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What does this qualification cover?

 The content of this qualification has been developed in consultation with academics to 
ensure that it supports progression to higher education. 

 The learning programme covers the following content areas:

 • business environments 

 • finance 

 • marketing 

 The optional units have been designed to support choices in progression to business 
courses in higher education and to link with relevant occupational areas: 

 • human resources 

 • accounting 

 • marketing 

 • law





We compare TESCO 

with a CHARITY – 

Hertfordshire Zoo



Your exam: 

You will receive a Case Study 

about a Business and a 

Research Pach related to it.

You will need to develop a 

report creating your 

Marketing Campaign.



Your exam: 

Questions about Personal 

and Business Finance.

Some are relatated to short 

case studies (real-life 

scenarios)



As part of your assessment you 

will perform a role-play in which 

you will play both the role of an 

INTERVIEWER and an 

INTERVIEWEE. 

Then, the feedback you will 

receive from your teachers and 

peers will allow you to evaluate 

your performance in both roles 

and create a SWOT analysis and 

create your Development Plan



Bridge the Gap

Learning Objectives:

Unit 2 – Developing a Marketing 

Campaign

In this lesson, you will learn 

 What is MARKETING

 Market Size, Structure and Share

 Market Segmentation

 The 7th Ps of the Marketing Mix



Marketing

 WHAT IS IT?

 WHAT IS IT FOR?



Misconception: 

Marketing it’s not just 

ADVERTISING/PROMOTION



Marketing – purposes

 Recognising demand

 Identifying a gap in the market

 Forecasting market trends

 Understanding customers’ 
wants and needs

 Primary and secondary 
market research

 Anticipating demand

 Forecasting sales

 Identifying trends

 Primary and secondary 
market research 

 Stimulating demand

 Informing existing and 
potential customers about 
the products

 Generating interest

 Developing brand 
recognition

 Satisfying demand

 Meeting customer needs

 Developing new products

 Changes to the marketing 
mix

It’s about doing appropriate RESEARCH to be able to





Purpose of Market Research

 To identify size, structure and trends in the market

 To identify target markets

 To identify competition



Market research to identify……

Market size

 This is the total value or 

volume of sales in the 

market.  It can be 

measured in money 

terms e.g. £20 million 

or by the amount sold 

e.g. 1 million cars

 Calculated as: Number of 

units sold x price 

Market share

 This is the 

characteristics of the 

market e.g. local, 

national or global, B2B 

or B2C, luxury or 

necessity, mass or niche 

and also the nature of 

the demographics

 This is the proportion 

of total market sales 

that a firm has

 Calculated as: Sales of 

one firm/Total market 

sales x 100 

Structure



Market research to identify

 Target Market

❖ Market segmentation occurs when the market is split into subgroups of consumers 

with similar characteristics

❖ This helps to identify different types of consumer and different wants and needs

❖ Segmentation methods include:

❖ Demographic (Age, Gender, Level of education, Race, Religion, Family size, Stage in life)

❖ Geographic (Tastes and traditions vary between countries – Infrastructures)

❖ Income (level of income and profession)

 Behavioural (identifies patterns and trends for Reasons for making purchases e.g. needs, 

emotional, rewards - Frequency of purchase e.g. heavy user or light user - Time of purchase 

e.g. seasonal, weekly, late at night - Brand loyalty - Method of purchase e.g. online - Triggers 

e.g. response to digital marketing



Market research to identify 

Competitors

 Competition is other businesses that operate in the same or a 

similar market

Understanding the actions of competitors will help a 

business maintain a competitive advantage

 For example, bringing out new products to stay ahead of 

the competition or using price matching

 Businesses will want to be proactive in their marketing rather 

than reactive



PRIMARY RESEARCH 

Vs      SECONDARY RESEARCH





1st task

 Read the 

case study 

and 

complete:

 Market size

 Structure

 Share

 Trends

 Target 

Market



External Influences



2nd task

 Do some 

research 

online and 

complete:

 External 

influences



What are aims and objectives in business?

