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Year 10 Business Studies Half Term 1

Risk Enterprise

Reward Wants and NeedsAdding Value

New businesses evolve due to:

• Products or services becoming obsolete
Due to technology and the changes in customer needs, more and 
more products are being introduced, which means the older 
alternatives are being replaced. 

• Introduction of new technology 
Customers now want convenience and technology is the easiest and 
best way of them getting this. Also technology allows production 
methods to change, altering products. 

• Changes in customer wants and needs 
People want and need different products and services constantly, 
meaning businesses have to provide these to ensure they do not fail 
and fulfil those needs/wants 

Adding value is making a product worth more than the cost 
the business purchased it for. 
A business can add value through the following methods; 
• Convenience
Making the product/service quicker than any others to 
access.  
• Branding
Giving the product a name/identity 
• Quality
Making the quality stand out against competitors 
• Design
Adding features that attract customers and meet their 
needs and wants 
• Unique selling points. 
Making the product different to competition 

A risk is a possibility of something going wrong.
 
• Business failure 
• Financial loss
• lack of security

Calculated risks are those that have been 
statistically analysed, so strategies can be put 
into place to reduce the impact/level of risk. 

1.1

A reward is the gain/benefit from 
taking a risk.

The correlation between risk and the 
reward is that the larger the risk the 
larger the reward. 

Rewards when starting up include
 
Business success (Financial)

Profit (Financial)
Independence (Non-Financial)

Dynamic Nature

Enterprise simply means business

The 3 purposes of business are
1. To meet customer wants and needs
2. To provide and produce goods /services 
3. To add value

These are provided by the person who starts the business, 
who is called the entrepreneur. The role of an entrepreneur 
is to 

1. Organise resources, 
2. makes business decisions, 
3. takes risks.

Characteristics are the traits that successful businesspeople 
have, allowing them to start and build a growing business.  

The most successful businesses are the ones 
who adapt to the changes of customer wants 
and needs the quickest.

Wants are often luxuries and items/services 
customers desire to have. 

Needs are necessities, products or services that 
you cannot live/survive without. 

businesses can meet customer wants and needs 
by focussing on specific factors such as quality or 
design (see 1.2) 



Competitive market is where several businesses 
operate, offering the same or similar 
products/services. 

Benefits Drawbacks

• Easy to interpret
• Shows gaps in the market
• Can understand target 

market

• Doesn’t consider external 
factors

• Can be difficult if business 
has multiple products 

Market Research Market Maps

Customer Needs

Competition 

Segmentation

A customer need is what the customer wants from a specific 
product or service.  By ensuring customer needs are met, it 
promotes business survival and increase in sales

Price- The amount charged to purchase the 
good/service must be justified. 

Quality- Ensuring the product is made well and is fit for 
purpose

Choice- Allowing customers to choose from variety

Convenience- Allowing customers to purchase a  product 
quickly and efficiently   

Benefits of Competition 

• Promotes fair prices as businesses will 

compete for sales, meaning customers wont 

be overcharged. 

• Allows a variety of choice for customers to 

select from.  

• Ensures products are constantly being 

updated to ensure quality and reliability. 

Primary market research First hand research that is specific to businesses needs as 
they design and undertake it themselves. 

Secondary market research Second hand research where a business uses research 
found from someone else. 

Types of primary research Survey, questionnaire, focus group, observation 

Types of secondary research Internet, market reports, government reports. 

Qualitative Research research with lots of depth and opinion. It is gained 
through asking open questions. 

Quantitative Research statistical research with quantifiable answers. This is 
gained through asking closed questions. 

Market Segmentation is splitting up the mass market into different parts so businesses can target and meet the needs of a small group 

of people with the same wants and needs. 

Location This is where a business will target customers based on the area in which they are/live.  

Demographics Targeting a group of the population who have similar characteristics  

Age Meeting the needs of customers within a specific age group   For example Children's toys 

Lifestyle Targeting and meeting needs of customers who live in a particular way. For example Vegans choose 

products through lifestyle choice. 

Income Targeting customers based on how much they earn. For example shops who sell products at a lower price 

for people on a lower income.

By targeting a specific group of people it ensures those needs are identified and successfully met. 

