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INTRODUCTION

The WJEC Eduqas AS in Business qualification, 
accredited by Ofqual for first teaching from 
September 2015, is available to: 

• all schools and colleges in England 

• schools and colleges in independent regions such 
as Northern Ireland, Isle of Man and the Channel 
Islands 

• independent schools in Wales. 

It will be awarded for the first time in summer 2016, 
using grades A–E.  

The specification offers a contemporary, holistic 
approach to the subject, encouraging learners to 
develop tools to apply to a wide range of business 
techniques and concepts across a wide range of 
business contexts. 

The structure of the content is broadly similar to the 
previous WJEC specification, incorporating new 
content in two components – Business 
Opportunities and Business Functions. 

Component 1 Business Opportunities focuses on 
new business start-ups and SMEs to allow learners to 
understand the issues surrounding small businesses. 
The content is based on the concept of business 
start-up and planning a new business. Other 
business structures are also introduced. 

Component 2 Business Functions introduces 
learners to the four main functional areas of a 
business and the core concepts within each function. 

The context is extended to include all types of 
business organisations.  

The structure of the assessment also follows a 
progressive and holistic approach. Component 1 
uses short-answer questions and stuctured questions 
to assess the Business Opportunities content. 
Component 2 develops this by the inclusion of more 
complex data through data response questions and 
gives opportunity for extended answers by means of 
essays to assess all the AS content.  

The structure allows learners to provide extended 
responses and demonstrate their ability to draw 
together different areas of knowledge and 
understanding from across the full course of study. 

Additional ways that WJEC can offer support:  

• Specimen assessment materials 
• Face-to-face CPD events 
• Examiners' reports on each question paper 
• Free access to past question papers and mark 

schemes via the secure website 
• Direct access to the subject officer 
• Free online resources 
• Exam Results Analysis 
• Online Examination Review 

 
 

AIMS OF THE TEACHERS’ GUIDE

The principal aim of the Teachers’ Guide is to 
support teachers in the delivery of the new WJEC 
Eduqas AS in Business specification and to offer 
guidance on the requirements of the qualification 
and the assessment process. 

The guide is not intended as a comprehensive 
reference, but as support for professional teachers 
to develop stimulating and exciting courses tailored 
to the needs and skills of their own learners in their 
particular institutions. 

The guide offers assistance to teachers with 
regards to possible classroom activities and links to 
useful digital resources (both our own, freely 
available, digital materials and some from external 
sources) to provide ideas for immersive and 
engaging lessons. 

The guide will concentrate on those areas new to 
WJEC subject specifications and those subject 
areas where guidance has been requested most. 

 



 

 

DELIVERING THE SPECIFICATION: OVERVIEW

Background 

This specification aims to remain faithful to traditional 
business theory whilst at the same time keeping abreast 
of the latest developments in business practice and the 
business environment. Much of the specification will be 
familiar to centres that followed the old WJEC 
specification in Business Studies. The main change in 
emphasis has been brought about due to two factors: the 
impact of changes in technology on businesses (for 
example, the impact of the internet on the way that 
people shop) and the way that business practice has 
changed due to the increased importance of 
globalisation. 

Approach 

Learners are encouraged to look at business 
organisations from both the inside and the outside and to 
understand the importance of all stakeholders. Learners 
need to be concerned about the factors that affect the 
success of businesses but they should also be aware of 
the wider implications of business activity on individuals, 
society and the environment. On the one hand they will 
need to appreciate why businesses are opposed to too 
much regulation but they should also be aware of the 
arguments in favour of regulating business activities that 
are, in one way or another, potentially harmful. 

One of the great attractions of business as a subject is 
that it is concerned with the ‘real world’. The 
contemporary nature of the subject has the potential to 
make it interesting and exciting for learners to study. 
They should be encouraged, as much as possible, to 
follow current events and to see how the theory that they 
learn in the classroom relates to the world of business. 
The specification also gives learners the opportunity to 
carry out research and to present their findings. They will 
have the opportunity to take part in group work and to 
develop their ICT skills.

Although the specification is now linear, it has 
nevertheless been designed, as far as possible, to follow 
a natural progression, starting with small independent 
businesses and ending with business on a global scale. 
Due to the linear nature of the specification, it can, in 
practice, be taught in any order. For example, the various 
sections on marketing might be taught at the same time, 
rather than in the sequence in which they occur in the 
specification. If the specification is to be taught by several 
teachers it can be divided up in several different ways to 
suit the relative specialisms of the individuals concerned. 
 
