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This is the plan for the taught curriculum during achievement period: Term 1 (Sept – Dec) 
	Brief summary of the topic/work being covered during this period	

	· The Cambridge National in Enterprise and Marketing gives students the practical skills and applied knowledge they will need in business. 
· Practical elements build on theoretical knowledge so that students can put their learning into practice while also developing valuable transferable skills.
· Learners begin to understand the importance of customers, the need to listen to them and the need to make products to suit their needs. Learners begin to look at key skills needed to run a business and to develop a product.

	Prior knowledge needed for this unit/topic from previous teaching

	· No real prior knowledge necessary within the first few lessons of term one as for many students this is the very first business/enterprise lesson students will have had (unless studied in year 9).  
· Students should have a basic understanding of key terminology such as: Enterprise, Entrepreneur, Profit, brand and what it means to reflect, analyse and evaluate.
· Students will have an awareness of the “big brands” in preparation for the branding section.

	Rationale for students studying this unit/topic 

	Rationale for studying this topic and timing:
The Cambridge National in Enterprise and Marketing gives students the practical skills and applied knowledge they will need in business. Practical elements build on theoretical knowledge so that students can put their learning into practice while also developing valuable transferable skills. In term 1 students are introduced to R064 – An externally examined unit that is worth 50% of a learners’ final grade. Therefore it is essential to start with this unit (and logically LO1) in order to prepare students fully for their first external exam in the summer.

	Key concepts/ideas that are taught to students in this unit/topic, including any anticipated gaps in knowledge and plan to overcome these

	· Learners discover the ways in which businesses target their customers and find out their needs. Learners see the key financial calculations needed to run a small business and how business look at their products and adapt them to increase sales. 
· How business target consumers (Types, benefits) and collect customer feedback.
· How businesses monitor their performance or decide a product is viable (Calculating costs, revenues, profits and break-even).
· How businesses ensure products have a chance at being more successful (awareness of product lifecycles, introducing extension strategies, making the product stand out etc).
· [bookmark: _GoBack]All key terminology will be introduced at the beginning of each topic. Topics will be re-enforced by examples and relevant experiences etc. Variety of differentiated materials offered to support and bridge any gaps.
· RO64 (Examination) - L01, LO2, L03 (Links to RO65 - 25% Coursework Task 1, Task 2, Task 3)

	New key terminology students will be taught during this topic/unit

	LO1: Entrepreneur, enterprise, market segmentation, consumer, customer, 
LO2:  revenue, profit, costs, Break even, break-even point.
LO3: Product lifecycle, extension strategy, differentiation, development.
**Full list of key terms provided in the R064 delivery guide (see pages – 5 to 7)**

	Plan for Assessment 

	Students will work through dedicated LOB booklet and formative feedback will be provided. Summative assessment will include past paper questions from previous RO64 papers  each LOB will be tested independently (LO1, LO2 and LO3 tests)
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