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Activity 2a: Activities in action
Research challenge
Research a craft brand to see how they put the four key activities into action. Conduct internet research to find one example of each activity category listed in the table.
	Brand name:
	(Student’s own answer)

	Activity category
	Website evidence

	Business
	Online sales and marketing campaigns, delivery options

	Design
	Product collections developed from reclaimed materials

	Production
	Handmade manufacture of products

	Technical
	Material selection and quality requirements



Post-production challenge
Choose one example of a post-production activity and explain how it may help the business succeed.
Students could include:
· Effective product photography helps customers see the product clearly and supports online sales.
· Completing corrections or improvements ensures that the final product is fit for purpose and something the customer will buy.
· Quality assurance (QA) is the process of checking and reviewing the design-and-make process of a product to ensure it meets the required quality standards (QS) and the desired outcome is achieved. This reduces mistakes and waste, keeps customers happy and can strengthen a company’s reputation, leading to increased sales and profit.
· Packaging and correct labelling ensures that the right product is distributed and delivered to the right customer. This builds trust and customer satisfaction and may lead to repeat sales.
· Exhibitions or displays allow the product to reach a wider customer base through increased awareness.
Activity 2b: Getting the product to the customer
Your craft brand must ensure its new product is delivered to the customer. To achieve this, many pre-production, production and post-production activities need to happen.
1. Work in pairs. Number the following activities in the order they happen in the production process, from first (1) to last (15).
2. Circle the activities that would be placed in the business category.
	Activity
	Order of activity
(rank 1 to 15)
	Business activity

	Package order
	13
	

	Gather customer feedback
	15
	

	Create website listing
	11
	(circled)

	Process the sale and deliver the order
	14
	(circled)

	Cost materials
	6
	(circled)

	Research customer needs
	1
	

	Test materials
	4
	

	Create the product
	8
	

	Social media promotion
	12
	(circled)

	Generate design ideas
	2
	

	Create prototype
	5
	

	Create production plan
	7
	

	Select materials
	3
	

	Quality inspection
	9
	

	Photograph product
	10
	



Activity 3: Analysis challenge and case study dilemmas
Dilemma 1: Supporting business activities
For each option:
1. Explain how it could help LoopStudio.
2. Identify the creative and non-creative industries involved.
Complete the table.
	Option
	How it could help
	Creative industries involved
	Non-creative industries involved

	A: 
Hire another designer-maker
	Increasing idea generation and product development
Producing more products
Reducing workload and supporting business growth
	Crafts
Design
	Human resources (recruitment)
Financial services (staff salaries and budgeting)

	B: Purchase industrial sewing machinery
	Increasing production capacity
Improving efficiency
Helping to meet customer demand more quickly
	Crafts
Design
	Financial services
Logistics (delivery and installation of equipment)

	C: Increase marketing
	Increasing brand awareness
Reaching new customers
Improving sales and business growth
	Design
Digital
	Marketing and communications
Financial services



