


Contents
1	Overview	1
Course Name	1
Subject matter	1
Principal Audience	1
Secondary Audience	1
2	Rationale for a new 8-week course on how to start a small business.	3
3	Aims.	6
4	Learning Outcomes.	6
5	Objectives.	6
5.1	Professional Standards.	7
5.2	Benchmarking.	8
5.3	Assessment.	9
5.4	Transferrable skills	9
5.5	Teaching Strategies	10
5.6	Skills for future development.	10
6	Structure of lessons.	11
6.1	Lesson 1 Introduction, Business Ideas and Market Research. (accompanying documentation and PowerPoint presentation in Appendix).	11
6.2	Lesson 2 Creating a Business Plan.	11
6.3	Lesson 3, Business Branding, Website Design.	12
6.4	Lesson 4: Legal and Financial.	13
6.5	Lesson 5, Marketing plan and Content Creation. (accompanying documentation and PowerPoint presentation in appendix).	14
6.6	Lesson 6, Human Resources.	14
6.7	Lesson 7, Bricks and Mortar or Online only?	15
6.8	Lesson 8 Networking Event with Guest Speakers	15
7	Reading list.	17
8	References	18
9	Appendix 1	21
9.1	Lesson Plan 1	21
9.2	PowerPoint 1	25
10	Appendix 2	34
10.1	Lesson Plan 2	34
10.2	PowerPoint 2	38
11	Handout for lesson 1	49



Overview
[bookmark: _Toc155907288]Course Name:  Start Your OWN Business SYOB!
[bookmark: _Toc155907289]Subject matter:  
· Business ideas and market research.
· Drawing up a business plan.
· Business branding and website design
· Legal and Financial.
· Marketing plan and content creation.
· Human Resources.
· Bricks and mortar or online.
· Networking event with guest speakers. 
More detail on each subject will be produced later on in the proposal.
[bookmark: _Toc155907290]Principal Audience: Young people aged 18 to 25 who might not want to take a degree course or young people who didn’t get the grades to be able to join their desired course.
[bookmark: _Toc155907291]Secondary Audience: Any other person who has an idea to start their own business but does not know where to start. Mature students are also welcome to apply and for the purposes of inclusivity and in line with the professional standards of ‘promoting participation in higher education and equality of opportunity for learners’ (UKPSF, 2011) any person showing an interest in the course will be considered.

Place of Learning:
Swansea Business Department at Business Campus, Swansea Business Campus, UWTSD, High Street, Swansea, SA1 1 NE or the IQ Campus University of Wales, Swansea Waterfront, Trinity Waterfront, Swansea SA1 8EW.
Resources needed within the building: For the first seven weeks a room that can fit roughly 30 students comfortably with enough tables and chairs for each student. Plug points for student laptops. A computer with links to a whiteboard or screen for the presentations. Access to a printer for handouts. For the final Networking and guest speaker event we will need a function room with a lectern and microphones.
Time of Learning:
The course is proposed to run in the evening from 5pm till 8pm on Tuesday evening or fitting in with the current timetable within the business department.
The course will run for 8 weeks with a suggested July intake and possible January intake. This will allow students on undergraduate courses access even though it is aimed at non graduates, to ensure inclusivity (UKPSF, 2011).


[bookmark: _Toc155907292]Rationale for a new 8-week course on how to start a small business.

