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Exemplar for internal assessment resource Business Studies for Achievement Standard 90842 

 Grade Boundary: Low Excellence 

1. For Excellence, the student needs to comprehensively carry out and review a 
product-based business activity within a classroom context with direction. 
 
This typically involves: 
 

• comprehensive planning for a directed product-based business activity 
• carrying out a business activity 
• integrating relevant business knowledge 
• integrating a Maori concept(s) where relevant 
• reflecting on how well the business activity was performed and making 

recommendations of what could be improved in the future. 
 
The student has been part of a group that comprehensively carried out a business 
activity under the business name of Embellishments. The group’s business plan 
appears in the document for student 4. 
 
Embellishment’s business plan is at Excellence. Student 1 produced a personal 
review that was also at Excellence, therefore this is their final grade. 
 
This student has reflected on how well the business activity was performed, 
compared to the business plan. Specific details of strengths and weakness have 
been provided (1). Actual profit has been compared to projected profit (2). 
 
The student has made the minimum of two recommendations as to how the 
activity could be improved if it were to be repeated (3). 
 
For a more secure Excellence for their business plan, the group could strengthen 
their market research with a broader range of questions and include the data they 
gathered. 
 
For a more secure Excellence for their review, the student could provide greater 
integration between parts of the business plan. For example, despite the profit 
being higher than projected, student 1 felt that more thorough research would 
have improved performance. They could have discussed specific research 
questions that would be asked, and how research data could contribute to 
operational decisions (4). 
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Part 1: Business Plan for EMBELLISHMENTS 
 
This student was in the same group as Student 4. See Student 4’s work for the business plan. 
 
Part 2: Review 
 
In the end our activity turned out very well but some of that was down to luck rather than good management.  
 
What worked well? 
Operations 
1) It was just as well we planned two production sessions for each of the three products as we needed all of 

the time for the bunting and the tissue poms which were really fiddly. Within half way through the first 
day (20 June) we had worked out an efficient production line. 

2) Making the lolly cake was really easy. When we went to cut the logs we found that we 18 slices were 
thicker than they needed to be so we managed to get about 22 slices out of each log. When we were 
planning to get 18 slices we failed to take into account the slices we would lose by cutting some us as free 
samples, so the extra slices meant that we were guaranteed to have 18 slices per log to sell. 

Finance 
1) All of our costs of production had been accurately predicted. In the end we didn’t buy anything from 

Warehouse Stationery which we had identified as one of our stakeholders. 
2) We made almost $30 more profit than projected. 
Promotion 
1) Our bunting and tissue poms were really popular and attracted a lot of girls (and teachers!) to our stall. 

We were very lucky to have the first stall as people entered the hall. If we had been high up the hall or on 
the other side of it our sales might have been lower because girls might have spent their limited budgets 
before they got to our stall. 

 
What didn’t work as well?  
Market research 
1) Although we think we got our prices about right (though had to drop the prices when we got near the end 

of Market Day) we probably didn’t survey enough students. It would have been better to survey older and 
young students than just Year 11 Business Studies girls. 

Operations 
1) We should have made more tissue poms and fewer buntings. Everyone loved the poms and we could have 

sold more. Also they were more profitable for us. The buntings took much longer to make and caused 
more quality issues. When we thought about it, we couldn’t understand why we got the quantities so 
different.   

2) We didn’t allow enough tissue for wastage and practice runs so the quality of some of the first tissue 
poms we made wasn’t as good. We put these at the bottom of the box of folded tissue poms and were 
going to sell them last. The poms turned out to be so popular that these ones were sold. In the future we 
would buy more tissue than needed, especially as it was only $1.20 per packet. 

Finance 
1) We completely forgot to organise a float of silver and gold coin as change. Half an hour before our stall 

opened, we admitted our problem to Mrs M who made us sign an I Owe You and she organised a $40 float 
from the accounts office. This could have been a real problem for us as lots of our customers had $5 and 
$10 notes. 

 
Actual sales: 
Bunting 

Unit price Number sold Revenue  
@ $3.50 30 $105.00 
@ $2.50 15 $37.50 
@ $1.50 10 $11.50 
Unsold = 5  Total               $154 

Tissue poms 
Unit price Number sold Revenue 
@ $4.00 30  Total             $120.00 



Lolly cake 
Unit price Number sold Revenue 
@ $1 40 $40.00 
@ 50c 30 $15.00      
What was left we ate. Total               $55.00 

 
Income Statement of Embellishments at end of Market Day 

 $ $ $ 
Sales  329.00  
Less Production costs:    
Bunting 43.00   
Tissue poms 20.00   
Lolly cake 18.50 81.50  
Gross Profit  247.50  
Less capital repayment  80.00  
Net Profit   $167.50 

   
This net profit is divided four ways so we each end up with $41.87. This is way more than we expected but we 
feel a bit guilty that we had only planned to give Sammy’s mother a $10 gift voucher which now seems a bit 
mean. So we decided that we would buy her $25 worth of flowers from the supermarket. The additional $15 
reduces the final profit to $152.50 which gives the four of us a profit share of $38.10 (rounded) each.  
 