3. Which option should LoopStudio invest in? Evaluate the information in your completed table to justify your chosen option.
Option A is the best choice because an additional designer-maker would increase product ideas, increase productivity and reduce the workload. Having an additional team member would support both the creative work and the day-to-day running of the business.
Option B is an alternative valid argument if students argue that meeting customer demand quickly and improving efficiency are the most important priorities for the business. This option increases production capacity and could help fulfil more orders.
Option C is not the best recommendation because attracting more customers through marketing could increase orders when the business already has limited staff capacity and slow production processes. This may lead to longer waiting times and make it harder to meet customer demand.
Dilemma 2: Meeting customer demand
1. Name one non-creative industry that could help the business meet customer expectations.
Accept any appropriate response that identifies how the industry supports the business in meeting customer expectations, including maintaining quality or delivering products and services effectively.
· Legal: Ensures contracts, consumer rights and business activities comply with the law, protecting both the business and its customers.
· Financial: Supports budgeting, payments and financial management, helping the business operate effectively to meet customer needs.
· Logistical: Helps store, transport and deliver products, ensuring customers receive orders on time and in good condition.
· Marketing and communications: Helps businesses communicate with customers, promote products and provide information about products and services.
· Human resources: Assists with recruitment, training and supporting staff, ensuring the business has the people needed to provide a good level of customer experience.
2. Give one reason why creative and non-creative industries need to work together to support craft businesses.
Students should demonstrate an understanding that creative and non-creative industries are interconnected and support one another. Accept one of the following reasons:
· Creative businesses rely on non-creative industries for specialist services such as finance, insurance and transport.
· Working together helps businesses provide products and services to customers.
· Different industries contribute different skills and knowledge.
· Collaboration helps businesses operate efficiently.
· Non-creative industries support the day-to-day operation of creative businesses.
· Working together helps businesses meet customer requirements and maintain quality.
Plenary: Exam practice
1. Name two activity categories that take place within creative businesses. (2 marks)
Answer should include two from the following:
· Business activities
· Design activities
· Production activities
· Technical activities
2. Give two examples of technical activities. (2 marks)
Answer should include two from the following:
· Materials testing
· Checking technical specifications
· Equipment checks
· Archiving records
Consolidation: Creative economy detective 
Study your chosen product.
1. Name the business, design, production and technical activities that may have been involved in creating your chosen product. 
Complete the table.
	Activity type
	Name

	Business
	Marketing, promotion, budgeting, scheduling, distribution

	Design
	Research, idea generation, concept development, product development

	Production
	Preparing resources, creating products, packaging, delivery

	Technical
	Quality checks, meeting specifications, equipment setup, archiving



2. Explain why the product needs the support of the following non-creative industries:
Legal: 
· Preparing contracts for clients and suppliers
· Ensuring products comply with consumer safety regulations
· Protecting original designs
· Reducing the risk of disputes and claims
Financial: 
· Managing production costs and payments
· Providing accounting services
· Monitoring income and expenditure
· Supporting pricing
· Ensuring the business remains profitable and sustainable
Logistical: 
· Transporting materials and products
· Managing storage
· Managing packaging
· Managing delivery
· Ensuring products reach customers safely, efficiently, and on time
Marketing and communications: 
· Promoting products/services through advertising
· Communicating with customers through websites, social media and other channels
Human resources:
· Recruiting employees with suitable skills/experience
· Providing training
· Providing professional development opportunities
· Helping maintain an effective, skilled and productive workforce 
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2
Lesson 2: Characteristics of organisations within the creative economy
Activity 2a: Organisational characteristics
1. As the organisations are introduced on the slides, complete the table by listing its characteristics. Carry out research to add additional characteristics.
	Organisation type
	Characteristics

	Sector skills bodies
	Not-for-profit
Industry experts
Develop standards
Improve workforce
Support industry
They support industries by helping establish professional standards, providing training opportunities, conducting research and supporting workforce development.

	Creative bodies
	Research and advocacy
Support
Promotion
Networking and collaboration
Education and learning
Development
Public engagement
Inclusion and diversity
They support, develop, advocate for and invest in the creative and cultural sectors.

	Micro-sized organisations and SMEs
	Size (often small-scale operations)
Limited number of employees
Owner-managed
Limited capital
Flexible and adaptable
Close customer relationships
Specialised products/services
They are smaller than corporations in terms of employees, revenue or assets.

