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Introduction

This template is the product of an initiative led by the New Jersey Department of Education, Office of Academic
Standards, in partnership with the New Jersey Association for Supervision and Curriculum Development (NJASCD) and
the New Jerscy Principals and Supervisors Association (NJPSA). The project was undertaken with the assistance of New
Jersey content arca supervisors, curriculum coordinators, and teachers during spring-summer 2009, The goal of the
project was to design exemplar unit plans and accompanying lesson plans aligned with the New Jersey Student Learning
Standards that may be used by districts as modcls for the development of local curricula.

The Unit Overview Template, which follows, is a tool that can help districts define one unit plan of several that comprise
a specific course in the curriculum for any content arca, Tt is designed, once completed, to summarize the content and
objectives for the unit, outline lessons and assessments that support the unit, and provide links to documents that
facilitate delivery of the unit, such as student materials, background information, resources, and performance rubrics. To
sce how the units fit together in the design of a course, see the Curriculum Design Template included at the end of this

document.

Scven content area Unit Overviews were created as part of the project 1o serve as exemplar unit plans that are alipned
with the New Jersey Student Learning Standards and that assist in achieving the goal of enpaging students, fostering
achicvement, and cultivating 21s century global skills. The units stress the integration of 21st century themes and skills,
global perspectives, technology, and cross-curricular connections.

We cncourage districts to use the exemplars in conjunction with the curriculum development tools and templates that
emanated from this project as modcls for teaching and learning based on the New Jersey Student Learning Standards.
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What AP Stands For

Thousands of Advanced Placament teachers have contabutacd to tha principles
articulated here. These principles are not new,; they are, rather, a8 reminger of how AP
atrgagdy works in classrooms nationwide, The folowing principles are designed to
ensure thal leschers” expertise is regpested, required cotirse contant is undorstond,
and students are academically chalfenged and free ko make Up thekr own milhds,

. AP stanos For clanty and transparency. Teachers and stedents deserve clear
arprzetations. The Advanced Placoment Program riakes public its course
framewnriks and sampke assesements, Confusion abouwt what is permitted o the
classroom disrupts teachers and stedents as they navigate demanding wori,

. AP is anunflinching encounier with evidence, AP ceurses enable students to develop
as indepeagent thinkers and to draw Eheir own conclusions, Bvidence and the
scicntific method are the sfarting place for conversations in AP courses,

3, AP opposes censorship, AR s snimated by 3 deep respect for the intedtectual
fremdorn of toochers and students alike. I a achool bans required topics from thekr
AP nourses, the AP Program removes the AP designation from thal course and s
inglusion in the AP Course Ledger provided bo colleges and universities. For examiple,
the soncopts of ocvolation ame at the heart of college biology, and & course that
neglecis such concepts does not pass muster as AP Biolopy.,

4, AP ppposes indecirinotion. AP shudents are expected to anatyze different
pergpectives from thoir own, 2nd no points o the AP Exam are awarded for
agreanent with any specific viewpoint, AP students are not required to feel certalr
woys about themsehes or the course content. AF courses instead develop studenls'
ahifities {0 asacss the credibifity of sources, draw conclusions, and make apr their own
minds.

Astha AP English Literature course description states: AP students are not
expected or asked ko subscribe to any one speofio set of cuttural or political
values, but are expected to have the maturty bo analyze perspectives different
from their own and to queslicn e meaning, perpase, of effect of such content
within the lifcrary work a2s a whole,"

5, AP pourses foster an onen-minded appro2ch to the histories and cultures of different
penples, The study of difforent retionslities, cultures, religions, races, and ethricities
iz oznential within 3 vanety of aczdemic disciptines, AP courses ground such siucias
i prieaary sournces sothat students can evakiate experiences and evideros fof
themsewes.

. Bvery AP student who engages with evidence is listened to and respected, Shurkents
are encowraged bo evalirate arguments but not one another, AT clessrotrns reéspect
diszraity in backgrounds, expericnees, and viewpoints, The perspechives and
contributinns of the full range of AP students are sought and considered. Respeotful
debate of idess is cuttivated and orotected; personal attacks have no place I AP

7. AP iz a chaice for parents 2nd students, Parents and students freely choose o ehrall
in AP counses. Course descripttons are available onfine for parents and stedents 1o
infonm Eheir choice. Farents do not define which college-tevel lopics are suilabke
within AP courses; AP course and exam matertals are crafied by carmrltiess of
professors and other expert educatons in each field. AP courses and exgmns ate then
further validated by tre Amerlean Counctl oy Education ared siudies that confrm
the use of AF scores for collene credits by ousands of colleqges and upiversities
rationwide.

The AP Prograin encourages educatars to raviaw thase principies with parents
and students so they know what bx expect inan AP course, Advanced Placentant is
Always 8 chaice, and it shoutd e aninformed one. AP teachers should be given the
cordldenoe and clarity that once parents bave enraliad thair chitd inan AP course,
thay have agreed to a classToom experience thal emboates thaese principles,

B HIAE Dadae Hoard, Dadene doeed, Advanced Macement, AP, AP Central, and the acarn logo are
reqgisteresd tradermaris of Codene Board. Albother products and services may bo rudomarks of el
resgective owrers. Vit College Board on b web: cotzgeboardorng,
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About AP

The Advanced Placement” Program (AP} enables willing and academically
prepared students to pursue college-level studies—uwith the opportunity to carn
college credit, advanced placement, or both—while still in high schoaol. Through
AP courses in mare than 40 subjects, each culminating in a challenging exam,
students learn to think critically, construct solid arguments, and see many sides
of an issue—skills that prepare them for college and beyond. Taking AP courses
demanstrates to college admission officers that students have sought the most
challenging curriculum available to them, and research indicates that students
who score a 3 or higher on an AP Exam typically experience greater academic
success in college and are more likely to earn a college degree than non-AP
students. Each AP teacher's syllabus is evaluated and approved by faculty

from some of the nation’s leading colleges and universities, and AP Exams are
developed and scored by college faculty and experienced AP teachers, Most
four-year colleges and universities in the United States grant credit, advanced
placement, or both on the basis of successful AP Exam scores—maore than 3,300
institutions worldwide annually receive AP scores.

AP Course Development

In an ongoing effort to maintain alignment with best practices in college-level
learning, AP courses and exams emphasize challenging, research-based
curricula aligned with higher education expectations.

Individual teachers are responsible for designing their own curriculum for

AP courses, selecting appropriate college-level readings, assignments, and
resources, This course and exam description presents the content and skills that
are the focus of the corresponding college course and that appear on the AP
Exam. It also organizes the content and skills into a series of units that represent
a sequence found in widely adopted college textbooks and that many AP
teachers have told us they follow in order to focus their instruction. The intention
of this publication is to respect teachers’ time and expertise by providing a
roadmap that they can modify and adapt to their local priorities and preferences.

Enrolling Students: Access, Opportunity, and
Readiness

The AP Pragram welcomes all students willing to challenge themselves with
college-level coursework and career preparation. We strongly encourage
educators to invite students into AP classes, including students from ethnic,
racial, socioeconomic, geographic, or other groups not broadly participating in
a school's AP program. We believe that readiness for AP is attainable, and that
educators can expand readiness by opening access to Pre-AP course work,
We commit to support educators and communities in their efforts to make

AP courses widely available, advancing students in their plans for college and
careers.

Offering AP Courses: The AP Course Audit

The AP Program unequivocally supports the principle that each schoal
implaments its own curriculum that will enable students to develop the content
understandings and skills described in the course framewaork.

AP Business with Personal Finance RETURM TO CONTENTS



While the unit sequence represented in this publication is optional, the AP
Program does have a short list of curricular and resource requirements that must
be fulfilled before a school can label a course "Advanced Placement” or "AP."
Schools wishing to offer AP courses must participate in the AP Course Audit, a
process through which AP teachers’ course materizals are reviewed by college
faculty. The AP Course Audit was created to provide teachers and administrators
with clear guidelines on curricular and resource requirements for AP courses
and to help colleges and universities validate courses marked "AP" on students’
transcripts. This process ensures that AP teachers’ courses meet or exceed the
curricular and resource expectations that college and secondary schoal faculty
have established for college-level courses.

The AP Course Audit form is submitted by the AP teacher and the school
principal {or designated administrator) to confirm awareness and understanding
of the curricular and resource requirements. A syllabus or course outline,
detailing how course requirements are met, is submitted by the AP teacher for
review by college faculty.

Please visit the AP Course Audit website for more information to support the
preparation and submission of materials for the AP Course Audit.

How the AP Program Is Developed

The scope of content for an AP course and exam is derived from an analysis of
hundreds of syllabi and course offerings of colleges and universities. Using this
research and data, a committes of college faculty and expert AP teachers wark
within the scope of the corresponding college course to articulate what students
should know and be able to do upon the completion of the AP course. The
resulting course framework is the heart of this course and exam description and
serves as a blueprint of the content and skills that can appear on an AP Exam.

The AP Test Development Committees are responsible for developing each AP
Exam, ensuring the exam questions are aligned to the course framework. The
AP Exam development process is a multiyear endeavor; all AP Exams undergo
extensive review, revision, piloting, and analysis to ensure that questions are
accurate, fair, and valid, and that there is an appropriate spread of difficulty
across the guestions.

Committee members are selected to represent a variety of perspectives and
institutions (public and private, small and large schools and colleges), and a range
of gender, raclalfethnic, and regional groups. A list of contributing institutions for
each subject is available on AP Central.

Thraughout AP course and exam development, College Board gathers feedback
from various stakeholders in both secondary schools and higher education
institutions. This feedback is carefully considerad to ensure that AP courses and
exams are able to provide students with a college-level learning experience and
the opportunity to demonstrate their gualifications for advanced placement and/
or college credit.

How AP Exams Are Scored

The exam scoring process, like the course and exam development process,
relies on the expertise of both AP teachers and college faculty. While multiple-
choice questions are scored by maching, the free-response questions and
through-course performance assessments, as applicable, are scored by
thousands of college faculty and expert AP teachers. Most are scored at the
annual AP Reading, while a small portion is scored online. All AP Readers are
thoroughly trained, and their work is monitored throughout the Reading for
fairness and consistency. In each subject, a highly respected college faculty
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member serves as Chief Faculty Consultant and, with the help of AP Readers in
leadership positions, maintains the accuracy of the scoring standards. Scores on
the free-response guestions and performance assessments are weighted and
combined with the results of the computer-scored multiple-choice questions,
and this raw score is convertad into a composite AP score on a 1-5 scale.

AP Exams are not norm referenced or graded an a curve. Instead, they are
criterion referenced, which means that every student who meets the criteria for
an AP scare of 2, 3, 4, or 5 will receive that score, no matter how many students
that is. The criteria for the number of points a student must earn on the AP Exam
lo recelve scores of 3, 4, or 5—the scores that research consistently validales
for credit and placement purposes—include:

= The number of points successful college students earn when their
professors administer AP Exam questions to them

= Performance that researchers have found to be predictive of an AP student
succeeding when placed into a subsequent higher-level college course

= The number of points college faculty indicate, after reviewing each AP
question, that they expect is necessary to achieve each AP grade level

Using and Interpreting AP Scores

The extensive work done by college faculty and AP teachers in the development
of the course and exam and throughout the scoring process ensures that AP
Exam scores accurately represent students' achievement in the equivalent
college course. Frequent and regular research studies establish the validity of AP
scores as follows:

AP Score Credit Recommendation College Grade Equivalent
5 Extremely well qualified A
4 E:;,Ilqum'rfin: - A-BLB
3 Qualified - B-.C+,C
2 - Pnssih;:.}uaﬁfied nia -
1 Mo recommendation B nfa

While colleges and universities are responsible for setting their own credit and
placement policies, most private colleges and universities award credit and/for
advanced placement for AP scores of 3 or higher. Additionally, most states in the
L5, have adopted statewide credit policies that ensure college credit for scores
of 3 or higher at public colleges and universities. To confirm a specific college's
AP creditf placement policy, a search engine is available on the AP Credit Policy
Search page.

BECOMING AN AP READER

Each June, thousands of AP teachers and college faculty members from around
the waorld gather for seven days in multiple locations to evaluate and score the
free-response sections of the AP Exams. Ninety-eight percent of surveyed
educators who took part in the AP Reading say it was a positive experience.

There are many reasons to consider becoming an AP Reader, including
opportunities to:

= Bring positive changes to the classroom: Surveys show that the vast
majority of returning AP Readers—hboth high school and college educators—
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make improvements to the way they teach or score because of their
experience at the AP Reading.

* Gain in-depth understanding of AP Exam and AP seoring standards:
AP Readers gain exposure to the quality and depth of the responses fram
the entire pool of AP Exam lakers and thus are better able to assess their
students’ work in the classroom.

= Receive compensation: AP Readers are compensated for their wark during
the Reading. Expenses, lodging, and meals are coveraed for Readers who
travel,

= Score from home: AP Readers have online distributed scoring opportunities
for certain subjects. Check the AP Reader site for details.

= Earn Continuing Education Units (CEUs): AP Readors earn professional
development hours and CEUs that can be applied to PD requirements by
states, districts, and schools.

HOW TO APPLY
Visit the Become an AP Reader site for eligibility requirements and to start the
application process.

AP Business with Personal Finance RETURN TO CONTENTS



About AP Career
Kickstart

AP Career Kickstart courses provide high schools with a new set of AP offerings
that prepare students for high-skill, high-growth careers through:

* Instruction in both technical and professional skills

= Emphasis on hands-on, project based learning grounded in authentic
scenarios

= Alignment to career and technical education (CTE) and industry standards

* Opportunity to earn an employer-endorsed credential upon achieving a
qualifying exam score

Students often recognize the benefits of career exploration while they are still in
high sehool, but many lack access to quality career-focused programs that lead
to in-demand jobs. With a proven record of delivering high-quality educational
oppaortunities at seale, the Advanced Placement Program is building AP Career
Kickstart courses to ensure nationwide access to outstanding career education
that today is only available in some communities.

How AP Career Kickstart Courses Are Developed

Every AP course is designed—and regularly updated—to include current data,
evidence, and findings in each discipline, AP courses include the content and
skills most frequently taught in introductory college courses, so that students
who earn qualifying scores on AP Exams can be placed into upper-division
college courses with a strong foundation for success.

AP Career Kickstart courses are built in partnership with industry advisors,
higher education faculty, high school educators, and career and technical
education (CTE) leaders. These advisors are engaged to evaluate research;
recommend course skills, scope, and sequence; and review the course
framework and the AP Exam,

Credit and Placement

The AP Pragram engages faculty from colleges and universities to ensure that
AP Career Kickstart courses reflect the academic rigor of introductory college
courses in the discipline. Students with qualifying AP Exam scores can earn
credit or placement in required or elective courses at colleges and universities.

Credentials and Industry Recognition

The AP Program partners with industry leaders to ensure the course skills align
with employer demand for core requirements in high-growth, high-demand jobs.
Along with the potential to earn college credit, students with gualifying scores
on the AP Exam will earn the AP Career Kickstart Employer-Endorsed Credential,
Created in partnership with industry experts, AP Career Kickstart Cradentials
accelerate students’ progress toward in-demand careers and align with the
needs of employers, college-level coursework, and secondary CTE programs.

Students can leverage AP Career Kickstart Credentials in their efforts to further
their postgraduation plans.
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* For students who are considering moving directly to employment after
graduation, AP Career Kickstart Credentials can support theilr applications to
internships, apprenticeships, and part- and full-time emplayment.

= For students who plan ta go on to higher education after graduation, two-
year and four-year colleges use AP Exam scores to award credit and facilitate
placement into associated programs of study.

= Students can list their AP Career Kickstart Credentials on résumés and post
them to career-oriented social media platforms.

= After earning AP Career Kickstart Credentials, students are well positioned
to earn "stackable” postsecondary and employer-endorsed credentials
throughout their education and professional development.
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AP Resources
and Supports

By completing a simple activation process at the start of the school year,
teachers and students receive access to a robust set of classroom resources.

AP Classroom

AP Classroom is a dedicated online platform designed to support teachers and
students throughout their AP experience. The platform provides a variety of
powerful resources and taols to provide yearlong suppaort ta teachers, offering
opportunities to give and get meaningful feedback on student progress.

UNIT GUIDES

Appearing in this publication and on AP Classroom, these planning guides outline
all required course content and skills, organized into commonly taught units.
Each unit guide suggests a sequence and pacing of content, describes haw
students build skills through the use of business cases and the AP Business
Canvas’ Project, organizes content into topics, and provides tips on preparing
students to take the AP Exam.

BUSINESS CASES

Found on AP Classroom, the AP business cases provide engaging, student-
friendly case studies featuring a variety of real and fictional businesses.

Each case aligns to a course topic and specific course skills. Cases are alsa
accompanied by a teaching note with optional student guestions to support
classroom instruction. The use of cases as an instructional strategy is a required
course component, but the specific AP-provided business cases are not
required, nor will they be dircctly assessed.

1 The Business Canvas Project is a modified Business Model Canwvas, which was developed by
Strategyzer.com im 2005,
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Instructional Model

Integrating AP resources throughout the course can help students develop skills
and conceptual understandings. The instructional model outlined below shows
possible ways to incorporate AP resources into the classroom.

Plan

Teachers may consider the following approaches as Lhey plan their instruction
before teaching each unit.

= Review the overview at the start of each unit guide to identify conceptual
understandings and skills for each unit.

= Use the Unit at a Glance table to identify related topics that build toward a
common understanding, and then plan appropriate pacing for students.

Teach

When teaching, supporting resources could be used to build students’
conceptual understanding and their mastery of skills.
= Use the topic pages in the unit guides to identify the required content.
= Integrate the content with a skill, considering any appropriate scaffolding.
= Employ any of the instructional strategies previously identified.

= Use the available resources, including business cases and Business Canvas
Project applications, to bring a variely of authentic experiences into the
classroom.

Assess
Teachers can measure student understanding of the content and skills explored
in a unit and provide actionable feedback to students.
= After teaching each topic, offer a formative assessment to check student
understanding and provide just-in-time feedback.

= Al the end of each unit, create additional practice opportunities that will
provide feedback to students on areas where they need to focus,

AP Business with Personal Finance RETURM TO CONTENTS



About the AP Business
with Personal Finance
Course

AP Business with Personal Finance is an introductory, college-level business
and personal finance course. Students explore the business disciplines of
entrepreneurship, marketing, finance, accounting, and management through
real-world business application, case studies, and project based learning.

In addition, students learn and apply all the National Standards for Personal
Financial Education created by the Council for Economic Education and the
Jump$tart Coalition for Personal Financial Literacy,

AP Career Kickstart, a Group of AP Courses

The “Career Kickstart™ designation is awarded to AP courses developed not just
with colleges to qualify high school students for college credit, but also with
industry leaders and employers, to equip students with the skills needed for
specific careers.

College Course Equivalent

The AP Business with Personal Finance course is designed to be the equivalent
of a one-semester, college-level introduction to business course.

Prerequisites

There are no specific course prerequisites for AP Business with Persanal
Finance. Students should be motivated and willing to work both individually

and in teams on college-level projects. AP Business with Personal Finance is
designed Lo serve as a foundational course that aligns with multiple Programs of
Study within Career and Technical Education (CTE) Business Pathways.

Projects

Through the course, students will apply their learning of business concepts to
an entrepreneurial project, the Business Canvas Project. The project will provide
students with the opportunity to éngage in work-based learning experiences,
performing tasks a business founder performs, such as product development,
customer research, marketing, and the preparation of financial documents.

The course will culminate with a Financial Advisor Project, in which students
will provide financial recommendations to a fictional household based ona
fictional financial profile. The recommendation will help the fictional household
develop strategies to manage its budget and meet financial goals related to
postsecondary education, home buying, retirement, and charitable giving.

Business Cases

Students will develop and practice business decision-making skills through the
analysis and discussion of the required business cases used throughout the
course. Through business cases, students connect the knowledge and skills
they gain in each unit by examining problems and opportunities faced by real-
world businesses. While the use of business cases as an instructional strategy
is a required course component, teachers may choose to use their own cases in
addition to, orin licu of, those provided by the AP Program.

AP Business with Personal Finance RETURMN TO CONTENTS
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AP BUSINESS WITH
PERSONAL FINANCE
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Introduction

The AP Business with Personal Finance framework is aligned with content and
skills prioritized in college-level introductory business courses as well as the
Mational Standards for Personal Financial Education created by the Council for
Economic Education and the Jump#tart Coalition for Personal Financial Literacy.
The framework is organized into five units that engage students in key business
disciplines—entreprenaurship, marketing, finance, accounting, management,
and strategy as well as in personal financial literacy—and integrates key skills
throughout the course that students need to be successful in subsequent
business courses. The focus of the framework is to support students in their
learning of introductory business and personal finance content and skills.

AP Business with Personal Finance + Course Framework
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Course Framework
Components

Overview

This course framewaork provides a clear and detailed description of the course
requirements necessary for student success. The framework specifies what
students must know, be able to do, and understand to qualify for college credit
andfor placement.

The course framework includes two essential components:

COURSE SKILLS

Business skills, along with professional and leadership skills, are critical
to the understanding and application of business and personal finance
content. Students should develop and use these skills throughout the
course and through application to their own Business Canvas Project, the
Financial Advisor Project, and in the analysis of business cases.