Recommendations for the future: If I were to repeat this business activity, I would change the following:  
1 We would also use Facebook and Twitter to promote our products ahead of market day. We could 

encourage the girls in our school to follow us on Twitter and check out our samples on our Facebook 
page. 

2 We would do more thorough market research to help us decide on production quantities. We would 
survey a broader age range of students to get their feedback about products, colours etc. It was very 
limiting to get the opinion of year 11 girls only.  

 



Exemplar for internal assessment resource Business Studies for Achievement Standard 90842 

 Grade Boundary: High Merit 

2. For Merit, the student needs to effectively carry out and review a product-based 
business activity within a classroom context with direction. 
 
This typically involves: 
 

• detailed planning for a directed product-based business activity 
• carrying out a business activity 
• including relevant business knowledge 
• including a Maori concept(s) where relevant 
• reflecting on how well the business activity was performed. 

 
The student has been part of a group that effectively carried out a business 
activity under the business name of Sub-Zero Retro.  
 
Sufficiently detailed planning is evident, so the business plan has reached high 
Merit. The student has retained the high Merit grade by producing a review of the 
same quality. 
 
In reviewing the business activity, the student has compared actual and projected 
profit (1) and reflected on a strength (2) and weaknesses (3) (4), giving reasons 
for this performance. 
 
The student has linked the decision to donate 5% of profits to the relevant Maori 
concept, manaakitanga (5). 
 
To reach Excellence for their business plan, the group could apply more business 
knowledge. For example, they could refer to the product’s position on the product 
life cycle, name a promotion strategy, and refer to capital contributions.  
 
To reach Excellence for their review, the student could recommend at least two 
strategies that would improve the business activity if it were to be repeated. 
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Part 1: Business Plan for SUB-ZERO RETRO 

[Executive Summary not shown] 
MARKET RESEARCH 
One of our objectives in doing primary research is to find out whether people think affordable art work is available and whether 
availability is restricting them from buying such products. Another objective is to get students’ opinion on our proposed product. We 
also want to know what variables people look at before buying such products. We intend to survey 20 students of varying ages. We 
will use this sample simply as a guideline to what the results of the population may be. We will use a questionnaire (attached) and 
one team member will collect and collate the results. We will show the participants a sheet of our proposed designs so they can 
select their favourites. G, our head of marketing will be responsible for this work. 

[Marketing results graphs and summaries not shown] 
This is our SWOT analysis based on our market research. 

STRENGTHS 
• We are a very motivated group of people 
• We have great support and connections to help with 

production and marketing. 
• Our product is simple by highly effective. 
• Our product reflects past culture and brings it to the future. 
• We are able to use most, if not all, scrap materials in future 

production. 

WEAKNESSES 
• Lack of experience in business 
• Need for certain equipment to produce the product 
• Never really had experience in machinery usage 
• We may waste time, materials and money when making our 

design. 

OPPORTUNITIES 
• Learn to run a business (whether it is successful or not) 
• Cheap resources could equal a large profit 
• Make a product that we believe is great 
• Learn machinery skills 

THREATS 
• May run out of time for production 
• The products we make may have design flaws if we don’t 

make them properly 

MARKETING MIX 
• Product  

We are producing crafted wall art made from old vinyl records in a variety of designs of modern pop icons and silhouettes, such 
as Mickey Mouse, the bat man icon, animals and people silhouettes. These were the designs we have chosen after our market 
research revealed them to be the most popular designs with students and teachers. Each record will be cut into shapes while 
keeping the distinctive colour circle in the middle which has the name of the record and the artist. Linked to the art will be a tag 
with our logo and also our school emblem. Our product will be packaged in a stylish and professional way by slipping the art into 
sleeves that resemble the record cases they once came in. 

• Promotion 
We have a very broad target market as it includes not only students but also teachers and members of the public. Because of 
our product’s link to music we can approach the HOD Music and produce wall art to be display in the music rooms. The library 
and front office may also be willing to have wall art commissioned and displayed. Another promotional idea is to approach 
other teachers to display our art in their classrooms, maybe with inspirational words spread across the room. Outside of selling 
within the school and at market day, we will pursue a broader market by approaching commission-based shops such as Loft and 
Flying Fish. 

[Place and Price sections not shown] 
PEOPLE 
Key Stakeholders include students and staff at our school. We are making a product that is not only appealing to younger markets 
but can also be appreciated by an older market. Other key stakeholders are Mr C the technology teacher who is allowing us to use 
the saw needed to cut the records, and G’s friend who is supplying our records at a very cheap price. 
Methods of communication: 
• Internal – we will communicate using Liveminutes, Skype, Facebook and texting and also through face-to-face meetings. 
• External – we have set up an email address and will communicate with our supplier and customers through this address. 
We will also use school systems to communicate with key decision-makers within the school. 