This 8-week course on starting a small business is aimed at young people who want to start a small business but are not sure how or where to begin. Having done some research into what is already offered by University of Wales Trinity Saint David (UWTSD), it may be that the courses currently offered might be too academic for some potential sole traders and/or entrepreneurs. According to The Gentleman’s Journal (2024) many of the top entrepreneurs in the world do not have a college degree, yet managed to build successful companies. People like Henry Ford of the Ford Motor Company, Mark Zuckerburg of Meta, previously Facebook, Steve Jobs of iPhone and Richard Branson of Virgin, famously built great companies without ever donning a cap and gown (Gentleman's Journal, 2024). 
Currently, UWTSD offers a varied range of courses relating to business but most of them are tailored toward ‘employability’, their opening sentence on their Business and Management Department webpage is “Employability is our key focus at University of Wales Trinity Saint David” (UWTSD, 2024). Most of their undergraduate courses which run for a minimum of two years for the HND/HNC or three years for the Bachelor’s degrees are tailored toward management, or workplace skills. Other (CertHE) courses also offer skills related to the workplace. There is a small range of post-graduate courses aimed at leadership and one tailored toward entrepreneurship (UWTSD, 2024). Some of the courses are accredited by well-established membership bodies like Institute of Leadership and Management, ILM, Chartered Institute of Personnel Development, CIPD, and Association of Chartered and Certified Accountants ACCA (UWTSD, 2024). These courses are perfect for students who are interested in academia and working in large corporations, but some students might prefer a more vocational approach, which encourages ‘…the development and application of knowledge and skills for middle level occupations…’ (Moodie, 2002). Some students see self-employment as a better use of their skills and a way to utilise their ideas under their own initiative while also deciding their own hours of work (Haase, 2011). The intention on this course is to give an outline of each skill needed to be a sole trader, which will include human resource management, accounting, marketing and content creation, people management and organisational skills. If the student finds that they enjoy specific aspects of the course and would like to specialise in a particular area like accounts or marketing, they could be signposted to the undergraduate business courses available at UWTSD.
According to the Office for National Statistics ONS more young people are equating self-employment with higher incomes and more family time (ONS, 2019). This is not always the case and sometimes being self-employed involves more working than employed work, more irregular hours, which could actually mean less time with family and friends (Smith, 2023).  In 2019 it was reported that the amount of young people in education who could see themselves as self-employed in the future has been steadily rising. Although 1 in 5 (21%) of 16- to 25-year-olds say they see themselves as self-employed in the future, ONS data shows that it’s 1 in 10 (9%) of 22- to 30-year-olds are actually self-employed after leaving education. So it seems that more people want to be self-employed than are, in fact according to an article on LinkedIn, it seems that 70% of people want to be self-employed yet only 6% are (Rickey, 2023), this statistic comes from a USA source where the author studied at University of California Los Angeles, UCLA and believed that the fact he studied ‘design’ gave him a more divergent attitude to learning, whereas, most colleges teach a more convergent way of thinking, creating employable candidates, he believes that divergence led to more creative thinking which he believes is necessary in starting a business or carving your own path in life (Rickey, 2023). Within the UK it has been observed by the ONS that self-employment rates have fallen since the Pandemic (ONS, 2022). After two decades of growth within the self-employment sector from a peak of 5 million in 2019, by 2022 sharp falls were recorded to a level of 4.2 million (ONS, 2022). However, that figure seems to have increased in 2023 to 4.31 million (Francis-Divine, et al., 2023) which could indicate that people are feeling confident in creating their own business again.
From this information it seems there is much scope for helping young people to become their own boss, not least because of the range of added opportunities now available through the internet. However, some of those opportunities have created ‘The gig economy’ or ‘specific offline crowdwork’ which is where an online company outsources services instead of using employees, these tech companies match a client with a worker prepared to carry out the job for a minimal fee, such as Uber where drivers are considered self-employed (Todoli-Signes, 2017). The laws around this kind of work are ambiguous as most employment law stems from a time before the internet. If more young people knew how to start their own business, they might not fall prey to the tech giants who reap the rewards from the drivers’ hard work, it is believed that Uber take 25% of what their drivers earn for each trip (UK Care Guide, 2024) and all expenses for the car, insurances and fuel come from the drivers’ own pocket. Many young people are joining the ‘gig economy’ because of its ease, but it has been dubbed ‘bogus self-employment’ due to the low pay and temporary nature of the work (MacDonald & Giazitzoglu, 2019). So, while government ministers are extolling the virtue of the ‘gig economy’ and encouraging our young people to take up these opportunities, some question whether they themselves would be content to give up their fixed salary, paid holidays and pension scheme, in favour of this bogus self-employment? (MacDonald & Giazitzoglu, 2019).  Through the SYOB course it is possible that young people would benefit greatly from learning how to start and  manage their own business properly with all the necessary tools and support to encourage success, and where they can grow something to be proud of. 
Other organisations, one of which is the Prince’s Trust (Prince's Trust, 2020) offer support to potential entrepreneurs, but as universities are seen as a step on the path to life for many young people after leaving the school environment (Haase, 2011) why not include courses and support for these individuals in an environment that already encourages self-realisation and self-determination through betterment of oneself and encourage the people who do the work to reap the rewards inherent in self-employed entrepreneurship, rather than let the bogus self-employment continue. Real self-employed workers should have the opportunity to obtain clients in order to build a reputable company where they can reap the rewards of their labour (Todoli-Signes, 2017).
[bookmark: _Toc155907293]Aims.
· To develop necessary knowledge and skills to enable the creation of a new business.
· To develop confidence in own ideas and potential for further development.
· Help young people realise their own potential and apply learned skills to a comprehensive business plan with confidence.

