
Year 9 Half Term 1 Business Unit 1

Glossary:

Enterprise 
Starting a 
business 
/charity/social 
enterprise of 
your own. 
Marketing mix
The factors that 
are combined 
and used by a 
business to 
persuade 
customers to 
buy a product. 
There are four 
factors, 
product, price, 
promotion and 
place, known as 
the 4 Ps.
Product 
Targeting 
customers with 
a product that 
has the right 
blend of 
functional and 
aesthetic 
benefits 
without being 
too expensive 
to produce.
Price 
Setting the 

price that 
retailers must 
pay, which in 
turn affects the 
consumer price. 
Place 
How and where 
the supplier is 
going to get the 
product or 
service to the 
consumer, it 
includes selling 
products to 
retailers and 
getting the 
products 
displayed in 
prominent 
positions. 
Promotion 
All the methods 
the business 
uses to 
persuade 
customers to 
buy for example 
branding, 
packaging, 
advertising to 
boost the long 
term image of 
the product and 

. 

Marketing mix
Marketing means understanding and communicating with 
customers so they buy a product.
The marketing mix is the factors that are combined and used 
by a business to persuade customers to buy a product. There 
are four factors, known as the 4 Ps.

Market 
Mix

Price

Promotion

Place

Product

An entrepreneur: 
Someone who creates a business, taking on financial risks with the aim

of making a profit from the business. An entrepreneur organises resources, makes 
business decisions, and takes risks
The role of business enterprise and the purpose of business activity:
• To produce goods or services. 
• To meet customer needs. 
• To add value: convenience, branding, quality, design, unique selling 

points. 

Why new business 
ideas come about?
-Changes in technology. 
- Changes in what 

consumers want.

How new ideas come 
about?
- Products and services 
becoming obsolete. -
Original ideas 
- Adapting existing 
products/services/ideas 

What is meant by added value?
Adding value is the difference between the price of the finished 
product/service and the cost of the inputs involved in making it. There 
are a number of ways of adding value:



Characteristics of Entrepreneurs:
- Personal organisation.
- Communication: written, oral, negotiating, interpersonal.
- Numeracy: general math skills, collecting/recording/analysing/ presenting data.
- ICT Skills: text/graphics manipulation, email & internet use
- Team player & innovative (new/different)
- Negotiation/leadership skills
- Motivating others & decision making
- Using initiative & adaptability
- Optimistic, creative & confident.

Reasons for Starting a Business:
- Interest/hobby- make money
- Self-satisfaction
- Want to be own boss & make own decisions
- Want to keep all the profits
- Need a job (if start a business employed) & can hopefully make profit
- Provide a service for others
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Youshouldunderstandwhat abusiness is andthereasons why 
businesses are set up. eg to produce goods, supply services, 
distributeproductsetc. Businesses should include social enterprises. 
You should understand the advantages and disadvantages of 
operatingasafranchisee,ratherthansettingupanindependent 
business.
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Glossary:

Profit: The 
difference 
between sales 
revenue and total 
costs. If the 
figure is positive, 
then the business 
has made a 
profit. 
Independence
being able to 
make your own 
decisions and be 
your own boss.
Risk: The 
possibility a 
company will 
have lower than
anticipated 
profits or 
experience a loss 
Reward: the 
money
that an 
entrepreneur or 
investor
receives when a 
business
succeeds. 
Quality: To a 
customer quality 
means getting 

what they want 
or perhaps better 
than expected. 
Businesses aim to 
delight their 
customers. 
Choice: Giving 
customers 
options and 
increasing the 
chance that the 
product will be 
perfect for the 
tastes/habits of 
one type of 
customer. 
Convenience: 
Making life easier 
for customers, 
perhaps by a 
great location 
(next to a bus 
stop) or a 
product that 
saves time in 
preparation or 
consumption. 
.

Risk is about chance. What is 
the chance that a particular 
outcome will occur? 
Risks are taken in the hope 
they will generate rewards 

Identifying and understanding customers
Identifying customers: Age, Gender, income, location, what they buy.

