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Supporting the delivery of business and management Core Content


T LEVEL IN ANIMAL CARE AND MANAGEMENT

INTRODUCTION
Core Content for the T Level in Animal care and management includes business and finance skills. This resource, in the form of a project, will provide high-quality and accessible materials to support an applied approach to develop knowledge and skills. Learners will explore and present the findings in relation to a proposal for the diversification of a veterinary practice, with the aim of providing additional services for customers. The Institute for Apprenticeships and Technological Education (IfATE) identifies the following Core Content that this resource will include:
· types of business objectives and values associated with different business structures
· how they are applied to develop business growth and change including sales opportunities and diversification of the business
· typical organisational policies (e.g. health and safety and equality) 
· business risk and how businesses measure success 
· the information used to determine if success measures are met 
· quality standards expected by internal and external stakeholders
· project management (including the purpose and scope of the project, supply chain, resources and budgeting)
· types of profit (including net and gross) and the significance of each to business success 
· types of cost incurred by business (products, ancillary products, types of overheads and labour) and their classifications (direct, indirect, fixed or variable)
· types of taxation
· how costs and revenue are forecast 
· how profit is calculated.
In addition, learners will develop behaviours and professional skills embedded throughout the lessons and the T Level, including research and presentation skills, developing independent learning, self and peer assessing of progress, collaboration and teamwork and maths, English and digital skills.
Framework for Learning
The resource includes a Framework for Learning (FfL). This covers 20 hours of learning and includes a diagram to show how the content of those hours has been sequenced and scaffolded. There is also a narrative that explains the sequencing and scaffolding in more detail.
Lesson plans
There is a lesson plan for each stage in the sequencing and scaffolding of learning in the FfL. Lesson plans include details of the support materials that are required to support delivery, including those found within this resource.
Support materials
The support materials identified in the lesson plans are also available towards the end of this document.
NOTE:
There is a separate slide deck to be used with the lessons.


SECTION 1: FRAMEWORK FOR LEARNING (FfL)
The FfL sets out one approach to scaffolding and sequencing the development of business and finance Core Content.
Sequencing and scaffolding
The FfL and the narrative below show how the project will take the learners through the process of researching and developing a business proposal. The project will be divided into sections which mirror the process of developing a business proposal. 
The specific animal management business proposal that the learners will be creating is for business diversification at a veterinary practice. 
Learning will be scaffolded in the context of how each lesson fits into the final presentation. It will also be scaffolded by topic, for example marketing will build on learning from lesson 3 – market research. Similarly, the lesson on costing and profit will show how this links to forecasting and will provide the basis for looking at setup costs, running costs and accounting.
Throughout the project, learners will develop their communication skills, understanding of the role of the audience, choice of language according to audience and how to create and present successfully.
They will also develop their mathematical skills examining data, costing and methods of recording expenditure.
Each of the lessons will focus on the learners recalling previous knowledge of each topic covered in other lessons. The topics will then build on learners being able to use this knowledge and embed skills in a real-life scenario.
Lesson 1 – Introduction to business and finance project
This lesson allows learners to recall their knowledge and understanding of the various types of businesses with specific case studies from the animal management sector. This lesson will also introduce learners to self and peer assessment.
The lesson will provide the learners with an overview of the project brief relating to the topics to be covered in the next seven lessons. This will show the learners how the skills, knowledge and understanding covered in each lesson will contribute to presenting an effective and comprehensive business development proposal. 
Lesson 2 – Business scenario simulation
This lesson allows learners to examine a business scenario that relates to the focus of their own business proposal. It will provide an opportunity for learners to reflect on their own prior knowledge of both the business and finance topics. 
Lesson 3 – Market research and analysis
This lesson will recap the importance of market research and analysis in relation to business growth and change. 
This will then be related to their business development proposal. Learners will create and analyse a market research tool that allows them to identify a range of possible products they feel would be best suited for the veterinary practice business diversification. 
Lesson 4 – Business objectives, values and standards
This lesson will recall the need of businesses to have set objectives and values relating to both social and environmental responsibilities. This will then link to the importance of quality standards within a business environment identifying the needs and the consequences of not meeting quality standards. 
Learners will use the information from their market research and analysis to identify the specific products to be sold at the veterinary practice incorporating quality standards. This can be examples such as fair-trade products or environmentally friendly products. Relating to objectives and values learners will also now be able to identify key performance indicators (KPIs) relating to their business proposal. 
Lesson 5 – Business costs
This lesson will recall information on the various types of costs incurred by businesses and how they are classified. This will include direct, indirect, fixed and variable costs. The lesson will cover the different types of taxation from a business perspective. 
Learners will identify the costs needed within their business proposal. This will include the product prices and any other factors, which may include shelving units, transportation costs, staffing costs or marketing costs. 
Lesson 6 – Calculating the selling price of goods
This lesson will recall learners’ knowledge on the process of calculating profit. This will include how businesses price products and identify suitable margins to result in overall profit. 
Learners will use the same process for each of their chosen products to be sold at the veterinary practice. This will involve identifying suitable suppliers of the product and calculating the selling price. This will provide them with a useful tool for their proposal. 
Lesson 7 – Marketing
The lesson will provide learners with the opportunity to identify a range of marketing strategies used by various businesses. This will include examples of physical events, advertising campaigns and online strategies. For each of the examples used, learners will evaluate how effective the marketing activity is, allowing them to develop evaluation and feedback skills. 
Learners will identify the specific marketing strategies that would be suitable for their business proposal. 

Lesson 8 – Project management
This lesson will recall learners’ knowledge of the techniques involved in effective project management. This will include the need to have a full understanding of the purpose scopes of projects, leading to the importance of setting realistic milestones relating to suitable roles and responsibilities withing a business setting. 
Learners will use the information discussed to reflect on the tasks completed in previous lessons and how this can be comprehensively incorporated into their business proposal. 
Lesson 9 – Preparation for presentation
Learners will be combining the tasks they have completed to create their overall presentation. This will include their market research analysis, the business objectives and values, identification of the costs involved, the selling price of the products and the marketing strategy.
Lesson 10 – Business proposal presentation
Learners will recall and apply techniques required for effective presentation. 
Each learner will present their business proposal to a set panel including staff and peers. Once the presentation has been completed, each learner will receive written peer feedback allowing them to individually reflect on their proposal. 
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Calculating the selling price of goods
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Project management
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SECTION 2: LESSON PLANS
This section includes 10 lesson plans. The lesson plans follow the FfL and include:
· a lesson title
· targeted specification content coverage
· the lesson number in the sequence
· the total amount of time required to deliver the lesson
· the teacher and learner activities to be undertaken throughout the lesson
· the resources needed to deliver the lesson (see note below)
· details of how the lesson supports the development of English, maths and/or digital skills (where appropriate)
· details of how the lesson can be adapted to meet learners with specific needs
· next steps in learning, such as homework activities and links to the next lesson.
Note:
There is an assumption that the learning environment will include:
· a whiteboard/smartboard or similar
· materials to take notes, e.g. pens, paper, audio recorder, digital device and software
· equipment to present a slide deck and video, e.g. projector or smartboard
· digital devices (e.g. laptop or tablet) for all learners
· internet access
· learner access to word-processing, spreadsheet and presentation software.

Lesson plan delivery assumptions
The following assumptions have been made in all lesson plans, unless otherwise stated in the body of the plan.
· The focus of each lesson will be on skills application linked to the knowledge taught.
· There will be continual reference in each lesson to what the learners are working towards, building on what they have already learnt.
· Small groups will consist of 3–4 learners, depending on class size. Teachers will use their professional judgement based on local factors such as room layout and class size, for example.
· Teacher guidance for activities will be included in the resources if necessary.
· The development of any English, maths or digital skills will be embedded in the lessons, working towards mastery of these skills by lesson 10.
· The teacher will use their preferred way of taking feedback and will explain this to the learners for each activity.
· Learners will be working towards becoming independent learners.
· Plenary will assume that the teacher will elicit what has been learnt in the way that helps them to assess learner’s individual progress, for example self-assessment sheets, directed questions or exit tickets, unless specifically stated in the lesson plan.
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Lesson 1
	Title: Introduction to business and finance project
Targeted content reference: Common Core – 5 Business, 9 Finance
Lesson sequence number: 1
Timing: 2 hours

	Prior learning: 5. Business – 5.1 Types of business organisations. Types – sole trader, partnerships, limited/unlimited company and state. Including:
· The structure, advantages and disadvantages for each business type.
· Learners will have been monitoring their progress on the course using the red, amber and green (RAG) method.
· Learners will have been introduced to the concept of peer review assessment.
· Effective note taking.
· Learners will have been introduced to presentations.

	Timing
	Teacher activity
	Learner activity 
	Support materials

	10 minutes
	Present the learning overview from the slide deck. 
Instruct learners to complete the learning outcomes and RAG rating column for the start of the lesson in the learner record of work.
Circulate and support.
	Listen and seek clarification if needed.
Complete learning reflection task in the learner record of work.
	Slide deck
Case study instructions
Case study peer review
Case study – Paws & Claws Pet Grooming
Case study – VetCare: A successful veterinary practice
Case study – Paws & Claws pet shop
Case study – Wildlife Wonders
Learner record of work
Project brief – teacher notes
Project brief










	10 minutes
	Present the project brief from the slide deck.
	Listen and follow the details on the project brief handout.