[Organisation chart not shown] 
FINANCES 
Sources of finance: 
Each team member will give $10 to be held by the Financial Officer until needed. This money will cover everything that we need to 
get started and will allow us to get into business quickly. We have decided that at least two team members must agree on the 
purchase of an item before the money will be paid out. 
Sales forecasts: 
We have estimated to sell approximately 98 records on the day which equates to a total of $490, which will give us each a profit of 
$111.30. We have elected to donate 5% of the profits to a charitable organisation which we will decide on at the end. 
Break-even analysis: 
We have calculated that we will need to sell four units to break-even, as our total expenses are $19.80. We have calculated that, due 
to the fact that we aim to earn $300, we will need to sell 60 units of our base item, worth $5 each. The low break-even point is due 
to the fact that G was able to broker a deal to get 160 records from our supplier for $15. We are assuming that we sell 98 records, 
though we will have produced approximately 150 and will be available to take orders for custom designs for a higher price depending 
on complexity. For instance, a complicated design might cost $20. 

[Projected income and expenditure chart not shown] 
 



OPERATIONS 
Suppliers – Our main supplier will be a friend of G’s. She is the cheapest retailer of the records that we need to make our art from as 
she is only asking for a koha/donation to take the records off her hands. We may also be in a position financially to offer her a 
percentage of the profits if we continue to make the art after Market Day. 
Running – Cash will be handled by S, our CFO, and will require a signature from at least two team members before any physical 
money is given out. We will also log our drawings in an online spreadsheet to maintain a log of what we spend and when. This 
system will allow us to have some restraint. 
Quality control – We will present all our art to Mrs L before we sell the product as she is critical but not overly critical and she is of no 
link to our business therefore is an unbiased quality control person. We will check the quality with Mr B and Mr C as well as against 
our personal standards of art. If at least two people external to the business are satisfied with the product we will sell it. 
Health & safety – We will all be wearing eye goggles and any other protective gear advised by teachers in the technology faculty. To 
ensure customer safety we will ensure there are no sharp edges on any of the art products. If there are, the customer will be given a 
different item instead of the sharp one and we will sand off the edges as we go through the day. 

 
Part 2: Review 
 
Within our group we decided to create a business selling vinyl record wall art. The objectives we set at the beginning of the task 
were: to make a profit of $300, and produce a product of high quality. 
• For our first objective, make a profit of $300 

In hindsight this objective was a bit high for the single market day environment we were selling our product in. We had a large 
number of people viewing our product and had amazing comments on how cool they looked. It was a great feeling to hear how 
good our products were but even still, $300 was a bit hard to achieve in the time we had. We ended up making $112 profit, 
which is awesome. We plan to continue with the business and continue to sell in independent craft stores in our town, such as 
Loft, to reach this $300 target eventually. 

• For our second objective, make a product of high quality 
I believe we achieved this goal very well. Our stall looked great, our products were clean cut and stylish and our packaging 
looked modern and quirky and people gave us good feedback on the art. The use of the CNC machine enabled us to give an 
accurate and clean cut product and also cut the time taken to produce the products, allowing us to drop our price. 

Our overall mission was: “our business exists to provide products of a high quality at a low price, using recycled materials”. 
We have achieved our mission. We have provided a product of high quality due to the care taken in producing it and the use of the 
CNC machine. We provided that product at a low price by using low cost materials and low-cost methods in creating the art. And 
finally, by using vinyl records from an op shop we have given a possible trash item “a new lease on life” and turned it into a piece 
that everyone can enjoy.  

[What worked well? section not shown] 
What didn’t work so well? 
• Our external communication with key stakeholders could have been improved. This didn’t work as hoped as often the person 

wasn’t there for us to meet with him so couldn’t quickly produce designs and products. 
• Our marketing could have been a bit better. Because we put more focus on producing the products than on marketing them, we 

didn’t attract as many customers as we could have. 
 
Overall our business was a success. We met our quality control methods described in the business plan such as using the CNC 
machine. Our market research gave us a strong idea of what the public was looking for in our type of product, with 70% saying that 
our product appealed to them and they would want to receive one.  
 
Along with our goal of maximising profit, we felt an urge to integrate the Maori business concept of manaakitanga, or being kind and 
hospitable. We achieved this by giving 5% of our profits to The Ronald McDonald House Charities which is a good cause to get 
behind.  



Exemplar for internal assessment resource Business Studies for Achievement Standard 90842 

 Grade Boundary: Low Merit 

3. For Merit, the student needs to effectively carry out and review a product-based 
business activity within a classroom context with direction. 
 
This typically involves: 
 

• detailed planning for a directed product-based business activity 
• carrying out a business activity 
• including relevant business knowledge 
• including a Maori concept(s) where relevant 
• reflecting on how well the business activity was performed. 

