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e WHAT IS ENTERPRISE? - .+ TYPES & CHARACTERISTICS OF SME . e+ THE PURPOSE OF ENTERPRISE
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customer needs & understand competitor behaviour. they do nedt listen to bean astanlisned, thom mane fo produes o p— My SVE's Tl within e fiat 12 months of . > ; .
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~msr o sen s Learning Aim B Explore how market research helps enterprise meet customer needs & | r oo oo . Learning Aim B Explore how market research helps enterpnse : : = Learning Aim B Explore how market research helps enterprise meet customerneeds & | I G i S 0 VSIS Y lnvﬂﬂgﬂie fhe fut:#urs ihﬂi cnntﬁbufe to ﬂ't& success r.'.'-E an antefprlse EXTERNAL FACTORS
. understand competitor behaviour ! - meet customer needs & understand competitor behaviour MARKET RESEARCH o understand competitor behaviour g What are intemal factors? e B e T
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#w ‘expected’ of your customers. This is research which is collected first hand from the customer by the Secondary research is research which has already been collected by m ; i T i Iﬂ oo fluctuale. Inthese instances enterprises mighl choose fo
know whoyour customiers are. The enterprise has to i : ! J : Internal factors canimpaoct costs positively and negatively. The affected by trends and developments. Below i o SWOT use free marketing e.0. sockdmeda. Dlogs, vehicle
— - - think carefully about its customers, their needs and how m enterprise. The enterprise should always gain the respondents consent before | someone else and you're using it to save you time and money. It may be S — - S — factors which the enterprise need to fully understond are below. s deindsieln o — e lbgpocki e:nri:dgm ;
Customers are vital if abusiness is going to Far example: When will customers come to they are likely ta buy something. e conducting research. freely available research orit may be research whichit bought. ! HE"'TI"'"E m?ﬂiﬁ“ 3”'3;;5 *—‘“:;‘:I'JFE"EUFE A ERNIARE AR T - C « They may alio choose low cost marketing: rodio advertising.
be successful; therefore the entrepreneur the enterprise?; What will they want to 10 Make car DTS BRaouL theptr 5 foes i mink e abizer i : Tl B Strengths of an enterprise : : 3 business f adve
must find out about customer wants and buy?; What market are we going to operate b o’ i ; : : How can primary research benefit an SME? Mo can sttt nden resesrch Benelit sc SAES enterprise from marketing, pricing and after " , sometimes customers look e best "all round’ service o for somethi g which L +  Who are the compelificn® S = , e External factors which may impact an enterprise might be: caonds. flyers of new spaper rising.
: If a 'need’ is identified and met then it ks very likely to ry sales services they provide, ._ Underst anding ¢ Wht do tha customer wart form car enterprise? They might keep customers satisfied.
O needs. This can be done via market research. in?; How many customers will we hawve? lead to a sale. If you don't identify needs you'll be U . meycan gai';nmlcusmmﬁs . T - Itis instantly available as it already exists; . the market o s e * They might have a good brand image & reputation. +  Cosl of energy (v ariable cosks| - Gas, Elecinicity, Oil e i
i 2 . . ey can gather information abouwt existing customers to keep them loya . | [ . m R - - —_— = 3 N : ; ; m o The castol rowe rmelenal — thase ore fems which ofe necded + When seling mmmmmm
o What 3 factors are when What is ‘affer sales’ service? . Hupﬂlirlgiﬁﬁ: ;‘:hizg:;:;#?:;nt::ﬂd:;:a:ﬁgﬁw. m and how to encourage them to spend mare . :: !:;::FI:: x:lzb:ai:ﬂ:l:::;‘dﬁ:;ﬁ::cl:ied:ﬂ_l:l itcan helpthe secondary - - you Etﬂlg ETrmn?;m{T;ti::Lﬁ Y SO (e £ SPK PeiCyl Bt COElOme AN i e su e : : They might offer good quaity service. Y for preducing o product wood for a joiner for exomple) ' and the mnimum is set nafionalty). packaging the goods and
g cusfomer exp 7 i oo st Al : * They can tailor the wants and needs of the customer tomake sure they . lsaki lire if th o I quality matches the price. It is sometimes linked to price as an indicator of how long What is the quality of the product? Weaknesses of an enterprise = The costof bomowing money - if you bomow money from o delivering the goods [the cos! of the row malerials can ako
identfying ; research understand the data better, including any challenges, making SORINE SERE & 1 CRICTRUNT T By o0 something might last or the auteame of the service [something expensive would be Satishing How 5 the product priced? W nder : loan nterest rise
Value: Customers will want ‘good value' goods Rer et & what th p . . . b keave satisfied e presence of visiting the enterprise/local area if m'“ e ity né paksipal il 2 D s b e i i »  Staff members might lack training. lender you willhave fo pay inferest on the Ifthe )
. and services. They want to feel they have got After sales & what the enterprise offers ane How can a product be “h&m * Theenterprise is in control of theresearch, what they research and how The data is Iikéhr to have already been analysed {trends spotted etc.) possible to see what goods and services they s expected to be very high quality). a USPT 13 the product ovoilabied « Their improvement plan might not be effective. rate goes up then so does your cash outflow.