Year 10 Business Studies Half Term 2



Year 10 Business Studies Half Term 3

1.3 Aims and Objectives Revenue and Profit Costs

Sources of FinanceBreak Even

Cash Flow

Revenue is the amount of money made from selling a product 

or service

Calculation= Selling Price X Quantity Sold

Revenue needs to be as high as possible in order to 

achieved the highest profit margin. 

You need to increase the quantity sold or adjust the selling 

price to manipulate Revenue achieved. 

** Revenue is also known as Sales, Turnover and Receipts

Profit is the money left from sales AFTER all costs have been 

covered. 

Calculation= Total Revenue – Total Costs 

Revenue must be higher than costs, otherwise a (loss) is 

made

In order to achieve the highest profit margin, Costs need to 

be carefully monitored and revenue needs to be at the 

maximum. 

Costs are the outflows from a business. 

Total Costs Calculation= Variable Costs + Fixed Costs

Variable costs are costs that change dependent on 

output/sales. So the more a business produces/sells the 

higher the costs. 

EG Raw Materials, Utility Bills. 

Calculation= Quantity X Cost per Unit 

Fixed Costs are costs that stay the same no matter how many 

units a business produces or sells. 

EG Rent, Salaries. 

There is no calculation for fixed costs as they always remain 

the same

Costs need to be monitored carefully as they impact revenue 

and profit.

Remember costs being kept low isn’t always the best strategy.  

Short Term

• Overdraft- where the bank allow you to use more 

money than is actually in the account. 

• Trade Credit- a buy now pay later strategy

Long Term

• Savings- personal savings that have been built up 

• Venture Capital- where business experts invest a 

sum of money, in return for a share in the business. 

Guidance is also given to increase chances of 

success. 

• Share capital- selling parts of ownership in the 

business 

• Loan- a sum of money borrowed by the bank and 

paid back with interest. 

• Retained Profit- profit made that is reinvested

• Crowd Funding- raising money through groups of 

people for a specific project. 

Cash is the physical form of money that a business has 

instant access to. Without cash a business will become 

insolvent.

Importance of cash

• To pay suppliers, overheads and employees

• To prevent insolvency

Cash flow is the money going in and coming out of a 

business. 

Cash flow forecast is a prediction of the money within a 

business over a certain time period

Calculations

Net cash flow calculation= Total inflows – Total 

Outflows

Closing Balance= Net Cash Flow + Opening Balance

Opening Balance is the previous months closing 

balance. 

Solving cash flow problems 

Delaying payments

this means having an agreement to pay suppliers after 

products have been received

Speeding up customer credit

Asking customers to pay quicker than what they currently 

are. 

External sources of finance- loans/overdrafts 

Financial 

Survival 

Profit 

Sales 

Market Share 

Break-even point is the number of the product the                                                    

business needs to sell to cover all the fixed and variable                                              

costs. It is the point where a business makes no profit, but also no 

loss. 

Calculation =              fixed costs

                   (price – variable costs per unit)

Break even can also be found using a 

Diagram. It is shown where the Total 

Costs line and the Total Revenue line

Meet. 

Margin of safety is the gap between sales and the break-even 

point. The wider the margin the less risks the business will need to 

take in selling the product.

Calculation= Actual Sales – Break Even Point

Aims are an overall statement of 

where you want to be in the long 

term.
Non Financial 

Social Objectives

Personal 

Satisfaction

Challenge

Independence 
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Location Marketing Mix

LiabilityBusiness Plans

Start up options

Type Benefits Drawbacks

Sole Trader

An unincorporated 

business run by 

one person, 

• Can start 
trading 
immediately

• Have 100 per 
cent control

• You are your 
own boss

• You receive 
100% profit

• Unlimited 
liability

• Have 100 per 
cent 
responsibility

• Can lead to a 
high workload

• Difficult 
getting finance

Partnership

A business that is 

owned by a group 

of two or more 

people

• Liability is 
spread 
between the 
partners

• Complementa
ry skills

• Not as much 
stress

• Unlimited 
liability 

• There may be 
conflict

• Have to split 
the profits 
with all 
partners 

Private Limited 

A private limited 

company is an 

incorporated 

business that is 

owned by 

shareholders. 

• Limited liability
• Can sell 

shares to 
outside 
investors 
through 
invitation only

• The term LTD 
betters 
reputation

• Risk of losing 
control

• Cost of 
starting up 
Could be 
conflict 

• More 
documentatio
n to

Franchise

Franchising 

means paying a 

franchise owner 

for the right to use 

an established 

business name, 

branding and 

business methods

• Product that 
has already 
become well 
established.

