


GCSBusinesKnowledgeOrganiser Unit 1t Introduction to SmallBusiness

Topic

Visual

Subject Content

1.1 Enterprise and
entrepreneurship

v

N WY

Understand why new ideas come about- due to changes in technology, changes in consumer wants, products being
obsolete e.g. cassette player

Understand how business ideas come about- adapting existing ideas, by invention, by innovation

The impact of risk and reward- failure/ financial loss/, success/profit/independence

The role of enterprise and the purpose of business activity- produce goods/services, meet customer needs, to add value

1.2 Spotting a business
opportunity

NN

Meet customer needs- quality, price, choice, convenience

Market research- identify and understand customer needs, identify gap in the market, reduce risk, inform business
decisions

Primary research- collected first hand e.g. survey, questionnaire, focus group

Secondary research- collected second hand e.g. Internet, market reports

Qualitative data- written data which gives opinions

Quantitative data- numerical data which is easy to compare

Market segmentation- breaking down market based on characteristics e.g. age, gender, income, location, interests

1.3 Putting a business idea
into practice

b0 A B e 3 a¥e

Objectives must be SMART (specific, measureable, achievable, realistic, time)
Financial aims- survival, profit, sales, market share,
Non-financial aims- personal satisfaction, challenge, independence, control

Short-term

Overdraft. trade credit

Profit= Revenue-Costs

Break-even point=FC/(SP-VC) Net cash flow= inflows —

Long-term
: outflows
Revenue=SPxQ Margin of safety=Actual <
sales — Break-even point 0/8=C/B-NCF P(_ersonal i ventu_re
Costs= FC + TVC capital, share, loans, retained
1.4 Making the business » Unlimited liability- liable for all debts of the business, high risk {Sole trader + Partnership)
effective » Limited liability- only liable for the money invested into the business, low risk (Limited companies- PLC/LTD)
» Franchise- a franchisee buys the rights to trade under the name of the franchisor in return for initial fee and royalties.
» Location factors- footfall, competition, availability of labour/resources, infrastructure, parking, costs.
» The marketing mix- the price of the product, the features of a product, the place it is sold and how it is promoted.
» Business plans- needed to obtain finance from an external source (market research, finance, aims, target market)
1.5 Understanding external » Stakeholder-a group who has an interest in a business {owner, customer, employee, supplier, government,
influences on business » Legislation- the laws and regulations governing businesses. (Consumer- quality and consumer rights/ Employment law-
recruitment, pay discrimination, health and safety)
» Economy- impact from the 2008 recession (unemployment, inflation, interest rates, exchange rates, EU)
» External environment (PEST)- political, economic, social, technological
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1.1.1 The Dyn

amic Nature of BU

siness

eyTerms:

Enterprise’A busines®r company, can also meamtrepreneurial activity
EntrepreneurSomeoneavho createsa businesstakingon financialriskswith
the aim of makinga profit from the business

ConsumerSomeonevho buysandusesgoodsandservices
Customer:Someone who buys goods and services

Obsolete:Out ofdateandnot usedanymore

E-Commercetsingthe internetto carryout business transactions
M-Commercetsingmobile technologieto carryout businesgransactions
Socialmedia: Websitesghat allow usersto interactwith other users

Businessesgxistto provide
goodsor services

Good Service

=

Ho i
’ W do new business ideas come abouyt? ,

Type of change:

Explanation:

New technology

Ideas for new products might come about due to advances in technology.
Computers, smartphones, digital cameras and so on, are all examples of
products where new technology is constantly allowing new products to be
developed and launched for sale.

open
aut_hentic
ﬂ atlitude

D
=

act

iy=]
=goal

confidence

Change in consumer
wants

Fashions and consumer tastes are always changing. As well as the more
obvious areas of clothing, designs will also change in areas such as cars,
furniture, buildings and many more consumer goods. There are also new
trends in terms of healthy eating, fitness and specialist types of holidays.

