




Performance Standards

	-
	Finding and Solving Problems
	Contextual Application
	Analysis and Evaluation

	A
	Insightful identification and exploration of problems and/or needs using a customer-focused approach.

Highly creative generation of innovative and viable solutions to problems and/or needs using a customer-focused approach.
	Perceptive and highly effective contextual application of decision-making and project management tools and strategies.

Astute creation and application of business intelligence to iteratively develop business models and plans.

Perceptive contextual application of communication and/or collaborative skills.
	Discerning evaluation of business models and plans.

Critical analysis and evaluation of opportunities and challenges for business in the digital age.

Insightful analysis and evaluation of social, economic, environmental, and/or ethical impacts of global and local business.


Finding and solving problems

· Insightful – clear perception.  Looking deeper into reasons for why customers may have certain problems, getting to the core of the issue and providing solid evidence for this
· Highly Creative – Seeing the possibilities in addressing problems and balancing this up against viability with solid evidence for a) the solution being customer focused and meeting their needs and b) the viability meeting the needs of business
Contextual Application

· Perceptive – showing sensitive insight.  Understanding the nuances behind how and why tools are used to find different types of information and using the tools to gather this.  
· Highly Effective – doing it well.  The application of tools is done in way that is correct and provides meaningful data.
· Astute – accurately developing means to create business intelligence, analysing the findings, then accurately applying the learnings from business intelligence that has been gathered
Analysis and Evaluation

· Discerning – Showing good judgment on the issues.  Backing up judgments with solid rationale 

· Critical – detailed examination and respective judgments on current opportunities and challenges

· Insightful – Clear perception.  Looking deeper into issues

	Assessment Criteria
	Examples of tools and resources
	What an ‘A’ might look like
	What do I need to do to be an ‘A’ student?

	Finding and Solving Problems 1 (FSP1)

	Insightful identification and exploration of problems and/or needs using a customer-focused approach.

Clear perception – Looking deeper into reasons for why customers may have certain problems, getting to the core of the issue and providing solid evidence for this
	· Value Proposition Canvas – to identify customer pains, gains and jobs

· Multiple versions

· Javelin experiment board

· Validation board – Strategyzer and/or MIE Lab version

· Test and learning cards

· Interviews with customers

· Surveys with customers

· Observations of customers

· Empathy map

· Persona canvas

· Customer Journey Canvas

· Archetypal Customer

· PESTEL Analysis

· RBA Chart Pack

· Ibisworld data

· Problem statement

· Ease vs impact matrix

· Use of a variety of tools from strategyzer, Marvel, Stanford d.scohol, Board of Innovation, Big Jump and Mural 


	· A wide variety of tools will have been used to come to some conclusions about the nature of the customer problem.

· Tools may be used in a demonstration of learning, however the findings of the tools are predominant 

· Pains, gains and jobs of customers are clearly outlined.

· Will tend to be more ‘lean’ 
	· Proactively seeking out many customers to gather data from.  Potentially using a random sample from a square root of the population (target market)

· Using a wide variety of tools to gather data related to customer problems

· Using validation boards to home in on problems and refine an understanding of them, using test and learning cards

· In depth analysis of findings from the tools with clear understanding/empathy with customer needs

· In depth research of how customers operate within the constraints of the problem




	Assessment Criteria
	Examples of tools and resource
	What an ‘A’ might look like
	What do I need to do to be an ‘A’ student?

	Finding and Solving Problems 2 (FSP2)

	Highly creative generation of innovative and viable solutions to problems and/or needs using a customer-focused approach.
Highly Creative – Seeing the possibilities in addressing problems and balancing this up against viability with solid evidence for a) the solution being customer focused and meeting their needs and b) the viability meeting the needs of business


	For the ideation process

· SCAMPER framework
· 30 circles

· Wall of ideas

· 20 second solution

· Real life customer feedback and ideas required

· MIE Lab – transforming business template

For prototyping

· Simple tools – paper, sticky tape etc…

· Online wireframes for apps

· Seeking feedback every step of the way

Viability of the solution

· Testing and validating hypotheses

· Solution validation questions 

· Assumption mapping

· Experiment cards

· MIE Lab – validation board

· Risk management matrix

· Financial model – requires feedback from customers

· Developing the USP
	· Tools may be used as a way of demonstrating learning, however the findings of the tools are predominant

· Clear identification of the value proposition that is linked directly to the customer problem/s

· Validation boards with pivots evident, with pivots clearly seen and evidence based
· Students demonstrate the ideation process they have gone through and the outcome of that process to develop a solution