COURSE CONTENT

The course content is organized into units that reflect the key business
disciplines of entrepreneurship, marketing, finance, accounting,
management, and strategy as well as personal finance. These units
comprise the content and skills colleges and universities typically expect
students to be proficient in to qualify for college credit and/or placement.
Unit 1-4 instruction should take place prior to the AP Exam, as this content
will be assessed on the exam. Unit 5 instruction may take place before or
after the AP Exam, depending on a school's academic calendar.

AP Business with Personal Finance + Course Framewark RETURHN TO CONTENTS 13
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Course Skills

The table that follows presents the course skills that students should develop
during the AP Business with Personal Finance course. Teachers should provide
students with frequent opportunities to practice and develop each of the skills

throughout the course.

Business Skills

Skill Category 1
Concept Application EN

Explain business and parsonal finance cancepts, principles, and strategles,

and apphy them to scenarlos.

Skill Category 2

Entrepreneurship E2

[dentify a market opportunity, and develop and test a product idea
designed to address the opporlunily.

EEY Describe business and personal finance concepts,
principles, and strategies.

EEd Interpret quantitative and qualitative business
and personal financial data, performing calculations as
appropriata.

3 Using business and personal finance concepts
and principles, explain how and why businesses and

individuals pursue specific goals, strategies, and actions.

EXY Identify a market opportunity {e.g., a customer
problem, need, or want) and develop a product idea to
address it.

EX:] Formulate and test business hypotheses to iterate
and improve on a product idea.

EXd Explain the desirability, viability, andfor feasibility of
a product idea,

AP Business with Personal Finance - Course Framewaork
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Course Skills (cont’d)

Professional & Leadership Skills

Skill Category 3

Decision Making ER

Describe opportunities or problems, and
racommend courses of action to address them,

Skill Category 4

Communication fa

Creata authentic communications appropriate
for a specific audience and purpose.

Skill Category 5

Collaboration iR

Wark collaboratively with and lead others to
accomplish a goal or 1ask,

EXA Describe intarnal, market,
and external factors that affect
a business or individual, and
explain how and why they create
opportunities andfor problems.

EXd Explain how potential courses
of action could capitalize on an
opportunity or solve a problem for a
business or individual.

EXHl Establish decision-making
criteria and use tham to
systematically evaluate differant
courses of action a business or
individual may take,

E Recommend a decisive course

of action for a business or Individual,

and support the recommendation
with persuasive reasoning and
evidence.

4R Present business and

persanal financial data (2.g.,

data visualizations and financial
statements] in accurate, procise,
and accessible formats targeted for
a specific audience and purpose.

48 Create authentic business
communications (e.q., surveys,
business canvases, and pitches] that
are largeted for a specific audience
and purpose.

B Develop clear, shared team
objectives relaled to a business task
or project consistent with a vision,
mission, andfor goals,

B Define clear roles and
responsibilities for members of
a team working to accomplish a
husiness task or project,

E3 Develop and implement
effective strategies to motivate
individuals and teams to achieve
goals related Lo a business task or
project,

= Follow through on agreed-upon
deliverables as a part of a team
working to accomplish a business
task or projact.

AP Businass with Personal Finance + Course Framework
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Course Content

This course framework provides a clear and detailed deseription of coursa
requirements necessary for student success. The framework specifies what
students should know and be able to do, with a focus on business and individual
decision making and the internal, market, and external factors that impact
business activity and performance as well as individual behavior, The framework
also encourages instruction that prepares students for further study across the
business disciplines and introduces students to the practices of business case
analysis and entrepreneurial thinking.

Units

Units 1-4 in AP Business with Personal Finance and their weightings on the
multiple-choice section of the AP Exam can be found in the Exam Infarmatian
section, starting on p. 237. Unit 5 is designed to be taught either before or after
the AP Exam, as appropriate to a school's calendar, and is not assessed on the
AP Exam.

Pacing recommendations at the unit level and an the Course at a Glance table
are suggestions for how to teach the required course content, integrating
business case analysis, Business Canvas Project application, and persanal
finance content. The suggested class periods are based on a schedule in
which the class meets five days a week for 45 minutes each day. While these
recommendations have been made to aid in planning, pacing can be adjusted
based on student needs, alternate schedules (e.q., block scheduling), ar
individual schools' academic calendars.

Topics

Each unit is divided into teachable segments called topics. The tapic pages
(starting on page 27) contain all required content for each topic. Each topic
typically requires 3-5 class periods of instruction. Teachers are not obligated
to teach the topics in the suggested sequence listed in each unit; however, Lo
receive authorization to label this course "Advanced Placement,” all topics must
beincluded in the course,

AP Business with Personal Finance + Course Framework
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Course at
a Glance

Plan

The course at a glance provides a useful
visual organization of the AP Business with
Personal Finance components, including:

= Seguence of units, along with
approximate weighting and suggested
pacing. Please note, pacing is based an
45-minute class periods, meeting five
days each week for a full academic year.

» Progression of topics within each unit.

Teach
COURSE SKILLS

Business Skills
EN Concept Application
EX Entrepreneurship

Professional and Leadership Skills
EN Decision Making

#' Communication
I Collaboration

Assess

At the end of each topic and unit,
assess sludents' understanding of the
content and skills and provide them with
actionable feedback.

UNIT

1

Businesses, Competition,

and New Ideas

~37 CLASSPERIODS |

20~-30% AP EXAM WEIGHTING

Topic

Business Case

1.1

1.2
1.3

1.4

1.5

1.6

1.7

1.8

What |s a Business?

Markets and Competitive
Advantage

PESTEL Factors and the

Business Environment

How Do Business ldeas

Originate?
Vision
Business Ethics

Organization, Roles, and

Responsibilities

Supply Chains

Bombas

Incredible Health

Carley Plumbing

Malama ia Floral Design

Beekeeper's Daughter

Pearson 1860

Marketing

~34 CLASS PERIODS !

Topic

20=30% AP EXAM WEIGHTING

Business Case

21

2.2

23

24

2.6

2.7

Marketing to Customers

Consumer Behavior

Market Research
Product

Price

Place and Channels

Promotion and Marketing

Communications

AP Business with Personal Finance - Course Framewark

Token of Trust

Gong cha

Mew Coke

siggi's
Sega

Stanley

Hestia Construction

RETURM TO CONTENTS
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) PART1 PART 2

Personal Saving Business Finance
and Borrowing and Accounting
~35 cLaAsS PERIODS | 25-35% AP EXAM WEIGHTING
Topic Business Case Topic Business Case
4.1 Saving for Future 3.3 Accounting and
Purchaszes Financial Management
3.2 Borrowing, Credit, and 3.4 Business Expenses DK Coffee Lab, Part 1
De bt MR EFEAAITLE L - & TR LR S ——

3,5 Financial Capital

DK Coffee Lab, Part 2

3.6 The Income Statement Hershey

3.7 The Balance Sheetand DCH

Met Worth

3.8 The Cash Flow
Statement

3.9 Ethics and Financial
Reporting

DK Coffee Lab, Part 3

AAME

Yardley

.' UNIT “'l
6 Management and Strategy C Personal Goals, Budgeting,

and Investing

~30 cLASS PERIODS I 15=20% AP EXAMWEIGHTING ~24 cLasS PERIODS +20 CLASS PERIODS FOR
== i -+ LS ADDITIONAL PERSOMAL FINANCE
2 . COVERAGE
Topic Business Case
4.1 Management and Assort Health Tapic Business Case
Leadership Canva 51 Taxes, NetIncome, and
4.2 Evaluating BREAUX Capital e i
Performance Using 5.2 Managing Personal
KPls Risk
4.3 Strategy and Decision ExpressioniMed 5.3 Saving and Investing
Making for Education,
4.4 Strategic Frameworks: Crepes & Waffles Retirement Goals
Porter's Flve Forces Square Meal Feeds
and SWOT Analysis

18 AP Business with Personal Finance - Course Framewark
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AP BUSINESS WITH
PERSONAL FINANCE

Unit
Guides

Introduction

Developed with input from business faculty and experienced high school
business and personal finance educatars, these guides offer teachers helpful

guidance in building students’ skills and content knowledge.

This unit structure respects AP teachers’ time by providing one possible
sequence, which can be adopted or modified rather than having to be built from

scratch.



Using the Unit Guides
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AP Business with Personal Finance - Course Framework

UNIT OPENERS

Developing Understanding provides an overview
that contextualizes and situates the key content of
the unit within the scope of the course.

Building Course Skills: Business Cases supports
skill development by encouraging students to apply
business concepts through real-world case analysis,
strengthening reasoning, decision-making, and
cammunication skills across the units.

Building Course Skills: Business Canvas

Praject supports skill development by encouraging
students to apply business concepts and skills to an
entrepreneurial idea of their own choosing.

Preparing for the AP Exam offers tips and

outlines opportunities for students to use business
terminclogy, analyze business cases and scenarios,
interpret data, and justify strategic decisions in ways
that refloct the expectations of the exam’s multiple-
choice and free-response guestions,

Unit 5 offers two unit-specific features:

Bullding Course Skills: Financial Advisor Project
encourages students to apply personal finance
content and skills as they develop a strategic
financial recommendation for a fictional household.

Preparing for Your Financial Future provides
insights into how the skills and knowledge acquircd
in Unit 5 will prepare students to manage similar
challenges in their own lives.

RETURHN TO CONTENTS



Using the Unit Guides

__— The Unit at a Glance table shows the topics and

— T:J T ———— other topic-specific teaching opportunities.
T —
_o——'-'_'-'_'_ & .
UHIT AT AGLANCE * e The Business Case column lists each available

AP-provided business case aligned to a course topic
within the unit.

T [

m—— The Business Canvas Activity column describes
e project tasks aligned to each topic within the unit.
A G SIS Crevh e Each project step involves creating a deliverable,
T — which becomes an element of the final project. All
Vi e o task numbers in this column align to the project
S guides, starting on pages 143 and 188,
bt it \— Personal Finance Standards identify each standard
i P f.’?:;:_} Tl 3 \ from the Mational Standards for Personal Financial
e == : Education aligned to each topic within the unit. A full
e r— : list of the standards is provided in the Appendix for
2 ir‘-": e . reference.

— e . Class Periods describe the recommended number
N o ecmie gl i ! of 45-minute class periods Lo dedicate to each topic
S within the unit. The recommendation includes the
it e Business Canvas Project activity as well as identified
= IR T B LA P LT D s S Pt e e e o e e e .
ki personal finance standards,
Busisisat, Competiton, and New [deas {T e TOPIC PAGES

The Business Case note describes how students
{?.P e can engage with a business case to develop a
T deeper understanding of the topie.

<

The Project Link identifies specific Business
Canvas Projoct stops and deliverables related to
the topic, which serve as an opportunity for
students to apply their newly acquired knowledge
and skills.

The Personal Finance Link describes how relevant
personal finance standards are addressed within
each tapic.

| —

s s
e I Eae |~ Learning objectives define what a student needs to

Eﬁ:‘;m“;.‘z.- e be able to do with content knowledge to progress
through the course,

S " |

e et T — Essential knowledge statements define the requirad
el i ot content knowledge associated with each learning
e e : .

e s Y objective assessed on the AP Exam.

27 B s i P Frarmn + ot Baew st T T
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AP BUSINESS WITH
PERSONAL FINANCE

UNIT 1

Businesses,
Competition,
and New Ideas

20-30*

AMWEIGHTING

¢
CLASS PERIODS






20-30% Ap EXAM WEIGHTING ~37 CLASSPERIODS

Businesses,
Competition,
and New Ideas

Developing Understanding

From a small neighborhood shop to a large global corporation, all businesses share
key characteristics: They start as an idea and seek to achieve viability by selling
products that address customers’ problems, needs, or wants. Unit 1 introduces
students to the world of business—how businesses get started, how they're
arganized, how they compete, how ethics shape their decision making, and how
external factors affect their success. Students also consider how these same
external forces influence individuals' career opportunities, income, and personal
cholces about work.

Unit 1 explores the entrepreneurial process—identifying and validating a market
opportunity and testing potential solutions—and asks students to consider the

risks and rewards of bringing a new product to market. Students learn how an
entrepreneur with a promising idea can transform it into an actual enterprise that
provides income, Another critical aspect of Unit 1 is learning how businesses and
individuals navigate the challenges posed by market competition and PESTEL factors
(external political, economie, social, technolagieal, environmental, and legal forces).

Building Course Skills: Business Cases

The provided business cases in Unit 1 introduce students to startups and established
businesses to illustrate a wide variety of organizations and offer students practice
using the language of business and explaining business actions. Through the
provided cases, students practice explaining how internal, markat, and external
factors create opportunities and problems for businesses and individuals.

Each case provided by the AP Program includes a recommended opening activity,
reading questions, and discussion prompts to help students apply new knowledge.
For more guidance on using cases effectively in the classroom, see the Guide to
Teaching with Cases.

Building Course Skills: Business Canvas Project

Students begin the Business Canvas Project in Unit 1 by identifying and validating a
potential market opportunity and developing a preliminary product idea. Throughout
Unit 1, students devalop hypotheses and interview and survey potential customers,
which provides them with practice in developing the skill of authentic business
communication.

Preparing for the AP Exam

Unit 1 introduces students to the language of business—an essential foundation when
preparing for the AP Exam, Building understanding of the concepts of value, competitive
advantage, differentiation, and risk helps students become more conversant with
terminology that recurs throughout the course. Exam questions will ask students

to describe factors that affect businesses and individuals and explain how and why
businesses and individuals pursue specific goals and strategies.

AP Business with Personal Finance - Course Framewaork RETURMN TO CONTENTS
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Businesses, Competition, and New Ideas

UNIT AT A GLANCE

Business Canvas Personal Finance

37 Class Periods""
(~12-14 days for the
Business Canvas

Topic Business Case  Activity Standards* Project)
1.1 What Is a Business? Bombas Task 1: Identify and 4
describe a customer’s
problem, need, or want.
1.2 Markets and Incredible Health  Task 2: Develop a plan to 4
Competitive seek competitive advantage
Advantage in a potential market.
1.2 PESTEL Factors Corley Plumbing  Task 2: Apply the PESTEL Earning Income 12-5 4
and the Business framework to evaluatethe £aming Income 12-6
Environment attractiveness and potential
risks of a market.
1.4 How Do Business Malamaia Floral  Task 3: Conduct customer Earning Incoma 12-11 i
Ideas Orlginate? Deslan Interviews to validate the
problem, need, or want.
Task 4: Develop a solution
to address a potential
customer's problem, need,
or want.
Task 5: Formulate and test a
business hypothesis related
to problem-solution fit.
1.5 Vision Beekeeper's Task &6: Develop a vision Earning Income 12-3 a
Daughter statement and a mission
statament,
1.6 Businass Ethics 2
1.7 Organization, Earning Income 12-11 4
Roles, and
Responsibilitias
1.8 Supply Chains Pearson 1860 Task 7: Davelop a 5
production process and a
supply chain plan.
Unit 1 Formative Assessment 3
Business Canvas Project Task 8: At the end of Linit 1, 2

commil to a business ldea
to pursue and revise the
market analysis.

*The personal finance standards listed refer to the National Standards for Personal Financial Education (2021). See the Appendix
{p. 2B5) for a complete list and accompanying descriptions.

**Total class periods are inclusive of course content, Business Canvas Project activities, and the integration of relevant personal

finance standards.

AP Business with Personal Finance - Course Framawork
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Businesses, Competition, and New Ideas

TOPIC 1.1

UNIT

What Is a Business?

Required Course Content

LEARNING OBJECTIVE

1.1.A

Identify ways businesses
address customers’ prablems,
needs, and wants.

1.1.B
Distinguish between value
creation and value capture.

ESSENTIAL KNOWLEDGE

1.1.A4

A business is an organization or entity that
produces and distributes products, inclusive
of goods and/for services. A business can be
any size—based on geographic reach, number
of employees, or revenues—and serve
customers face-to-face or virtually.

1142

A customer is an individual or business that
purchases a good or service. A consumeris an
individual who uses a good or service, whether
ar not they are the buyer.

1.1.A3

Businesses identify customer problems,
neads, and wants (market opportunities)
and develop goods and services to address
them, which achieves problem-solution
fit. Businesses cannot satisfy all potential
customers; they must select which problems,
needs, and wants they will focus on and which
customers to serve.

1.1.8.1
Value is the worth or benefit of a product to
customers.

1.1.8.2
Value creation occurs when businesses
pravide a product that responds to customers’
problems, needs, and wants.

1.1.8.3
Value capture occurs when businesses are
able to charge customers a higher price fora
product than it cost to produce.

AP Business with Personal Finance + Course Framewaork

BUSINESS CASE

Students explore how an
entrepreneur identifies a
customer problem, need, or
want.

PROJECT LINK
Customer

Task 1; ldentify and describe a
customer's problem, need, or
want.

RETURN TO CONTENTS
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Businesses, Competition, and New Ideas

TOPIC 1.2

Markets and
Competitive Advantage

BUSINESS CASE
Students explore how a

business achieves compelitive
advantage by differentiating
ils product from competitors'

offerings.

Required Course Content

LEARNING OBJECTIVE ESSENTIAL KNOWLEDGE

1.2.A

Explain how sellers and
buyers interact in a market,
establishing a market price.

1.2.A4
Businesses operate within markets, which can
be local, regional, or global. A marketis any
physical or virtual space where businesses

PROJECT LINK
Market

Task 2: Develop a plan to seek

competitive advantage ina
potential markeat.

28 AP Business with Personal Finance - Course Framework

(the sellers) interact with their customers (the
buyers).

1.2.A.2
The voluntary exchange of goods and services
within markets generates revenue for sellers
and creates value for buyers who obtain
products they need or want.

1.2.A.3

Sellers seek to charge higher prices to gain
profit, while buyers attempt to pay lower prices
to achieve savings.

1.2.8.4

In a competitive market, the interaction of
sellers seeking higher prices and buyers
seeking lower prices tends to establish a
prevailing market price for a good or service.

EXCLUSION STATEMENT

Drawing and manipulating araphs to analyze
supply and demand in markets is beyond
the scope of the AP Business with Personal
Finance Exam but can usefully be introduced
to prepare students for the AP Economics
COUrsas.

continued on next page
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Businesses, Competition, and New Ideas

LEARNING OBJECTIVE

1.2.8

Develop or evaluate a
business's plan to achieve
competitive advantage ina
market.

UNIT

ESSENTIAL KNOWLEDGE

1.2.81

Competitive advantage is the ability to
outperform rivals {other businesses) in the
same market, leading to increased market
share and potentially to increased profits.

1.2,8.2

Markets vary in competitiveness based on
the number of rival businesses and product
offerings. the degree to which businesses
create differentiated products (products
with distinguishing features), and the extent
to which rival businesses are able to offer
identical or similar products at a lower price.

1.2B83

The competitiveness of a given market
determines the strategies a business will use
to seek competitive advantage.

1.2.8.4

Markets for many agricultural gnods or other
commaodities tend to be highly competitive,
Businesses in these markets may seek
competitive advantage by producing as
efficiently as possible in order to charge the
lowest price possible.

1.2.8.5

In competitive markets with differentiated
rival products, businesses may seek
competitive advantage by demonstrating to
customers how their products are superior
to rival products, Businesses may do this by
developing higher-guality produets, unigue
product features, better customer service,
lower prices, or more effective marketing.

'l-u.'

Businesses in competitive markets may seek
competitive advantage by working to create or
strengthen barriers to entry, which are obstacles
that make it difficult for new firms to compete,
Barriers to entry may include intellectual
property rights (2.9, patents), regulations tao limit
rivals, imited access to resource suppliers, high
startup costs, and low prices (made possible by
operating at a large scale).

1-’95-""

A market without competition, in which only
one business operates and produces a unigue
good or service, is a monopoly. A business
that has the advantage of not having to
compete for customers may seek to protect
this position by maintaining barriers to entry.

AP Business with Personal Finance + Course Framework
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UNIT

Businesses-,_ Competition, and New Ideas

TOPIC 1.3

PESTEL Factors
and the Business
Environment

BUSINESS CASE

Students explore how multiple
PESTEL factors impact the
viability of a business.

PROJECT LINK
Market

Task 2: Apply the PESTEL
framewaork to evaluate tha
attractiveness and potential
risks of a markel.

®

PERSOMAL FINANGE LINK
Earning Income

Students examine how PESTEL
factors that impact businesses
and markets—such as
government policies, economic
conditions, socletal trends,
technology, environmental
conditlons, and laws—also
impact individuals' career
opportunities and income.

Earning Income 12-5

Earning Incoms 12-6

Required Course Content

LEARNING OBJECTIVE ESSENTIAL KNOWLEDGE

1.3.A 1.3.A4

Describe the PESTEL factors PESTEL factors are the political, economic, social,
that shape markets. technological, environmental, and legal factors

that shape the business landscape and impact
the types of business that are viable in a market.

13.A2
Paolitical factors are policies and political
dynamics that affect market activity such as
trade policy, taxes and subsidies, mandates,
bans, and political stability.

1.32.43
Economic factors are aspects of the economy
that affect market activity such as economic
stability, levels of household income, inflation,
unemployment, and interest rates.