	Corporations
	Owned by shareholders, who have limited liability (personal assets are protected) 
Shareholders/owners can change but the corporation continues to exist; ownership can be transferred 
Daily operations run by managers 
Profit-focused
Can raise capital
Have legal rights and responsibilities
Can own property and enter contracts
Can sue and be sued

	Limited companies
	Separate legal entity (exists independently from its owners) 
Limited liability
Can exist despite changes in ownership
Capital is divided into shares
Directors manage company on behalf of shareholders
Can raise capital through shares and loans
Must be registered and follow company laws
Profits paid to shareholders as dividends

	Not-for-profit organisations
	Exist to achieve a social, charitable, educational, religious, cultural or community purpose 
Separate legal entity
Overseen by board of directors or trustees
All excess revenue is reinvested back into the organisation
Funding from many different sources
Maintain a distinct accounting system
Many are exempt from paying tax

	Charities
	Non-profit organisations 
Operate in the voluntary sector to benefit society



2. Compare the characteristics of a corporation and a charity.
A corporation aims to generate profit through product sales, while a charity exists to provide public benefit and supports charitable causes.


Activity 2b: Identifying characteristics
Research the correct definition for each characteristic and write it in the middle column of the table below.
	Characteristic
	Definition
	Example

	Structure
	How the organisation is organised and managed
	A fashion corporation may have separate departments for design, marketing, production.

	Purpose
	Why the organisation exists
	A charity may exist to preserve traditional craft skills.

	Operating methods
	How it delivers products or services
	A jewellery maker may sell through craft fairs and online stores.

	Legal status
	The legal form of the organisation
	A limited company or charity

	Size
	Number of employees and scale of operations
	A design studio with less than 20 staff that has flexibility to adapt to change.

	Funding sources
	Where money comes from
	Product sales, grants, donations or investment



Activity 2c: Fire & Form Ltd
1. Fire & Form Ltd has expanded from 15 to 70 employees.
Name two organisational characteristics that may need to be reviewed as the business grows. Give one reason why each characteristic might need to change.
Students may choose different characteristics and give different responses.
Structure: 
(1) As employee numbers increase, the business may need additional management levels and departments, making communication and decision-making more complex.
(2) It becomes more difficult for leaders to supervise all employees directly, so responsibilities must be delegated and reporting lines formalised.
Purpose: 
(1) With more employees, it can be harder to ensure everyone understands and works towards the same business goals.
(2) Increased pressure to generate profit or satisfy investors may shift the focus away from the original purpose of the business.
Operating methods: 
(1) Producing goods for a larger customer base may require more standardised production processes, reducing the flexibility often found in a small craft business.
(2) Coordinating materials, production schedules, quality control and staff across a larger workforce become more challenging as the business grows.
Legal status: 
(1) A larger business may outgrow its existing legal structure and require a different legal status to support expansion.
(2) Changes in legal status can increase administrative, legal and regulatory responsibilities.
Funding sources: 
(1) Growth often requires additional finance for premises, equipment and staffing, making funding arrangements more complex.
(2) The business may need to seek funding from multiple sources, increasing financial management and reporting requirements.
2. Fire & Form Ltd wants to improve its workforce skills and grow its reputation within the craft and design industry.
Place a tick in the appropriate column of the table to indicate which type of body the business would approach to fulfil its ambitions.
	Need
	Skills sector body
	Creative body

	Improving employee skills
	
	

	Increasing publicity
	
	

	Networking opportunities
	
	

	Supporting creative growth
	
	



3. Give two reasons why Fire & Form’s flexible workforce helps the business respond to changes in demand.
Answers could include:
· Staff can perform multiple roles, reducing recruitment and staffing costs.
· Businesses respond quickly to changing customer demand and workloads.
· Employees cover absences, helping maintain productivity.
· Flexible teams support growth by taking on new responsibilities.
· Cross-skilled staff improve customer service and business resilience, helping SMEs adapt to market changes despite limited resources.
Plenary: Exam practice
Explain two characteristics of a not-for-profit organisation. (4 marks)
One characteristic of a not-for-profit organisation is that it operates to achieve social, educational or community aims rather than generating profit for owners. This means the organisation focuses on benefiting others rather than rewarding shareholders.
A second characteristic is that any surplus income is reinvested into the organisation and its activities. This allows it to continue supporting its objectives rather than distributing profits to individuals.
Consolidation: Organisation detective 
1. For each organisation, identify the type of organisation shown in each profile.
2. Provide one characteristic from each profile that helped you identify each organisation.
3. State the importance of that characteristic to the organisation.
Complete the table.
	
