GCSE Business Studies Learning Journey

Curriculum intent: The aim of the Business studies curriculum is to equip students with the appropriate knowledge and
skills needed to develop their employability and identify business problems and opportunities.

COPPICE

PERFORMING ARTS SCHOOL
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BTEC Level 3 Extended Certificate in Business
Learning Journey

COPPICE

PERFORMING ARTS SCHOOL

Curriculum intent: The aim of the Business studies curriculum is to equip students

with the appropriate knowledge and skills needed to develop their employability and
identify business problems and opportunities.

A1l Features of businesses
* Ownership & Liability

* Sole Trader B
* Partnership E

* Private Ltd Company

I\ D1 Different market structures
* Cooperative L. — * Market structures
* Purposes B1 Structyre ,& Organisation 2L D2 Influences on demand
* Sectors : Organ.lsatlonal structure * Influences on supply
* Scope of business A2 Stakeholders * Functional areas * Elasticity
* Size * Stakeholders D3 Pricing & Output decisions
« Reasons for success * Internal & External LEARNING AIMA & B

. * Influence of stakeholders

EXTERNAL
ASSESSMENT

HE/

Apprenticeships

F6

A3 Effective business communication C1 External environment

Limitajtion + Effective business communications * External environment E1tRoIe-of innovation &
of ratios * Written presentations * PESTEL <.en ;r:;:/saetion
+ Oral presentations B2 Aims & Objectives C2 Internal environment . Enterori
«  Aims & Objectives * Corporate Culture nterprise LEARNING AIM E

. . . - s * Benefits & Risks
F4 Measuring liquidity B_i e Private & Public Corporate Social Responsibility

. e SMART C3 Competitive environment A3 Current accounts
* Currentratio fAda C4 Situational analysis * Standard
* Liquid capital ratio A y LEARNING AIMC&D * Packaged, premium
C2 Types of income . Basic !
* Capital income B1 Financial Institutions * Student A1 Functions & Role of
F1 Statement of * Revenue income ‘ B2 Communicating with customers money
comprehensive income C3 Types of expenditure D1 Sources of finance g3 consumer protection «  Eunctions of mone
* Depreciation e Capital expenditure * Internal & External Y

B4 Information guidance & advice

* Role of money
* Planning expenditure
A2 Different ways to pay

: * Pr men ruals* Revenue expenditure
F5 Measuring epayments/accruals p

efficiency

payable
days

* Inventory F3 Measuring
turnover  profitability

C1 Purpose of accounting  pg Managing Personal

* Recording transactions Finance
F2 Statement of ) preakeven  E1 Cashflow Management of business .

financial > Borrowing
*  Gross profit margin position * Costs * Inflows  « Compliance - Savings & Investments
+ Markup * Sales * Outflows « Measuring performance . pijff f
e Purpose & . ifferent types [0}
* Profit margin ulsjep *  Margin of safety * Control insurance CONTROLLED
. . . ASSESSMENT
ROCE +  Depreciation C1 Marketing mix f:r:p:ir?‘prlateness of marketing VIAY
Al The role of marketing B2 Market Research * Product development . L: agl & ethical considerations
* Principles & purposes of * Primary research * Pricing strategies . A & ropriateness to target marke
marketing B1 Purpose of research.  secondary research *  Promotional advertising . Replpevar:lce to or anisatigonal o '
«  Aims & Objectives + Target markets * Quantitative/Qualitatives  Place/distribution channels « Brand values & 803
« Niche & Mass * Sze, stru-c'ture, trends Validity & reliability * People, physical environment,
«  Market segmentation ° Competition process.

* Branding

N

i

l

A2 Influences on marketing activity
* |Internal Influences B3 Developing the rationale
e External influences * Interpretation of data

*  Product life cycle

* Reliability & validity of information

C3 Marketing campaign

* Marketing message

* Selection of marketing mix
* Selection of media

e Campaign budget
LEARNING AIM B & C ampalgh buce
¢ Timelines
C1 Review & Evaluation * Campaign evaluation
. Rolg play activity o A2 Recruitment & Selection A1 Recruitment of staff
* Review of communication process

*  Workforce planning

i * Recruitment process .
sk|II§ — . P * Job centres & agencies
Review of organisational * Selection
ability

| /

C2 SWOT Analysis & Action . . B1 Job applications A3 Ethical considerations
B2 Interview skills .
Plan * Interview questions * Jobanalysis
*  SWOT analysis on . g * Job advert
‘ * Interview feedback form . Job descrioti
pertormance [ ] .o e Communication skills b description

. e o ¢
* Self-critique * Person specification ’4
* Action plan \-H' e Application form LEARNING AIM A

000 s Cv

{1 » Letter of application

1A



BTEC Level 3 Diploma in Business
Learning Journey

Curriculum intent: The aim of the Business studies curriculum is to equip students
with the appropriate knowledge and skills needed to develop their employability and
identify business problems and opportunities.