good quality for what they have paid forthe “"_E CAR. has left with "'fﬂ" _':'“"'m”f' - they research; the data collected is then owned by the SME. Lo ; offer; also how ; Dften customers will use the internet to find out of the guality from recent goods and «  They may not have the best resources. * Rent m{ﬂ""‘“' itrent gaes up then this impacts your GOYERNMENTREGULATIONS :
good or service. This is can be as simple as checking if they can Linking customers and products well means the q, they offer them. = services provided [ images and reviews fromthe enterprise and its past consumers. +  How/When con ordens be laken? Online? In person® + They may not have high market share w Bnierprise’s Costs. 2 wmh caver m‘-‘-‘ﬁ‘f‘:
help the customer in any way (£.g. with a new : : BCOn s . i e ' :
: 4 =t At Ugingg its rirme and resourees weell, What m the drawbacks of primary research be? Flanning [ * e owe orpanied? Do we have enough siock? " know fructuation. Enterprises «  Cosls wmhm .::h:[“
{ Enguiries: You must respond to enguires piece of technology) or finding out if they're s ‘NE m e It takes a ot of timeand can cost an lot of money; It ] n-::lt pass.lble tntheck tl‘u! qualll:!.r of tl‘ﬂ‘: I'HH I‘th m Factors you might want to consider about your Fh—,unﬁg-,g = Dowahava enough time fo do 47 i o ikl . o m Imm.! !m! Mh MHMQJ_'?M Ractuahe. hwq:::ﬂ mwm il
o) rapidly to offer good custormer service; this happy with their recent purchase (this might « It maynot be accurate [Ex: Samplesize/Honesty) * It maynot be perfectly relevant to your enterprise competitors are: location, goods, quality, price, - = Hovewe lorecosied as wal o possible (519 'D Opportunities the enterprise might want to exploit preparad ‘ 2
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o Customers want to feel they are well customers might rate companies publicy chacbonn e Vet the customer. they gat the answers they want. * The method of collection or the source of the research may not be ' . Aee we getfing volue lor monsy wilhkour ase g what their strengths and weaknesses are. e
thought of as they're spending money with (.. Trust Pilat, Trip Advisor etc.| < it What do males/ -U relevant to your enterprise. w _ and promations? M&F can be on expensive cost for SMES w selling
' you; they want to have confidence in you :ﬂmmlp:u:} = female like? What can these thi o7 How can mwm + Con wa make vie of s50al media fo MRFE T Threats onan enterprise ccwwT. Bt @
; . . of ¥ age like? f —— SR e — . . . — incl o the chanoes 1o an:
and feel [stened to. They wil tell sthers how - Falean'a business provide affer sales QO »  Overall improved performance of the enterprise; nan r secon similar products? 25 unigue 25 they're from the Northof England, Being urique gives This is anything which might prevent success for example: et ool
they feel about your enterprise. T A T e R P o e e rrims : : : : : K el DT 0 COMPAENINGY PIIME= FENE wan pAcEiiG for g * Changes in trends/tastes
service? *  More satisfied customers; * Online research, internet searches Some ways might be (but this depends on unespached [inthe hope it wil neverhapoend| B - ”
. : —_— Linkin = The ahility forthe enterprise to enter new markets (take theirproductstoa | = Company materials - Do v hov o ey PRl O GBI Tor il whil ¢ hanen'T *  New competitors entering the market
Information: [uﬂ-l.:l'l'I-EFi are most likely to . + Repairs and Maintenance - this might be d cf 3 A mar:etl' i { P > Mar‘ﬂp:t r"" i o the goodfservice). They need to encourage 5 Availability of a good-this means whether the product is in stock or whether it can be MEXEMIE W (T PO - Ty Pl ) *  Existing competitive changing what they do o What are competitors doing that might impact your revenue? This means how much confidence consumers have in the economy.
repeat purchase if they understand what is progucts . o ke customers to make a purchase: : defivered quickly. Buarrpler: Ack arilting fos crmw rolef ¢onssfimining Wh i ing ket ? « |fthe i iobs will be safe and theyl o
. heij offered d i | d d offered when "II:“'IE‘H Ll and 0 *  Increase their ﬂmduﬂ'_"i- N REPUI'I’E intrade jD'..ITIElS and ITIHEEIin'EE -— _—— = == e e e = e e e e e e e ok ham Eﬂl&r‘ﬁlﬂiﬁ-ﬂm ﬂuﬂ'ﬂnalntﬂ T':H.II' e ko U‘nnm'im’n'ﬁln& pmplESJb i A : E"' SHH I
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ey're alsomost likely to repeat purchase | be self-tracked or via SMS). it might alse product or life do they ! " Visits/obsenvatians; —_ . : F . , . A NS i ik A Loyal customers might wait if a good or service isn’t available, but you must first work on o , .
they get what they're expecting. Mot be the enterprise checking the delivery kocation of the lsad? B Eonsar e Collection ofinformation such asideas,  Quantitative research is much easier to measure as it uses *  Flavours * After salesservice gaining the loyalty of the custamers over time (products mostly being available, different, anges 10 laws Employment levels Changes infashion/trends *  Developments in computing Consumer behaviour Consumer legislation
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_ . . : ; s tudes towards wo
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+ Investigate the factors that contribute o the success of an enterprise |

