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Share Multi Academy Trust
Curriculum Planning Template

	Subject:
	CTEC Business
	Year
	12
	Ability 
	Mixed



	Term / Date(s)
	Half term 1 (Teacher 1 Unit 1)
	Half term 1 (Teacher 2 Unit 4)
	Half term 2 (Teacher 1 Unit 1)
	Half term 2 (Teacher 2 Unit 4)

	Topic
	Unit 1 Exam Unit – The business environment
L01 Understand different types of businesses and their objectives

L02 Understand how the functional areas of businesses work together to support the activities of the businesses
	Unit 4 Coursework Unit - Customers and communication
L01 Understand who customers are and their importance to businesses (P1, P2, P3, M1, D1 of coursework)

L03 Be able to establish a rapport with customers through non-verbal and verbal communication skills (P6, P7, M3 of coursework)
	Unit 1 Exam Unit – The business environment
L03 Understand different organisational structures on how businesses operate

L04 Be able to use financial information to check the financial health of businesses

	Unit 4 Coursework Unit – Customers and communication
L02 Understand how to communicate with customers

L05 Know the constraints and issues which affect the sharing, storing and use of information for business communications


	Topic overview

Pupils will learn…

	1.1 Different types of business activity
1.2 Different sectors of operation
1.3 Different forms of legal business ownership
1.4 Factors which inform business ownership
1.5 Differing business aims and objectives

2.1 Key tasks of functional areas of businesses
2.2 How business functions interrelate with other business functions

	1.1 The different types of customers
1.2 What influences customer behaviour
1.3 Actions businesses may take to manage the customer experience
1.4 Why customer service is important

3.1 Non-verbal skills
3.2 Verbal skills
3.3 Listening skills
	3.1 Different organisational structures
3.2 Elements of organisational structures
3.3 How the elements of the organisational structures impact on business operations
3.4 The use of organisation charts to show

4.1 What is meant by key financial terms
4.2 How to calculate profit/ break-even
4.3 How to interpret financial statements
	2.1 How to consider the audience requirements when planning communication
2.2 The purposes of communication in business situations
2.3 The advantages and disadvantages of various forms of communication
2.4 How to use appropriate business formats and styles for written communication layouts
2.5 Importance of corporate standards
2.6 Importance of managing corporate profile through media activity

5.1 Legal constraints when storing and using information for business communications
5.2 Ethical issues when storing and using information for business communications
5.3 Security issues when storing and using information for business communications

	Components



	Students will learn the following knowledge:
- 1.1 Types of business activity such as primary, secondary and tertiary in order to classify businesses
- 1.2 Sectors of operation such as private, public and third sector in order to classify organisations and be able to give examples
- 1.3 Forms of legal business ownership such as sole trader, partnership, Ltd, Plc, state/government owned, charity/not-for-profit and community interest companies (CIC) in order to understand their advantages and disadvantages and to decide on the most appropriate form for ownership for a particular business
-1.4 Factors informing business ownership such as legal status, liability, funding, control/decision making, legal/administrative requirements in order to analyse the most appropriate form of legal ownership for a particular business 
1.5 Differing business aims and objectives such as survival, financial (break-even, increase revenue, reduce cost, make profit), growth (physical expansion, increase in market share, increase in provision), reputation (quality, value for money, ethical, socially responsible, environmentally friendly), being enterprising (own boss, pursue own interests, being competitive) in order to understand why business may have different objectives and how the appropriateness of the objectives may depend on the legal ownership of business