Understanding customers: Learning why customers do what they do, making it 
easier to see how to make a product that better suits them.
• If a business understands their customers, they can develop a product that they 

want to buy. As long as it is priced correctly, sold in the right place and marketed 
effectively, the business is likely to be successful.

• They are more likely to generate high volumes and sales and survive for a long 
period of time.

Added value is equivalent to the increase in value that a business creates by 
undertaking the production process. It is quite easy to think of some examples of 
how a production process can add value.

Adding value = the difference between the price of the finished product/service 
and the cost of the inputs involved in making it

businesses can add value by:

Building a brand – a reputation for quality, value etc that customers are 
prepared to pay for. Nike trainers sell for much more than Hi-tec, even though 
the production costs per pair are probably pretty similar!
Delivering excellent service – high quality, attentive personal service can make 
the difference between achieving a high price or a medium one
Product features and benefits – for example, additional functionality in different 
versions of software can enable a software seller to charge higher prices; 
different models of motor vehicles are designed to achieve the same effect.
Offering convenience – customers will often pay a little more for a product that 
they can have straightaway, or which saves them time.

The key benefits to a business 
of adding value include:

• Charging a higher price
• Creating a point of 

difference from the 
competition

• Protecting from competitors 
trying to steal customers by 
charging lower prices

• Focusing a business more 
closely on its target market 
segment
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Glossary:

Cash: ‘The 
money a firm 
holds in notes 
and coins and 
in its bank 
account.’ 
Cash Flow: 
‘The 
movement of 
money in and 
out of the 
business.’ 
Cash Flow 
forecast: 
‘Estimating the 
likely flows of 
cash over the 
coming 
months –
therefore 
showing the 
state of a 
business’s 
bank balance 
Net cash flow-
the difference 
between cash 
coming into 
the business 
and cash going 
out

Insolvency or 
bankruptcy
if a business 
runs out of 
cash and 
cannot pay its 
suppliers or 
workers it is 
insolvent

Cash Flow 
Cash flow is the money that flows into and out of the 
business on a day to day basis 

Money that flows INTO the business are known as CASH 
INFLOWS 
Money that flows OUT of the business are known as CASH 
OUTFLOWS 

Cash flow forecast
• Cash IN
• Cash OUT
• Net cash flow – the difference between cash in (inflows) 
and cash out (outflows). You want this to be in CREDIT
• Opening balance – a businesses cash position at the start 
of the month (Use last months closing balance)
• Closing balance – how much cash a business has left over 
at the end of the month. It is calculated by: net cash flow + 
opening balance. This figure then becomes the opening 
balance for next month

Profit is: The difference between the amount 
earned and the amount spent in buying, operating, 

or producing something.

Why is cash 
important?

Cash is 

Cash is like oxygen: we need 
it constantly in order to 
survive. On the other hand,
profit is like food: we can live 
without it for a short time.
Cash is needed;
• To buy stock
• Pay bills
• Pay employee salaries
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Glossary:
Unlimited 
liability:
If the business 
gets into debt, 
the owner of the 
business is liable. 
They will need to 
find the money 
to pay off these 
debts. This could 
mean they have 
to sell off their 
car or house to 
cover the debt.
Limited Liability:
If the business 
gets into debt, 
the shareholders 
are not required 
to pay these off. 
The shareholders 
only lose the 
money they 
originally 
invested

Location 
This is where the 
business is based 
e.g. high street, 
shopping centre, 

online. 
Fixed premises 
Buildings that 
have to be 
where they are 
(for example, the 
high street, e-
commerce 
buildings can be 
located 
anywhere. 
Proximity 
How near a 
business is to 
key factors that 
might influence 
their success. 
For example, 
suppliers and 
competitors. 

Factors influencing business location: Location is the place a business decides to operate from
A business needs to decide on the best location taking into account factors such as: 
Customers - is the location convenient for customers? 
Staff - are there sufficient numbers of local staff with the right skills willing to work at the right wage? 
Support services - are there services offering specialist advice, training and support? 

Cost - how much will the premises cost? Those situated in prime locations (such as city centres) are far 
more expensive to rent than edge-of-town premises
Competitors- Other similar business. are they close by or further away? 



