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GRADING POLICY
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The Exam Grading Board grades anonymously using a method called blind marking 

for essay type questions. This method ensures a non-biased approach and encourages 

internal scrutiny and marking integrity.

The grading is carried out solely based on what is written in the examination by the 

candidate.

The three core attributes in our grading methodology are understanding, structure, 

and selection & coverage. The exam is built upon 5 knowledge dimensions relevant to 

an ecommerce professional and they are designed to be equally weighted, these 

dimensions are:: Sales & Merchandising, Finance & Accounting, Digital Marketing, 

Technology & Data and Supply Chain & Operations.

The DCA examination has a time limit of 120 minutes (2hrs) and consists of three 

sections, each with an increasing level of difficulty and depth of knowledge than the 

previous one:

- Section one consists of 20 multiple choice questions, covering foundational topics 

related to the knowledge dimensions.

- Section two consists of 10 multiple choice questions, covering applications of the 

knowledge dimension in the world of ecommerce.

- Section three consists of 5 essay questions, covering real world challenges and 

scenarios faced by experienced ecommerce professionals. It is expected that the 

candidate demonstrates a holistic understanding and well rounded approach in 

answering the questions, according to our grading attributes and criteria.



UNDERSTANDING

Demonstration of full understanding of key facts, concepts or 

empirical data, with insightful analysis of theories and concepts 

and a high level of methodological skill.

STRUCTURE

Excellently structured, focused and well written presentation. 

Compelling arguments.

SELECTION & COVERAGE

Extensive range of sources used and applied, highly insightful 

and of outstanding quality.

OUR GRADING ATTRIBUTES
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The final grade will be based on each section, i.e. the candidate will receive a final result 

based on the performance of each section and how well they developed their answers 

according to our attributes and grading scale. That means that the candidate can per-

form better in one section than another and this will be displayed within their results.



UNSATISFACTORY
General knowledge demonstrated but lacks detail and breadth of knowledge, 
limited theoretical or empirical knowledge.

INCORRECT
No general knowledge demonstrated in relation to the problem given.
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OUR GRADING SCALE
OUTSTANDING

Authoritative, full understanding of key facts or empirical data, demonstrating 
extensive originality in analysis of theories and concepts, with a high degree of 
precision and methodological rigour. Highly independent and critical judgement. 
Real world examples cited, and previous candidate’s experience discussed in 
direct relation to the problem.

HIGH-PERFORMING
High degree of experience demonstrated, with extensive knowledge of theories 
and concepts on analysing the scenario and approaching solutions in a holistic 
way. Critical thinking in evaluating the given problem, by understanding intricacies 
related to commerce.

ABOVE AVERAGE

Thorough understanding of key facts or empirical data, with insightful analysis of  
theories and concepts and a high level of methodological skill. Evidence of inde-
pendent and critical evaluation.

AVERAGE
Good understanding of key facts and concepts showing evidence of theoretical 
discussion and some analysis. Some concepts, theories and/or empirical data are 
under-developed or briefly explained.



As a third strategy that I mention, but in reality you have to combine all these 

actions (it is not one or the other) I would work the audiences to better segment my 

investment according to look to likes and thus increase the conversion of certain 

audiences and certain channels, stopping doing "shot "and applying more accurate 

shots. This, in sum, will improve my conversion although I can see a somewhat 

higher CPA since I am segmenting more to a niche (you have to balance).
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EXAMPLES OF OUTSTANDING QUESTIONS AND ANSWERS

Consider an e-commerce operation where the store has a 1.5% conversion rate 

and 10% of total sessions are coming from organic traffic. As a business consultant 

to the marketing VP, what would you do to increase the conversion? Describe at 

least 3 actions and justify how those actions would impact the business.

We know that the conversion of organic and direct traffic is higher so if you have so 

little participation from the direct channel, you will have to carry out SEO strategies 

to increase your total participation and thus improve the total conversion.

Another option at the marketing level is to rationalize on the channels of very low 

conversion, this can have a negative impact on total sales but will surely improve 

ROAs and conversion (which is what the statement asks for). For example, some-

times a lot is spent on Display when the conversion is bad.
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Considering a store that sells on average USD 700.000 per month with a net profit 

of USD 10.000, has a historical inventory coverage average of 25 days, the cost of 

money is 2% monthly basis, and an error on the commercial planning increased the 

inventory coverage this month to 75 days. What will be their monthly net profit for 

this month (of inventory of 75 days) if all the other parameters remain the same?

I understand you would calculate if inventory cost is assumed 100% as finance cost 

(at 2% monthly).

Normal month

Inventory value in stock = (25/30) * 700,000 = 583,333 USD

Monthly Inventory Finance Cost (2%) = $ 11,666

Net profit = $ 10,000

Month with extra stock (all other assumptions hold)

Inventory value in stock = 583,333 USD * 3 = $ 1,750,000 USD

Financial cost of monthly inventory (2%) = 35,000 USD (23,333 extras)

Net profit = $ 10,000 - $ 23,333 = - $ 13,334 USD (LOSS)
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