1806399 B and B business proposal speaker notes
Covering Financial – Sources of finance
Marketing activities- Market research. Target market and how to promote the business.
Financial.
Coyle, B (2002) tells us that customers and banks have different views on bank lending stating that to most medium sized companies, a loan is the most essential external source of capital. He also mentions a few financial risks from bank lending, being unable to get a loan finance when needed, unable to pay interest in full and on time and prevents further loaning when extra funding is needed.
The Price Bailey website (2017) tells us about angel investors and how they go about considering any investments. An angel investor is someone who helps with development capital in return for a large return on the investment if the company reaches their set goals. They look for traits before backing up a company which are a credible management team that can execute their business plan effectively. An addressable market where the company can use their opportunity to address a large market. The product or service must be great where they look for higher or a better, quality service delivered or a problem that the company has a good solution to. Most will have an exit strategy based on a business plan allowing them to unlock their investment with a return.
Stegmaier, J (2015) writes a quick strategy guide for crowdfunding. Create a spreadsheet of a few successful crowdfunding projects to compare them if they are similar to yours. Create a budget for the project with alternative outcomes. Pay a professional artist to create eye-catching work to show off you project page. Send out samples of the product to bloggers with high impact. Share with at least 20 people the project preview page. Send out personalized press releases to lots of blogs. Clear your schedule for launch day.
Marketing.
Market Segmentation.
Virgillito (2018) writes that market segmentation is where the customers are divided into groups based on qualities they have in common some examples are VIPs who shop often and spend the most. Active and long-term users who keep returning. Reactivated customers who are inactive for a time after using the business then come back again. Low-tier, those who shop less often and spend less. New first-time customers. New visitors who register and show interest without a purchase. By putting the customers into small groups enables the opportunity to focus different strategies for each of them to keep each group happy. This can identify certain patterns in each group to ensure effective use of strategies to cater for them.
Benefits of Market segmentation are the saving of time and money where you don’t just focus on one strategy for all customers thus targeting where it is needed effectively per group. Better relationship building between customers where more learning can lead to better service. This helps to identify the brands strengths, weaknesses and opportunities showing where parts of the strategy are strongest or need improving to better the competition.
4 Main types of market segmentation are:
 Geographical. Relating to country, Language, area, population.
Demographics. Relating to age, gender, education, income, family, social status, occupation.
Psychographics. Relating to lifestyle, activity, interest, concerns, values, attitudes.
Behavioral. Relating to Benefits sought, purchase, usage, intent, buyer stage, Life cycle stage, engagement.
 

Shankar and Carpenter (2012) tells us that marketing strategy are actions relating a business to its customers and markets. 
Marketing strategy decisions. With the best analysis of company, customers and competition, ensures better understanding of the different decisions like allocating resources, developing a successful launch of business or new products. Branding and Brand Strategies. Strategies tend to be relating to brands where the importance of the brand gives value. One key element is where positioning is associated with the offerings of a brand as part of an extension strategy.
Impact of marketing strategy. The common concern for marketers is the financial return, where the strategy can affect firm value.
Tighe (2017) tells us a competitive analysis is research specialising in collecting and reviewing data about rival companies. This tactic can help identify what your rivals are doing and the threats they may present financially. Tighe (2017) tells us of 5 easy steps to conducting a competitive analysis.
1 Identify you top ten competitors. Use google as a resource to identify them and the services they provide, this will give insight of how to keep on top or ahead of them to keep your customers.
2 Analyse and compare competitor content. Find out what content they publish and what they use as major focus points for customers. This can be blog posts, e-books, videos, slides, FAQ’s press releases, buyer guides. This can determine what quality the content is and how it compares to yours.
3 Analyse their Search Engine Optimization (SEO) See what they are doing differently and update frequently with great quality.
4 Look at their social media integration. See how they are sharing content, interacting with users and fans, look at what they are using effectively that you should be doing.
5 Identify what areas to improve. After performing the competitive analysis, you should now have better understanding on how the rival companies are doing, use all the information to concentrate on the areas that need improvement this will help the company establish its presence with clients, blog and social media users.
Physical Location. 
Heil (2019) writes that the key ingredient for a successful business is the right location, the wrong choice may result in inadequate access to workers, customers, suppliers and other elements. A company’s location strategy identifies the needs of the company which can play a significant role in its overall success. A few factors to consider are, facilities and space the company will need for long term goals, feasible with costs and other factors, logistics, labour needs, community, trade zones, political risk, what government and environmental regulations there are and if there are any incentives that can be negotiated with the property. With this location strategy there are company requirements that a company must consider such as size, population, total costs, infrastructure, labour. Companies must also consider any unique requirements which may be needed for their main strategy and goals. 
Location selection techniques exist that can be used for location strategy assessing locations into macro and micro analysis evaluating different regions and communities this is essential in manufacturing. Service business concentrates on sites that are close to the segmented target market which can influence size and features of a business location.
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