Session 6

Preparing for the HSC - Effective Exam Techniques

SESSION 6: OVERVIEW
Effective Exam Techniques
Section I: Multiple Choice (20 marks)

Techniques: Process of elimination & common types of questions
Section II: Short Answer (40 marks)

Techniques: BOSTES directive verb tests, syllabus revision & peer marking
Section III: Report (20 marks)

Techniques: Response structure, planning & use of stimulus material
Section IV: Extended Response (20 marks)

Techniques: Response structure, planning & case studies
Study Notes
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SECTION I: MULTIPLE CHOICE
State Mean
Year

State Mean

2015

12.81 / 20

2014

13.12 / 20

2013

12.14 / 20

2012

11.90 / 20

2011

14.66 / 20
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SECTION I: MULTIPLE CHOICE
Process of Elimination
In the multiple choice section, students naturally seek out the correct answer
without taking all possible answers into consideration.
Teaching students to eliminate the incorrect answers will increase the chances of
them not making a mistake.
Step 1

Step 2

Step 3

Question….

Question….

Question….

(a) 25%
(b) 25%
(c) 25%
(d) 25%

(a) 33.33%
(b) 33.33%
(c) 33.33%
(d)

(a) 50%
(b)
(c) 50%
(d)
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SECTION I: MULTIPLE CHOICE
Process of Elimination
Question….

Key benefits:

(a) 50%
(b)
(c) 50%
(d)

Reduces the risk of students making careless mistakes
If a student got the answer wrong, their other option is usually the
correct answer
It requires students to read all options
Physically marking the incorrect options allows students to focus on the
potentially correct responses
If a student finishes the exam paper early, it takes half the amount of
time to check responses (if the incorrect options have been marked)

5

SECTION I: MULTIPLE CHOICE
Process of Elimination
For example:

TANK is a new restaurant that has opened up in Cronulla. It is getting rave
reviews for its quality food and brilliant service.
Which industry is TANK operating in?
(a) Secondary
(b) Quinary
(c) Quaternary
(d) Primary
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SECTION I: COMMON TYPES OF QUESTIONS
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SECTION I: PRACTICING
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SECTION II: SHORT ANSWER
State Mean
Year

State Mean

2015

22.25 / 40

2014

21.43 / 40

2013

23.09 / 40

2012

23.05 / 40

2011

22.20 / 40
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SECTION II: SHORT ANSWER
BOSTES Directive Verbs
BOSTES Directive Verbs

Lower-Order
Thinking

Identify
Describe
Outline
Define

Middle-Order
Thinking

Explain
Distinguish
Compare
Calculate
Discuss
Examine
Recommend

Higher-Order
Thinking

Analyse
Assess
Evaluate
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SECTION II: SHORT ANSWER

Memorising the
syllabus

12

SECTION II: SHORT ANSWER
Example: 2015 HSC Paper

(a) Outline ONE physical distribution issue that will need to be
considered.
(b) Recommend ways that packaging could be used to maximise sales
of the products
(c) Describe ONE common law obligation of an employee
(d) Explain TWO factors that it should consider when designing the
process layout
(e) Recommend a method of monitoring the effectiveness of the
process layout
(f) Explain ONE possible limitation of this financial report
(g) Discuss the gearing of Andrew’s Discount Tyres
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SECTION II: SHORT ANSWER
Example: 2015 HSC Paper

(a) Why might the producer have chosen selective distribution for her
products?
(b) How does the government influence employment contracts?
(c) How could technology influence the transformation process at
North Coast Manufacturing
Interpretation:

Why/How = Explain = relate cause and effect
What = Describe = provide characteristics and features
To what extent = Evaluate = make a judgement based on criteria
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SECTION III: REPORT
State Mean
Year

