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Overview
This subject assessment advice, based on the 2025 assessment cycle, gives an overview of how students performed in their school and external assessments in relation to the learning requirements, assessment design criteria, and performance standards set out in the relevant subject outline. It provides information and advice regarding the assessment types, the application of the performance standards in school and external assessments, and the quality of student performance.
The Subject Renewal program has introduced changes for many subjects in 2025; these changes are detailed in the change log at the front of each subject outline. 
School Assessment
Teachers can improve the online moderation process by:
ensuring all student materials are uploaded correctly and labelling of work corresponds with the correct task
including marks sheets and comments for student work
ensuring all LAPs and tasks meet the requirements of the most current subject outline
thoroughly checking that all grades entered in Schools Online are correct, and accurately reflected in the corresponding Performance Standards Record shading
ensuring that the Performance Standards Record shading is an accurate reflection of the mark sheets and shaded performance standards 
ensuring all assessment tasks, any relevant VMMs, LAPs etc. are uploaded and that any changes to LAPs have been recorded in the addendum. Where individual student variations have been implemented these should be recorded in a Variation to Moderation Materials (VMM) form. 
Assessment Type 1: Business Skills
Students are required to complete three business skills tasks which demonstrate learning across all four learning strands and cover at least two contexts selected for study. At least one business skills task should be a collaborative task.
Teachers can elicit more successful responses by:
ensuring students provide evidence across three Business Skills Tasks as per the Subject Outline
ensuring the assessment program covers at least two contexts from Designing, Sustaining, and/or Transforming
providing students with opportunities to demonstrate learning using diverse, creative approaches and encouraging innovative development of their work
facilitating collaboration in at least one task, as required by the subject outline
encouraging collaboration with a diverse range of stakeholders, including peers, external partners, or industry where possible
designing tasks that enable students to identify and explore real-world, relevant problems, apply design-thinking processes, undertake meaningful research, and generate quality business intelligence to inform decisions and propose solutions
supporting students to use a variety of business tools strategically to develop and apply business intelligence relevant to their chosen context
designing tasks that target fewer assessment design criteria, so students can delve deeper into each area and demonstrate higher-order thinking.
The more successful responses commonly:
established a clear customer focus and genuine real-world problem relevant to the context
used a range of models and tools to refine their understanding of customer needs and to test and develop viable solutions
demonstrated iteration and validation of solutions through multiple feedback loops and different mediums
evaluated the desirability, feasibility, and viability of proposed solutions using customer-focused approaches and evidence from business intelligence
generated, extracted, and utilised quality business intelligence, gathered using tools specific to the task, to their ideas and decisions
presented clear evidence of iterations and pivots, supporting decisions with comprehensive business intelligence and analysis
communicated insights and decision-making in succinct, lean, and creative formats, making effective use of infographics, visuals, and innovative presentation styles
integrated effective communication methods such as audio, web-based formats, visuals, or diagrams, and applied appropriate business innovation terminology
demonstrated innovation or value-add in Sustaining and Transforming contexts, providing detailed, specific examples of business model enhancements rather than just listing recommendations
went beyond identifying solutions to show exactly how their proposals would meaningfully enhance or transform the business
validated their work by demonstrating application of customer-focused approaches—including identifying customer needs, market gaps, and the limitations of current solutions
interpreted and critically evaluated business intelligence, applying relevant decision-making tools, and clearly communicated reasoning and outcomes
directed their communications, reports, or advice purposefully to specific stakeholders, reflecting an understanding of those stakeholders’ needs and perspectives
engaged effectively with a variety of relevant stakeholders, extending beyond classroom peers to include industry, business, or community input where possible
critically analysed and evaluated challenges and opportunities in the digital age, assessing how digital disruption and trends could affect their business, with strategies to mitigate risks and seize opportunities
were discerning in their analysis and evaluation of relevant social, economic, environmental, ethical, and/or political factors
demonstrated strong attention to Finding and Solving Problems criteria by accurately identifying and addressing genuine customer needs and authentic business problems.
