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	At the end of each cycle what knowledge and skills do students need to be secure with to make progress to the next stage of their learning in your subject? 

	Year 10
	Cycle  1
	Cycle  2
	Cycle  3
	Exceptional performance/links to end points

	What do students need to know and understand by the end of each cycle  to progress to the next stage?  
	Focus of Cycle :
 Component 2 - Planning and Presenting a Micro-Enterprise Idea (internal assessment) 
Students will be introduced to various business types and begin to understand the basic operations of a business. (Micro, small and medium sized) Students will be introduced to the concept of a business plan and begin to generate ideas of a micro enterprise that they could plan.

Assessment – key assessment will cover taught content through exam questions that are linked to exam at the end of KS4 
	Focus of Cycle :
Component 2 - Planning and Presenting a Micro-Enterprise Idea (internal assessment)
Students will now start to implement what they have learnt in cycle 2 into a business plan. They will generate two ideas, compare them and make a reasoned conclusion as to which one is the most suitable. Students then develop a business plan, which they will then present and review 

Assessment – assessment is a PSA in line with the criteria given by BTEC Pearson 
	Focus of Cycle :
 Component 2 - Planning and Presenting a Micro-Enterprise Idea (First 2/3 weeks of cycle) 
Students conclude Component 2 by reviewing performance and making any final adaptations for final hand in which is usually mid may 
Assessment – assessment is a PSA in line with the criteria given by BTEC Pearson

Component 1 – Exploring Enterprises 
Students will start component 1 which assesses the impact of the entrepreneur and enterprise activities on the individual businesses’ success. In this cycle we will study different businesses and evaluate how their founders have been able to develop them through their own personalities and through the day to day operations. 


	*The ability to…
· Develop a business plan for a chosen enterprise idea in which they will discuss the businesses aims, pricing strategies, the operations, the target market, promotional methods, financial data such as cash flow forecasts, break even and profit and loss. Students will also produce a risk assessment and discuss how they will overcome this.
· Students will be able to present their business plan by displaying abilities such as verbal and non-verbal communication, tone pace and volume. They will also show ICT skills in order to produce a professional document, for example using appropriate key terminology and visual effects. 
· Assess the performance of a business based on its entrepreneurs’ skills and characteristics as well as the day to day activities of a chosen enterprise. 






	Ambition for all: what non-negotiable knowledge must all students learn, regardless of their starting points?  
	· Size and features of SME’s
· Choosing ideas for a micro enterprise activity – using research both primary and secondary in order to determine realistic ideas for planning an enterprise activity 
· Plan for a micro enterprise activity- including aims, pricing strategies, promotional methods, research analysis, risk assessments
	· Delivery of presentation – developing skills such as communication, verbal and non-verbal in order to present business idea
·  Production of presentation – using ICT skills in order to produce a professional presentation 
· Review or presentation – self reflecting on performance of presentation 
	· Review or presentation – self reflecting on performance of presentation

Component 1
· Aims and activities of businesses
· Entrepreneurial skills and characteristics 
· Market research methods 
· Understanding customer needs
· Understanding competitors 
· Suitability of market research methods 

	Bridging Unit into Y11
[bookmark: _GoBack]Bridging unit is part of the start of Component 1 that continues into Year 11
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	Year 11
	Cycle  1
	Cycle  2
	Cycle  3
	Exceptional performance/links to end points

	What do students need to know and understand by the end of each cycle  to progress to the next stage?  
	Focus of Cycle :
 Component 1 – Exploring Enterprises 
Students will continue component 1 which assesses the impact of the entrepreneur and enterprise activities on the individual businesses’ success. In this cycle students will start their assessment which in broken down into three sections. The first is focused on the entrepreneur and the enterprise activities. The second is focused on how market research has developed success. The final section looks at external factors and how they can influence the chosen business, students evaluate the response of the enterprise to these external factors. 

Assessment as outlined above – component 1 internal PSA assessment in line with BTEC Pearson guidelines 

	Focus of Cycle :
Component 3 – Marketing and Finance for Business 
Students are now preparing for their final component which is an examined unit focusing on the marketing and financial activities of SMEs. New content is taught as well as revising synoptic knowledge that is taught in other components which could possibility be examined in Component 3. 
Applying marketing concepts to business case studies

Assessment – mocks will take place early in the cycle (students will be examined on what they have been taught up until this date) 
Assessment will also take place via homework quizzes and small class-based assessments on knowledge 
	Focus of Cycle :
Component 3 – Marketing and Finance for Business
At this stage students will be revising for imminent exam, which usually takes place early May. 

