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Intro...

Stop Press!

New GCSE awards will be introduced in
September 2009 and the underpinning criteria
have now been published in draft form on the
QCA webpage www.qca.org.uk/609_18640.html .

According to the website the reasons for the changes
are that the QCA want to:

� update the content of the GCSEs 

� encourage innovative teaching, learning and 
assessment 

� incorporate key elements of 14-19 curriculum 
developments 

� ensure that the revised GCSEs complement the new 
Diplomas 

� revise the assessment arrangements to provide 
stretch and challenge for all learners and make 
assessment less formulaic and predictable 

� ensure that standards are maintained

The QCA is  keen for the wider community to contribute
to the revisions of the final criteria and the consultation is
open until 14 September 2007.  This is an important (the
last) opportunity to have our say about the key features
of the content and assessment of the subjects at GCSE
for a long time. 

You may want to submit your own response but the
EBEA will make one on behalf of all members and you
are invited to submit your views to the office.    The key
features of the Business Studies and Applied Business
criteria are identified below but you will notice the
absence of traditional coursework assessment and the
differences between the treatment of the two types of
award.  Please see the QCA website for the full version
of these and the Economics criteria.

Welcome to this final edition of the academic year.   There are two main items and an
advertisement that missed the journal deadline.  The first item concerns the QCA
consultation on the new GCSE Criteria.  The proposals will result in an assessment
system without the kind of coursework we have grown used to for courses including
Applied Business. The second item is a summary of some research into aspects of
business failure. I hope you enjoy the Beeline and have a restful holiday.

continued on page 2
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QCA Consultation
Criteria GCSE Business Studies,
GCSE Applied Business and 
GCSE Economics

TWO CONFERENCE DATES FOR
THE DIARY:

� 21st November 2007 – 
'A' Level Specifications – 
London Euston Novotel

� 6th/7th June 2008 – 
EBEA Annual Conference – 
Aston Business Centre
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QCA Consultation – Specifications GCSE Business Studies, GCSE Applied
Business and GCSE Economics

Subject content of both subjects:

GCSE specifications in business and business-related
subjects must require students to demonstrate
knowledge and understanding of:

� business activity – why and how businesses start, 
succeed and/or fail

� the differing interests of stakeholders

� competition – reaction, recognition, actual and 
potential

� uncertainty – risk, reward and change

� customers – their power, importance and needs 

� business within society – ethics and sustainability

� decision making – use of data and problem-solving.

Business Studies Content

GCSE specifications in business studies must require
students to demonstrate knowledge and understanding
of:

� the dynamic nature of business, including motivations 
for social enterprise

� local, national and international contexts

� the integrated nature of business problems and 
solutions

GCSE specifications in business studies must require
students to develop the ability to:

� apply a critical perspective to the theory and current 
practice of business

� evaluate quantitative and qualitative evidence to make 
reasoned judgements

� develop a conceptual framework of business within 
society.

Applied Business Content

GCSE specifications in applied business must require
students to:

� develop their knowledge and understanding through 
the investigation of a range of local and/or national 
business organisations

� investigate how employers and employees operate in 
enterprising ways, develop their working relationships 
and meet their various rights and responsibilities

Develop and apply the following skills within real
business contexts:

� practical skills – time management, personal 
organisation and action planning

� presentational skills – addressing audiences using a 
variety of media and forms

� personal skills – showing evidence of progression and 
support

� interpersonal skills – communication and group work

� cognitive skills – reflection and review of own and 
others’ performances.

Scheme of assessment

GCSE specifications in business studies and business-
related subjects must allocate a weighting of 75% to
external assessment and a weighting of 25% to
controlled assessment in the overall scheme of
assessment GCSE specifications in applied business
must allocate a weighting of 40% to external assessment
and a weighting of 60% to controlled assessment in the
overall scheme of assessment.

Controlled assessment

Each scheme of assessment must allow students to
demonstrate their attainment in a variety of ways using
appropriate media. It must require candidates to apply
their knowledge, understanding and skills to real and/or
realistic problems, relevant to the modern world,
involving data from case studies where appropriate.

Specifications must make clear how reliability and
fairness are secured, by setting out requirements that
ensure the robustness of each stage of the controlled
assessment. They should cover:

� the specific skills to be assessed

� the setting of tasks

� the extent of supervision in carrying out of tasks

� the conditions under which assessment takes place

� the marking of the assessment and internal 
standardising procedures

� any moderation process.

continued from page 1
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Research into Business Decision Making
Why do so many businesses
fail?  Julia Hodgson and Helga
Drummond have recently
completed some research into
the subject and the summary
below makes interesting
reading.

Research Aims

Business ownership is risky. There
are no guarantees of success.
Moreover if a business declines
owners may have a difficult
decision to make. Do they invest
more money in the venture or cut
their losses?

Escalation theory suggests that
owners frequently make bad
decisions, opening businesses that
have little chance of success, and
re-invest in enterprises that are
clearly non- viable thus
compounding their difficulties. 