The less successful responses commonly:
relied heavily on teacher-provided scaffolds and templates, or generic tools, limiting independent development and refinement of ideas relevant to the student’s chosen business or concept
addressed problems without using a customer-focused mindset or omitted meaningful stakeholder engagement, assumption testing, or solution validation, resulting in shallow analysis and evaluation
included limited or generic use of business intelligence and decision-making strategies, with minimal analysis of findings specific to their context
demonstrated a lack of market insight, often proposing solutions that already exist without testing or refining them in consultation with stakeholders or customers
selected transformation projects but failed to provide evidence of meaningful or innovative transformation
defined or described the tools and processes used without evaluating or applying the insights gained from them to advance their business solution
conducted generic market research, PESTLE, or SWOT analyses without tailoring findings or strategies to the particular business, problem, or customer, missing critical context-specific evaluation
presented work that was not directed at a specific stakeholder, leading to generic responses lacking detail and targeted supporting evidence
dedicated excessive word count or presentation time to theory, tool definitions, or broad content, rather than focusing on the analysis and use of business intelligence to inform decision-making
maintained a single prototype, idea, or solution without evidence of iteration or improvement, even when feedback or data suggested a need for change therefore not meeting the Contextual Application criteria
limited collaboration to basic group work with unclear individual contributions, reducing opportunities for personal analysis, deeper evaluation, or presentation of unique insights
exceeded prescribed word count/time limits, or submitted additional work outside a task’s intended multimodal parameters
submitted consultancy-style reports for transforming a business without applying a customer-focused approach or demonstrating iterative validation and business intelligence to support recommendations
submitted consultancy reports that were based on internet research and included no data or insights gathered from stakeholder engagement
proposed recommendations or changes that were unsupported by relevant data, customer validation, or real-world context
failed to identify or address significant opportunities or challenges in the digital age, or did so only through generic, surface-level responses.
Assessment Type 2: Business Model
The Business Model has two parts, the business model development, and the business model evaluation.
Students can work either individually or collaboratively to develop a viable business model and individually evaluate the business model and its development.
Each student presents an individual evaluation of the business model. This evaluation should be supported by evidence of the development of the business model, identifying the business intelligence they have generated to support/validate/pivot their assumptions and reflecting upon the desirability, feasibility, and viability of the solution.
Teachers can elicit more successful responses by:
supporting students to adopt an integrated approach to business model evaluation, enabling them to showcase analysis, innovation, and decision-making specific to their chosen business context
encouraging students to move beyond simple descriptions or definitions of business tools, guiding them to extract, explain, and apply the business intelligence generated (e.g. using the Business Model Canvas, SWOT, or customer validation) to inform and justify decisions
prompting students to demonstrate meaningful collaboration with a diverse range of both internal and external stakeholders, and to show clearly how stakeholder input has influenced pivots and improvements in their model
ensuring all assessment design criteria in the subject outline are addressed, including evidence of Contextual Application and in-depth Analysis and Evaluation
providing clear guidance about word count requirements and helping students focus on depth rather than breadth—reminding them that exceeding maximum word count can limit the clarity and quality of responses
encouraging an iterative approach where students not only explain key pivots and transformations, but also critically evaluate the collective impact of those changes on the overall business model, rather than treating pivots in isolation
reinforcing the expectation that students validate their business models using authentic research and customer/stakeholder feedback, clearly demonstrating how evidence supports or challenges assumptions
supporting students to use both qualitative and quantitative business intelligence (e.g. customer survey data, market testing, prototype feedback, financial models) and to explain how findings shaped the evolution of their business model
guiding students to present analysis of both internal and external factors (such as digital disruption, social or environmental trends) in a way that is targeted and specific to their business, rather than generic overviews
prompting students to focus on presenting their conclusions and decisions with reference to the evidence gathered, and to avoid recounting all steps or including full tools in their submission
reminding students to maintain academic integrity, clearly referencing all data sources, and avoiding undiscerning use of content generated by AI or from third parties.