• Risks of 
failure 
therefore 
become much 
smaller

• A royalty has 
to be paid 
each year 
even if sales 
and profits are 
falling.

• The 
entrepreneur 
will have less 
control 

The location of a business is important as it is the place 

where the customers go to in order to purchase. When a 

business locates, it will base it on the following factors: 

• Proximity to market- How important is it to be close 

to the customers 

• Proximity to raw materials-How close the business is 

to the materials needed to produce the 

product/service. 

• Proximity to labour - Some businesses need to be 

located close to skilled workers in order to 

run/function. 

• Proximity to competitors -How close a business is to 

its rivals may determine how successful it is. 

E commerce- some businesses operate online only and 

so do not benefit from having a physical marketplace. 

Fixed Premises- a physical and permanent place of 

operation

The marketing mix is an overview of the 4 elements. 

They are known as the 4 Ps

• Price- The amount charged to the customers to 

purchase

• Place- where the product/service can be accessed  

• Product- the purpose and design mix of the 

product/service

• Promotion- how the business and product is going 

to raise awareness to encourage customers to 

purchase. 

It is important that a business regularly adapts parts of 

the mix to meet the needs of the customers to avoid 

becoming  obsolete. 

Technology is forcing businesses to constantly adapt

The purpose of a business plan is to minimise risk 

and obtain finance 

Include: 

The Business Idea- what the business is all about 

Aims and Objectives- where the business aims to be 

with strategies to get there.

Target market- details of market research

Sales and profit- A forecast regarding initial profit 

and costs 

Cash flow forecast- a forecast showing a 

liquid/stable company

Sources of finance- what investment is needed to 

start up

Location- where the business be operating from

Marketing mix- analysis of all 4 aspects of marketing 

mix

Limited
Limited Liability is where 

the level of risk is limited 

to the amount invested 

into the business, should 

the business face 

debt/financial crisis.

They are liable for only 

the limited amount they 

invested to cover debts

Unlimited 
Unlimited liability is 

where the owner of the 

business is responsible 

for all the debts it incurs, 

no matter how large.

If the person cannot pay 

the debts, they could lose 

their personal 

possessions or be made 

bankrupt.

Liability is the amount of money you are responsible for 

should your company/business go into debt and 

eventually liquidate. 
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Location Marketing Mix

LiabilityBusiness Plans

Start up options

Type Benefits Drawbacks

Sole Trader

An unincorporated 

business run by 

one person, 

• Can start 
trading 
immediately

• Have 100 per 
cent control

• You are your 
own boss

• You receive 
100% profit

• Unlimited 
liability

• Have 100 per 
cent 
responsibility

• Can lead to a 
high workload

• Difficult 
getting finance

Partnership

A business that is 

owned by a group 

of two or more 

people

• Liability is 
spread 
between the 
partners

• Complementa
ry skills

• Not as much 
stress

• Unlimited 
liability 

• There may be 
conflict

• Have to split 
the profits 
with all 
partners 

Private Limited 

A private limited 

company is an 

incorporated 

business that is 

owned by 

shareholders. 

• Limited liability
• Can sell 

shares to 
outside 
investors 
through 
invitation only

• The term LTD 
betters 
reputation

• Risk of losing 
control

• Cost of 
starting up 
Could be 
conflict 

• More 
documentatio
n to

Franchise

Franchising 

means paying a 

franchise owner 

for the right to use 

an established 

business name, 

branding and 

business methods

• Product that 
has already 
become well 
established.

• Risks of 
failure 
therefore 
become much 
smaller

• A royalty has 
to be paid 
each year 
even if sales 
and profits are 
falling.

• The 
entrepreneur 
will have less 
control 

The location of a business is important as it is the place 

where the customers go to in order to purchase. When a 

business locates, it will base it on the following factors: 

• Proximity to market- How important is it to be close 

to the customers 

• Proximity to raw materials-How close the business is 

to the materials needed to produce the 

product/service. 

• Proximity to labour - Some businesses need to be 

located close to skilled workers in order to 

run/function. 

• Proximity to competitors -How close a business is to 

its rivals may determine how successful it is. 