- 2.1 Key tasks of functional areas of businesses including finance, marketing, sales, human resources (HR), operations management, customer services, business support services, research and development and purchasing/procurement in order to understand how each functional area contributes to the success of an organisation
- 2.2 How business functions interrelate with other business functions In order to understand how the actions of one impact on another
	Students will learn the following knowledge:
1.1 The different types of customers
- Internal v external customers 
- returning customers, one-off customers and potential/new customers
Students will learn these in order to identify the different types of customers for a specific business (P1 of coursework)
1.2 What influences customer behaviour
- what influences customer behaviour (customer needs & expectations, customer demographics, cultural differences, location, level of satisfaction, how often they need to interact with the business)
Students will then apply this knowledge to a specific business scenario to identify what influences customer behaviour towards a specific type of business (P2 of coursework)
1.3 Actions businesses may take to manage the customer experience
-Creating a customer service to manage customer expectations
- Prioritising business needs – balance how to meet an objective to deliver high quality customer service with an objective to reduce business overheads
- Prioritising customers’ needs -when different customers have competing needs and not all of them can be met, businesses may have to prioritise 
- Maintaining contact with the customer (encourages loyalty, to inform, to educate, to provoke a response)
Students will then apply this knowledge to a specific business to identify and explain the action that business takes to manage the customer experience (P3 of coursework)
1.4 Why customer service is important
- provides a competitive advantage for businesses
- helps a public or 3rd sector organisation provide best value for money
- affects reputation and how it can be integrated into all aspects of business activities
Students will then apply this knowledge to a specific business to analyse the benefits to internal customers, external customers and the business itself of the business providing (M1 of the coursework)
3.1 Non-verbal skills
- matching body language (posture, gestures, eye contact)
- using body language to indicate interest (smiling, nodding, leaning forward)
Students will then apply this knowledge to a customer service role play in order to show good customer service skills when dealing with a customer complaint (P6 of the coursework)
3.2 Verbal skills
- tone & pace (raising and lower pitch and speed of language)
- clarifying, giving compliments, 
- avoiding & responding to criticism
- ice breakers/ initiating a conversation
- closing a conversation
- addressing customers by name using appropriate convention
Students will then apply this knowledge to a customer service role play in order to show good customer service skills when dealing with a customer complaint (P6 of the coursework)
3.3 Listening skills
- recapping/reflecting back on what has been said 
- understanding instructions
- interpreting task requirements
- making notes
- personal reflection
- confirming understanding
- seeking clarification
Students will then apply this knowledge to a customer service role play in order to show the importance of listening skills in building up a rapport with two specific customers (P7 of the coursework)
All the knowledge developed through 3.1, 3.2 and 3.3 will be used to help students review their own use of non-verbal and verbal skills from the customer role play and suggesting improvements (M3 of coursework)



	Students will recap and consolidate their from learning from L01 and L02 in order to be able to understand the links between types of ownership and business objectives
Students will learn the following knowledge:
3.1 Different organisational structures Including flat. Hierarchical, centralised, decentralised plus matrix in order to understand how their structure can impact on how they behave
3.2 Elements of organisational structures such as division of work, span of control and chain of command in order to be able to analyse the elements of an organisation chart.
3.3 How the elements of the organisational structures impact on business operations such as communication paths, accountability/authority/ responsibility.
Delegation and empowerment in order to consider the advantages and disadvantages of different organisational structures.
3.4 The use of organisation charts to show: elements of the organisational structure, status of different levels of job role such CEO, directors, managers, supervisors, assistants/operatives in order to have an awareness of the key tasks associated with each job role.