Component 1 focuses on new business start-ups and 
small and medium-sized businesses. It is intended that 
the teaching of this content is themed around the concept 
of starting a new business and the running of SMEs. In 
order to give a more comprehensive understanding of 
business opportunities the content also introduces other 
larger and more established business organisations and 
the market they operate in, along with their various 
stakeholders. 

Component 2 broadens the context for learners with 
increased reference to the full range of business 
organisations. More depth is introduced by looking at the 
four functions of business and various concepts, theories 
and tools within each. 

Each component builds on the knowledge and skills 
learned in the previous component.  
 

USEFUL INTERACTIVE RESOURCES 

Eduqas Resources > Business  

Eduqas > AS Business > Specification from 2015 

Eduqas > AS Business > Specimen Assessment Materials 



 

 

DELIVERING THE SPECIFICATION: DETAILS

Structure of the AS 
The AS in Business has two papers. Each paper 
has a distinctive approach to ensure the 
assessment of a full range of academic skills. The 
exam papers also get progressively more 
challenging for learners.  

Paper 1 (1 hour, 50 marks)  
Paper 1 consists of short and structured questions 
to assess Component 1 content only. Some 
extended responses will be required in this paper. 

Paper 2 (2 hours, 80 marks) 
Paper 2 includes Section A which includes a 
number of data response questions, and Section B 
where learners will have to answer one (two-part) 
essay from a choice of three. The content from 
Component 1 will be called upon to underpin the 
responses in this paper.   

  

USEFUL INTERACTIVE RESOURCES 

Eduqas Resources > Business  

Eduqas > AS Business > Specification from 2015 

Eduqas > AS Business > Specimen Assessment Materials 



 

ASSESSMENT STRATEGY :  KEY EXAMINATION COMMAND WORDS

ASSESSMENT OBJECTIVES AND THEIR RELATED COMMAND WORDS 

Assessment Objective Learner ability/action Command word(s) Example questions  

AO1 Demonstrate knowledge of terms, 
concepts, theories, methods and models 
to show an understanding of how 
individuals and organisations are affected 
by and respond to business issues. 
 

State 
Define 
Identify 
Name 
Label 
Suggest 
Describe 
Outline 
Categorise 
Summarise 
What is meant 

Identify two of the main components of a business 
plan. [2] 
 
Describe the financial incentives that a large retail 
store might use to motivate its employees. [6] 
 
State the difference between fixed and variable costs. 
[2] 
 
What is meant by the term added value? [1] 
 

AO2 Apply knowledge and understanding to 
various business contexts to show how 
individuals and organisations are affected 
by and respond to issues. 

 

Apply/Use 
Demonstrate 
Calculate 
Illustrate 
Select 
Show 
Adapt 
With reference to 

Adapt the diagram to show what will happen to the 
price of sports clothing as the general level of income 
rises in the UK. [2] 
 
With reference to the cash-flow forecast identify the 
problem facing Darnton’s Shoes. [2] 
 
Calculate the total fixed cost for Iestyn's business 
during his first year of trading. [2] 
 
Illustrate how the production process can add value, 
using the example of a furniture business that makes 
wooden tables. [2] 

 

 



 

ASSESSMENT STRATEGY :  KEY EXAMINATION COMMAND WORDS

ASSESSMENT OBJECTIVES AND THEIR RELATED COMMAND WORDS 

Assessment Objective Learner ability/action Command word(s) Example questions  

AO3 Analyse issues within business, showing 
an understanding of the impact on 
individuals and organisations of external 
and internal influences. 
 

Analyse  
Assess 
Compare/Contrast 
Explain 
Characterise 
Develop 
Distinguish 
Examine 
Debate 
Deduce 

Explain the possible benefits and drawbacks of each 
chosen source of finance. [4] 

Analyse how Aldi and Lidl can take advantage of 
economies of scale as their businesses continue to 
grow. [8] 

Assess the usefulness of this prediction to the 
company. [6] 

Explain the importance of workforce planning to Tata 
Steel. [6] 

AO4 Evaluate quantitative and qualitative 
information to make informed judgements 
and propose evidence-based solutions to 
business issues. 
 