	*The ability to…
· Assess the performance of a business based on its entrepreneurs’ skills and characteristics as well as the day to day activities of a chosen enterprise. 
· Discuss and evaluate marketing activities and concepts that businesses use as by considering the positives and negatives
· Students will be able to fill in financial documents correctly such as cash flow forecasts, profit and loss accounts, balance sheets. 
· Students will be able to suggest ways in which businesses can improve their performance based on financial data
· Students will be able to make decisions for a given enterprise based on contextual information by analysing the positive and negative factors for up to two given options  








	Ambition for all: what non-negotiable knowledge must all students learn, regardless of their starting points?  
	Learners will carry out research into internal and external factors for use in a PEST and SWOT analysis to help them understand how these factors affect enterprises.
· PEST – Political, Economic, Social, Technological impacts own chosen enterprise – how have they influenced chosen business and how have they reacted?
· SWOT – assessing the internal strengths and weaknesses of chosen businesses and how they link to the potential strengths and weaknesses of the enterprise. 
	· Different types of markets 
· Market segmentation – types of and how they are applied to businesses
· 4 P’s of the marketing mix – how are they applied to businesses
· Understanding how different factors affect the choice of marketing mix 
· Financial documents
· Payment methods
· Revenue and costs
· Financial statements 
· Profitability and liquidity 
· Budgeting 
· Cashflow
· Break even 
· Sources of finance 




	· Component 3 revision 
· Structuring of exam style questions and answers 

	Bridging Unit into Y12
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	Year 12
	Cycle  1
	Cycle  2
	Cycle  3
	Exceptional performance/links to end points

	What do students need to know and understand by the end of each cycle to progress to the next stage?  
	Focus of Cycle :
 Cycle is split depending into coursework and exam units (1 teacher per unit)
Unit 3 Personal and Business Finance (exam)
What they need to know/do – students will begin to discuss the implications of external factors on their personal finances. 
Assessment – key assessment tasks that are linked to the expectations of the exam. Past paper questions covering first half of the exam (Personal finance)  


Unit 8 Recruitment and Selection (coursework) 
Focusing on learning aim A – students will evaluate the recruitment practises in a chosen business 
Assessment is in line with coursework expectations – students will all attempt the distinction criteria
	Focus of Cycle :
Cycle is split depending into coursework and exam units (1 teacher per unit)
Unit 3 Personal and Business Finance (exam) 
Students will now focus on second half of the exam – business finance. Understanding and evaluating how business manage their finances through various models.
Assessment – key assessment tasks that are linked to the expectations of the exam. Past paper questions covering first half of the exam (Personal finance)  
Mock exam which will cover content taught up to this point.
More key assessments to follow after this. 

Unit 8 Recruitment and Selection (coursework) 
Students will focus on Learning Aims B and C – they will act as a business to advertise a job role, then apply for that role by accessing the recruitment process. Finally evaluating their own performance as an interviewee and interviewer 
Assessment is in line with coursework expectations – students will all attempt the distinction criteria


	Focus of Cycle :
Cycle is split depending into coursework and exam units (1 teacher per unit)
Unit 3 Personal and Business Finance (exam) 
At this stage students will be revising for imminent exam, which usually takes place early May. 

Unit 1 – Exploring Business 
Students will begin to study the second coursework unit. Students are introduced to learning aims A and B, in which they compare two contrasting businesses in terms of ownership, size, structure and reasons for success. 

