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How to use this book





This textbook contains all three units for the Cambridge National Level 1/Level 2 in Enterprise and Marketing.


These are:



	●  Unit R067 Enterprise and marketing concepts



	●  Unit R068 Design a business proposal



	●  Unit R069 Market and pitch a business proposal





Each unit is then divided into topic areas. All of the teaching content for each learning outcome is covered in the book.



Key features of the book


The book is organised by the units in the qualification. Each unit is broken down into the topic areas from the specification. Each unit opener will help you to understand what is covered in the unit, the list of topic areas covered, and what you will be assessed on, fully matched to the requirements of the specification.


Answers to Test your knowledge, Practice questions and Assignment practice can be found at www.hoddereducation.co.uk/cambridge-nationals-2022/answers
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Topic areas


The topic areas are clearly stated so you know exactly what is covered.
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How will I be assessed?


Assessment methods are clearly listed and fully mapped to the specification.
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Getting started


Short activities to introduce you to the topic.







Key terms


Understand important terms.







Case study


See how concepts can be applied to businesses and learn about real-life scenarios.
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Activities


A short task to help you understand an idea or assessment criteria. These include group and research tasks.
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Stretch activity


Take your understanding and knowledge of a topic a step further with these stretch activities designed to test you, and provide you with a more in-depth understanding of the topic.
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Test your knowledge


Test your knowledge and understanding of each learning outcome.
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Synoptic links


Links to relevant details in other parts of the book so you can see how topics link together.
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Read about it


Includes references to books, websites and other sources for further reading and research.
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Practice questions


This feature appears in Unit R067 where you will be assessed via an exam. It includes practice questions, mark schemes and example answers to help you prepare for the exam.
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Assignment practice


This feature appears in other units and will help you prepare for non-examined assessment with model assignments, mark schemes and tips.
















Introduction



This book will help you to develop the knowledge, understanding and practical skills you need to complete your Level 1/Level 2 Cambridge National in Enterprise and Marketing course. As well as preparing you for your final exam and set assignments, the book will introduce you to the enterprise and marketing sector. You will learn specialist enterprise and marketing knowledge and skills which are used in business and have the opportunity to design, plan and create products as well as pitch these product ideas to an audience. You will also have the opportunity to review and evaluate your ideas.


Each of the chapters in this book closely follows all the topics required for each unit in the course specification, which you can find on the OCR website. To help with your learning the book covers the key content in detail and includes a range of real-world examples. There are also lots of activities and learning features; you can find out more about these and how to use them on the next page.


Mandatory and optional units


The Cambridge National in Enterprise and Marketing qualification is made up of three different units. All students will need to complete Units R067 Enterprise and marketing concepts, R068 Design a business proposal and R069 Market and pitch a business proposal. All of these are mandatory/compulsory units.


Assessment: Examined unit and final set assignments



	●  Unit R067 is an examined unit where you will sit a 1 hour 15 minute examination paper, which is set and marked by OCR.



	●  Units R068 through to R069 are assessed through a series of tasks for a set assignment that you will be given. The assignments are set by OCR, marked by your tutor and then moderated by OCR.






All the examination questions contain ‘command’ verbs. These tell you what you have to do to answer a question or complete the task. A full list of common command verbs is available on the OCR website. Always check the command verb before starting a task or answering a question. For example, if you describe something when an explanation is required, you will not be able to gain full marks; this is because an explanation requires more detail than a description. There are a range of practice questions in this book in Unit R067 to help you get to grips with the command words.


Once you have learned all the required parts of the moderated units, you will complete an assignment that will be used to assess your knowledge of and skills in the subject. It will be set in a vocational context, which means that it will simulate what it would be like to be given a project by a client or employer in a work situation. You will use the OCR set assignment for the assessment. This assignment will include a series of tasks that follow the same process and sequence of the units for R068 Design a business proposal and R069 Market and pitch a business proposal. The assignment practice features in this book in Units R068-69 will help you get used to working using a business context.