· Development of prototypes through the use of tools and experiments, documenting learnings along the way and customer feedback
· Each element of the BMC has validation behind it, particularly concerning the viability of the business model


	· Test, test, test – and get feedback.
· Note down all your findings, key metrics, pivots etc… in a validation board that is continually added to.  Use a similar sample size to the problem validation if possible.
· Get familiar with a variety of experiment types

· Select experiments that will give the most beneficial feedback and note down the hypotheses and learnings on test and learning cards, transferring learnings/pivots etc… to validation boards

· Understand a variety of business models that might work for your business idea




	Assessment Criteria
	Example of tools and resources
	What an ‘A’ might look like
	What do I need to do to be an ‘A’ student?

	Contextual Application 1 (CA1)

	Perceptive and highly effective contextual application of decision-making and project management tools and strategies.

Perceptive – showing sensitive insight.  Understanding the nuances behind how and why tools are used to find different types of information and using the tools to gather this.  

Highly Effective – doing it well.  The application of tools is done in way that is correct and provides meaningful data.


	Tools include all those above, as well as:
Marketing

· Price/Quality matrix

· Competitor matrix

· Get, Keep, Grow

· 4/7 P’s

Finance

· Financial documentation – linking to decisions made

· Break Even analysis

· Cash flow statement

· Projected income statement 

Project management strategies

· Agile

· Hybrid

· Waterfall

· Critical path

Others

· GANTT Charts

· Action plans with targets
· KPI’s

· VPC’s
· Lean validation board, BMC

· Impact/effort matrix
	· Demonstrates extensive evidence of planning, refining, pivoting – with reasons for changes and how/why the BMC has been adjusted
· Uses appropriate tools for the task that is being done

· All decisions made are substantiated with meaningful data
· Uses data to inform calculated risks


	· Conduct a significant amount of market research to understand the customers and competitors.  Documentation of the findings along the way
· Develop financial models through the use of excel to determine the viability of financial decisions e.g. pricing structure, cost structure

· Develop action plans including KPI’s for the business 

· Using the correct tools for the correct situation to get the best result.  A variety of tools may be required in determining viability

· Be receptive to customer feedback – customer is always right.  Be prepared to accept failure and start again


	Assessment Criteria
	Example of tools and resources
	What an ‘A’ might look like
	What do I need to do to be an ‘A’ student?

	Contextual Application 2 (CA2)

	Astute creation and application of business intelligence to iteratively develop business models and plans.

Astute – accurately developing ways to create business intelligence, analysing the findings, then accurately applying the learnings from business intelligence that has been gathered


	· Surveys – using eSharktank tools
· Interviews

· Test cards

· Learning cards

· Observation

· The BMC – with various iterations

· SWOT
· MIE Validation board

· PESTEL

· Archetypal customer

· Including those in above sections 

· Being realistic about finances

· Creating accurate projections of financial documents


	· Data that is collected through surveys, observation, interviews etc… that is appropriate to the Value Proposition and helps to inform direction of the business model – these are clearly identifiable.  The data needs to be accurate and valid.
· Iterations of prototypes/business model/problem refinements will be based on extensive feedback from customers and clearly shown

· Analysis of the data gathered is used to inform changes to the business model and clearly shown in the BMC
· Realistic, justifiable and accurate financial documents that are used to inform the development of the business model


	· Create your own business intelligence, and don’t just print stuff off the internet
· Finding relevant data on the market and applying it directly to your business idea

· Survey and interview findings need to be objectively received and extensively collected

· Accurate and extensive records of any findings, pivots, testing needs to be kept

· Experiment and inquire continually in order to refine your understanding of customers, the value proposition and the viability and validity of the business model.  It is a continuous exercise of data gathering and refinement
· Be realistic about the financial side of the business idea


	Assessment Criteria
	Example of tools and resources
	What an ‘A’ might look like
	What do I need to do to be an ‘A’ student?

	Contextual Application 3 (CA3)

	Perceptive contextual application of communication and/or collaborative skills.

Perceptive – showing sensitive insight.  Understanding the nuances behind what appropriate ways to communicate.  Sensitively work together with a group to come to the best outcome.  


	To use as appropriate

· Stormboard
· Microsoft Teams

· Wix

· Canva

· Imovie

· Youtube

· Twitter

· Instagram

· Tiktok 

· Microsoft suite


	· Communication of information in a way the is appropriate to the audience.

· There are no errors in grammar, pronunciation, formatting, editing etc… is has to be ‘schmicko’ and professional
· Collaboration with others is evident through the use of collaborative tools such as Microsoft Teams and storm board and in a way that shows the best outcome is achieved

· Ensure you’re communicating findings within the context of the task.  