	

	40 minutes
	Sort learners into four groups. Give each group a different case study. 
Introduce the case studies activity and instruct the learners to read the case study provided and answer the questions. Ask groups to nominate someone to feed back.
	Move to allocated groups.

Listen to and clarify the requirements of the activity.
Select a spokesperson from the group to provide feedback.
	

	
	Circulate and support group work.
Instruct learners to answer the questions for all other case studies as each spokesperson is providing feedback. 
Collect feedback and discuss any misconceptions.
	Complete the task.

The nominated person from each group feeds back to the class. Other learners answer the questions. 
	

	40 minutes
	Present peer reviewing definition from the slide deck.
Distribute the four sticky notes and explain what needs to be done for the activity. Instruct learners to work in the same groups.
	Listen.
Listen to and clarify the requirements of the activity.
	

	
	Circulate and support group work.
Invite learners to put sticky notes on the flipchart/whiteboard. Facilitate a discussion on the justifications.

Present the case study peer review task. Advise learners to create a three-minute maximum presentation that will be peer-reviewed by another group.
Circulate and support.
Instruct each group to present to another group and then swap with the other group presenting. 
Circulate and support. 
Instruct learners to peer review the group presentations through a group discussion and provide effective feedback to the group.
Ask everyone to feed back on the activity, ensuring that each learner has contributed.
	Choose the four most important elements of peer reviewing out of the six given. Write one point per sticky note. Be prepared to justify your decisions. 

Agree on the four key points as a class and justify your decisions.
Listen to and clarify the requirements of the case study peer review activity.
Create the presentation.
In groups, present the three-minute presentation.
Discuss as a group and obtain consensus on a response to be given. Provide oral feedback to peers.
Individually, identify an area for improvement based on peer assessment and self-reflection.
	

	15 minutes
	Plenary – Elicit learning that has taken place today and note on the board.
Instruct learners to complete their learner record of work.
Homework – Research an example of the mission statement and the values of a veterinary practice to bring to the next lesson.
	Offer examples of what has been learnt today.
RAG rate your progress in the learner record of work and note any further learning to be completed.
	

	Other: 
English: Giving effective presentations and giving peer feedback.

	Adaptation: 
SEND: Use the ‘read aloud’ facility on Word for the case studies.

	Next steps in learning: Review prior knowledge of business and finance topics. Research a real-world business scenario. 





Lesson 2
	Title: Business scenario simulation
Targeted content reference: Common Core – 5 Business, 9 Finance
Lesson sequence number: 2
Timing: 2 hours

	Prior learning:
· Learners will have been introduced to effective research skills.
· Learners will have completed self-reflection techniques.
· Learners will have been taught the Core Content of all topics relating to the business and finance project. 
· Learners will have practised effective note taking.
· Learners will have been introduced to presentations.

	Timing
	Teacher activity
	Learner activity 
	Support materials

	15 minutes
	Present the learning overview from the slide deck.
Instruct learners to complete the learning outcomes and RAG rating column for the start of the lesson in the learner record of work.
Circulate and support learners.
Sort learners into small groups and instruct them to discuss the questions relating to the introduction to the business and finance project lesson.
	Listen.




Complete the learning reflection task in the learner record of work.
Listen, then move to allocated groups.
	Slide deck 
Flipchart paper and pens
Blank PowerPoint slides
Laptops or computers
Learner record of work
Pets at Home research worksheet 1
Pets at Home research worksheet 2
Pets at Home research worksheet 3
Pets at Home research worksheet 4
Pets at Home research worksheet 5



	
	Circulate, support, stretch and challenge learners as they work.
Invite one group at a time to provide feedback. Address any gaps in knowledge.
	Discuss questions set from the slide deck. Select a spokesperson from the group to provide feedback.
Feed back to the class.
Note any missed points.
	

	30 minutes
	Provide instructions for the review of knowledge using the slide deck. Sort learners into small groups. 
Circulate, support, stretch and challenge learners as they work.
	Listen to and clarify the requirements of the activity.
Discuss the information to be used and complete the written presentation using flipchart paper. 
	

	
	Invite learners to display their written presentations in the room.
Facilitate learners viewing each groups written presentation individually.

Circulate, support, stretch and challenge learners as they work. Ask learners to share the information added when circulating to each group. 
	Display written presentation in the location provided.
Individually read each groups written presentation and highlight any key points not discussed within their group’s presentation. 
Discuss as group any of the points missed and add them onto their original written presentation. 
	

	15 minutes
	Elicit names of businesses. Collate the names on a white board/smart board. 
Invite learners to say if the identified businesses would be classified as successful and justify answers.
	Offer examples of names of businesses they are familiar with.
Offer answers and give justification.
	

	45 minutes
	Present the information and requirements for the Pets at Home activity. Sort learners into five groups and distribute a different work sheet to complete research notes. 
Circulate, support, stretch and challenge learners as they work.
Facilitate a class discussion on what learners perceive as a suitable presentation slide. Create an example of a presentation slide based on the class discussion.
Instruct learners to create a digital presentation using the research notes. The presentation is to consist of five PowerPoint slides and will be expected to be presented for 3–5 minutes. 
Facilitate the presentations from each of the groups with a question-and-answer session after each presentation.  
	Listen to and clarify the requirements of the activity.


Complete the Pets at Home research activity as per their allocated task sheet.
Partake in class discussion.


Listen to and clarify the requirements of the activity. Create a PowerPoint presentation.


Present to class or listen to peer’s presentations. 
Contribute to question-and-answer sessions after each presentation.
	

	15 minutes
	Plenary – Elicit learning that has taken place today and note on the board.
Instruct learners to complete their learner record of work.
Homework – Research another animal related business and identify the business’ strengths.
	Offer examples of what has been learnt today.
RAG rate progress in the learner record of work. Note any further learning to be completed.
Note homework.
	

	Other: 
English: Researching information and presenting it clearly on PowerPoint slides. Answer questions following presentation.
Digital: Presenting information effectively on PowerPoint slides.

	Adaptation: 
SEND: Read aloud when completing written and research tasks. 

	Next steps in learning: Recap in business objectives, values and standards to inform market research.





Lesson 3
	Title: Market research and analysis
Targeted content reference: Common Core – 5 Business, 9 Finance
Lesson sequence number: 3
Timing: 2 hours

	Prior learning:
· What is market research and analysis within a business context?
· The importance of market research and analysis for business growth and development.
· Effective listening and note taking skills. 
· Creation of questionnaires.
· Analysis and reporting of data.


	Timing
	Teacher activity
	Learner activity 
	Support materials

	15 minutes
	Present the learning overview from the slide deck and instruct learners to complete the learner record of work.
	Listen.
	Learner record of work
Slide deck
Task sheet 1 – Create a questionnaire for customers
Task sheet 3 – Compile a 500-word summary of your findings

Laptops with Microsoft or Google Forms 


	
	Circulate and support learners.
Sort learners into small groups and instruct them to discuss the questions relating to the business scenario simulation lesson.
Circulate, support, stretch and challenge learners as they work. 
Invite one group at a time to provide feedback. Address any gaps in knowledge.

	Complete learning reflection task in the learner record of work.
Listen then move to allocated groups.

Discuss questions set from the slide deck. Select a spokesperson from the group to provide feedback.
Feed back to the class.
Note any missed points.
	

	10 minutes
	Draw out existing knowledge of market research during presentation of the slide deck through questioning.
	Listen and take notes. Answer questions as directed.
	

	15 minutes
	Instruct learners to feed back their answers from previous lessons homework task to a peer. This included finding out how many veterinary practices are in their local area and what services/products they offer. 
Circulate and support learners.
Ask learners to share their answers from the homework task to the class.
	Listen to and clarify the requirements of the activity. 


Individually complete task.
Verbally feed back to the whole group.
	

	60 minutes
	Sort learners into small groups to complete discussion of their existing knowledge of completing questionnaires. 
Circulate and support.

Manage groups collating examples on flipchart/whiteboard.
Facilitate a class discussion on the example questions given. Elicit or pre-teach examples of qualitative and quantitative style questions. 
Present the requirements to complete task one (create a market research questionnaire using Microsoft or Google Forms) as part of the evidence needed to assist with the business and finance project from the slide deck.
	Listen.

Discuss as a group and obtain consensus on the response to be given.

Each group provides one example question onto the flipchart/whiteboard.
Participate in class discussion, answering the questions asked by the teacher. 

Listen to and clarify the requirements of the activity.
	

	
	Circulate and support learners. 
	Individually complete creation of questionnaire. 
	

	
	Present the requirements and instruct learners to share the finished questionnaire to 5–10 peers and complete peers’ questionnaires.
Circulate and support learners.


Using the slide deck, present the requirements needed to assist with the completion of task 2 – simple analysis of results collected from questionnaires (for example, 6 out of 10 customers stated they would like dog treats).
Task 3 – instruct learners to use the results obtained to complete a 500-word summary of the results. This will be used in lesson 10.
Circulate, support, stretch and challenge learners as they work.
Facilitate a discussion on individuals’ analysis. 
	Listen to and clarify the requirements of the activity. 

Exchange questionnaires with peers and complete through the suitable computer format.
Complete the peer questionnaires.

Listen to and clarify the requirements of the activity.

Complete the task.


Participate in a class discussion, answering the questions asked by the teacher. 
	

	10 minutes
	Plenary – Elicit learning that has taken place today and note on the board.
Instruct learners to complete their learner record of work.
Homework – Based on the information collected, identify two potential products suitable to be sold at the veterinary practice and why.
	Offer examples of what has been learnt today.
RAG rate your progress in the learner record of work. Note any further learning to be completed.
	