	Type
	Characteristic
	Importance

	A
	SME (limited company)
	Limited liability
	Protects owners financially beyond their investment

	B
	Charity
	Exists to provide public benefit
	Supports organisational aims rather than individuals

	C
	Creative body
	Develops and supports creativity in individuals and businesses
	Business development



4. A local council wants to fund a year-long creative community outreach programme.
Explain which organisation is most suitable to receive the funding.
A strong response would recommend Organisation B and could include the following points:
· Public benefit is central to its purpose.
· Its objectives include cultural and community outreach.
· Surplus finance is reinvested according to its corporate social responsibilities.
Students should acknowledge the strengths of Organisations A and C prior to reaching a recommendation. Alternative answers should be accepted if supported by evidence.
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Lesson 3: How creative products and services make money
Activity 1: Understanding monetisation models
1. Identify the correct monetisation model for each description in the table.
	Description
	Monetisation model

	Customers pay a monthly fee to receive exclusive products, services or content.
	Subscription

	A jewellery maker creates a bespoke bracelet following a customer’s design brief.
	Commission

	A ceramicist sells original vases through their own website and online marketplace.
	Self-generated

	A textiles and fashion maker sells digital patterns, accepts client commissions and runs a membership scheme.
	Combined

	A customer pays for a custom-designed wedding ring.
	Commission

	A furniture designer sells their own collection directly to customers.
	Self-generated



2. Argent & Co. makes jewellery, but how it chooses to sell that jewellery could completely change its chances of success. Why?
Different monetisation models affect revenue, profit, creative control, financial stability and risk. Choosing the right model can help a business grow, while choosing the wrong model could reduce income or increase risk.







Activity 2: Benefits and challenges of different monetisation models
Read each statement and decide whether it is a benefit (B) or a challenge (C) of the monetisation model shown.
Complete the final column by explaining why this is the case.
	Monetisation model
	Statement
	B or C
	Why?
(include a comparison and judgement)

	Commissioned
	Customers have already requested the product before it is made.
	B
	There is already a buyer for the product, reducing the risk of unsold products. Compared to the self-generated model, income is more secure because demand exists before production. Therefore, this is beneficial for reducing financial risk.

	Self-generated
	The creator decides what products to design and sell.
	B and C
	The creator has maximum creative control because they make all design decisions. Compared to the commissioned model, there is greater freedom and originality. This is beneficial for creators who prioritise creativity and brand identity. However, the challenge lies in depending on one person.

	Subscription
	Customers make regular monthly payments.
	B
	Recurring payments provide predictable income and improve financial stability. Compared to commissioned and self-generated models, revenue is often more consistent. Therefore, this is beneficial for business planning.

	Commissioned
	Customers may ask for multiple design changes.
	C
	With commissions, revisions to designs can increase workload, time and costs. Compared to the self-generated model, the creator has less control over the final product. Therefore, this can make commissioned work more demanding and challenging to manage.

	Self-generated
	The business may create products that do not sell.
	C
	Time, materials and money may be wasted if customers do not buy the products.

	Subscription
	Subscribers may cancel their memberships.
	C
	The business could lose recurring income and must continuously provide value to keep subscribers.



