
Enterprise and Marketing Learning Journey
FURTHER 

EDUCATION
A Level Business 

Studies 

A Level Accounting 

Level 3 LiBF Financial 
Education

BTEC Level 3 
Enterprise and 

Entrepreneurship

BTEC Level Business

Apprenticeships

CAREERS
Business 

Administration

Marketing

Sales 

Retail

Management 

Accounting 

Banking

Self-employment

WIDER 
READING
www.bbc.co.uk

wwww.thebigfig.co.uk

www.british
chambers.org.uk

www.fsb.org.uk

www.gov.uk/browse/
business

www.micromentor.org 

www.moneysaving
expert.com

https://smallbusiness.
co.uk

www.socialenterprise.
org.uk

www.which.co.uk

Training Employment
Further 

Education

FUTURE

Year
10

Year
11

Characteristics of
successful 

entrepreneurs

Appropriate primary 
and secondary market 

research methods

Potential rewards 
for risk taking

Sampling 
methods

Market 
research tools 

Review of 
market research

Market 
segmentation 

Identify potential customers and 
build a customer profile based 

on market research findings

The marketing mix 
elements for a good/service 

How the elements of the 
marketing mix work together

Create a design mix 
for a new product 

Product designs 
for a new project

Review designs for 
a product proposal 

Reviewing designs for
 a product proposal

Finalising designs 
after feedback 

Costs of producing 
the product

Revenue generated 
by sales 

Profit/loss

Calculate costs, revenue, 
break-even and profit relating 

to a business proposal 

Pricing 
strategies

Review the likely financial 
viability of a business proposal

Risks and challenges when 
launching a new product 

How the impact of risks and 
challenges can be minimised

/overcome

Develop a Brand for 
a product proposal  

Create appropriate (digital and 
non-digital) promotional material 

for a business proposal

Produce and Deliver 
a professional pitch   

Objectives of a 
promotional campaign

Timeframe for a 
promotional campaign   

Research into strengths,
weaknesses and USP of competitors 

Analysis of 
opportunities and threats   

Review the strengths, 
weaknesses and USP
of the product design

Review and reflect of
business pitch and business

proposal  

Characteristics of 
successful entrepreneurs 

Potential rewards and
drawbacks of risk taking  

The purpose of
market research 

Primary and 
secondary research

methods  

Types of quantitative
and qualitative data 

Types of benefits 
of market segmentation  

Costs of producing
the product 

Revenue generated by
sales of the product

Profit/loss

Break even

Importance 
of cash

The marketing mix and
how the elements work

together

Types of
advertising

Sales promotion

Public relations

How to sell products to
the consumer - physical

and digital

The product life cycle 
and extension strategies

Factors to consider when 
pricing a product to attract

and retain customers

Types of pricing strategies 
and their appropriateness

Appropriate forms of
business ownership

Source of capital for
business start ups and 

expansion

Support for 
enterprise


