
THE EXAMS 

Unit 1: 45 Minute Exam: (25%) 

Multiple choice and objective test questions – this really tests your knowledge and is not as simple 

as it sounds!!!      

Unit 2 = CA (25%) 

Unit 3: 90 Minute Exam: Written (50%) 

Section A: Multiple choice and short answer questions with one or more questions requiring an 

extended answer.  

Section B and C: Short and long answer questions based on two scenarios (given in the paper), one 

for each section.  

Reminder for written responses 3 marks and above you need to develop the answers you give, NOT 

just list factors.  Use I. B. L/A   (Identify your point , say why ‘because’ , give the impact/ effect on 

the ‘leading to’ s  and/or ‘as a result’) 

 

TOPIC AREAS 

Unit 1 Topics 

1.1 Spotting a Business Opportunity    

- Businesses 

Understand what a business does 

Appreciate that most businesses are very small 

Understand the concepts of production, suppliers, customers and markets 

Appreciate that there are many important aspects to starting up a business   

 

- Understanding customer needs 

Understand that customer needs are central to starting a business 

Understand how to collect and interpret primary and secondary research  

Understand the difference between quantitative and qualitative research 

Understand the value of knowledge through direct customer contact 

- Market mapping 

Understand that customers tend to buy through habit and preference 

Understand how to analyse these customer buying habits and preferences 

Understand how businesses can map their market to set out the key features of the market 

Understand how businesses use this information to identify and target gaps in the market    



- Competition 

Appreciate that initial planning to set up a business will require recognition and investigation into 

other businesses offering similar products/ services (competitors)   

Understand that new businesses will need to find out more about their competitors – their strengths 

and weaknesses.  

Appreciate that entrepreneurs can spot further opportunities by comparing their business offerings 

with that of their rivals.  

- Added value 

Understand the meaning of the term added value and explain its importance in business survival and 

success. 

Appreciate the main sources of added value: convenience and speed, branding, quality, design and 

unique selling point.     

 

- Franchising 

Understand the principles of franchising as it applies to small business start-ups 

Appreciate the advantages and disadvantages of using a franchise as a means of starting a new 

business  

Assess franchising against other business start-up options.  

Identify a suitable start-up location for a franchise 

  

1.2 Showing Enterprise 

- What is enterprise? 

Appreciate that enterprise involves taking risks, showing initiative and a willingness to undertake 

new ventures. 

Understand the difference between providing goods or a service.  

- Thinking Creatively  

Understand that having creative ideas is a key aspect to setting up a new business and developing a 

competitive advantage. 

Appreciate that sometimes new business ideas come about through lateral thinking. 

Understand the role of deliberate creativity in developing new business ideas.  

- Questions to be asked 

Appreciate the important questions to be asked when coming up with new business ideas such as 

‘why?’, ‘why not?’ and ‘what if?’ 



Understand the concept of looking beyond the obvious, asking ‘what if?’ and judging the value of 

outcomes.         

- Invention and Innovation  

Appreciate how new business ideas come about 

Understand the difference between invention and innovation and appreciate how innovation means 

bringing a new idea to the market 

Explain the steps an entrepreneur can take to protect their ideas through patents and copyrights.  

- Taking a calculated risk 

Understand the principle of taking a calculated risk  

Understand that weighing up the risks and the rewards of a new business idea is an important part of 

the process of judging outcome viability of a start-up   

Appreciate that seeing mistakes is part of the process of learning to succeed.  

- Important Enterprise Skills 

Explain the importance of the enterprise skills of planning, thinking ahead, seeing opportunities and 

having drive and determination.  

Appreciate that making connections is an important part of setting up a successful business.  

Recognise the role that mindmaps play in helping entrepreneurs to collect thoughts and see 

opportunities.   

1.3 Putting a Business Idea into Practice  

- Objectives when starting up 

Understand a range of possible financial objectives for an entrepreneur starting up a business, such 

as profit, income, financial security and wealth  

Understand a range of possible non-financial objectives of entrepreneurs such as personal 

satisfaction and challenge 

Make a distinction between the possible objectives of entrepreneurs starting up a profit-making 

business and those starting social enterprises.   

- The qualities shown by entrepreneurs  

Understand the qualities shown by entrepreneurs: 

 Determination, initiative, the willingness to take risks, decision making, the ability to plan, the gift of 

persuasion, showing leadership, being lucky.   