Products and services
becoming obsolete

Over time products become outdated as new products are developed, which
is often linked to changes in technology. Other reasons for products
becoming obsolete are changes in the economy, for example increased
wealth will decrease demand for inferior products, such as supermarket
value products and bus travel.

A Adaptinganexistingproductto keepup with trends
A Createanewproductto meetnewtrends

Key Question

s to aSk

A Howcanl improveaproductor service?
A Canl dothis better than an existingbusiness?
A Istherea gapin the marketthat | canfill?

1.1.2 Risk ang Rewarqg

e ——

KeyTerms:
Risk:The possibility that an enterprise willake lower than anticipated profits or experience a loss
Financial RewardThe money thatin entrepreneur or investareceives when a business succeeds
Market ResearchTheprocessof gatheringinformationabout themarketandO dza @ 2 Né&idhiBdQ
wants

Revenue forecast predictionof future revenuebasedon expectedsalesthisis eithera judgement
or basedon pervioussalespatterns

CashFlow: Theamountof moneycomingandgoing outof a business

SalesRevenueTheamountof moneythat comesin from sellinga productor a service
Investment:Puttingmoneyinto a business witlhe intention of makinga profit

Start-up: A newbusinessysually withonly asmallnumberof employeegpossibly onlyl)

Intuition: Knowingsomethingnstinctivelyor understandingsomethingwithout conscioughought
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kS ® perspeciive
ilo = passionate th kmoﬁvatod
versatile _g eoneTusnt In priority
< positive 3

Risk can mean several things:
Poor management
s e the chance of loss or damage
2 e the probability that something goes wrong, leading to a loss
3]  when a hoped-for outcome does not happen
— - 3 Poor market
=2 siarier
g E resiliant §_ ghonw research
S egintemrity § 5 2204
% et challenging & = FErowth

Sales lower than
expected

building 7=
gs. g. R Start-up costs too
e duce risk? high
do you ré uce risk: W N
How ¢ X
. . . . Unexpected
Plan,researchpe cautious finance withcare,avoidcosts Protect, <h m':

monitorandreview

Too reliant on a
small number of

/ ‘ . L customers
terprise
Rewards from en P \U/ Poor quality
‘gz \\"&__
Sense of satisfacti —
opening in » nev\llolzcbtunldmg something from scratch being in control making the fi

@ I?n’ employing new people, getting an industry award y etf' e

eedback, having happy customers, money! SETine great




GCSBusinesKnowledgeOrganiser- Topicl.1Enterpriseand Entrepreneurshig

KeyTerms:
StakeholderAnyonewho has annterestin the activitiesof abusiness
EthicsThemoralprinciplesor standardshe guidethe behaviourof the businesf a
person.

Values:Standardf behaviouror moralprinciples

Loyalty:Supportingsomethingor someone

UniqueSellingpoint (USP)Somethinghat makesa productstandout fromits
competitors

EconomyThesystembywhicha countriesmoneyandgoodsareproducedandused.

‘
Increased customer
spending

J— — 3
| Increased demand “
'\ for goods and
\ “ services

| Increased business
[ profits
‘

1.1.
1.3 The Role of Business Enterprise

Purpose of
enterprise activity

Producing goods
and services

Meeting customer
needs

Adding value

NOTES:

Cost to make
product

Cost to buy
product

‘\/’

What is an entrepreneyr?

({3
som
€one who takes 5 calculated ris

| k through
Starting a business.” )

Difference =
Value Added

I amaninnovative risktaking,
hardworking, organised, determine:

persuasivemultitaskingentrepreneur

Wh
y do entrepreneuyrs start their own business?