13.A4

Social factors are trends in society and culture
that affect consumers, and therefore market
activity, such as consumer demographics,
cultural norms, lifestyle trends, and the
population growth rate.

1.3.A.8

Technological factors are any features of a
market related to the availability of technology
for market activity such as internet access,
automation of production processes, and the
rate of technological innovation.

1.3.A8
Enviranmental factors are any external
environmental conditions that promote or limit
market activity such as geography, access

Lo renewable and nonrenewable resources,
waste management policies, and consumer
environmental perspectives.

confinued on naxt page
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LEARNING OBJECTIVE

1.3.A
Describe the PESTEL factors
that shape markels.

1.3.B

Explain how PESTEL factors
influence business viability
and carcer opportunities ina
market.

ESSENTIAL KNOWLEDGE

1.3.4A.7

Legal factors are any specific laws, rules, or
regulations that impact market activity such
as employment laws, consumer protection
laws, health and safety laws, environmental
regulations, intellectual property protection,
and antitrust laws.

1.2.B.1

Faolitical factors influence business viability
because the overall political system and
specific policies incentivize some business
activilies while disincentivizing athers.
Subsidies and mandates are used to support
specific business activities, while bans are
used to limit specific business activities.
Taxes are collected to fund governments and
may also have the effect of limiting specific
business activities.

1.3.8.2
Economic factors influence business viability
because the overall stability and performance
of the economy influence the levels and types
of spending by consumers, businesses, and
government. Most businesses are more likely
to thrive in a strong, stable economy, but some
businesses thrive by meeting customer needs
in a weak or unstable economy.

1283

Social factors influence business viability
because meeting consumer needs and wanls
is vital to achieving viabilily for consumer-
ariented businesses, and these needs

and wants are influenced by consumer
demographics, cultural norms, and trends.

1.3.B4

Technological factors influence business
viahility hecause systems for production,
distribution, and communication with
customers are dependent on available
technologies.

1.3.8.5

Environmental factors influence business
viability because climate, access to resources,
and the occurrence of natural disasters may
constrain businesses’ abilities to produce and
distribute goods and services. In addition,
customers’ environmental perspectives may
influence purchasing decisions.

continued on next page
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UNIT

1 Businesses, Competition, and New Ideas
LEARNING OBJECTIVE ESSENTIAL KNOWLEDGE
1.3.8 1.3.B6
Explain how PESTEL factors Legal factors influence business viability
influegnce business viability because they affect operating costs and the
and career opporiunitiesina legality of some operations.
arket.
IMarke 1387

Career opportunities in a market can be
determined by the types of businesses that
are viable, based on how PESTEL factors
impact the location.

1.3.B.8

Changes in PESTEL factors may alter the
business landscape and job availability
within an existing market; for example, some
employees face layoffs during economic

downturns.
1.3.C 1.3.01
Apply the PESTEL framework Businesses evaluate market opportunities
to evaluate the attractiveness using the PESTEL framework, which involves
and potential risks of a market. identifying the relevant PESTEL factors and

assessing how each relevant factor impacils
the attractiveness and potential risks of the
market, specific to their product or business
idea.

1.3.C.2

A business is more likely to enter a market
where PESTEL factors align with its business
maodel, considering resources and production
processes as well as potential customers.
For example, a tech business is more likely to
locate in a market with relatively inexpensive
access to high-speed internet and electricity,
while a farm-to-table restaurant is more likely
to locate in a market with customers who
prioritize locally grown food.

1363

Changes in PESTEL factors may impact the
viability of a business in an existing market
because of their influence on customer needs,
wants, and ahility to buy a product; available
production and distribution systems; and
access to resources.

AP Business with Personal Finance + Course Framework RETURM TO CONTENTS



UNIT

Businesses, Competition, and New Ideas

How Do Business
Ideas Originate?

Required Course Content

LEARNING OBJECTIVE

1.4.4
Describe strategies
entrepreneurs and businesses
use to generate new product
ideas.

148

Describe the risk involved

in bringing a new product

to market and the reasons
entrepreneurs and existing
businasses are willing to Incur
the risk.

ESSENTIAL KNOWLEDGE

1.4.A1
An entrepreneur is an individual who develops
a new business and assumes the risks and
potential rewards.

14.A.2

Entrepreneurs and existing businesses
generate new product ideas using a variety of
strategies, such as observing, interviewing,
and surveying potential customers to

identify needs; investing in market and
technical research to identify market gaps;
and devaloping naw capabilities through
experimantation.

1.4.8,1

Bringing a new product to market incurs risk
because it requires financial, physical, and
human resaurces, which have costs, and
there is no guarantee that a new product will
generate enough revenue to cover the costs
ar earn profits.

1.4,8,2

An entrepreneur or existing business may be
incentivized to bear the risk of bringing a new
product to market by the potential to earn
future profits, the satisfaction of solving a
problem, or the ability to pursue a passion.

continued on next page

AP Business with Personal Finance + Course Framewark

BUSINESS CASE

Students explore how an
antraprenaur identifies and
validates a markat opportunity
and develops a product to
capitalize on the opportunity.

PROJECT LINK
Product

Task 3: Conduct customer
interviews to validate the
problam, need, or want.

Task 4: Develop a solution to
address a potential customer's
problem, need, or want,

Task 5: Formulate and test a
business hypothesis related to
problem-solution fit,

®

PERSOMNAL FINANGE LINK
Eaming Income

Students examine how an
entreprencur can generate
income by owning and
operating their own business,

Earning Income 12-11

RETURHN TO CONTENTS

a3



34

UNIT

1 Businesses, Competition, and New Ideas
LEARNING OBJECTIVE ESSENTIAL KNOWLEDGE
1.4.C 1461

Apply an entrepreneurial
design-thinking process to the
generation and validation of a
new business or product idea.

AP Business with Personal Finance - Course Framework

An entreprencurial design-thinking process
begins with observing, interviewing, and/
or surveying potential customers to identify
and validate a problem, need, or want. At this
stage, validation means gathering evidence
that the problem, need, or want exists, can be
clearly defined, and is experienced by multiple
potential customers.,

1402

After an entrepreneur or existing business has
identified and validated a problem, need, ar
want, the entrepreneur or existing business
will develop a potential solution {product idea),
which may involve brainstorming, sketching,
and prototyping.

1.4.6.3

After an initial product idea is developed, the
entreprenaur or existing business will validate
the idea by gathering initial feedback ona
minimum viable product (MVP] from potential
customers. The MVP is the simplest version of
the product idea, with only core features, and
may be a sketch, a description, or a model.

RETURH TO COMTENTS
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UNIT

TOPIC 1.5
Vision

Required Course Content

LEARNING OBJECTIVE ESSENTIAL KNOWLEDGE
1.5.A 1.5.A1
Explain how core values and Core values are defining beliefs and principles
core competencies shape that guide an individual's or business's
business and individual actions. Examples of care values may include
decision making. creativity, excellence, transparency, empathy,
and reliability.
1.5.A.2

Businesses communicate core values to align
amployees to a shared purpose and guide
decision makers to choose courses of action
consistent with the business's beliefs and
principles.

1583

Core competencies are an individual's or
business’s capabilities, skills, and expertise
that contribute to their ability to outperform
rivals and achieve competitive advantage.
Examples of core competencies may include
innovation, customer service, communication,
ethical behavior, and efficiency.

1.5.A.4

Businesses consider their core competencies
when making decisions about which
apportunities to pursue and how best to
allacate resources to meet customer noeds,

1.5A6

Individuals consider their core values and
core competencies when making decisions
about which educational, career, and job
opportunities to pursue.

confinued on next page

AP Businoss with Parsonal Finance - Course Framewaork

BUSINESS CASE

Students explare how an
entrepreneur's core values and
competencies impact their
business goals and decisions.

PROJEGT LINK
Organization

Task 6: Develop a vision
statement and a mission
statement.

O,

PERSONAL FINANCE LINK
Earning Incoma

Students examine how

their own core values and
competencies may impact
their future decisions related
to educational, carcer, and job
opportunities.

Earning Income 12-3
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UNIT )

LEARNING OBJECTIVE

168

Develop or evaluate a vision
statement and/or mizssion
statement basedona
business's goals and values.

150

Describe the goals of
businesses, social enterprises,
and nonprofit organizations.

AP Business with Personal Finance + Course Framewaork

Businesses, Competition, and New Ideas

ESSENTIAL KNOWLEDGE

1.5.8.1

A vision statement provides a concise
description of a business's core values and
aspirations.

1.5.8.2

A mission statement provides a description of
what a business does and how the business
will achieve its long-term goals.

1.5.8.3

Vision statements and mission statements
communicate long-term goals and core values
to internal audiences to guide decision making
and provide a shared sense of purpose. These
statements also inform potential customers
and investaors of the business's goals and
values.

1.5.0.1

Businesses seek to achieve and increase
profits, fulfill their stated missions and goals,
and remain competitive and viable in the
long term. Businesses can improve profits
by increasing revenues and/for by decreasing
costs.

1562

Some businesses seek to generate profit
while also achieving social objectives; these
businesses are designated social enterprises.
The impact on societal challenges may be
achieved through a business’s products,
operations, or financial model.

1.5.C.3

Monprofit arganizations serve the public good
rather than generating profit for their owners.
Any surplus funds [i.e., revenues in excess of
costs) must be reinvested in the organization
by law. Monprofits often rely on grant funding
and donations as partl of their revenue.

RETURN TO CONTENTS
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TOPIC 1.6
Business Ethics

Required Course Content

LEARNING OBJECTIVE ESSENTIAL KNOWLEDGE

1.8.A 1.6.A.1

Explain how and why Unethical behavior, such as falsifying or
businesses encourage ethical concealing information, misusing company
behavior, praperty, and causing harm to employees or

customers, can occur at all levels of business;
incentive structures can influence individuals’
choices to gain benefits for themselves
unethically.

1.6.A.2

Businesses can encourage ethical behavior
by implementing codes of conduct, training
employees to follow ethical guidelines,
imposing internal repercussians for ethical
transgressions, and modeling ethical behavior.

1.6A3

Ethical business practices can also attract
both customers and employees and
contribute to brand loyalty. A business's
response to unethical behavior or an ethical
dilemma may affect customer and employee
relationships, public perception of the
business, and profitability.

168 1.6.8.1
Explain how business leaders Ethical dilermmas in business exist when a
respond to ethical dilemmas. core value, such as transparency, fairness, and

empathy, conflicts with other core values or
with business goals or practices.

continued on next page
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Businesses, Competition, and New Ideas

1.6.8
Explain how business leaders
respond Lo ethical dilemmas.

AF Business with Personal Finance * Course Framework

LEARNING OBJECTIVE

ESSENTIAL KNOWLEDGE

1.68.2

Business leaders facing ethical dilemmas of-
ten consider the impact of potential responses
onvarious internal and external stakeholders,
as well as the impact on reputation and com-
pany culture.

1,6.8,2,1

Internal stakeholders are individuals or
groups in a business who have a direct
invalvement in its operations, decisions,
and outcomes. Owners, managers, and
employees are examples of internal
stakeholders.

1.6,8.2,11
External stakeholders are individuals or
groups that are not directly employed

by or involved in an organization but
have a vested interest in its decisions
and outcomes, Customers, government
agencies, and community members may
be considered external stakeholders.

1.6.8.3

To respond to an ethical dilemma, business
leaders often evaluate the benefits and costs
of potential responses for each stakeholder
group and choose the course of action that
results in the greatest total banefit or the least
total harm. Alternatively, business leaders
may choose a course of action that is most
consistent with the business's vision and/for
goals.

RETURHN TO CONTENTS
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UNIT

TOPIC 1.7
Organization, Roles,
and Responsibilities

Required Course Content

LEARNING OBJECTIVE ESSENTIAL KNOWLEDGE

1.7.A 1.7.A1

Describe the major types of The major types of business organization
business organization and are sole proprietarship, partnership, limited
their relative advantages and liability company (LLC), and corporation.

disadvantages. .
1.7.A.2

A business owner can retain control over
decision making and profits by organizing their
business as a sole proprietorship, partnership,
or LLC; howeaver, they may be limited in their
ahility to grow the business because these
types of businesses have less access to
funding.

1.7.A3
Sole proprietors and partners are personally
liable for all business debts and abligations;
however, they can avoid personal liability for
business debts by organizing as LLCs.

1.T.A4

Business owners cede control over decision
making to shareholders and an elected board
of directars when a business becomes a
corporation; corporations Lypically have
greater access to funding and more ability

to grow than other types of business, and
the company rather than individual owners
controls profits and is liable for business
debts.

continued an next page

AP Businass with Parsonal Finance - Course Framework

PERSONAL FINAMCE LINK
Earning Income:

Students examing how a
business owner in a sole
proprictorship, partnership,

or limited liability company
generates income fram their
husiness, and explore business
roles and carear oppartunities
within business.

Earning Income 12-4
Earning Incoma 12-11
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UNIT

1 Businesses, Competition, and New Ideas
LEARNING OBJECTIVE ESSENTIAL KNOWLEDGE
1.7.8 1.7.8.1

Define the roles and
responsibilities of sole
proprietors and partners.

1.7.C

Explain how and why

large businesses arganize
responsibilities into a structure
that includes leadership and
management of specialized
departments as well as
outsourcing.

40 AP Business with Personal Finance + Course Framework

Sole proprietors have primary responsibility
for all aspects of their businesses and may
play multiple roles, including chief executive
officer (CEQ), marketer, product developer,
financial manager, and operations manager.

1.7.8.2
Partners have primary responsibility for all
aspects of their business and play multiple
roles, which are typically divided according to
each partner's strengths and interests.

1.7.61

As a business grows in size and complexity,
managing all aspects of it requires more
employees with specific skills, which leads
many businesses to organize roles and
responsibilities into specialized departments
{or teams).

1.7.C.2

Many large businesses employ executive
leaders (e.g.. CEOs) who are responsible

for the overall vision, operations, strategy,
and performance of the business as well

as managers who lead the specialized
departments and report to the executive
leaders. In a corporation, the executive
leaders reporl to the board of directors and
shareholders.

1.7.C.3

Specialized departments are responsible
for functional areas of business and develop
expertise in these areas, which improves a
business's ability to meet customer needs and
wants efficiently and effectively.

1.7.C4
Businesses may outsource functions to other
businesses when doing so is likely to increase
efficlency or reduce costs. For example, a
business may outsource functions when it
lacks employees with specific skills or when
existing labor costs are high.

continued on next page
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( UNIT

LEARNING OBJECTIVE

1.7.D

Describe the roles,
responsibilities, and purposes
of specialized departmentsina
business,

ESSENTIAL KNOWLEDGE

1.7.01

Sales and marketing departments conduct
market research, develop sales strategies,
manage brands, and build customer
relationships to attract and retain customers.

1.7.0.2

Research and development departments
innovate around new and existing goods,
services, and processes to better meet
customers’ needs and wants,

1.7.03

Operations departments manage the
technical process of manufacturing goods
or developing services to get the business's
products to customers.

1.7.0.4

Accounting departments track expenditures
and earnings and prepare financial statements
to monitor the financial health of a business.

1.7.0.5

Finance departmenls secure and manage
the use of funds and use financial data to
racommend strategies for impraving a
business's performance.

1.7.0:8

Human resources departments recruit, train,
and oversee the evaluation of employees to
ensure that a business has a workforce with
the knowledge, skills, and abilities to praduce
and provide the product, market to customers,
make sales, and manage finances.

AP Business with Personal Finance - Course Framework
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UNIT )

Businesses, Competition, and New Ideas

TOPIC 1.8

Supply Chains

BUSINESS CASE

Students explore how a
business evaluates supply
chain decislons by considering
cost, risk, and impact on
competitive advanlage
strategy.

PROJECT LINK

Operations

Task T Develop a production
process and a supply chain
plan.

Required Course Content

LEARNING OBJECTIVE

1.8.A

Describe factors businesses
consider when developing a
production process.

1.8.8
Develop or describe a supply
chain plan for a product.

AF Business with Personal Finance + Course Framewaork

ESSENTIAL KNOWLEDGE

18.A1

Businesses establish processes for producing
and distributing their goods and/or services,
Some businesses that produce goods choose
artisan processes, which require skilled labor
and attention to detail, while others choose
mass-production processes, which typically
require technology, assembly lines, and
machinery to produce a larger quantity of
goods.

1.8.A.2
Businesses consider customer priorities,
such as quality, price, and customization, as
well as the business's core competencies and
the competitive landscape when developing
production processes.

1.8.8.1

Buginesses connect all of the individuals and
businesses involved at each stage of the
production and distribution process—from
acquiring raw materials to final customer
delivery—through supply chains, which may
be local, regional, or global. Supply chains for
aoods differ from supply chains for services.

1.88.2

In the supply chain for a good, raw materials
and component parts (e.g.. computer chips)
are acquired and transported to manufacturing
facilities, where they are made Into finished
aoods by a combination of workers and
equipmant. Goods may then be transported to
a storage facility, such as a warehouse, before
going to a distribution center or retail store for
distribution to customers.

conlinued on next page
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LEARNING OBJECTIVE

1.8.8
Develop or describe a supply
chain plan for a product.

1.8.C

Explain how a business's
competitive advantage
strategy influences supply
chain decisions.

ESSENTIAL KNOWLEDGE

1883

In the supply chain for a service, husinesses
acquire the employees, resources, and
delivery systems needed to provide the
service to customers either in person or
virtually.

1.8.8.4
Businesses consider cost, quality, efficiency,
convenience, and risk when choosing
suppliers. Risks such as natural disasters,
political instability, resource shortages,
production errors, and supplier reputation
may delay product delivery or increase costs,
threatening competitive advantage and
profits.

1.8.C.1

Businesses seeking competitive advantage
through low prices typically use mass
praduction and build supply chains focused
on reducing costs, for example, through the
use of cheaper resources and more efficient
production processes. Some businesses
scale their operations—building new, higher-
capacity, andfor more efficient supply chains
designed to achieve revenue increases that
are greater than cost increases.

1.8.C.2
Businesses seeking competitive advantage
through the provision of high-quality goods
and services, whether through artisan or
mass-production processes, build supply
chains that use high-quality resources and
production methods.

1.8.C0.3

Businesses seeking competitive advantage
through barriers to entry build supply

chains that include exclusive or restrictive
agreements with suppliers or distributors;

for example, agreements thal prevent a
supplier from selling component parts to rivals
or prevent a retailer from distributing rival
products.

AP Business with Personal Finance + Course Framewark

UNIT
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Marketing

Developing Understanding

Every year, businesses bring thousands of new products to market that must
compete for customer attention and spending. Some products will succeed or

even dominate their markets, while others quietly disappear. What's the difference
between a successful launch and a product failure? Unit 2 introduces students to
marketing—the process of developing products and motivating customers to buy
them—and examines how businesses use market research and data to sclect target
customers, understand customer preferences and behaviors, improve products, and
develop strategies that drive sales.

Unit 2 also introduces the consumer perspective—how purchasing patterns, sales
tactics, and factors such as peer influence and personal values can influence
individual buying decisions.

Building Course Skills: Business Cases

The provided business cases in Unit 2 introduce students to new and established
businesses at key decision points. Businesses must grapple with a variety of
marketing decisions, such as "Should we change our product to appeal to more
customers?” and "How can we use pricing strateqy to grow market share?” Students
practice applying the language of business, interpreting market data, explaining how
businesses address problems and opportunities, and explaining how businesses
pursue and achieve the goals of desirability, feasibility, and viability.

Each case provided by the AP Program includes a recommended opening activity,
reading questions, and discussion prompts to help students apply new knowledge.
Faor more guldance on using cases effectively in the classroom, see the Guide to
Teaching with Cases.

Building Course Skills: Business Canvas Project

In Unit 2, while developing their Business Canvas Project, students apply marketing
techniques, including creating a target customer profile, developing and testing
hypotheses related to customer preferences, and creating a minimum viable product,
a value proposition, and branding. Students learn to communicate using data
visualizations and authentic business messaging to infarm, persuade, and learn from
customers.

Preparing for the AP Exam

Unit 2 introduces students to market research and the use of data to inform
marketing decisions, preparing them for AP Exam questions that are accompanied
by quantitative and qualitative data requiring interpretation. The Business Concept
Application free-response question (FRQ) will ask students to examine information
gathered by a business, describe the method used, and explain how the research
findings can be used to further the business's goals. The Business Canvas Project
Exam-Day Validation FRQ will ask students to explain haw they used hypothesis
testing to inform decision making during their Business Canvas Project.

AP Business with Personal Finance - Course Framewaork RETURN TO COMNTENTS
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UNIT

2 Marketing

UNIT AT A GLANCE

34 Class Periods™
(~13-15 days for the
Business Personal Finance Business Canvas
Topic Case Business Canvas Activity Standards® Project)

2.1 Marketing to Token of Trust Task 1: ldantify target kanaging Risk 12-11 4
Customers customers and develop a
customer profile.

Task 2: Develop a plan
to build custormer
relationships.

2.2 Consumar Gong Cha Task 2: Develop a sales Spending 12-2 4
Behavior tactic drawing on principles Spending 12-3

asion.
of persi Spending 12-4

Spending 12-5
Spending 12-8

2.3 Market Research Mew Coke Task 3: Conduct primanry G
source research to test
a hypothesis related to
customers’ preferences.

