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	Unit R064 Enterprise and marketing concepts
In the first Unit R064 underpins the wider learning in this qualification. Learners will develop essential knowledge and understanding of enterprise and marketing concepts, which can be applied to the other units within the qualification. Through the first topic learners will understand the main activities that will need to happen to support a start-up business, and what the key factors are to consider when starting up a business.

	Topic 

	Learning Outcome 1: Understand how to target a market 

	Learning Outcome 2: Understand what makes a product or service financially viable
	Learning Outcome 3: Understand product development
	Learning Outcome 4: Understand how to attract and retain customer
	Learning Outcome 5: Understand factors for consideration when starting up a business
	Learning Outcome 6 Understand different functional activities needed to support a business start-up

	Critical Prior Knowledge
	Knowledge of family and/or friends small businesses; Interest in the consumer society and how enterprise and marketing can create business success.
	Knowledge from LO1 plus mathematical skills and application of knowledge.
	Knowledge from LO1 and LO2; and awareness of product examples that have been adapted / upgraded over time.

	Knowledge from LO1, LO2 and LO3; and an awareness of product pricing, advertising and sales promotions.

	Knowledge from LO1, LO2, LO3 and LO4

	Knowledge from LO1, LO2, LO3, LO4 and LO5.


	Overall Intent
(Big ideas and key concepts)

	What is a customer?
What are the differences between products/services.
What are the differing needs of a customer in terms of products / services?
How is market segmentation used by business to ‘target’ customers? And what are the benefits to a business?
What is market research and the purpose of it? And how they are used for different business purposes?

	What factors affect the viability of products or services? 
What are the main costs of producing products and services?
How can financial information including revenue, break-even and profit levels inform decision making?
	What is the product life cycle and what are extension strategies?
What is the importance of creating product differentiation; and how can this be achieved?
What impact do external factors have on product development?
	How do businesses decide how to price a product to attract/retain customers?
What are and what can be the impact of different advertising methods and sales promotional activities?
How do businesses select the most appropriate method of sales promotion?

	What are the most appropriate forms of ownership for business start-ups? What are the advantages and disadvantages?
What are the possible source(s) of capital for business start-ups?
How important is it to have a business plan?
	What is the purpose of each of the main functional activities that may be needed in a new business?
What are the main activities of each functional areas of HR; Marketing; Operations; Finance?


	Essential
Knowledge milestones 
(What students must master)
	1.1 The need for customer segmentation.
1.2 Types of market segmentation.
1.3 The benefits of market segmentation.
1.4 The purpose of market research
1.5 Primary (field) market research methods (physical or digital) and their benefits
1.6 Secondary (desk) market research sources and their benefits
1.7 The types of customer feedback techniques available to business start-ups.
	2.1 Cost of producing the product or service.
2.2 Revenue generated by sales of the product or service.
2.3 Use of break-even as an aid to decision making
2.4 Profit level

	3.1 The product lifecycle
3.2 Extension strategies for products in the product lifecycle and the appropriateness of each
3.3 How to create product differentiation
3.4 The impact of external factors on product development

	4.1 Factors to consider when pricing a product to attract and retain customers
4.2 Types of pricing strategies and the appropriateness of each
4.3 Types of advertising methods used to attract and retain customers and the appropriateness of each
4.4 Sales promotion techniques used to attract and retain customers and the appropriateness of each
4.5 How customer service is used to attract and retain customers
	5.1 Appropriate forms of ownership for business start-ups
5.2 Source(s) of capital for business start-ups,
5.3 The importance of a business plan

	6.1 The purpose of each of the main functional activities that may be needed in a new business
6.2 The main activities of each functional area, including:
· HR
· Marketing
· Operations
· Finance


	Cultural Capital



	Appropriate episodes / Tasks from ‘The Apprentice’ demonstrate this well – particularly when you do not listen to feedback!
BBC One - The Apprentice

As with pitches from Dragons Den - BBC One - Dragons' Den

Dragon's Hysterical After Hearing Wendy's Market Research | Dragons' Den - YouTube

Reggae Reggae Sauce Catchup Pt 2. - YouTube

How I Started The UK's Fastest Growing Company: My Gymshark Story | Ben Francis - YouTube
 