Discuss 
Decide 
Recommend 
Conclude 
Evaluate 
Argue 
Justify 
Consider 
To what extent 
Do you agree 
Advise 
 

To what extent do you agree with the view that a 
business plan will guarantee the success of a 
business venture? [8] 

To what extent do you agree with the view that having 
a varied product portfolio and an extensive 
distribution network (place) will guarantee long-term 
success for Sarah Bunton's Luxury Chocolates? [12] 

With reference to the cash-flow forecast propose 
three possible solutions to solve the financial problem 
that faces Darnton’s Shoes. [3] 

Evaluate the view that the most successful 
supermarket in the UK is always going to be the 
one with the cheapest prices. [10] 

 



  

KEY ASPECTS OF THE SPECIFICATION FROM 2015 

The first component of the specification begins with small businesses but also covers markets and competition, 
other forms of business and the role of the public sector.  

COMPONENT 1: BUSINESS OPPORTUNITIES (1 OF 3) 

AREA OF STUDY  DESCRIPTION 

Enterprise: 
 

Learners need to gain understanding of the importance of enterprise and 
SMEs (small and medium-sized enterprises). There is an opportunity here 
for research into local and national businesses and successful individuals. 
Learners should identify business opportunities as potential 
entrepreneurs. 

The importance of smaller businesses to all three sectors of the economy 
(primary, secondary and tertiary) should be understood, along with the 
crucial role that they play in the UK economy in terms of employment, 
output, exporting and innovation. 

Consideration should be given to the reasons why many new businesses 
fail within the first few years. 

The role and importance of stakeholders to all types of business should be 
explained. 

Business Plans:  Knowledge of the purpose and contents of a business plan are required as 
well as an awareness of the main sources of information and guidance to 
entrepreneurs. Business plan templates are available from the 
government and the banks, amongst other sources, but learners will need 
to understand that such templates need to be adapted to particular 
circumstances. 

 

 



  

 KEY ASPECTS OF THE SPECIFICATION FROM 2015 

The first component of the specification begins with small businesses but also covers markets and competition, 
other forms of business and the role of the public sector.  

COMPONENT 1: BUSINESS OPPORTUNITIES (2 OF 3) 

AREA OF STUDY  DESCRIPTION 

Markets: 
 

Learners need to understand the general nature of markets, i.e. places (or 
situations) where buyers and sellers meet, and then develop this to 
understand that not all markets are the same and different types of 
markets exist. The main features of perfect competition, monopolistic 
competition, oligopoly and monopoly need to be understood in terms of 
how the differing degrees of competition impact on business behaviour. 

Learners need to understand how and why businesses segment their 
markets. 

An understanding is required as to why consumers need protection from 
potential exploitation by some businesses. Detailed knowledge of 
consumer protection legislation is not required – the emphasis should be 
placed on the reasons why such legislation is deemed to be necessary 
across a range of markets. 

Learners need to understand, by using supply and demand diagrams, 
how, under conditions of perfect competition, the forces of supply and 
demand influence the prices and quantities of goods and services bought 
and sold.   

An understanding of the concepts of both price and income elasticity is 
now required – although learners do not have to undertake any 
calculations until the A level. Learners are also now specifically required to 
explain the nature of inferior, normal and luxury goods. 

Market Research:  Learners need to understand the nature of desk and field research and the 
importance of using the most appropriate method. Learners need to be 
able to use quantitative and qualitative data and correctly interpret and 
evaluate the research. There is opportunity here for learners to make 
practical use of these techniques. 

An ability to explain the concept of sampling is now included and learners 
are required to explain the difference between random and quota 
sampling only. In addition, an understanding of the need to avoid bias 
when undertaking market research is now required. 

 

 



  

KEY ASPECTS OF THE SPECIFICATION FROM 2015 

The first component of the specification begins with small businesses but also covers markets and competition, 
other forms of business and the role of the public sector.  

COMPONENT 1: BUSINESS OPPORTUNITIES (3 OF 3) 

AREA OF STUDY  DESCRIPTION 

Business Structure: 
 

Learners need to understand the importance of the public sector in 
providing the goods and services that for-profit private sector businesses 
are unable or unwilling to provide. The role of not-for-profit organisations 
should also be understood. 

Knowledge of the different types of private sector business, including 
advantages and disadvantages to their various stakeholders and being 
able to evaluate the factors that affect the choice of ownership. Learners 
need to clearly understand the concept of unlimited and limited liability. 

Business Location:  The emphasis here is on the factors that affect the location decisions of a 
new business; established businesses are considered in the A level 
content. 

Business Finance: The emphasis here is on sources of finance for SMEs. Other businesses 
are considered in the section on finance in business functions. 