	Other: 
English: Creating questions for a research questionnaire.
Maths: Interpretation of data collected from questionnaire results. 
Digital: Designing a questionnaire.

	Adaptation: 
SEND: The use of adaptive computer screens based on learner’s support needs when creating and summarising questionnaires.

	Next steps in learning: Review the importance of business objectives and values with product selection.


Lesson 4
	Title: Business objectives, values and standards
Targeted content reference: Common Core – 5 Business, 9 Finance
Lesson sequence number: 4
Timing: 2 hours

	Prior learning:
· Business values and expectations.
· Business objectives including social and environmental objectives. 
· The use of KPIs.
· The importance of business quality standards. 
· Peer review discussions.


	Timing
	Teacher activity
	Learner activity 
	Support materials

	10 minutes
	Present the learning overview from the slide deck and instruct learners to complete the learner record of work.
Circulate and support learners.
Sort learners into small groups and instruct them to discuss the questions relating to recapping the market research and analysis lesson.

	Listen.

Complete the learner record of work.

Listen to and clarify the requirements of the activity.

	Learner record of work
Task sheet 1 – Research of products
Task sheet 2 – Chosen product or products for business and finance project

Slide deck 


	
	Circulate, support, stretch and challenge learners as they work. Invite one group at a time to provide feedback.

Invite one group at a time to provide feedback. Address any gaps in knowledge.
	Discuss questions set from the slide deck. Select a spokesperson from the group to provide feedback.

Feed back to the class.
Note any missed points.
	

	30 minutes
	Sort learners into small groups and instruct them to discuss what the values, objectives and standards could be for the veterinary practice relating to the business and finance project.
Circulate, support, stretch and challenge learners as they work.
Invite one group at a time to present their discussion points. 
Draw out existing knowledge of business objectives, values and standards during presentation of the slide deck through questioning.
	Listen to and clarify the requirements of the activity.

Discuss collectively and obtain consensus on the responses to be given. Select a spokesperson from the group to provide feedback.
Feed back.

Listen and take notes answer questions as directed.
	

	30 minutes
	Present the requirements to individually complete task 1 – complete table of a range of potential products as part of the evidence needed to assist with the business and finance project. 
Circulate and support learners. Ask learners questions relating to the task.
	Listen to and clarify the requirements of the activity.


Individually complete the task.

	

	35 minutes
	Instruct learners to use the information gathered in task one to complete a 250-word overview and justifications on the product or products chosen for the business proposal. 
	Listen to and clarify the requirements of the activity.

	

	
	Circulate and support learners.
Sort learners into small groups and instruct learners to individually discuss their overview and justifications providing each other with effective feedback. 
Circulate and support learners.
Invite learners to write their learning point on the flipchart/whiteboard.
	Complete task.
Listen to and clarify the requirements of the activity.

Complete peer discussion and provide feedback. 
Highlight one learning point from the peer discussion.
	

	15 minutes
	Plenary – Elicit learning that has taken place today and note on the board.
Instruct learners to complete their learner record of work.

Homework task – Research and identify a range of suppliers for the products chosen for the business proposal.
	Offer examples of what has been learnt today.
Rate progress (red, amber and green (RAG)) in the learner record of work, note any further learning to be completed.
	

	Other: 
English: Development of peer review skills through discussion rather than written feedback.
Digital: Research skill development.

	Adaptation: 
SEND: Scribe or dictation facility to be provided for any learners who would struggle to write 250 words.
Extension: Stretch and challenge learners to be using suitable terminology.

	Next steps in learning: Review of business costs. 





Lesson 5
	Title: Business costs 
Targeted content reference: Common Core – 5 Business, 9 Finance
Lesson sequence number: 5
Timing: 2 hours

	Prior learning:
· Types of business costs – this will include fixed, variable, direct and indirect costs and revenue and capital expenditure.
· Examples of business costs.
· Types of taxation – this will include payroll, business, personal and sales taxes.
· Examples of taxes. 


	Timing
	Teacher activity
	Learner activity 
	Support materials

	10 minutes
	Present the learning overview from the slide deck.
Instruct learners to complete the learning outcomes and RAG rating column for the start of the lesson in the learner record of work.
Circulate and support learners.
	Listen and answer directed questions. 

Complete learning reflection task in the learner record of work.
	Record of work 
Slide deck 
Flipchart paper 
Blank PowerPoint slide 
Task 2 – Slide examples handout


	
	Sort learners into small groups and instruct them to discuss the questions relating to the business objectives, values and standards lesson. 
Circulate, support, stretch and challenge learners as they work.

Invite one group at a time to provide feedback. Address any gaps in knowledge.
	Listen to and clarify the requirements of the activity.
Discuss questions set from the slide deck. Select a spokesperson from the group to provide feedback.
Feed back to the class.
Note any missed points.
	

	45 minutes
	Introduce task 1 – consider the types of costs the practice will incur if it proceeds with diversification. 
	Listen and ask questions for clarification if needed. 
	

	
	Instruct learners to individually create a mind map of the types of costs relating to their chosen product(s) from the results of their market research undertaken in lesson 3. 
Circulate and probe learners with stretching questions to encourage them to consider product purchase price, discounts, delivery charges, VAT, storage costs, advertising costs, salary costs and employer costs. 
Sort learners into small groups to present their mind maps, followed by a peer discussion about their ideas.
	Complete the mind map activity. 



Answer questions as directed. 


Propose ideas in small groups and contribute to a group discussion. Refine individual mind maps based on the peer discussion. 
	

	
	Ask learners to sort the costs identified on their mind maps into two or three categories. 
Collect feedback and discuss misconceptions. Use the slide deck to show categories.
Instruct learners to record the outcome as a table or other image. Advise learners that this will help with the next lesson and in their business proposal.
Circulate, support, stretch and challenge learners as they work.
	In groups, discuss how the costs could be sorted into categories, giving each a title. 
Feed back to the class, justifying their categories. 

 
 
Create a table or other image which shows the types of costs using the correct financial language and categories. 
	

	10 minutes
	Elicit from learners what they know about taxation and other government costs. Refine responses to supportive questions as needed and collate answers on the board. 
Refer learners back to their presentations and ask them to annotate the mind map with the relevant government costs. This could include VAT and employers’ national insurance contributions. 
	Contribute to a class discussion by identifying examples of taxation and other government costs. 
 
 
Annotate mind map with relevant taxation. 

	

	45 minutes
	Introduce task – various types of taxation and government costs the veterinary practice may need to consider as part of the diversification. 
Sort the class into six groups to research key information on one of the following: VAT, employer national insurance contribution, business rates, corporation tax, income tax or capital gains tax. 
Instruct them to prepare a PowerPoint slide giving key information to present to their peers. Show two examples of a PowerPoint slide – one clear with bullet points and one with no white space and in continuous text. Ask them to critique each slide. 
	Listen and ask questions for clarification if needed. 
 
 
Discuss collectively in groups on the two example slides and obtain consensus on which slide is better presented. 


Offer opinions on the features of each slide.
	

	
	Circulate and support as groups complete their specific task. 

Facilitate presentation and feed back.
	Contribute and prepare a slide(s) showing the key information of the set government cost. 
Present PowerPoint presentation to peers in the allocated group. 
	

	10 minutes
	Plenary – Elicit from the learners what they have learnt today and ask them to note the elements they need to learn more about. 
Instruct learners to complete their learner record of work.
Homework task – Provide an overview of your business proposal with the evidence collated so far. This will allow for a progress check to be completed. 
	Offer examples of what has been learnt today.
RAG rate progress in the learner record of work, noting any further learning to be completed.
	

	Other:
English: Practising giving a stand-up presentation and taking questions. Researching information and presenting it clearly.
Digital: How to create an effective PowerPoint slide.

	Adaptation: 
SEND: Use knowledge of learners’ needs when identifying peers to observe other learners’ presentations. Create smaller groups for presentations if needed and make use of quieter parts of the classroom.
Extension: Stretch and challenge learners to use suitable terminology.

	Next steps in learning: Calculating the selling price of goods.





Lesson 6
	Title: Calculating the selling price of goods
Targeted content reference: Common Core – 5 Business, 9 Finance 
Lesson sequence number: 6
Timing: 2 hours

	Prior learning:
· Knowledge and understanding of net and gross profit.
· Types of costs incurred and their classifications and types of business taxation. 
· Presenting to the class using a PowerPoint slide.


	Timing
	Teacher activity
	Learner activity 
	Support materials

	10 minutes
	Present the learning overview from the slide deck.
Instruct learners to complete the learning outcomes and RAG rating column for the start of the lesson in the learner record of work.
Circulate and support as necessary. 
Sort learners into small groups and instruct them to discuss the questions relating to the business costs lesson.
Circulate, support, stretch and challenge learners as they work.
Invite one group at a time to provide feedback. Address any gaps in knowledge.
	Listen and answer directed questions. 
 
 

Complete learning reflection task in the learner record of work. 
Listen to and clarify the requirements of the activity.
Discuss questions set from the slide deck. Select a spokesperson from the group to provide feedback.
Feed back to the class.
	Slide deck 
Learner record of work
Task 3 worksheet – Calculating the selling price of goods
Blank PowerPoint slide 
Starling Bank article

	15 minutes
	Put learners in the same groups as last session and introduce task 1 – define the concept of profit. 
Circulate and support as learners research a relevant definition online. 

	Listen and move into groups. 