COPPICE

PERFORMING ARTS SCHOOL

CONTROLLED F1 Quality standards E1 Managing change B1 Management & Al Management &

ASSESSMENT  F2 Developing a quality culture * Internal & external  Leadership styles Leadership ﬂ%

MAY F3 Techniques & tools of * Stakeholders B2 Management & leadership A2 Functions of
management skills management & leadership E
F4 Benefits of quality A3 Business culture

management LEARNING AIM E

E1 Strategies for
operating
internationally
E2 Resources
considerations

HE/

Apprenticeships

LEARNING AIM C& D

. D1 Motivation C1 Human Resources . . .  Capital costs,
Al Features'of bu:slnt.e?ses D2 Techniques to meet skills €2 Human Resource Planning B3 I.Barrlers to international revenue costs,
* Ownership & Liability m X business ) .
. Sole Trader requlrt-:_'nznents C1 External influences expertise, training
: Partnership D4 berformance Appraisel C2 Support systems organisationsl
* Private Ltd Company icati PP D1 Different market structures D1 Cultural factors tg t
« Cooperative B1 Structure & Organisation . 3 . NII N uctu D2 Impact of cultural factors structure.
 Purposes A2 Stakeholders ° Organisational Structure 288 arket structures . .

«  Functional areas D2 Influences on demand A1l International business

® Sectors ) * Stakeholders LEARNING AIM A & B * Influences on supply * Types of business activity LEARNING AIM
. Sf:ope of business ¢ Internal & External « Elasticity +  Reasons for operating A&B
" Size * Influence of stakeholders D3 Pricing & Output decisions internationally

* Reasons for success B1 Globalisations
B2 International
trading blocs

* WTO

e Custom unions

*  Free trade

e Choice of markets

* EXTERNAL ASSESSME

F6 Limitation

of ratios . A2 Financing
A3 Effective business communication C1 External environment E1 Role of innovation & Prepayments, letters
+ Effective business communications . E’é’;‘?é‘f' environment enterprise of credit, export A3 Support for
*  Written presentations . - ) . ; credits, bank loans International
. Oral resentations B2 Aims & ObjeCtlves CZ Internal environment Innovat.lon i
p «  Aims & Obiectives * Enterprise LEARNING AIM E business
R . . Ject + Corporate Culture i ) «  Agencies
F4 Measuring liquidity L @ + Private & Public Corporate Social Responsibility *  Benefits & Risks A3 Current accounts g
« Current ratio &da . GvART " Types of
urre _ ) C3 Competitive environment LEARNING AIMC&D Standard support
F5 M * Liquid capital ratio C2 Types of income ¢4 situational analysis * Packaged, premium
eas o . . i :
* Capital income B1 Financial Institutions * Basic A1 Functions & Role of mone
efficienc F1 Statement of ; it ; Y
« R Student ;
. Trade evenue income D1 Sources of finance B2 Communicating with custometrs Functions of money

_ compreheInSI‘ve Income 3 Types of expenditure
receivalk * Depreciation . Capital expenditure
days * Prepayments/accruals, peyvenye expenditure
* Trade

payable
days

* Inventory
turnover

B3 Consumer protection
B4 Information guidance & advice

* Role of money
* Planning expenditure
A2 Different ways to pay

1A

Internal & External

F3 Measuring C1 Purpose of accounting

A4 Managing Personal Finance

profitability » Recording transactions )
* Gross proflt F-z Sta.‘temen..t .Of E2 Breakeven E1 Cashflow . Management of business B0rr0W|ng
margin financial position  «  Costs * Inflows  « Compliance * Savings & Investments
+ Mark up . purpos? & use  « Sales - Outflows + Measuring performance » Different types of insurance
* Profitmargin * Depreciation * Margin of safety + Control C4 Appropriateness of marketing CONTROLLED
* ROCE C1 Marketing mix campaign ASSESSMENT
A1l The role of marketing B2 M.?\rket Research * Product development + Legal & ethical considerations MAY
*  Principles & purposes of B1 Purpose of research _ Primary research * Pricing strategies » Appropriateness to target market
marketing *  Target markets * Secondaryresearch .+ promotional advertising *+ Relevance to organisational goals
«  Aims & Objectives . Sze, structure, trends Qu;.an.t|tat|ve/.Qu.a.I|tat|ve. Place/distribution channels o Brand values
«  Niche & Mass « Competition * Validity & reliability + People, physical environment, process.
* Market segmentation