Methods of Market Research

Primary: 
• Surveys 
• Questionnaires 
• Focus groups 
• Observations 
An advantage of primary 
research is that is can be 
designed so that it meets the 
business’s needs. However, a 
disadvantage is that is can take 
time to organise and can be 
costly.

Secondary:
• Internet 
• Market reports 
• Government reports 
An advantage of secondary 
research is that is often freely 
available. A disadvantage is 
that it can be fairly general and 
it might be old and therefore 
irrelevant

Year 9 Half Term 4: Business Unit 1

Glossary:

Qualitative 
data: In depth 
research into 
opinions and 
views. It can 
provide an 
insight into 
why 
consumers buy 
what they buy. 
(Detailed) 
Quantitative 
data: Factual 
research that 
is based on 
statistics and 
data. 
(Numerical)
Market 
research : 
gathering 
information 
about 
consumers' 
needs and 
preferences
Primary 
research: 
involves 
gathering new 

data that has 
not been 
collected 
before. For 
example, 
surveys using 
questionnaires 
or interviews, 
focus groups, 
trials
Secondary 
Research: 
involves 
gathering 
existing data 
that has 
already been 
produced. For 
example, 
researching 
the internet, 
newspapers, 
census data 
and company 
reports 
(internal data). 

Reliability and validity of market research data:
What is reliability?
Reliability refers to how consistently a method measures something. If the 
same result can be consistently achieved by using the same methods under 
the same circumstances, the measurement is considered reliable.
What is validity?
Validity refers to how accurately a method measures what it is intended to 
measure. If research has high validity, that means it produces results that 
correspond to real properties, characteristics, and variations in the physical 
or social world.

The purpose of market research: 
1. To identify and understand customer needs - what do they want? 
2. To identify gaps in the market – this allows them to identify which 
customer requirements are covered and which are not. 
3. To reduce the risk of spending a lot of money on developing a product that 
nobody wants 
4. To inform business decisions – by conducting market research a business 
can make informed business decisions that are more likely to be successful. 

Factual information is called 
quantitative data. Information 
collected about opinions and 
views is called qualitative data.

Social media has become an 
invaluable method of research. 
Many sites have short surveys 
with instant results visible on 
site.
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Glossary:
The 
Competition: 
companies 
operating in 
your market 
or market 
sector. 
Gap in the 
market: An 
area on a 
market map 
where few or 
no existing 
brands 
operate, 
implying a 
business 
opportunity 
to fill an 
unmet 
consumer 
need.
Market 
mapping:
measures 
where 
existing 

brands sit on 
a two factor 
grid. For 
example, 
high/low 
quality and 
high/low 
price.

Market mapping involves 
setting out the key features 
of a market on a diagram, 
then plotting where each 
brand fits in. 
Businesses use market 
mapping to identify gaps in 
the market or to show where 
a particular section of the 
market is overcrowded. 
They aim is to produce a 
product that fills the gap in 
the market. 
If they can do this 
successfully, there is more 
chance that the product will 
be successful

Market segment

Market Segmentation: 

Market segmentation 
means dividing customers 
within a market into 
smaller groups with 
common wants or needs. 
The business then 
creates/finds a product or 
service that fulfils those 
wants or needs. 

Segmentation methods: 
• Location: Are their regional differences in preference? E.g. Yorkshire tea in 
the North of England. 
• Income: Is their income high or low? What is their disposable income like? 
• Lifestyle: Are they vegetarian? What are their hobbies/sports? 
• Age: Which age bracket should you focus on? Under 18’s? Over 50’s? 
• Other demographic factors: Gender, race religion? 

The chocolate market
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Glossary
Digital 
Communicatio
n : messaging 
using the 
internet.
Online 
payment 
systems:
Methods of 
paying 
electronically 
such as PayPal. 
E-commerce:
Doing business 
online instead 
of using a 
physical space 
to sell from.

Legislation: 

Laws passed 
by acts of 

parliament; 
Recruitment: 
Searching for 
suitable 
employees and 
helping them 

to apply for 
jobs
Discrimination
: Treating 
someone 
differently 
because of 
their race, sex, 
religion, sexual 
orientation, 
age, or 
disability is 
illegal.
Consumer law: 
Acts of 
parliament that 
are intended to 
protect 
consumers from 
misleading or 
dangerous 
practices by 
companies. 