Financial Reasons: Making Profit — Investing Money

Non-fi .
on-financial Reasons: Work Life Balance, Skills and
Interests, Being their own Boss
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tomer Needs 1.2.2 ma,
1.2.1 Cus ket segmentation
i SN

Key Terms:
Segmentation: The process of breaking something into small parts.
Demographics: Relating to the structure of the population

Key Terms:

Convenience: A product or service’s ability to fit in with a consumer’s lifestyle,
the ease in which it can be used how easy it is to acquire

Customer Needs: The wants and desires of buyers of a product or the

customers of a business. e

_>\I\I_|>\a_t”are the benefits? | - .
——— - 400

i
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Better matching of

right quality, at the right price,
oduct, of the rightq seter matching

providing the right pr
at the right time, in the right place

Better opportunities for
growth

More effective
promotion

Gain a higher share of the
market

W
/N
B

g

e Lack of information and data
e Difficulty in measuring and predicting consumer behaviour
e Customer segments could be hard to reach once identified

High Quality

m 4 Waitrose
00, ; Sainsbury’s M Sl

Ut Hisip - '
* Simple v complex

'l-~
[ ] 533 -
L e
xll iill':l:tp * Lo-tech v high-tech
m e e vold
"

Is there a gap in the market for your product?

Market Mapping

* High price v low price

* Basic quality v high quality
* Low volume v high volume
* Necessity v luxury

* Light v heavy

¥
_antt

i i ket,
rket Research: |dentify a gap In the mar

- d.
purpose of Maowing your customers, knowing deman

promotion, kn

QUALITATIVE

Limitations of Market Research? Accuracy - usually only a sample is
used, bias, could be out of date.

Where are customer needs not being met?
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- 'ronment
competitive EnVi
1.2.3The NOTES:

KeyTerms:

SWOTAnalysisA studyundertakenby a businesgo identify the strengths,

N
Similar,product,priceand pIaceJ

your competition? @)b @») Q

monitor
WhV general overview of k
v now how they monitor your
- :
Ommunicate market
4 € 202 O
.._. x5
i

Strengths and weaknesses get to know your
clients better

A B @

find relevant items

source of inspiration

analyze your

avoid unwanted
own strategy

Surprises

get ahead of P )
your competition b continue improving
Yy yourself
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d Objectives

1.3.1 Business Aims an

KEYTERMS:

Market Share:Theproportion of salesin amarketthat aretakenup by one
business

Profit: The amount of revenue left ondle costs have been deducted
SocialObjective Likelyto be non-financial,for exampleto reducecarbon
emissions

Aim: Isa goalthat the business wantt achieve
Objective:Taskghat a busf [ 0 meetanaim

Th i
€ main goal (could be long term) that the busi
i

achieve)

/f(f\ef‘;/é“
o \\.“"m\
’6\’9‘:\0‘% o o &

SMARTasksthat a businessneedsto carry out %Z\\kf’v»e\o%e\,?
to meetits aim yﬁ:@&:’z@’\"::&;ff

Why do we setaimsandobjectives”

« Direction

» Focudor employees

» Planning

« Measuremenbf success

Don't forget social
objectives:
Financial objectives — targets expressed in money terms, Environment, Charity
such as making a profit, earning income or building wealth.

Non-financial objectives — aims other than financial, why an

individual runs their own business. Examples include personal OX FAM

satisfaction, challenge and to help others.

Will all businesse$havethe sameaimsand
objectives?

Geographic Behavioural Psychographic

E.g. “Customers

KeyTerms:

Incomestream: Thesourceof regularincomethat abusinesseceiveqthis couldbe from customersor

investment).

Viable:Cableof workingand succeeding

RevenueTheincomethat abusinesgeceivedrom sales

FixedCostsCostghat do not change

Variable CostsCosts that change dependent on how many products or services a buseiksss
IncomeStatement:A financialstatementshowingthe amountof moneyearntandspentin a particular
periodandthe resultingprofit or loss

Interest: A%of anamountborrowedthat isrepaidin additionto the originalamount
BreakEven:Thepoint in which abusiness'sostsandrevenueare equal

Formula

E.g. “Customers

within 10 miles of

d Profits 7

—

Total costs
TC (total cost) = TFC (total fixed costs) + TVC (total variable costs)

