
Business /Business Activity 
Key concepts in this topic/unit of work:  

 What is business enterprise   

A business enterprise the activity of providing a good or 

service with the objective to make money. 

 Recognise the importance of business planning   

One of the fundamental aspects for business success, is to 

ensure that you have created a thorough and accurate plan 

on what you need to do to succeed. A business plan ensures 

that a business owner has covered all eventualities and has 

researched exactly what they need to do to succeed. This is 

now often a requirement to have when seeking external 

finance, from a  bank or business angel. 

 The main sections of a business plan 

The Business  

Market Information 

Development 

Operations 

Management 

Finances 

 Distinguish between the private and public sector  

The Private Sector – Businesses owned by individuals with the 

objective to make a profit. I.e. Tesco 

The Public Sector – Organisations owned and/or run by the 

government/local councils. I.e. NHS 

 Use of SMART objectives in business  

SMART objectives are created to ensure that a business has 

achievable and easily understandable short-term targets.  

Specific 

Measurable 

Agreed 

Realistic 

Timebound 

 The range of stakeholders involved in business activity  

There are both internal and external stakeholders for all 

businesses. Internal – Employees, Managers. 

External – Local Communities, Competitors  

A stakeholder is anyone with a vested interest in a business. 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Common Misconceptions: 

1. Sole Traders can have employees 

2. Knowing the difference between limited and unlimited liability 

3. Knowing what the letters stand for in SMART objectives 

4. How many people in a partnership (2-20) 

5. The Tertiary sector gets forgotten 

6. Entrepreneurial skills do not include wanting to make money 

7. Primary, Secondary and Tertiary sectors are different from private 

and public sectors 

 
 
 
 

 



Business / Finance / Year 10 
Key concepts in this topic/unit of work: 

 The advantages and disadvantages of different sources 

of finance 

You need to be able to understand that there are 

different advantages and disadvantages for each 

business. For example, an advantage of a bank loan 

could be that it is a fixed monthly payment, but this 

may also be a disadvantage to some businesses. 

Read the information in the question and apply 

specifically to the business in question. 

 Reinforce what is meant by revenue, costs and profit 

Revenue – The money made as a result of a business’ 

activities. Often made through sales. 

Costs – The money a business spends in order for them 

to function. This is split into three main types of costs: 

Fixed, Variable and Semi-variable. 

 Calculate break-even through contribution 

Remember this the answer to this calculation must 

always be “Units” 

Fixed Costs/(Selling Price – Variable Costs Per Unit) 

 The importance of cash to a business 

“Cash is King” – It is absolutely paramount for a 

business in order to pay their debts, earn profit and 

to function in a day-to-day sense. 

 What is meant by a cash flow forecast 

A cash flow forecast is a prediction of the money 

coming in and out of a business over a period of time 

to come. This is different to a ‘cash flow statement’ as 

this looks at what has already happened. 

 The main components of a profit and loss account 

Revenue 

Cost of Sales 

Gross Profit 

Expenses 

Net Profit 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Common Misconceptions: 

1. The main misconception here will be to think that the finance function 

stands alone – it does not. It helps the business by planning and 

monitoring though the break-even and costs/revenue calculations. The 

key to success here will be making those links to the wider 

organisation 

2. Not every decision a business makes will lead to an increase in profit 

3. When using the contribution method to calculate a break-even point. 

The answer will always be in units. 

4. Not all businesses can secure a loan from a bank. So use the 

information provided to recommend realistic sources of finance. 

5. Sometimes a business may need to spend money in order to earn 

more. I.e. increasing advertising may lead to more sales. 

 



Business /Marketing 
Key concepts in this topic/unit of work: 

 Marketing is the process of identifying and understanding 

customers and trying to find out what they buy 

 Market Segmentation is a grouping customers with similar needs 

within the overall market 

 Markets can be divided by age, gender, geography, income, lifestyle, 

ethnic background and religion  

 Primary research is in the field, secondary is called desk research   

 Methods of primary research are questionnaire, forums, focus 

groups and secondary research is books, trip advisor, websites 

 Qualitative research is words and statements and opinions and 

quantitative market research is figures 

 The Marketing Mix is the 4p’s as seen on the right 

 The stages of the product life cycle can be seen on the right 

 Extension strategies are rebranding, new recipes, new price, new 

packaging 

 The different pricing strategies used by businesses are 

Cost Plus, Competitive, Penetration, Skimming, Psychological, Loss 

Leader and Discrimination 

 The promotional methods used by businesses are advertising, sales 

promotion and direct marketing 

 The media available to businesses when advertising their products and 

services are printed, directories, broadcast media, cinema, point of 

sale, technological media such as social media and online 

advertising 

 Sales promotion is promotional pricing, special offers, coupons, 

point of sale, free gifts and free samples 

 The channels that are used to distribute the products to the customer 

are manufacturers, wholesalers, retailers  

 There is an increasing role and importance of e-commerce and m-

commerce (online shopping)  

 Businesses use multi-channel distribution to offer a customer a 

choice can be in store, comparison websites, telephone sales, 

catalogues 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Common Misconceptions: 

1. All of the 4p’s are important to success but you should have a 

favourite to argue for 

2. Advertising is marketing…it’s a lot more than that 

3. Sales going down does not mean cut your marketing budget as it 

will help 

4. Place is not where you sell it like a location but a distribution 

channel 

5. Building a brand is not important 

6. Marketing should go to your existing customers too 

7. Destroyer pricing is relevant but not part of the specification 

8. Market research is hard to carry out, it is more than just a 

questionnaire 

9. Sales promotion is unique as it targets customers directly within 

the store 

 