Note: The practice questions and accompanying marks and mark schemes included in this resource are an opportunity to practise exam skills, but they do not replicate examination papers and are not endorsed by OCR.


Plagiarism and referencing


Your work for the OCR set assignments in Units R068-69 must be in your own words. You must not plagiarise. Plagiarism is the submission of another’s work as one’s own and/or failure to acknowledge the source correctly. Sometimes you might need to use a diagram or include a quotation from someone else or a website. If you do this it is very important that you always provide a reference for any information you use that is not your own work. Quotation marks should be placed around any quoted text. You should put the source reference next to the information used. In addition to referencing the picture, diagram, table or quotation, you should explain in your own words why you have used it, what it tells you, how it relates to your work or summarise what it means.


Providing a reference means that you will include details of the source, which is where you found the information. You should include the full website address (url) and date that you found it, or for a textbook the page number, title, author’s name, date it was published and the name of the publisher. For newspaper or magazine articles you should give the date of publication, title of the paper or magazine and the name of the author. When producing your work for the assessment, you should never use any templates or writing frames. You must always decide yourself how to present your information.















Unit R067




Enterprise and marketing concepts
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About this unit


This unit provides an overview and introduction to the key concepts. You will look at the characteristics, risks and rewards for an enterprise, through to the costs and factors to consider when starting and running an enterprise.
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Topic areas


In this chapter you will learn about:



	1  Characteristics, risk and reward for enterprise



	2  Market research to target a specific customer



	3  What makes a product financially viable?



	4  Creating a marketing mix to support a product



	5  Factors to consider when starting up and running an enterprise
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How will I be assessed?


You will complete a 1 hour and 15 minute written examination, set and marked by the examination board. The examination paper will have 70 marks and will have two parts:




	●  Part A – 10 multiple choice questions worth 10 marks



	●  Part B – both short/medium answer questions and extended response questions worth 60 marks.






















Topic area 1 Characteristics, risk and reward for enterprise
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Getting started


In pairs, think about three different local enterprises that you are familiar with. For each business write down whether it sells products, services or both. Compare your answers with another pair.






1.1 Characteristics of successful entrepreneurs


An entrepreneur is the term given to an individual who starts their own enterprise activity. Entrepreneurs have a wide range of characteristics and skills, enabling them to set up their own enterprise activity.




Key term


Entrepreneur A risk taker who sets up a business or businesses with the aim of making profits.
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Figure 1.1.1 Characteristics of successful entrepreneurs




Creativity


An entrepreneur has the skills to generate new ideas or alternatives to existing ideas to create a new entrepreneurial activity. They are able to explore these creative thoughts to produce a product or service. Sometimes the ideas are simple, but if there is a demand for the product or service, it will sell.






Innovation


An entrepreneur will develop a new product or service that is different. Due to its unique features, it could be produced in a slightly different way. For example, the entrepreneur could research a different way of producing the product or service using some new machinery or a different method. This could be classed as an ‘innovative method of production’ as it is a new way of producing something.




Case study: James Dyson, inventor and designer


James Dyson is famous for being an entrepreneur and investing in innovative ideas and methods of producing products. For years, a vacuum cleaner for the home looked the same, with a bag to collect dust, but Dyson knew he could change this. He wanted to amend the design without affecting the vacuum cleaner’s suction. With this in mind, Dyson started to use a number of ‘innovative methods’ to try to work out how he could achieve this.


He started experimenting with cyclone technology and five years and more than 5,000 protypes later, Dyson created the first bagless vacuum cleaner and transformed this area of the market immediately.
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Figure 1.1.2 James Dyson’s initial sketches for a vacuum cleaner
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Figure 1.1.3 Traditional vacuum cleaner (left). Innovative vacuum cleaner (right)






Questions



	1  What did James Dyson change about the design of the vacuum cleaner? Explain your answer.



	2  How many prototypes did James Dyson produce?



	3  How long did this take James Dyson to achieve?



	4  Write an explanation of ‘innovative methods’.












Risk taking


Any new business has an element of risk, as there is no guarantee that it will be a success. An entrepreneur should be willing to invest both time and money in their new enterprise. They will have planned and researched their new enterprise activity but will also be aware that they will need customers who may initially reject the project, which could ultimately fail. However, an entrepreneur relies on self-belief, maintaining positivity about their planned enterprise activity.
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Research


Some famous businesses have risked new products.