MEASURING SUCCESS

K Skills relevant to the market

* Hard work and effort

= Determination

= Resilience

= Ability to develop and train
staff costs have been taken away. Most

Custormer satisfaction: Measuring customer satisfaction is done by looking
at whether the enterprise had a good reputation and whether custemer tell

athers about the :nlﬁpl'i';ct.ll: this is the case, then the enberprise will b

deermned to be a success,

Survival: This means continuing
to operate for along time after
the enterprise has started. 90%
% of enterprises survive their first
year, however, it is known that
the first 5 years are the most
challenging.

Profit: This is the revenue |left afoer all

enterprises make a profit. For private
enterprises, profit is essential. For
social enterprises, profitis called a
surplus, thisis reinvested into the
organisation. Social enterprises are,

= Ability to motivate staff

* Providinga high level of
CUsStomer service

* Meeting and exceeding

customer needs for example, charities. The longer an enterprise trades
= Having experience of the for the more successful it is
market. There are many liguidity ratios you likaly to ba. This is due to many

need to know to e able to measure
this, but im essence as the profits go up
the enterprise is dermonstrating
SUCCess.

of the skills required for success
| hawve been learnt and enhanced.
Experience assists with success.

Making a living: If an
entrepreneur s happy and
confarrmable financially then
percentage of the market they're making a success of their
which the enterprise controls,  #nlerprise, Most enterprises are
For example if the whole set up for independence.
market takes £100,000 par

year but my enterprize takes

E£10,000 on its own then my

‘ '.: enterprise has 10% market
o @ share,

-

* Survival

* Breaking even

* Making a profit

* Meeting customer needs

Customer satisfaction; Measuring
customer satisfaction is done by
looking at whether the enterprise
has a good reputation and
whether customer tell others
about the enterprise. if this is the
case, then theenterprise will be
deemed to be a success,

Market Share: This is the
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