E-commerce-
This might be done through a PC/laptop via a website or more commonly through a smartphone via an app. 
This mobile form of e-commerce is called m-commerce. 

Principles of employment law: Parliament passes laws to protect employees from being exploited at work. 
Recruitment: The main law involved in recruiting new staff is the Equality Act 2010. This brought together many 
other acts of parliament focused on preventing discrimination. 
Pay: Equal Pay Act 1970. Prevent pay differences between different groups of people e.g. men and women, age, 
race. 
Discrimination: Prevent issues with regards to recruitment, promotion, men, women, race, religion. 
Health and Safety: Health and safety at work act 1974. Employers must protect the 'health, safety and welfare' 
at work of all their employees, as well as others on their premises, including temps, casual workers, the self-
employed, clients, visitors and the general public. 

Principles of consumer law: 
There are two especially important pieces of consumer protection legislation: 
Consumer Rights Act 2015: 
This act states that: 
• Goods must be fit for the purpose
• The buyer has their right to get their money back or could have it repaired at the seller’s expense 
• The person responsible for correcting any problems is the seller (shop) not the manufacturer 

. Trade Descriptions Act 1968: 
This act states that: 
• It is an offence for a trader to use false or misleading statements 
• It is an offence to misleadingly label goods and services 
• The act carries criminal penalties and can therefore lead to a jail sentence

Sales: Advances in technology allow a business to produce a more high tech product therefore demand is high 
and sales increase (e.g Games Consoles) order online e.g. justeat therefore sales increase 
Costs: Impact on fixed costs such as advertising – able to be reduced as they can focus on target market more 
easily Impact on variable costs – easier to research who is the cheapest supplier and thus get cheap raw 
materials 
Marketing Mix: Product, place, promotion, price
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Glossary:
The economy: 
The Economy 
refers to 
production and 
consumption of 
goods and 
services within 

a country.
Recession: A 
recession 
happens when 
there is a 
significant 
decline in 
economic 
activity. It is 
visible in areas 
such as 
production and 
employment. 
Imports: 
Bringing goods 
and services 
into a country 
from other 
countries in 
order to sell to 
consumers 

Exports: 
Exports are the 
goods and 
services 

produced in 
one country 
but sold 
overseas.
Unemployment

: When 
someone of 
working age 
wants a job but 
cannot get one.

External 
Influences:
Factors outside 
the business 
that it has no 
control over
main influences 
are: 
technology, 
legislation and 
the economic 
climate. 

Economic factors (external influences):

Changing levels of consumer income : Consumer incomes is the amount households have available to spend 
after income taxes have been deducted. 
Inflation :Inflation is the sustained increase in prices over a period of time. 
Changes in interest rates :Interest rates can take two forms: 
• The additional cost of borrowing money from a bank that has to be paid each month 
• The reward received each month for saving your money in a bank 
Government taxation : Charges placed by the government on goods, imported products and incomes of 
both individuals and businesses 
Changes in exchange rates : The value of one currency expressed as another. There is not just one exchange 
rate, it is between 2 currencies only 

The economic climate is determined by the general state of 
an economy :

Here are the rules to 
follow when making an 
exchange rate 
calculation: 
Rule 1: When exchanging 
from pounds to a foreign 
currency, multiply 

Rule 2: When exchanging 
from a foreign currency 
to pounds, divide 

TAX- a financial charge imposed by 
the government to fund public 

expenditure
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How do businesses respond to changes in 
legislation?

New legislation can give businesses an opportunity to 
grow/expand or can become a threat to its survival.

How businesses respond will depend on the impact that 
it will have.

For example the law stating an ’ increase in National 
Minimum wage’ increases staffing costs, how does a 
business respond? One possible response is to cut 
staffing, or increase prices or make saving through some 
other initiatives

How do businesses respond to changes in legislation?

Businesses can find it expensive to respond to changes in technology.
Changes can also take time.
However, if changes are not made, it can become problematic for 
businesses to survive in the long term.
For example, black cab drivers had to respond to Uber entering the 

taxi market. In order to compete, Black cab drivers now have free ultra-

fast Wi-Fi, contactless card readers and zero emissions cabs. 