4.1 What is meant by key financial terms
Such as costs (fixed and variable), revenue, cash flow, net cash flow, profit, break-even, margin of safety in order to be able to understand the difference between revenue, profit and cash flow
4.2 How to calculate profit/ break-even in order to analyse business financial performance
4.3 How to interpret financial statements such as income statements, statement of financial position, cash flow statement and a cash flow forecast in order to assess the financial health of a business and make recommendations for future success.
	Students will have the opportunity to work on any improvements required to the Unit 4 coursework completed in the first half term.
Students will learn the following knowledge:
2.1 How to consider the audience requirements when planning communication
- e.g. age, gender, special needs, accessibility, knowledge, customer type
This is in order for students to be able to assess the effectiveness of written documents used by a specific business (P4 of coursework)
2.2 The purposes of communication in business situations
- e.g. to inform, confirm, promote, make a request and to instruct
This is in order for students to be able to assess the effectiveness of written documents used by a specific business (P4 of coursework)
2.3 The advantages and disadvantages of various forms of communication
- e.g. face to face, in writing, by telephone, text message, email, websites, social media and networking, advertisement.
This is in order for students to be able to assess the effectiveness of written documents used by a specific business (P4 of coursework)
2.4 How to use appropriate business formats and styles for written communication layouts
This is in order for students to be able to assess the effectiveness of written documents used by a specific business (P4 of coursework)
2.5 Importance of corporate standards
- e.g. colour schemes, writing guides, house styles, version control
This is in order for students to be able to summarise the corporate standards of a specific business and to explain the importance to a business of having a strong corporate image (P5 of coursework)
2.6 Importance of managing corporate profile through media activity
This is in order for students to be able to explain how a specific business manages its corporate profile through media activity (M2 of coursework)

5.1 Legal constraints
- Data Protection Act, Freedom of Information Act, Computer Misuse Act, ASA
5.2 Ethical issues 
- organisation policies and codes of practice governing the use of information (e.g.  use of internet policies, staff handbooks, contracts of employment)
- advertising issues
5.3 Security issues
- monitoring of phone and email communications, confidentiality, backup policies
This is in order for students to describe the legal constraints, ethical and security issues faced by a specific business in relation to sharing and storing of business communications (P10 of coursework)




	What pupils should already know
(prior learning components)


	Some students are new to studying a business course so have no prior learning of business.
We do assume some life knowledge such as an understanding of particular types of businesses e.g. what a supermarket is.
Others will understand the key terms from GCSE Business.

Students have not studied this topic area before so their specialist knowledge will be limited but they would be expected to have some general understanding of the different job roles within a business either through general knowledge or via career talks.
	No student would have studied this topic area specifically but a number of students do have part time jobs and the skills of talking with customers and dealing with enquiries will help them within the L03 objective.

Students are also customers themselves and have an awareness and understanding of their expectations of a business and therefore these general knowledge skills will be transferable to this section of the coursework.
	Students who have studied GCSE Business will understand organisation charts and the key terms associated with them.  These students will also understand the key financial terms and how to calculate profit/loss and break-even.

Some students will not have a prior understanding of these business terms but they will have a general awareness of what organisation charts are and an understanding of the concept
	Through GCSE English students will have some skills in analysing text for fit for purpose.

Through general knowledge and possibly PSHE students will have an awareness of the importance and methods of securing data.

	Transferrable knowledge (skills)



	functional area can impact on the efficiency of another functional area

The section on L02 will be useful when looking at Unit 8 Introduction to Human Resources – knowing the factors that are involved in HR planning and importance of confidentiality
	The skills the students will develop through the role play will help them improve their confidence in talking in front of others which they will also need to do for P8 of the Unit 4 coursework. The verbal and non-verbal communication skills they develop through L03 will also be useful in life when handling difficult conversations in a work environment.
	In L08 students are required to assess the financial and non-financial performance of businesses and therefore will need to understand the key financial terms and the financial documents in order to do this
	Students will be able to analyse documents as fit for purpose and these skills will be useful in Unit 2 when they have to write a document which is fit for a specific purpose.

	Key vocabulary pupil will know and learn


	Primary sector
Secondary sector
Tertiary sector
Private sector
Public sector
Third sector
Sole trader
Partnership
Private limited company
Public limited company
Community interest company (CIC)
Limited /unlimited liability
Business aims and objectives
Break-even
Revenue

Profit
Market Share
Social responsibility
Functional areas 
Procurement
Operations function
Human resources function

	Internal v external customers
	Flat structure
Hierarchical/ tall structures
Centralised v decentralised
Matrix organisation structure
Division of work
Span of control
Chain of command
Delegation
Empowerment
Chief executive
Directors
Managers
Supervisors
Assistants/operatives