E commerce- some businesses operate online only and 

so do not benefit from having a physical marketplace. 

Fixed Premises- a physical and permanent place of 

operation

The marketing mix is an overview of the 4 elements. 

They are known as the 4 Ps

• Price- The amount charged to the customers to 

purchase

• Place- where the product/service can be accessed  

• Product- the purpose and design mix of the 

product/service

• Promotion- how the business and product is going 

to raise awareness to encourage customers to 

purchase. 

It is important that a business regularly adapts parts of 

the mix to meet the needs of the customers to avoid 

becoming  obsolete. 

Technology is forcing businesses to constantly adapt

The purpose of a business plan is to minimise risk 

and obtain finance 

Include: 

The Business Idea- what the business is all about 

Aims and Objectives- where the business aims to be 

with strategies to get there.

Target market- details of market research

Sales and profit- A forecast regarding initial profit 

and costs 

Cash flow forecast- a forecast showing a 

liquid/stable company

Sources of finance- what investment is needed to 

start up

Location- where the business be operating from

Marketing mix- analysis of all 4 aspects of marketing 

mix

Limited
Limited Liability is where 

the level of risk is limited 

to the amount invested 

into the business, should 

the business face 

debt/financial crisis.

They are liable for only 

the limited amount they 

invested to cover debts

Unlimited 
Unlimited liability is 

where the owner of the 

business is responsible 

for all the debts it incurs, 

no matter how large.

If the person cannot pay 

the debts, they could lose 

their personal 

possessions or be made 

bankrupt.

Liability is the amount of money you are responsible for 

should your company/business go into debt and 

eventually liquidate. 
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Legislation

The Economy

Technology

External Influences

Stakeholders

Legislation is a set of rules enforced by the government. If broken fine/sentences will be given. 

Consumer law- this is legislation in place to protect customers when purchasing goods/services 

from a business. These include;

Consumer rights- an act ensuring the product is fit for purpose, causing no harm.  

This ensures businesses do no make any false promises and stops cost cutting through quality. 

Sales description- legislation that ensures the item being sold is as described. 

This ensures businesses are truthful in what they sell, so customers know what to expect. 

Employment law- this is legislation that protects employees within a business. These include;

Recruitment- ensuring workers are recruited in the correct way, where contracts are fair and basic 

human rights are met. 

Pay- national minimum wage must be paid to all employees 

Discrimination- all employees are treated fairly no matter what age, sex or race they are. 

Health and Safety- basic training is provided where employees are not going to come to harm. 

Factor Impact on Business

Unemployment- How many people in a country are 

not in work that are able to be.

Consumer Income

Amount someone is paid after deductions 

 

Inflation- The increase in prices of products 

Interest Rates- Amount charged for borrowing 

money 

Government Taxes

Charges put onto products and services

Exchange Rates

The amount you get for one currency to another. 

If employment is high in a country, businesses 

have more choice in recruitment. 

If consumer income falls, spending will drop and 

sales in businesses will be cut/budgeted

Prices will increase leading to lower sales

High interest rates mean higher costs and less 

disposable income, meaning less sales.

VAT and sugar taxes if increased lead to 

businesses having to increase prices. 

If exchange rates are high it means that imports 

are cheaper but exports products is expensive. 

Use of robotics and automation to complete tasks within a business. 

Types of technology used in business

Ecommerce- buying and selling online.  Open 24/7 to worldwide target market

Social media- use of social media to promote.  Free to use and most customers use. 

Digital communication- internal and external to get messages across   Efficient and can be accessed easily

Payment systems- use of EPOS and PayPal.   allows more customers to pay, options for credit. 

Remember- 

Technology is 

very costly to 

invest into. 

Stakeholders are people who are impacted by the activities of a business. This can be either positively or 

negatively. Each stakeholder has a different objective/want from a business .

Shareholders- these are owners and will want a successful business to gain rewards.

Employees- people who work within the business. They want a secure job and to be paid for their role

Customers- the purchasers of products. They want fair prices and a lot of choice/quality in products 

Managers- people who control the activities day to day. They want responsibility and success 

Suppliers- businesses who provide the raw materials for production. They want success to gain a steady and 

reliable contract, where payments are received on time. 

Local community- people who live in the same location- they expect respect and want employment. 

