
Curriculum Map  

Subject:  BTEC business                   Year group:  Year 13 

 Autumn 1 Autumn 2 Spring 1 and 2 Summer 1 

Content 
 

Declarative Knowledge – 
‘Know What’ 

Teacher 1 – Unit 2 Developing a 
marketing campaign 
 
Learning objective C: Planning and 
developing a marketing campaign 
 
C1 Marketing campaign activity 
- Selection of appropriate 

marketing aims and objectives to 
suit business goals. 

- Situational analysis: SWOT 
(Strengths, Weaknesses, 
Opportunities, Threats) and 
PESTLE (Political, Economic, Social, 
Technological, Legal, 
Environmental). 

- Use of research data to determine 
target market. 

- Use of research data to conduct 
competitor analysis. 

 
C2 Marketing mix 
- Product development: form and 

function, packaging, branding. 
- Pricing strategies: penetration, 

skimming, competitor based, cost 
plus. 

- Promotional advertising, public 
relations (PR). Sponsorship, use of 
social and other media, guerrilla 
marketing, personal selling, 
product placement, digital 
marketing, corporate image. 

- Place, distribution channels: direct 
to end users (mail/online/auction), 
retailers, wholesalers. 

- Extended marketing mix: people, 
physical environment, process. 

 
 
 

Teacher 1 – Unit 2 Developing a 
marketing campaign 
- Preparation for controlled 

assessment 
 
Teacher 2 – Unit 14: Investigating 
customer service 
 
Learning aim C: Demonstrate 
customer service in different 
situations, using appropriate 
behaviours to meet expectations 
 
C1 Customer service skills and 
behaviours 
- Communication skills 
- Interpersonal skills: 
- Behaviours, e.g. being positive, 

offering assistance, showing 
respect. 

 
C2 Dealing with customer service 
requests and complaints 
- Understanding different Customer 

service situations 
 
C3 Individual skills audit and 
development plan 
- Skills audit of customer service 

skills. 
- Personal SWOT (Strengths, 

Weaknesses, Opportunities, 
Threats)  

- Set objectives to meet skills 
development goals for a specified 
customer services role. 

 

Free Study 
 
Preparation for potential retakes of 
unit 2 developing a marketing mix 
and/or unit 3 personal and business 
finance 
- Students have the opportunity to 

retake exams to improve grades. 
Students will be advised of the 
appropriateness of retaking exam 
units. 

  

Free Study 
 
Preparation for potential retakes of 
unit 2 developing a marketing mix 
and/or unit 3 personal and business 
finance 
- Students have the opportunity to 

retake exams to improve grades. 
Students will be advised of the 
appropriateness of retaking exam 
units. 
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C3 The marketing campaign 
- Selection of an appropriate 

marketing mix, message and 
media 

- Campaign budgeting. 
- Creating campaign timelines 
- Evaluating a marketing campaign 
 
C4 Appropriateness of marketing 
campaign 
- How far the marketing activity 

reinforces and supports brand 
value. 

- The sustainability of marketing 
activities. 

- Flexibility of the campaign to 
enable response to changes. 

- Relevance to organisational goals. 
- Appropriateness to target market. 
- Legal and ethical considerations. 
 
Teacher 2 – Unit 14: Investigating 
customer service 
 
Learning aim B: Investigate the 
methods used to improve customer 
service in a business 
 
B1 Monitoring and evaluating 
customer service provision 
- Using research from customers to 

identify improvements and 
monitor complaints. 

- Evaluating customer service 
through customer responses 

 
B2 Indicators in improved 
performance 
- Reduction in numbers of 

complaints. 
- Increase in profits. 
- Reduction in turnover of staff. 
- Repeat business from loyal 

customers. 
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Skills 
 

Procedural Knowledge –  
‘Know How’ 

Teacher 1 – Unit 2 Developing a 
marketing campaign 
- Select appropriate objectives 

based on market data 
- Use analysis tools to create 

conclusions on a business 
- To develop new product ideas and 

what is required to make them 
successful 

- Determine pricing strategies for a 
product 

- Distribute products/services to 
maximise potential sales 

- Generate awareness and interest 
in a product or service 

- To use other elements of business 
to develop a marketing campaign 

- Create an appropriate marketing 
message 

- Create a marketing campaign 
within a budget 

- Create a timeline of events within 
a marketing campaign using either 
a calendar or Gantt chart 

- Evaluate the effectiveness of a 
marketing campaign through its 
ability to support a brand and its 
flexibility to adapt to change  

 
 
 
Teacher 2 – Unit 14: Investigating 
customer service 
- Monitor and improve customer 

service through the use of 
customer profiles and data 
collection 

- Evaluate customer service through 
analyse customer responses. 