Business Revenue and Costs: Learners need to understand the differences and relationship between 
costs, revenue and profit (N.B. the identification of semi-variable costs is 
now required). 

Learners need to calculate contribution in addition to constructing and 
interpreting break-even charts. Care needs to be taken in order to 
accurately construct and label break-even charts. 

Learners need to understand how businesses use break-even analysis in 
the business and undertake ‘what-if’ analysis. 

With an increased focus and demand of quantitative skills in the new GCE 
specifications it is important that learners are given plenty of opportunity to 
develop these skills and this topic area is ideal to do this. 

 

 



  

KEY ASPECTS OF THE SPECIFICATION FROM 2015 

The second component looks at the four main functions of business in greater detail: marketing, people, finance 
and operations management. 

COMPONENT 2: BUSINESS FUNCTIONS – MARKETING (1 OF 1) 

AREA OF STUDY  DESCRIPTION 

The Marketing Mix: 
 

Learners need to understand why different components of the marketing 
mix are important to different types of business and be able to explain 
orientation and asset-led marketing. 

Marketing – Product:  Learners need to understand the importance of having the right product.  
They need to understand the product life cycle and its relationship to cash 
flow.  They should be able to use the Boston Matrix to analyse a 
business’s product portfolio. 

Marketing – Price: Learners need to understand the various pricing strategies used by 
businesses and the appropriate circumstances in which they are used. 

Marketing – Promotion: Learners need to understand the need to use appropriate above and 
below-the-line promotion strategies depending on the type of business 
and the market that it is operating in. 

Marketing – Place: Learners need to understand the importance of having their products and 
services sold in the correct space.  The concept of multi-channel 
distribution now requires explanation, i.e. how and why businesses are 
now distributing their products and services in a wider variety of channels 
in today’s markets. 

Decisions about the Marketing 
Mix: 

Learners need to consider the different types of markets, from niche 
markets to global markets, and the way that this influences decisions 
about the marketing mix. 

Marketing – New Technology: Learners are now required to explain the role of digital media, social 
media, e-tailing and m-commerce when demonstrating how new 
technology is increasingly used in marketing. 

 

 



  

KEY ASPECTS OF THE SPECIFICATION FROM 2015 

The second component looks at the four main functions of business in greater detail: marketing, people, finance 
and operations management. 

COMPONENT 2: BUSINESS FUNCTIONS – FINANCE (1 OF 1) 

AREA OF STUDY  DESCRIPTION 

The Finance Department: 
 

Learners need to understand, in general, the importance of finance and 
the role of the finance department in a business. 

Budgeting:  Learners need to understand the general nature of budgets, calculations 
of variances are considered in the A level content. 

Sources of Finance: Learners need to be aware of the various sources of internal and external 
finance available to established businesses and be able to assess their 
appropriateness under different circumstances. 

Cash-flow Forecasting: Learners need to be able to construct and interpret cash-flow forecasts 
and, where necessary, suggest ways of improving cash flow. 

The Income Statement: Learners should be able to construct straightforward trading and profit and 
loss accounts and be able to interpret the main points of a PLC’s income 
statement as given in the Annual Report. Learners are not expected to 
understand any items from an Income Statement that do not appear in a 
typical textbook profit and loss account. Operating profit before tax and 
interest can be considered as net profit for calculation purposes. 

Ratio Analysis: Learners are now required to calculate and interpret both gross and net 
profit margins. In addition, learners will need to be able to evaluate these 
profitability ratios in order to assess the performance of a business. Other 
ratios are considered in the A level content. 

 

 



  

KEY ASPECTS OF THE SPECIFICATION FROM 2015 

The second component looks at the four main functions of business in greater detail: marketing, people, finance 
and operations management. 

COMPONENT 2: BUSINESS FUNCTIONS – PEOPLE IN ORGANISATIONS 

(1 OF 3) 

AREA OF STUDY  DESCRIPTION 

The Human Resources 
Department: 
 

Learners should be aware of the functions carried out by the Human 
Resources department of a business but also that not all businesses have 
a formal HR department and that these functions, especially in smaller 
businesses, may be carried out in some other way. 

Changes in Working Practices:  Learners should be aware of the way that working practices have changed 
in recent years: from the traditional pattern of a job for life to the current 
situation where the workforce is flexible, both in the sense of the nature of 
employment, including part-time working and zero-hours contracts and the 
way in which employees carry out their jobs, including home-working and 
hot-desking. They need to understand the benefits and drawbacks of 
these developments to employers and employees. 