The more successful responses commonly:
understood that the task required critical evaluation of their business model using explicit, relevant examples, rather than detailed descriptions of every business model element
distinguished between the use of the Business Model Canvas as a supporting tool and the actual business model itself, integrating insights from the tool rather than presenting the tool for assessment
recognised that portfolios and full sets of business tools are not directly assessed, instead succinctly extracting, and applying the most relevant business intelligence generated
demonstrated how business intelligence from research, stakeholder engagement, and development portfolios directly informed decision-making and justified pivots or changes
strategically managed the development and iterative refinement of their business model using a suite of relevant tools (e.g. GANTT charts, risk analyses, PESTLE, SWOT, cost-benefit analysis) as part of a deliberate decision-making process
presented clear, targeted evaluation and analysis, using key examples from project management and decision-making tools to support their major conclusions
conducted purposeful and targeted market research—integrating findings into the planning, refinement, and validation of their business model
evaluated and validated the desirability, feasibility, and viability of their business model through the effective use and explanation of business intelligence
critically analysed the strengths and weaknesses of the business model, providing balanced, evidence-based judgments focused on the most significant features or potential pivot points
selected and evaluated only the most relevant pivots and iterations, using these as focal points for deep analysis rather than attempting to cover all aspects
explicitly discussed future business plans and addressed how planned changes could impact the risk profile, sustainability, or growth potential of the business
took advantage of multimodal presentation opportunities, effectively using digital platforms or visual tools (e.g. infographics, Padlet, Prezi, Thinglink) to communicate key findings, demonstrate evaluation, and engage the audience
identified and evaluated the impact of digital disruption and emerging trends within their industry context, proposing relevant digital strategies or transformations to capitalise on opportunities and mitigate challenges
showed evidence of authentic stakeholder engagement (including customers, experts, and other external parties), using feedback for validation and to inform meaningful pivots or refinements in the business model
presented concise, focused work that avoided unnecessary repetition or inclusion of unassessed appendices, directing all analysis and justification to the main body of the submission
maintained academic integrity by referencing all sources of business intelligence, research, and feedback, and by demonstrating an authentic, student-driven evaluation process.

The less successful responses commonly:
exceeded the prescribed word count; often providing lengthy descriptions and leaving evaluation to the end which then fell outside of the word count
failed to ensure all evidence and justification were contained within the main response or referenced material contained in appendices which are not accessed or assessed by markers to support analysis
described tools (such as the Business Model Canvas, SWOT, PESTLE) or included definitions and theory, rather than critically evaluating how business intelligence generated from these tools informed the evolution of their business model
focused on recounting the process, what was done, or the steps taken, rather than explaining decisions, analysing key pivots, or justifying changes based on evidence
addressed assessment criteria or dot points individually and in isolation, rather than holistically evaluating the development of the business model as an integrated whole
limited collaboration to group work with unclear roles, or failed to meaningfully engage with relevant internal or external stakeholders; as a result, business models lacked real insight from diverse sources
presented or relied on generic, unanalysed, or irrelevant market research/business intelligence, rather than applying and interpreting findings specific to their own business model
provided business models that reflected personal assumptions or opinions, with minimal validation or consideration of customer and market needs
did not demonstrate or explain pivots, iterations, or significant changes, or failed to evaluate the impact of such changes on the overall business model
failed to analyse or make judgments about the desirability, feasibility, and viability of their business model, or only superficially addressed these aspects
ignored or provided only surface-level discussion of key internal and external factors (e.g. social, economic, environmental, ethical, or digital age considerations), without clear analysis or strategies to respond to these factors
included SWOT or other analyses as stand-alone sections, without linking findings to the iterative development, justification, or transformation of the business model
for transforming businesses, presented the current state rather than offering or evaluating a genuine transformation or digital innovation appropriate to contemporary market conditions
repeated information—including decisions or actions taken—without critically examining why those decisions were made or how evidence and feedback shaped model development
presented visually appealing formats or digital tools without effective explanation, commentary, or analysis to support the evaluation of the business model.
External Assessment
Teachers can elicit more successful responses by:
ensuring students are clear on the expectations outlined in the Subject Outline; it is not expected that all elements of the business plan are covered equally, students should focus on the most relevant aspects for their context
encouraging students to present work in creative and innovative ways, especially when using lean or multimodal formats
ensuring that evidence for both the business plan and pitch is submitted for each student, as each component is assessed against different criteria
uploading a replacement document in Schools Online, where a student has not submitted both a business plan and pitch, which includes the student registration number and a statement that the task has not been submitted
supporting students to demonstrate evidence of validation and refinement of their business model/plan, using authentic feedback and data where possible
prompting students to integrate business concepts and frameworks clearly when analysing and justifying decisions.
Assessment Type 3: Business Plan and Pitch
Students individually complete one business plan and pitch within one context.
A business plan builds on the information contained in a business model. It is a document that describes the goals and objectives of a business and the strategies it will use to achieve these. It is a road map to provide direction and a reflective tool to measure progress and future direction.
Students create and present a pitch to support and promote their business plan to an audience of potential stakeholders. The pitch outlines the key elements of the plan, specifically the value proposition, the purpose and goals of the business and the future aspirations of the business.
PLEASE NOTE: AI generated Pitches do not meet the Communication Criteria that students are being assessed against. 