Google glasses were introduced in 2013 and later again in 2017 as the next big innovation in technology. They enabled the user to take phone calls and use the internet without needing a smart phone. They were expensive and were launched and exited the market very quickly!


Would you have bought Colgate Lasagna? The idea was that people could eat a freezer meal from Colgate and then brush their teeth afterwards with Colgate toothpaste! Not many people wanted to purchase this item so it was withdrawn from the market.


Research some other types of products that have not been successful from well-known businesses. Report your findings to the rest of the class.
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Communication


Communication skills are important to an entrepreneur. They need to get their product or service ideas known, by talking face-to-face with individuals such as investors, making calls or video calls to people, or communicating via email or social media platforms. Being able to develop and grow an enterprise activity is important, as an entrepreneur needs to persuade potential customers to purchase their products or services. Good communication skills will demonstrate to others that the entrepreneur is confident and competent, helping to establish important trust with others who will hopefully be customers.






Negotiation


Any new enterprise activity will need to establish itself within its area of the industry and market, with the aim of selling the products or services as soon as it can. This means that an entrepreneur will need to agree or negotiate the best price for some things, such as materials needed for the business. Following on from the materials, the entrepreneur can then negotiate the best price for the customers who will be purchasing the product or service. Getting the right price is important so that the entrepreneur can offer their customers what they want/need. If they do not achieve this, sales could be lower, which could mean that the business might not continue. Negotiation allows the entrepreneur to get the best deal for their enterprise.




Key term


Negotiation A method of having a discussion with others to reach an agreement.





Confidence


In order to be successful, it is important that an entrepreneur develops confidence as they will need to present their ideas to others. They have to believe in their products or services, and they have to make others feel confident about them. They also need to display confidence in order to persuade customers to purchase items, and investors to give money, to keep the business running.


Determination


An entrepreneur needs to be determined and decisive, knowing exactly what has to be done and not hesitating when making decisions – any delays could potentially mean missing an opportunity which could change the direction of their enterprise.



1.2 Potential rewards for risk taking


Financial rewards


Unfortunately, many businesses fail within the first few years. For this reason the first financial objective is to survive. If an enterprise activity is not viable, it is likely to run out of funds very quickly. To ensure that the business survives, an entrepreneur needs to ensure the business has:



	●  sufficient cash to pay business debts



	●  access to sufficient funds when required



	●  a business model viable for the business’s long-term survival.






Once the initial survival has been secured, an entrepreneur will want to make a profit. This is when the business’s revenue exceeds its total costs. In return for the risk and hard work the entrepreneur has put in, they will desire high profits over a long period of time. This is called a financial motivator. For some, this will result in increased personal wealth, which could be substantial.
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Activity


Who do you think are the world’s most successful entrepreneurs in terms of personal wealth? Research this and compare your thoughts with those of a partner in the class.









Independence


Entrepreneurs often choose to start their own enterprise activity because they want to be in control of their career and not work for others. They like to make their own decisions and gain greater satisfaction in being in charge of themselves, feeling they will be more successful if they are working on something they have invested in.


Sometimes, an entrepreneur may be lucky enough to turn their hobby or interest into their enterprise. During the Covid-19 pandemic, many individuals could not work due to the restrictions that were put in place, so people had to be inventive, and many decided to pursue this as a career choice.