Workforce Planning: Learners need to understand the importance of workforce planning in 
ensuring that a business has the right mix of skills and experience in order 
to carry out its work efficiently. 

Recruitment, Training and 
Appraisal: 

Learners should be aware of the methods and importance of recruitment. 
This could be achieved through analysing and evaluating the approaches 
used by an actual business or businesses, since many businesses now 
use online recruitment as it is relatively easy to obtain up-to-date 
information.  

Learners need to understand the methods and importance of training and 
appraisal and, once again, will benefit from studying actual business 
practice in this area. 

Workforce Performance: Learners need to understand how workforce performance can be 
measured and be able to carry out the relevant calculations. They need to 
understand the importance of high productivity, low absenteeism and a 
stable workforce to businesses, bearing in mind that some industries, such 
as fast food, regularly experience a high turnover of employees due to the 
nature of the business. 

 

 



  

KEY ASPECTS OF THE SPECIFICATION FROM 2015 

The second component looks at the four main functions of business in greater detail: marketing, people, finance 
and operations management. 

COMPONENT 2: BUSINESS FUNCTIONS – PEOPLE IN ORGANISATIONS 

(2 OF 3) 

AREA OF STUDY  DESCRIPTION 

Organisational Design: 
 

Learners should be aware of the traditional pattern of a tall hierarchy with 
little employee empowerment in contrast to the more modern model of a 
flatter hierarchy together with greater empowerment. Learners should 
appreciate the benefits and drawbacks of each and their relevance to 
different types of business. Real-world examples should help to make 
these distinctions clear. They should also understand the circumstances in 
which a matrix structure is appropriate. 

Motivation:  As well as the four well-known theorists Taylor, Mayo, Maslow and 
Herzberg, the expectancy theories of Vroom, Lawler and Porter have been 
added. These theories state that, in order to motivate an individual, 
management must offer a reward that the employee considers to be 
worthwhile in order to complete a task, but that also the employee must 
feel that he or she is capable of completing the task that they have been 
set. It would not be worthwhile putting in a great deal of effort only to find 
that they have failed to meet the objective and as a result do not receive 
the reward that they were hoping for. 

As well as being able to evaluate these theories, learners need to 
understand the main methods of financial and non-financial motivation. 

Management and Leadership: Learners are required to explain what is meant by management. In 
addition, the functions and roles of managers also need to be explained, 
along with the advantages and disadvantages of management by 
objectives (MBO). 

Learners need to understand McGregor’s theory X and theory Y and be 
able to evaluate the various leadership styles. 

The leadership theories of Fiedler and Wright and Taylor are now 
included.   

Fiedler believed that, rather than trying to persuade managers to change 
their style to fit particular circumstances, it made more sense to find a 
manager that had an appropriate leadership style for the job in hand.  

Wright and Taylor believed that being born with appropriate traits is not the 
only way to become a good leader and that it is possible to learn the 
necessary skills. They have suggested a number of practical ways in 
which this can be achieved. 

 

 



  

KEY ASPECTS OF THE SPECIFICATION FROM 2015 

The second component looks at the four main functions of business in greater detail: marketing, people, finance 
and operations management. 

COMPONENT 2: BUSINESS FUNCTIONS – PEOPLE IN ORGANISATIONS 

(3 OF 3) 

AREA OF STUDY  DESCRIPTION 

Employer/Employee 
Relationships: 
 

Learners need to understand the importance of good relationships 
between employers and employees and understand the types of factors 
that lead to both good and bad relationships.   

Learners are required to explain and evaluate the impact of equal 
opportunities in the workplace. 

Learners need to have a basic understanding of the origins and recent 
history of trade unions and their role in the workplace. 

Learners will need to be able to explain the causes of employer and 
employee conflict and the various forms of industrial action and the ways 
in which disputes can be resolved, including the role of ACAS. The 
evaluation of the impact of (good/bad) employer/employee relations on a 
business and its stakeholders is also required. 

 

 



  

KEY ASPECTS OF THE SPECIFICATION FROM 2015 

The second component looks at the four main functions of business in greater detail: marketing, people, finance 
and operations management. 

COMPONENT 2: BUSINESS FUNCTIONS – OPERATIONS MANAGEMENT (1 OF 2) 

AREA OF STUDY  DESCRIPTION 

Operations Management: 
 

Learners need to understand the importance of the production process.  

The production process will vary greatly depending on the size and nature 
of a business and the types of product it is producing. It will be greatly 
affected by developments in technology and the skills of the workforce. 