Fixed costs
Variable Costs
Revenue
Cash flow
Net cash flow
Profit
Break-even
Margin of safety
Income statement
Statement of financial position
Cash flow statement
Cash flow forecast

	Corporate standards
Ethical issues

	Assessment activities



	Multiple Choice/ Case Study – Lushcereal Ltd – Short answer question 

Multiple choice questions on L01and L02 completed as class test.
Case study questions based on past exam paper completed within a lesson
	This work will be formally assessed through completion of the Unit 4 coursework tasks:  – P1,P2,P3, M1, D1
- P6, P7, M3
	Multiple choice questions on Lo1-L04

Case study questions from past paper to assess L01-4. This will include at least 1 x 12-mark question
	This work will be formally assessed through completion of the Unit 4 coursework tasks:  – P4, P5, M2

	Resources available



	Workbook 1
Workbook 2
Cambridge Technical Level 3 Business textbook by Hodder Education
	Cambridge Technical Level 3 Business textbook by Hodder Education
	Workbook 3
Workbook 4
Cambridge Technical Level 3 Business textbook by Hodder Education
	Cambridge Technical Level 3 Business textbook by Hodder Education

	Notes

Why this topic is important…

	This is the introductory unit to this course so it allows students to become familiar with some of the key business terminology. It provides the foundation for the rest of this course.  This is very important because students will see how the functional areas are interconnected and the impact of one on the other.
	This is the first coursework unit and it teaches students the importance of customers and how a business can meet customer needs.  It also helps to develop students interpersonal skills and communication skills through working with others in the customer service role play.
	The topic on organisational structures is important in helping students to understand the internal organisation of a business. This will be a valuable life skill as most people will work for an organisation so understanding how it is organised will help them settle in and improve their work performance.
The topic on finance is very important as this is the main way the success of a business is measured.
	Students will become familiar with business documents and begin to critically analyse them which is a useful life skill. 






	Term / Date(s)
	Half term 3 (Teacher 1 Unit 1)
	Half term 3 (Teacher 2 Unit 4)
	Half term 4 (Teacher 1 Unit 1)
	Half term 4 (Teacher 2 Unit 5)

	Topic
	Unit 1 Exam Unit – The business environment
L05 Understand the relationship between businesses and stakeholders

L06 Understand the external influences and constraints on businesses and how businesses could respond
	Unit 4 Coursework Unit – Customers and communication
L04 Be able to convey messages for business purposes
	Unit 1 Exam Unit – The business environment
L07 Understand why businesses plan

L08 Be able to assess the performance of businesses to inform future business activities
	Unit 5 Coursework – Marketing and market research

L01 Understand the role of marketing in businesses

	Topic overview

Pupils will learn…

	5.1 Who the main stakeholders are
5.2 The ways in which stakeholder groups attempt to alter business behaviour
5.3 How businesses respond to the different and sometimes conflicting objectives of different stakeholders
5.4 Consequences to a business of not listening to its stakeholders

6.1 Factors which comprise the external environment (PESTLE)
6.2 To identify how the external environment can impact on a business and its stakeholders
6.3 How businesses can respond to changes in their external environment
	4.1 How messages can be structured to convey messages
4.2 Types of verbal and written business communications
4.3 Other considerations for conveying messages for business purposes
	7.1 Why businesses plan
7.2 To determine appropriate sources of finance for businesses
7.3 What may be included in a business plan

8.1 Factors affecting the success/failure of a business
8.2 How to conduct a SWOT analysis
8.3 how to interpret business performance 
	1.1 An introduction to the marketing function
1.2 How businesses use market analysis
1.3 How the impact of marketing  can be measured

	Components



	Students will learn the following knowledge:
5.1Who the main stakeholders are and whether they are internal (owners, employees & TU) or external stakeholders (shareholders, customers, suppliers, government, local community) in order to determine what their objectives are
5.2 The ways in which stakeholder groups attempt to alter business behaviour using real business examples in order to assess the impact
5.3 How businesses respond to the different and sometimes conflicting objectives of different stakeholders
- the degree of influence individual stakeholders possesses in order to determine the response to conflict resolution and managing stakeholder objectives
5.4 Consequences to a business of not listening to its stakeholders in order to assess the priority of meeting particular stakeholder needs