 
The student has been part of a group that comprehensively carried out a business 
activity under the business name of Boutique Books.  
 
Boutique Books’ business plan is at high Merit. Student 1 needed to produce a 
personal review that was also at high Merit in order to reach this grade. This 
student’s review is at low Merit therefore this is their final grade. 
 
In the review the student has compared actual to projected profit, specified the 
number of units sold (1), and has reflected on a strength (2) and a weakness (3).  
 
To reach Excellence for their business plan, the group could apply more business 
knowledge. 
 
For a more secure Merit, the student’s review could be more reflective and not 
only state what happened, what went well and what did not, but say why. The 
business plan contained many measurable targets. The student could have 
referred to these and reported on whether or not they were achieved. 
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Part 1: Business Plan for BOUTIQUE BOOKS 
 
EXECUTIVE SUMMARY 
Mission:  Our business exists to provide a product that caters to the needs of our school and wider community, 
representing and demonstrating the values of ABC High School while being completely unique as a product. 
Objectives:  We want to achieve the following: 1) to produce a product that we as a team are proud of; 2) to provide a 
product that meets the needs of school students; 3) to work co-operatively as a team; 4) to make a profit of $45 each 
Highlights of our business plan: 
• Our product design and its relevance 
• Our aim for our product and its use in society 
• Our target market is school students 
• Our product matches and aligns with core values of our school and its staff for students attending ABC High School 
• Our research shows that there is demand for this product as well as a need 
• Our research shows the selling price for our product is affordable for our target market 
• We are able to produce our product cheaper than our competitors 
• We have significant support from the art department, local businesses and our families for our business idea 
• The art department is keen to help provide designs for possible prototypes in our product development scheme 
• Local businesses such as the sewing shop and op shops have been generous donating fabrics and other raw 

materials for use in our production line 
• A retired seamstress has agreed to overlook and guide the sewing of textile covers to ensure high quality 
• Our parents have helped with funding start-up costs at a 0% interest rate 
• We have been given sewing machines from the likes of the retirement village and op shops to aid production 
• Our financial analysis shows that a profit of $45 each is achievable 
• Our cash flow analysis shows that we will have enough start-up funds to run our business 
• We have prepared systems and procedures in place to effectively manage quality control, cash handling, health 

and safety issues and the overall running of our business 
• As a team we are enthusiastic, passionate and motivated about our business idea and are committed to being 

successful 
[Introduction not shown] 

MARKET RESEARCH 
As a business, Boutique Books undertook market research to determine whether or not our product of personalised 
removable book covers would be successful or not.  

[Secondary research not shown] 
Primary research - One of our objectives in doing this research was to find out whether the students in our school 
would happily buy our product and whether they could be bothered going through the design element of our product. 
A second objective was to gather the thoughts of our target market on our proposed product. Our final objective was to 
find out what price our target market would be willing to pay and consider an affordable price for our product. We 
decided to survey 30 students from each year level at ABC High School, giving us a total of 210 students which we felt 
was a large enough sample of the student population to give us reliable results. We also surveyed a total of 15 
randomly selected staff. 

[Survey process, questionnaire samples, graphs of results not shown] 
[SWOT Analysis not shown] 

MARKETING MIX 
• Product  

We are producing personalised removable book covers in various shapes and sizes that will fit our school 
textbooks, workbooks, diaries and teachers’ journals, planners etc. We aim to see these bring a sense of pride in 
our books and carry some sort of significant meaning and purpose with its owner. Our covers will include a plastic 
covering and a plastic wallet to enclose the book cover in for maximum use and protection. The idea is that the 
customer will be able to do a ‘pick n mix’ scheme and design the book cover to their taste from scratch, so that it is 
unique to them. These book covers will be of high quality, with our sewing being overseen by a professional ex-
seamstress, and will all be unique depending on what the customer wants on their cover. The colour scheme that 
was chosen for our logo was blue and silver as a result of a landslide vote from our market research. It appealed to 
both genders. We will package our completed covers in a plastic sleeve. As a new product, our covers are at the 
introduction stage of the product life cycle.  

• Price 
The fixed price of our book cover is $4.00 per unit, no matter the size or the amount of detail in the design. Our 
market research revealed that in order to fit with our target market our product needed to be priced in the range 
$3.00-$5.00. 



An analysis of a competitor showed that our product would be very affordable compared to their products for the 
amount of work being done per unit. Their designs have a retail price of $7.00-$8.50 each 
(www.warehousestationery.co.nz). We are able to produce our product for such an affordable and good price 
because of the amount of generous donations we are getting from local businesses and the community in general. 
This lead to Boutique Books pricing strategy  of undercutting our competitor’s prices for a larger portion of the 
market, selling our units at such a price that it would be both affordable and appealing to our target market. 
Another pricing strategy the Boutique Books team used was cost pricing. We calculated the cost of producing the 
product to be $1.00 and added $1.00 for each team member’s profit, to give a selling price of $4.00 per unit. 