- Estimating revenues, costs and profit 

Understand how businesses forecast sales volumes and selling prices to estimate revenue 

Understand how to determine fixed and variable costs 

Understand the difference between price and cost and concept of profit 



Explain how profit is the difference between total revenue generated over a period and the total 

costs 

Undertsand the impact of profits and losses on a business and its owners   

- Forecasting cash flows 

understand the role and importance of cash flow to a business  

estimate cash flows 

understand the difference between a cash flow forecast (an estimate) and a cash flow statement 

(what has actually happened) 

Explain how cash flow problems arise and how they can be minimised 

Explain how cash flow problems can affect a business   

Appreciate how careful planning can minimise risk 

- The Business plan 

Appreciate the role and importance of a business plan in minimising the risk involved in setting up a 

business 

 

- Obtaining Finance 

Explain the main sources of finance for a small business start-up  

Understand long term sources of finance, such as loans, personal savings, profit, venture capital and 

share capital in the context of a private limited company.   

Understand short-term sources of finance such as overdrafts and trade credit.  

 1.4 Making the Start-Up Effective 

- Customer Focus and the Marketing Mix 

Understand that any business needs customers to survive 

Appreciate that knowing who and how many customers might be interested in buying products from 

the business is important 

Understand that a business must anticipate, identify and meet its customer needs to be successful 

Understand that a business will have to consider its price, the product itself, how to make customers 

aware of the product (promotion) and how to get the product to the consumer (place) as important 

elements in meeting customer needs.  

Understand that different businesses will place different emphasis on the elements of the marketing 

mix and that the mix can be amended to meet changing consumer needs.  

- The Importance of limited liability 

Explain the principle of limited and unlimited liability 



Understand how the amount that could be lost in the event of business failure influences the choice 

of the type of business ownership   

Appreciate the differences between sole trader and private limited company status  

- Start-up Legal and Tax Issues 

Understand the need to establish a unique business name 

Understand the importance for a new business to keep careful records 

Appreciate the implications for a small business and business start-up of VAT, income tax, National 

Insurance and corporation tax.  

- Customer Satisfaction 

Understand the meaning of the term ‘customer satisfaction’ 

Explain how effective customer satisfaction includes fulfilling customer orders accurately and on-time 

and dealing with complaints 

Recognise the importance of customer satisfaction in the success of a business 

Appreciate the importance of repeat purchases for a business 

- Recruiting, Training and Motivating Staff 

Understand the process by which small businesses recruit staff 

Appreciate that attitude as well as skill is an important factor in recruiting staff in small businesses 

Appreciate that there is a number of laws that small businesses have to adhere to in relation to 

employees 

1.5 Understanding the Economic Context 

- Demand and Supply 

Understand that prices in commodity markets are determined by the balance between supply and 

demand. 

Appreciate the difference between commodity markets and normal markets 

Understand the effect on small firms of price changes in raw materials and energy costs 

- The Impact of Interest Rates 

Understand how changing interest rates affect small firms that tend to rely on overdrafts and loans 

for finance 

Appreciate the impact of changing interest rates on consumer spending. 

- The Impact of Changes in Exchange Rates 

Explain the concept of exchange rates 

Explain how changes in £/$ or £/€ exchange rate affect the small firms that trade abroad or face 

competition from abroad.  



Appreciate the impact of changing exchange rates on the price of imported and exported goods.  

Understand how to calculate exchange rates on product prices.  

- The Impact of the Business Cycle 

Understand that economic activity tends to rise and fall 

Appreciate that changes in the level of economic activity can have serious effects on small 

businesses.   

- Business Decisions and Stakeholders 

Understand that stakeholders are those groups or individuals with an interest in a business.  

Recognise that business decisions have different effects on different stakeholders 

Appreciate the problems a business may face in meeting the demands of all stakeholders.  

 

Unit 2 Topics  

3.1 Marketing 

- Marketing  

Understand the meaning of the term ‘marketing’ 

Understand how to collect and interpret quantitative and qualitative research data to help decide on 

issues such as the appropriate marketing mix.  

- Product Trial and Repeat Purchase 

Understand the concept of breaking down sales into product trial and repeat purchase.  

Understand how to maximise repeat purchase through customer loyalty.  

- Product Life Cycle 

Understand the four phases of the product life cycle.  