6.1 Factors which comprise the external environment (PESTLE)
- social factors (demographic, attitudes to work, disposable income, social trends, cultural beliefs) in order to understand what the social factors are
- technological factors (automation, communication, purchasing/sales, mobile) in order to understand what the technological factors are
- economic factors (interest rates, exchange rates, inflation, unemployment, taxation) in order to understand what the economic factors are
-environmental factors (energy management, carbon emissions, waste reduction, recycling, pollution) in order to understand what the environmental factors are
- political factors (political instability, change of government, government initiatives) in order to understand what the political factors are 
- legal factors (Companies Act, Partnership Act. Supply of Goods act, Consumer Protection Act, Equality Act, HASAW Act, Working time directive, NMW Act, Data Protection Act, Copyright, Designs & Patents Act, planning permission in order to identify whether a business has broken the law and what the implications would be
- ethical factors (as an employer, as a trader, being environmentally friendly, sustainability, corporate social responsibility in order to be able to give examples of ethical and unethical business behaviour
6.2 To identify how the external 
environment can impact on a business and its stakeholders
- by considering the external environment students will be able to consider the positive and negative impact on a business
6.3 How businesses can respond to changes in their external environment
- by considering the external environment students will be able to analyse the pros and cons of differing responses and make recommendations on best way to resolve issues.

	Students will have the opportunity to work on any improvements required to the Unit 4 coursework completed last half term.
Students will learn the following knowledge:
4.1 How messages can be structured to convey messages
- introduction, main message, summary of key points, conclusion (next steps, recommendations), inviting/seeking questions, frequently asked questions (FAQs)
This is to enable students to create appropriate presentations and documentation to convey a business message appropriately
4.2 Types of verbal and written business communications
- verbal communications (presentations, planned discussions)
This is to enable students to prepare and deliver a verbal business communication so that its content and type of communication is appropriate for its audience and purpose (P8 of coursework)
- written communications (letters, social media, websites, emails, notices, newsletter, press release)
This is to enable students to prepare a press report for a specific purpose (P9 of coursework)
4.3 Other considerations for conveying messages for business purposes
- appropriate technical language, use of relevant graphical information/images, accuracy, timeliness of messaging)
This is to enable students to review their own use of verbal and written skills when communicating business messages and recommending improvements (M4 of coursework)
Through the above learning students will also be able to justify how to adapt the structure and method of delivery to convey a business message for differing audience requirements (D2 of coursework)

	Students will learn the following knowledge:
7.1 Why businesses plan
- to survive/avoid business failure
-to develop business ideas
- to avoid unnecessary risks
- to meet objectives
This is in order for students to understand the importance of business plans
7.2 To determine appropriate sources of finance for businesses
- sources of finance include savings, reserves, overdraft, loan, mortgage, credit card, hire purchase, trade credit, venture capitalist, share issue, crowdfunding 
Students to know the advantages and disadvantages of each source of finance in order to suggest the most appropriate source for a specific business
7.3 What may be included in a business plan
- identification of a product/service
- USP
- Protection of product/service
- Prioritisation of business objectives
- Results of market research that has been carried out including competitor analysis 
- Identification of financial requirements (cashflow forecast and sources of finance)
- identification of resource requirements (finance, number of employees, skills of employees, premises requirements and location)
Students need to know what’s included in a business plan in order to understand the benefits of doing a business plan