Assessment is in line with coursework expectations – students will all attempt the distinction criteria

Unit 2 Developing a Marketing Campaign (exam) 
Students are introduced to January exam. This exam is different in terms of its structure therefore a lot of time is spent looking at past papers and analysing data from case studies given by the exam board. Introduction to some core marketing content

Assessment will take place in the form of key knowledge assessments. Students will also complete a practise paper (based on some sections of the exam)
	*The ability to…
· Compare financial products and make recommendations on a given case studies based on careful considerations of features of these products (for personal finance)
· Evaluate the impact changes can male on the financial outcomes of a business whilst also being able complete financial documents such as cash flow forecasts, break even etc.
· Take part in a recruitment process in which they can show employability skills whilst also acting on behalf of a business in order to recruit the most suitable member of staff

· Evaluate their own performance in the role of an interview and an interviewer





	Ambition for all: what non-negotiable knowledge must all students learn, regardless of their starting points?  
	· Functions and roles of money 
· Different ways to pay 
· Current Accounts 
· Managing personal finance
· Features of financial institutions
· Information, guidance and advice 


· Recruitment of staff
· Recruitment and selection process
· Ethical and legal considerations in the recruitment process
	· Types of income and expenditure
· Sources of finance
· Cash flow forecasts and break even 
· Statements of comprehensive income
· Statements of financial position
· Profitability and liquidity ratios
· Efficiency ratios 


· Job applications 
· Interviews and skills
· SWOT and Action Plans 
	· Unit 3 revision 
· Structuring of exam style questions and answers 


· Features of businesses
· Stakeholders and their influence
· Effective communication 
· Aims and objectives
·  Structure and organisation 


· The role of marketing 
· Influences on marketing activity 


	Bridging Unit into Y12
Students will continue with the units they are currently studying in year 12 into year 13 therefore no bridging is needed. 
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	Year 13
	Cycle  1
	Cycle  2
	Cycle  3
	Exceptional performance/links to end points

	What do students need to know and understand by the end of each cycle to progress to the next stage?  
	Focus of Cycle :
Cycle is split depending into coursework and exam units (1 teacher per unit)
Unit 2 Developing a Marketing Campaign (exam) 
Students now begin to focus on how to produce a marketing campaign in the form of a report. They are given various case studies in order to create a marketing campaign with the aim of increasing sales, based on taught knowledge 

Assessment will take place via a mock exam – taking students through the whole process of planning and preparing for the exam and completing the exam on computer
 Unit 1 – Exploring Business (coursework) 
Students will complete the task started in cycle 3 of year 12. In this cycle they will discuss the contrast and focus mainly on the smaller contrasting business 
Students are introduced to learning aims A and B, in which they compare two contrasting businesses in terms of ownership, size, structure and reasons for success. 

Assessment is in line with coursework expectations – students will all attempt the distinction criteria


	Focus of Cycle :
Cycle is split depending into coursework and exam units (1 teacher per unit)
Unit 2 Developing a Marketing Campaign (exam) 
At this stage students will be revising for imminent exam, which usually takes place early January  


 Unit 1 – Exploring Business (coursework)
Students now complete learning aims C, D and E. In C and D, they now focus on just one business and discuss the external implications that affect their chosen business, in order to gain a distinction, they must then discuss how the business has responded. In E students prepare a report and PPT that assesses the use of innovation and enterprise in a chosen business and evaluate how this has led to success. 
	Focus of Cycle :
Unit 1 – Exploring Business (coursework)
Coursework deadline is early in cycle. Students will be making final corrections before sample is sent off. 

Unit 2 Developing a Marketing Campaign (exam) 
Exam is complete, however there may be some students who have decided to resit the unit. 


	*The ability to…
Develop a marketing campaign for a given business which will include an explanation on how a business can meet its aims (usually of increasing sales) by implementing various marketing strategies. 

Assess the external factors that influence a business and how they influence the operations, such as PESTLE factors, supply and demand, pricing decisions. Students will also evaluate how businesses have made changes and reacted based on these external factors.

Students will evaluate the role of an entrepreneur in developing a successful business. Within this they will consider skills, characteristics as well as the use of innovation in improving the performance of their chosen business. 






	[bookmark: _Hlk189764041]Ambition for all: what non-negotiable knowledge must all students learn, regardless of their starting points?  
	· Market research methods and use
· Marketing campaign activity
· Marketing mix
· The marketing campaign
· Appropriateness of campaign 

· Features of businesses
· Stakeholders and their influence
· Effective communication 
· Aims and objectives
·  Structure and organisation 


	· Unit 2 revision 
· Structuring of the report and how to write like a marketer – writing a marketing campaign 

· External environment 
· Internal Environment 
· Competitive environment 
· Situational analysis 
· Market structures
· Pricing decisions
· Supply and Demand
· Enterprise and Innovation 


	· All taught content on cycle 2 that needs to be edited, updated or corrected for Unit 1 final hand in. 
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