
Subject Curriculum Map: BTEC Business Year Group: 12

Term Autumn 1 Autumn 2 Spring 1 Spring 2 Summer 1 Summer 2

Topic
Unit 1: Exploring Business
Unit 3: Personal and Business 
finance

Unit 1: Exploring Business
Unit 3: Personal and 
Business finance

Unit 2: Developing a marketing campaign
Unit 8: Recruitment and selection process

Unit 2: Developing a marketing campaign
Unit 8: Recruitment and selection process

Unit 4: Managing an event 

Unit 6: Principles of 
management 

Unit 4:Managing an Event

Unit 6: Principles of 
management  

Big Question

U1: Explore the feature of different 
businesses and investigate how 
businesses are organised 

U3:What is personal finance and 
how does it impact me and what 
does the world of personal finance 
have to offer?

U3: what does finance mean for 
businesses?

U1:examine the environment in 
which businesses operate and 
investigate the role and 
contribution of innovation and 
enterprise to business success 

U3: What accounting documents 
do businesses use and why?

U2: What is marketing and why  and how is market 
research conducted? What factors will influence the 
marketing of a business 
U2: How and why should a business set marketing 
objectives?

U8: Examine how recruitment and selection 
contribute to business success

U2: Creating an appropriate extended marketing mix

U8: Undertake a recruitment activity to demonstrate the processes leading to a 
successful job offer. Reflect on the recruitment and selection process and your 
individual performance.

U6: Can managers and 
leaders be one and the same 
thing?

U4: Exploring the role and 
skills of the event organiser. 
Investigate the feasibility of 
an event.

U6:How can the HR 
function support the 
strategic goals of a 
business?

U4: Exploring the role and 
skills of the event organiser. 
Investigate the feasibility of 
an event.

Content

Unit 1
• Features of businesses. 

• Stakeholders and their 

influence

• Effective business 

communications

• Structure and organisation 

• Aims and objectives 
• External environment
• Internal environment
• Competitive environment
• Situational analysis

Unit 3
• Understand the importance 

of managing personal 

finance
• Different ways to pay
• Current accounts
• Managing personal finance
• Features of financial 

institutions
• Communicating with customers
• Consumer protection in 

relation to personal finance
• Information guidance and 

advice

Unit 1
• External environment
• Internal environment
• Competitive environment
• Situational analysis
• Different market structures
• Relationship between 

demand, supply and price
• Pricing and output decisions
• Role of innovation and 

enterprise
• Benefits and risks associated 

with innovation

Unit 3
• Purpose of accounting
• Types of income
• Types of expenditure
• Sources of finance
• Cash flow forecasts
• Break-even analysis
• Statement of 

comprehensive income
• Statement of financial 

position
• Measuring profitability
• Measuring liquidity
• Measuring efficiency
• Limitations of ratios

Unit 2
• Principles and purposes of marketing

• AO2 - Marketing aims and objectives
• Selection of appropriate aims and objectives
• SMART Objectives
• AO3 – Market Research and Analysis
• Market research methods and use: primary, 

secondary, validity, reliability etc, quantitative 
and qualitative data

• Market segmentation
• Use of research to identify the target market and 

needs and wants of customers
• Types of market: mass and niche
• AO4 – Justification 

• Situational analysis: SWOT and PESTLE
• External influences
• Internal influences

Unit 8
• The component parts and sequence of the 

recruitment process.
• How does a good recruitment process contribute 

to the success of a business?
• Legal and ethical implications in recruitment 

and selection process.

• Being able to describe, analyse and 

evaluate the recruitment process of a large 

organisation.

• How do we prepare for an interview as a 

candidate?

• How do we prepare for interview as an 

employer?

• Creating successful application documents
• Creating successful recruitment documents

Unit 2
• AO5 – Marketing Mix 
• Product life cycle
• Marketing mix: product development, pricing strategies
• Content of the marketing message
• Marketing mix: place, people, physical environment, process
• Promotion
• Selection of appropriate media
• Selection of an appropriate marketing mix
• AO6 - Budget
• Allocation of the campaign budget
• AO 7 - Timescale
• Timeline for the campaign
• Gantt Chart 

Unit 8

• SWOT analysis of the interview process.
• Creating a Personal Development Program
• Giving peer feedback post recruitment interview.
• Undertaking mock recruitment interviews as interviewer and interviewee.
• How to actively listen and be aware of the importance of body language.
• Compiling a portfolio of evidence for submission comprising various 

recruitment and selection documentation.
• Reflecting on the Recruitment and Selection process in this module and 

suggesting possible improvements and how the experiences in this unit will 
help pupils be more interview-ready in the future.