State Mean

2015

11.54 / 20

2014

11.52 / 20

2013

11.07 / 20

2012

12.18 / 20

2011

10.49 / 20
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SECTION III: REPORT
Overview
ONE question that requires a response in a Business Report format
The question will incorporate elements from across topics in the HSC course
In the past, two topics are covered in Section III and the other two topics
are covered in Section IV (as separate questions)
Suggested time (35 minutes)
Spend approximately 50 minutes on this section
BOSTES glossary of terms are used
BOSTES suggested word count (800 words)
Aim for +1000 words
Common trends: the stimulus material explains current problems/challenges
within a business and the question has focus on improvement strategies
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SECTION III: REPORT
Key Points
This section assesses a student’s ability to implement the theory to a
hypothetical case study.
Students must refer to the stimulus material throughout their report
Students can use numbering, indenting, sub-headings, underlining,
visual aids (e.g. diagrams, tables, etc.)
Students should memorise the syllabus
Teaching Report Writing

Start early!
Construct a plan for a specific question as a class
Teach each element separately
Formative and summative reports - use past papers
Show students exemplars
Feedback - self, peer and teacher
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SECTION III: REPORT
Marking Criteria
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SECTION III: REPORT
Structure
Report to [COMPANY NAME]
1.0 Executive Summary
Answer the question (identify the problem)
State the syllabus points that will be covered
What will be achieved?
2.0 Syllabus Point #1
Topic sentence - syllabus point
Expand (minimum 3 sentences)
Link back to question and goals
Note: make reference to stimulus material throughout
3.0 Syllabus Section
3.1 Syllabus Point #2
3.2 Syllabus Point #3
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4.0 Conclusion

SECTION IV: EXTENDED RESPONSE
State Mean
Year

State Mean

2015

10.48 / 20

2014

10.70 / 20

2013

10.43 / 20

2012

9.92 / 20

2011

9.99 / 20
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SECTION IV: EXTENDED RESPONSE
Overview
There will be TWO extended response questions
Students are required to answer ONE question.
Each question comes from different topics
E.g. If Operations and Finance were assessed in Section III, the two
questions will come from Marketing and Human Resources
Suggested time (35 minutes)
Spend approximately 50 minutes on this section
BOSTES glossary of terms are used
BOSTES suggested word count (800 words)
Aim for +1000 words
Students are assessed on their understanding of the content AND their ability
to apply the theory to real or hypothetical business/es
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SECTION IV: EXTENDED RESPONSE
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SECTION IV: EXTENDED RESPONSE

Executive Summary

Body Paragraphs

1.Answer the question (2 sentences)
2.Identify what will be covered in your response
(syllabus)
3.Link to question - i.e. business goals
4.State the case studies that will be used in your
response
Topic - raise a new point - syllabus (1 sentence)
Expand - expand on your point - shape around
directive term (3 to 4 sentences)
Link - Link to question (1 sentence)
Example - Case Study (3 sentences)
Link - Link to question (1 sentence)

Conclusion

1.Review - Link all syllabus points back to the
question
2.Link to business performance
3.Provide any recommendations needed
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(if appropriate)

SECTION IV: BODY PARAGRAPHS

Topic

Expand
(3-4 Points)

Theory

Link

Case Study
(2-3 Points)

Application

Link
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SECTION IV: TERMINOLOGY
Assess/Evaluate

Recommend

Effective
Ineffective
Beneficial
Detrimental

Beneficial
Favourable
Helpful
Useful
Effective

Explain

Discuss

This causes
The effect of this
Leads too
As a result of
An outcome may be
The impact can be seen

Analyse

The elements are…
The impact is…
Can be analysed by..
Considering…
Lead to…
Result…

Advantages/Disadvantages of
Positive/Negative impact
Problem
Benefit
Difficulty/downside
Adverse impact
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SECTION IV: EXAMPLE
2014 HSC Exam

Assess - make a judgement based on value
Advertising
Personal Selling
Sales Promotion
Publicity
Public Relations
Relationship Marketing
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SECTION IV: PLAN
Advertising
Personal Selling
Sales Promotion
Publicity
Public Relations
Relationship Marketing

Personal Selling:
+Tailored message
+Adjust message
+Meet/Exceed needs and wants
+Develop relationship
- Time consuming
- Expensive
+Right product selected
+Increase sales and profit
E.g. Apple
Retail stores
Training program
Knowledge and understanding
Expensive
Tailored message
iPhone 5c & 6Plus
Influences decision-making
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EXECUTIVE SUMMARY

