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These notes are the teacher-side pair to teacher_pacing_guide.md . Four things live here: (1) what each unit
explicitly does not test, so you don’t spend scarce days over-teaching; (2) the misconceptions we see most often
per unit, and the correction that sticks; (3) which of our cases and worked examples play best live in class; (4)
how to run the three practice papers and the FRQ bank as an exam-prep engine.

A note on sourcing: the scope boundaries below come from the official framework’s exclusion statements, which
the book flags in Beyond the Exam boxes at the exact spot a teacher (or an eager student) would be tempted to
go further. When a student asks “do we need to graph this?”, the fastest answer is to point at the box.

1. Scope and exclusion reminders, unit by unit

The framework is unusually explicit about what is off the exam. Teach to the boundary, mention what lies beyond
it in one breath, and move on.

Unit 1 — Businesses, Competition, and New Ideas (Ch 1-8)

* No supply-and-demand graphing (Topic 1.2). The framework excludes supply/demand graphs. Students
must understand that competitive markets settle at a prevailing price and that sellers want higher prices while
buyers want lower ones — verbally and conceptually, never as curve-shifting exercises. If you also teach AP
Economics, resist the urge to import your graphs; the book’s Beyond the Exam box in Chapter 2 says exactly
this, and tells econ-bound students where the topic will matter.

+ Organizational-structure taxonomies are not Topic 1.7 content. Flat vs. functional vs. divisional vs. matrix
structures, and span of control, are classic intro-business material — and not what this course tests. Topic
1.7 is the four ownership types (sole proprietorship, partnership, LLC, corporation) plus the core departments
and their roles. Chapter 7 carries a Beyond the Exam box drawing this line.



« Stay concrete on barriers to entry (IP, regulation, supplier access, startup costs, scale pricing) and the
monopoly definition — no market-structure theory beyond that.

Unit 2 — Marketing (Ch 9-14)

* No price-elasticity calculation (Topic 2.5). Students need the concept — elastic demand means quantity
responds strongly to price, and high responsiveness means little pricing power — but the framework excludes
the percentage-change computation. Chapter 13’s Beyond the Exam box handles the hand-off to AP
Economics. On quizzes, ask “which product most likely has inelastic demand and why,” never “calculate the
elasticity.”

» Don’t under-teach Cialdini. The flip side of exclusions: all seven principles of influence (scarcity, authority,
consensus, liking, reciprocity, consistency, unity) are individually named in the framework and all are fair
game. Unity is the one classes skip and the one that surprises on test day. Chapter 10 gives each principle its
own card — use all seven.

* Keep the six product-development stages and the four life-cycle stages as the framework names them; there
is no need for extended-marketing-mix (7 Ps) content, which the framework doesn’t include.

Unit 3 — Personal and Business Finance (Ch 15-21)

» Income-statement scope is tightly fenced (Topic 3.6). The framework excludes: net-sales/returns
adjustments (students work from a single revenue line), the internal composition of COGS (they’re given a
COGS number, never asked to build one), non-operational income and expenses other than interest, and
anything below the net-profit line (no EPS, no dividends-per-share). What is tested: the ladder Revenue —
Gross profit — Operating profit — Pretax income — Net profit, the three margin ratios, and percentage
change. Chapter 19 carries Beyond the Exam boxes at both temptation points (net sales; COGS breakdown).
If you have an accounting background, this is the unit where over-teaching is most likely — a full debit/credit
or inventory-costing detour costs days and earns zero exam points.

» Keep Topic 3.1’s savings-vehicle set to what's listed (savings accounts, money market accounts, CDs, plus
the “not insured” warning on non-traditional vehicles) and Topic 3.2 to consumer-level credit — no
amortization tables.

Unit 4 — Management and Strategy (Ch 22-24)

* No formal exclusion statements here, so the discipline is additive restraint: the tested toolkit is the four
management functions, the named leadership styles, KPIs and SMART goals, the decision-making process,
all five of Porter’s forces, and SWOT. Popular frameworks adjacent to these — growth-share matrices,
product/market expansion grids, detailed motivation theories — are not in the framework, and every day
spent on them is a day taken from Unit 3 calculations or FRQ practice.

* Do insist that students can run Five Forces and SWOT on a scenario, not just recite them — Unit 4 feeds the
Business Decision FRQ.

Unit 5 — Personal Goals, Budgeting, and Investing (Ch 25-27)

 Tax brackets: concept, not computation (Topic 5.1). Students must understand marginal rates
conceptually — above all, that “moving into a higher bracket” does not re-tax all of your income — but the
framework does not require bracket-by-bracket arithmetic. Chapter 25 includes one worked illustration purely
to make the concept click, with a Beyond the Exam box telling students not to drill multi-bracket
computations. Quiz the idea (“Why is Jordan'’s effective rate lower than his top marginal rate?”), not the math.