Revenue
Revenue = price x quantity

E.g. "AlLevel &
University
Students”

E.g. “Customers
who prefer to buy
organic food"

wanting a value

for money
impulse buy”

s

-

IncomeStreaming ‘=

Rent and council tax

o Salaries
Marketing, for example 3

= B\
e Insurance . "\‘i a\
nts
e Interestrepayme ’\g !
e lLeased equipment charges

dvertising, market research

Raw materials and bought-in stocks and component
Wages based on hours worked or amount produy S
Marketing costs based on sales h
Agent and other commissions

Variable cost per unit X output

PROFIT = TOTAL REVENUE - TOTAL COSTS
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profits cont.

1.3.2 Business Revenues, Costs and

B
reak-even level of Output

Formula

Net profit
: 2 200
Net profit = gross profit — other operating expenses and interest
180
. 160 Break even point 3 =
Gross profit g 140
Gross profit = sales revenue - cost of sales ; 120
5 ..  Variable
$ 100
> costs
Ry
= 80
o
40
ZC
Sales Costs Profit or loss? 0 - >
0 1 2 3 4 S5 6 7 B8 9 10 11 12 13 14 15 16
f Sales 's
£100,000 £75,000 £25,000 profit e e es N9
= = o Fned COSIS X TotalCosts e S3les Revenue
£100,000 £125,000 (£25,000) loss
Mote: negative figures are shown in brackets USlng the contribution method
Break even output = fixed cost
B Total sales greater than total costs = PROFIT (sales price — variable cost)
[E Total sales less than total costs = LOSS This will give you the number of units the business needs to produce and sell to break even
# Total sales = total costs = BREAK EVEN
Break-even point in costs/revenue = break-even point in units x sales price

This formula can be used to calculate the revenue (or costs!) at the breakeven level of output

Ifa businesﬂ)orrowsmoney\
from a bank they will be
charged interestinterest is
calculated at the start of a
loan agreement and is
added on top of the loan
amount.

When revenue increas

_ es it is likely to h
business if costs remai yiohavea

positive im
n the same. pact on the

When revenue decreas

) es it is likely to v i
business unless costs d Y to have a negative impact on the

ecrease at the same time.

When costs increase th

e business

Interest on loans (%) = total repayment — borrowed amount x 100 They will be making more money per unit sold
creased then they ma
form of lower prices.

borrowed amount
passed on to them in the Y €xpect so see that saving




1.3.3 Cash an

KeyTerms:
Credit: Theamountof moneyth
borrow

OverheadsFixedcoststhat comefrom runningandoffice whichare not affectedby the number

of specificproductsor serviced

Positivecashflow: More moneycomingin than goingout

Negativecashflow: More moneygoingout than comingin

Insolvent:Abusinesghat isunableto payits debtsand owesmore moneythat it isowed
Consumabledtems thatget 'usedup' suchaspens,paper,staples
Openingbalance:Theamountof moneyin the business's banét the start of any period
Closingbalance:Theamount ofmoney inthe business's banét the end of the month
Cashflow forecast Anestimateof how muchcashwill comein to andleavethe business over

the courseof ayear.

GCSBusinesKnowledgeOrganiserTopicl.3 Putting Businesddeasinto Practice

d Cash Flow

at afinancialinstitution orsupplierwill allow a businesgo

hat are sold.

Net cash flow

M 3 o o —_—
o

Net cash-flow = cash inflows - cash outflows for a given time period

Cash inflows

Cash outflows

Cash sales

Payment of overheads, wages and salaries

Receipts from trade customers

Payment of suppliers, for example raw materials, inventories

Sale of spare assets

Buying equipment

Investment of share capital

Interest on bank loan or overdraft

Personal funds invested

Payment of dividends

Receipt of bank loan

Repayment of loans

Government grants

Income tax, VAT and corporation tax
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Theimportanceof cashto)
business

The management of a business's
cash flow is importantThis is
because a business must have
enough money in the bank to
pay all the money it owegven

if abusiness is making a profit, if
it does not have enough cash or
a reliable cash flow it can still

Whatcauses
problems?