1.0 Executive Summary
It is important for a business to implement a range of promotional
strategies in order to inform, persuade and remind the target market of
their goods and services. The promotional mix used by a business will
vary depending on the most cost methods that will effectively reach the
target market. This response will make a judgement based on value on
the use of advertising, personal selling, sales promotion, relationship
marketing, publicity and public relations. By implementing a mix of
promotional strategies, a business will more likely see an increase in
sales, market share and ultimately profitability. This response will be
supported with an investigation into the promotional mix used by Apple.
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EXECUTIVE SUMMARY: TERMINOLOGY

1.0 Executive Summary
It is important for a business to implement a range of promotional
strategies in order to inform, persuade and remind the target market
of their goods and services.
The promotional mix used by a
business will vary depending on the most cost methods that will
effectively reach the target market.
This response will make a
judgement based on value on the use of advertising, personal
selling, sales promotion, relationship marketing, publicity and
public relations. By implementing a mix of promotional strategies, a
business will more likely see an increase in sales, market share and
ultimately profitability. This response will be supported with an
investigation into the promotional mix used by Apple.
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EXECUTIVE SUMMARY
It is important for a business to implement a range of
promotional strategies in order to inform, persuade and
remind the target market of their goods and services. The
promotional mix used by a business will vary depending
on the most cost methods that will effectively reach the
target market.

Answer the
question

This response will make a judgement based on value on
the use of advertising, personal selling, sales promotion,
relationship marketing, publicity and public relations.

Syllabus

By implementing a mix of promotional strategies, a
business will more likely see an increase in sales, market
share and ultimately profitability.

Business goals

This response will be supported with an investigation into
the promotional mix used by Apple.

Case study
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BODY PARAGRAPH
Personal selling is an effective promotional strategy as it allows a business to tailor a
message around the needs and wants of a potential customer. This is beneficial as it
allows the salesperson to adjust a message as they receive information about the customer.
This ensures that the customers understand how the product will meet/exceed their needs
and wants whilst creating an opportunity for the salesperson to build a relationship with the
customer. However, due to the personal nature of this promotional strategy, it is time
consuming and can be argued as being expensive based on the cost associated with
making individual sales. On the other hand, this strategy is beneficial for the customer as it
ensures that they are choosing the right product for them.
Ultimately, this strategy is
beneficial for the business as it increases sales, leading to an increasing in profitability.
For example, Apple uses personal selling within each of their retail stores. Apple conducts
an extensive training program with all their employees to ensure that they have sufficient
knowledge and understanding of all Apple products. Whilst this promotional strategy has
been expensive, particularly due to the cost of wages and training, this ensures that their
staff are able to recommend specific Apple products and tailor their message based on the
needs of their customers. For instance, price sensitive customers may choose the iPhone
5c rather than customer who want the latest technology who would prefer the iPhone 6
Plus. This promotional strategy has been beneficial for Apple as it influences the decisionmaking process of consumers and has increased Apple’s sales, market share31
and
profitability.

BODY PARAGRAPH
Personal selling is an effective promotional strategy as it allows a business to tailor a
message around the needs and wants of a potential customer. This is beneficial as it allows
the salesperson to adjust a message as they receive information about the customer. This
ensures that the customers understand how the product will meet/exceed their needs and
wants whilst creating an opportunity for the salesperson to build a relationship with the
customer. However, due to the personal nature of this promotional strategy, it is time
consuming and can be argued as being expensive based on the cost associated with
making individual sales. On the other hand, this strategy is beneficial for the customer as it
ensures that they are choosing the right product for them.
Ultimately, this strategy is
beneficial for the business as it increases sales, leading to an increasing in profitability.
For example, Apple effectively uses personal selling within each of their retail stores. Apple
conducts an extensive training program with all their employees to ensure that they have
sufficient knowledge and understanding of all Apple products. Whilst this promotional
strategy has been expensive, particularly due to the cost of wages and training, this ensures
that their staff are able to recommend specific Apple products and tailor their message
based on the needs of their customers. For instance, price sensitive customers may choose
the iPhone 5c rather than customer who want the leading-edge technology who would prefer
the iPhone 6 Plus. This promotional strategy has been beneficial for Apple as it influences
the decision-making process of consumers and has increased Apple’s sales, market share
32
and profitability.