Task 4: Conduct secondary
source research to assess
the competitive landscape.

Task 4: Develop a data
visualization that reflects
research findings.

2.4 Product sigagi's Task &5: Develop a minimum 4
viable praduct (MVP), to
assess product-market fit,
avalue proposition, and
branding/brand identity.

2.5 Price Sega Task 6: Develop a pricing 5
strategy.

2.6 Placeand Channels Stanley Task 7: Select a potential 4
marketing channel or
channels.

2.7 Promaotion Hestia Task &: Develop a marketing A
and Marketing Caonstruclion campaign, including digital
Communications markeling tools,

Unit 2 Formative Assessment 3

*The personal finance standards listed refer to the National Standards for Personal Financial Education (2021). See the Appendix
{p. 285) for a complete list and accompanying descriptions.

“Total class periods are inclusive of course content, Business Canvas Project activities, and the integration of relevant personal
finance standards.

AP Business with Personal Finance * Course Framawork RETURN TO CONTENTS



Marketing

( UNIT

TOPIC 2.1
Marketing to Customers

Required Course Content

LEARNING OBJECTIVE ESSENTIAL KNOWLEDGE

2.1.A 21,4

Explain why and how marketers Marketing is all of the activities businesses
collect customer data. undertake to identify custamers’ problems,

needs, and wants as well as to promote, sell,
and deliver products.

2.1.A.2

Customer data helps marketers determine
which customers a business should serve,
which products to produce, and how to market
products effectively and profitably.

21.A3
Marketers collect a wide variety of data
pertaining to customers. This data
includes demographic and psychographic
characteristics.
121,030
Demographic characteristics are
measurable qualities used to describe
a population, such as age, sex, race,
ethnicity, income, and location.

210,30

Psychographic characteristics are
cognitive and behavioral factors within a
population including individuals’ interests,
activities, values, and lifestyles.

21.A4

Businesses collect customer data using a
variety of digital tools, including subscriber
lists, online accounts, click-tracking software,
tracking apps, and social media monitoring, as
well as through traditional research tools, such
as surveys and interviews. Businesses also
buy customer data from other businesses,

continued on next page

AF Business with Personal Finance + Course Framewark

BUSINESS CASE

Students explore how a
business detarmines its targat
customer and develops a
customer profile.

E

PROJECT LINK
Customer

Task 1: Identify target
customers and develop a
customar profile.

Task 2: Davelop a plan to build
customer relationships.

®

PERSONAL FINANCE LINK
Managing Risk

Students examineg how
businesses’ collection and
use of customer data can
leave individuals vulnerable to
privacy infringement, identily
theft, and fraud.

Managing Risk 12-11
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UNIT =
2 ) Marketing
LEARNING OBJECTIVE ESSENTIAL KNOWLEDGE
21.B 2.1.8.1

2.1.C
Describe the purpose of

and develop a plan to build
customer relationships.

AP Business with Personal Finance + Course Framewaork

Use market segmentation to
identify target customers and
develop a customer profile,

building customer relationships

Market segmentation is a way to aggregate
potential customers into groups, called market
segments, based on shared demographic

and psychographic characteristics. Market
segmentation helps businesses better
understand the needs and wants of differant
groups within a market and how their products
might address these needs and wants.

21.8.2
Businesses use market segmentation to
identify target customars—those buyers most
likely to purchase a specific product because
of their wants, needs, and preferences.

2183

A business may create customer profiles to
personify its target customers. A customer
profile is a fictional description of a specific
sample custemer, incorporating demographic
and psychographic data as well as the
individual’s wants, needs, and preferences.

21.B4

Identifying target customers and developing
customer profiles helps businesses design
products and marketing elements (e.g.,
branding, pricing, and advertising) that appeal
to the targeted customer population, which is
typically more effective and less costly than
appealing to a wide audience.

2.1.C

Businesses use a variety of tactics to build
strong customer relationships, including
personalized service, rewards programs for
frequent buyers, and customer feedback
opportunities (e.g., satisfaction surveys).
Social media and the internel make it easier
for businesses to employ these tactics.

21.C.2
Strong custamer relationships can reduce
customer acguisition cost, potentially
increasing profits, because satisfied
customers may refer new customers.
Customer acquisition cost is calculated by
dividing the total marketing, advertising,
and sales costs associated with acquiring
customers by the total number of customers.

continued on next page
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LEARNING OBJECTIVE

21.0

Describe the purpose of
building customer relationships
and develop a plan to build
customer relationships.

21D

Explain how the collection and
use of customer data may
make customers vulnerable to
privacy infringement, identity
theft, and fraud and create
risks for businesses.

ESSENTIAL KNOWLEDGE

by Lt

Strong customer relationships can Increase
the lifetime value of each unique customer,
potentially increasing profits, because
satisfied customers have more brand loyalty
and make repeat purchases. The lifetime
value of a customer is the estimated amount
of money that the customer will spend on the
business's products over time,

21.01

Caollecting, compiling, and storing customer
data such as consumers’ online searches,
purchases of goods and services, credit card
numbers, social media posts, and geographic
location may violate consumers' privacy,
particularly when consumers are unaware that
their data is being collected or uninfarmed
ahout how it may be used.

21.02

Customer data that is not properly secured
may make individual consumers or businesses
vilnerable to data breaches, fraud, and
identity theft.

21.D.3

Businesses that collect, compile, store, and
use customer data must balance the benefits
of using this data against the potential risks
to the business, including loss of customers,
violation of core values, and harm to the
business’s reputation.
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UNIT

Marketing

TOPIC 2.2
Consumer Behavior

BUSINESS CASE

Students explore how
abusincss usasits
understanding of consumer
decision making to develop
effective marketing strategies
and sales tactics.

PROJECT LINK

Customer

Task 2: Develop a sales tactic
drawing on principles of
persuasion.

®

PERSONAL FINANCE LINK
Spending

Students examine the
factors that shape consumear
spending decisions, including
the consumer’'s budget, the
product price and features,
the availability and prices

of alternative products, and
the costs and benefits of
using a rational process

Lo systematically evaluate
alternativas.

Spending 12-2
Spending 12-3
Spending 12-4
Spending 12-5
Spanding 12-8

Required Course Content

LEARNING OBJECTIVE ESSENTIAL KNOWLEDGE

2.2.A 22.A1

Explain why and how Consumers buy goods and services to meet
consumers make buying basic needs and wants. When rival goods that
decisions. meet the same needs and wants are available,

consumer decisions regarding which products
to buy are influenced by prices, differentiated
product fealures, availability, and advertising.

2.2.A.2

Consumers make some buying decisions,
especially consequential ones like a home
purchase, using a rational process of
systematically evaluating alternative products,
but many smaller buying decisions, such

as buying a coffee on the way to work, are
habitual or routine. A rational decision-making
process helps consumers identify products
that best address their needs and wants

but also incurs costs, including time spent
gathering information.

2283
Personal factors, such as age, sex, education,
income level, budget, occupation, and lifestyle,
shape buying decisions by influencing what a
consumer needs and wants and what they can
afford.

2.2.A4
Psychological factors, such as values and
beliefs, perceptions, learning (associations
developed through prior experience), and
individual motivations, shape consumer buying
decisions by influencing their attitudes toward
products and their willingness to buy.

confinued an next page
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LEARNING OBJECTIVE

2.2.A

Explain why and how
consumers make buying
decisions.

218

Describe the impact of legal
and technological factors on
consumer purchasing patterns.

ESSENTIAL KNOWLEDGE

2.3.A.5

Social and cultural factors, such as peers,
family, social status, cultural norms, and
media, shape consumer buying decisions by
influencing what is acceptable, desirable, or
appropriate to buy.

2206

Situational influences, such as store design
(naize, lighting, and organization), timing,

and product availability, influence consumer
buying decisions by creating temporary
conditions that can encourage or discourage
buying.

A purchasing pattern is a consumer's typical
routine for making purchases, including
timing, frequency, and guantity of purchases.
Factors such as where an individual lives and
works, their income level, and the purchasing
patterns of their family and friends help
determine their purchasing patterns.

2282

Laws influence consumer purchasing patterns
when they regulate what cansumers can buy
and when and where they can buy specific
items. Consumer protection laws, for example,
are designed to help individuals avoid
fraudulent praducts andfor products that may
be unsafe for them. These legal factors can
give rise to substitute products, as consumers
find new ways to address their needs and
wants when existing products are more
difficult to obtain.

2.28.3

Technology and innovation make new
products accessible, which influences
consumer purchasing patterns. For example,
the internat in the 1990s and the advent of
smartphones in the 2010s both facilitated new
ways of shopping, finding information, and
accessing entertainment, which changed how
customers met their needs and wants.

continued on next paga
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LEARNING OBJECTIVE

2,20

Evaluate sales tactics that draw
upon Cialdini's principles of
influence, and develop a sales
tactic.

b4 AP Business with Personal Finance - Course Framewark

ESSENTIAL KNOWLEDGE

2264

The principles of influence, developed by
psychologist Robert Cialdini, are psychological
factors that cause people to comply with

a request. Marketers use tactics based on
these principles to motivate consumers to buy
products.

2,2.0.2

Cialdini‘'s scarcity principle states that the
rarer an item seems, the more people tend
to want it. Marketers apply this principle to
motivate consumers by using phrases such
as "limited-time offer” or “only one left at this
price” to create a sense of urgency.

2263
Cialdini's authority principle states that
individuals tend to obey or follow authority
figures. Marketers apply this principle

to motivate consumers by using expert
spokespeople, such as doctors, to endorse
products or by emphasizing the credentials of
service providers.

2204

Cialdini’s consensus principle states that
individuals tend to follow social-group norms.
Marketers apply this principle to motivate
consumers by promoting positive customer
feedback to create a sense that most
cansumers like a product,

232.LC.6

Cialdini's liking principle states that individuals
are more likely to be influenced by people they
like or relate to. Marketers apply this principle
to motivate consumers by featuring people
who look and act like the target customer in
advertising and by building personal rapport
with consumers.

2.2.C.8

Cialdini's reciprocity principle states that
individuals feel obligated to reciprocate when
given something of value. Marketers apply this
principle to motivate consumers by offering
free trials, samples, and gifts, which can make
the recipient feel compelled to buy something
in return.

continucd on next page
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LEARNING OBJECTIVE

220
Evaluale sales tactics thal draw
upan Cialdini’s principles of
influence, and develop a sales
tactic,

ESSENTIAL KNOWLEDGE

2207

Cialdini’s consistency principle states that
individuals tend to repeat behavior that aligns
with their self-image. Marketers apply this
principle to motivate consumers by appealing
ta their identity; for example, by promoting

a product as something health-conscious
consumers buy.

2208
Cialdini's unity principle states that when
individuals perceive that they are part of a
group, they are maore likely to be influenced
by the group. Marketers apply this principle
to motivate consumers by building a sense
of community among target customers; for
exampla, by asking them to join an exclusive
anline group ar inviting them to cocreate
products.

AP Business with Personal Finance - Course Frameawork
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UNIT )

Marketing

TOPIC 2.3
Market Research

BUSINESS CASE

Students explore how a
business conducts market
research and uses the findings
to inform decision making.

PROJECT LINK
Customer

Task 3: Conduct primary
source research Lo test
a hypothesis related to
customers’ preferences.

Mariet

Task 4: Conduct sccondary
source research to assess the
competitive landscape.

Appendix

Task 4: Develop a data
visualization that reflects
rasaarch flindings,

Required Course Content

LEARNING OBJECTIVE ESSENTIAL KNOWLEDGE

2.3.A 2.3.A.1

Explain why businesses Market research is the process of collecting

conduct market research. detailed information about markets, products,
and customer behavior to guide marketing
decisions.
2.3.A.2

Market researchers collect both quantitative
and gualitative data.

2.3.A.2.
Quantitative data is numerical data that
can be measured and analyzed and

answers questions such as how many, how
much, and how often,

23.A.20

Qualitative data is descriptive, non-
numerical data that is collected in words
and images and answers questions such
as why and how.

2.3.A3
Businesses developing new products use
market research Lo evaluate the desirability,
feasibility, and viability of a product before
committing significant resources to bring the
product to market.
2.3.A.3.
A product is desirable when it creates
value for customers by achieving problem-
solution fit.

2.3.A.3.i0

A product is feasible when a business

has the capacity lo produce and provide

it within the constraints of available
resources, technology, expertise, and time.

confinued on next page
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UNIT

Marketing
LEARNING OBJECTIVE ESSENTIAL KNOWLEDGE
2.3.A |2,3,A,3,jii|

Explain why businesses
conduct market research.

2,38

Conduct and interpret
secondary-source research to
assess a market opportunity.

2.3.C

Conduct and interpret primary-
source research to testa
business hypothesis related

to target customers and/f or
customer preferences.

A product is viable when it has the
potantial to be profitable in a market.

23.A4

Businesses with existing products use market
research to better understand customers’
changing needs and wants, identify
apportunities for product innovation, and
develop strategies to retain or grow market
share.

2.3.8.1
Businesses use both secondary-source
research and primary-source research to learn
about customers, competitors, and the market
landscape, including the PESTEL factors
influencing market opportunities.

2382

Secondary-source research involves
gathering quantitative and/for qualitative
infermation from a variety of external sources,
including government, commercial, and
academic publications and databases. These
sources often contain detailed information
on a variety of topics including market size (in
dollars and in total customers), market trends,
market segments, and factors that influence
customer decisions, which can Inform a
business's understanding of the potential
viability of its product.

2,383

Businesses typically interpret secondary-
source research findings, including detailed
information about rival businesses, to
assess the market landscape for a product
idea because it is more cost-effective

than conducting extensive primary-source
research.

2304

Businesses typically test hypotheses related
to their target customers and customer
preferences by conducting and interpreting
primary-source research, including surveys,
AJB testing, focus groups, interviews,
oxperiments, andfor abservations.

cantinved on next page
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UNIT

Marketing
EARNING OBJECTIVE ESSENTIAL KNOWLEDGE
2.3.C 23.C.2

Conduct and interprel primary-

source research to testa
business hypothesis related
to target customers and/ or
customer preferences.

AP Business with Personal Finance * Course Framework

A business hypothesis states an assumption
related to a customer, product, or market,
Businesses typically test the validity of their
assumptions (hypotheses) before committing
to a course of action.

23.C3

When conducting primary-source research,
businesses may choose the research method
or combination of methods based on the
types of data the business needs to test its
hypotheses.

23.C4

Businesses may use surveys when they need a
large amount of quantitative data that reflects
the views of a population in order to test a
hypothesis.

23.CHE

Businesses may use focus groups and one-
on-one interviews when they need in-depth,
qualitative data from a small number of
individuals, such as highly engaged customers
or potential customers, in order to testa
hypothesis. These mathods allow for follow-up
questions and discussions that elicit detailed
explanations.

2.3.C.6

Businesses may use experiments and
observations when they need data on
customer behavior, rather than opinions, in
arder to test a hypothesis. These methods
allow researchers to gather information about
how customers behave in either a controlled
environment {in an experiment) or a natural
environment (in an observation).

2.3.0.7
Businesses may use A/B testing (a type of
experiment] when they need to measure
authentic customer responses to two viable
alternatives in order to test a hypothesis.
This method allows researchers to gather
information about specific customer
preferences in a real-world environment.

continged on next page
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LEARNING OBJECTIVE

23.C

Conduct and interpret primary-
source research to testa
business hypothesis related

to target customers and/ or
customer preferences.

23D

Develop and interpret data
visualizations that reflect
market research findings.

ESSENTIAL KNOWLEDGE

23.C.8

Businesses should take care to implement
hypothesis testing in ways that reduce the risk
of skewed data—both by designing research
studies with sufficiently large and appropriately
populated samples to reflect the population
being studied and by asking unbiased
questions that use neutral phrasing to avoid
influencing the way respondents answer.

2.3.c9
Despite the use of market research to inform
decisions, businesses ara not always abla

to accurately predict customer and market
responses, Businesses often must innovale
and respond to problems and opportunities
using limited, unclear, or contradictory data.

2301

Businesses may use a variety of data
visualization tools to identify and
communicate patterns, trends, and insights.
Data visualizations such as bar charts, stacked
bar charts, line graphs, and pie charts make

it easier for stakeholders to understand
complex information and make evidence-
hased decisions.

23Dz

Businesses select the data visualization tool
that best illustrates the pattern, trend, or
insight they want to communicate.

23Db3

Bar charts are often used to illustrate
comparisons between individual data points,
such as several years of sales data for a
specific business or annual revenue for
different businesses in a market.

2304

Stacked bar charts are often used to

illustrate comparisons between data and its
subcategories. For example, a single stacked bar
chart may show how total sales per year have
changed as well as how sales for distinct praduct
lines have changed over the same time period.

2308
Line graphs are often used to illustrate trends
over time, such as number of customers by year.

23.0.8
Pie charts are often used to illustrate part-to-
whole relationships, such as fhe ﬁﬁfﬁﬂ%?ﬁa s

rarket share held by each business in a market.

AP Business with Personal Finance - Course Framework
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UNIT
) Marketing

TOPIC 2.4

Product

60

E

BUSINESS CASE

Students explore how an
entrepreneur takes an

idea through the product
development process, from
the ideation stage to product
launch.

PROJECT LINK
Product

Task &5: Develop a minimum
viable product (MVP] to assess
product-market fit, avalue
proposition, and branding/
brand identity.

Required Course Content

LEARNING OBJECTIVE

2.4.A

Describe the six typical stages
of praduct development, and
develop an MVP and value
proposition.

AP Business with Personal Finance - Course Framework

ESSENTIAL KNOWLEDGE

2481

Product development is the process of
creating or improving a product through
research and iteration. Producl development
typically includes six stages: ideation,
validation, design, messaging, production, and
launch.

2.4.A.2

The ideation stage focuses on generating
ideas for new or improved products through
market research, technical research and
development (R&D), and brainstorming.

24.A3

The validation stage focuses on testing
product ideas with potential customers.
Marketers may use an MVP (minimum viable
product) to assess whether a product can
achieve product-market fit, which oceurs if
customer demand is sufficient to generate
profit.

24,84

The design stage focuses on sourcing
materials, creating prototypes, and estimating
production and delivery costs. Developers
determine key product features, such as
functionality (how the product works), the user
experience, and basic attributes like size, colaor,
and quality. Businesses gather feedback on
prototypes to understand who Is likely to buy
the product and how they respond to specific
features.

continued on next page
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LEARNING OBJECTIVE

2.4.A

Describe the six lypical stages
of product development, and
develop an MVP and value
proposition.

Develop and evaluate branding
for a business or product.

ESSENTIAL KNOWLEDGE

24.A5

The messaging stage focuses on creating a
product's overall marketing strategy. Businesses
develop a value proposition to explain who the
product intends to serve, whal problem ar need
itintends to address, and how itis superior to
alternatives, based an market research insights.
Businesses also develop product-positioning
strategies to influence how potential customers
perceive a product relative to rivals.

2408

The production stage focuses on building

the product, incorporating feedback

received during the design stage. Businesses
determine the production process and supply
chain and attempt to match production levels
with customer dernand.

24.A.7

The launch stage focuses on taking orders
and distributing a final product to customers.
Businesses begin marketing the product to
the target segment.

2.4.8.1

Branding is the process of developing

an identity, or brand, for a business or
product, which is used to distinguish it from
competitors, raise customer awareness, and
generate loyalty.

2.4.8.2

Businesses typically consider their vision and/
or the value proposition for a product when
developing a brand identity to ensure that

the brand appeals to the target customer.

For example, a business that includes quick
delivery in its value proposition may develop

a brand identity that conveys a sense of
movement or urgency,

A brand identity can be conveyed through
aname, idea, term, symbol, design, or
combination of these elements, which
businesses often seek to protect by
trademarking.

2484

In addition to marketing products under brand
names, businesses may sell generic products
because some customers prioritize cost
savings, which are associated with generic
goods, over branding.

cantinued on next page
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Marketing

LEARNING OBJECTIVE

24.C

Explain how businesses adapt
their marketing strategies

to address competitive
challenges throughout the
product life cycle.

AP Business with Personal Finance - Course Framewaork

ESSENTIAL KNOWLEDGE

2400

The product life cycle is a series of stages that
a product passes through, from introduction
(the culmination of the product development
stages) to decline, dictated by changes in
customer demand over time.

2.4.C.2

At each stage of the praduct life cycle,
businesses adapt the focus of their marketing
strategies to address competitive challenges
and attempt to grow or retain market share.

2403

During the introduction stage of the product
life cycle, a business launches a new product
and sales volume and revenue are typically
low; marketing strategy focuses on tactics
to raise brand awareness to generate initial
customer demand.

2.4.C.4

A product enters the growth stage when sales
volume and revenue grow at an increasing
rate and production typically increases.
Competitors often enter the market and,
consequently, marketing strategy focuses on
tactics to differentiate the product from rival
products, improve product guality, promote
the brand, and advertise to promote growth.

24.C.5

A product enters the maturity stage when
sales volume and revenue flatten, and the
business seeks Lo retain existing market share
by building brand loyalty in a saturated market.
Marketing strategy during the maturity stage
focuses on continued product differentiation,
lower prices, and innovation.