* Rule of 72 is tested and is the intended level of compounding math — students should not need exponent-
driven future-value formulas.



» Keep deductions to the named payroll set (federal and state income tax, Social Security, Medicare); a full tax-
return walkthrough (credits, itemizing, filing statuses) is beyond scope.

2. The misconceptions that cost the most points

Listed per unit, with the correction that we’ve found actually sticks.

Unit 1

* “Customer and consumer are the same thing.” Correction: run the pet-food test — who pays (customer)
vs. who uses (consumer). Recur to it every time a case features gift-buying, B2B, or parents buying for kids.

Chapter 1 sets this up.

* “Creating value and capturing value are one step.” Students describe a great product and stop. Correction: a
business that solves a real problem at a price below its cost creates value and captures none — and dies.
Make “...and how do they capture it?” a reflex follow-up question.

* “Monopoly = any big company.” Correction: it's about absence of rivals and barriers, not size. Contrast a huge
firm in a crowded market with a small firm that owns the only local license.

* “Nonprofits don’t earn revenue.” Correction: they can and do — the surplus is reinvested in the mission rather
than distributed. Chapter 5’s organization-type table settles it.

Unit 2

* “Targeting a segment means giving up customers, so broad appeal is safer.” Correction: the framework itself
states targeting is more effective and less costly. Case 7 in case_study_bank.md (the salsa brand) exists to
dramatize this.

* “Demographics vs. psychographics” gets scrambled constantly. Correction: demographics are census facts
(age, income, location); psychographics are inner life (values, interests, lifestyle). “Could a government form

ask it? Demographic.”

* “Penetration pricing = predatory pricing.” Correction: penetration is a legal launch strategy (low now, raise
later); the illegal pricing behaviors in scope are collusion, gouging, and discrimination by protected status
(Chapter 13).

* “Elastic/inelastic” reversed. Correction: anchor to “elastic stretches” — quantity stretches when price moves.
Insulin vs. one soda brand is the pairing that sticks.

* “The product life cycle tracks the company.” Correction: it tracks a product’s demand; a healthy company
manages a portfolio at different stages (Chapter 12’s curve).

Unit 3

* “Profit = cash.” The single most valuable correction in the course. A firm can be profitable and still run out of
cash (timing of receipts vs. expenses). Run Case 13 (case_study_bank.md, “The income statement that
doesn’t match the cash”) the same week you teach Chapter 21.

* “Revenue = profit.” Students read the top line as the win. Correction: walk the Chapter 19 waterfall until the
reflex is “revenue is where the story starts.”

* “Gross, operating, and net margin are interchangeable.” Correction: each margin answers a different question
(product economics — running the business — the bottom line). Drill with formula_reference_sheet.md

and MCQ Set 5.



* “Carrying a credit-card balance builds your score” / “checking my own score hurts it.” Both false; both
common. Correction in Chapter 16: on-time payment history and low utilization build scores; self-checks are
soft pulls.

* “A balance sheet shows a period of time.” Correction: income statement = video (a period); balance sheet =
photograph (a point in time). Cheap metaphor, high retention.

Unit 4

* “There’s one best leadership style.” Correction: the framework treats styles as situational tools; ask “which
style fits this scenario and why,” mirroring how FRQs frame it.

* “Sand Wvs. O and T get mixed.” Correction: Strengths/Weaknesses are internal (you control them);
Opportunities/Threats are external (the environment). If a student writes “a competitor's new product” under
Weaknesses, that’s the tell.

* “Competition just means my rivals.” Correction: Porter’s point is that suppliers, buyers, substitutes, and
potential entrants all squeeze profitability too. MCQ Set 8 (StreamFit) tests exactly this.

* “KPIs are only financial.” Correction: retention, satisfaction, and market share are named non-financial KPIs in
the framework (Chapter 22).

Unit 5

* “A raise info a new bracket can lower my take-home pay.” The classic. Correction: only the dollars above the
threshold are taxed at the higher rate — Chapter 25’s worked illustration exists for this single myth. (Concept
only; no bracket drills — see Section 1.)

* “Gross pay is what I'll receive.” Correction: run MCQ Set 9 (Jordan’s Pay Stub) and have students find every
deduction line.

* “The deductible is what | pay every month.” Correction: premium = the subscription; deductible = your share
before coverage kicks in; copay = the per-visit slice (Chapter 26).

* “Roth vs. Traditional is just branding.” Correction: it's when you pay tax — now (Roth) or later (Traditional).
“Pay tax on the seed or on the harvest” lands well with 16-year-olds (Chapter 27).

* “An emergency fund belongs in the stock market — it grows faster.” Correction: emergency funds trade return
for liquidity and safety; investing is for goals with a time horizon (Chapters 26-27).

