
Enterprise and Marketing – Big Picture  

Year 10 Year 11

RO64: Enterprise and marketing concepts RO65: Design a business proposal RO66: Market and pitch a business proposal

To understand the main activities that will need to happen to support a 
start-up business and what the key factors are to consider when starting 
up a business.

To understand how and why customer segmentation is used and how to 
target a customer market. 
To understand how to attract and retain customers, the techniques to use 
when developing products and how to investigate what makes a product 
viable.
These elements will provide learners with underpinning knowledge and 
understanding for completion of Units R065 and R066 within this 
qualification.

To design a product proposal to meet a business challenge scenario. 
Understand how to identify a customer profile for your own product 
design, develop market research tools and use these to complete market 
research for your product.
Use your research outcomes to generate product design ideas, assess your 
strengths and weaknesses and work collaboratively with peers to gain 
feedback to inform final design decisions. Understand how to complete 
financial calculations to select a pricing strategy and determine whether 
your proposal is viable.
The skills and knowledge developed by completing this unit will also be 
transferable to further learning in related areas and will be required by 
learners when completing Unit R066.

Understand how to create a brand identity and promotional plan for your 
product proposal, developed in Unit R065. Pitch your product proposal to 
an external audience after completing a practice pitch, and complete a 
review of both your pitching skills and product proposal, using your 
learning from this qualification, self-assessment and feedback generated.

Understand how to use a combination of branding and promotional 
methods that complement each other and appeal to a specific customer 
profile. You will gain the crucial skills of professionally pitching to an 
unknown audience. This will help to prepare you both for employment 
situations such as interviews and for starting up a business in the future, 
while also developing the transferable skill of presenting information to 
others in a clear and persuasive manner.

Key knowledge:
Market segmentation
Market research
Types of customer feedback 
techniques
Costing/ Revenue
Profit/ Loss
Breakeven
Product lifecycle
Product differentiation

External factors
Pricing strategies
Advertising methods
Sales promotion techniques
Customer service
Forms of ownership
Sources of finance
Business plan
Functional areas

Key knowledge 
Market segmentation
Customer profile
Market research
Sampling methods
Review product designs
Calculate costs
Breakeven point
Apply pricing strategy

Pricing decisions
Viability of product
Challenges of launching new 
product

Key knowledge 
Brand identity
Branding methods and techniques
Promotional objectives
Methods of promotion
Plan a pitch
Consider audience
Venue
Structure of pitch
Personal appearance

Anticipate potential questions and 
plan responses
Use and develop personal and 
presentation skills to deliver a 
professional pitch
Review a professional pitch to an 
external audience
Review a business proposal