2.4.C.6

A product enters the decline stage when sales
volume and revenue fall as customers turn

to rival products or innovative substitutes.
Marketing strategy during the decline stage
involves cutting costs or focusing on product
redesign to remain viable. Products may be
discontinued at this stage.

RETURN TO CONTENTS
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TOPIC 2.5
Price

d

Required Course Content

LEARNING OBJECTIVE

2.5.A
Develop and evaluate a pricing
strategy.

ESSENTIAL KNOWLEDGE

2,541

A pricing strategy is a way of determining
how much to charge far a product; setting the
right price is eritical to a business’s viability
because of the role price plays in attracting
and retaining customers and generating
revenue and profit.

2.5A:2

Businesses consider the per-unit cost of
producing and distributing a good or service
when setting the price. Although a low price
may help a business gain market share, a
product is not profitable if the price is equal to
or lower than per-unit cost.

2503

Businesses that use value-based pricing set

a price based on the perceived value or worth
of the product to the customer. Businesses
that produce highly differentiated or uniquely
valuable products are more likely to use value-
based pricing.

2.5.A.4

Businesses that use competitive pricing sel
the product’s price based on the prices of
rival produets, often called price matching.
If a business believes that its product is
sufficiently differentiated, it may charge

a premium over what competitors offer.

If a business believes its product lacks
differentiated features, it may set a price at
or below those of competitors to gain market
share al the expense of per-unit profit.

continued on next page

AP Businoss with Personal Finance + Course Framewaork

BUSINESS CASE

Students explore how a
business uses pricing strategy
to achieve a specific business
goal,

PROJECT LINK
Financeficcounting

Task 6: Develop a pricing
strategy.

RETURH TO CONTENTS
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LEARNING OBJECTIVE ESSENTIAL KNOWLEDGE

2.5.A 2,5.A,5

Develop and evaluale a pricing Businesses that use cost-based pricing set
strategy. the product's price to achieve the desired per-

unit profit (price minus per-unit cost) rather
than considering factors such as perceived
customer value or the price of rival goods.
Businesses with clearly defined per-unit costs
that can be communicated to customers, such
as construction contractors, are more likely to
use cost-based pricing.

2.6.A.8

Businesses that use penetration pricing set a
low price [possibly below per-unit cost) with
the intention of increasing the price later in

an effort to attract price-sensitive customers
away from competitors and grow market share

quickiy.
2,5.8 2,5.8.1
Evaluate how market Businesses that operate in highly competitive
conditions affect a business's markets with little product differentiation have
pricing power. little pricing power (the ability to raise prices

without risking market share), which may
force them to keep prices as low as possible.
Businesses that operate in less-competitive
markets or sell highly differentiated products
have more pricing power and can implement
more profitable pricing strategies.

268.2

Businesses whose customers are highly
responsive to price changes have little pricing
power because a price increase may reduce
revenue if customers buy significantly less of
the praduct. While a price cut may increase
product sales, sales may not increase
sufficiently to compensate for the lower price,
also resulting in lower revenue and profits.

2683

Businesses measure customer
responsiveness to price changes and how
price changes willimpact sales and revenue
by measuring price elasticity of demand.
Businesses that face more elastic [responsive)
demand are limited in their ability to raise
prices compared to businesses that face more
inelastic {less-responsive) demand.

EXCLUSION STATEMENT

Caleulating price elasticity of demand is beyond
the scope of the AP Business with Personal
Finance Exam but can usefully be introduced to
prepare students for AP Microeconomics.,

conlinued on next page
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LEARNING OBJECTIVE

Z6.C
Describe legal constraints that
limit pricing power.

ESSENTIAL KNOWLEDGE

2.5C.1

Colluding with competitors to set an agreed-
upon price (typically used to set one higher
than the competitive market price) is illegal in
many countries, including the U.S.

25C2

Price gouging—the practice of raising the
price of a product with increased demand due
Lo a crisis—is illegal in many U.S, states and in
many countries,

2563

Price discrimination—the practice of charging
different prices to different customer
segments for the same product—is illegal
when done on the basis of race, nationality,
sex, or another protected status.

AP Business with Personal Finance - Course Framewaork
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UNIT

Marketing

&l

TOPIC 2.6
Place and Channels

BUSINESS CASE

Students explore how a
business decides which
marketing channels it should
use to hest reach s largel
customers.

PROJECT LINK
Operations
Task 7: Salect a potential

marketing channel or channels.

Required Course Content

LEARNING OBJECTIVE ESSENTIAL KNOWLEDGE

2.6.A 2.6.A1

Describe the types of Place is used to describe where and how
marketing channels available to customers access products; for example,
businesses. whether products are available in retail stores,

in company-owned stores, through club
memberships, and/or online.

2642
Place is determined by a business's marketing
channels (also called distribution channels),
which are the final stage of a supply chain.

A marketing channel consists of all of the
individuals and businesses required to deliver
a finished product to the final customer.

2643

Businesses that sell consumer products

use business-to-consumer (B2C) marketing
channels, such as websites and retail stores.
Businesses that sell business products use
business-to-business (B2B) channels, such as
industrial distributors.

2.6.A4

Businesses distribute products through either
direct channels, which connect them directly
to their customers with no intermediaries, or
indirect channels, which include intermediaries
such as wholesalers and retailers.

28.A5

Specific distribution channels are legally
required for some products, such as
prescription medications and products that
pose health or safety risks.

continued on next page
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Marketing
LEARNING OBJECTIVE ESSENTIAL KNOWLEDGE
2,68 2681

Select and evaluate potential
marketing channels far a
product.

Businesses select from a variety of direct and
indirect marketing channels by comparing
the costs and potential profitability of each
channel, the customer experience in each
channel, and the ability of each channel to
deliver the praduct to the target customers.

26.8.2

Businesses may select direct channels, such
as websites or company-owned retail stores
because these channels enable a business

to maintain more control over pricing and the
customer experience. These channels may be
maore costly to establish and more limited in
reach, and the business may need to acquire
expertise in sales and distribution.

2.6.8.3

Businesses may select indirect channels
when they expect the expertise and networks
offered by distribution partners to reduce
costs and provide access to more customers,
In some cases, these channels are difficult for
businesses to access because distributors
and retail space may already be dominated by
rivals.

AF Business with Personal Finance + Course Framework
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TOPIC 2.7

Promotion

and Marketing
Communications

BUSINESS CASE

Students explore how a
business decldes which
promotional tools to use to
effectively communicate with
its target customers.

PROJECT LINK

Customer

Task &: Develop a marketing
campaign, including digital
marketing tools,

Required Course Content

LEARNING OBJECTIVE ESSENTIAL KNOWLEDGE

2,7.A 2.7.8.1

Develop or evaluate a A marketing campaign refers to a coordinated
marketing campaign., effort to promote a product to potential

customers using all or some of the marketing
tools in the promotional mix.

2.7.A32
The promotional mix consists of five tools
used to communicate with customers: media
advertising, personal selling, sales promaotion,
direct marketing, and public relations. These
tools are used to communicate messages that
differentiate products, build brand loyalty, and
increase sales and revenue.

2.7.A.3
Businesses strategically use different tools

to address how customers make buying
decisions for specific products. A customer
making a consequential purchase may
require detailed, personalized interaction to
make a decision, while a customer making a
maore routine purchase may be saltisfied by
messages and information conveyed by mass
media or direct-marketing materials.

2.7.A.4

Businesses may select media advertising
(e.g., TV, radio, newspapers, and billboards)
when they want to reach a large number of
customers with the same message, such as
a commercial or advertisement, at the same
time.

continued an next page
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LEARNING OBJECTIVE

2.T.A
Develop or evaluate a
marketing campaign.

2.7.8

Explain how digital marketing
tools have changed business
interactions with customers,

ESSENTIAL KNOWLEDGE

2T.A5
Businesses may select personal selling

when they want to provide detailed product
information or a demonstration to a potential
customer. Personal selling may include a sales
piteh—a short presentation that conveys the
product’s value proposition—to complete a
sale.

27.A6

Businesses may select sales promotions (e.g..
discounts and coupons) when they want to
encourage mora rapid customer decision
making or to reduce unsold inventory.

27.AT7

Businesses may select direct marketing (e.g.,
fiyers and brochures) when they want to reach
many potential customers with a targeted
message.

2.7,A8
Businesses may select public relations (e.g.,
press releases and media interviews that
result in media coverage) when they want to
create a favorable public image rather than
advance a specific sale.

27.81

Digital marketing is the use of the internet and
digital technology tools, such as websites,
email, social media, and mobile apps, to
connect with and serve customers. In the early
21st century, businesses shifted marketing
resources away from traditional advertising
such as newspaper, magazine, radio, and TV
ads, toward digital tools and platforms.

2,782
Digital marketing tools enable businesses to
reach potential customers, whether global
audisnces or targeted customer segments,
with greater personalization and at lower cost
than traditional toals.

2783
Digital marketing tools enable businesses to
collect a large volume of information—known
as big data—about how customers respond to
marketing communication and which factors
make them mare likely to buy. Some traditional
tools, such as personal selling, permitted this
type of data collection on a small scale, but
other traditional tools, such as TV ads and
billboards, did not.

AP Business with Personal Finance - Course Framewaork
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Personal Saving and
Borrowing

Developing Understanding

In Unit 3, students shilt their attention from how businesses interact with consumers
to how both consumers and businesses manage their financial health, including how
they generate income, spend and save their earnings, access external funds, and use
financial accounting to monitor progress toward their goals.

In Unit 3 = Part 1, students learn how consumers engage with the financial system—
first as savers who may set aside some of their current income to meet future goals
and prepare for amergencies, then as borrowers who may access loans and credit to
help them pay for purchases that exceed their current resources. Students also learn
about barriers to saving, potential consequences of debt, and strategies to improve a
household's financial stability.

This unit introduces students to key concepts including assets and liabilities, interest
rates and terms on loans, risks and returns, and the importance of good credit
management. This will help students navigate the world of business accounting

and financial management in Unit 3 - Part 2 as well as help prepare them for future
financial success.

Building Course Skills

Students develop skills in identifying and desecribing internal and external factors,
such as impulse buying and economic stability, that create challenges and
oppartunities for individuals and households. They apply personal finance concepls
and principles to explain individuals' financial choices, In addition, students practice
their financial decision-making skills by evaluating options for growing savings and
managing debt and making recommendations to achieve goals. Developing these
strengths prepares them for business decision making in Units 3 and 4 and the
Finaneial Advisor Project in Unit 5,

Preparing for the AP Exam

Unit 3 — Part 1 introduces students to both household and individual finances. It then
explores strategies for taking advantage of opportunities and overcoming challenges
to achieve financial goals, which are key concepts in preparing for the exam, AP Exam
fuestions will ask students to interpret and explain individuals® financial situations
and decision making related to a variety of personal finance concepts, including
earning income, saving, borrowing, credit, and investing. In addition, the Personal
Finance FRQ on the exam will ask students to examine a houschaold's current financial
situation and make an informed recommendation to help them achieve their goals.

AP Business with Personal Finance + Course Framework RETURMN TO CONTENTS
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UNIT ——
3 part1  Personal Saving and Borrowing

UNIT AT A GLANCE

Business Personal Finance
Topic Case Business Canvas Activity Standards® 6 Class Periods""

3.1 Saving for Future Earning Income 12-9 3
Purchases Earning Income 12-10

Spending 12-2
Saving 12-1

Saving 12-2

Saving 12-3

Saving 12-4

Saving 12-5

Saving 12-6

Saving 12-7

Saving 12-9

Investing 12-2

3.2 Borrowing, Cradit, Credit 12-1 a
and Debt Credit 12-2

Credit 12-6

Credit 12-7

Credit 12-8

Credit 12-8

Credit 12-10

Credit 12-11

Credit 12-12

Credit 12-13

*The personal finance standards listed refer to the National Standards for Personal Financial Education (2021). See the Appendix
(. 285) for a completea list and accompanying descriptions, Topics in this unit focus entirely on personal finance concepts aligned
to the Council for Economic Education/Jump$tart Coalition Mational Standards for Personal Financial Education; as such, no
additional topic margin notas are provided to highlight specific alignment.

“*Total class periods are inclusive of course conltent and the integration of relevant personal finance standards.

AP Business with Personal Finance + Course Framework RETURN TO CONTENTS



Part1

Personal Saving and Borrowing

TOPIC 3.1
Saving for Future
Purchases

Required Course Content

LEARNING OBJECTIVE ESSENTIAL KNOWLEDGE

31.A 3.1.A4

Describe reasons consumers Consumers typically earn income by working
save, and identify barriers to for an organization such as a business,
saving. nonprofit, or government entity and spend

income to buy products that address their
problems, needs, and wants. Some individuals
receive income from other sources, such

as self-employment, rental properties,
government programs, investments, or
retirement accounts.

31,42
Consumers often save a portion of thair
income for significant future purchases, such
as a car, a home, or callege tuition. Individuals
also save to prepare for future emergencies,
such as job loss oriliness, and to have a
source of income in retirement.

31.A3

Saving creates a personal asset and may earn
interest, which can be a source of current

or future income. Interest payments are
determined by the interest rate, the amount
of savings, the type of savings vehicle, and
conditions in the economy.

3144

Consumers may be incentivized to save
through programs such as automated savings
plans {which allocate a set amount of income
to savings during each pay period), retirement
savings plans (which allow individuals to save
on taxes when they save for retirement),

and health savings accounts (which allow
individuals to save on taxes when they allocate
money for health-related expenses).

continued on next page

AP Business with Personal Finance - Course Framewaork

PERSONAL FINAHCE LINK
Earning Income

Earning Incomse 12-9
Earning Income 12-10
Spending

Spending 12-2
Saving

Saving 12-1

Saving 12-2

Saving 12-3

Saving 12-4

Saving 12-5

Saving 12-6

Saving 12-7

Saving 12-9
Investing

Investing 12-2

RETURH TO CONTENTS
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part1  Personal Saving and Borrowing

LEARNING OBJECTIVE

3.1.A
Describe reasons consumers

save, and identify barriers to
Saving.

3.1.8

Explain how PESTEL faclors

can impact the value of savings
and incentives to save,

31.C
Develop ar evaluate a savings
plan.

AP Businoss with Personal Finance + Course Framewark

ESSENTIAL KNOWLEDGE

2185

Consumers may face barriers that make
saving difficult; for example, inconsistent
income or recurring expenses that exceed
income. Psychological forces such as instant
gratification, lifestyle inflation, and impulse
buying also make saving difficuit.

a1.8a

Economic factors influence saving because
the overall stability and performance of the
economy affects individuals' incomes and the
cost of living. Either loss of income in a weak
economy ar increased cost of living in a strong
economy may make saving more difficult
because individuals may have less available
income after paying necessary expenses.

3182
Inflation—an increase in the prices of goods
and services—is an economic factor that
erodes the purchasing power of savings
because money will buy fewer goods and
services in the future, The expected loss of
purchasing power can disincentivize savings.

31.8.3

Political factors influence saving hecause
government tax policies may incentivize
savings, for example, by allowing individuals to
not pay income taxes on a portion of incoma
that they place in designated accounts for
retirement, health care, childcare, or other
puUrposes.

3.1.8.4
Legal factors influence saving because
government agencies regulate financial
institutions, such as commercial banks and
credit unions, to improve consumer protection
and the financial stability of these institutions,

3104

Consumers decide how much of their income
to save based on their personal and financial
goals as well as their current income and
expenses; individuals are likely to save more
if they have defined goals and face fewer
barriers.

continued on next page
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Personal Saving and Borrowing

LEARNING OBJECTIVE

3.1
Develop or evaluate a savings
plan.

ESSENTIAL KNOWLEDGE

3.1.C.2

Consumers decide how and where to keep
their savings based on how much they

are saving, their goals, their available tima
frame, the impact of PESTEL factors, and
their evaluation of the benefits and costs of
various savings vehicles offered by financial
institutions such as banks and credit unions.
These vehicles include savings accounts,
monegy market accounts, and certificates of
deposit.

3A.C3

Consumers consider interest rates, fees,
minimum deposit requirements, and potential
risk as well as location, convenience,

and reputation when selecting a financial
institution and type of account. Individuals
choosing a savings vehicle often face
tradeoffs, such as higher minimum balances
or other requirements for accounts that pay
higher interest.

31.C.4

A savings account is a deposit account at a
financial institution that typically pays interest
and is insured by the federal government up
to a maximum amaunt ($250,000 as of 2024),
which means the consumer does not lose
their deposit if the bank goes out of business.
Depositars may pay monthly fees on savings
accounts, The minimum deposit required

to open an account, the interest rate, and

the fees to maintain the account differ by
institution.

165

A money market account is similar to a
savings account and is also federally insured.
Compared to a savings account, a moneay
market account may require a larger minimum
deposit, charge higher manthly fees, pay
higher interest rates, and provide easier
access to cash; these features diffar by
institution.

continued on next page
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UNIT

3 Part1  Personal Saving and Borrowing

LEARNING OBJECTIVE
3.1.C

Develop or evaluate a savings
plan,

AF Business with Personal Finance - Coursa Frameawaork

ESSENTIAL KNOWLEDGE

31.C6

A certificate of deposit (CD) is similarto a
savings account and is also federally insured.
A CD typically pays a higher rate of interest
than a savings account or money market
account, but depositors are restricted fram
withdrawing their funds for a set period of
time—usually one month to five years. ACD
typically requires a larger minimum deposit
but no manthly fee; these features differ by
institution.

3167

Some individuals store savings in vehicles
such as mobile payment accounts,

which make the money easy to spend, or
cryptocurrency accounts, which users hope
will gain value as an assel. Unless offered by
insured financial institutions, these vehicles
are not federally insured and typically do not
pay interest.

RETURHN TO CONTENTS



Personal Saving and Borrowing

TOPIC 3.2
Borrowing, Credit,
and Debt

Required Course Content

LEARNING OBJECTIVE ESSENTIAL KNOWLEDGE

32.A 32A0

Describe reasons consumers Consumers typically borrow money because
borrow money and the funding they want to spend money on goods or
sources available to them. services that exceed their current income and

accumulated savings, such as a car, a house,
or college tuition. Consumers may also borrow
money to address an emergency, to maintain
savings while purchasing goods and services,
or because of convenience.

3.2.A.2

Borrowing creates a personal liability or debt,
and consumers must repay borrowed money
(loans) with interast. The interest rate charged
and the repayment terms vary based on the
lender, the type of loan, the amount of money
borrowed, and the borrower's credit history.
Loans used to buy items that can serve

as collateral, such as cars and houses, are
secured loans and typically have lower interest
rates than general consumer loans, which are
unsecured,

3.2.A.3
Financial institutions such as commercial
banks and credit unions make loans to
consumers and to businesses, nonprofits, and
government entities based on the deposits
received from individual savers, businesses,
and other entities.

3.2.A.4

Credit card companies, retail stores, mortgage
lenders, and alternative financial services,
such as payday loans, check-cashing services,
and instant tax refunds, also lend money to
CONsSUMers.

cantinued on next page
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PERSONAL FINAMCE LINK
Credit
Credit 12-1
Credit 12-2
Credit 12-6
Credit 12-7
Credit 12-8
Credil 12-9
Credit 12-10
Credit 12-11
Credit12-12
Credit 12-13
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part1  Personal Saving and Borrowing

LEARNING OBJECTIVE
3.2.4
Describe reasons consumers

borrow money and the funding
sources available to them.

328

Explain how a lender evaluates
the creditworthiness of a
potential borrower.

3.2.Cc

Recommend a strategy to
manage a consumer's existing
debt and/ or use of credit.

AP Business with Personal Finance +« Course Framework

ESSENTIAL KNOWLEDGE

3.2.A8

Consumer protection laws require lenders
to communicate credit terms clearly and
explicitly to borrowers; these laws also
govern debt collection tactics and prohibit
diseriminatory lending practices.

3,2.8.1

Lenders face the risk that a borrower will
default—meaning that the borrower will

not repay the loan—so they typically prefer
lending to individuals who pose less risk, for
example, consumers with low existing debt,
high income and savings, and a history of
repaying loans an time. Lenders willing to
make loans to higher-risk individuals, including
alternative financial services, typically charge
higher interest rates.

3.2.8.2

Lenders collect information about a potential
borrower’s income, savings, and existing debt
as well as credit reports detailing their past
use of credit to determine the consumer's
creditworthiness,

3.2.8.3

Credit reports are created by credit bureaus
(also called credit reporting agencies), which
collect information each time a consumer
interacts with a financial institution; for
example, opening a savings account, securing
a bank loan, applying for a credit card, or
making a paymenl.

32,84

A credit report includes a credit score
reflecting the consumer’s past use of credit.
These reports can be shared with potential
lenders, potential employers, potential
landlards, insurance companies, and
government agencies.

High levels of debt can harm a consumer's
financial condition because payments on
loans reduce the amount of income available
to save or use for other expenses. Larger
debts and/ or higher interest rates require
higher monthly payments.

continued on next page
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Personal Saving and I}cgmwing_

LEARNING OBJECTIVE

320
Recommend a strategy Lo
manage a consumer's existing
debt and/ or use of credit.

ESSENTIAL KNOWLEDGE

3.2.C.2

Borrowers may face difficulty repaying loans
for a variety of reasons, including loss of
income ar monthly payments that exceed the
consumer's ability to pay.