Duncan Bannatyne's Top 10 Rules For Success (@DuncanBannatyne) - YouTube

	Appropriate episodes / Tasks from ‘The Apprentice’ demonstrate this well – particularly when you do not listen to feedback!
BBC One - The Apprentice

As with pitches from Dragons Den - BBC One - Dragons' Den

Understanding profit and loss | Business Studies - Music, Mud and Making Money - YouTube
	Appropriate episodes / Tasks from ‘The Apprentice’ demonstrate this well – particularly when you do not listen to feedback!
BBC One - The Apprentice

As with pitches from Dragons Den - BBC One - Dragons' Den

Episodes of ‘Inside the Factory - BBC Two - Inside the Factory
	Appropriate episodes / Tasks from ‘The Apprentice’ demonstrate this well – particularly when you do not listen to feedback!
BBC One - The Apprentice

As with pitches from Dragons Den - BBC One - Dragons' Den

Episodes of ‘Inside the Factory - BBC Two - Inside the Factory

	Appropriate episodes / Tasks from ‘The Apprentice’ demonstrate this well – particularly when you do not listen to feedback!
BBC One - The Apprentice

As with pitches from Dragons Den - BBC One - Dragons' Den

What’s it like being a sole trader? | Business Studies - Music, Mud and Making Money - YouTube

What is a franchise? | Business Studies - Music, Mud and Making Money - YouTube
 
Different types of companies – LTDs and PLCs | Business Studies - Music, Mud and Making Money - YouTube

	Appropriate episodes / Tasks from ‘The Apprentice’ demonstrate this well – particularly when you do not listen to feedback!
BBC One - The Apprentice

As with pitches from Dragons Den - BBC One - Dragons' Den

Episodes of ‘Inside the Factory - BBC Two - Inside the Factory


	Mode of Retrieval 
	Use of MCQ tests x1 referenced to Knowledge Organisers and introduction Exam Questions
	Use of MCQ tests x1 referenced to Knowledge Organisers and development of Exam Questions.

1x reduced size formal exam paper LO1 & 2

	Use of MCQ tests x1 referenced to Knowledge Organisers and development of Exam Questions


	Use of MCQ tests x1 referenced to Knowledge Organisers and development of Exam Questions.

1x reduced size formal exam paper LO1, 2, 3 & 4



	Use of MCQ tests x1 referenced to Knowledge Organisers and development of Exam Questions

	Use of MCQ tests x1 referenced to Knowledge Organisers and development of Exam Questions

1x reduced size formal exam paper LO1 - LO6


	ECC Student Characteristics
	Enterprising and thoughtful. Open to the feedback and comments from others. Willingness to adapt and see other perspectives.
	Analytical / logical – making evidenced based decisions.
	Developmental and creative thinkers.
Thinking from perspective of business owner.
	Analytical / logical – making evidenced based decisions.
Willingness to adapt and see other perspectives I.e. customer vs business
	Analytical / logical – making evidenced based decisions.
Short term vs long term thinking and planning.

	Considerate. Appreciating roles and skill sets that employees would require for each aspect of business function.

	Connection to future learning
(When is this developed / revisited)?


	The first topic R064 underpins the wider learning in this qualification. Learners will develop essential knowledge and understanding of enterprise and marketing concepts, which can be applied to the other units within the qualification. Through the first topic learners will understand the main activities that will need to happen to support a start-up business, and what the key factors are to consider when starting up a business. 

In the second topic RO65, learners will develop the skills to design a business proposal to meet a specific business challenge. They will identify a customer profile for a specific product, complete market research to generate product design ideas, and use financial calculations to propose a pricing strategy and determine the viability of their product proposal. The knowledge and skills developed by completing this unit will assist learners in the third topic of this qualification. 

In the third topic RO66, learners will develop the skills to create a brand identity and promotional plan for their specific business product proposal developed in the second topic. They will develop pitching skills in order to pitch their business proposal to an external audience. Finally, they will review their pitching skills and business proposal using their learning, self-assessment and feedback gathered. The knowledge and skills developed by completing this topic will be transferable to further, related learning in areas such as enterprise, marketing or business.

First topic RO64, with reinforcement of knowledge through RO



