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Share Multi Academy Trust
Curriculum Planning Template
	Subject:
	GCSE Business
	Year
	11
	Ability 
	Mixed


	Term / Date(s)
	Half term 1 (2 weeks)
	Half term 1 (6 weeks)
	Half term 2 (7 weeks including 2 weeks of mock exams)
	Half term 3 (6 weeks)

	Topic
	Reteach of Units 1,2 and 4
	Unit 3 Business Operations
	Unit 5 Marketing
	Unit 5 Marketing

	Topic overview

Pupils will learn…

	Consolidation of the learning that took place in Y10 
	3.1 Production processes
3.2 The role of procurement
3.3 The concept of quality
3.4 Good customer services

	5.1 Identifying and understanding customers 
5.2 Segmentation
5.3 Purpose and methods of market research
5.4 Elements of the marketing mix – product 
	5.4 Elements of the marketing mix –price, promotion, place (4 Ps) (Product was covered last half term)

	Components



	Reteach of Y10 knowledge in order to ensure students are secure with previous learning so that the rest of the course can build on those foundations.
The specific areas of consolidation identified from the Y10 assessments will focus on:
Business in the real world (Unit 1)
· Types of ownership
· Methods of growth
Influences on business (Unit 2)
· Economic climate 
· Ethical and environmental issues
Human resources (Unit 4)
· Organisation charts
· Methods of recruitment
Students will understand the above concepts and be able to apply the learning from these to the Operations unit.
	Students will learn the following knowledge:
Production processes
- Job and flow methods of production to understand when each is appropriate
- Use of lean production including JIT in order to consider how production efficiency could be improved
Role of procurement
- Just in time (JIT) and Just in case (JIC) stock management systems in order to evaluate most effective system for a given business
- Factors affecting choice of suppliers (price, quality and reliability) in order to analyse greatest factor affecting a given business
- Procurement and logistics and their impact on efficiency and lower unit costs
- Supply chain management in order to understand the benefits of managing an effective supply chain
Concept of quality
- Understanding of customer expectations in quality of goods and services and the consequences if the standards aren’t met
- Total quality management (TQM) and the benefits to a business of using this system
- Costs and benefits of maintaining quality esp. if the business grows through outsourcing or franchising
Good customer services
- Methods of good service and to be able to recognise this for a given scenario
- Benefits of good customer service and the dangers of poor customer service to understand the importance of good customer service on a business
- Impact of ICT developments on the development of customer services (websites, e-commerce, social media)
	Students will learn the following knowledge:
Identifying and understanding customers
- Identifying and satisfying customer needs in order to increase sales, be competitive and reduce costs
Segmentation
- 4 main methods of market segmentation to understand the usefulness of this to target customers
Purpose and methods of market research
- Purpose of market research in order to identify market opportunities and get a better insight into their customers and competitors
- Difference between qualitative and quantitative research in order to analyse best methods to use
-Difference between primary and secondary research in order to select the best method of a given business scenario
- Use of market research findings to make appropriate decisions for businesses
Element of the marketing mix - Product
- Benefits and risks of developing new products so that firms make correct decisions for their target market
- Product differentiation (USP, branding) and the importance of this in a competitive market

- Product life cycle understanding needed to demonstrate how demand changes over time
- Extension strategies in order to evaluate their effectiveness and when they would be suitable
- Identify and explain the 4 categories of the Boston Matrix in order to understand how businesses may manage their product portfolio
	Students will learn the following knowledge:
Element of the marketing mix  - Price
- Pricing methods (skimming, penetration, competitive, loss leader, cost plus) in order to understand the impact they have on a business
- Factors influencing pricing decisions (costs, nature of market, competition, product life cycle) in order to assess the suitability of pricing methods for a given business
Element of the marketing mix – Promotion
- Promotional methods (advertising, PR, sales promotion, sponsorship, social media) to assess their strengths and weaknesses for given businesses
- Factors influencing the selection of the promotional mix (finance available, competitor actions, nature of product/service, nature of market, target market) to assess their suitability for a given business
- Reasons for promotion (inform/remind, create/increase sales, create/change image, persuade customers to buy the product) to understand the importance of promotion to businesses
Element of the marketing mix – Place
- Channels of distribution (retailers, wholesalers, telesales) to understand how businesses use different channels to gain access to potential customers and be able to evaluate each method for a given business scenario
- E-commerce and m-commerce concepts and how they can be used to extend the reach of businesses to include international markets

- Using the marketing mix to inform and implement business decisions so that recommendations can be made for most appropriate marketing activities for a given business
-Marketing mix evolves over time and need to evaluate how businesses may react to this.