22,3

Borrowers can manage the impact of debt
on their finances by maintaining a high eredit
score, seeking better terms on loans, and
repaying high-interest-rate loans (e.g., credit
card debt) as quickly as possible.

3.2.CH4

Strategies to improve an individual's credit
score include paying bills on time, paying off
existing debt, and minimizing use of credit
cards.

3:2,C.6

Borrowers can obtain better terms on loans,
including lower interest rates and lower fees,
by eomparing the terms offered by different
lenders and by making down payments on
major purchases like a home or car. A down
payment requires using some income or saved
money to pay part of the cost of the purchase,

3,2.C.6

Individuals who face negative conseguences
fram unmanageahle debt, such as property
selzures, may be able to seek debt
management assistance. In some cases,
borrowers may seek bankruptcy—a legal
process that eliminates some debts and helps
the borrower set up a repayment plan for other
debts.

AP Business with Personal Finance - Course Framework
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UNIT

3

Part 2

o AP EXAMWEIGHTING . .
25-35" |sppiesto Unit 3 Parts 182) ~29 cLASSPERIODS

Businesses Finance
and Accounting

Developing Understanding

Effective financial management is essential to business viability. Without sufficient
revenue to cover expenses and generate income, even a great business idea can
fail. Mearly every aspect of business—from product launch and daily operations to
innovation and growth—requires funding. Therefore, the ability to acquire, allocate,
and track maoney is a critical business skill.

Building upon the foundational knowledge of the financial system from Unit 3 = Part
1, this unit introduces students to key financial aspects of launching and operating a
business. Students learn how a business determines its startup and recurring costs
and how it can obtain capital to launch the business. Students consider the potential
benefits and risks that lenders and investors face when providing financial capital

to businesses, and explain why individuals may choose to purchase financial assets
like stocks and bonds. Students also consider how both businesses and individuals
use insurance to reduce some types of risk. Unit 3 — Part 2 introduces students to
the three key financial statements used in business—income staternents, balance
sheets, and cash flow statements—as well as to household financial statements such
as budgets and statements of net warth.

Building Course Skills: Business Cases

In Unit 3 —Part 2, the provided business cases introduce students to both fictional
and real-world businesses facing critical financial challenges, such as how to obtain
startup funding, how to address rising resource costs, and how to manage cash flow.
Through the study of the provided cases, students develop their skills in interpreting
and presenting financial data. Students also begin examining business decision
making from a financial perspective.

Each case provided by the AP Program includes a recommended opening activity,
reading questions, and discussion prompts to help students apply new knowledge.
For more guidance on using cases effectively in the classroom, see the Guide to
Teaching with Cases.

Building Course Skills: Business Canvas Project

Students apply their understanding of business finance and accounting to develop
their Business Canvas Project in Unit 3 — Part 2. Students develop a list of projected
startup costs and initial expenses, determine potential sources of startup funding, and
create a projected or real income statement. During this unit, students also learm to
communicate the viability of their business idea to potential investors through accurate
financial statements and a pitch that conveys the value propaosition of their product.

Preparing for the AP Exam

Unit 3 = Part 2 introduces students to financial data and statements, which are key
concepts in preparing for the exam. AP Exam questions will ask students to describe
and interpret financial data, determine financial values using calculations, and

evaluate business performance using financial statements and profitability measures.

The Business Decision FRQ on the exam will ask students to apply financial criteria as
a part of developing a strategy recommendation.

AP Business with Personal Finance - Course Framawork RETURMN TO CONTENTS
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UNIT

UNIT AT A GLANCE

3 ) part2 Business Finance and Accounting

Personal Finance

29 Class Periods**
(~5-6 days for the
Business Canvas

Topic Business Case Business Canvas Activity Standards® Project)
3.3 Accounting Spending 12-1 2
and Finangial Spending 12-0
Management
G Investing 12-14
3.4 Business Expensas DK Coffes Lab, Task 1; Determine startup hManaging Risk 12-1 4
Part 1 costs and initial expenses Managing Risk 12-2
associated with launching a isnading sk 10:3
new business/product. anaging Ris i
3.5 Financlal Capital DK Coffee Lab, Tasks 2 and 3: Determine Earning Income 12-8 4
Part 2 potential source(s) of Investing 12-1
financial capital and develop g
; ; Investing 12-2
a pitch to prospective )
lenders or investaors, Investing 12-3
Investing 12-5
3.6 Thelncome Hershey Task 4: Develop an actual or - Spending 12-1 5
Statement projected income statement  gpanding 12-7
for a business, including a Spending 12-8
revenue projectian, pendng
3.7 TheBalance Sheet DCH 5
and Met Worth
DK Coffee Lab,
Part3
3.8 The Cash Flow AAME 3
Statement
3.9 Ethics and Yardley Investing 12-12 3
Financial Reporting
Unit 3 Formative Assessment 3

*The personal finance standards listed refer to the: Mational Standards for Personal Financial Education (2021), See the Appendix
{p. 285] for a complate list and accompanying descriptions.

“Total class periods are inclusive of course content, Business Canvas Project activities, and the integration of relevant personal

finance standards,

AP Business with Personal Finance - Course Framewark
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Business Finance and Accounting

UNIT

3 Part2

TOPIC 3.3
Accounting and
Financial Management

®

Required Course Content

LEARNING OBJECTIVE ESSENTIAL KNOWLEDGE

3.3.A 33AA

Explain why businesses and Businesses engage in a variety of financial
consumers track and evaluate transactions such as buying resources,
financial data. recelving payment from customers,

distributing profits to owners, and saving and
borrowing funds, These transactions affect
the business's assets, liabilities, and owners’
equity, which is the value of the business to its
OWners.

33.A.2

Consumers engage In a variety of financial
transactions, such as receiving income, buying
goods and services, saving, and borrowing,
that affect their assets, liabilities, and net
worth,

33.A3

Businesses record all financial transactions
and use this data to prepare reports and
financial statements that summarize the
business's financial performance. Financial
statements are used to monitor the business's
financial health, guide decision making,
provide accurate information to shareholders,
investors, and lenders, and ensure compliance
with laws and reporting regulations.

3.3.A.4

Generally accepted accounting principles
(GAAP] require corporations that sell
awnership shares to the public to consistently
disclose all positive and negative financial
information for each reporting period, typically
quarterly (every three months) or annually.

continued on next page

AP Business with Personal Finance * Course Framework

PERSOMNAL FINANCE LINK
Spending

Students examine how using
anorganized system, such as
a hudget, to track personal
financizl transactions can
help consumers monitor their
finances and make decisions
alignad to their financial goals.

Spending 12-1
Spending 12-9
Investing

Students examine the role

of financial advisors and
accountants in helping
individuals with financial
planning, decision making, and
tax preparation.

Investing 12-14

RETURMN TO CONTENTS
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3 ) part2 Business Finance and Accounting

LEARNING OBJECTIVE
334
Explain why businesses and

consumers track and evaluate
financial data,

3.3.8

Describe the roles of
accounting and finance
departments in the preparation,
reporting, and use of financial
information.

AP Business with Personal Finanee - Course Framework

ESSENTIAL KNOWLEDGE

3386

Consumars are not usually reguired to record
or report financial transactions; however,
having an organized system, such as a budget,
for tracking financial transactions helps
consumers manitor their finances and make
decisions aligned to thelr financial goals.

a3Ba

Accounting departments identify and record
all financial transactions during a time period
and prepare financial statements.

3.3.8.2

Managerial accountants provide financial
information and analysis to managers and
other internal stakeholders for the purpose of
business planning and decision making.

a3ea

Financial accountants provide financial
information and analysis primarily to external
stakeholders—specifically shareholders,
investors, and lenders.

3.3.84

Finance departments are responsible for
analyzing the financial data compiled by
accounting departments and recommending
strategies for maintaining or improving a
business’s financial performance.

3.3.85

Consumers may hire financial advisors
and/for accountants to help with financial
planning and decision making as well as tax
preparation.

RETURM TO CONTENTS



UNIT

Business Finance and Accounting

(°g ) ren2

TOPIC 3.4

Business Expenses

Required Course Content

LEARNING OB.JECTIVE

348

Determine startup costs
associated with launching a
new business or product.

3.4.8
Describe expenses associated
with operating a business.

ESSENTIAL KNOWLEDGE

3.4.8.1
Startup costs are the one-time expenditures
associated with launching a new business or
product as well as initial expenses incurred
while estahlishing the business.

3.4.A.2

One-time expenditures include legal fees,
incorporation and licensing fees, and in some
casaes equipment purchases.

34.A3

A business's initial expenses include
occupancy expense, research and
development, marketing, insurance, and

the costs associated with production or
acquisition of initial inventories. All of these
expenses become ongoing once the business
begins operation.

3.4.8,1

Businesses classify their recurring costs as
either direct or indirect. Direct costs are tied to
the production or delivery of specific goods or
services. Indirect costs, also called operating
expenses, are the costs associated with
running the business.

3.4.8,2

Recurring costs can also be fixed or variable.
Fixed expenses do not change with production
or service levels, while variable expenses

will increase as production/service levels
increase.

confinued on next page

AP Business with Personal Finance - Course Framework

BUSIMESS CASE

Students explorae how

a fictional entrepreneur
determines the startup cosls
and initial expenses associated
with launching a business.

@

]

PROJECT LINK
Financefdccounting

Task 1: Datermine startup
costs and initial expenses
associated with launching a
new businessiproduct.

©)

e

PERSONAL FINANCE LINK
Managing Risk

Students examine the purpose
of insurance for individuals and
how risk tolerance may impact
individuals’ decisions about
how much insurance they
require.

Managing Risk 12-1

Managing Risk 12-2

hanaging Risk 12-3

RETURN TO CONTENTS
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Business Finance and Accounting

EARNING OBJECTIVI ESSENTIAL KNOWLEDGE
348 3483
Describe expenses associated Businesses that produce goods incur direct
with operating a business, costs called the cost of goods sold (COGS).

COGS typically includes the cost of raw
materials, production supplies, production-
related wages and benefits, and the cost

to operate manufacturing facilities. The
compaonents of COGS can be either fixed or
variable; rent for a factary is fixed, while raw
materials costs are variable,

34.8.4

Far businesses that provide services, the
direct costs are called cost of safes and
include direct labor expenses, travel costs,
and any materials associated with delivering
the service.

34.8.5

Businesses face recurring indirect costs,
called operating expenses. These costs,
which are typically fixed, include occupancy
expenses, salaries and benefits for office and
sales staff, marketing and advertising costs,
supplies, utilities, maintenance, and insurance.

3486

Businesses (and consumers) buy insurance

to protect against financial losses from
accidents, injuries, or property damage. Some
types of insurance are required—~for example,
workers compensation insurance—but many
are optional. Businesses (and consumers) vary
in their willingness to accept risk andfor pay
for insurance to minimize risk,

AP Business with Personal Finance - Course Framewark RETURN TO CONTENTS



Business Finance and Accounting

TOPIC 3.5
Financial Capital

A

Required Course Content

LEARNING OBJECTIVE ESSENTIAL KNOWLEDGE

3.5.A 3.6A1

Explain why businesses seek Many entrepreneurs initially rely on

external financial capital. bootstrapping (i.e., using personal savings),
persanal bank loans, andfor personal credit to
fund startup costs.
354A.2

Entrepreneurs evaluate their need for external
financial eapital (cash) by comparing their
personal funds to their business’s initial

needs and by calculating how many goods or
services they would need to sellin a period to
break even (cover all costs for the period).

4643

Entrepreneurs seek external financial capital
if they lack the funds required to pay startup
costs and operating costs for a sufficient
period of time to break even,

3.5.A.4

Established businesses seek external financial
capital for a variety of reasons, including
financing new product development, replacing
fixed assets, and increasing sales volume and
revenue.

3.5A5

Mew and eslablished businesses often seek
external financial capital to manage cash flow
because revenue collection can be irregular,
while expenses must nonetheless always be
pald.

continued on next page

AP Business with Personal Finance + Course Framework

BUSINESS CASE

Students explore how

a fictional entreprenaur
evaluates potential funding
sources and secures exlernal
financial capital.

o)

PROJECT LINK
FinancefAccounting

Tasks 2 and 3: Determing
potential source(s) of financial
capital and develop a pitch

to prospective lenders or
investors,

PERSONAL FINANCE LINK
Earning Incoma

Shudents axaming how
investors can generate income,
Including interast, dividends,
and capital gains, from financial
investments, such as bonds
and stocks.

Earning Income 12-8
Investing

Students examine the
potential risks and returns of
financial investments, explore
the factors that may causea
prices of financial assets to
fluctuate, and consider how
risk tolerance impacts personal
investing decislons.

Investing 12-1
Investing 12-2
Investing 12-3
Investing 12-5
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UNIT

3 partz Business Finance and Accounting

LEARNING OBJECTIVE

358
Determine potential sources of
financial capital for a business.

3.5.C

Describe potential henefits and
risks to lenders and inveslaors
who provide financial capital to
businesses,

AF Business with Personal Finance - Course Framework

ESSENTIAL KNOWLEDGE

3581

Most sources of financial capital are classified

as loans or equity financing.
3.6,8,1.1
Business loans are similar to personal
loans and must be repaid with interest.
Interest on loans is a business expense,
and higher interest rates and/for larger
loans increase the cost of borrowing for
businesses.

358,101
Equity financing is a type of business
funding that reguires issuing ownership
shares and ceding some control over
decisions and a portion of future profits to
investors, who become part owners.

3582

MNew businesses, typically those in operation
for less than two years, often borrow money
from the owners' friends and family or use
equity financing by issuing (selling) ownership
shares to others, including friends and family
or autside investars.

3583

Established businesses, typically those in
operation for at least two years with provan
revanue and capacity to repay, can obtain
funds through business bank loans.

3584

Businesses organized as corporations can
obtain funds by issuing bonds or shares of
stock. A bond represents a loan from an
investor to a business. Stock is an ownership
share in the business and can be sold privately
or publicly.

In exchange for the financial capital they
provide to businesses, lenders and investors
obtain financial assets—loans (including
bonds) or shares of stock. These assets can
be resold in a secondary market.

3.5.C.2

Lenders receive income from interest
payments on loans. A bond pays interest to
the bond holder. When an individual consumer
buys a corporate bond in the secondary
market, they become a lender to the business.

continued on next page
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Business Finance and Accounting

LEARNING OBJECTIVE

3.5.C
Describe potential benafits and
risks Lo lenders and investors
who provide financial capital to
businesses,

ESSENTIAL KNOWLEDGE

35C.3

Investars may receive income from dividends,
which represent their share of a business's
profits; however, some corporations reinvest
earnings into the business and do not pay
dividends. When an individual consumer buys
a share of stock in the secondary market,
they become an investor (sharehaolder] in the
business.

3.5.C.4

If an investor sells an asset at a higher price
than they paid for it, they achieve a capital
gain. The prices of financial assets such as
bonds and stacks change in response to
business performance, investor demand, and
PESTEL forces.

3505
The annual rate of refurn on an investment is
determined by dividing the total dollars gained
{the sum of incame and any capital gain) by the
price of the asset.

3.5C8

Lenders and investors risk financial loss if a
business performs poorly. Lenders risk losses
if the husiness is unable to make interest
payments or repay loans. Investors risk lost
income (dividends) and decreased stock value
if the business's profits decline, and they may
lose their entire financial stake if a business
shuts down.

3,6.C.7

Lenders and investors vary in their risk
tolerance, which is their willingness to

take financial risks. Some consumers and
institutional lenders and investors have a high
risk tolerance and will provide financial capital
to fund risky or unproven ideas, while others
are more cautious. Lenders and investors
expect a higher rate of return when they invest
in riskier assets.

continved on nex! paga
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UNIT

3 Part2 Business Finance and Accounting

LEARNING OBJECTIVE

35D

Develop and evaluate a pitch
to prospective lenders ar
investors.

AP Business with Personal Finance = Course Framewark

ESSENTIAL KNOWLEDGE

3501

Lenders and investors often require
businesses to provide a business plan that
includes their value proposition, market
research, marketing strategy, and financial
projections to justify a specific funding
request, rate of return, and level of risk. A
business owner typically develops a polished
pitch summarizing this key information to
persuade potential lenders and investors to
provide their business with capital,

3.50.2

When evaluating a funding request from an
established business, lenders and investors
rely on the business's financial reports and
projections as well as external industry data

to estimate the economic valuation of the
business. A valuation provides prospective
investors with an estimate of what an
ownership share is worth and helps lendars
assess the business's capacity to repay a loan.

3,603

A funding reguest is more likely to be
successful whan the business provides
evidence of product-market fit and a basis for
its financial projections. Lenders and investars
typically prefer funding projects with lower risk
and higher projected returns.

3.5.0.4

In evaluating a request for financial capital,
lenders and investors may also consider the
qualifications of the business's leadership
team and whether the business's value
proposition and mission align with the funders’
goals.

RETURM TO CONTENTS



Business Finance and Accounting

TOPIC 3.6
The Income Statement

Required Course Content

LEARNING OBJECTIVE ESSENTIAL KNOWLEDGE

3.8.A 3.8.A.1

Determine and describe An income statement, also referred to as a
components of a business statement of profit and loss, is a financial
income statement, statement that compares a business's total

revenue to its total costs over a time period to
determine the business's net profit or loss. An
income statement typically provides multiple
periods (e.g., years, quarters, or months) of
data for comparison purposes.

3.6.A.2

Anincome statement organizes income and
cost information into three major categories:
revenue, cost of goods sold (COGS), and
operating expenses. Income statements
dlso identify interest, taxes, and nonrecurring
eXpEenses.

4.6.A.3

For income statement purposes, revenue is
the income generated by a business's core
activities, such as sales of goods and services.

3684

Grass profit describes the profit earned after
deducting only the direct costs of production;
it is calculated by subtracting COGS from
revenue,

36.A5

Operating expenses are the indirect costs a
business incurs and are typically organized

as selling expenses (e.g., advertising costs
and salespeople’s salaries) and general and
administrative expenses (e.q., office salaries,
rent on office space, and insurance). Research
and development spending is also included in
operating expenses.

continted on next page

AP Business with Personal Finance + Course Framework

BUSINESS CASE

Studenls explore how a
husiness uses the revenue and
cost information on an incoms
statement to identify and
respond to financial challenges,

PROJECT LINK
Financefdccounting

Task 4: Develop an actual or
projectad incoma statement
for a business, including a
revenue projection,

®

PERSONAL FINAMGE LINK
Spending

Students examine how
budgeling helps consumers
manage theirincome and
expenses and assess whethear
they are meeting their financial
goals, including managing debt,
saving for future expenses,
and donating to charilable
organizations.

Spending 12-1

Spending 12-7

Spending 12-9

RETURMN TO CONTENTS
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UNIT

3 Part2 Business Finance and Accounting

LEARNING OBJECTIVE
3.6.4
Determine and describe

componenls of a business
income statement.

Evaluate the financial
performance of a business
using income statement
infarmation.

96 AP Business with Personal Finance + Course Framewaork

ESSENTIAL KNOWLEDGE

3.6.A86

Operating profit is the profit earned after
deducting COGS and operating expenses
and represents the business's net income
before interest and taxes; it is calculated by
subtracting operating expenses from gross
profit.

3.6.A,7

Interest expense is the cost of borrowing
maoney through loans {including bonds). Pretax
income is calculated by subtracting interest
expense from operating profit.

36.A.8

If pretax income is positive, businesses must
pay taxes on that income; any tax expense is
included on the income statement,

3.6.A9

Wet profit, or income after laxes, is the final
dollar amount reported on a typical income
statement, It is calculated by subtracting taxes
from pretax income. Net profit is known as

the bottom line and represents the profit or
income earned by the business's owners at
the end of a given period.

EXCLUSION STATEMENT

Adjustments to gross sales for the purpose

of calculating net sales, the composition af
cost of goods sold, nonoperational sources

of income and expenses (except interest),

and below-the-bottom-line income statement
items are beyond the scope of the AP Business
with Personal Finance Exam.

a.6.8.1

Income statement information is used by
internal and external stakeholders to monitor
trends in revenues and costs, evaluate
profitability, and inform decisions related to
improving future profitability.

3682

Gross profit margin, which is calculated as
gross profit divided by total revenue, is used
to evaluate how successfully a business is
setting prices and managing its direct costs.

continued on next page
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Business Finance and Accounting

UNIT

3 I':‘art 2

LEARNING OBJECTIVE

36.8
Evaluate the financial
performance of a business
using income statement
infarmation,

Explain why and how
businesses and consumers
predict and plan for future
income and expenses.

ESSENTIAL KNOWLEDGE

3683

Operating profit margin, which is calculated
as aperating profit divided by total revenue, is
used to evaluate how successfully a business
is marketing and selling its product(s),
administering the activities of the business, -
and eontrolling operating expenses.

3.6.8.4

Net profit margin, which is calculaled as net
profit divided by total revenue, is used to
evaluate overall profitability. Net profit margin
describes the percentage of revenue that
flows to owners as income.

3.6.8.5

Gross profit margin, operating profit

margin, and net profit margin are typically
benchmarked against projections, past
perfarmance, and performance by
competitors as a means of determining
whether the business's financial perfarmance
is meating expectations.