Pressure groups- a group wanting change. They often want business failure or change for the better

The government- party who run the country. They want business success as they gain tax and it aid with 

unemployment figures and growth in the economy. 

External resources- These are resources/factors that a business has no control over, but will be impacted by if 

there are any changes/developments. 

• Technology

Development of technology means customers needs/wants are constantly changing, causing businesses to 

update their products and the way their products/services are made . 

• Legislation 

Changes in legislation means businesses has to alter factors so that they still adhere to standard law. 

• Economic climate

As the economy and consumer income changes, businesses must react to ensure demand is still there.   
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2.1

Retained Profit

This is where a business reinvests profits made 

back into the business 

Loan Capital

Also known as a bank loan, where a business 

can obtain finance from a bank to help fund 

growth. 

Globalisation- Globalisation is where countries trade with each other to buy global 

goods

Imports- Imports are goods or services bought from overseas

Exports- Exports are UK produced goods or services bought by an overseas customer.

Tariffs- Tariffs are taxes charged on imports. This protects home producers and 

encourages people to buy locally. 

Trading Blocs- Trade blocs are groups of countries that have agreed to have free trade 

within external tariff walls.

Methods of growth

Organic Growth

Organic growth is the expansion of a 

business that is done naturally where no 

other business is involved

New Products

A business can increase its size by 

providing a wider range or 

products/services. EG Coca Cola selling 

healthy drinks

New Markets

A business can increase its size by 

entering new markets. EG Dyson entering 

the cosmetics market

Methods of growth

Inorganic Growth

Inorganic growth is the expansion of a 

business that is done when a business 

joins with another.

Takeover- A takeover is gaining control of 

another business by buying more than 50 

per cent of its share capital.

Merger- A merger is when two businesses 

agree to come together to form one 

business. Growth is extremely quick and 

both businesses can benefit from 

expertise and skills developed individually.

Ethics

Ethics- weighing up decisions or actions on the basis of morality, not personal gain. 

Simply following the law does not necessarily mean a business is being ethical.

Trade off- How having more of one thing may force you to have less of another.

Environment is the condition of the natural world 

that surrounds us. Environmental considerations 

are the factors relating to ‘green’ issues, such as 

sustainability and pollution.

Sustainability means whether or not a resource will 

run out in the future; a sustainable resource will 

not.

Pressure Groups- an organisation or group 

that wants to enforce change upon a 

business EG- Greenpeace

 A business aim is a goal, or target the business wants   

 to achieve. Aims and objectives can change as the 

  business evolves. Reasons for this can include:

• Market conditions may change

• A business may wish to use more technology

• A business may be performing poorly 

• The law may change

• The business may have internal reasons for change

 

***PLC and stock market flotation 

If a company floats on the stock market, it offers its shares for sale to the general public

Asset Sales

A company can sell assets that it owns 

in order to raise finance

Share Capital

Shares in certain business structures can 

be bought and sold by the general public

Shares are traded on the London Stock 

Exchange 

Aims and Objectives Ethics

Inorganic growthOrganic growth

Finance for growth

GlobalisationEnvironment
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Procurement- Procurement is obtaining the right supplies from 
the right supplier to ensure they get there at the right time, 
place and at a reasonable price
Suppliers must be chosen that deliver goods on time, to the right 
quality and at the right price.

Logistics means ensuring the right supplies will be ordered and 
delivered on time. Well managed logistics means:
• better reputation for the business
• lower costs of production, as the product can be completed 

quicker and sold quicker
• high customer satisfaction, as the product is the right quality, 

the right price and delivered at the right time. 

Methods of Production
Job Production

one-off production of a one-off item for a 
single customer. Products can be tailored for 
individual requirements. 

Highly flexible; Satisfying work for the 
individual

It is expensive in a developed; the skills may 
be in short supply 

Methods of Production

Producing a limited number of identical 
products, then moving on to a different 
product

Some cost advantages from producing several 
items at once

Production costs far higher than with flow 
production; Not as flexible as job production

Methods of Production
Flow Production

Continuous production of identical products, 
which allows for high levels of automation.

Can automate production fully; More 
consistency.
 
Expensive to set up and inflexible to use; 
Modern customers like to see products 
tailored to their specific needs.

Sales Process

The sales process is how the business 
engages with customer to get them 
to purchase their product or service.