Low profits or
(worse) losses

Over-investment
in capacity

Too much stock

Allowing
customers too
much credit

Overtrading

Seasonal demand

EPA ING 1& &sm 5%!5&5
HFLOW

£'000 January February March April May June
Cash inflows 200 250 200 150 100 250
Cash outflows 250 300 300 100 250 150
Net cash-flow (50) (50) (100) 50 (150) 100
{cash inflows — cash outflows)
Opening balance 250 200 150 50 100 (50])
{same figure as the closing
balance for the previous month)
Closing balance 200 150 50 100 (50) 50
(net cash-flow + opening balance)
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1.3.4 Sources of Finance

Key Terms:

TradeCredit:Acreditarrangementhat is offeredto abusinessy its suppliers

Overdraft: Afacility offered by a bankthat allowsanaccountholderto borrow more moneyat short notice
CreditLimit: Themaximumabusinessanborrow with a company

CreditPeriod: Themaximumamountof time a businessantaketo paywhatit isowed

RetrospectiveDiscount:A discountappliedwhenabusinesaspurchased certainnumberof goodsor
spenta certainamount ofmoney witha supplier

VentureCapital Moneythat isinvestedin a businessourcedfrom individuals olgroups(dragons den)

Returnon Investment:Theamountof moneythat aninvestorwill getbackin returnfor investingin a
business

Shareholderstnvestorsnvho are part-ownersin acompany

ShareCapital:Moneyto investin a businessvhichis madefrom sellingsharesn the business
CreditCheckA checkon the financialstatusof a business.

Security:Whenthe lenderaskedthe businesownerto put up anassetto securelending

Asset:Anitem of value(home,machinery premises)

Guarantor:Anamespersonwho guaranteego payrepaymentif the person whohasthe loanfailsto pay
RetainedProfit: Moneythat a businesskeepsratherthan payingto shareholders

Crowdfunding:A businesobtainsmoneyfrom manypeoplewho eachpaya smallamount

Oftenthe hardestpart of starting a businesss
raisingthe moneyto getgoing.

What security (j

u
Investmentp P Some contrg) (ownersh;
o ship) of the start-

Upin retyrp for

)'

S justifieq?

Internal sources:
finance from within
the business.

External sources:
finance from outside
the business.

Retained Profit

Personabaving

Saleof Asset:

LongTerm LongTerm

LongTerm

VentureCapita

LongTerm

ShareCapita
OF
FII\TAN CE

LongTerm

EXT ERN AL SO
o {3 URCES

o ° °
o o . o

Overdrafi

BankLoar

LongTerm ShortTerm

CrowdFunding

TradeCredit

LongTerm

ShortTerm
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Typesof businessownership

s for start-up Businesses

1.4.1 The Option

Advantages Disadvantages

B Full personal liability i.e.
“unlimited liability”

B Harder to raise finance — sole
traders often have limited funds of
their own and few assets against

Sole trader M Quick and easy to set up —the
business can always be
transferred to a limited company
once launched

LimitedLiability ¢ The levebf riskthat is limited to the amountof moneythat hasbeeninvestedinto the
business

