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BTEC BUSINESS - Bridging Materials 
 

Contents and General Notes 
 

Welcome to BTEC Business. 
 
These Bridging materials have been written to help you make the transition to the higher level of 
study expected in the Sixth Form. These resources allow you to prepare for the first few weeks of 
your new course. 
 
Developing effective independent study skills is essential to your progress at this level. In the Sixth 
Form, students are expected to undertake a minimum of 5 hours of independent work outside of 
the classroom, per subject, per week. This independent work is typically made up of tasks under 
the following 4 modes of study: 
 

1. Securing tasks 
2. Processing tasks 
3. Exploring tasks 
4. Reviewing tasks 

 
The following resources provided by each subject area are based around these 4 modes of study. 
The tasks are designed to teach you fundamental skills and study habits, and to introduce you to 
course content that will enable you to make a positive start in September. 
 
Please note all students are to complete their chosen subject specific bridging materials before 
Tuesday 8th September 2026. 
 

Subject BTEC Business  

Context This work is designed to help you prepare for your BTEC Business qualification. You will be 
given an introduction into the role of marketing and understand the key rationale behind 
marketing campaigns. You will also look into different types of businesses and understand 
the key features behind each form of ownership.  
 

Securing Make flashcards on the key terms in the list below: 
 

1. Marketing 
2. The marketing mix 
3. Price 
4. Place 
5. Design mix  
6. Promotion  
7. Product life cycle 
8. Market segmentation  
9. Marketing strategy  
10. Aims  
11. Objectives  
12. Sole traders 
13. Partnerships  
14. Private limited company 
15. Public limited company  
16. Unlimited liability  
17. Limited liability  
18. Shares  
19. Shareholders 
20. Stakeholders  

 
 



Processin
g 

Read through the Research Pack below about the food box business Wholly Nutritious 
to find out about the market and the business: 
 

 



 
 
 
 

 
 



 
 
 
 

 
 
 
 



 
 
 
 
 
 
 
 
 



 
 

 
 
 
 
 
 
 
 
 
 
 



 
 



 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



Exploring Using the information from the Research Pack above about Wholly Nutritious and their 
market, fill in the table below with key information you have found: 

THE PRODUCT 

What is the product? 
 

 

Who buys the product? 
 

 

How much do they pay? 
How/ why do prices vary? 

 

When / Where is the product 
bought? 

 

ABOUT THE MARKET 

How large is the market? 
 

 

What are the main segments of 
the market? How large are they? 

 

How fast is the market growing? 
Are some segments growing 
faster than the overall market? 

 

How important is product 
innovation/branding? 

 

Who are the market leaders? 
 

 

What advantages do the market 
leaders have? 

 

THE MARKET AND COMPETITORS  

What else do we learn about the 
market and competitors (positive 
or negative)? 

1. 

2. 
 

3. 

HOW USEFUL IS THE MARKET RESEARCH? 

What market research is 
included? Where is it sourced 
from? 

 

What does the market research 
report/ questionnaire tell you? 
 

 

What is the sample size?  Who 
responded to the questionnaire? 
What is missing? 

 

Based on the results of the 
market research report, how 
might this impact on decisions 
made about Wholly Nutritious? 

 



 

What other market research 
might be useful? 

 
 

 
Reviewing Complete the table below to review the information you have collected about Wholly 

Nutritious. Consider what impact this has on the Marketing Campaigns they may 
consider developing to succeed in their market: 
 
 

MARKETING CAMPAIGNS  
What different campaigns and 
messages are used by 
competitors to Wholly 
Nutritious? 

1. 
 
 
2. 
 
 

3. 

4. 

5. 

What different market media 
are used by the competitors? 

1. 
 
 
2. 
 
 

What media might be effective 
in helping Wholly Nutritious to 
grow sales? Choose the top 3 
and explain why you have 
chosen them 

1. 
 
Why? 
 
 
 

2. 
 
Why? 
 
 
 

3. 
 
Why? 
 
 
 

 

WHICH CUSTOMER AUDIENCE MIGHT BE GOOD FOR PROMOTIONAL CAMPAIGNS 
Who do you think are the best 
customers that Wholly 
Nutritious might want to 
target? 

 

Why do you think this? What 
evidence can you include to 
support this?  

 
 
 
 



How could Wholly Nutritious 
reach these customers? 

 
 
 
 

 

Which marketing media are they 
most likely to respond to? Why? 

 
 
 
 

 

 

Well done for completing this task. 

We look forward to welcoming you onto the Year 12 BTEC Business Course in September.  

Bring your completed Bridging materials with you – we will be using your research about Wholly Nutritious 

throughout the first few weeks of the course. 

 

 

 

 

 

 

 

 



 