Self-satisfaction


Gaining satisfaction from your work is important. It means you will be happier and more motivated to keep going, particularly if things become hard over a period of time. An entrepreneur may decide to start an enterprise to learn a new skill, or they may decide to turn their hobby into their business. It is important for them to ensure that their hobby has the potential to be a success. It will involve lots of hard work each day, which is often different when it is a hobby, as it is not a job. However, being satisfied though your work is important. Careful planning is required to ensure that any money invested will not be wasted if the business enterprise was to fail.


Making a difference/change


Entrepreneurs who want to make a difference or a change will often start their enterprises with a specific interest in their life and make this their priority, rather than profit. Making money will still be a consideration as they will need money to keep the business running, but they will then re-invest it in the business. Examples of making a difference could include to:



	●  be ethical



	●  consider sustainability



	●  help older people



	●  employ people who may find it difficult to get work



	●  help the local community.
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Activity


Individually, write down your hobbies or interests. Then, in pairs, compare your skills and hobbies and try to answer the following questions:




	1  Could you turn any of these hobbies or interests into an actual enterprise?



	2  If you were to rate your skill level from 1 to 4 (with 1 being the best), what number would you give your skills?



	3  How easy do you think it would be to turn your hobby or interest into an enterprise activity?



	4  What equipment would you need to complete your enterprise?



	5  How much money do you think you would need to set up your enterprise?



	6  Who would your main local competitors be?













Case study


The Thirsty Café in Marcham, Oxfordshire, opened in spring 2020 in the new village hall. It was a social enterprise business run entirely by volunteers. The core values of the business are to:



	●  provide an informal, welcoming and safe environment for the local community to meet



	●  serve drinks and refreshments to the local community



	●  help and develop opportunities for local community groups



	●  offer a rewarding volunteer programme



	●  run an economically viable social enterprise, with the profits being re-invested in the community.






Planning for the Thirsty Café started in the spring of 2019. By early 2020, having sought advice and guidance from the Plunkett Foundation charity, as well as many other local experts, the Thirsty Café transformed from an idea into an actual legal entity to benefit the local community. It proved to be very popular, with the local community purchasing drinks and refreshments from the café.


However, when the Covid-19 pandemic struck, like many businesses, it had to close its doors. Undeterred, the volunteers decided to offer ‘afternoon tea’ deliveries to the local community, focusing on providing quality local produce. These were popular and kept the business going, benefiting the community as the volunteers could still offer their services and the residents of Marcham could enjoy a special afternoon tea during what was a difficult time for many. Afternoon teas were delivered to celebrate Valentine’s Day, Mother’s Day, Easter and birthdays, as well as other special occasions. Customers used an online booking system through the café’s website and baskets of goodies were delivered to their front doors.
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The long-term plan for the Thirsty Café is to open six days a week, employ a full-time member of staff to run the café and, from the eventual profits, purchase items for local community groups such as sports and social clubs to benefit all the villagers of Marcham.


Questions



	1  Explain what is meant by the term ‘core values’.



	2  Identify two of the main core values of the Thirsty Café.



	3  Who did the Thirsty Café turn to for advice and guidance?



	4  What activities did the Thirsty Café introduce when the Covid-19 pandemic affected the business?



	5  What are the long-term plans for the Thirsty Café?
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Research


Research the organisation and investigate who the Thirsty Café gained advice and support from.






1.3 Potential drawbacks for risk taking


Financial


There is always a risk when someone sets up a new enterprise because it could fail. If you invest all your personal wealth into the business which then fails, it will mean you will lose your personal wealth. This is a risk that many entrepreneurs are willing to take.





Did you know: many famous entrepreneurs failed before being successful but they kept going? Jeff Bezos created an online auction site called zShops. It failed initially but eventually became the very successful Amazon Marketplace.


The co-founder of Twitter, Evan Williams, developed a podcasting platform called Odeo. However, Apples iTunes launched shortly afterwards and dominated the market, so Odeo was no more.




[image: Image]


Activity


Research two other famous entrepreneurs who have been very successful but have also failed in the past. Share your findings with the rest of the class.