Added Value: Learners need to understand the process of adding value as part of the 
chain of production. They need to understand how value added is 
calculated, i.e. by subtracting the value of inputs from the value of output. 
They need to appreciate the ways in which value added might be 
increased in different circumstances and the advantages to a business of 
selling products that have higher added value.   

Production: Learners need to be able to explain and evaluate the appropriateness of 
different methods of production used by different types of business: job, 
batch and flow production methods. 

Productivity: Learners need to understand the nature and importance of labour 
productivity and the ways in which it can be measured and improved. The 
UK lags behind other countries in terms of labour productivity and this has 
serious implications for the ability of UK companies to compete with 
businesses from other countries. 

Learners need to understand the concept of capacity utilisation and the 
way that it is measured. They should be able to evaluate the impact of 
low/high capacity utilisation on a business. 

Technology: Learners should be aware of recent developments in technology and the 
ways that these developments impact on different types of business (for 
example manufacturing, retailing and transport) and their stakeholders.   

Lean Production: Learners need to understand the meaning of lean production, the various 
practices that are used and the advantages and disadvantages that it can 
have for a business and its stakeholders.   

Quality: Learners need to understand the meaning of quality in relation to customer 
satisfaction rather than as an absolute set of criteria and the importance of 
quality in relation to different types of specific businesses. 

In addition they are required to explain the difference between quality 
control and quality assurance as well as TQM and how it can be achieved. 

 

 



  

KEY ASPECTS OF THE SPECIFICATION FROM 2015 

The second component looks at the four main functions of business in greater detail: marketing, people, finance 
and operations management. 

COMPONENT 2: BUSINESS FUNCTIONS – OPERATIONS MANAGEMENT (2 OF 2) 

AREA OF STUDY  DESCRIPTION 

Purchasing: 
 

Learners need to understand the importance of purchasing to different 
types of business, e.g. retailing, where merchandising, i.e. having the right 
range of products, can be crucial.   

Purchasing affects, amongst other things, the costs of inputs, the quality of 
inputs (and hence outputs) and the range of products that a business can 
sell. 

Research and Development    
(R & D): 

Learners should understand the difference between invention and 
innovation. The UK has a great record for invention but a relatively poor 
record when it comes to innovation, i.e. bringing new products to market.   

The importance of R & D should be understood as should the implications 
of the fact that many UK industries lag behind those in other countries in 
terms of the percentage of turnover spent on R & D. 

Learners should appreciate the importance of good (and bad) product 
design as a factor in business success. 

Economies of Scale: Learners should understand the different types of internal economies of 
scale: purchasing (bulk buying), marketing, technical, technological, 
managerial and financial, and the ways that they benefit a business.   

They should also understand the nature of diseconomies of scale. They 
do not need to explain average cost curves. 

Learners need to understand external economies of scale but not external 
diseconomies of scale. 

Learners need to understand the reasons why small firms continue to 
exist, despite the obvious advantages that large businesses have over 
their smaller rivals. 

 

 



  

KEY TERMS AND THEIR DEFINITIONS 

 

GLOSSARY 

TERM DESCRIPTION 

 SMEs  Small and medium-sized enterprises is a term used to talk about relatively small 
businesses. There are many ways of measuring the size of these businesses and different 
countries and organisations (e.g. the EU, the World Bank and the World Trade 
Organisation) will have different criteria for defining the size. The European Union 
categorises SMEs by the number of employees and either turnover or balance sheet total. 
 
Company category   Employees   Turnover   or   Balance sheet total 
Medium-sized             <250               ≤ €50m         ≤ €43m 
Small                          <50                 ≤ €10m         ≤ €10m 
Micro                          <10                 ≤ €2m            ≤ €2m 

 Business plan A business plan gives an outline of a business, the market in which it will operate and how 
it aims to make money. There is more than one way of writing a business plan. Important 
components include: 

The business owner's details, including background, qualifications and skills 

Products and services 

The market 

Market research 

Marketing strategy 

Competitor analysis 

Costs and pricing 

Financial forecasts 

 Normal goods  A good that increases in demand when consumer income rises, and falls when consumer 
income decreases and the price remains constant. Most everyday goods are normal 
goods. 

 Inferior goods A good that decreases in demand when consumer income rises, and rises in demand 
when consumer income decreases. Examples include bus travel, canned food, payday 
lending services.   