Research and agree on a definition of profit to present to the class. Create a PowerPoint slide showing the definition. Nominate one person who has not yet presented from the group to present to the class. 
	

	
	Collect feedback and use the ‘pose, pause, bounce, pounce’ method to take thoughts from the audience on the definition and the clarity of the slide. 
	The nominated person feeds back to the class. 
	

	45 minutes
	Introduce topic – costing the selling price of a product. 
Introduce task 2 – read the Starling bank article ‘How to price a product’ (online or printout). 
Collect feedback from the class using directed questions and collate answers on the whiteboard. 
Introduce task 3 – calculate cost of goods using the slide deck. 
Circulate and support. Ask questions to direct learners to consider all aspects (for one item of their choice). 
Use the slide deck to support the task.

Facilitate feedback and ask probing questions. Address any gaps in knowledge or misconceptions.
	Listen and seek clarification if needed.
 
Independently read and make a note of the key points in Starling bank article. 
Answer directed questions. 
 
Listen and ask questions for clarification if needed. 


Individually calculate the cost of one product.
Feed back to class, explaining how the final selling price was calculated and what costs were considered. Use flipchart paper to show calculations. 
	

	40 minutes
	Facilitate a class discussion on the considerations that need to be thought about before placing a stock order.
Introduce task 4 using the slide deck.
Calculate the cost of each chosen product using the same steps as task three to identify the first order and project the potential profit made. This information will be used for their final presentation in lesson 10.
Circulate and support as learners make their decisions and subsequent calculations. 

Invite learners to circulate and read 3–5 of their peers’ calculations on flipchart paper. Instruct learners to place sticky notes on peers’ flipchart paper. Circulate and manage the feedback being provided. 
	Participate in a class discussion, answering the questions asked by the teacher. 

Listen and ask questions for clarification if needed. 


Independently, using flipchart paper, calculate the selling price for the chosen products. Calculate the cost of the first order from the supplier and the projected profit. List all decisions made under the calculation. 
Place flipchart paper on wall for peers to read. Provide effective feedback for 3–5 peers on a sticky note and place on the flipchart paper. 
	

	10 minutes
	Plenary – Elicit from the learners what they have learnt today and ask them to note the elements they need to learn more about. 
Instruct learners to complete their learner record of work.
Homework – Note any areas they had not considered and make necessary changes to the costing exercise. Reinforce the importance of the evidence they are collating for their overall business proposal.
	Offer examples of what has been learnt today.
RAG rate progress in the learner record of work, noting any further learning to be completed.
	

	Other: 
English: Create clear PowerPoint slides, giving information using language that considers the audience. 
Maths: Percentages and projections to calculate selling price and its impact on profit, taking account of expenses. 
Digital: Create PowerPoint slides that are clear and easy to follow for the audience. 

	Adaptation:
SEND: Provide copies of the task slides for any neurodivergent learners to help them follow the steps needed to complete the tasks. Use the ‘read aloud’ function for the task steps if needed.
Extension: Stretch and challenge learners to use suitable terminology.

	Next steps in learning: Marketing strategies for business and finance project.





Lesson 7
	Title: Marketing
Targeted content reference: Core Content – 5 Business, 9 Finance
Lesson sequence number: 7
Timing: 2 hours

	Prior learning:
· Knowledge and understanding of a range of marketing strategies used by businesses.
· Effective research skills.
· Effective evaluation skills.

	Timing
	Teacher activity
	Learner activity 
	Support materials

	15 minutes
	Present the learning overview from the slide deck and instruct learners to complete the learner record of work.
Circulate and support learners.
Sort learners into small groups and instruct them to recap the introduction to business and finance project lesson.
	Listen and answer directed questions. 

Complete learning reflection task in the learner record of work.
Listen to and clarify the requirements of the activity.
	Slide deck 
Learner record of work
Sticky notes

	
	Circulate, support, stretch and challenge learners as they work.
Invite one group at a time to provide feedback. Address any gaps in knowledge.
	Discuss questions set from the slide deck. Select a spokesperson from the group to provide feedback.
Feed back to the class.
	

	10 minutes
	Ask learners to identify the business from a range of slogans, followed by a discussion on the importance of marketing strategies. 
	Participate and contribute to the class discussion, answering the questions asked by the teacher.
	

	50 minutes
	Provide instructions on the marketing strategy example activity. 
Sort learners into small groups.
Circulate, support, stretch and challenge learners as they work. 

	Listen to and clarify the requirements of the activity.
Move into groups.
Individually complete the research activity and compile written feedback in own notebooks. Feed back to each small group. 
	

	
	Instruct learners to work with one peer to choose one example of each marketing strategy they found. Instruct learners to complete an effective evaluation of the three chosen marketing strategies. 

Circulate, support, stretch and challenge learners as they work. 
Instruct learners to feed back their evaluations to the small group they had previously worked in. Circulate, support, stretch and challenge learners as they work. 
	Listen to and clarify the requirements of the activity.
Complete the evaluation activity in pairs.




Feed back to your small group. 

	

	35 minutes
	Instruct learners to discuss, in their allocated small groups, which marketing strategy they feel has the highest potential for the business to succeed and the reasons for this. 
Circulate, support, stretch and challenge learners as they work. 


	Listen to and clarify the requirements of the activity.


Discuss as a group, resulting in a final decision and a justification. Select a spokesperson from the group to provide feedback. 
	

	
	Invite one group at a time to present their discussion points. Collate the information on flipchart/whiteboard/smartboard. 
Facilitate a class discussion on what strategies ensure that marketing is effective for businesses. 
Instruct learners to individually identify, on a sticky note, what marketing strategy they feel would be most suitable for their business proposal and why. 
Invite individual learners to state their thoughts and ideas, leading to a class discussion.
	Spokesperson to provide feedback to peers. Listen to the feedback provided by other groups. 
Contribute to a class discussion.

On a sticky note, state the marketing strategy to be used within their proposal.

Participate in the class discussion, answering the questions asked by the teacher. 
	

	10 minutes
	Plenary – Elicit from the learners what they have learnt today and instruct them to take note of the elements they need to learn more about. 
Instruct learners to complete their learner record of work.
Homework – Design and create a marketing strategy to be used within the business proposal. 
	Offer examples of what has been learnt today.
RAG rate progress in learner record of work, noting any further learning to be completed.
	

	Adaptation: 
SEND: Changing from groups to pairs then back to groups provides learners with attention deficit hyperactivity disorder (ADHD) to pause, move around and consolidate their learning.

	Next steps in learning: Recap project management techniques.





Lesson 8
	Title: Project management
Targeted content reference: Core Content – 5 Business, 9 Finance
Lesson sequence number: 8
Timing: 2 hours

	Prior learning:
· Knowledge and understanding of project management.
· Job roles and responsibilities within a veterinary practice.
· Knowledge and understanding of Gantt charts.
· Peer review feedback.

	Timing
	Teacher activity
	Learner activity 
	Support materials

	15 minutes
	Present the learning overview from the slide deck and instruct learners to complete the learner record of work.
	Listen and seek clarification if necessary. 

	Slide deck 
Learner record of work
Project management task 1 – Create a business proposal overview
Project management task 2 – Create a Gantt chart
Project management task 3 – Roles and responsibilities
Project management task 4 – Peer review



	
	Circulate and support learners.
Sort learners into small groups and instruct them to recap the marketing lesson.

Circulate, support, stretch and challenge learners as they work.
Invite one group at a time to provide feedback. Address any gaps in knowledge.
	Complete learning reflection task in the learner record of work.
Listen and seek clarification if necessary. 

Discuss questions set from the slide deck. Select a spokesperson from the group to provide feedback.
Feed back to the class.
	

	15 minutes
	Sort learners into small groups and instruct them to complete a mind map of their knowledge of project management. 
	Listen to and clarify the requirements of the activity.

	

	
	Circulate, support, stretch and challenge learners as they work.
Invite learners to share the information from their group mind map. Create a mind map on a white board/smart board of all the information provided. Ask learners to add to their own group’s mind map during the discussion. 
	Complete mind map activity in small groups.
Participate in a class discussion providing information from the group mind map and adding further information where needed. 
	

	60 minutes
	Present the three key areas to be discussed relating to project management and how they relate to their business proposal using the slide deck. 
Task 1 – instruct learners to individually create their own business proposal overview. This will form the introduction to the business project presentation in lesson 10. Learners will have the initial project brief from lesson 1 to refer to for the task.
Circulate, support, stretch and challenge learners as they work.
Explain project milestones using the slide deck.
Present the task 2 (Gantt charts) with an overview of what needs to be considered.
Elicit how to complete a Gantt chart. 
Instruct learners to complete their own Gantt chart relating to their business proposal.

Circulate, support, stretch and challenge learners as they work.

Present task 3 (roles and responsibilities) with an overview of what the job roles are within a veterinary practice. 
Instruct learners to identify the specific roles and responsibilities that individuals will be completing relating to their business proposal.
Circulate, support, stretch and challenge learners as they work.
	Listen and take notes.


Listen to and clarify the requirements of the activity.


Complete own business proposal overview.

Listen and take notes.
Offer suggestions.
Listen to and clarify the requirements of the activity.

Complete a Gantt chart relating to own business proposal.

Listen and take notes.

Listen to and clarify the requirements of the activity.

Complete an overview of the roles and responsibilities for individuals relating to own business proposal.
	