Health/wellbeing


Setting up a new enterprise can take its toll on an entrepreneur due to the time and financial pressures that will be placed on them. It is therefore important that the entrepreneur allows time to reflect at various points during the start of the process to acknowledge the successes as well as recognise the areas that may need to improve or change. They should also factor in time to be away from the enterprise in order to renew their energy and give them a different perspective on the business’s next developments. Making time for health and wellbeing is very important to the long-term success of the enterprise activity.


Work–life balance


A typical entrepreneur is often always on the move. Work–life balance is focused on understanding the importance of gaining time away from work, building leisure time into your life and having time to relax. Setting boundaries, such as not working more than 40 hours a week, delegating tasks when you can and learning to say ‘no’, are important when considering work–life balance. Ultimately, if you work too much, the quality of your work can be reduced, which could lead to you making mistakes, thereby potentially leading to lost custom. It is important to get the balance right between work and life.


Personal relationships


Positive relationships with family and friends are vital and can give the entrepreneur the confidence to continue to succeed with their enterprise activity. Setting goals to achieve success will help, so planning is essential. Weekly, monthly and six-monthly goals can help the entrepreneur to reflect on and review the progress being achieved, which they can then celebrate with family and friends. Getting others involved in the business can also help them to understand the processes that are required for the enterprise activity.
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Activity


Would you make a good entrepreneur?


Answer the following questions and see if you would! Give one answer to each question:



	
1  After school I like to:


	a  have fun



	b  complete all my school homework so I don’t miss deadlines



	c  program computers



	d  come up with ways to make money.











	
2  How much risk do you take in life?


	a  I do not take risks.



	b  I take a few risks.



	c  I take quite a few risks but only if it is necessary.



	d  I take risks all the time.











	
3  How much work would you be prepared to do for a new business venture?


	a  A few hours a day.



	b  12 hours a day but not at the weekends as that is my time.



	c  10 hours a day for six days a week as I need a day off.



	d  All day every day.











	
4  Why would you like to become an entrepreneur?


	a  I want to make lots of money so I can buy anything that I want.



	b  I want to work for myself.



	c  I do not like working for other people.



	d  I want to be successful with something that I have created.











	
5  How are you with financial matters?


	a  My finances are a mess.



	b  If I have money, I spend it straight away.



	c  I like to save up for things.



	d  I am good at knowing what money I have and what money I have to spend and I check this frequently.










How did you answer?


Mostly As: you have some traits of an entrepreneur but would need to be more dedicated to your business idea if it was to be successful.


Mostly Bs: you have shown some signs of commitment to being an entrepreneur but you would need to be even more dedicated to your business idea.


Mostly Cs: you have shown that you are cautious in the way you approach life, so you may be more suited to working with other people.


Mostly Ds: you have shown that you have many of the traits of an enterpreneur, so you are on your way!








Remember:



	●  entrepreneurs need to have a range of skills and characteristics to be successful



	●  any enterprise activity could be a success but could also fail



	●  innovation and creativity are often linked



	●  there are many rewards with enterprise activities but it is important to have a good work–life balance, even though this can be difficult to achieve at the beginning of a new enterprise.
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Test your knowledge



	1  Write a definition of an entrepreneur.



	2  Why might an entrepreneur want to set up their own enterprise activity?



	3  Identify two different characteristics of the famous entreprenuer Lord Alan Sugar.



	4  What are the differences between independence and self-satisfaction?



	5  Why might an enterprise activity fail for an entrepreneur?



	6  What could the impact of a failed enterprise activity be on an entrepreneur?



	7  Explain the main differences between a financial reward and making a difference/change reward.










[image: Image]


Practice questions


Section A: Multiple choice questions



	
1  Samantha is keen to start teaching some dance classes as she has learned a range of different styles since she was young and it keeps her fit, healthy and flexible. Identify which of the following would be an example of a reward for Samantha taking a risk by setting up her local dance classes:


	a  negotiation



	b  determination



	c  self-satisfaction



	d  innovation.