	What pupils should already know
(prior learning components)


	All concepts from the 1st year including Unit 1 Business in the real world, unit 2 external influences on business, and unit 4 the function of Human Resources
	Franchising (1.7) and Outsourcing (1.7) in order to understand how these could impact on quality
Calculation of average costs (1.7) in order to be able to analyse the efficiency of a business
ICT developments such as websites, ecommerce and social media (2.1) in order to see how these forms could be used to provide good customer service.
	Market size and market share (1.3 Aims and objectives) in order to understand the purpose of conducting market research into these areas.
Benefits of quality and good customer service (Unit 3) in order to meet customer needs with regards to the product element of the marketing mix
	Product life cycle (5.4) and 
Market segmentation (5.2)
In order to understand how Product fits in with the rest of the 4 P’s of the marketing mix.
E-commerce (2.1) in order to understand how ecommerce has changed the place element of the marketing mix

	Transferrable knowledge (skills)



	Knowledge (Units 1,2,4)
Application skills
Analysis skills
Evaluation skills
	Business examination skills of knowledge, application, analysis and evaluation.
The concepts of good customer service and quality will also be discussed when considering the Product element of the marketing mix in Unit 5.
JIT and stock control methods will be applied when analysing how to resolve cash flow problems in Unit 6 
	Business examination skills of knowledge, application, analysis and evaluation.
Market segmentation is important when it comes to the exam papers and recommending new strategies for a given type of customer
	Business examination skills of knowledge, application, analysis and evaluation.
Marketing strategies with regards to the 4Ps are important in understanding the overall package that a business provides and taking this into account when answering longer case study questions in the exam.

	Key vocabulary pupil will know and learn


	All the terms from Y10 curriculum plan
	Job production 
Flow production
Lean production
Just in time 
Just in case stock control
Suppliers
Procurement
Logistics 
Supply chain management
Total quality management (TQM)

	Market segmentation
Market research
Qualitative data
Quantitative data
Primary market research
Secondary market research
Product life cycle
Extension strategies
Product portfolio
Boston Matrix
Product differentiation
	Price skimming 
Price penetration
Competitive pricing 
Loss leader pricing 
Cost plus pricing
Promotional mix
Public relations
Sales promotions
Channels of distribution
Retailers 
Wholesalers
Telesales

	Assessment activities



	Quick knowledge check questions on Unit 1,2 and 4 – 25-minute classroom assessment
	40 minute in class assessment focused on Unit 3 with some questions linking back to Unit 1 and Unit 2 – short mark knowledge questions and some longer mark case study questions
	Mock exam – full Paper 1 assessing Units 1,2, 3 and 4 – 1 hour 45 minutes
	40 minutes in class assessment focused on Unit 5 with some questions linking back to Unit 1 and Unit 2 – short mark knowledge questions and some longer mark case study questions

	Resources available



	AQA GCSE (9-1) Business by Surridge & Gillespie.
Unit 1,2 and 4 workbooks from Y10
	AQA GCSE (9-1) Business by Surridge & Gillespie.
Workbook 1.2 -available on Teams and student shared area
	AQA GCSE (9-1) Business by Surridge & Gillespie.
Workbook 1.3 -available on Teams and student shared area
	AQA GCSE (9-1) Business by Surridge & Gillespie.
Workbook 1.4 -available on Teams and student shared area