	20 minutes
	Task 4 – Sort learners into pairs and instruct them on how to complete the activity using the slide deck. 
Circulate, support, stretch and challenge learners as they work.
Advise learners that the information compiled will be used as part of their business and finance project presentation.
	Listen to and clarify the requirements of the activity.


Informally present the information compiled from the previous three tasks. Ask and respond to questions. Swap roles. When both presented, give each other feedback.
	

	10 minutes
	Plenary – Elicit from the learners what they have learnt today and to note on the elements they need to learn more about. 
Instruct learners to complete their learner record of work.
Homework – Organise all the evidence collated over the last eight lessons in preparation for creating business proposal presentation. 
	Offer examples of what has been learnt today.
RAG rate progress in the learner record of work, noting any further learning to be completed.
Note homework.
	

	Other: 
English: Summarised a series of scenarios and informally presented to peers.

	Adaptation: 
SEND: Extended task broken down into tasks and supported by task sheets to support learners with neurodiverse issues.
Extension: Effective peer review feedback practice, specifically the use of professional terminology.

	Next steps in learning: Creating business proposal presentation.





Lesson 9
	Title: Preparation for presentation
Targeted content reference: Core Content – 5 Business, 9 Finance
Lesson sequence number: 9
Timing: 2 hours

	Prior learning:
· Understanding effective presentation design.
· Understanding self-reflection techniques.

	Timing
	Teacher activity
	Learner activity 
	Support materials

	10 minutes
	Present the learning overview from the slide deck and instruct learners to complete the learner record of work.
	Listen and answer directed questions. 

	Slide deck 
Learner record of work


	
	Circulate and support learners.
Sort learners into small groups and instruct them to recap the project management lesson.
Circulate, support, stretch and challenge learners as they work. 
	Complete learning reflection task in the learner record of work.
Listen and seek clarification when needed.

Discuss questions set from the slide deck. Select a spokesperson from the group to provide feedback.

	

	
	Invite one group at a time to provide feedback. Address any gaps in knowledge.
	Feed back to the class.
	

	10 minutes
	Present an overview of the topics and activities completed throughout the project lessons. 
Instruct learners to write a self-reflective comment on a sticky note for each topic discussed. 
Circulate, support, stretch and challenge learners as they work. 
Invite learners to put their sticky notes on the flipchart/whiteboard. 
Facilitate a discussion on the points raised by learners.
	Listen.

Listen to and clarify the requirements of the activity.

Complete self-reflective comments for each topic on a sticky note.

Participate in a class discussion, answering the questions asked by the teacher.
	

	10 minutes
	Present an overview of the contents required for the business proposal presentation. 
Invite learners to ask any further questions ensuring full understanding of the requirements. 
	Listen and seek clarification when needed.

Discuss as a group and clarify the requirements of the activity.
	

	50 minutes
	Elicit criteria for an effective presentation.
Instruct learners to complete their business proposal presentations.
Circulate and support learners to complete the task.  
	Offer answers.
Listen and seek clarification as needed.

Individually complete the business proposal presentation.
	

	10 minutes
	Plenary – Elicit from the learners what they have learnt today and instruct them to note the elements they need to learn more about. 
Instruct learners to complete their learner record of work.
Homework – Finish business proposal presentation if required. Practise presenting business proposal. 
	Offer examples of what has been learnt today.



RAG rate progress in the learner record of work, noting any further learning to be completed.
	

	Adaptation:
SEND: Provide a copy of the slide containing the presentation requirements for learners with ADHD to support them in working through the task logically.

	Next steps in learning: Presentation of business proposal.





Lesson 10
	Title: Project presentation
Targeted content reference: Core Content – 5 Business, 9 Finance
Lesson sequence number: 10
Timing: 2 hours

	Prior learning:
· Completion of previous lessons relating to the business and finance project.
· Knowledge and understanding of market research and analysis.
· Knowledge and understanding of business objectives, values and standards.
· Knowledge and understanding of business costs.
· Knowledge and understanding of calculating the selling price of goods.
· Knowledge and understanding of marketing.
· Knowledge and understanding of project management.
· Effective understanding presentation skills and slides.
· Effective understanding of peer reviewing approaches.

	Timing
	Teacher activity
	Learner activity 
	Support materials

	10 minutes
	Present the learning overview from the slide deck and instruct learners to complete the learner record of work.
Circulate and support learners.
Sort learners into small groups and instruct them to recap the preparation for the presentation lesson.
Circulate, support, stretch and challenge learners as they work.
	Listen and answer directed questions. 

Complete the learning reflection task in the learner record of work.
Listen to instructions from the teacher.

Discuss questions set from the slide deck. Select a spokesperson from the group to provide feedback.

	Slide deck
Learner record of work
Peer review feedback form








	
	Invite one group at a time to provide feedback. Address any gaps in knowledge.
	Feed back to the class.

	

	10 minutes
	Facilitate a class discussion on the techniques and examples of presentations and peer reviews the learners have completed since the beginning of the business and finance project. Write the feedback from learners on a flipchart/whiteboard/smartboard.
	Participate in a class discussion, answering the questions asked by the teacher.
	

	90 minutes
	Give instructions to start the first presentation, including timings: 5 minutes to set up, 10 minutes to present, 5 minutes stakeholder question-and-answer session and 5 minutes feedback.
Circulate and take notes as presentations are given. Support with any technical issues and take any questions that may arise.

Announce how much time is remaining.



Stop the activity after allotted time.
Check for any questions.
	Listen and seek clarification if needed.

Open presentation on device. 
The presenter gives presentation.
The audience watches, noting key information on feedback forms.
The audience completes feedback forms.
The presenter starts personal reflection.
The audience gives preliminary oral feedback, noting one good point and one point for development.
The presenter completes the presentation self-reflection.
Ask any questions that have arisen relating to the process.
	

	10 minutes
	Thank the learners for their hard work and congratulate them on completing a challenging task.
Start a circle activity asking each learner to state one thing they have taken from the experience.
	


Give an example of a key thing   learnt during this project.
	

	
	Ask learners to complete their learner record of work.
	Complete the learner record of work.
	

	Adaptation: 
SEND: Use knowledge of learners needs when identifying peers to observe other learners’ presentations. Smaller groups for presentations if needed and in quieter parts of the classroom.

	Next steps in learning: Peer reviewers discuss feedback in further detail with presenters.




SECTION 3: LESSON SUPPORT MATERIALS
This section includes the handouts, worksheets, templates and case study materials referred to in the support materials section of each lesson plan.



The following materials relate to lesson 1 – Introduction to business and finance project: 
Case study instructions
Case study peer review
Case study – Paws & Claws Pet Grooming
Case study – VetCare: A successful veterinary practice
Case study – Paws & Claws pet shop
Case study – Wildlife Wonders
Learner record of work
Project brief teacher notes
Project brief

NB: learner resources can be collated as a workbook. 


Case study instructions
Read through the case study you have been given. 
In your group, identify the key features (write your answers in the spaces below):



Case study – Paws & Claws Pet Grooming
· [bookmark: _Hlk201812893]What is the business type and why is it run as this type of business?

· What might the possible objectives and values be for the business?

· What would be the possible legislation the business would need to adhere to?



Case study – VetCare: A successful veterinary practice
· What is the business type and why is it run as this type of business?

· What might the possible objectives and values be for the business?

· What would be the possible legislation the business would need to adhere to?



Case study – Paws & Claws pet shop
· What is the business type and why is it run as this type of business?

· What might the possible objectives and values be for the business?

· What would be the possible legislation the business would need to adhere to?



Case study – Wildlife Wonders
· What is the business type and why is it run as this type of business?

· What might the possible objectives and values be for the business?

· What would be the possible legislation the business would need to adhere to?


Case study peer review
Instructions
In your groups identify key information relating to business growth or diversification. 
As a group agree an approach to present this information to the class. 
The class will review how effective your presentation is, asking: 
· Is the content clear and easy to follow?
· Is the proposal well organised and logically structured? 
· Are key points adequately explained?