· Communication of concepts will tend to be lean in nature
	· Don’t be afraid to experiment with alternative forms of presentation e.g. website, video, infographics, podcasts, twitter feeds etc…
· Communicate professionally with stakeholders throughout the development and refinement process

· Work with others to develop the business model.  Speak with business owners in the same market, collaborate on solutions with customers.



	Assessment Criteria
	Examples of tools and resources
	What an ‘A’ might look like
	What do I need to do to be an ‘A’ student?

	Analysis and Evaluation 1 (AE1)

	Discerning evaluation of business models and plans.

Discerning – Showing good judgment on the issues.  Backing up judgments with solid and evidence based rationale 


	· KPI’s – particularly in ‘transforming or sustaining’ contexts

· Stakeholder feedback

· Competitor analysis

· Test and learning cards

· PESTEL

· SWOT


	· The use of tools and learnings gathered from them inform the judgments you make.  Clear reference to the findings of the tools in your evaluation/judgment is imperative
· Rationale for your judgments is critical
	· Gather data and make judgments based on that data
· Consider the various elements of the plan – desirability, viability, feasibility

· Analyse and evaluate the risks that are inherent in your business model and make judgments to mitigate these risks based on data you have collected.

· Use metrics and testing to learn about the viability of the value proposition and business model overall

· Evaluate the decisions that have been made at every step.  Validation boards can be a useful tool in this

· Be aware of what is going on in the market generally and gather data


	Assessment Criteria
	Examples of tools and resources
	What an ‘A’ might look like
	What do I need to do to be an ‘A’ student?

	Analysis and Evaluation 2 (AE2)

	Critical analysis and evaluation of opportunities and challenges for business in the digital age.

Critical – detailed examination and respective judgments on current opportunities and challenges


	· PESTEL
· SWOT

· News reports

· A range of tools from the course that assist in analysis of opportunities and challenges
	· Uses data to evaluate risks associated with opportunities & challenges for the business that exist in the digital age 
· Provides mitigation strategies in response to risks associated with opportunities & challenges for the business that exist in the digital age 
· Identifies, explores & analyses ways to incorporate digital or emerging technologies to enhance the business model 
· Identifies & assesses the potential impact of possible non-digital challenges that arise as a result of the digital world  
· Analyses the potential impact of digital and other forms of disruption within an industry, market, business  
· Provides justification of decisions made in response to opportunities & challenges in the digital age  

	· Read widely about your market and become informed about current challenges and opportunities.  This means being up to date with the news in particular and industry developments
· Consider the challenges/opportunities specifically in relation to your business idea

· Research the challenge or opportunity in depth and keep accurate and detailed notes

· Make sure you directly link the ‘digital age’ and emerging technology and/or its availability with your business




	Assessment Criteria
	Examples of tools and resources
	What an ‘A’ might look like
	What do I need to do to be an ‘A’ student?

	Analysis and Evaluation 3 (AE3)

	Insightful analysis and evaluation of social, economic, environmental, and/or ethical impacts of global and local business.

Insightful – Clear perception.  Looking deeper into issues


	· News Articles
· Feedback from consumers

· Feedback from various organisations e.g. environment 
	· Utilises a range of tools such as PESTLE to identify & evaluate the potential factors that might impact a business 
· Evaluates the potential impact of micro & macro ecosystems on the development of sustainable & ethical business models 
· Analyses the roles, responsibilities, and legal requirements of a business 
· Evaluates the opportunities & challenges of operating in a socially & culturally diverse business environment 
· Uses business intelligence to generate a range of viable options in response to economic, environmental &/or social opportunities & challenges 
· Where relevant, evaluates the potential impact of changing legislation frameworks on business models 
· Analyses the potential impact a business model may have on society & the environment 
	· Be very well read, look into current industry trends and clearly show how your business idea will impact on the local/wider economic landscape, environment etc…

· When looking at your business, consider the ethical elements of it 
· Clearly link what you’re doing as a business with the impacts of the business







The design process is central to Business Innovation, and as such, you will be repeatedly refining your ideas through consultation and collaboration with consumers and businesses.  The key to success in Business Innovation is for you to use your initiative, get out into the community and talk to people.  
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Marketing and finance





The Problem and Solution





Transforming Task
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School Based Assessment


Learning & Assessment Plan


70%


Students should provide evidence of their learning through 5-6 assessments including the External Assessment
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Business Model Evaluation
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External Assessment 30%
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