 Luxury goods Also known as a superior good, similar to a normal good in that demand increases as 
income increases. Luxury goods can be expensive and are often scarce. They also 
include prestige brands of everyday goods. A luxury good may be a supercar and a 
normal good a mainstream sports car. 

 Qualitative data Data that is descriptive and includes virtually any information that is not numerical in 
nature. Qualitative data describes and is unable to be measured. 

 Quantitative data Data that can be quantified and verified. Quantitative data is used to describe information 
that can be counted or expressed numerically. 

 

 



  

KEY TERMS AND THEIR DEFINITIONS 

 

GLOSSARY 

TERM DESCRIPTION 

Market research  
bias  

This is a systematic error in research where a particular research finding deviates from 
the true finding. This can occur through mistakes in sampling, questioning and 
interviewing. Bias is a problem with qualitative research as the questioner/interviewer 
may skew the data.  

Semi-variable 
costs  

Also known as a semi-fixed cost. It is a cost that contains both a fixed cost component 
and a variable cost component. It is fixed as the cost is still incurred if no production 
occurs, but it is variable in that the total cost increases as production increases. For 
example, overtime payment to staff and sales commission paid to salespersons on top of 
their salary. 

'What-if' analysis Break-even analysis is a good example of 'what-if' analysis. It can be used to see the 
effect that a change in variable costs, fixed costs, price and quantity will have on profit. It 
is a tool used to help make business decisions.  

Asset-led 
marketing 

This is a marketing strategy that uses the attributes of the product to help market the 
product. The strategy uses the internal strengths of  the business (product orientation) 
and combines these with market needs (market orientation). In other words – ‘How can 
we use the strengths of the business to satisfy consumer needs?’ 

Product portfolio A product portfolio is the range of items sold by a business in a given time period. It can 
be analysed using the Boston Matrix. 

Above-the-line 
promotion 

This type of promotion focuses on advertising to a large audience through mass media 
methods. It includes print, online media, television and cinema advertising.  

Below-the-line 
promotion 

This is promotional methods that do not use mass media. It involves targeting consumers 
directly. Examples include direct mailing and exhibitions.   

Multi-channel 
distribution 

A marketing strategy that offers customers a choice of ways to buy a product. Channels 
include store, website, telephone, mail order, catalogues, smart phones and comparison 
shopping sites. Multi-channel distribution can maximise revenue and improve customer 
loyalty by offering customers  choice and convenience.  
 

Global marketing This is marketing on a worldwide scale. It includes selling abroad, the planning, producing, 
distributing and promoting of products in a worldwide market. Traditionally this is 
dominated by large multinational companies, but with the development of technology, in 
particular the expansion of the internet, small-scale businesses can also compete globally. 
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Digital media  This includes digitised content, such as text, graphics, video and audio that can be 
transmitted over the internet or computer networks.  Digital marketing is still a relatively new 
concept, but is now an extremely important marketing tool for businesses. It includes 
activities such as search engine optimisation and marketing, social media marketing, e-
commerce marketing, email direct marketing, display advertising, mobile apps, podcasts 
and electronic billboards. Digital marketing will continue to revolutionise marketing and new 
forms of digital marketing are being developed all the time. 

Social media Social media marketing refers to the process of gaining traffic or attention  through social 
media sites. There are many different approaches to how a business can best use social 
media. For example, social networking sites, blogs, content communities and forums are 
platforms where individuals share their reviews and recommendations of brands, products 
and services. 

E-tailing This term is short for electronic retailing and is the selling of goods on the internet. It 
normally refers to the business-to-consumer (B2C) transactions. E-tailing is continuing to 
grow with an increasing number of customers buying online.  

M-commerce This term is short for mobile commerce and is the selling of goods through wireless 
handheld devices such as tablets and smart phones. This is a very new platform for 
businesses but, as with most digital technology, is continuing to grow and new services are 
constantly being introduced. As content delivery over wireless devices becomes faster and 
more secure, there is wide speculation that m-commerce will surpass wireline e-commerce 
as the method of choice for digital commerce transactions. 

Income statement This is a financial document that shows how much money a business has made (or lost) 
over a specific period of time (usually a year or six months). The income statement is 
sometimes referred to as the profit and loss statement (P&L), or statement of income.  

Profitability ratios For AS Business profitability ratios refer to gross and net profit margins only.   