3688

Businesses use the percentage change
equation to determine the rate of change
for any data point. For example, a business
evaluating financial performance may
calculate the rate of change in its income,
cost, profit, or profit margin.

Percent change = [[Current Value — Initial
Value) / Initial Value] x 100,

3604

Businesses and consumers face financial
uncertainty because incomes and expenses
fluctuate in response to changing needs and
wants, competitive pressure within markets,
and PESTEL forces. Thoughtful planning can
help both businesses and consumers meet
financial goals.

36,02

Businesses develop projected income
statements andfor budgets to plan for
revenues, costs, and resulting profitfloss for

a period (e.g., a month, a quarter, or a year).
Projected income statements and budgets
describe estimates of all expenses invalved in
running the business and predicted revenues,
given projected production and sales levels.

cantinued on next page
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part2 Business Finance and Accounting

LEARNING OB.JECTIVE
360

Explain why and how
businesses and consumers

predict and plan for fulure
income and expenses.

Develop an income statement
or projected income statement
for a business.

AP Business with Personal Finance + Course Framework

ESSENTIAL KNOWLEDGE

46.C.3

Projected income statements and budgets
help businesses plan for expected costs,
identify funding needs, and maintain enough
cash to meet current abligations.

3.6.C.4

Consumers use budgets to plan saving and
spending allocations based on expected
income. A consumer budget describes
expected net pay {income after laxes and
other deductions) for a period, typically a
maenth ar a year, and all planned savings and
expenses including debl payments.

3.6.C.5

Budgets help consumers identify spending
patterns and assess whether they are meeting
their financial goals, including managing debt,
saving for future expenses, and donating to
charitable organizations whose missions they
support.

36,01

Businesses use current financial data tracking
revenues, expenses, and taxes to develop
income statements.

3602

Businesses predict future revenues and
expenses (and estimated taxes) to develop
projected income statements.

4603

Future revenues are estimated based on
planned pricing strategies and market
research about customer demand and
industry trends.

3.6.0.4

Future COGS and operating expenses are
estimated based on planned production
processes, the cost of supply chain
compaonents, and other projected expenses,
such as occupancy expenses, marketing
expenses, office and sales salaries, and
planned research and development.

RETURM TO CONTENTS



Business Finance and Accounting

TOPIC 3.7

The Balance Sheet
and Net Worth

Required Course Content

LEARNING OBJECTIVE ESSENTIAL KNOWLEDGE

3.7.A 37,481

Determine and describe A balance sheet is a financial statement that
components of a business cormpares a business's assets Lo its liabilities
balance sheet. and owners' equity—the net worth of the

business to its owners at a specific pointin
time. According to the balance sheet equation
(also called the fundamental accounting
equation), assets equal liabilities plus owners’

equity.

37.A2

The assets listed on a balance sheet include
every item of value owned by a business,
grouped according to liquidity into current
assels, long-term assets, and intangible
assets.

13 T.A.Li

Liquidity refers to the ease with which an
asset can be converted into cash.

la.T.A20

Current assets, including cash, short-term
investments, accounts receivable (money
owed to a business by customers), and
inventary, are considered highly liquid and
are used to fund the day-to-day operations
of businesses.

|3.7.A.2 i

Long-term assets, including fixed

assetls and long-term investments, are
considered less liquid. Fixed assets such
as production plants are used to run
business operations.

cantinved on next page

AP Business with Personal Finance + Course Framework

BUSIMNESS CASE

Students explore how a
fictional business uses a
balance sheet to determine the
business's value and assess
its ability to fund day-to-day
aperations.

®

PERSONAL FINANCE LINK
Students examine how
investors and lenders interprat
balance sheets to evaluate
the financial condition

of a business, Students

also examine the concept

of personal net worth by
considering how potential
lenders may use information
abioul & household's nel worth
as part of the loan application
process and how net worth
factors into retiremeant
planning.

RETURN TO CONTENTS
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UNIT

3 ) part2 Business Finance and Accounting

LEARNING OBJECTIVE

3.7.A
Determine and describe
components of a business
balance sheel.

3.7.8
Interpret the informationin a
business's balance sheet.

AP Business with Personal Finance + Course Framework

ESSENTIAL KNOWLEDGE
ATAZI
Intangible assets, such as patents, brand
names, and trademarks, are not physical
items but have value because they
represent potential revenue.

3.7.A32

The liabilities listed on a balance sheet

represent debts or obligations owed by a

business, grouped into current and long-term

liabilities, in order of when payment is due.
arAzl
Current liabilities include accounts payable
{money owed to a business's suppliers),
short-term debt, current payments on
long-term debt, and accrued (unpaid)
operating expenses. These liabilities must
be paid within one year.

a.7.Aal0

Lang-term liabilities, such as morlgages,
bank loans, and long-term bonds,
represent obligations to pay beyond ane
year.

3.7.A.4

Owners' equity—the net worth of a business—
is the difference between assets and

liabilities. Owners' equity is often comprised

of stock and retained earnings, which are the
business's cumulative profits not paid out as
dividends.

a.1.A.5

A balance sheet typically provides a snapshot
of comparable data (e.g., the end of a quarter)
from a previous year or multiple years for
purposes of comparison.

3784

[nternal stakeholders, such as businezs
managers and owners, as well as external
stakeholders, such as lenders and investors,
use balance sheets to evaluate the financial
condition of a business at a point in time {e.g.,
the end of a year or quarter).

3782

A balance sheet indicates whether a business
has a positive net worth, whether it has
sufficient working capital to fund day-to-day
operations (current assets meet or excead
current liabilities), and whether its debt levelis
comparable to similar businesses.

continued an next page
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Business Finance and Accounting

LEARNING OBJECTIVE

3.7.8
Interpret the information in a
business’s balance sheet.

3G

Describe the purpoase of
determining personal net
warth.

ESSENTIAL KNOWLEDGE

3783

Business owners may shut down a business
or pursue bankruptey if the business cannot
access sufficient current assets to fund
operations. Bankruptcy is a legal process
through which a business can liquidate assets,
eliminate or repay debts, and either shut

down or reorganize the business under legal
supervision,

3.7.ca

Personal net worth is typically caleulated for a
household, which may include more than one
individual. Net worth is determined by adding
all of the household's assets, including savings
and investments, property, and personal
possessions, and subtracting all liabilities.

37.C2

Lenders may require information about a
consumer's household net worth as part of the
loan application process.

a7ca

Consumers and financial planners consider
net worth when determining whether
individuals have sufficient savings to retire.

AP Business with Personal Finance - Course Framewaork

UNIT

3 Part 2
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Part 2

E

Business Finance and Accounting

TOPIC 3.8

The Cash Flow
Statement

BUSINESS CASE

Students explore how a
nonprofit identifies and
addresses an annual operating
deficil and an angaoing cash
flow challenge.

Required Course Content

LEARNING OBJECTIVE ESSENTIAL KNOWLEDGE

3.68.A 3.8.A1

Determine and describe A cash flow statement is a financial statement
components of a business's used by businesses to show how cash inflows
cash flow statement. and outflows impact a business's cash balance

over the course of a financial reporting period.

3.8.A.2

Businesses closely monitor cash balances
to ensure there is sufficient cash available

to pay recurring expenses (e.g., payroll and
rent), repay lenders, and manage unforeseen
EXPENSES.

38.A3

Cash inflows increase a business's cash
balance and typically include payments from
customers, interest or dividends earned

on investment assels, proceeds received
from the sales of a business's assets, and/or
infusions of financial capital, such as maney
raised by taking out a new loan.

3.8.04

Cash outflows decrease a business's cash
balance and typically include payments to
employees and suppliers, interest expense
paid on existing loans, taxes paid to the
government, money spent to purchase
assets, money spent on debt repayment, and
dividends.

3.8.A.5

A business's cash flow may be positive ar
negative at the end of a period.

continuad on next page
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Business Finance and Accounting

LEARNING OBJECTIVE

ieB

Explain how a business's
stakeholders use cash flow
statement information.

ESSENTIAL KNOWLEDGE

3884

The cash flow statement is used to assess
a business’s ability to meet its financial
obligations, including its ability to pay

its employees, suppliers, creditors, and
shareholders.

2882

Megative cash flow may signal that a business
is unable ta pay its current expenses, which
could lead to shut down or bankruptey even

if net income is positive. In such a situation,
the business may need to raise more funds,
collect accounts receivable faster, or abtain
better terms from suppliers and lenders to
continue operating.

AP Business with Personal Finance - Course Framework
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Part2

Business Finance and Accounting

TOPIC 3.9

Ethics and Financial

Reporting

BUSINESS CASE

Studenls examine how and
why an employee at a fictional
husiness is tempted to behave
unethically for personal gain.

PERSONAL FINANCE LINK
fmvesting

Students examine how
regulation of financial markets
is designed to ensure that
investors have access to
accurate information and are
protected from fraud.

Imvesting 12-12

Required Course Content

LEARNING OBJECTIVE

39.A
Explain why an individual or a
business might be incentivized
to engage in unethical financial
management and reporting
practices.

3.9.8

Explain how laws and
professional codes of conduct
encourage ethical behavior

by accounting and financial
ITIEﬁElgE rs.

104 AF Business with Personal Finance + Course Framewaork

ESSENTIAL KNOWLEDGE

38.A

Unethical practices in finance include misuse
of funds, tax evasion, embezzlement, bribery,
lack of transparency, and fraud, which can
include falsifying information on financial
statements.

38,42

Access to large sums of a business’s cash
creates a situation where individuals may
seek to embezzle, misuse funds, or falsify
information for personal gain.

a9.A3

A business or its financial managers may be
able to influence stock prices, secura better
terms on loans, or avoid taxes by portraying its
financial situation to stakeholders and to the
government as better or worse than it really is.

3.9.8.1

Misusing funds, lax evasion, embezzlement,
bribery, and fraud are illegal in most countries,
but laws and punishments vary from country
to country.

3882
Under ULS. law, publicly held corporations are
required to submit financial records annually
for auditing by independent accounting firms.
Financial market regulations are designed to
ensure that investors have access Lo accurate
information and are protected from fraud.

continued on next page
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Business Finance and Accounting

LEARNING OBJECTIVE

3.9.8

Explain how laws and
professional codes of conduct
encourage ethical behavior

by accounting and financial
managers.

ESSENTIAL KNOWLEDGE

3883

Professional organizations for accountants
and financial managers maintain professional
ethics codes for their members. Such codes
emphasize honesty, intearity, transparency,
objectivity, and confidentiality.

3.9.84

Many businesses develop internal
mechanisms, such as codes of conduct, audit
reguirements, and cash-handling processes,
to prevent unethical behavior.

AP Business with Personal Finance * Course Framework
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Management and
Strategy

Developing Understanding

Launching a new business and achieving market viability are significant
accomplishments for an entrepreneur, but even then the work is far from done.
Once a business is established, leaders must transition from building the businass
to effectively managing it. This shift requires strong leadership, teamwork, and the
ability to identify and solve problems. Unit 4 introduces students to core concepts
of management and strategy and the tools business leaders use fo evaluate
organizational progress, identify targets for improvement, and achieve their goals.

This unit examines the tools businesses use Lo track performance, such as key
performancea indicators (KPIs), and to assess their external environment and internal
capacities, such as Parter's Five Forces and SWOT analysis. Unit 4 also highlights
the impartance of recruiting and retaining skilled employees. Students learn about
the types of work arrangements, compensation schemes, and incentives they may
encounter in a future workplace.

Building Course Skills: Business Cases

The provided business cases in Unit 4 introduce students to new and established
businesses that track financial performance, market share, and other KPls to guide
strategic decisions. Explaining opportunities and problems facing businesses,
identifying and evaluating courses of action, and making evidence-based
recommendations are some of the ways that the cases help students refine their
decision-making skills.

Each case provided by the AP Program includes a recommended opening activity,
reading questions, and discussion prompts to help students apply new knowledge.
For more guidance on using cases effectively in the classroom, see the Guide to

Teaching with Cases.

Building Course Skills: Business Canvas Project

In Unit 4, students apply entrepreneurial thinking, decision making, and
communication skills to finalize their Business Canvas Project. They apply business
tools to assess the desirability, viability, and feasibility of their product idea. Students
set KPIs for their business and use strategic frameworks to evaluate and improve
their business's competitiveness in the market. Finally, students use communication
skills to create their final canvas, pitch, data visualization, and income statement.

Preparing for the AP Exam

Unit 4 engages students in a structured decision-making process using the PACED
{prohlem, alternatives, criteria, evaluation, decision) model. This process prepares
students to identify and use relevant criteria to evaluate potential courses of action,
which is the focus of the Business Decision FRQ. Additionally, the Business Canvas
Project Exam-Day Validation FRQ will ask students to respond to questions about
their project and the desirability, viahility, and feasibility of their business idea.

AP Business with Personal Finance - Course Framewark RETURN TO CONTENTS 109
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UNIT )

4

UNIT AT A GLANCE

Management and Strategy

30 Class Periods **
(~15-16 days for the

Personal Finance Business Canvas
Tapic Business Case  Business Canvas Activity Standards® Project)
4.1 Management and Assort Health Task 1: Identify skills and Earning Income 12-1 4
Leadership core competencies, Earning Income 12-2
Canva Earning Income 12-3
Eaming Income 12-4
Managing Risk 12-5
Managing Risk 12-6
4.2 Ewvaluating BREAUX Capital  Task 2: ldentily KPls and 3
Performance Using benchmarks related to
KPIs customer-related goals,
markel-related goals,
operations-related goals,
and finance-related goals.
4.3 Strategy and Expressionhed Task 3: Make a strateglc 4
Decision Making decision to address a
prablem or oppartunity
using the PACED model.
4.4 Strategic Crepes &Wallles Task 4: Use strategic 3]
Frameworks: frameworks—Partar's
Porter's Five Square Meal Five Forces and SWOT
Forces and SWOT qrateifea analysis—to evaluate the
- Feeds o
Analysis competitive landscape
and the business's internal
capabilities,
Unit 4 Formative Assessment 3
Business Canvas Project Task 5: Prepare the final 10

business canvas and
appendix.

*The personal finance standards listed refer to the National Standards for Personal Financial Education (202 1). See the Appendix
{p. 285) for a complete list and accompanying descriptions.

**Total class periods are inclusive of course content, Business Canvas Project activities, and the integration of relevant personal

finance standards.

AP Business with Personal Finance « Course Framework
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Management aﬁd St_rategy

TOPIC 4.1

Management and

Leadership

Required Course Content

LEARNING OBJECTIVE

41.A
Describe the function of
management,

4.1,B

|dentify and demonstrate
effective leadership and
business communication skills.

ESSENTIAL KNOWLEDGE

41,8

Management is the process of planning,
organizing, leading, and evaluating a
business's employment of human, financial,
and physical resources to meet the business's
goals and objectives.

41,82
Management includes the decisions, actions,
and leadership of managers at all levels

of a business, from executive leaders to
supervisors.

41.A.3
Managers who lead specialized departmeants
in a business are responsible for coordinating
the activities of employees to ensure that their
work is aligned to the business’s vision and
mission.

4,1.8.1

Leadership and communication skills

are valued in business because leaders

and managers need to collaborate and
communicate effectively with a wide variety
of stakeholders, including supervisors,
colleagues, employees, lenders, investors,
customers, and the public.

4.1.8.2

Key leadership skills include the ability to
articulate the business's vision and mission,
build productive teams, negotiate conflicts,
and motivate people. Motivated employees are
more productive, more likely to stay, and more
likely to build strong positive relationships with
customers, coworkers, and teams, all of which
contribute to business performance.

confinued on next page

AP Business with Personal Finance - Course Framework

BUSIMESS CASE

Students explore how

a business recruits and

hires employvees with the
essential core compelencies,
experiances, and backgrounds
nesded to produce and deliver
its products to customers.

=

&

PROJECT LINK

Organization

Task 1: Identify skills and cora
competencies.

®

PERSONAL FINANCE LINK
Earning Incomse

Students examine why
businesses reguire skillad
employees with a variety of
core competencies and how
employaes are recruited,
compensated, and lrained,
Students also examineg
employee benefits, such

as training and educational
reimbursement programs,
aswell as intangible benefits
used to motivate and retain
employaes, such as autononTy,
flexibility, and recognition.
Earning Income 12-1
Earning Income 12-2
Earning Income 12-3
Earning Income 12-4
Managing Risk

Students examine employes
benefits, such as contributions
Lo heallh insurance, health
savings plans, and disability
insurance.

Managing Risk 12-5
Managing Risk 12-6

RETURN TO CONTENTS



Management and Strategy

LEARNING OBJECTIVE

41.8
Identify and demonstrate
effective leadership and
business communication skills,

41.c

Explain why businesses need
to hire and develop employees
with a variety of core
competencies.

4.1.0

Explain how businesses
compensate, motivate, and
seek to retain high-guality
employees.

112 AP Business with Personal Finance  Course Framework

ESSENTIAL KNOWLEDGE

4183

Key communication skills for leaders,
managers, and employees include expressing
ideas clearly, communicating persuasively,
listening empathetically, and correctly
interpreting and responding to feedback.

4161
Business leaders and managers hire
employees to do the day-to-day work of

a business; for example, producing and
providing products, marketing to customers,
making sales, and managing finances.

4.1.6.2
Businesses need employees with a variety

of core competencies, experiences, and
backgrounds because of the different types
of tasks to be done, although some tasks may
be outsourced, especially if they are outside
the business's core competencies andfor
operating activities,

41.C.3

Hiring and/or developing skilled employees

is essential to business viability because
employees who lack skills or adequate training
may create flawed products or provide poor
service, which can cause the business to lose
customers, brand reputation, and revenue.
Some skills or attributes may he rare or require
extensive training.

4.1.04

Employee training may include postsecondary
education, apprentice programs, on-the-

job training, online training, and continuing
educatian.

4.1.0.1

Businesses hire some employees to work
full time, while others are hired as part-time,
temporary, or contract employees.

41.0.2

Employees may be paid using a variety of
compensation schemes such as hourly wage,
annual salary, commission, piece rate pay.

or profit sharing. The type of compensation
depends on the industry, the employee role,
legal guidelines {e.g., minimum wagel), and the
degree to which businesses must outbid rivals
to secure high-quality employees.

continued on next page
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Management and Strategy

LEARNING OBJECTIVE

4.1.0
Explain how businesses
compensate, motivate, and
seek to retain high-quality
employees.

ESSENTIAL KNOWLEDGE

4.1.03

Employers generally determine compensation
by evaluating factors like education, skills, and
productivity.

4104

Employee compensation may include benefits
such as contributions to health insurance,
retirement savings plans, health savings
plans, disability insurance, educational
reimbursement programs, and paid time off.

41.D.5

Many businesses use incentives, like raises,
promotions, or bonuses, to motivate and retain
employees because itis typically more cost-
effective to keep high-quality employees than
to recruit and train new ones. Businesses may
also seek to motivate and relain employees by
providing them autonomy, flexible work hours
or locations, recognition and rewards, flexible
scheduling, and a positive workplace culture,

AP Business with Personal Finance - Course Framework
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UNIT )

Management and Strategy

R

TOPIC 4.2
Evaluating
Performance
Using KPIs

BUSINESS CASE

Students explore how an
entrepreneur develops and
uses KPls to measura the
effectiveness of strategy and
the business's progress toward
its goals.

PROJECT LINK
CustomariMarket, Operations,
Financefdccounting

Task Z; ldentify KPls and
benchmarks related to
cuslomer-related goals,
market-related goals,
aperations-related goals, and
finance-related goals.

Required Course Content

LEARNING OBJECTIVE

4,2.A

Describe key performance
indicators (KPls) used

to evaluate business
performance,

4.28

Develop or interpret financial
and nonfinancial KPls to
maonitor a business’s financial
health and progress toward
goals.

AP Business with Personal Finance - Course Framework

ESSENTIAL KNOWLEDGE

4.2.4.1

A key performance indicator (KPi)is a

data point used to measure a business's
performance, including progress toward short-
and lang-term goals and the effectiveness of
strategy.

4.2.A.2

Managers select KPIs that relate to their
stated mission and goals, profitability, and
their ability to remain competitive and
viable in the long term. KPls vary based on
the characteristics of the business and the
industry in which it operates.

4.2.8.1

Businesses maonitor financial health using a
variety of KPls, such as revenue, gross profit,
gross profit margin, operating profit, operating
profit margin, COGS, operating expenses, and
cash fMow.

4.2.8.2

Businesses measure progress toward
marketing and sales goals using a variety

of KPls, such as customer acquisition cost,
customer lifelime value, customer satisfaction
ratings, customer retention data, total sales,
and market share.

4283

Businesses measure progress toward
operations goals using a variety of KPls, such
as per-unit cost, delivery cost, order accuracy,
and percentage of deliveries received on time.

confinued on next page
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Managemer;t and Strategy

LEARNING OB.JECTIVE

420
Explain how businesses use
benchmarks.

ESSENTIAL KNOWLEDGE

42,61

A benchmark is a reference point used to
compare data to a standard. Businesses may
base benchmarks on internal historical data or
external industry standards.