Product knowledge

Speed and efficiency

Customer engagement

Post sales service

Quality is about meeting the needs 
and wants of the customer by 
charging the right price for the 
product or service

Quality control is putting measures 
in place to check that the customer 
receives an acceptable level of 
quality. (checked at end)

Quality assurance attempts to build 
quality into the way a product or 
service is delivered, making every 
member of staff responsible for 
quality. (checked during)

Quality Culture is the accepted 
attitudes and practices of staff at a 
workplace.
A quality culture is where all staff 
employed in a business take 
responsibility for ensuring the 
product or service is delivered to the 
high expectations of the customers 
(checked throughout) 

Stock- this is the product/service 
that a business has to sell as part of 
its day to day operations. 
Sometimes known as inventories. 

Just in time- this is a stock control 
method where a business orders 
supplies so they arrive just before 
they are needed.

Just in case- another stock control 
method where businesses order too 
much, in case of an increase in 
demand.

Buffer- reserve stock level
Reorder- the point where more stock 
must be ordered
Maximum- the maximum amount of 
stock that can be held 

Benefits of technology
 

Drawbacks of technology 

• Efficient leading to increase in productivity
• Less human error
• All products are identical 
• Machines do not need break and can work 

24/7, 365 days a year.  
 

• Capital intensive when first purchased
• Replaces jobs leading to redundancies 
•  can be difficult to fix if broken 
• Production stops if machines break 
• Doesn’t allow for variety in products 

made

Quality Suppliers Stock

Technology

Job Production Batch Production Flow Production

Sales Process



Profit

Investment Appraisal

Quantitative Data

This refers to quantifiable/numerical data that is used to help support, inform and 

justify decisions. It can be displayed through 

• Graphs and Charts-

 a visual representation of numerical or monetary data. Often good at showing 

changes.  

• Financial data- 

income statements, balance sheets and cash flow. Often useful for showing 

patterns, issues and relationships. 

• Marketing Data- 

this is the research and results gained from undertaking market research. Allows 

businesses to spot trends, gaps in  markets and statistics about a market. 

• Market Reports

often secondary research carried about a group of people in a market. Allows 

businesses to spot trends, identify demographics and needs within a market. 
Gross Profit

Sales Revenue – Cost of Sales

Looks at the difference between 

sales and costs of sales 

Net Profit 

Gross Profit – Expenses

Looks at the difference between profit 

and expenses not related to sales  

Gross Profit Margin %

Gross Profit

Sales Revenue  

Allows for comparison year to year 

Can see if suppliers prices are too 

high  

The higher the % the better

If the outcome is low, it means that 

the cost of sales are too high and 

need changing/investigating. 

Net Profit Margin %

Net profit

Sales Revenue

Allows for comparison year to year

Can see if other expenses not 

relative to sales are too high 

The higher the % the better. 

If there is a large difference  between 

net profit margin and gross profit 

margin, it means expenses are too 

high. 

X 100X 100

Average rate of return- calculates whether the return on an investment is 

worthwhile in terms of profit it will generate.

 

ARR%  =  average annual profit   x   100

  cost of investment

Average annual profit= total profit/number of years

The higher the ARR value, the more profitable the investment. 

ARR figures are forecasts only so are  not 100% accurate. 

ARR is used to help decide between investment projects and decision 

making. 

Calculations

Formulae needed from theme 1

 

Revenue= Price X Quantity Sold

Variable Costs= Cost per unit X Quantity made/sold 

Total Costs= Fixed Cost + Total Variable Costs

Profit= Total Revenue – Total Costs

Percentage Change= New Value – Original Value X100 

                    Original Value 

Always 

remember to 

show workings, 

highlight your 

final answer 

and use the 

correct units. 
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Organisational Structure

Training and Development Motivation

Communication- where messages are passed between two or more people. This 

can be problematic if it is insufficient of excessive. Barriers- refer to factors that 

could prevent effective communication. These include noise, language barriers and 

technology. 

Ways of working

• Full time- where an employee works 37 or more hours per week 

• Part time- where you work less than 36 hours per week

• Flexible- this is where the employees works different hours each week  

• Remote Working- working from home through the use of computers/technology. 

Types of contract 

• Permanent- when an employee has a job for the foreseeable future, with no end 

date.  

• Temporary- when an employee has a job for a given time period (e.g. 3 months)

• Freelance- when an employee is hired to complete a job, once the job is 

completed, they leave. 