Gross profit 
margin 

This is a measure of the gross profit as a percentage of sales revenue. The calculation is: 

Gross profit X 100 

Sales revenue 

Net profit margin This is a measure of the net profit as a percentage of sales revenue. The calculation is: 

Net profit X 100 

Sales revenue 

Flexible workforce Many businesses now require a flexible workforce to compete in a dynamic business 
environment. A flexible workforce allows both individual and business needs to be met 
through making changes to the time (when), location (where) and manner (how) in which 
an employee works. 
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Zero-hours 
contracts  

An example of a flexible workforce and changes in working practices. Zero-hours 
contracts are contracts between an employer and a worker where the employer does not 
have to provide any minimum working hours and the worker does not have to accept any 
work offered. These contracts have increased in recent years and are controversial.  

Hot-desking Another example of a flexible workforce and changes in working practices. A business 
supplies a workstation to be used by multiple workers during different time periods. Hot-
desking is popular in offices with flexible hours for workers, where not all workers are 
actually working in an office at the same time. The sharing of the workstation makes more 
efficient use of space and resources.  

Apprenticeships An apprenticeship is a real job with training which allows participants to earn while they 
learn, whilst gaining a nationally recognised qualification. Apprenticeships are usually 
entry level positions into an industry.     

360 degree 
feedback  

This is an appraisal system or process in which employees receive confidential, 
anonymous feedback from the people who work around them. This will include direct 
feedback from an employee's subordinates, peers (colleagues) and supervisor(s), as well 
as a self-evaluation. 

Motivation – 
Expectancy theory 

 Expectancy theory is a motivation theory first proposed by Victor Vroom of the 
 Yale School of Management and later by Porter and Lawler. The theory suggests  
 that an individual's motivation is affected by the reward they expect to receive for 

completing the task. 

Management by 
objectives (MBO) 

This is a philosophy of management designed by Peter Drucker. It involves participative 
goal setting and working towards goals agreed between management and employees. 

Leadership theory 
– Fiedler's 
Contingency 
Model 

Fiedler argues that leaders find it difficult to change their style. The model allows 
organisations to identify the best potential leaders for a particular situation. He called his 
approach the leadership match concept.  

Leadership theory 
– trait theory 

Some studies argue that successful leaders have certain traits such as honesty, 
creativity, intelligence and charisma. 

Leadership theory 
– P. Wright and D. 
Taylor 

Wright and Taylor argue that managerial leadership is the ability of a manager to inspire 
people. A good leader has good interpersonal skills and adapts to the needs of 
employees through identifying problems and creating solutions. In contrast to trait 
theories, Wright and Taylor believe that managers can be taught these skills. 
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Equal 
opportunities 

In the workplace everyone has the same opportunity. All individuals have the right to be 
treated without discrimination, especially on the grounds of one's sex, race, religion, age, 
mental or physical ability. In the UK legislation is in place to ensure businesses do not 
discriminate. 

Added value  This is the difference between the cost of purchasing raw materials and the price which the 
finished goods are sold for. Added value is not to be confused with profit.  

To calculate: Added value = selling price – cost of inputs 

Measuring 
productivity 

Productivity is a measurement of the efficiency with which a business turns production 
inputs into output. Labour productivity (output per worker) is the most common measure of 
productivity. 
 
Labour productivity =  Output (per period) 

  Number of employees (per period) 

Quality  Quality is a difficult concept to define. Customers may require certain specifications or 
demand exceptional levels of comfort. Quality is often defined simply as 'fitness for 
purpose'. Goods or services which are very successful in fulfilling a need are considered to 
be high quality. Whichever way we choose to define ‘quality’, the importance of the 
concept continues to grow. 

Innovation The process of translating an idea or invention into a good or service that creates value 
or for which customers will pay. Bringing a new idea to the marketplace is known as 
‘product innovation’. Doing so in the workplace is known as ‘process innovation’. 

Research and 
development 
(R&D) 

This involves the identification of new ideas and turning them into products, services and 
processes. Businesses who invest in R&D are considered to be innovative and always 
looking to bring new ideas and products to the market. 

Internal 
economies of 
scale  

Reductions in the average cost per unit of output as a result of increasing internal 
efficiencies of the business. Examples include purchasing, technical, financial, managerial 
and marketing.  

External 
economies of 
scale 

These are the advantages of scale that benefit a whole industry and not just an individual 
business. Examples include supplier, educational and financial.  

Diseconomies of 
scale 

The factors that cause higher costs per unit of output when the scale of an organisation 
continues to increase – the causes of inefficiency in large organisations. Examples of 
internal diseconomies of scale include coordination, communication and motivation.  
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