Use the video script extract below to complete the missing language

…we (1) discovered that there was a market for (2) buying and selling second-hand clubs. We started a website to (3) advertise the shop and started to get emails for specific clubs asking if we could (4) source them. From that grew (5) the idea of Golf Bidder.


(Part 4) Now a second Golf Bidder partner talks about his experience and this is part runs from 01:15 – 01:54. Use the video script extract below to complete the missing language

…is basically create the (1) capacity around the team here so they can be taking calls from right across Europe and the systems are telling them (2) up front exactly how much they should be paying for that item, (3) how many we have in stock, how many we want to buy and so on and so forth. They have all the information at (4) their fingertips.  
How businesses need to adapt – an example of one business changing its focus from retail to online. Examining a second-hand golf exchange, showing how stock is obtained and how it is sold. Following a huge investment in IT systems, it is ready to cope with a continuation of the rapid sales increases it has enjoyed in the last 2 years. Now there are 12 staff, 30,000 customers, and annual sales revenue of £2 million. Break-even is in sight.






[bookmark: _GoBack]The following video is from the BBC bite-size series, and was originally broadcast on 09/05/2011 as part of Doomed Designs. Its duration is 6:12. It is entitled Successful products – the story of the Mini. 
https://www.bbc.com/bitesize/clips/z2dhfg8
--------------------------------------------------------------------------------------------------------------------------
A BBC presenter introduces the video. Watch, listen and answer the following questions:-
(Part 1) What is this story about?
(a) Britain’s most lovable car
(b) Britain’s most beautiful car
(c) Britain’s cheapest car
(d) Britain’s best-selling car

(Part 2) How many units were sold?
(a) 3 million
(b) 5 million
(c)  7 million
(d) 9 million

(Part 3) Which part of the marketing mix does the video focus on?
(a) Product					(c) Price
(b) Promotion					(d) Place


(Part 4) READ CAREFULLY, then try to put the following sentences in the correct order according to what you hear from the various speakers on this video

(a) Pricing has to balance the consumer price with the financial cost to the company 
(b) The Ford Anglia was priced at £610
(c) Production of the old Mini ended in 2000
(d) Ford could not produce a Mini for under £535
(e) Sir Leonard Lord decided to sell the Mini for less than £500
(f) The public fell in love with the new Mini



ANSWER KEY
The following video is from the BBC bite-size series, and was originally broadcast on 09/05/2011 as part of Doomed Designs. Its duration is 6:12. It is entitled Successful products – the story of the Mini. 
https://www.bbc.com/bitesize/clips/z2dhfg8
--------------------------------------------------------------------------------------------------------------------------
A BBC presenter introduces the video. Watch, listen and answer the following questions:-
Q1 What is this story about?
(a) Britain’s most lovable car
(b) Britain’s most beautiful car
(c) Britain’s cheapest car
(d) Britain’s best-selling car

Q2 How many units were sold?
(a) 3 million
(b) 5 million
(c)  7 million
(d) 9 million

Q2 Which part of the marketing mix does the video focus on?
(a) Product					(c) Price
(b) Promotion					(d) Place


READ CAREFULLY, then try to put the following sentences into the correct order according to what you hear from the various speakers on this video

1 Sir Leonard Lord decided to sell the Mini for less than £500
2 The Ford Anglia was priced at £610
3 The public fell in love with the new Mini
4 Ford could not produce a Mini for under £535
5 Pricing has to balance the consumer price with the financial cost to the company 
6 Production of the old Mini ended in 2000


MBA: Marketing Mix

https://www.bbc.com/bitesize/guides/zw987ty/video
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Bitesize GCSE BUSINESS STUDIES

MARKETING MIX

SAIRA KHAN- SKINCARE ENTREPRENEUR

The marketing mix is essentially four key things and they are product, price, promotion and place.
The product hopefully you've got right or the service you've got right because you’'ve done your
market research and you decided that there is definitely a gap in the market and a need for the
business that you are about to start up.

LORD SUGAR- ENTREPRENEUR

Before you start marketing a new product you have to be confident in yourself that you’ve done the
work to make sure that it stands out from the rest because all the marketing in the world is gonna be
no good if the product is not good so it’s defining the product at an early stage to make sure that you
have added all the bells and whistles or specification that will make it in your mind a winner.

SAIRA KHAN- SKINCARE ENTREPRENEUR

Price is about how much are you going to charge for your product or service, are you going to be
premium, are you going to be mass market, are you going to be niche and really it's determined by
who you’ve identified as your target market.

DR PAUL THOMAS- TRUFFLE ENTREPRENEUR

When we first started the truffle products business we had a preconceived idea which wasn't really
based on any research essentially, just our own experience of how much we were gonna sell our
product for and who we were gonna sell it to. However after doing significant market research, it
turned out that those ideas were wrong so through the market research we managed to define who
we were going to sell it to and for what price.

NICOLA VANE- PHONE SOCK ENTREPRENEUR

We identified that our target market was teens and twenties so | was this age so | could identify with
what designs were best for that age group. We didn’t have any competitors at the time so was hard
to come up with a price for our product. We took our costs of manufacturing into consideration and
came up with a wholesale price and from that we were able to create a recommended retail price for
our product.

BEN WALLACE- MARKETING, GOOGLE UK

Pricing is an interesting issue for new media companies because a lot of the times the products
which are offered are free and companies are increasingly kind of going with a launch early and
literate often approach to their product. It's certainly something which has worked very well at our
company in terms of driving the innovation around what consumers really want so looking at a
product which is really cool or offers a really cool functionality even if there’s no obvious instant way
to monetise it and then when you have kind of a large audience and people who really like it then
looking at ways around how you can use it to generate money.

SAIRA KHAN- SKINCARE ENTREPRENEUR

Place is well where are people going to see your product or service so if you have a service are you
going to locate yourself in the high street or are you gonna be online with a product, are you gonna
put it into lots of different retail outlets so place is about where you're going to operate your product
or service from.
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DR PAUL THOMAS- TRUFFLE ENTREPRENEUR

We've also discovered the importance of opening new markets so for example for fresh truffles,
most people can’t get hold of fresh truffles but if we can alter it, if we can change distribution
channels so you can go into your high street and buy a fresh truffle, we can open up a whole new
market and hopefully we’ll also see an increase in price associated with that.

SAIRA KHAN- SKINCARE ENTREPRENEUR

The promotion is about that once that product or service is up and running, how are you going to
attract people to try your product because you haven’t been around for a long time so what kind of
mechanisms are you going to do to draw people to your product or service so it’s about attracting.

DEBORAH MEADEN- ENTREPRENEUR

You need a good product and you have to end up being able to explain why people need to buy that
product and that takes you from the beginning of the product out to promotion and without
understanding the bits in the middle then you won'’t be able to sell your product.

WITH THANKS TO OUR CONTRIBUTORS
END OF CLIP
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