[Promotion section not shown] 
FINANCE 
Sources of finance: 
Each team member has contributed $20 capital which has been banked. This will be used for any costs associated with 
starting the business and will cover the costs of materials needed for promotion. The fabric itself was all a donation, 
decreasing raw materials expenses. However, the embellishments did cost, and we had printing and graphics costs. As a 
team we have decided to give a koha to Mrs M the seamstress for her time and commitment to our business. 
Break-even analysis: 
In order to break even our total income must cover our total expenses in order to start generating profit. As we have 
budgeted $60.00 for our total cost of raw materials, we intend to spend this as follows: embellishments $25.00, printing 
$15.00 and gifts $20.00. The selling price for our product is $4.00. Therefore to break even we need to sell 15 book 
covers.  
Because we are a business reliant on pre-orders we need 15 pre-orders before Market Day to start making profit 
immediately. If we sell 15 units before Market Day then any pre-paid orders will already be profit as the cost of our 
expenses would have already been covered. 

[People and Operations sections not shown] 
 
Part 2: Review 
 
Our mission was to produce a product unique to the market that would successfully sell at Market Day. We completed 
our mission. Our product was unique in the sense that no other stall offered any sort of covering for exercise books. 
Objectives – We found that many people would benefit from our product because they needed a way to protect their 
books from the rough and tumble of their bags. Our profit exceeded our profit objective, $152 compared to the $135 
we planned. We were really pleased to sell 53 book covers. 
Most of the time, we operated well as a team. A few times we disagreed on something and it took one person to take 
action to resolve the problem. 
Things that worked well within the business: 
• The customer service – all members of our group were friendly to customers and were able to answer questions. 

This helped our business at Market Day because it made the team seem more professional. 
• The stall – the stall was large and well decorated so it drew attention to us. The problem with the stall was its 

position behind a row of other stalls which meant people had to find a way around the other stalls to get to us. To 
overcome this problem we stuck giant arrows on the floor directing potential customers towards our stall. This 
worked well because it made the people curious so they followed the arrows. 

• Quality – we controlled the quality of our covers by getting each member of the group to check them as they were 
sewn. This ensured there were no loose stitches or any other flaws in the cover. We believe this helped because we 
received no customer complains about bad quality products. 

Things that didn’t work so well: 
• The price was not clearly visible on the stall. This caused some confusion for some of the younger customers. 

Timing – our stall was not completely prepared until a few minutes after the start of Market Day. It was a problem 
because it meant that we had not been available to the first potential customers. When we were planning our 
operations we underestimated how long it would take to make the covers and how long it would take to set up the 
stall. 



Exemplar for internal assessment resource Business Studies for Achievement Standard 90842 

 Grade Boundary: High Achieved 

4. For Achieved, the student needs to carry out and review a product-based 
business activity within a classroom context with direction. 
 
This typically involves: 
 

• planning for a directed product-based business activity 
• carrying out a business activity 
• stating relevant business knowledge 
• stating a Maori concept(s) where relevant 
• stating how well the business activity was performed.  

 
The student has been part of a group that comprehensively carried out a business 
activity under the business name of Embellishments. 
 
An holistic judgement of Embellishment’s business plan is placed at Excellence. 
Student 4 needed to produce a personal review that was also at Excellence to 
reach that grade. The student’s review is at High Achieved, therefore this is their 
final grade. 
 
The student has stated how well the business activity was performed. Their 
statement doesn’t include specific details. There are some links back to operations 
and finance, and a weakness was identified in the planning process. Business 
knowledge has been stated (1) (2) (3) (4). 
 
The group’s business plan is already placed at Excellence. 
 
To reach Merit for their review, the student could be more reflective and not only 
state what happened, what went well and what did not, but also explain why. 
Accurate business language,for example, ‘capital’ and ‘profit’, could have been 
used in the final paragraph of the review (5). 
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Part 1: Business Plan for EMBELLISHMENTS 
 