* Branding

D1 Management of

A2 Influences on marketing activity C3 Marketing campaign E2 Review of skills

* Internal Influences * Marketing message E the event
; ; * Event
+ External influences B3 Developlng the rationale , g qction of marketing mix *  Contracts for D2 Problem solving
Interpretation of data . . management, X
) Select|0n Of med|a employablllty venue, . Con“ngency p|an
) ) * Product life cycle +  Campaign budget R Marketing of . .
C1 Customer service skills & . iabili idi communication Customer service
behaui Reliability & validity of | . (1inas cation 11 ' event, customer issues
i ; negotiation, time )
ehaviours information » Campaign evaluation & ’ service, H&S, . H&SI
C2 Dealing with customer management, communication issues
service requests & B1 Monitoring & evaluating customer problem solving, monitorin .
complaints . team working g C2 Factors to consider
. . service Al Customer servicein  LEARNING AIM ) " procedures, : .
C3 Skills audit & ; o analysis of own Aims & objectives,
B2 Indicators in improved business Cc&D . attendee
development plan performance . Roles skills. evaluation. budget, resources,

venue, catering,
legal constraints,
team workings,
insurance,

Different approaches

LEARNING communication &
AlM € contingency
o o . . .
’4 LEARNING AIM A & B A3 Beneﬁts Of building customer A2 Customer expeCtatlons & a Plannlng tOOIS plannlng'
relationships satisfaction * Gantt charts B2 Success
A4 Customer Service legislation &  Internal & external customers * Critical path Factors
B1 Job applications  regulations * Customer complaints ana.ly5|s ) *  Mind map
+ Job analysis * Customer expectations * Online planning event ideas
C2 SWOT Analysis & Action tools .
® * Job advert Plan A2 Skills needed  LEARNING AIMS Purpose of
., e * Job description . C1 Review & Evaluation LEARNING | o o .00 A& event
o .. ¢ SWOT analysis on L 2 8 ) B o
* Person specification * Role play activity AIMB&C Problem solving. Time Aims &
o performance . I & L
* Application form . * Review of communication Objectives
» Self-critique Management, /
* CV . skills Negotiation ¢ Constraints
L ¢ aoplication”  Action plan . Revi f isational & ’ *  Success
etter of application eview of organisationa Communication,
ability Interpersonal factors
B1 Different types of
event
: i i * Business events
A2 Recruitment & 000 Al Tasks to be completed by an A3 A_Ud't collection « Sport t
Selection process . . Iy . * Likert scale port events
. B2 Interview skills ! organiser «  Observation * Entertainment
i * Recruitment process, Interview questions * Organising . . .
A1l Recruitment of staff «  Selection a . « Questionnaire * Celebrations
; ¢ Interview feedback form * Legal requirements . . ; :
* Workforce planning A3 Ethical equ «  Appraisal Social enterprise
. b i ¢ Communication skills |EARNING AIM A ° Organisational procedures ) t
Job centres & agencies  .onsiderations Semantic scale events



OCR Enterprise & Marketing Learning Journey

COPPICE

PERFORMING ARTS SCHOOL

Curriculum intent: The aim of the Enterprise & Marketing curriculum is to equip with
the appropriate knowledge and skills needed to develop their employability and
identify business problems and opportunities.

1.3 Drawbacks for 2.1 Purpose of market

2. 3 Secondary market
research sources

4.1 Marketing mix .

5.1 Ownership

4.8 Extension ¢ Sole trader,
strategies partnership, Ltd,
Advertising, price franchise

risk taking research Internet ’ PrOdUth price, changes, adding 5.2 Sources of capital -3 Support for
. . . . 2.5 Market promotion, place value, new markets Own savings enterprise
| Fnancal - Toreducerisk " Competitors datasegmentation 4.2 How the new packaging  friends & famil Finance providers,
. HeaIth{weIIbelng * Aid decision making . quks . Age marketing mix works 4.9 pricing I;Iae:s s & tamily, accountants,
¢  Work-life balance - Unfjerstand the .market *  Mintel « Income together 4.10 Pricing strategies crowc’ifundin solicitors,
) Persqnal . * Gain customer views Govgrnrpent * Gender 4.3 Advertising * Competitive busi . government,
Relationships ¢ Inform product publications, etc Occupation + Digital . pevehological grants, business Charities.
development 24 Types.of (':Iata « Location - Non-digital ) Priyce Skingwmin angels.
1.2 Rewards ° Quantitative ¢ Lifestyle « Price enetratigon
for risk taking * Qualitative P
* Financial
* Independen
ce Further
* Self- Education
satisfaction

Making a
differenc

1.1 Characteristics of «

2.2 Primary research
* Observations .

2.6 Benefits of market
segmentation
Customer needs are

Questionnaires met
successful * Focus groups * Increased profits
entrepre.n.eurs * Consumer trials Targeted marketing
YEAR ) Creatlwf:y * Testmarketing . cystomer retention
* |nnovation

* Risk-taking
1 1 e Communication
* Negotiation

* Confidence
* Determination

4.2.1 Compare the outcomes
of the pitch with the initial

objectives

TOPIC AREA 4
REVIEW BRAND
PROPOSAL
PROMOTIONAL
CAMPAIGN &
PROFESSIONAL

4.2.2 Review of personal
PITCH

presentation skills

*  What went well
*  What could have been
improved

4.1 Review a brand

¢ Increase in market
share

pitch
* Preparing
* Practicing

e Timing

* Responding to questions .

