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TODAY'S AGENDA

• 1. Utilization of Teaching Materials  

• 2. Strategies used in BM Lessons 

• 3. Homework and Examination Support 

• 4. Co-curricular and cross-curricular activities



POSITIVE EXPECTATIONS

Exhibit Positive Expectations for

• every student

• the subject (BAFS BM)

• yourself



1. UTILIZATION OF TEACHING MATERIALS 
• 1. Textbooks 

• diagrams and tables to illustrate concepts 

• HKDSE examination style questions to consolidate learning 



I. TEXTBOOK: BM STRAND 
• Features:

• Photos and pictures: Demonstrate examples

• Boxes and tables: Summarize main points

• Teachers should remind students to

– add elaboration

– apply the answer to the context

– avoid abstract language 

https://cd1.edb.hkedcity.net/cd/te/bafs_platform/en/


II. CLASS NOTES



2. STRATEGIES USED IN BM LESSONS 

• I.  Applications of Real-life Examples:

– Business Magazines And Publications

– Subject-based IG page

–STUDENT-CENTRED

PR: Brand Ambassador

E-marketing/ Sales Promotion

Competitive Pricing



2. STRATEGIES USED IN BM LESSONS 

• II. Sources of videos for teachers:

– Textbook publishers 

– eVideo from local universities’ library 

– MyTV SUPER 

YouTube Videos



. SOURCES OF VIDEOS FOR TEACHING BAFS TOPICS

https://www.youtube.com/watch?v=wWmwAPmqNi0


• III. Teaching Abstract Concepts:  Students’ In-class Involvement  

2. STRATEGIES USED IN BM LESSONS 

Double-entry system (↓Assets  & ↑Assets) Double-entry system (↓Assets  & ↓Capital <EXPENSES> )



III .  TEACHING ABSTRACT CONCEPTS:   STUDENTS’  IN -CL ASS INVOLVEMENT

Service Characteristic: Inseparability Personal Selling: face-to-face 



III .  TEACHING ABSTRACT CONCEPTS:   STUDENTS’  IN -CL ASS INVOLVEMENT

Personal Selling: face-to-face Simulated Training

模擬培訓



III .  TEACHING ABSTRACT CONCEPTS:   STUDENTS’  IN -CL ASS INVOLVEMENT

HRM: Staffing Functions (Recruitment & Selection) Reward Management 



III .  TEACHING ABSTRACT CONCEPTS:   STUDENTS’  IN -CL ASS INVOLVEMENT

Motor Insurance (third party liability insurance) & Product Differentiation



3. HOMEWORK AND EXAMINATION SUPPORT 

• I.  Homework and Assignments

a. S4: Common traps in attempting MC questions:

Which learning elements? 

Read the WHOLE statement? 

Check the keywords? 

Check the absolute language? 



S4: HOW TO DO MC PRACTICE?  
• True or False Questions *Students should identify and explain the key phrases



S4: HOW TO DO MC PRACTICE?  
• Focus on a specific learning elements:  e.g. returns inwards, returns outwards, carriage inwards, carriage outwards



3. HOMEWORK AND EXAMINATION SUPPORT 
• I.  Homework and Assignments

b. S4: Core part: How to create well-written answers  

Ref:  HKDSE BAFS Examination Report (2B) by HKEAA 



SAMPLE ANSWER:答題3部曲
Q: Explain one legal factor that may affect Annie’s guest house business decision.

1st: Topic sentence Annie should consider the 

requirements for operating a hotel. 

2nd: with 

keywords & examples

related to the 

CONTEXT 

For example, She should hold a 

guesthouse licence from the government 

so that she can operate the guest house 

legally. Also, the hotel should meet the 

requirements fire safety standards.

3rd: Effect Therefore, Annie should make sure that 

the hotel could only operate during the 

licence validity period. 



3. HOMEWORK AND EXAMINATION SUPPORT 
• I.  Homework and Assignmentsc. S5: How to create well-written answers?

3 steps: TEEE Google Classroom? Goodnotes ?



Section A Section B Section C 

Q: Describe the steps of performance 

appraisal process before making 

promotion decision for salespersons.

2@

Case: A department store always receives 

complaints from customers for the 

salespersons’ poor service attitude.The 

store decides to conduct performance 

appraisal for salespersons to ensure they 

have better service attitude. Describe the 

steps of performance appraisal process. 

2@

Q: Illustrate the steps in conducting a 

performance appraisal for the course 

instructors to ensure their quality of 

teaching. 3@ 

Step1: Set the performance standards 

which are the expected 

performance outcome such as the 

number of products sold or service 

quality and communicate with the 

salespersons. 

Step 1: Set the performance standard

which are the expected performance 

outcome and communicate with the 

salespersons. IN THIS CASE, the 

performance standard should be 

related to the good service attitude 

of salesperson, e.g. Good customer 

feedback about their service 

attitude.

Step 1: The teaching centre should

set performance standards and 

communicate with the appraiser and the 

course instructors.  (Step1) The 

standard should be specific, such as 

passing rate and attendance of 

students, in order to guide the 

instructors to achieve quality teaching. 

(Step 2). The centre should inform the 

instructors about the expected passing 

rate the instructors can achieve so (Step 

3)the instructors will clearly 

understand the standard of quality 

teaching 結果 .



• 2. Tips to help your students build their confidence in examinations

– HKEAA report: comments on candidates’ performance 

– Briefing session on HKDSE 

– EDB: BAFS curriculum supplementary notes 

– HKedCity: Online Question Bank 

– Purchase of HKDSE exam student scripts 

– Students keep their own mistake notebook 錯題簿

3. HOMEWORK AND EXAMINATION SUPPORT 



• 3. Engaging Assignments: Promoting Student-Led Exploration and Experiential Learning

3. HOMEWORK AND EXAMINATION SUPPORT 



MATERIALS FOR DRILLING STUDENTS' EX AMINATION SKILLS



MATERIALS FOR DRILLING STUDENTS' EX AMINATION SKILLS



MATERIALS FOR DRILLING STUDENTS' EX AMINATION SKILLS
A. Students keep their own mistake notebook 錯題簿



4. CO-CURRICUL AR AND CROSS -CURRICUL AR ACTIVITIES



THE END