Case study – Paws & Claws Pet Grooming
Company overview 
Paws & Claws Pet Grooming is owned and operated by Emily Barnes, a passionate pet lover and experienced groomer. The company offers professional pet grooming services, including haircuts, nail trimming, ear cleaning and bathing for dogs and cats. Established in 2020, the business caters to local pet owners, primarily in the suburban areas of a mid-sized city.
Business background
Emily Barnes has been working as a pet groomer for over 10 years and decided to take the plunge into entrepreneurship when she realised there was a gap in the market for personalised, high-quality pet grooming services in her local area. She started Paws & Claws Pet Grooming in a small, rented commercial space and slowly built a loyal client base through word-of-mouth recommendations.
Services offered
Paws & Claws Pet Grooming specialises in:
· basic grooming – bath, haircut and brush-out for dogs and cats of all breeds
· specialised grooming – deshedding, hand stripping and breed-specific cuts
· nail trimming – for both dogs and cats, ensuring safety and comfort
· ear cleaning and teeth brushing – to maintain pet hygiene and health
· flea and tick treatments – offering pet-safe products for pest control.
In addition, Emily provides mobile grooming services for senior pets or owners who are unable to visit the shop, which has proven to be a popular offering.
Business model
Paws & Claws Pet Grooming operates mainly on an appointment basis, with customers scheduling grooming sessions either by phone or through the company’s website. The company charges customers on a per-service basis, with prices determined by the pet’s size, coat condition and the specific grooming needs.
Revenue is generated primarily through these grooming sessions, but Emily also sells pet grooming products, such as brushes, shampoos and conditioners, within the shop. To streamline operations, she uses a simple point-of-sale system to track sales, appointments and customer information.
Challenges faced
· Competition – as the pet grooming industry continues to grow, Emily faces competition from other local grooming salons and mobile groomers. She differentiates her business by offering personalised care and flexible service options, which appeal to pet owners who want the best for their animals.
· Customer retention – although Paws & Claws Pet Grooming has a steady stream of new customers, Emily focuses on building strong relationships with repeat customers by offering loyalty discounts and creating a friendly environment which helps to retain customers long-term.
· Managing operations – Emily must manage all aspects of the business. This can be overwhelming, especially during peak seasons, such as holidays when many pets require grooming before family events. To mitigate this, Emily sometimes brings in part-time staff to help during busy periods.
· Health and safety – being a pet groomer comes with risks, such as injuries from handling animals or exposure to harsh chemicals. Emily is well trained in animal behaviour and grooming safety protocols to ensure the health and safety of both herself, her customers and their pets.
Marketing strategies 
Paws & Claws Pet Grooming uses a mix of traditional and digital marketing strategies to promote the business:
· Social media – Emily maintains an active presence on platforms such as Instagram and Facebook, posting before-and-after photographs of the pets she has groomed, sharing customer testimonials and engaging with the local community.
· Local advertising – flyers, brochures and posters are distributed in local pet stores, veterinary clinics and community centres.
· Referral programme – a referral programme rewards customers who refer new customers to Paws & Claws Pet Grooming with discounts on future services.
· Website – Emily created a simple but effective website where customers can learn more about the services, book appointments and access grooming tips for their pets.
Finance
In the first year of business, Emily managed to break even and is now seeing a steady growth in revenue. She operates with minimal overhead costs, such as rent, supplies and insurance. Profits are reinvested into the business for marketing and expanding the range of services offered. Her finances include:
· initial investment – £15,000 (for equipment, initial rent, website setup and marketing)
· monthly revenue – £4,500 (on average)
· operating costs – £2,500 per month (including rent, supplies and utilities)
· profit margin – 40%.



Lessons learnt
· Customer experience – Emily found that providing excellent customer service and building a personal connection with customers was crucial to growing the business.
· Adaptability – offering mobile grooming and specialised services allowed Emily to cater to more customers, including those with special needs.
· Time management – managing the business alone can be challenging, so Emily has learnt to prioritise tasks and hire temporary help during busy times.
· Investing in marketing – word of mouth helped build the initial client base, but consistent online presence and targeted local marketing were key to expanding.
Future plans
· Expansion – Emily plans to open a second location within the next two years to serve a larger area. She is also considering franchising the business in the future.
· Product line – Emily is exploring the possibility of creating a branded line of grooming products, including shampoos and conditioners, which could be sold online and in-store.
· Staffing – in response to the demands of a growing customer base, Emily plans to hire additional full-time staff to assist with grooming and customer service.
Conclusion 
Paws & Claws Pet Grooming is a successful business that has managed to grow steadily within a competitive market by offering excellent customer service, specialising in niche services and building a strong brand. Emily Barnes’s commitment to quality care and her deep passion for animals have been key drivers of her business’s success. 




Case study – VetCare: A successful veterinary practice 
Background and overview
VetCare is a veterinary practice located in a suburban community. Founded by Dr Sarah Thompson and Dr Lucas Johnson, both experienced veterinarians, the clinic was established to offer a comprehensive range of animal healthcare services to pets and livestock owners in the area.
The two veterinarians, who have known each other for over 10 years, decided to merge their skills and experience to create a one-stop-shop for animal care. Dr Thompson specialises in small animal medicine, focusing on cats and dogs, while Dr Johnson has expertise in large animal veterinary care, including livestock such as cattle and horses. Their complementary skills set the foundation for a well-rounded practice.
Business structure
The business model chosen by Dr Thompson and Dr Johnson allows them to share responsibilities, resources and profits while also maintaining individual specialties.
Division of roles
Dr Thompson handles day-to-day management, client relationships and small animal treatments.
Dr Johnson focuses on large animal care, farming consultations and veterinary surgical procedures.
They both collaborate on emergency care and complex cases.
Market analysis
The veterinary practice operates in a community that has a mixture of suburban homes, farms and equestrian facilities. The area’s pet population has been growing steadily, with more people adopting pets and seeking quality care for their animals.
In addition, local farmers require veterinary care for their livestock, creating an underserved market for large animal health services. VetCare recognised this gap in the market, which led them to create an integrated approach to cater to both pet owners and livestock farmers.
Services offered
VetCare offers the following small animal services:
· preventive care (e.g. vaccinations, welfare examinations and flea/tick prevention)
· emergency care
· diagnostic imaging (e.g. X-rays and ultrasounds)
· surgery (e.g. spaying, neutering and soft tissue surgeries)
· dental care
· pet behaviour consultations.
VetCare offers the following large animal services:
· routine health examinations
· disease prevention and vaccinations
· emergency services (e.g. calving assistance and horse injuries)
· surgery (e.g. fractures and caesarean sections)
· veterinary reproductive services for livestock.
VetCare’s additional services include:
· an in-house pharmacy
· boarding and grooming services for small animals
· animal health education for pet and livestock owners.
Key challenges
· Competing in a saturated market – the area already had several well-established veterinary clinics, so VetCare had to differentiate itself. By offering a unique combination of small and large animal services and focusing on personalised care, they carved out a niche in the market.
· Work-life balance – both doctors needed to ensure they manage their time effectively, balancing patient care, business administration and personal time.
· Hiring and training – as the practice grew, they needed to hire additional veterinarians, veterinary technicians and support staff. Training new staff to align with their high standards of care was an ongoing process, as was ensuring a cohesive team dynamic.
Strategies for success
· Collaborative marketing approach – VetCare used a mixture of digital marketing (website and social media) and traditional methods (flyers and community events) to raise awareness. They also ran free health checkup camps for farm animals, establishing themselves as a trusted provider in the farming community.
· Client education and engagement – regular seminars, newsletters and social media content on pet health, livestock care and emergency procedures helped to establish credibility and foster long-term client relationships. Both doctors were actively involved in client consultations and educational outreach.
· Technology integration – the practice invested in modern diagnostic tools, electronic medical records and a client portal for easy appointment booking and follow-up care.
· Team building and employee retention – they made employee satisfaction a top priority by offering competitive wages, professional development opportunities and a positive work culture. They created a mentorship programme where senior staff could train newer employees.
Results and achievements
· Steady growth – over three years, VetCare saw a steady increase in client numbers. Their combination of services attracted customers from different demographics and their commitment to high-quality care resulted in positive word-of-mouth referrals.
· Increased market share – with a dedicated focus on both small and large animals, the clinic expanded its market share. They became the preferred veterinary clinic for pet owners and farmers in the area.
· Strong financial performance – they achieved profitability within the first year of operation. Revenue growth was driven by both the expanding client base and the diversified range of services offered.
· Community impact – VetCare became an integral part of the local community by supporting local animal rescue organisations, hosting educational events and offering discounts.
Lessons learnt
· Importance of complementary skills – by combining their expertise in different fields, they were able to serve a broader client base and create a more robust practice.
· Flexibility and adaptability – the ability to adapt to the evolving needs of customers, such as offering new services like behavioural consultations for pets, was crucial in maintaining the clinic’s competitive edge.
· Managing growth – as the practice grew, managing growth carefully was essential. They gradually expanded the team and invested in resources, ensuring they maintained the same high standards of care and service.
Conclusion
VetCare exemplifies a successful practice in the veterinary field, where complementary skills and shared values contribute to a thriving business. Through a strategic combination of small and large animal services, client engagement and a focus on quality care, the practice continues to grow and make a significant impact on its community. Their ability to adapt, invest in technology and foster strong relationships with both customers and employees has been a key factor to their continued success.



Case study – Paws & Claws pet shop
Business overview
Paws & Claws pet shop is a pet retail shop located in a suburban area. The shop specialises in pet supplies, food, accessories and small pets such as hamsters, rabbits and birds. It operates in a local community where pet ownership is on the rise and there is a demand for quality products and knowledgeable customer service.
The business was founded by Ruth Johnson, an animal lover with 10 years of experience in the pet care industry. Ruth’s vision was to create a community-focused pet shop where pet owners can find not only products for their pets but also advice on pet care, health and behaviour.
Market analysis
The primary target customers for Paws & Claws pet shop include:
· pet owners – individuals or families with pets such as dogs, cats, birds, rabbits and small mammals
· new pet owners – people considering adopting or purchasing pets, such as birds or small mammals
· pet enthusiasts – animal lovers seeking unique or high-end pet products, including specialty food, toys and accessories.
Industry trends
The global pet care market is experiencing significant growth, with an increasing demand for premium and natural pet foods, as well as eco-friendly pet products.
There is a rising trend of pet humanisation, with pet owners treating pets more like family, driving the demand for higher-quality products.
Although online pet retailers are growing in popularity, shops maintain customer loyalty through personalised services and community engagement.
Competitive landscape
Competitors include larger chain pet stores like Pets at Home, local independent pet shops and online retailers, such as Zooplus.
Paws & Claws pet shop differentiates itself by offering specialised advice and building a community atmosphere, which larger competitors lack.
Key products and services
Paws & Claws stocks:
· high-quality dry and wet pet foods, including organic and specialty brands
· pet accessories like leads, collars, grooming tools and toys
· small pets like hamsters, guinea pigs, rabbits and birds, as well as their enclosures and accessories
· pet health and wellness products, such as vitamins, flea treatments and natural remedies.
Paws & Claws offers:
· pet grooming – a small grooming service for dogs and cats
· pet adoption assistance – partnerships with local animal shelters to help customers adopt pets
· pet training – offering behavioural advice and basic training workshops for pets.
Marketing strategy
Branding and positioning
Paws & Claws pet shop markets itself as a knowledgeable and friendly pet resource for the community. The store’s slogan is ‘Where Pets Feel Welcome’, emphasising its customer-focused approach and expertise in pet care.
Local marketing
Paws & Claws’s local marketing strategy includes:
· hosting pet care workshops and adoption events to build relationships with the local community
· offering loyalty programmes and discounts to repeat customers
· collaborating with local veterinarians and dog trainers to cross-promote services.
Online presence
Paws & Claws has created an online presence by:
· maintaining an active presence on social media (Instagram, Facebook and YouTube) to engage pet owners and provide tips
· developing a website for customers to browse and purchase products online, with an option for in-store pickup
· creating a monthly newsletter that includes pet care advice, promotions and event updates.
Finance and funding
Start-up costs
The initial costs to open the pet shop included the:
· lease – £2,000 per month for a prime location in a suburban shopping centre
· store renovation and setup – £25,000 for store display, shelving and equipment
· inventory purchase – £40,000 for initial stock of pet food, accessories and live animals
· marketing and branding – £5,000 for initial marketing campaigns and branding
· staffing – £10,000 for the first two months of wages for the two employees working in the shop.