Activity 3: Decision-making task and pitch preparation
1. Using your understanding from L3 Activity 2, recommend the single option that should receive the £15,000 investment.
Option A: Expand commissioned wedding jewellery
Strengths
· Customers have already requested the product, reducing uncertainty.
· Bespoke wedding jewellery may command higher prices.
· Strong customer relationships can be developed through personalised service.
Weaknesses
· Customer requirements may limit creative control.
· Income depends on securing a steady flow of commissions.
· Design changes requested by customers may increase workload and costs.
· Quite a niche area so there is uncertainty in terms of how much it would boost overall profits.
This option reduces the risk of producing products that do not sell. This makes it sustainable, but financial stability depends on maintaining a consistent stream of commissions.
Option B: Launch a subscription club
Strengths
· Regular payments can provide predictable recurring income.
· Long-term customer relationships can be developed.
· Improved financial stability may support future business planning.
Weaknesses
· Customers may cancel their subscriptions.
· The business must continually provide value and change to retain members.
· Managing exclusive offers and member benefits may increase workload.
· Extra associated costs (regular postage, etc.) would need to be factored in.
This option offers the strongest potential for financial stability, provided Argent & Co. can maintain subscriber interest and retention.
Option C: Create a new self-generated luxury collection
Strengths
· Argent & Co. retains full creative control over designs.
· Provides the opportunity to strengthen brand identity and showcase creativity.
· Successful collections may generate significant sales revenue.
Weaknesses
· There is no guarantee that customers will purchase the products.
· Upfront investment is required before income is received.
· Sales may fluctuate significantly.
This option provides the greatest creative freedom but carries the highest risk because products are developed before customer demand is confirmed.
2. Prepare a 60-second pitch explaining and justifying your recommendation. 
Be prepared to deliver your pitch to the class. 
In their pitches, students should include:
· Recommendation: clearly stating which option they recommend.
· Evidence: referring to at least two criteria from the decision matrix.
· Benefit: explaining one advantage of the chosen option.
· Challenge: acknowledging one potential limitation or risk.
· Judgement: explaining why the chosen option is better than at least one alternative.
A possible pitch and structure could be:
· Recommendation (10 seconds): We recommend Option B, launching a subscription club.
· Evidence (15 seconds): This option provides greater financial stability because customers make regular payments. 
· Benefit (10 seconds): This would help build long-term customer relations.
· Challenge (10 seconds): However, customers may cancel their subscriptions if they do not see enough value.
· Judgement (15 seconds): Overall, we believe Option B is more suitable than Options A and C because the predictable income outweighs the risks and supports long-term business growth.
Plenary: Exam practice
Discuss the factors a craft maker should consider when deciding whether to introduce a subscription service. (9 marks)
A craft maker should consider financial stability when deciding whether to introduce a subscription service. Subscribers make regular payments, which can provide a more predictable income than relying on occasional sales. This may help the business plan and generate future growth. However, the craft maker should also consider customer demand. If customers do not believe the subscription offers good value, they may choose not to subscribe or they may cancel their memberships. This could reduce income.
Another factor is creative control. The craft maker can still design their own products and membership benefits, but they may need to consider what subscribers expect to receive each month. This could influence future creative decisions. The level of risk should also be considered. A subscription model can reduce the risk associated with unpredictable sales, but there is still a risk that customers will cancel if they are dissatisfied.
Overall, a subscription service can provide greater financial stability and help build long-term customer relationships. However, its success depends on customer demand and the craft maker’s ability to provide ongoing value, so these factors should be carefully considered before introducing the service.
Consolidation: Monetisation in action
1. For your chosen creative business, complete the information table.
Student’s own findings.
2. Identify the monetisation model(s) used.
The correct monetisation model/s identified, based on the student’s information table.
3. Based on what you found:
a. Which monetisation model does the business appear to rely on most?
The business appears to rely mainly on self-generated sales because most products are sold directly through its website.
The business appears to rely mainly on commissioned work because bespoke projects are prominently advertised.
b. What is one potential benefit of this model?
· Self-generated → high creative control
· Commissioned → guaranteed customer before production
· Subscription → predictable recurring income
· Combined → multiple income streams reduce dependency on one source
c. What is one potential challenge of this model?
· Self-generated → products may not sell
· Commissioned → customer changes can increase workload
· Subscription → members may cancel
· Combined → more complex to manage
d. Would you recommend introducing another monetisation model? Justify your response.
Strong responses might include statements such as:
Yes, because introducing a subscription model could provide more predictable income.
or No, because the business already uses a combined model which balances creative control, financial stability and risk. 
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