 What are aims and objectives in business? - Business aims and 
objectives - Edexcel - GCSE Business Revision - Edexcel - BBC 
Bitesize

https://www.bbc.co.uk/bitesize/guides/zkhby9q/revision/1
https://www.bbc.co.uk/bitesize/guides/zkhby9q/revision/1
https://www.bbc.co.uk/bitesize/guides/zkhby9q/revision/1
https://www.bbc.co.uk/bitesize/guides/zkhby9q/revision/1
https://www.bbc.co.uk/bitesize/guides/zkhby9q/revision/1
https://www.bbc.co.uk/bitesize/guides/zkhby9q/revision/1
https://www.bbc.co.uk/bitesize/guides/zkhby9q/revision/1
https://www.bbc.co.uk/bitesize/guides/zkhby9q/revision/1
https://www.bbc.co.uk/bitesize/guides/zkhby9q/revision/1
https://www.bbc.co.uk/bitesize/guides/zkhby9q/revision/1
https://www.bbc.co.uk/bitesize/guides/zkhby9q/revision/1
https://www.bbc.co.uk/bitesize/guides/zkhby9q/revision/1
https://www.bbc.co.uk/bitesize/guides/zkhby9q/revision/1
https://www.bbc.co.uk/bitesize/guides/zkhby9q/revision/1






Read the case study and 

complete the questions during 

the Summer and I will read your 

work in September.



Have a good Summer 

Dr R. Adamo



 Politics: Consider the support the United Kingdom’s government offers by continuedly urging the public to 
boost their physical exercise because of the benefits from both physical and mental wellness.

 Economics: Consider the UK Economical situation:

 GDP - Interest Rate - unemployment rate and Disposable Income to spend on luxury services.

 Social: Consider the social trend of people caring more and more about physical and mental health.

 Technology: Consider the advancement in technology that this new fitness business can use in their services 
and to promote.

 Environment: Consider what the business can do to be environmentally friendly and gain a positive 
reputation in the market.

 Law: Consider the H&S regulations the gym needs to follow and other regulations.



20



Why are BTECs so successful?

BTECs embody a fundamentally learner-centred approach 

to the curriculum, with a flexible, unit-based structure and 

knowledge applied in project-based assessments:

Means that:

 some of the Assignments and Units are assessed by the 

teacher to meet local needs,

 while others are set and marked by Pearson. 



What next …

with my BTEC Level 3 Extended Certificate in Business? 

 The course focus on the holistic development of the practical, 
interpersonal and thinking skills required to be able to SUCCEED IN:

 EMPLOYMENT and HIGHER EDUCATION (such as University). 

 EMPLOYERS are looking to recruit young people that have already a 
thorough grounding in the latest industry requirements and work-ready 
skills such as teamwork. 

 HIGHER EDUCATION needs students who have experience of research, 
extended writing and meeting deadlines. 



Opportunities

 BTEC Nationals are widely recognised by INDUSTRY and HIGHER EDUCATION as 

the signature vocational qualification at Level 3. 

 They provide CAREER PROGRESSION to the workplace either directly or via 

study at a higher level. 

 Proof comes from YouGov research, which shows that 62% of large companies 

have recruited employees with BTEC qualifications. 

 What’s more, well over 100,000 BTEC students apply to UK universities 

every year and their BTEC Nationals are accepted by over 150 UK 

universities and higher education institutes for relevant degree programmes 

either on their own or in combination with A Levels 



How does the qualification provide employability skills and 

transferable knowledge and skills for higher education?

 Employability skills:

 cognitive and problem-solving skills: use critical thinking, approach non-routine 

problems applying expert and creative solutions, use systems and technology 

 interpersonal skills: communicating, working collaboratively, negotiating and 

influencing 

 intrapersonal skills: self-management, adaptability and resilience, self-monitoring 

and development, self-presentation 



How does the qualification provide employability skills and 

transferable knowledge and skills for higher education?

Transferable knowledge and skills that prepare learners for progression to university 

 • the ability to learn independently 

 • the ability to research actively and methodically 

 • being able to give presentations and being active group members. 

 • effective writing 

 • analytical skills 

 • creative development preparation for assessment methods used in degrees
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