TOPIC AREA 3
PLAN & PITCH A

3.1 FOStS ) 4.4 Sales promotions
* Fixed, variable, 4.5 Public relati

total -3 Public relations 4 7 product life cycle
3.2 Revenue 4.6 :: lling |g°°ds *  Development

. sica . )

3.3 Profit/loss . Digyital Introduction
3.4 Break-even . Growth
3.5 Importance of * Maturity . .
cash « Decline 3.1 Considerations when

3.4 Deliver a professional

*  Memorising

3.3 Benefits of using a
practice pitch

planning a pitch

3.2 Development of personal & Pitch objectives

presentation skills * Audience

e Verbal skills . Vem.!e .

*  Non-verbal skills * Media/Materials

» Use of notes/cues/pitch script Personal appearance
» Time management * Structure of the pitch
Visual aids

TOPIC AREA 2
CREATE A
PROMOTINAL
CAMPAIGN

2.1.2 Plan for a
promotional
campaign

2.1.3 Promotional materials * Timeframe

+ Communication skills * Brand identity PROPOSAL + Support peers : «  Review phase
* Professionalism *  Promotional campaign * Respond to feedback ) Appropr!ate for proposal o KPI's
% * Ability to answer questions ~ * Promotional materials ° Appropriate for customer
from the audience * Developments profile
« Recommendations * Complementary to each
1.2 Why is branding used other .
TOPIC AREA 5 REVIEW e Trust 1.4.1 Researching competing
5.1.2 Overcoming risks & e | |KELY SUCCESS OF  +  Recognition brands

5.1.1 Risks & challenges challenges THE BUSINESS «  Product image * Strengths
* External factors * Experienced advisors proposAL « Differentiation . Weaknesslelzs
* Competitors * Contingency planning . : * Unique selling point Lo
. LackF:)f business expertise * Detailed research Adding value How the product proposal 2.1 Objectives of a

*  Making a loss .
* Overestimating demand
* Overspending

Training courses

TOPIC AREA
4 REVIEW

4.3 Review financial

viability

¢ Likelihood of
breaking even

¢ Likelihood to make a
profit

4.2 Pricing strategy

* Competitive pricing
* Price penetration

* Price Skimming

* Psychological pricing

3.2.2 Finalise a design
after feedback

4.1 Calculate costs,
revenue break even &
profit

* Variable costs

* Total costs

*  Proposed price

* Revenue

* Break-even

*  Profit per unit

* Total profit

3.2.1 Review designs for a
product proposal

* Self-assessment

* Gain feedback — peer
discussions, telephone
survey, focus groups,
surveys

TOPIC AREA 3
DEVELOP A PRODUCT
PROPOSAL

*  Modifying the product

YEAR
10

1.1. What is a brand?
* Brand personality
* Brand identity

* Brandimage

3.1 Creating a design mix

* Function

* Aesthetics - USP
Economic manufacture —

* Customer loyalty

promotional
campaign

* Raise awareness
* Differentiate

¢ Create a market

differs to those brands

presence
* Increase market
. share
1.3 Branding Methods 1.4.2 Opportunities & Threats
» Brand name in the external environment
* Logo < Economic TOPICAREA 1
* Sound/jingle .« Sodial DEVELOP A
* Strapline . BRAND IDNTITY
* Technological
* Characters . Ethical
* Celebrity
endorsement
TOPIC AREA 1 MARKET RESEARCH
1.1.2 Sampling methods ?ﬁ
1.2 Review the results of market , o, -;..ﬁ
=d
research ) + Convenience =
* Methods of collectingdata ., pondom
¢ Methods of presenting data Quota

price, added value, costs

2.1 Build a customer profile

* Market segmentation: age,
gender, occupation,
income, lifestyle, location

TOPIC AREA 2 HOW TO IDENTIFY
A CUSTOMER PROFILE

2] 2]
an

YEAR 9

1.1.3 Market research tools
Primary tools: observation,
questionnaires, surveys,
focus groups, consumer
trials, test marketing
Secondary tools: data
collection, spreadsheets

* Secondary market research
sources: competitors data,
books, Mintel, government
publications, etc

1.1.1 Market Research

e Primary research
Secondary Research
Qualitative
Quantitative

Ol