The more successful responses commonly:
clearly established the need for the business or solution with evidence of the problem and analysis of why it needed solving
strategically selected and thoroughly evaluated the most relevant elements of the business plan for their specific context, without attempting to address every element from the Subject Outline
iteratively refined their business model or plan in response to genuine research findings and stakeholder feedback, explicitly showing how ideas changed over time ("pivot points")
critically analysed and linked insights from tools (e.g. SWOT, PESTLE) to specific business decisions, rather than simply describing or attaching tools
focused on innovation or value-add, explaining how their solution differed from existing alternatives
included and justified realistic financial details, with clear explanations of assumptions, projections, and simple calculations (like break-even point) to demonstrate understanding
addressed feasibility and contingency planning, outlining steps to take if things did not go as expected
ensured regular and meaningful engagement with customers, experts, or stakeholders, and used feedback to inform the business model
evaluated relevant internal and external factors (such as social, economic, digital, environmental, ethical, legal), explicitly linking these to business decisions
addressed and proposed clear strategies for market risks and opportunities, especially those arising from digital disruption
included specific, measurable targets and outlined actionable, justified strategies to support future direction
presented information concisely and clearly, using effective and creative formats such as infographics, visuals, websites, or analytical dot points
tailored and structured the business plan to suit the business, ensuring all essential content was in the main section rather than appendices or portfolios, and did not rely on a traditional business plan scaffold
were discerning in the selection and use of business intelligence to develop and evaluate their business model or plan
demonstrated a clear research focus, supported by customer interviews and/or data, justifying pivots or changes as needed
focused on areas relevant to their business model and its future direction, only including conclusions or insights pertinent to the model
used a lean presentation style, utilising visual elements such as graphics, charts, and flow diagrams to communicate information
collaborated effectively with a range of stakeholders, using insights to develop a future-ready business plan
provided examples of proposals or prototypes, explaining their functions, and including customer feedback
evaluated strategies and analysed how external factors, such as market trends and competition, influenced the business plan's development
articulated potential opportunities and challenges for the business in the digital age and proposed mitigation strategies to address risks.
The less successful responses commonly:
relied on a scaffold/template or requirements from the previous Business and Enterprise subject, resulting in generic, largely theoretical plans, and surface-level analysis rather than a plan that reflected independent development
used business intelligence (BI) that is generic, not directly connected to real customer or stakeholder engagement, or not tailored to the specific business context
included large amounts of unanalysed information, tools, or business intelligence in appendices or reports without extracting or integrating meaningful insights
explained business theory, gave definitions, or described tools (e.g. Business Model Canvas, Value Proposition Canvas) instead of focusing on key findings and their impact on decisions
developed plans that are simply collections of research or theory without clear links to decision-making, market need, or innovation
included excessive or unnecessary financial information, or demonstrated confusion about financial terminology/concepts, overshadowing the strategic narrative of the plan
duplicated information presenting the same information in the pitch as was presented in the plan
exceeded word/time limits by including irrelevant and unnecessary detail
presented pitches and reports that were not multimodal or that repeated business plan content without new insights or added value
attempted to address every possible business plan element, instead of strategically selecting what is most relevant for their business
attempted to “transform” a business by describing existing practices, rather than genuinely innovating, or responding to new opportunities and risks, especially in relation to the digital age
used generic tools and strategies (SWOT, PESTLE, risk, etc.) without tailoring analysis, impact, or responsive actions to their specific business model/plan
provided superficial, generalised discussion without supporting business intelligence to validate their proposed product or solution
focused on theory of concepts, industry generalities, or existing business information rather than actual analysis and innovation relevant to their proposal
lacked clear identification or outline of their business concept and demonstrated minimal engagement with a customer-focused approach to finding and solving problems
demonstrated limited evidence of validating customer assumptions, stakeholder engagement, or iterative development (pivots) of the business model/plan
included unnecessary information (e.g. executive summaries, definitions of terms, or lengthy registration process explanations)
presented plans for solutions/products with no evidence of innovation, added value, feasibility, or customer testing
failed to address or evaluate how digital opportunities/risks or relevant external factors (social, economic, legal, environmental, ethical) impact their business
recounted actions taken instead of evaluation of decisions made and their strategic impact
used basic, undeveloped KPIs (e.g. profit only), lacking data-driven goals or strategy reference
did not seek valuable stakeholder feedback or consider feasibility/viability of proposed solutions
submitted material (tools, templates, AI-generated text) without critically evaluating or extracting relevant business intelligence for their proposal.