3. Which cases and worked examples to run live

You have three tiers of case material. Use them for different jobs:

1. Unit-opening print cases (Appendix B) — five cases, one per unit, already in every student’s hands. Best
as the first-week hook for each unit.

2. case_study_bank.md (8 cases written so far, building toward the full 30-case lineup) — each with a
worksheet, MCQs, a short FRQ, and a full key. Best as structured class work: pairs or small groups,
worksheet first, then the MCQs cold, then debrief with the key.

3. essential_cases.md (the 23 CED-named real companies) — mapped to topic and learning objective with
three original discussion questions each. Best as 10-minute discussion openers on the day you teach that
topic; they also inoculate students against exam items that name these companies. Appendix M in the print
book is the student-side quick reference.



Our strongest in-class picks per unit (all scheduled in the pacing guide):

* Unit 1: Case 1 (Stitch Pop-Up — should the founder quit her job?) as the unit-review capstone: it forces
value capture, risk, and organization type into one decision. Case 6 (solo prop or LLC?) right after Chapter 7.
Discussion openers: Bombas (1.1), Incredible Health (1.2), Corley Plumbing (1.3).

* Unit 2: Case 7 (who is really our customer?) — the best segmentation argument-starter in the bank. Case 9
(the price test that surprised the founders) pairs with Chapter 13 and MCQ Set 4, which share the A/B-price-
test premise. Openers: New Coke (2.3) and siggi’s (2.4) reliably fill a room.

* Unit 3: Case 13 (the income statement that doesn’t match the cash) is non-negotiable — it's the profit-vs.-
cash misconception in narrative form. Case 20 (60- vs. 72-month car loan) makes borrowing costs visceral.
The two-part DK Coffee Lab sequence (3.4 — 3.5in essential cases.md ) works as a running storyline
across two class days. Chapter 19’s worked margin example is your document-camera lesson.

* Unit 4: Case 24 (a SWOT that became a layoff decision) shows students that frameworks have
consequences — run it before the unit test. MCQ Set 7 (Northgate Fitness) doubles as a KPIl-dashboard
reading lesson if you project it.

* Unit 5: Case 30 (the first paycheck and the 50/30/20 rule) is the most personally relevant case in the book —
many students are holding their own first pay stubs. Follow with MCQ Set 9.

Early finishers and honors sections: financial advisor_profiles.md has additional households beyond the
print book’s Martinez family, and teacher_discussion_prompts.md has extension prompts per unit plus
alternative project formats.

4. Running the practice papers and FRQ bank

You have three full-length papers in the official format (60 MCQs / 70 min, then the 25-minute Business
Canvas Validation FRQ plus three 65-minute FRQs) and a 21-prompt FRQ bank organized by chapter and by
official type.

Spacing. Do not stack all three papers in the final week. The schedule that works (built into the pacing guide’s
Days 76—90):

* Paper 1 (print book, Appendix E) immediately after Unit 5 — the diagnostic. Score it with the answer key’s
unit tags and have each student log misses by unit. This drives the remediation day.

* Paper 2 (practice_paper_2.md ) roughly a week later — the checkpoint. Same industries never repeat
from Paper 1, so it’s a clean second read.

* Paper 3 ( practice_paper_3.md) in the final week — the dress rehearsal, run under the strictest timing you
can manage. Remind students the real exam is digital; Appendix D covers the format.

Between papers, drill by FRQ type, not by topic. The four official types reward different moves (Appendix C
teaches students to identify the type in the first ten seconds). After Paper 1, sort your class by weakest type and
assign from extra_frg_practice.md accordingly:

* Business Canvas Validation weakness — business_canvas_validation_practice.md Prompts 1-6
under 25-minute timing, self-scored on its 10-point rubric. This FRQ is about their own project, so rehearsal is
the only preparation that transfers.

* Personal Finance weakness — the Personal Finance prompts in the FRQ bank plus a fresh household from
financial_advisor_profiles.md.



* Business Concept Application weakness — the bank’s application prompts plus re-reading the relevant
chapter’s Key Concept boxes — this type punishes vague vocabulary.

* Business Decision weakness — the bank’s decision prompts; require the criteria — alternatives —
recommendation structure from Chapter 23 every time.

Scoring economy. Every paper and every bank prompt ships with scoring guidelines. Grade FRQs with
students in the room when you can — reading the guideline aloud while they self-score their own response
teaches more rubric literacy per minute than anything else in the course.

The last 48 hours. Point students at Appendix L (Last 24 Hours Cheatsheet), the formula sheet (Appendix H /
formula_reference_sheet.md ), and Appendix M’s named-case table. Nothing new gets taught after Paper 3
— only consolidation.
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