MISSION 
Our aim for Embellishments is to create unique products relating to what teenage girls would be interested in.  
OBJECTIVES 
1. To make sufficient revenue to be able to pay back our capital and also have profit to share among ourselves. 
2. To provide our customers with high quality products and an enjoyable buying experience. 
TARGET MARKET 
Embellishments’ target market will be teenage girls. From our own experience and that of our friends and siblings we have 
come to realise that teenage girls change their room designs around quite often when they purchase or find something 
new they really like. We have figured that providing our products are attractive, funky and are priced to appeal to 
secondary-age teenage girls, they are likely to sell well. Also, every teenage girl craves something sweet and sugary so we 
intend that our lolly cake will dazzle their mouths.  
MARKETING MIX 
Product 
We will be selling three items, two in our bedroom range and one food item: 
1) Bunting 
This groovy especially hand-made bunting will light up any teenage girl’s room with great colour and designs, giving their 
bedroom a good vibe. These colourful designed flag banners that hang on a pretty ribbon will vary in fabric colours and 
designs. There are six flags attached to each bunting. The bunting will not be packaged but will be given to customers with 
the flags neatly folded and secured with the ribbon. 
2) Tissue poms 
These interesting tissue poms are designed to be hung in rooms as home décor items. They are uniquely shaped to book 
bunchy, like lanterns. Buyers can choose the colour they want from the range we will be selling.  The tissue poms will not 
be packaged but will be given to customers flat; we will demonstrate the really simple method of converting the pom from 
plat to puffy. 
3) Lolly cake 
This is like a taste of heaven, a taste of something magical happening in your mouth, a trickle of sweetness melting down 
your throat. It will leave you wishing for more. Its colourful look will brighten your mood when you purchase something as 
delicious as this. The lolly cake will be distributed to customers by using tongs and wrapping the slice in a pink serviette. 
We considered buying paper or cellophane bags at Spotlight but wanted to keep the process simple and to economise. If 
customers want to buy more than one unit, we will offer then an additional serviette if they want one. 

[Promotion, Price and Place sections not shown] 
MARKET RESEARCH 
• Secondary research 

Once we knew we would have to come up with products for Market Day and had chosen our groups, the four of us 
quickly came up with the idea of doing something for teenage girls’ bedrooms. Eva already knew about tissue poms as 
her mum often made them. We put time into internet research, especially the Pinterest website, to explore craft ideas 
for teenage girls’ bedrooms. That confirmed that we would make tissue poms but also gave us the idea for bunting. 

• Primary research 
We did some informal research by talking to other year 11 girls in our form classes and friendship groups to see if 
bunting and tissue poms would appeal to them. All responses were positive. This built our confidence and made us 
proceed with the idea.  
For our formal research, rather than survey the market about what they wanted to buy, we used surveys to see what 
the target market – the teenage girls at our school – would be prepared to pay for our products. Our research sample 
was the girls in our Business Studies class. 
1) How much would you play for a bunting? 

$3.00 – three girls; $3.50 – seven girls; $4.00 – four girls 
2) How much would you pay for a pack of three tissue poms? 

$3.00 – six girls; $3.50 – three girls; $4.00 – six girls; $4.50 – two girls 
3) How much would you play for a slice of lolly cake? 

$1.00 – nine girls; $1.50 – four girls; $2.00 – two girls 
4) We went around our class and surveyed all the girls about the two colours they would choose for a room 

decoration. Results: White – five votes; aqua blue – five votes; pink – four votes; purple – seven votes; yellow – 
three votes. 

[SWOT analysis not shown] 
[People section not shown] 

KEY STAKEHOLDERS 
The key stakeholders of our business are our suppliers, our customers and the College community. Our suppliers are 
Pak’n’Save, Spotlight, Pete’s Emporium and Warehouse Stationery. The suppliers’ role in our business is to supply us with 



products that will then help us to go on to make the final product. They will supply us with ingredients/equipment that we 
need. Our customers are the students and teachers of xxx College. Their role is that they are our potential consumers. They 
are key as they are the reason we are making the products we are. Xxx College is a key stakeholder as they are supplying us 
with the space to sell our products on market day. They will also bring in our customers. 

[Communications section not shown] 
FINANCES 
Budget - Our cash budget is $80 as we will each contribute $20. This capital will be spent on production costs.  

[Production costs and Break-even sections not shown] 
Sales forecast - Bunting 
Quantity Possible sales Expected gross profit 
High 60 @ $3.50 $167.00 
Medium 30 @ $3.50 $62.00 
Low 15 @ $3.50 $9.50 
Profit projection for all three products 
High $298.50 
Medium $138.50 
Low $41.00 
 
OPERATIONS 
We are aiming to have all of our products finished and ready by market day so will need to be super organised, particularly 
as we have a heavy assessment load leading up to Market Day. We are planning on having bunting and tissue poms 
finished by 30 June at the latest. We will create the lolly cake the night before or two nights before the market day on 3 
July so that it is nice, fresh and tasty. This is the method we will use to make our tissue poms.  
http://www.hgtv.com/handmade/how-to-make-tissue-pom-poms/index.html. This is the method we will use to make our 
bunting. http://www.wikihow.com/Make-Bunting. This is the recipe we will use for making our lolly cake. 
http://www.food.com/recipe/new-zealand-lolly-log-cake-10385. 
To do List 
 

Responsible for ensuring 
completion 

Deadline 

Buy materials for tissue poms and bunting Eva, Production director 18 June 
10am to 4pm at Ella’s to make 30 tissue poms and 60 buntings All directors 20 June 
Extra day (if needed) for production All directors 27 June 

[this list has been edited to conserve space in exemplar] 
We have decided that if our sales have been slow 15 minutes before the end of the Market Day, we will drop our prices. If 
we cannot all agree on what the prices should be, Ella and Jodie will jointly decide.  
 