Appreciate what is meant by an extension strategy. 

Understand the link between cash flow and the product life cycle. 

Understand product portfolio analysis using the Boston Matrix.  

- Branding and Differentiation 

Appreciate the importance of brands as an aid to product trial and repeat purchase. 

Understand the need to differentiate a good/service from others, given the level of competition. 

- Building a Successful Marketing Mix 

Understand the importance of managing a brand through the key variables that make up the 

marketing mix: product, price, promotion and place.  

3.2 Meeting Customer Needs 



- Design and research development 

Appreciate design as a key approach to product differentiation. 

Appreciate the design mix. 

Understand the need for scientific research to provide the basis for development. 

- Managing Stock 

Interpret bar gate stock graphs to see how stock control should work in theory. 

Understand the need for the use of Just in Time stock control.  

Appreciate the advantages and drawbacks of different stock control methods.  

- Quality 

Understand the nature of quality control and compare this to a culture of quality assurance.  

- Cost-effective operations and competitiveness 

Understand that improving productivity is likely to lead to lower costs.  

Appreciate that managers must keep costs down to ensure cost-effective operations. 

Appreciate that lower costs allows for more competitive prices.  

- Effective Customer Services 

Understand the meaning of the term ‘customer service’. 

Understand that effective customer service means providing customers with the service level they 

want, when they want it. 

Appreciate the link between effective customer service and repeat purchase levels.  

Understand the disadvantages to a business of a poor customer service.   

- Meeting Consumer protection laws 

Appreciate the purpose of Trade Descriptions and Sale of Goods legislation. 

Understand the effects of this legislation on business.  

3.3 Effective Financial Management 

- How to improve cash flow 

Understand key aspects of financial management such as how to establish more favourable credit 

terms with customers and suppliers and the practice of de-stocking.  

Understand how to analyse the difference between increasing cash inflows and reducing cash 

outflows. 

- How to Improve Profit 

Understand how cutting costs and increasing revenues can improve profit. 

Appreciate the impact of price changes on profit. 



- Break-even Charts and Break-even analysis 

Understand the principle of break-even 

Appreciate how to draw and interpret break-even charts. 

Understand how to calculate the break-even point and the margin of safety.  

Appreciate how changes to price and costs affect the break-even point. 

Appreciate the value to the business of using break-even analysis.  

- Financing Growth 

Understand how to finance a business from internal sources (profi , asset sales). 

Understand how to finance a business from external sources (share capital, debt), including stock 

market flotation.  

3.4 Effective People Management 

- Organisational Structure  

Appreciate that businesses tend to be organised through a particular structure. 

Understand the importance of divisional structure within a business. 

Understand levels of hierarchy and chains of command within a business context. 

Compare centralised versus decentralised systems.  

- Motivation Theory 

Understand the meaning of the term ‘motivation’. 

Understand the significance of motivation in the workplace with specific focus on Maslow’s Hierarchy 

of Needs and its potential in organisations.  

Appreciate that motivation can also come from within. 

- Communication  

Understand the meaning of communication.    

Appreciate the impact of insufficient or excessive communication on efficiency.  

Appreciate the impact of poor communication on staff and the motivation of staff. 

Understand the barriers to effective communication.  

- Remuneration 

Understand the impact on staff of various payment strategies, including time, piece rate, 

commission; full-time salary versus freelance or temporary work; fringe benefits.  

Understand the impact on business of different payment systems. 

3.5 The Wider World Affecting Business 

- Ethics in Business 



Appreciate the meaning of the term ‘ethics’ in business. 

Understand the complexity of moral issues affecting organisations. 

Understand the possible trade-offs between ethics and profit. 

Appreciate the importance of the potential effects of a pressure group activity.  

- Environmental Issues 

Understand how business activity affects the environment. 

Appreciate the importance of short-term environmental effects, such as the impact on traffic 

congestion, air, noise, smell and water pollution and recycling. 

- Economic Issues Affecting International Trade 

Appreciate the extremes of income distribution internationally. 

Understand the effect of import protection and export subsidy on businesses.  

- The Impact of government and the EU on business 

Understand the impact of regulation and taxation on businesses.  

Appreciate the benefits and drawbacks of minimum wages, maternity and paternity rights and 

health and safety regulations on stakeholders and businesses.  

 

  

 

    

        