	Notes

Why this topic is important…

	It is an opportunity to reteach elements that students may have struggled with from the Y10 programme of learning
	Unit 3 focuses on one of the four main functional areas of the business. The knowledge from this is assessed in Paper 1 of the GCSE papers. Unit 3 helps explain the role and importance of the operations function in helping the business run smoothly
	Unit 5 focuses on one of the four main functional areas of the business. The knowledge from this is assessed in Paper 2 of the GCSE papers. Unit 5 helps explain the role and importance of the marketing function in helping the business run smoothly
	Unit 5 focuses on one of the four main functional areas of the business. The knowledge from this is assessed in Paper 2 of the GCSE papers. Unit 5 helps explain the role and importance of the marketing function in helping the business run smoothly

	




	
	
	
	

	
Term / Date(s)
	Half term 4 (6 weeks)
	Half term 5 (5 weeks)
	Half term 6 

	Topic
	Unit 6 Finance
	Consolidation and full past exam papers
	

	Topic overview

Pupils will learn…

	6.1 Sources of finance
6.2 Cash flow
6.3 Financial terms and calculations
6.4 Analysing the financial performance of a business
	Units 1
Unit 2
Unit 3
Unit 4
Unit 5
Unit 6
	Y11 students are on study leave

	Components



	Students will learn the following knowledge:

6.1 Sources of finance
- Internal and external sources of finance in order to analyse & evaluate most appropriate source for new and established businesses
6.2 Cash Flow
- Importance of cash to businesses to analyse consequences of negative and positive cash flows
- Difference between cash and profit to understand the significance of both for a business
- Components and structure of cash flow forecasts in order to calculate sections of it - Solutions to cash flow problem (re-scheduling payments, overdrafts, reducing cash outflow, increasing cash inflow, finding new sources of finance) to evaluate best solution
6.3 Financial terms and calculations
- Recap on financial terms covered in 1.6
- Calculate average rate of return (ARR) to analyse financially best investment project
6.4 Analysing the financial performance of a business
- Purpose of financial statements to assess business performance
- Main components of income statement and statement of financial position in order to be able to calculate missing elements and make judgements on the performance of a business over time, against competitors, and from perspective of range of stakeholders
-Understand the difference between assets and liabilities to understand their significance for a business
- Calculation of gross profit margin and net profit margin to help assess financial performance 
	There will be reteach of key elements that have been identified as weak areas from the assessments in order to plug gaps in student understanding 
Focus on exam technique particularly 6 mark, 9 mark and 12 mark answers, including use of model answers and structured answers
	

	What pupils should already know
(prior learning components)


	Financial terms such as different types of costs, calculations of revenue and profit (1.6)
Interpretations of break-even charts (1.6)
	[bookmark: _GoBack]All business concepts have been taught
	

	Transferrable knowledge (skills)



	Business examination skills of knowledge, application, analysis and evaluation
	Business examination skills of knowledge, application, analysis and evaluation
	

	Key vocabulary pupil will know and learn


	Internal and external sources of finance
Retained profit
Share issue
Loan
Mortgage
Overdrafts
Trade credit
Hire purchase
Government grants
Cash inflow
Cash outflow
Opening cash balance
Closing cash balance
Net cash flow
Average rate of return
Break even
Income statement
Statement of financial position
Assets
Liabilities
Gross profit margin
Net profit margin
	
	

	Assessment activities



	40 minute in class assessment focused on Unit 6 with some questions linking back to Unit 1 and Unit 2 plus Unit 5 – short mark knowledge questions and some longer mark case study  questions
	Short knowledge assessments 
Individual exam style questions
	

	Resources available



	AQA GCSE (9-1) Business by Surridge & Gillespie.
Additional calculation workbook in student shared area
Unit 6 Financial terms workbook in student shared area
	AQA GCSE (9-1) Business by Surridge & Gillespie.
Workbooks in student shared area

	

	Notes

Why this topic is important…

	Unit 6 focuses on one of the four main functional areas of the business. The knowledge from this is assessed in Paper 2 of the GCSE papers. Unit 6 helps explain the role and importance of the finance function in helping the business run smoothly. Finance is an important aspect of running a business and although the basic concepts are covered in 1.6 this unit goes into more detail in terms of the financial documents that businesses would use.
	It is important that students have the opportunity to revisit elements of the course and practice exam technique and understand the links between the different topic areas.
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