8.1 Factors affecting the success/failure of a business
- financial and non- financial factors may affect the success/failure of a business in the short term and/or long term and students need to be aware of these in order to identify potential problems for a business in the future
8.2 How to conduct a SWOT analysis
Students need to be able to conduct as SWOT (Strengths, Weaknesses, Opportunities and Threats) analysis in order to assess what factors are within a firm’s control and then how the external opportunities and threats can be managed
8.3 How to interpret business performance
Students need to be able to interpret current business performance (financial analysis, assessment of non-financial data, comparison with organisational objectives, comparison with industrial averages, comparison with similar businesses, trends over time) in order to make specific recommendations on how to improve business performance
	Students will learn the following knowledge:
1.1 An introduction to the marketing function
-Purpose of the marketing function and how it links with other functional areas 
- stages involved in marketing (marketing objectives, marketing analysis, marketing strategy, marketing mix, marketing campaign)
This will enable students to explain the role of the marketing function in a specific business (P1 of coursework).
- setting marketing aims and objectives linked to strategic objectives
1.2 How businesses use market analysis 
- identify market structure
- identify potential market growth/downsizing
-recognise competitors
- carry out market segmentation (demographic, geographic, behavioural, psychographic)
This will enable students to describe how carrying out market analysis can benefit a business (P2 of coursework)
1.3 How the impact of marketing can be measured (sales, income, awareness)
This will enable students to explain how businesses measure the impact of their marketing using two contrasting businesses (P3 of coursework) and also analyse the impact of a particular marketing campaign run by a specific business (M1 of coursework)


	What pupils should already know
(prior learning components)


	Students that have studied GCSE Business may have some awareness of these external influences and different stakeholders
Students may have some general understanding of the external factors through the media and PSHE such as rules regarding NMW and consumer protection.
	Students will have a general understanding of what makes good communication through their study of GCSE English and life experiences.
	Students study the theory of SWOT analysis and within the Unit 5 coursework they get to apply a SWOT analysis to a specific business
	In Unit 1 students studied the functional areas and links between them so they will already have an understanding of some of the main purposes of the marketing  function.

	Transferrable knowledge (skills)



	External influences will be considered in Unit 5 coursework P2 when students have to do a SWOT analysis for a specific business and consider the external factors as part of opportunities and threats of SWOT
	The ability to write and present for a specific purpose will be a good life skill that they are likely to need to do in future employment 
	Within unit 1 students learn how to interpret business performance and this is useful for when students have to review performance in 
	In all exam and coursework units students have to be able to analyse data and this section requires them to do this in a very specific way which enables the skills of analysis to be taught tot the studens.

	Key vocabulary pupil will know and learn


	
	None
	All unit 1 vocabulary listed in this section on the curriculum plan up to this point
	Market
 Marketing 
Marketing objectives
Marketing analysis
Marketing strategy
Marketing mix
Marketing campaign
Market Share   
Market mapping
SWOT analysis
Market segmentation

	Assessment activities



	Multiple choice questions on Lo1-L08

Case study questions from past paper to assess L07-8. This will include at least 1 x 12-mark question
	This work will be formally assessed through completion of the Unit 4 coursework tasks:  – P8, P9, M4, D2
	Full exam papers completed within lessons and for homework
	This work will be formally assessed through completion of the Unit 5 coursework tasks: 
- P1, P2, P3, M1 

	Resources available



	Cambridge Technical Level 3 Business textbook by Hodder Education
	Cambridge Technical Level 3 Business textbook by Hodder Education
	Cambridge Technical Level 3 Business textbook by Hodder Education
	Cambridge Technical Level 3 Business textbook by Hodder Education

	Notes

Why this topic is important…

	This is an important topic as it encourages students to look at other factors that can impact on businesses, but also on individuals. For example it is important for students to understand the impact of interest rate changes as in the future they may be looking at getting a loan or mortgage.
	Students develop practical life skills through this section of the course as they learn how to communicate a message effectively and appropriately which will be useful in their daily lives and employment.
	It is important that students can analyse a series of data in order to draw conclusions about the performance of a business and then make recommendations on how it could be improved
	This gives an introduction to the key marketing concepts so students have an understanding of the different functional areas of a business and how they interrelate with each other.