Assets; Propertyof t_he busine_sses_r businessnwner,house,car,machinery _ H i;":;fe: Sl zzzision_ . mc;ut:nr:s.zel slct’::Sowner—the
Incorporatedg A businesghat isregisteredasa companythe businessandthe ownersare separaten making business suffers if the owner
M Decision-making is quick, becomes ill, loses interest etc
the eyeSOf the law important in changing, fast @ Limited Iife'as the business is the
Remem beI’Ll MITEDIABILITY moving .ntuarkets with lots of owner — lack of continuity
.. . - . . . . . competition ) B Stressful — long hours, no division
Unlimited Liability ¢ Thelevelof riskgoesbeyondthe amountinvested,sothe personalassetof the is only a benefit to private (and 2 Ouner gets o keep l th prfis MO S
. . . ) . ) Minimal paperwor| o :
husinesowner canbe usedto pay offthe businesseslebts public) limited companies. Sole - - dedigion-makiig
. . . . . ' Partnership M Quite simple for two or more B Unlimited liability
Unincorporatedc A businesghat is not recognisedasa companysothe ownersandthe businessarethe tradersand partnershipsdo not people to form a business o Se—
SamebOdy inthe eyeSOf the law - together decisions of others; a poor
R A A i A beneﬁt from th|S They have \ M Minimal paperwork once decision by one partner damages
SoleTraderg Atype of unincorporatedousinesghat isownedby a singleperson. UNLIMITEDIABILITYThisi , Partnership Agreement set up the interests of the other partners
; : : : far nisisa M Partners can provide specialist B Decision-making can take longer,
Partnershipg Abusinesghat isownedby a group oftwo or more peoplewho sharethe risk,the pIeC|S|on . _ imowledag-and skil S S
makingand profits commonareaof confusion, — .
] ] ) ) . essful than operating as a sole company
Deedof partnershipg A legaldocumentthat definesthe termsandagreementsof a partnership whichneedsrevisingcarefully trader ® short life, as if one partner leaves
. limi d . db . h . d b h h |d M Greater potential to raise finance or dies the partnership ends
Privatelimited company¢ Anincorporatedbusinesghat isownedby shareholders - comparsdtoasaletrader; aseach | I Profiehsve e shared

partner provides investment
M Any losses will be shared

Shareholderg Investorswho are part-ownersof a company they investin the businesdor a shareof the

company S T~ _ B Shareholders have to agree about

. . . . . L . rivate imited Habliity = profecis:ihe how profits are distributed
Franchise; Whenone businesgivesanotherbusinesgpermissiorto trade usingits nameand productsin Limited p:rso:a::/ealth of the i Giastaradi it tipecocteiban
eturn for afee andshareof its profits | ey B Focterit ki noncsaranedi Sp‘;‘r‘t'::r‘s‘r‘;:“ sole trader or
Franchisorg Anestablishedusinesghat givespermissionfor anentrepreneurto trade usingits name i - V - Ztaéfsf g ® Finance limited to “friends and

g J ,. aple form O '5 ru ure—‘ e family”

and prOdUCt = ‘) cohmpar;y CO:“IZUES t:: exist even @ Less privacy - public disclosure of
Franchisee; Anentrepreneurwho paysafee to trade usingthe nameand productsf anestablished i y NS ek e Z‘;:'r‘:;’:/a':;g;ji‘;:" but not as
business - f control [ Directors’ legal duties are stricter

\ Points to consider

e

Liability:the legalresponsibilitythe businesseswnerhasto payits debts.

pany?

ic of a private limited com

. . 2 . ist
. o= ing is a characteris
Sizeof business i{“ which one of the following

Typeof Business
Lendemrequirements
Investmentprotection

Conirol

Limited angd Unlimited Liability

i al
here 15: k?"g\ess Unlimited Liability — There is no
n the bus legal difference between the

business and its owner

© Limited Liability T
| difference betwee
and its owner

0 Can sell chares to anyone

shareholders work for the business

o T o Do I

0
0 Has limited liability

N
-

o ls unincorporated\

Unlimited Liability means the owners can lose their personal
possessions if their business has debts. Limited liability reduces the @
risk as business debts will belong to the business, not the owner
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Franc

hisiné ”

A franchisor grants a licence (the franchise) to another business (the fr
allow it to trade using the brand or business format.

anchisee) to

The franchisor helps with:

Training staff

Setting prices
Choosing suppliers
Setting wages
Determining uniform

Advantages of Franchising Disadvantages of Franchising

The brand and the customer base is
aLyeaalg established

Start-up fees can be expensive

The franchisor has to be paid a % of the
There is a higher chance that the business | revenue
will be successful
Little control and flexibility
Support and training is provided by the

{ranchisor Cowplicated application process

1.4.2 Location

Location can depend on the type

of business

industry into three main categories:

Primary Secondary

Raw Materials

{-\ business may depend on sy

RAW
MATERIALS

& if the business js located near
. grown or istri i
. . where a distributor js based.

pplies of particular ra

W materials, costs wi
the supplier, for exa ) will be lower

mple where the raw material is

These industries

These industries

The impact of the internet on location

The internet has led to many changes in the business
world and has had a significant impact on location.