Pitch
The more successful responses commonly:
reflected a clear purpose – to persuade stakeholders
addressed the pitch to a specific stakeholder or audience, tailoring tone, and content to their needs and concerns
clearly identified and articulated the customer’s problem or need and persuasively showed how the proposed solution addressed it
presented a distinct value proposition or point of difference from competitors or existing solutions
integrated feedback and business intelligence from stakeholders (such as customers or experts) to justify and refine their solution
included clear links between supporting evidence/data and claims about the solution’s viability and value
used a range of communication modes (visuals, graphics, voiceover, demonstration) to make the pitch engaging and professional
maintained a concise and focused delivery, effectively utilising but not exceeding the allocated time
demonstrated originality, authenticity, and confidence—avoiding over-rehearsed or generic delivery
clearly distinguished the pitch from the business plan by focusing on persuasion rather than just repeating plan details
structured the pitch logically from problem identification, through the solution, to supporting evidence and a clear call-to-action
discussed relevant risks, opportunities, or challenges (such as digital disruption) and outline strategies to address them
seamlessly combined criteria into a cohesive, well-rounded presentation, demonstrating strong stakeholder engagement and solution viability.
The less successful responses commonly:

PLEASE NOTE: AI generated Pitches do not meet the Communication Criteria that students are being assessed against. 
targeted a general or undefined audience, failing to personalise the message
presented an unclear, vague, or underdeveloped business concept or solution
relied on AI-generated or generic scripts that lacked specificity, authenticity or depth and did not meet the Communication criteria
included superficial or irrelevant visuals and statistics that were not fully explained or linked to the key points of the pitch
exceeded the time/word limit
did not use the allowed time/word limit effectively, often repeating information or including unnecessary background
provided a pitch that closely duplicated the business plan or summary, rather than fulfilling the specific purpose of the pitch
included little or no business intelligence or evidence of stakeholder engagement to support their claims
relied heavily on theoretical language, buzzwords, or definitions rather than clear, persuasive arguments and evidence
used a format or structure not aligned with the assessment criteria—such as a traditional report format or poorly organised digital presentation
offered minimal or generic commentary to accompany visual materials, failing to demonstrate depth of understanding or analysis
neglected to discuss possible risks or opportunities linked to the market, digital trends, or stakeholder needs.
General
It is important that teachers and students are working from the current subject outline. 2025 Subject Outlines can be found on the subject-specific mini-site via https://www.sace.sa.edu.au
Teachers should note that content, Learning and Assessment Plans, tasks, and support materials from the previous Business and Enterprise subject do not meet the intent, requirements, or assessment design criteria for Business Innovation.
An increasing number of students are exceeding the word counts/time limits or multimodal equivalents prescribed in the subject outline. These are maximums. Work that exceeds the prescribed word count disadvantages students and impacts their ability to address all specific features. Refer to the Word Count Policy on the SACE website for more information.
Teachers are encouraged to provide students with a high degree of agency in the Business Innovation course, particularly in their selection and use of tools, templates, or scaffolds. Over-reliance on generic or traditional templates can limit a student’s ability to present an authentic and contextually relevant business model.
The nature of collaboration should extend beyond group work. Students are encouraged to work collaboratively when refining ideas and collecting business intelligence, but individual summative assessments must clearly show each student’s own original work. Collaboration should involve a range of relevant stakeholders for the specific business context.
Teachers are encouraged to ensure that students have multiple opportunities to demonstrate achievement against all assessment design criteria, and that tasks are designed to enable students to achieve across the full range of performance bands.
Assessment tasks should encourage creativity and lean presentations, allowing students the freedom to use contemporary, multimodal, or innovative formats that best suit their business solution.
Teachers should remind students to integrate business intelligence and analysis directly into their work, rather than duplicating tools (such as Business Model Canvas/Value Proposition Canvas) without clear links to decision-making.
Where students use AI as part of their research or drafting process, teachers should ensure students are critically evaluating the output for relevance and accuracy, and clearly attributing sources in line with SACE guidelines.
Teachers should monitor that all essential content is included in the main body of student submissions; appendices or portfolios of material should not be submitted and should not be relied on as substitutes for analysis or justification.
Teachers should discuss academic integrity and authenticity with students, particularly when using external sources, AI, or templates
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