	Term / Date(s)
	Half term 5 (Teacher 1 Unit 1)
	Half term 5 (Teacher 2 Unit 5)
	Half term 6 (Teacher 1 and teacher 2 Unit 5)

	Topic
	Consolidation and revision of Unit 1 
	Improvements to Unit 5 coursework and preparation for Unit 1 exam
	Unit 5 Coursework – Marketing and market research

L02 Know the constraints on marketing

L03 Be able to carry out market research for business opportunities

	Topic overview

Pupils will learn…

	Consolidation and revision of Unit 1 in preparation for the external exam at the end of Y12
	Improvements to Unit 5 coursework 

Preparation for Unit 1 external exam
	2.1 Main elements and impacts of constraints on marketing

3.1 Purpose of market research
3.2 Methods and types of researching
3.3 Tools used to carry out primary market research and how to use them

	Components



	Students will revise Unit 1 through a mix of revision making notes and exam questions.
There is also a pre-release research theme for Unit 1 and so lesson time will be given to research these in order for students to have fully explained examples that they can use for revision.

Students will also have the opportunity to look at model answers
	Students will have feedback on the first section of their Unit 5 coursework in order to make improvements to fully explain the role of marketing and the impact of marketing on two specific businesses

Students will revise Unit 1 through a mix of revision making notes and exam questions
	Students will learn the following knowledge:
2.1 Main elements and impacts of constraints on marketing
- legal constraints (consumer protection laws)
- voluntary constraints (ASA)
- ethical constraints (stereotypes)
- cultural constraints (language)
- financial constraints (budget)
- technical constraints (IT limitations)
- employees (quantity, quality, skills)
Students learn this in order to describe the constraints on marketing for a specific business (P4 of coursework)

3.1 Purpose of market research 
This is in order for students to understand why a specific business need to conduct market research
3.2 Methods and types of research 
- method (primary & secondary)
- types (qualitative and quantitative)
3.3 Tools used to carry out primary market research and how to use them 
- observation
- focus groups
- surveys/questionnaires
- technology based
- sampling (probability, non-probability)
- quantitative and qualitative
This is to enable students to select market research method, type and tools for a market research proposal and give reasons for choice (P5 of coursework). It will also enable students to conduct their own primary research to identify business opportunities for a specific business (P6 of coursework)


	What pupils should already know
(prior learning components)


	All the knowledge content of Unit 1 
	Students will already have a good understanding of the role of marketing in order to complete improvements to the Unit 5 coursework

Students will already have all the Unit 1 knowledge and also understand the exam skills of application, analysis and evaluation
	In Unit 1 students studied the functional areas and links between them so they will already understand some of the main purposes of the marketing function.

	Transferrable knowledge (skills)



	Examination skills of being able to apply their business knowledge to a specific business, analyse the impact of business decisions and evaluate/recommend the most appropriate form of action
	Students will draw on the knowledge from Unit 1 for all the other coursework units as Unit 1 gives a foundation of key business terms
	Students will consider constraints on the Human Resources function as part of Unit 8 coursework

	Key vocabulary pupil will know and learn


	All the key vocabulary shown in this curriculum plan for Unit 1
	All key vocabulary previously identified
	Consumer protection laws
Advertising and Standards Authority (ASA)
Primary market research method
Secondary market research method
Quantitative data
Qualitative data



	Assessment activities



	This work will be formally assessed through the completion of the external unit 1 examination.
	The unit 5 coursework will be assessed through the completion of P1,P2,P3 and M1

Unit 1 will be formally assessed through the completion of the external unit 1 examination.
	This work will be formally assessed through completion of the Unit 5 coursework tasks: 
[bookmark: _GoBack]-P4, P5 and P6


	Resources available



	Cambridge Technical Level 3 Business textbook by Hodder Education
	Cambridge Technical Level 3 Business textbook by Hodder Education
	Cambridge Technical Level 3 Business textbook by Hodder Education
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