4.2.0.2

Businesses compare KPI data Lo selected
benchmarks to assess performance againsta
known standard.
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UNIT

Management and Strategy

A

TOPIC 4.3
Strategy and
Decision Making

BUSINESS CASE

Students explore how an
antreprenaur uses evidence to
make a strateqgic decision.

PROJECT LINK

Organization

Task 3: Make a strategic
decision to address a problem
or appartunity using the PACED
maodel.

Required Course Content

LEARNING OBJECTIVE

4.3.A

Explain how and why
businesses develop and use
strategy to achieve goals.

116 AP Business with Personal Finance + Course Framework

ESSENTIAL KNOWLEDGE

4.3.A.1
A strategy is a plan or approach to achieving

a goal. Business strategy describes how

a business will achieve one or more goals,
such as achieving competitive advantage,
fulfilling the business's mission, increasing
revenues, reducing costs, or increasing profits.
Businesses pursue differing strategies based
on their unigue capabilities, their competitive
landscape, and their industry.

4382

Businesses typically identify, gather, and track
specific data to define a strategy, evaluate the
effectiveness of the strategy, and modify the
strategy. This data often includes information
about a business's financial performance,
customers, competitors, or broader trends in
the business’s market.

4343

Defining a clear strategy facilitates the
maobilization and alignment of resources

to meet an articulated goal or address a
challenge, thus increasing the likelihood of
SUCCESS,

43.4.4

Businesses use strategy to guide decision
making and the development of tactics,
which are actions or approaches intended to
advance the strategy.

continued on next page
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Management and Strategy

LEARNING OBJECTIVE

438
Apply a deliberative process to
make a business decision.

ESSENTIAL KNOWLEDGE

4381

Managers and individuals often use
deliberative processes to make major
decisions. A deliberative process includes
defining the problem to address or decision to
be made, developing alternatives {or options],
eslablishing decision-making criteria, and
evaluating alternative courses of action to
decide on the best approach, which may be
referred to as the PACED model.

4382

Decision-making criteria include key costs
and benefits to be considered, including both
quantifiable costs and benefits (e.g., impact on
production costs, total sales, and profits) and
intangible costs and benefits (e.g., impact on
reputation, mission, and core values).

4383

Decision-making criteria typically include
financial considerations such as which option
provides the greatest return on investment
(RO}, which is a measure of the additional
profit generated by an investment divided

by the cost of the investment. Criteria may
also include market considerations (eg.,

the implications of each option in terms of
competitiveness), operational considerations
(e.q., the impact of each option on supply
chain risk), and organizational considerations

{e.g. the impact of each option on employees).

4384

Managers use strategic frameworks to
evaluate alternative courses of action.
Strategic framewaorks allow businesses to
systematically evaluate relevant internal and
external variables of an option against long-
term goals and strategy.

4385

Managers sometimes must prioritize
conflicting criteria with limited or imperfect
data, resulting in imperfect decision making.

AP Business with Personal Finance + Course Framewark
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Management and Strategy

TOPIC 4.4

Strategic Frameworks:
Porter’s Five Forces
and SWOT Analysis

BUSINESS CASE

Sludents explore how strategic
framework analysis can

help a business evaluate the
competitive landscape and the
business's internal capabilities.

PROJECT LINK
Markear

Task 4: Use strategic
framaworks—FPorter's Five
Forces and SWOT analysis—
o evaluale The competilive
landscape and the business's
Intarnal capabilities,

Required Course Content

LEARNING OBJECTIVE ESSENTIAL KNOWLEDGE

A48 44,01

Describe Michael Porter's Five Michael Porter's Five Forces is a framework
Forces strategic framework. used to evaluate the competitive intensity,

attractiveness, and potential profitability of a
competitive enviranment. A business may use
this framework when making a decision such
as which new market to enter or which pricing
strategy to adapt.

4.4.A,2

The five forces that shape competition are
existing competitive rivalry, threat of new
entrants, threat of substitute products,
customer power, and supplier power.

Each force describes how power held by a
participant group (e.g., customers or suppliers)
may threaten a business's ability to compete
successfully in the environment.

44.8.3

Competitive rivalry describes the competitive
intensity among existing businessesin

the market, determined by the number of

rival businesses, the degree of product
differentiation, and the extent to which
businesses have pricing power. Competitive
rivalry is typically understood as the strongest
determinant of competition in an environment.

44.0.4
Threat of new entrants describes the ease of
entry into the competitive environment, which
is determined by barriers to entry.

confinued on next page
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UNIT -

Management and Strategy

LEARNING OBJECTIVE

4.4.A
Describe Michael Porter's Five
Forces strategic framework.

Apply Porter's Five Forces to
evaluate the competitiveness
of a market.

ESSENTIAL KNOWLEDGE

4.4,A6

Threat of substitute products describes

the availability of substitute goods and
services, which are products that can meet
the same customer needs but are not direct
competitors.

4.4.0.6

Customer power describas the buyers’
power to drive prices lower, which is shaped
by the number of customers, customer
acquisition costs, and customers’ swilching
costs. Switching costs are the monetary and
psychological costs a customer incurs as a
result of changing the product or brand they
buy.

4.4.A.7

Supplier power describes the ability of
resource providers to raise input costs—the
prices they charge for raw materials and
component parts. The competitiveness of the
resource market determines how much power
suppliers have to raise their prices.

4481

An environment is less attractive to a
business when the competitive forces are
strong, reducing potential profitability. An
environment is more attractive to a business
when the competitive forces are weak,
increasing potential profitability.

4.48.2

Businesses evaluate the threat posed by
competitive rivalry by identifying the number
of direct competitors and the degree to which
their product afferings are differentiated.

This threat is strong if there are many direct
competitors with equivalent products and
businesses have little pricing power.

4.4.8.3

Businesses evaluate the threat of new
entrants by assessing barriers to entry and
determining how easy or difficult it is for new
businesses to compete. This threat is strong if
barriers to entry are low and new businesses
can easily enter and capture market share.

continued on next paga
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UNIT

4 Management and Strategy
LEARNING OBJECTIVE ESSENTIAL KNOWLEDGE
4.4.8 4.4.8.4
Apply Porter's Five Forces to Businesses evaluate the threat posed by
evaluate the compelitiveness substitute products by determining how
of a markeL. easily customers can meet their needs with

alternative goods and services. This threat

is strong if customers possess accesstoa
variety of alternative products that can meet
their needs, particularly if those products are
less expensive, easier to access, or higher
quality.

4485

Businesses evaluate the threat posed by
customer power by assessing the number
and significance of customers, customer
acquisition costs, and customers’ switching
costs. This threat is strong if there are faw
customers, each customer represents a large
share of sales, acquisition costs are high, and
switching costs are low.

4486

Businesses evaluate the threat posed by
supplier power by assessing the number of
potential resource providers and the cost of
switching resource providers, as these factors
affect the ability of suppliers to increase a
business's input costs. This threat is strong if
there are few resource providers to choose
from and the cost to switch to a new provider

is high.
44.C 44.C.1
Describe SWOT analysis SWOT analysis is a framework used to
factors used to evaluate evaluate internal and external factors that
business viahility. influence a business's ahility to accomplish its

goals and remain competitive.

4.4.0.2

The four factors included in SWOT analysis
are strengths, weaknesses, opportunities, and
threats.

4.4.C3

Strengths are internal advantages, such

as core competencies, brand recognition,
intellectual property, product guality, ample
funds, skilled employees, and supply chain
efficiency.

continued on next page
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UNIT

Ména:gement and Strategy

LEARNING OBJECTIVE

4.4.C
Describe SWOT analysis
factors used to evaluate
business viability.

Apply SWOT analysis to
assess a business’s internal
capabilities and external
opportunities and threats,

ESSENTIAL KNOWLEDGE

444

Weaknesses are internal disadvantages, such
as missing core competencies, low brand
recognition, product flaws, limited funds,
inahility to staff skilled employees, poor
customer service, outdated technology, and
supply chain risks.

4.4.C.5

Opportunities are external factors beyond
a business's control that may contribute
to a business's success, such as market
grawth, reduced competition, technology
advancements, and favorable changes in
government regulation.

4.4.C.6

Threats are external factors beyond a
business's control that may negatively
impact the business, such as rising input
costs, natural disasters, unfavorable changes
in government regulation, and disruptive
innovation that fundamentally changes the
way customers meet their neads.

4.4.0.1

SWOT analysis evaluates a business’s
internal capabilities, such as financial,
physical, and human resources, as well as
intangible assets, such as brand recognition,
reputation, and intellectual property. These
internal capabilities may be assessed in
relation to rivals, industry benchmarks,

past performance, and external factors to
determine whether they constitute a strength
or weakness.

4.4.0.2

SWOT analysis evaluates external factors—
including potential market size, customer
preferences, PESTEL (political, economic,
social, technological, environmental, and
legal) factors, and Porter's Five Forces—to
determine whether they create a favorable
climate for the business,

4.4.D0.3

Businesses use the results of SWOT analysis
to make strategic decisions abaut how to build
on strengths, address weaknesses, capitalize
on opportunities, and respond to threats.
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Personal Goals,
Budgeting, and
Investing

Developing Understanding

In Unit 5, students connect the personal finance concepts they have learned
throughout the course—the influence of PESTEL factors and career considerations
in Unit 1; consumer decision making in Unit 2; saving, borrowing, and investing in
Unit 3; and earning income in Unit 4—and explore in greater depth concepts such
as taxes, risk, and insurance. Students practice interpreting a pay stub, planning a
household budget, and analyzing how risk tolerance, time horizon, and spending
hahits impact a household's ability to build long-term financial security.

In this unit, students engage in a culminating Financial Advisor Project that combines
their understanding of personal finance with their deliberative decision-making skills.
Through this project, they prepare meaningful recommendations to help a fictional
household achieve long-term financial goals related to postsecondary education,
housing, retirement, and charitable giving.

This unit helps prepare students for future financial success, including planning for
postsecondary education and developing thoughtful habits around spending and
saving.

Building Course Skills: Financial Advisor Project

In Unit 5, students practice interpreting and presenting personal financial data and
describing factors that create opportunities or problems for a fictional household,
including issues such as debt, loss of income, and financial market volatility. As part
of the project, students examine potential courses of action that could help the
household achieve its goals (e.g., managing spending or taking on morea risk) and
recommend a course of action that aligns with the household's current situation,
future needs, and risk tolerance.

Preparing for Your Financial Future

Unit 5 engages students in thinking deeply about long-Lerm financial goals and the
challenges households often face in pursuit of those goals. By acting as a financial
consultant in a realistic scenario, students learn in a low-stakes environmeant how
personal decisions (e.q., taking on excessive debt) and external factors (e.g., housing
or medical costs) can pose obstacles to financial success. The skills and knowledge
students acquire can help them manage similar challenges and apply effective
decision-making skills in the future.
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UNIT

5 Personal Goals, Budgeting, and Investing

UNIT AT A GLANCE

Financial Advisor Project

Topic Activity

Personal Finance Standards® 24 Class Periods""

5.1 Taxes, Net
Income, and
Budgeting

Task 1: Identify financial goals.

Task 2: Analyze income and
spending.

Earning Incoma 12-6 8
Earning Income 12-7
Earning Income 12-8
Earning Income 12-9

Managing Risk 12-9

Task 3: Evaluate insurance and
risk management.

5.2 Managing
Personal Risk

Managing Risk 121 4
Managing Risk 12-2

Managing Risk 12-3

Managing Risk 12-4

Managing Risk 12-5

Managing Risk 12-7

Managing Risk 12-8

Managing Risk 12-10

Managing Risk 12-12

Task 4: Evaluate investment,
saving, and giving strategies.

5§53 Saving and
Investing for
Education,
Housling, and
Retirement Goals

Earning Income 12-10 T
Spending 12-6
Saving 12-8
Investing 12-1
Irvesting 12-4
Investing 12-6
Irwesting 12-7
Investing 12-8
Irvesting 12-9
Inwesting 12-10
Investing 12-11
Investing 12-13
Investing 12-14
Credit 12-3
Credit 12-4
Credit 12-5

Students finalize their
Financial Advisor
Project

Culminating Event:
Advising the clients

HOTE: An additional 20 class periods can be allocated to further personal finance coveraga.

*The personal finance standards listed refer to the National Standards for Personal Financial Education (2021), See the Appendix
(p. 285) for a complete list and accompanying descriptions. Topics in this unit focus entirely on personal finance concepts aligned
to the Council for Economic Education/JumpStart Coalition National Standards for Personal Financial Education; as such, no
additional topic margin notes are provided to highlight specific alignment.

“*Total class periods are inclusive of course content and Financial Advisor Project activities.
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Personal Gualg_, Budgeting, and Investing

TOPIC 5.1

Taxes, Net Income,
and Budgeting

®

Required Course Content

LEARNING OBJECTIVE

B.1.A
Identify types of taxes paid by
individuals.

ESSENTIAL KNOWLEDGE

54,81
Individuals pay taxes to federal, state, and
local governments, including iIncome taxes,
capital gains taxes, specific payroll taxes,
property taxes, and sales taxes. The types of
taxes and amount of taxes paid varies by state.

61,42

Income taxes are the percentage of income
that individuals pay to the government. For
employees, a portion of each paycheck is
typically withheld and paid to the government
directly by the employer. Individuals or
households file an annual income tax return

to pay the remainder or, in the case of
overpayment, receive a refund. Self-employed
individuals are responsible for submitting their
income taxes to the government,

5.1.A3

Capital gains taxes are paid when an individual
receives a capital gain. Capital gains taxes are
submitted with an individual's or household's
income tax return but paid at a different
(typically lower) tax rate than income tax.

51.A4

Certain payroll taxes fund specific government
insurance programs and are also withheld
from employee paychecks. In the LS., these
programs include Social Security, Medicare,
Medicaid, and unemployment benefits.
Employers are responsible for paying half of
these taxes; self-employed individuals and
contract workers must pay the full amount
themselves.

continued on next page
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PERSONAL FINANCE LINK
Earning Income

Earning Income 12-6
Earning Income 12-7
Earning Income 12-8
Earning Income 12-9
Managing Risk
Managing Hisk 12-9
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Personal Goals, Budgeting, and Investing

LEARNING OB.JECTIVE

5.1.A
Identify lypes of taxes paid by
individuals

518

Explain why individuals and
households pay different
amounts of federal income tax
inthe LS.

5.1.C

Determine and describe
components of an individual's
pay stub.

AP Business with Personal Finance * Course Framework

ESSENTIAL KNOWLEDGE

5.1.AS

Property taxes are based on the value of

an individual's property, including houses,
land, and cars. Property tax bills may be paid
annually, semi-annually, or monthly.

5AAG
Sales taxes are based on the sales price of
anitem and are typically collected by the
business selling the item. The business, such
as a retail store, submits sales tax payments to
the government.

5181
The amount of income tax paid by an individual
or household varies based on the individual's
ar household's income level, as well as Lax
deductions and tax credits.

51.8.2

The US, federal income tax (and some state
income tax) is progressive, meaning that
individuals and househaolds earning higher
incomes pay higher tax rates.

51.8.3

Individuals and households may gualify for
specific tax deductions, which reduce their
taxable income and thus the taxes owed.
Tax deductions may include interest on a
home mortgage, contributions to retirement
accounts, the value of charitable donations,
the amount paid in state and local taxes, and
some medical expenses.

51.8.4

Individuals and households may qualify for
specific tax credits, which directly reduce the
amount of taxes owed. Tax credits may include
a child tax credit, a child or dependent care tax
credit, an education tax credit, or credits for
specific purchases.

5161

Anindividual's pay stub includes gross income
{pay), mandatary and voluntary deductions,
and net income (pay).

continued on next page
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Personal Goals, Budgeting, and Investing

LEARNING OBJECTIVE

51.C

Determine and describe
components of an individual's
pay stub,

ESSENTIAL KNOWLEDGE

E1.C2

Gross income is the total amount of income
earned during a pay period. Gross income

is determined by an annual salary (divided
into pay periods), hours worked during a pay
period, a specific contracted amount, or
another compensation scheme.

51.C3

Mandatory deductions from gross income are
required by federal, state, and/or local laws
and must be withheld by an employer, These
deductions typically include income taxes and
specific payroll taxes.

51.C4

Voluntary deductions from gross income
include any money the individual has set aside
for employer-sponsored benefits such as
health insurance, health andfor dependent
care savings plans, life insurance plans,
retirement savings, and union dues.

E1.CS

Some deductions are pretax deductions,
which means the income allocated to these
itemns is not included as part of taxable
income. Pretax deductions can be an incentive
to save because they reduce an individual's
tax liability.

51.C.6

Net income or net pay is the amount of money

an individual receives from an employer (as a
paycheack) after all deductions are removed

and may differ significantly from gross income.
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®

Personal Goals, Budgeting, and Investing

TOPIC 5.2
Managing
Personal Risk

PERSONAL FINANCE LINK
Managing Risk
Managing Risk 12-1
Managing Risk 12-2
Managing Risk 12-3
Managing Rizk 12-4
Managing Risk 12-5
Managing Risk 12-7
Managing Risk 12-8
Managing Risk 12-10
Managing Risk 12-12

Required Course Content

LEARNING OBJECTIVE ESSENTIAL KNOWLEDGE

5.2.A 6241

Identify types of insurable risks Individuals face a variety of personal financial
individuals face, and physical risks; for example, the risk of a

car accident that causes expensive damage or
an illness that limits a person’s ability to work.

5.2.A.2

Insurable risks are risks that involve a potential
loss due to chance, such as an accident or
weather event. In order to be considered
insurable, a risk must also be guantifiable and
statistically predictable, which means that an
insurer can estimate the cost and likelihood of
a potential loss.

5243
Personal risk is an insurable risk involving the
health and well-heing of the insured individual,
such as injury frorm an accident or suffering
due toillness.

5284
Praperty risk is an insurable risk involving
property loss, such as damage to the insured
individual's home or car.

5.2.A.5

Liability risk is an insurable risk involving
another entity's or individual's property or
personal health, such as damage to a parked
car or a pedestrian caused by reckless driving.

confinued on next page
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Personal Goals, Budgeting, and Investing

LEARNING OBJECTIVE

5.2.8

Describe types of insurance
individuals use to protect
themselves lrom financial loss.

5.2.C

Recommend appropriate
insurance coverage based on
anindividual's or household's
risk tolerance and needs,

ESSENTIAL KNOWLEDGE

5.2.8.1
Individuals can purchase different types of
insurance, such as health insurance, auto
insurance, homeowner's insurance, renter's
insurance, and life insurance, to protect
themselves from financial loss due to
insurable risks.

5.2.8.2

Insurance buyers pay an annual, semi-annual,
or monthly premium for an insurance policy
with a desired amount of coverage, and thay
can file a claim for reimbursement in the event
af a financial loss.

5.2.8.3

Health insurance reimburses policy owners for
medically necessary health care and in some
cases preventive care. Health insurance may
be provided as an employee benefit where the
employer pays some or all of the premiums,

5284

Auto, homeowner's, and renter's

insurance policy holders can file claims for
reimbursement for financial losses to personal
property, as well as the cost of legal liability
far any damage they cause to other people or

property.

5.2.8.5

Life insurance provides funds to designated
beneficiaries in the event of the insured
person's death and is often intended to
replace lost income, pay end-of-life expenses,
and/ ar fund dependents’ future financial
needs.

5286

Extended warranties and service contracts
on expensive purchases such as cars or
appliances may serve as a type of insurance.

52.C.1

The amount and type of insurance coverage
an individual or household needs depend on a
variety of factors, including legal requirements,
risk tolerance, and number of dependents.

continued on next page
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Personal Goals, Budgeting, and Investing

LEARNING OBJECTIVE

5.2.C
Recommend appropriate
insurance coverage based on
an individual's or household's
risk tolerance and needs.

52D

Explain how individuals and
households can protect
themselves from risks
associated with financial fraud.

AP Business with Personal Finance - Course Framework

ESSENTIAL KNOWLEDGE

52.C.2

Some types of insurance are required; legal
requirements vary between states (and
nations). Most U.S. states require auto liability
insurance, and lenders who pravide home
mortgages require homeowners to buy
property insurance,

52.C3

Individuals are typically able to decide

how much insurance to purchase and how
much risk to bear themselves. Individuals

with low risk tolerance may purchase mare
comprehensive insurance with higher
premiums to avoid unanticipated costs later,
while individuals with higher risk tolerance may
purchase less comprehensive insurance or
insurance with higher deductibles, knowing
that they may face higher out-of-pocket costs
in the event of an emergency.

5.2.C.4

Individuals with dependents may require more
insurance, such as family health insurance,
insurance on multiple vehicles, and more life
insurance to provide for dependents’ future
financial needs.

6.2.C.5

Individuals can reduce insurance premiums
by reducing risky behavior; for example,

by maintaining a good driving record (auto
insurance) or by not smoking (life insurance).

BE.2.C.6

Misrepresentation and falsified claims by
individuals are considered insurance fraud,
which is a crime. Misrepresentation of policies
and benefits by insurance sellers is also
insurance fraud.

5.2.0.1

Individuals and households face personal

and financial risks due to predatory lending
practices (e.g., deception and aggressive
sales tactics) and fraudulent activities such as
phishing, identity theft, and online scams.

continued on next page
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