• Training- Introducing employees to new concepts/ideas

• Development- Pushing employees further/giving further knowledge on an existing 

concept

• Training can either be:

• Formal- In a learning environment/setting by professionals brought in to deliver

• Informal- training that is on the job and usually delivered by regular employees

• Self learning- giving employee the responsibility to learn outside of the work setting.  

• Targets are then set and these are often reflected on in performance reviews 

Attract employees- more employees will apply to vacancies due to good 

reputation 

Retain employees- employees will not leave
Higher productivity- increase in the amount of work each employee completes. 

Recruitment is the process of obtaining employees into a vacant job role/position. 

This can be done either through the use of internal or external recruitment. Internal 

Recruitment is the filling of a position with someone who already works within the 

business, External recruitment is the filling of a position with someone completely 

new from outside of the business. 

The business will provide the following documents when recruiting; 

Person specification- this outlines the type of person that would be ideal for the 

job role 

Job description- this details all of the roles and responsibilities of the job role 

being filled

 ** The applicant will provide a completed application form and their personal CV 

Key job roles and their responsibilities: 

• Directors

• Senior managers

• Supervisors

• Operational staff 

• Support staff

Recruitment

Motivation is the will/desire to want to work, this can lead to: 

Financial- Non-financial

Remuneration- a basic salary/wage 

Bonus- money paid of top of 

salary/wage when targets are met. 

Promotion- an increase in pay due to 

better position in management. 

Commission- a percentage paid on 

top of wages based on sales made

Fringe benefits- small extras on top of 

wages such as company car, discount 

schemes etc.

Job rotation- giving employees the 

opportunity to perform different jobs to 

avoid repetition and boredom. 

Job enrichment- allowing employees 

to have more responsibility, taking on 

more important work. 

Autonomy- giving employees the 

power to be involved in decision 

making. 

Flat Structure

An organisation 

with few layers of 

management. 

There is less scope 

for promotion but 

efficient 

communication 

Hierarchical Structure

An organisation with 

many layers of 

management. There 

is lots of scope for 

promotion but issues 

with communication

Centralised structure- where decisions are made at the top level of management and 

passed down 

Decentralised structure- where decisions are made by regional/functional managers 

lower down the business. 
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Retained Profit

This is where a business reinvests 

profits made back into the business 

Loan Capital

Also known as a bank loan, where a 

business can obtain finance from a 

bank to help fund growth. 

Globalisation- Globalisation is where countries trade with each other 

to buy global goods

Imports- Imports are goods or services bought from overseas

Exports- Exports are UK produced goods or services bought by an 

overseas customer.

Tariffs- Tariffs are taxes charged on imports. This protects home 

producers and encourages people to buy locally. 

Trading Blocs- Trade blocs are groups of countries that have agreed 

to have free trade within external tariff walls.

Organic growth is the expansion of 

a business that is done naturally 

where no other business is 

involved

New Products

Where a business introduces new 

products into its product portfolio

New Markets

Where a business introduces 

existing products into new markets

Methods of growth

Inorganic growth is the expansion 

of a business that is done when a 

business joins with another.

Takeover- A takeover is gaining 

control of another business by 

purchasing majority of shares. 

Merger- A merger is when two 

businesses agree to come together 

to form one business.

Ethics

Ethics- weighing up decisions or actions on the basis of morality, not 

personal gain. Simply following the law does not necessarily mean a 

business is being ethical.

Environment is the condition of the natural 

world that surrounds us. Environmental 

considerations are the factors relating to 

‘green’ issues, such as sustainability and 

pollution.

Sustainability means whether or not a 

resource will run out in the future; a 

sustainable resource will not.

Pressure Groups- an organisation or 

group that wants to enforce change 

upon a business EG- Greenpeace

A business aim is a goal, or target the business wants to achieve. 

Aims and objectives can change as the business evolves

• Market conditions may change

• A business may wish to use more technology

• A business may be performing poorly 

• The law may change

• The business may have internal reasons for change 

Asset Sales

A company can sell assets that it owns 

in order to raise finance

Share Capital

Shares in certain business structures 

can be bought and sold by the general 

public. Shares are traded on the London 

Stock Exchange

Aims and Objectives Ethics

Inorganic growthOrganic growth

Finance for growth

Globalisation
Environment
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