How do businesses respond to changes in Economic 
climate?

How a business responds will depend on whether the economic climate is 
favourable or not.

• Business will consider making changes to the product. For example 
making products smaller or changing a recipe

• A business may try targeting a different type of customer . 

• They may change their selling prices
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Glossary:

REVENUE 
Revenue is the 
money 
generated from 
selling 
products/service

FIXED COSTS 
Are costs that 
DON’T change 
when sales go 
up or down i.e. 
they DO NOT 
vary with 
output. E.g. 
Rent, salaries, 
insurance. 

VARIABLE 
COSTS 
Are costs that 
DO change 
when sales go 
up or down. i.e. 
they DO vary 
with output

TOTAL COSTS 
All the costs a 

business must 
pay in a set 
period of time.

START – UP 
COSTS 
Start-up costs 
are not paid on 
a regular basis 
and are often 
one off. E.g. 
buildings, 
equipment and 
machinery. 

RUNNING 
COSTS 
Costs a business 
pays regularly 
even if no 
products are 
made

INTEREST 
The cost of 
borrowing from 
a bank or other 
lender

MARGIN OF 
SAFETY 
The difference 
between the 
break even 
level of output 
and actual level 
output. 

REVENUE 
Most revenue comes from selling products or services often 
known as ‘Sales Revenue’ 
Revenue = Selling price x Quantity Sold 

COSTS are the spending that is necessary to set up and run 
a business. 
TOTAL COSTS 
All the costs a business must pay in a set period of time. 
Total Costs = Fixed Costs + Variable Costs 
FIXED COSTS 
Are costs that DON’T change when sales go up or down i.e. 
they DO NOT vary with output. E.g. Rent, salaries, insurance. 
VARIABLE COSTS 
Are costs that DO change when sales go up or down. i.e. they 
DO vary with output. E.g Raw materials, electricity, wages. 
Variable Costs = Variable cost per unit x Output 

BREAK EVEN = 
The point at which sales revenue = total 
costs. 

At this point the business is neither making 
a profit nor a loss.

MOS = CURRENT OUTPUT – BREAK EVEN 
OUTPUT 
In this example = 90,000 – 65,000 = 25,000 
units 

Calculating break even without using a 
graph. 
Break even charts can be time 
consuming to make so often a formula 
is used instead: 
BREAK EVEN = FIXED COSTS 
(SELLING PRICE – VARIABLE COST PER 
UNIT) 

Profit or loss?

The profit calculation will either be positive or 
negative. 
If positive the business is selling more 
products than cost of making them.

If making a loss, they are selling for less than 
they are making them for.
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Glossary:

Motivation: 
Getting
employees to 
do a better job 
with incentives 
such as 
increased pay 
or improved 
working 
conditions.

Remuneratio:
Payment for 
work carried 
out. Either as a 
weekly wage 
or monthly 
Salary

Bonus:  
staff recieve a 
bonus for 
meeting 
targets set by 
their manager

Commission:
staff are paid 
for the 
number of 
items they sell

Promotion:
Giving staff 
additional 
responsibility 
to help them 
move up their 
career ladder

Fringe 
benefits:
Payments in 
kind, eg a 
company car 
or staff 
discounts 

Financial motivation

This is a method of paying employees extra  to motivate them to stay on or do a better job.
Methods include.
➢ Remuneration- wage paid weekly usually by hourly rate- salary- paid monthly so no overtime is made 

available. 
➢ Bonuses- Staff may cut corners in order to get the bonus
➢ Commission - good for encouraging staff to ago beyond their normal workload, but can put pressure on 

them to perform extremely persuasively with customers to gain sales.
➢ Fringe Benefits- not paid in cash but incentives for keeping good staff
➢ Promotion- effective for retaining good staff

Non financial motivation

➢ Job rotation –staff change jobs they do on a regularly basis- can remove boredom of repetitive tasks but 
does require training

➢ Job enrichment- giving staff more responsibility and more challenging jobs
➢ Autonomy- Freedom to make decisions, especially for team leaders but they will be held responsible if 

sales decrease.