 
Part 2: Review 
 
I think our Market Day activity went really well. 
 
We all got on well and worked really hard. Even though Sammy didn’t turn up to two of the three production sessions (one 
she was sick and one she was at sports) and we were a bit grumpy about it, she worked really well before and on the day. 
 
When we were making tissue poms and bunting on the production days it was clear that the bunting was taking a huge 
amount of time but was going to earn us less per unit (1) than the tissue poms. The lolly cake was pretty easy to make. 
Some group members couldn’t really understand why we were bothering with it, as it didn’t have anything to do with 
bedroom décor and we all knew that other Business Studies teams would be selling it. It is good that we stuck with it 
though as there was lots of profit to be made on the lolly cake (2) and this subsidised our other items (3), even if we did 
have to drop our price at the end, and didn’t sell out of the lolly cake. 
 
Once we had worked out our costs and the three projected levels of sales we found it quite easy to calculate the projected 
income and profit (4). A weakness was that we just guessed the three levels of sales and didn’t really base the levels on 
much more than guesswork. 
 
Was it all worth it? Yes, definitely as we worked well as a team, I think our customers were pleased with our products, we 
have had good feedback from Mrs M so should get a good grade, and we got our more money back that what we had put 
in (5).  
  

[Similar forecast information for tissue poms and lolly cake products not shown] 

 
Projected Income Statement based on medium/realistic level of sales 
 $ $ $ 
Sales  220.00  
Less Production costs    
Bunting 43.00   
Tissue poms 20.00   
Lolly cake 18.50 81.50  
Net Profit   138.50 

 



Exemplar for internal assessment resource Business Studies for Achievement Standard 90842 

 Grade Boundary: Low Achieved 

5. For Achieved, the student needs to carry out and review a product-based 
business activity within a classroom context with direction. 
 
This typically involves: 
 

• planning for a directed product-based business activity 
• carrying out a business activity 
• stating relevant business knowledge 
• stating a Maori concept(s) where relevant 
• stating how well the business activity was performed.  

 
The student was a member of a group that carried out a business activity under 
the business name of TantalisingTruffles.  
 
The group’s business plan reached Merit. The student’s review is at low Achieved, 
therefore this is their final grade. 
 
The student has stated how well the business activity was performed. Strengths 
and weaknesses (1) have been provided. 
 
To reach Excellence for their business plan, the group could integrate business 
knowledge by linking aspects of their plan. For example, they could explain how 
research data contributed to the decision to sell truffles in packs of six or 12. 
 
For a more secure Achieved, the student’s review could provide details about 
business performance to inform the reader of how many units were sold, and what 
precise profit was made. The review could focus on measurable targets from the 
plan so that the reader is left with a clear impression of what occurred during the 
selling period.  
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Part 1: Business Plan for TANTALISING TRUFFLES 
 
EXECUTIVE SUMMARY 
• MISSION 

Provide an extensive range of truffles to the public and make a profit. 
• OBJECTIVES 

We want to achieve the following: 
1. To produce a product that we can successfully sell 
2. To make a profit of $150 
3. To learn how to run a business 

• PRODUCT NAME AND DESCRIPTION 
Truffles with a centre of choice, covered in truffle mixture and then rolled in a topping of choice. 

• TARGET MARKET 
Years 7-10 (our market day is being held after the seniors have left school for exams), and people with a sweet tooth. 

• OUR TEAM 
Josh, Zac, Grace and Jayden 

INTRODUCTION 
We had a round table discussion as a group at the start of the task and we settled on a sweet food but we were unsure of 
which food to produce. We conducted a survey of four classes (80 students) of varying ages so we could decide on a 
product. Truffles were the most in-demand product so we have chosen to make truffles. Our survey confirmed that our 
product will appeal to our target market as we know they enjoy sweet treats and they can design their own truffles and 
mix and match flavours. Our prices will be very reasonable and we know our target market will be drawn to our product. 
Ours is the only food product being produced on market day and it is unique because it is not being produced by the school 
canteen. By our product being the only one of its kind available in the market we will have the monopoly. 

[Key stakeholders and methods of communication not shown] 
MARKET RESEARCH 
Our group undertook different methods of market research to determine whether our product would be successful and if 
we would make a profit. We undertook a survey aimed at our target market. We surveyed a range of students and a range 
of age groups to make sure our survey was fair and we had the best information. We were inquiring what the most popular 
food product was and what our target market needed and wanted. Anecdotally we found out information through a range 
of friends. We also brainstormed as a group.  [Graph of results not shown here]  From the survey we discovered that 
truffles were the most popular product and what our target market wanted. 
MARKETING MIX 
Place (or distribution)  
We know our product needs to be in the right place at the right time to maximise the chances of our customers buying it. 
So we are going to take orders and money for our product at one time and distribute the product at another time. We are 
going to advertise in advance at different time periods that our target market can order our product so we get the funds in 
return. We are going to hand out our order forms in the quad (middle of school) because the majority of our target market 
is there. We are also going to distribute order forms to form classes. This means we are really targeting specific age groups 
in numbers. Once we have made our product it will be directly distributed to the customers in the quad. Our competition is 
located at the school too. Our location is close to the café but we will make sure we are not selling on the same day. Our 
customers like to buy their goods face to face so we will be taking orders and distributing our product using this method. 