Section B: Medium response questions



	2  What characteristics help an entrepreneur to be successful? [6 marks]






















Topic area 2 Market research to target a specific customer
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Getting started


Think about a customer survey or product review that you have recently completed. Why do you think a business would be interested in your opinion? Share your ideas with the class.





This topic will enable you to understand the different methods of research that the entrepreneur will need to complete to determine whether the enterprise activity will meet the requirements of its customers. You will consider how a business divides its customers into groups, often referred to as segments, and the various methods of finding out what its customers require.



2.1 The purpose of market research


Market research can be used for the following purposes:



	●  Reduce risk – understanding customers’ needs and wants will enable a business to reduce the risk of making decisions about products and services that may be inaccurate and potentially costly.



	●  Aid decision making – the results of detailed primary and secondary market research can be analysed at management level within a business organisation. By analysing the results in detail, a business will be able to make informed decisions based on the feedback received. This could use research on customer needs, wants and aspirations to inform decision making about the type of products or services the business organisation should provide.



	●  Understand the market – comprehensive market research will allow a business to understand the needs of the market and then provide goods and services to meet those needs.



	●  Gain customer views – by understanding the needs and wants of customers, businesses can make informed decisions. Market research allows customers to discuss their views, needs and wants in terms of products and services offered. Once analysed, this information provides a business with a comprehensive overview of what needs to be produced and sold in order to meet customers’ expectations. By meeting these expectations, the business is likely to maximise its sales and profits.



	●  Inform product development – comprehensive and accurate market research reduces the risks involved in launching a new product. Whenever a new business launches a new product, there is the possibility that customers will not want to buy it. Market research helps the business to reduce this risk as it will be aware of what its customers are looking to purchase in the future. Analysed market research information will ensure that the products that are developed are up to date and meet the needs of customers.



	●  Understand how a good/service complements others on the market – it is important for a new business enterprise to research the products/services that already exist within the market, so that it is aware of how its new product or service will add to the existing competition. Understanding the market that the product or service is going to compete within means that the entrepreneur can make a decision about whether it is worth launching this new enterprise activity in terms of time and finance. Having this important research information can help with planning and give focus for the future.








Key terms


Market research The actions that a business will use to gather information about customers’ needs and wants.


Product development When an existing product is altered/changed to make a new product.






2.2 Primary market research methods


Observations


Observations involve watching and noting down what individuals do and how they behave in a particular situation. Retail stores frequently use this method, with the aim of providing the most effective and efficient store layout. However, a business must assess whether the cost of completing the observation is worth the information it is likely to gain.


Advantage:



	●  If one aisle had made very few sales during the previous month, an observation may identify whether customers were avoiding the aisle entirely or just not purchasing those particular goods. Observations can be fed back directly to the business and improvements made to their practice, for example changing products on shelves.





Disadvantages:



	●  While an observation may identify what is happening, it will not provide the reasons why.



	●  Completing any observation is time-consuming and therefore costly.





Questionnaires/surveys/interviews


These are popular methods of collecting primary research. Questionnaires/surveys/interviews will involve a person responding to questions. This could be in the form of a written questionnaire sent through the post, for example, or questions asked directly on the telephone or during a personal survey face-to-face. It is important that these forms of gathering customer data comply with the General Data Protection Regulation (GDPR).




Key terms


Questionnaire a set of questions that have been devised to ask individuals for the purposes of gathering information.


Survey The process of collecting and then interpreting/analysing the data gained.








Advantages:



	●  The information gained will be accurate and relevant.



	●  They can be completed in a range of locations, including people’s homes, workplaces, in the street, at the entrance to a store.



	●  They could cover a wide geographical area (telephone, postal, online surveys).



	●  They are relatively cheap and quick to produce.





Disadvantages:



	●  Questionnaires/surveys/interviews can be seen as junk mail and therefore people will not complete them.



	●  People cannot seek question clarification for postal surveys.