Unit 6
• Definitions of 

management and 

leadership
• Functions of 

management and 
leadership

• Business culture
• Management and 

leadership styles
• Management and 

leadership

Unit 4
• Different tasks needed 

to be completed by an 
event organiser

• Different skills needed 
by an effective event 
organiser

• Common formats for 
skills audit collection

Unit 6
• Human resources (HR)
• Human resource 

planning

Unit 4
• Different tasks needed 

to be completed by an 
event organiser

• Different skills needed 
by an effective event 
organiser

• Common formats for 
skills audit collection

Unit 1: Assignment 1: Learning Aims A and B, Assignment 2: Learning Aims C and D, Assignment 3: Learning Aim E
Unit 2: Practice Assessment 1, Practice Assessment 2, Practice Assessment 3, Practice Assessment 4, External Assessment – May yr12



Subject Curriculum 
Map:

BTEC Business Year Group: 13

Term Autumn 1 Autumn 2 Spring 1 Spring 2 Summer 1 Summer 2

Topic

Unit 5: International Business 
Unit 6: Principles of management
Unit 14: Investigating Customer 
Service

Unit 4: Managing an event
Unit 6: Principles of management
Unit 14: Investigating Customer Service

Unit 5: International business
Unit 14: Investigating customer service

Unit 5: International business
Unit 14: Investigating Customer 
Service 

Unit 5: International business
Unit 2/3/6 – Resits 

Big Question

U5: Why do businesses trade 
internationally
U6: Can managers and leaders be 
one and the same thing?

U14: why is it important to provide 
excellent customer service? 

U4: Plan and manage an event and 
reflect on its success..
U4: Reflect on the success of the event.
U6:How can the HR function support the 
strategic goals of a business?

U14: why is it important to provide 
excellent customer service? 

U4: Reflect on the success of the 
event.
U14: What is the right thing to do?

U5: What are the external factors such 
as cultural that influence international 
businesses and how can these be 
managed?
U14: what is the right thing to do? 

U5: What are the strategies and 
operational approaches to developing 
international trade?

Content

Unit 5
• Reasons for international trade 

explained such as economies of 
scale

• Impact of globalisation
• Finance for trading 

internationally
• An analysis of support available 

for international trade
• Role of trade blocs
• An analysis of trade barriers on 

businesses
• Business support systems such 

as the internet payment systems
• Evaluation of the impact of 

globalisation over the last 
decade

Unit 6
• Motivation in the workplace
• Techniques to meet skills 

requirements
• Training and development

• Performance appraisal
• Change Management

Unit 14
• Different approaches to 

customer service delivery 
• Expectations and satisfaction 

of customers

Unit 4
• Different types of event and factors 

affecting success
• Feasibility measure and critical 

success factors
• Event planning and use of planning 

tools
• Factors to be considered including 

budgets, resources and contingency 
planning

• Management of the event
• Problem solving

Unit 6
• Quality standards

• Developing a quality culture
• The techniques and tools of 

quality management
• The importance and benefits of 

quality management

Unit 14
• Relevant and current legislation 

and regulations
• Make improves to current 

customer service provisions 

Unit 4
• Justify how own contribution has 

contributed to the successful 

outcome of the event 

• Analyse the planning and 

running of the event.

• Demonstrate effective and safe 

event-management skills when 

organising and staging an 

event.

• Review the success of the event 

in meeting aims and objectives, 

achieving targets and receiving 

good feedback from 

stakeholders.

Unit 14 
• Demonstrate communication 

and interpersonal skills to meet 

customer needs 

• Review own customer service 

skills 

Unit 5
• SWOT and PESTLE analysis 

carried out on two countries
• A justified recommendation of 

which country a business should 
expand into

Unit 5
• Strategies for operating 

internationally including joint 
ventures, partnerships, agencies 
etc.

• Factors to consider when choosing 
operational activities

Unit 14 
• Demonstrate communication 

and interpersonal skills to meet 

customer needs 

• Review own customer service 

skills 

• Create a development plan for 

customer service skills 

Unit 5
• Strategies for operating 

internationally including joint 
ventures, partnerships, agencies 
etc.

• Factors to consider when choosing 
operational activities