Revenue streams
The pet shop’s revenue comes from the following sources:
· retail sales – revenue from the sale of pet food, accessories and small animals
· service fees – earnings from grooming, training and adoption assistance services
· online sales – income generated from online orders with local delivery or in-store pickup.
Challenges and solutions
Some of the challenges faced by the pet shop include:
· Competition from online retailers
· Solution – the pet shop offered unique, high-quality products that are not easily found online and built a loyal customer base through exceptional customer service and expert advice. They also developed an online presence that supports the physical store.
· Inventory management
· Solution – the pet shop implemented a robust inventory management system to track stock levels, minimise overstocking and ensure fast replenishment of popular items. They built relationships with local suppliers for quick restocking.
· Seasonal demand fluctuations
· Solution – the pet shop introduced seasonal promotions and events that aligned with key holidays (e.g. National Pet Day and Christmas) to increase sales. They also considered offering services like pet grooming during busy seasons to ensure steady revenue year-round.

Conclusion
Paws & Claws pet shop represents a viable small business opportunity in the growing pet industry. By focusing on personalised customer service, local community engagement and a strategic mix of physical and online offerings, the business is well positioned for steady growth. With a clear marketing strategy, careful financial planning and a commitment to pet owners’ needs, Paws & Claws pet shop is poised for success in an increasingly competitive market.


Case study – Wildlife Wonders
Summary
Wildlife Wonders is a business focused on promoting and protecting local wildlife through educational programmes, wildlife tours and conservation efforts. The company is designed to serve as a bridge between the public and the rich biodiversity in an area, ensuring both the preservation of endangered species and raising awareness about the importance of wildlife conservation. The business also includes an eco-tourism arm, providing immersive wildlife experiences in national parks, sanctuaries and protected areas.
Vision, mission and values
· Vision – to be the leading advocate for local wildlife conservation and to provide educational and immersive experiences for people to connect with animals in their natural habitats.
· Mission – to offer a sustainable and interactive way for people to learn about wildlife while supporting local conservation efforts and animal welfare.
· Values: 
· Conservation – prioritising efforts to preserve endangered species
· Education – promoting wildlife literacy through educational outreach programmes
· Sustainability – ensuring eco-friendly practices are at the core of all business activities
· Community engagement – collaborating with local communities to create awareness and support wildlife conservation efforts
Market analysis
Target audiences include:
· schools and educational institutions – offering curriculum-integrated wildlife education through field trips and guided tours for children and young adults
· families and eco-tourists – families looking for recreational options that allow them to explore nature, learn about wildlife and support conservation initiatives
· wildlife enthusiasts – people passionate about wildlife who want to experience immersive encounters with animals in their natural habitats
· local communities and government agencies – building partnerships to promote conservation initiatives and educational outreach at the local level.
Competitive landscape
The eco-tourism market is becoming highly competitive, with many businesses offering similar wildlife experiences. However, Wildlife Wonders is in a unique position because of its focus on local wildlife species, partnerships with government entities and its educational programmes aimed at creating lasting behavioural change towards conservation.
Business model
Wildlife Wonders operates with a hybrid model that includes both revenue-generating and non-profit activities. Its primary streams of income are:
Wildlife tours
· Guided tours – offering half-day and full-day tours in local wildlife sanctuaries, national parks and protected areas with a focus on local and endangered species
· Night safari tours – a special offering to experience nocturnal wildlife
Educational programmes
· School field trips – educational excursions with a hands-on learning experience
· Workshops and seminars – targeted at local communities, schools, colleges and universities
· Online education – virtual experiences, webinars and educational resources on local wildlife and conservation efforts
Eco-lodging
· Sustainable accommodation – offering eco-lodges for tourists who wish to stay close to nature, built with green technology and environmental sustainability in mind
Wildlife merchandise sales
· Conservation products – selling wildlife-themed merchandise, such as books, art and eco-friendly products with proceeds supporting wildlife conservation efforts
Collaborative conservation projects
· Working with local councils on species preservation initiatives, wildlife rescue programmes and community-driven conservation efforts
Financial projections
The business expects significant revenue growth within the first 3–5 years of operation, driven by increasing eco-tourism, education initiatives and merchandise sales.
Revenue streams (estimated for Year 1) include:
· wildlife tours – £500,000
· educational programmes – £150,000
· eco-lodging – £200,000
· wildlife merchandise sales – £50,000.
Operating costs include:
· salaries and wages – £200,000
· marketing and advertising – £75,000
· facility maintenance (e.g. eco-lodges and sanctuaries) – £100,000
· research and conservation programmes – £50,000
· administrative expenses – £25,000.
Profit margin
By the end of Year 1, Wildlife Wonders aims to have a modest profit margin of around 10–15%. As public awareness and steady tourism are growing, profitability is expected to increase over subsequent years.
Marketing strategy
Branding
Wildlife Wonders is positioning itself as a responsible and educational tourism business, combining thrilling wildlife experiences with a clear focus on conservation.
Digital marketing
· Website and social media – interactive website with online booking, blog posts and educational resources, as well as an active presence on Instagram, Facebook and YouTube for sharing wildlife footage and educational content.
· Content marketing – publishing articles, wildlife videos and educational content focused on local species and conservation efforts.
· Email marketing – newsletters to keep customers updated on new wildlife tours, educational initiatives and promotions.
Collaborations and partnerships
· Local partnerships – partnering with schools, environmental groups, and government conservation authorities for joint initiatives.
· Influencer marketing – collaborating with wildlife influencers and environmentalists to reach a larger audience.
Conclusion
Wildlife Wonders is uniquely positioned to fill the growing demand for eco-tourism and wildlife conservation education. With a sustainable business model and a focus on community engagement, the company not only stands to become a profitable business but also contributes significantly to wildlife conservation in the UK. The next steps involve securing funding for expansion, refining marketing strategies and building strategic alliances with government and non-profit organisations for the long-term success of the venture.


Learner record of work
Self-assessment of learning to be completed in every lesson.
	Name:

	Date:



	Today’s learning outcomes
	Confidence RAG rating at start
	Confidence RAG rating at end
	What will I do to improve?

	



	
	
	

	



	
	
	

	



	
	
	

	



	
	
	



	Where else can I use this learning on my course?









	Key information for the end of project task:










 
Project brief teacher notes
(To be introduced in lesson 1 and used in lesson 9 and 10.)
Each learner will complete a five-minute presentation of their own business proposal to a group of learners and staff. It may be necessary to allocate time slots throughout the lesson to ensure each learner has the same designated time. Each learner will be expected to watch at least two presentations and then complete a peer review form. Each learner, once they have completed their presentation and received feedback from their peers, will then complete a self-evaluation form. 



Project brief 
You are part of the management team at a veterinary practice that is looking to diversify by selling pet products in the reception area. ​
You will present a business proposal to the practice manager. The business proposal will have a maximum of four different products. 
You have been asked by the practice manager to research the viability of this suggestion and consider the following questions:
· Is there a market for pet products at a veterinary practice?
· How much would it cost to set up?
· When can we start to make a profit?
· How much profit would be made?
· Are there any other benefits? 
· How will we market these products to customers?
Project timeline:
Lesson 1 – Introduction to business and finance project
Lesson 2 – Business scenario simulation
Lesson 3 – Market research and analysis​
Lesson 4 –​ Business objectives, values and standards
Lesson 5 –​ Business costs
Lesson 6 – Calculating the selling price of goods
Lesson 7 – Marketing
Lesson 8 – Project management
Lesson 9 – Preparation for presentation.
Lesson 10 – Business proposal presentation







The following materials relate to lesson 2 – Business scenario simulation:
Learner record of work (see lesson 1 above for the template)
Pets at Home research worksheet 1
Pets at Home research worksheet 2
Pets at Home research worksheet 3
Pets at Home research worksheet 4
Pets at Home research worksheet 5

NB: learner resources can be collated as a workbook. 