For some businesses they can trade solely online and
this means that they don’t need a fixed location, this
can significantly reduce costs which can be vital for A
start-up businesses.

You don’t even need to have your own website, you can
piggyback onto a platform that is already provided such
as eBay or Notonthehighstreet.com

keep cOSts down. r all businesses,

rtant fo

There are many different types of industry. We can classify

Tertiary

These industries

This inc’

des tr,
a
infrasty Uctyre, Msport faCilities (road

extract raw materials process and provide a
directly from the manufacture service.
earth or sea. products from raw
esses that are labour- materials.
St rtant. Busine s nal Living
Killed staff is imPO ages (Nationa

Access to @ reliable supply otfes'm areas of tradmorfa\lv low :oi the skill level that _

intensive often R ‘(I);:ment, although this o d?‘\’::rker. This will help to u nes; ;

Wage) or higher :';zr:: the availability of this tYP€ @ e, - =

. 2 o) -
the busines2 0 pbut may be less significant Jne Where their o,

. cu e
g i o]
This factor 15 lmi" " of machine - SS Sees g 4, POrtant if . €N choogjp, g
pusiness uses a0 Co odreason " the marygp Sis pr
MPetition cate th " re there g €rvie
chusme_c,seS Petitoe :2 ew
O0se 5 n * HS migh
e ght
ocal ¢, fro,:c 800ds ¢ bea
b Compet; Sane
the Ttors 4 I _“Sagents o
Government support in the form of grants, business loans, reduced tax burdens or B"’Si"ess I 0 byg r°Cat, Near ther © Extra ma
Government use of government owned buildings may be available if you are setting up in a €Xamp) ngas educ, ¢ " ld spj;
Assistance . N €i wa Ping gooy Ntial it th
particular location. Ut Lymp, Nted to p,, Might rs.
hoice and ¢h, only - Y3 ney Car :It to be
“ » ; ahin are . tri )
These “assisted areas” are considered to be the poorer parts of the country and i bility to shop arom re like o gongha Petitors, ¢,
may have less wealthy customers. In these areas there may be cheaper labour Owey, und for best o ¢
available.

» rail, ajp
T"’"Sport Ik ), as well 3¢ i"f°’mat'
sales fo S are partje fon ang
rce or depeng, u.larly imponant ;
Mport e bys;

The ¢ 4 and ey Sinesg el
it Ontinyeq POPULari Po functic, vers Produycts
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If your product is targeted at a particular type oﬁ customer, for example older-
aged people, then it is important to be located where they live. Businesses may
look at footfall and demographics before choosing a location.

Market - customers
and population

If you are producing a bulk-gaining product then it is more sensible to locate close
to the market you are selling to as transportation can be harder and more
expensive.

This is particularly important for businesses in the tertiary sector, as they provide a
service.

h
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Changinga productspriceto undercutits competitors, businesseslo haveto be

Price . . .
carefulthat this doesnot endup in apricewar.
Product Alteringaspectsof the product orbringingout a new productwith anewfeature, this
canachieveproductdifferentiation
: Undertakingoromotionalactivitiesto boostawarenes®f the brandto encourage
Promotion

brandloyalty

Changindhe place orincreasinghe numberof placesin whichthe productsare
Place availableto customerdn or derto maintain orincreasemarketshare.Thiscould
includeintroducingan e-commercesite or m-commercetechnology.