Our research posed two main
questions:

1. Do owners behave in the 
irrational manner implied by 
escalation theory?

2. If so, why? 

The questions are important
because escalation theory implies
owners may not be entirely at the
mercy of market forces but can
learn to make better, that is, more
economically sensible decisions.

Approach

We interviewed 38 indoor market
traders. Markets were once a route
to prosperity but competition from
large retail stores is forcing many
traders to close. New businesses
are opening up but few survive. 

Results

Whilst owners might not behave as
foolishly as escalation theory
implies, we found that irrational
influences frequently enter the
equation.

Escalation is thought to begin with
myopia. The theory seems well

founded. We interviewed thirteen
new owners; only three were still
trading when the project ended.
The main reason for failure was
owners allowing their enthusiasm
to eclipse commercial realities by
shunning the most basic
homework. A new owner who
survived barely seven months said:

� ‘It was like, “Oh my God! I
didn’t realize it would be so
expensive”. Just the meat alone
because we do curry mutton.
Now mutton is not something
that is easy to get hold of and
when you do get it, it’s
expensive. And we were buying
that every single day - even
though you’re selling (sic) ... it’s
every day you have to replace it,
it’s quite a lot of money.’ 

Failure means when it becomes
apparent that expectations cannot
be met. Escalation theory predicts
that owners are likely to be slow to
recognise when that point has
arrived because they notice
selectively. Whilst new owners
seldom enjoy the luxury of denial,
established owners typically
respond initially by rationalising
signs of a downturn, telling
themselves it can’t get any worst.
Then, as turnover declines, year on
year, owners progressively lower
their expectations to match reality.

Persistence may be partly dictated
by economics such as being tied
into a six month notice period on a
lease. Yet owners frequently
compound the risk of being tied
into a lease commitment by
refusing to give notice sooner
rather than later.  There are two
main theories as to what drives
persistence. One suggests fear of
failure. The other centres upon
owners’ reluctance to cut their
losses even by persisting they risk
making that loss much worse.

We found the second theory was
the most useful as persistence was
mainly dictated by refusal to
accept a loss - financial and/or
emotional. For example:

� ‘The business has been in the
family for seventy years.’ 

� ‘Parting with this shop will be
the hardest because ... when
this one goes I am no longer
self-employed. I  am no longer
my own boss.’

Rather than cut their losses,
owners frequently wait months
trying to sell the business. Yet who
will pay large sums in good will
when they can simply rent an
empty unit? The risk is that
meanwhile the business becomes
non-viable and the owner remains
tied into a lease. An owner who
made this mistake said:

� ‘I’ve still got to pay my
income tax; I’ve still got to pay
my rent which is three, four
weeks behind; I’ve got VAT to
pay, I’ve got accountant to pay.
Where is that money going to
come?’

Another scenario is owners
reversing their decision to quit
unwilling to forgo Christmas trade.
The risk is that Christmas never
comes and owners end up
working for no return and even get
into debt as a result. 

Entrapment

Some owners who were
millionaires now work for less than
the minimum wage. Fortune’s
reverse may partly reflect ill-judged
decisions made years earlier. More
specifically, our theories predict
that a definite gain is often
preferable to one that is merely
probable even though the latter
may be worth considerably more.
We found support for this
proposition in that successful
owners sometimes avoided
sensible, calculated risks for fear of
jeopardising existing gains. For
instance, a highly successful
fishmonger refused to stock new
lines until his son forced the issue:

� ‘I remember going on holiday
... (leaving) him (son) in charge.
All the time he’s been saying,

continued on page 4
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Research into Business Decision Making...continued from page 3

“We ought to get all these (new)
fish.”

“Oh! No! No! No! Too dear!”

I came back and I remember the
bill was about twenty-five percent
more than it had been the
previous weeks. And I looked at it
and he’d bought all these things
and ...  I thought, “Oh Crikey! Its
going to be a disaster is this.”’

In fact new lines now outsell
traditional cod and haddock.

Significant Academic
Achievements

Key findings:

1. Escalation theory is relevant to 
small business owners.

2. When failure becomes un-

deniable owners may lower their 
expectations to match reality.

3. Persistence is mainly driven by 
aversion to loss - including 
emotional costs.

Activities

Publishers Imperial College of the
University of London have
expressed interest in commissioning
a monograph based on the
research. Additional publication
plans are set out in the main report.

We plan to papers to forthcoming
International Small Business
Conference and British Academy of
Management Conference. 

Influential organizations, Business
Link and Economics and Business
Education are aware of the work.

Potential Impacts 

We recommend that business
educators (including schools) place
additional emphasis upon handling
risk and uncertainty. 

Practice can be improved by
encouraging owners to:

� do their homework and consider 
what they may be getting into;

� ignore past investments; focus 
upon return upon investment;

� count opportunity costs of 
lowering expectations – not least 
pension;

� see quitting not as failure but as 
re-directing resources.

Helga Drummond 
can be contacted at
H.Drummond@Liverpool.ac.uk