Pets at Home research worksheet 1
Group 1 
Research and make notes below on the purpose, visions and values for Pets at Home. Once you have completed effective notes, create a digital presentation on the information you have found. 
To begin your research, use the following link:
www.petsathomeplc.com/about-us/purpose-vision-values/


Pets at Home research worksheet 2
Group 2 
Research and make notes below on the strategy for Pets at Home. Once you have completed effective notes, create a digital presentation on the information you have found. 
To begin your research, use the following link: 
www.petsathomeplc.com/about-us/our-strategy/


Pets at Home research worksheet 3
Group 3
Research and make notes below on the growing market for Pets at Home. Once you have completed effective notes, create a digital presentation on the information you have found. 
To begin your research, use the following link: 
www.petsathomeplc.com/about-us/our-growing-market/


Pets at Home research worksheet 4
Group 4
Research and make notes below on the business model for Pets at Home. Once you have completed effective notes, create a digital presentation on the information you have found. 
To begin your research, use the following link: 
www.petsathomeplc.com/about-us/our-business-model/


Pets at Home research worksheet 5
Group 5
Research and make notes below on the sustainability approach for Pets at Home. Once you have completed effective notes, create a digital presentation on the information you have found. 
To begin your research, use the following link:
www.petsathomeplc.com/sustainability/our-approach/


The following materials relate to lesson 3 – Market research and analysis: 
Learner record of work (see lesson 1 for the template)
Task sheet 1 – Create a questionnaire for customers
Task sheet 3 – Compile a 500-word analysis of your findings

NB: resources can be collated as a workbook.
For the market research questionnaire task, learners are expected to use a computer-based system (Microsoft Forms or Google Forms). This will allow for quicker access to simple analysis. 


Task sheet 1 – Create a questionnaire for customers
Create a questionnaire for customers of the veterinary practice for which you are creating a business proposal to gather information on potential gaps in the pet product market.
Customer scenarios: 
· Family with small children that owns rabbits 
· Young couple that own one dog
· Breeder of French bulldogs
· Elderly couple that own two cats 
· Equine yard manager
· Couple that keep pet birds


Task sheet 3 – Compile a 500-word summary of your findings 
Once you have collated the results from your questionnaire, compile a 500-word summary based on your overall findings.



The following materials relate to lesson 4 – Business objectives and values:
Learner record of work (see lesson 1 for the template)
Task sheet 1 – Researching the products
Task sheet 2 – Chosen product or products for business and finance project

NB: The resources can be collated as a workbook.


Task sheet 1 – Researching the products
	Product
	Information found from market research analysis
	Positives of product
	Negatives of product
	Environmental factors

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	





Task sheet 2 – Chosen product or products for business and finance project
Based on the research completed in task 1, compile a 250-word written statement with justifications on the product or products you have chosen to sell at the veterinary practice. 



The following materials relate to lesson 5 – Business costs:
Learner record of work (see lesson 1 for the template)
Task 2 – Slide examples handout

NB: The resources can be collated as a workbook.







Task 2 Slide examples handout
[image: A screenshot of an explanation of income tax with an example provided. ]

[image: A white and black text on a white background explaining types of income and the associated tax bands. ]




The following materials relate to lesson 6 – Calculating the selling price of goods:
Learner record of work (see lesson 1 for the template)
Task 3 worksheet – Calculating the selling price of goods

NB: The resources can be collated as a workbook.



Task 3 worksheet – Calculating selling price of goods
Step 1 – What is your chosen product?

 
Step 2 – What is the total cost of the product, considering all the factors from previous lesson?


Step 3 – Calculate the mark-up price that you think will be appropriate for the product. 


Step 4 – Identify the final selling price, then compare with other veterinary practices and shops online. 


Step 5 – Explain what your final selling price will be based on your research of competitor pricing,



The following materials relate to lesson 7 – Marketing:
Learner record of work (see lesson 1 for the template)





The following materials relate to lesson 8 – Project management:
Learner record of work (see lesson 1 for the template)
Project management task 1 – Create a business proposal overview
Project management task 2 – Create a Gantt chart
Project management task 3 – Roles and responsibilities
Project management task 4 – Peer review



Project management task 1 – Create a business proposal overview
Create a suitable business proposal overview for your business project.
If required, use the original project brief to help you. 
Project brief
You are part of the management team at a veterinary practice that is looking to diversify by selling pet products in the reception area. ​
You will present a business proposal to the practice manager. The business proposal will have a maximum of four different products. 
You have been asked by the practice manager to research the viability of this suggestion and consider the following questions:
· Is there a market for pet products at a veterinary practice?
· How much would it cost to set up?
· When can we start to make a profit?
· How much profit would be made?
· Are there any other benefits? 
· How will we market these products to customers?
Project timeline:
Lesson 1 – Introduction to business and finance project. 
Lesson 2 – Business scenario simulation.
Lesson 3 – Market research and analysis​.
Lesson 4 – Business objectives, values and standards.
Lesson 5 – Business costs.
Lesson 6 – Calculating the selling price of goods.
Lesson 7 – Marketing.
Lesson 8 – Project management.
Lesson 9 – Preparation for presentation.​
Lesson 10 – Business proposal presentation. 


Project management task 2 – Design a Gantt chart 
Design a suitable Gantt chart that could be used in your business project.
You can design your own Gantt chart using Microsoft Excel, a Microsoft Word table or an online sample. Please complete the following steps.​
· List all the project tasks to be completed down the vertical column.​
· Identify the order and timescale required for each task.​
· Display the timeline horizontally across the top of the chart.​
· Use various colours to highlight the time needed within the chart.


Project management task 3 – Roles and responsibilities 
State the roles and responsibilities of the staff at the veterinary practice who will be involved with the business project. Staff that may be included are:​
· the veterinary practice manager
· veterinary practice office staff
· veterinary care assistants
· veterinary nurse apprentices. 


Project management task 4 – Peer review
Compile notes below during your peer’s presentation to allow you to provide effective verbal feedback. 








The following materials relate to lesson 9 – Preparation for presentation:
Learner record of work (see lesson 1 for the template)





The following materials relate to lesson 10 – Business proposal presentation:
Learner record of work (see lesson 1 for the template)
Peer review feedback form




Peer review feedback form
Name of reviewer:
Date:
Presenter name: 
Project title: 
Is the content clear and easy to follow?
☐ Yes
☐ No
☐ Somewhat
Please elaborate: __________________________
Is the proposal well organised and logically structured? 
☐ Yes
☐ No
☐ Somewhat
Please elaborate: __________________________
Are the key points adequately explained?
☐ Yes
☐ No
☐ Somewhat
Please elaborate: __________________________
Are there any gaps in information or areas needing more detail?
☐ Yes
☐ No
☐ Somewhat
Please elaborate: __________________________
Is the writing style appropriate for the target audience?
☐ Yes
☐ No
☐ Somewhat
Please elaborate: __________________________
Are the visuals (e.g. charts, graphs or images) clear and relevant to the content?
☐ Yes
☐ No
☐ Somewhat
Please elaborate: __________________________


Did the presenter engage you effectively (e.g. through eye contact, enthusiasm or interaction)?
☐ Yes
☐ No
☐ Somewhat
Please elaborate: __________________________
Did the presenter use body language (e.g. gestures, posture or movement) effectively to emphasise key points?
☐ Yes
☐ No
☐ Somewhat
Please elaborate: __________________________
What are the strongest aspects of this proposal?
Please elaborate: __________________________

What areas could be improved?
Please elaborate: __________________________

Do you have any further suggestions or comments?
Please elaborate: __________________________
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Income Tax

Income tax is a tax you pay on your income. In the UK, it's collected by HM Revenue & Customs
(HMRC) and helps fund public services like the NHS, schools, police, roads, and more.

This means the more you earn, the higher the rate of tax you pay. The main bands for the 2024/25
tax year are: Personal Allowance: £12,570 (tax-free), basic Rate: 20% on income over £12,570 up
to £50,270, higher Rate: 40% on income over £50,270 up to £125,140, additional Rate: 45% on
income over £125,140

Income tax is charged on a range of earnings, such as: Wages or salary from employment, profits
if you're self-employed, pensions (state, workplace, or private), rental income from property,
savings interest (above certain limits), dividends from shares, Some benefits (e.g. Carer’s
Allowance).

Certain types of income are tax-free, such as: The first £1,000 of income from self-employment
(trading allowance), the first £1,000 of income from property rental (unless using the Rent a Room
Scheme), income from tax-exempt accounts like ISAs, dividends within the dividends allowance.

If you're employed, it's usually taken automatically from your pay via PAYE (Pay As You Earn).

If you're self-employed or have other income, you may need to file a Self-Assessment tax return
and pay it yourself.
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Income Tax

Income tax is a tax you pay on your income. In the UK, it's collected by HM Revenue & Customs
(HMRC) and helps fund public services like the NHS, schools, police, roads, and more.

Types of income Income tax bands on wages

* Wages or salary from employment « Personal Allowance: £12,570 (tax-free)

* Profits if you're self-employed + Basic Rate: 20% on income over £12,570 up to

« Pensions (state, workplace, or private) £50270

« Rentali f " + Higher Rate: 40% on income over £50,270 up
ental income from property t0 £125,140

« Savings interest (above certain limits) . Additional Rate: 45% on income over
« Dividends from shares £125,140

+ Some benefits (e.g. Carer’s Allowance)
+ If you're employed, it's usually taken automatically from your pay via PAYE (Pay As You Earn).

+ If you're self-employed or have other income, you may need to file a Self-Assessment tax return
and pay it yourself.
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