BODY PARAGRAPH: THEORY PARAGRAPH
Personal selling is an effective promotional
strategy as it allows a business to tailor a
message around the needs and wants of a
potential customer. This is beneficial as it allows
the salesperson to adjust a message as they
receive information about the customer. This
ensures that the customers understand how the
product will meet/exceed their needs and wants
whilst creating an oppor tunity for the
salesperson to build a relationship with the
customer. However, due to the personal nature
of this promotional strategy, it is time consuming
and can be argued as being expensive based
on the cost associated with making individual
sales. On the other hand, this strategy is
beneficial for the customer as it ensures that
they are choosing the right product for them.
Ultimately, this strategy is beneficial for the
business as it increases sales, leading to an
increasing in profitability.

TOPIC - Syllabus point
& judgement made

EXPAND - Judgement
made (positive)

EXPAND - Judgement
made (negative)
EXPAND - Judgement
made (positive)
LINK - link theory back
to question
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BODY PARAGRAPH: APPLICATION PARAGRAPH
For example, Apple uses personal selling within
each of their retail stores. Apple conducts an
extensive training program with all their
employees to ensure that they have sufficient
knowledge and understanding of all Apple
products. Whilst this promotional strategy has
been expensive, particularly due to the cost of
wages and training, this ensures that their staff
are able to recommend specific Apple products
and tailor their message based on the needs of
their customers.
For instance, price sensitive
customers may choose the iPhone 5c rather than
customer who want the latest technology who
would prefer the iPhone 6 Plus. This promotional
strategy has been beneficial for Apple as it
influences the decision-making process of
consumers and has increased Apple’s sales,
market share and profitability.

EXAMPLE - Case study
with a judgement

LINK - link example
back to question

34

CONCLUSION

3.0 Conclusion
This response has investigated the importance of businesses
implementing a mix of promotional strategies when marketing goods
and services. It has emphasised the need for businesses to use a
range of promotional strategies, such as advertising, personal selling,
relationship marketing, sales promotion, publicity and public relations to
ensure that the target market is regularly informed, reminded and
persuaded to purchase the businesses product/s. The effectiveness of
these strategies have been made evident within the business, Apple
which has demonstrated how the promotional mix can increase sales,
market share and profitability.
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CONCLUSION

3.0 Conclusion
This response has investigated the importance of businesses
implementing a mix of promotional strategies when marketing goods
and services. It has emphasised the need for businesses to use a
range of promotional strategies, such as advertising, personal
selling, relationship marketing, sales promotion, publicity and
public relations to ensure that the target market is regularly informed,
reminded and persuaded to purchase the businesses product/s.
The effectiveness of these strategies have been made evident within
the business, Apple which has demonstrated how the promotional
mix can increase sales, market share and profitability.
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CONCLUSION
3.0 Conclusion
T h i s re s p o n s e h a s i n v e s t i g a t e d t h e
importance of businesses implementing a
mix of promotional strategies when marketing
goods and services. It has emphasised the
need for businesses to use a range of
promotional strategies, such as advertising,
personal selling, relationship marketing, sales
promotion, publicity and public relations to
ensure that the target market is regularly
informed, reminded and persuaded to
purchase the businesses product/s.
The
effectiveness of these strategies have been
made evident within the business, Apple
which has demonstrated how the promotional
mix can increase sales, market share and
profitability.

REVIEW - link syllabus
back to question

LINK - link to business
performance
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STUDY NOTES: TECHNIQUE 1
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STUDY NOTES: TECHNIQUE 2
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STUDY NOTES: TECHNIQUE 3
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QUESTIONS?

Any questions?

Nicholas Gliddon
gliddonn@knox.nsw.edu.au
41