	●  Personal surveys/telephone surveys are expensive to complete and time-consuming.



	●  Detailed answers are often lacking from questionnaires/surveys that are completed independently.






Focus groups


These often produce high-quality research information. A small group of individuals is chosen, based on the needs of the business conducting the market research. The participants usually represent a cross section of the public, to ensure a wide range of views. The group then discusses key questions and themes that have been identified by the business.


Advantages:



	●  The information gained will be accurate and relevant.



	●  If needed, a co-ordinator can explain the questions or direct the conversation.





Disadvantage:



	●  Focus groups are expensive and extremely time-consuming.





Consumer trials


A consumer trial is a short-term offering of a product or service that allows a limited number of consumers to examine, use or test the product before the business fully launches it. A consumer trial provides honest and reliable information and this information can be used to amend the product if necessary. However, consumer trials are expensive to operate and the analysis of individuals’ views and opinions is not as easy as with numerical data.


Advantages:



	●  A consumer trial provides honest and reliable information.



	●  The information obtained can be used to amend the product.









Disadvantages:



	●  Consumer trials are expensive to operate.



	●  Analysing people’s views and opinions is not as easy as analysing numerical data.





Test marketing/pilots


A new enterprise activity may want to test its products or services on a small, selected number of individuals to test whether the product or service is wanted/needed. Businesses may ask for volunteers to use the product or service for free, in return for them answering some questions to enable improvements to be made.


Advantages:



	●  This is a safe way of seeking the views of others while being able to help make a judgement on the future of the enterprise.



	●  Consumers are able to test products for free.





Disadvantages:



	●  It takes time for the business to seek out volunteers to test the products.



	●  Volunteers need to be aware that they will have to spend time answering questions related to the products.








Case study


Thomas Oliver wanted to start a homemade jam-making business. During the lockdown period he liked to pick strawberries at a local farm and found a passion for making jam. The costs were minimal for his enterprise. He was able to purchase wax disks and sugar from the internet in bulk, make his own labels and source free, sterilised jars by putting messages on the local social media page.


Thomas tested the product on some friends who offered to complete questionnaires. Using the results, Thomas experimented with a range of fruits, including raspberries, blackberries, blueberries and damsons. Having worked out his costs, he launched his ‘Vibrant’ brand of jam in 2021.


Questions



	1  Why did Thomas start his business?



	2  What is the brand name of his business?



	3  What resources did he need to start his business?



	4  What research did he complete?



	5  What product development ideas did he use?



	6  How could Thomas find out how to sell his jam locally to reach more customers?





[image: image]










2.3 Secondary market research sources


Internal data


Internal data is numerical or other data and information held by a business. When completing market research, a business must ensure it reviews all its internal information alongside any available external information. Businesses hold a wide range of information, for example sales data, customer profiles and financial budgets.


Advantages:



	●  Numerical data can be used to make predictions about the future by looking for trends over a period of time.



	●  Data can also be compared against local competitors or against industry benchmarks.





Disadvantage:



	●  Internal data has a narrow scope and does not consider the wider world.





Books/papers/trade magazines


Books, papers and trade magazines are either online or paper-based.


Advantages:



	●  Information from these sources is relatively cheap to acquire and is likely to be accurate and readily available.



	●  Physical books, newspapers and trade magazines can either be purchased or loaned from libraries.





Disadvantages:



	●  The information may be out of date, depending on publication date.



	●  The information collected may not be totally relevant to the business organisation.





Competitors’ data


Competitors’ data may be available publicly, depending on the legal structure of the business. A limited company is required by law to publish its financial data on an annual basis.


Advantages:



	●  In the UK, this data is submitted to Companies House and is publicly available.



	●  By reviewing the financial records of other organisations, managers can review their own organisation’s performance.









Disadvantage:


	●  It must be remembered that for meaningful comparisons to be made, data should only be compared ‘like for like’. This means that a limited company should not be compared with a sole trader, for example.
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