- Planning for change in customer 
service 

- Explain the indicators of improved 
performance 

Teacher 2 – Unit 14: Investigating 
customer service 
- Communicate via face-to-face, 

telephone, electronic media. 
- Understand verbal and non-verbal 

communication 
- To identify barriers to 

communication 
- Understand the skills and 

behaviours that create an 
effective interpersonal approach 
to customer service 

- To deal with customer service 
requests by providing information, 
promoting additional products, 
giving advice and relaying 
information 

- To deal with customer service 
complaints by going through levels 
of authority, keeping records, 
handling complaints 

- Create a skills audit for customer 
service 

- Create a personal SWOT analysing 
customer service skills and setting 
development goals from the 
analysis 

 
 
 

Revision for exams (if applicable): 
- Unit 3: Understanding and using 

finance formulas 
- Unit 3: Structuring 

analyse/evaluate questions 
- Unit 2: understand where and 

how to collect relevant research 
- Unit 2: planning for developing a 

marketing campaign 
 
 
 
 

Revision for exams (if applicable): 
- Unit 3: Understanding and using 

finance formulas 
- Unit 3: Structuring 

analyse/evaluate questions 
- Unit 2: understand where and how 

to collect relevant research 
- Unit 2: planning for developing a 

marketing campaign 
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Key Questions Unit 2 Developing a marketing 
campaign 
- What data should I use to 

determine marketing objectives? 
- What is the key market data? 
- Who are the main competitors, 

and what are they doing? 
- What factors affect the market 

and the business? 
- Who is the target market? 
- What would make a new product 

successful? 
- What pricing strategy would be 

most effective? 
- What is the best way for the 

business to get their products to 
the customer? 

- How do you generate awareness 
and interest in a product or 
service? 

- What else is important in ensuring 
a good marketing mix? 

- What is the most appropriate 
marketing message for the target 
market? 

 
Teacher 2 – Unit 14: Investigating 
customer service 
- What data should I look at to 

improve customer service? 
- What does the data say about 

customer service? 
- How do you improve customer 

service? 

Teacher 2 – Unit 14: Investigating 
customer service 
- What are the different forms of 

communication? 
- What makes good 

communication? 
- What are the barriers to 

communication? 
- What skills are required for good 

customer service? 
- What do customers need to 

know? 
- How can we help customers? 
- What skills do I possess and how 

do I improve the skills that need 
working on? 

 
 
 

  
 
 
 
 

 

Assessment Unit 2: mock assessment (not in exam 
conditions) 
Unit 14: Learning objective B 
coursework 
 

Unit 2: mock assessment (exam 
conditions) 
Unit 2: pre-release preparation 
Unit 14: Learning objective B 
coursework 

Unit 2 exam (January) 
Unit 14: Learning objective C 
coursework 

Retake exams (if applicable) 
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Literacy/Numeracy/ 
SMSC/Character 

- Numeracy: Interpreting numerical 
data and graphs in order to make 
decisions around designing a 
marketing campaign 

- Literacy: building arguments using 
business terminology, developing 
analytical and evaluative 
paragraphs using data and 
contextual evidence from case 
studies. 

- SMSC: students explore the 
rationale behind decisions made 
by businesses in regards to 
marketing and customer service. 
Through this, students are given 
the chance to reflect on how the 
actions of business affect society 
socially, morally, and culturally. 

- Character: students build 
character through being put 
through realistic business 
scenarios that test their ability to 
take the initiative and be 
confident in displaying their 
creativity and aspirations. 
Business scenarios will also help 
them consider differing views 
which will help them develop 
tolerance, integrity and resilience. 

- Numeracy: Interpreting numerical 
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- SMSC: students explore the 
rationale behind decisions made 
by businesses in regards to 
marketing and customer service. 
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scenarios that test their ability to 
take the initiative and be 
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- Numeracy: Interpreting numerical 
data and graphs in order to make 
decisions around designing a 
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- Literacy: building arguments using 
business terminology, developing 
analytical and evaluative 
paragraphs using data and 
contextual evidence from case 
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- SMSC: students explore the 
rationale behind decisions made 
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Through this, students are given 
the chance to reflect on how the 
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character through being put 
through realistic business 
scenarios that test their ability to 
take the initiative and be 
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Business scenarios will also help 
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tolerance, integrity and resilience. 

- Numeracy: Interpreting numerical 
data and graphs in order to make 
decisions around designing a 
marketing campaign 

- Literacy: building arguments using 
business terminology, developing 
analytical and evaluative 
paragraphs using data and 
contextual evidence from case 
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- SMSC: students explore the 
rationale behind decisions made 
by businesses in regards to 
marketing and customer service. 
Through this, students are given 
the chance to reflect on how the 
actions of business affect society 
socially, morally, and culturally. 

- Character: students build 
character through being put 
through realistic business 
scenarios that test their ability to 
take the initiative and be 
confident in displaying their 
creativity and aspirations. Business 
scenarios will also help them 
consider differing views which will 
help them develop tolerance, 
integrity and resilience. 

 