[Product, price and promotion sections not shown] 
SWOT analysis based on our market research. 

STRENGTHS 
• We have a variety of flavours to choose from 
• Our group is really enthusiastic 
• The majority of people in our target market enjoy 

sweet things 
• We have confirmed from a survey that there is a want 

for our product 

WEAKNESSES 
• Expenses could be too high 
• We have limited time and funds 
• We don’t have a lot of experience in the field of 

business 
• Only one of us has made truffles before 

OPPORTUNITIES 
• Learn a new skill 
• Make a reasonable profit 
• Learn how to run a business 
• Adopt new team and communication skills 

THREATS 
• The recipe we use could have flaws if we don’t follow 

it properly 
• We may get too many orders 
• We could run out of time 

[Operations section not shown] 
FINANCES 
Sources of finance – each person in our team of four people has invested $20 capital into our company. This will be used to 
purchase ingredients and cover any advertising costs we may incur. The $80 is being held by our teacher. To ensure our 



product is high quality we will make a test batch of truffles. This will help us to work out our costs of production and if we 
need to change the recipe. It will also help us to finalise the quantity of ingredients we need. 
Break-even analysis – for us to break-even our income will have to cover all our expenses. We have been given free access 
to the cooking room and its equipment provided we keep the area clean and leave the room in the same condition we find 
it in. Because we don’t have to pay any costs for facilities we will be able to reduce the break-even price of the truffles to 
$2.52 for six or $5.04 for 12. Each truffle costs 38c to make plus 4c for packaging, so total cost of 42c per truffle. Because 
we will only advertise to our school we do not have to pay anything for advertising as we can put it in the daily notices as 
the time of sale approaches. So that we make money ourselves we decided to give our product a 100% mark-up. This 
means we will have to sell six for $5.04 and 12 for $10.08. We will round these numbers down to $5.00 for six and $10.00 
for 12. However, as a marketing ploy to make the customer feel they are getting a better deal for buying more we are 
going to keep the price of six at $5.00 but lower the price of 12 to $9.00. To ensure we don’t make more truffles than 
necessary we will make order forms. Customers will pre-order their truffles and make payment at the time of ordering. 
This means that the customer will get a fresh product as well as meaning they can customise their orders. It also reduces 
the risk of us losing money. 
 
Part 2: Review 
 
Strengths of our business activity 
• We all communicated well and were hard-working.  
• Customers liked the taste and quality of our truffles; everyone commented on this. 
• It was a good idea to do the test batch of truffles. It helped us to learn the recipe and work out the best production 

method. We also worked out who was best to do the cooking and who should do the packaging. The test batch 
wasted some ingredients as we ate or got our parents to try the truffles we made, but it helped with quality control.  

Weaknesses of our business activity 
• We didn’t get many pre-orders before the day so just made up packs of six and 12 and hoped to sell them. 
• We planned to sell the truffles in packs of six or 12 and hadn’t thought of selling single truffles. This was actually 

stupid of us because with so much else going on students didn’t want to spend $5.00 when they weren’t sure they 
would actually like the truffles anyway. Part way through selling (or not selling) we opened packs and started to sell 
them for $1 each. We hadn’t planned to do this so didn’t have any wrapping such as a napkin to hand them out in. 
The cocoa-covered ones were pretty messy. We just hadn’t thought it through very well. 

• We didn’t make anywhere near $150 profit. 
 



Exemplar for internal assessment resource Business Studies for Achievement Standard 90842 

 Grade Boundary: High Not Achieved 

6. For Achieved, the student needs to carry out and review a product-based 
business activity within a classroom context with direction. 
 
This typically involves: 
 

• planning for a directed product-based business activity 
• carrying out a business activity 
• stating relevant business knowledge 
• stating a Maori concept(s) where relevant 
• stating on how well the business activity was performed  

 
There is no student work currently available at this grade. 
 
At this level the group would  typically plan and carry out a business activity. Their 
plan would state relevant business knowledge for most of the criteria specified in 
the clarification for this standard. Despite this, the reader is left with an incomplete 
impression of how the business activity will be carried out.   
 
At this level the student typically produces a review that focuses on how team 
members behaved and how enjoyable the activity was, but does not measure 
performance against the plan that was written. 
 
To reach Achieved, the group’s business plan could include details about their 
intended promotion, production and selling intentions, as well as sufficient 
financial information, to make it clear what the activity will involve. 
 
To reach Achieved, the student could.state how well the business activity was 
performed compared to the intentions documented in the business plan.  
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