[bookmark: _Toc155907294]Learning Outcomes.
Upon the successful completion of this course the student should be able to:
· [bookmark: _Hlk155528058]Understand the level of responsibility and procedures necessary to start their own business.
· Formulate a comprehensive business plan that can be used in a real-life scenario.
· Develop a marketing plan for promotion of the business.
· Apply knowledge and skills learned, with confidence to their idea and the potential for creating a business in real time.
· Manage basic financial tasks relating to their business.
· Design their own logo and business website.
· Confidently liaise with other business owners.
[bookmark: _Toc155907295]Objectives.
The objectives for devising this course are mainly to help young people start their own business which in turn can create more local businesses which can lead to more jobs which contribute to economic growth (Bashir, et al., 2014). The initial idea is to have an eight-week course for young people to learn all the basic knowledge essential when running your own business and the necessary skills. The sessions will be three hours long and run on a Tuesday evening from 5pm to 8pm. The intention to run at this time is to enable undergraduates to attend if the demand is there. A didactic approach has been used in devising the lessons with most of the 8 lectures starting with face-to-face lecturing using a PowerPoint presentation as a basis for other Socratic features such as two-way dialogue, through class discussions and group work. A workshop environment will be encouraged through experiential learning with case study information provided for financial planning, role play in human resources, with job interview simulation and each student will get the chance to develop their own elevator pitch to promote their business, which they will have the chance to use in the networking event in the final week of the course. Using a variety of teaching strategies helps learning happen and will enhance the learning experience for all the students (Reece & Walker, 2006). Vygotsky (1978: 57) in (Coles, 2004) observed that when students work together on a task, they assist each other, so for learning to take place students should be presented with opportunities to problem solve (Coles, 2004).
[bookmark: _Toc155907296]Professional Standards.
Professional standards in the design and planning of learning activities within the lectures (UKPSF, 2011) will be adhered to throughout. There will be time at the end of each lecture set aside for tutorial time which will help the students and support their learning, also part of the professional standards (UKPSF, 2011). How will we know if students are learning? In line with professional standards of core knowledge, the course will ensure the use of appropriate learning technologies, and methods for evaluating the effectiveness of the teaching (UKPSF, 2011) in the form of ‘Constructive Alignment’ which is based around the Constructivist theory whereby “learners construct their knowledge through their own activity” (Biggs , et al., 2022)  and are formatively assessed during this process in the form of the application of acquired skills to the ongoing live document ‘The Business Plan’. Feedback will be offered during every lecture so that the learners are able to assess their own level of knowledge as the course progresses (UKPSF, 2011). We will listen to experts and evidence-informed literature will be used to inform lecture materials at all times (UKPSF, 2011).
[bookmark: _Toc155907297]Benchmarking.
The course is initially intended as an eight-week, 24-hour course for starting a business but there is a possibility that in future the course could be extended to a 12-week 48-hour module subject incorporated within one or some of the undergraduate business courses offered by the university. If this were to happen it would need to adhere to specific benchmarking statements such as quoted in 1.6 of the ‘Context and Purposes of a Business and Management Degree’ (QAA, 2023), which relates to skills in leadership. Previously the Benchmark statement for Business and Management had been more directed toward employability, however in the current statement, adjustments have been made to include ‘employability, entrepreneurship and enterprise education’ (QAA, 2023) which incorporates a new section from 1.29 to 1.33 on the benefits of teaching entrepreneurship and how this can have far reaching benefits to self-directed learners for their future successful careers as well as enabling academic institutions to connect with external organisations (QAA, 2023). Guidelines specifically for Entrepreneurship and enterprise education EED which previously stood alone were recently added to the Business and Management benchmark statements and include the expectation that EED should:
· be inclusive and support wider participation.
·  have a positive influence on students’ creativity, flexibility and the innovation process.
·  have a positive impact on behaviour change and active citizenship. 
·  have a positive impact on learning attainment and grades.  
· significantly increase start-up rates. (QAA, 2018).
Even though the proposed eight-week course will not be certified it does follow the benchmark statements of the Quality Assured Agency and therefore the potential for increasing the teaching materials to a full module could be considered.
[bookmark: _Toc155907298]Assessment.
Formative assessment will take place either at the end of each lecture or during the lesson by using digital platforms like Vevox to create quizzes and polls and Padlet to enable the demonstration of research findings. There will be a constant dialogue throughout the lectures and most materials that are taught and researched during each lecture will be used in a real time document. A workshop atmosphere will be encouraged in each lecture with opportunities to develop practical skills to ensure constructive alignment whereby “the intended outcomes specify the activity that students should engage in if they are to achieve an intended outcome” (Biggs , et al., 2022, p. 94). The learning outcomes are aligned with the ongoing business plan which will be formatively assessed at every lesson and the summative assessment at the end will be the finished Business Plan.
[bookmark: _Toc155907299]Transferrable skills
The kind of transferrable skills that can be achieved from this type of course are many, including what is seen to be achieved from a university course in general, like ‘information retrieval and handling, communication and presentation, planning and problem solving, and social development and interaction’ (Atlay & Harris, 2000). When you run our own business, you need many skills in order to succeed, like planning and organisational skills, financial planning and forecasting, adhering to legal obligations, ensuring all insurances are kept up to date, developing self-confidence in your business, liaising with mentors in the local business environment. Even though a lot of the tasks involved with running a business can be outsourced, such as the designing of a website to an expert web developer; creating a marketing plan can be allocated to marketing professionals; financial records can be delegated to an accountant; and the promoting of your business can be organised through online marketers; however, all these services cost money and when you start your business it is good to have knowledge of how these processes work in order to manage them yourself until the company can afford to outsource, which will be achieved through this course.
[bookmark: _Toc155907300]Teaching Strategies
Within each lecture a certain amount of face-to-face lecturing will take place in order to teach key concepts, also through a workshop environment which develops practical skills in a simulated environment (Reece & Walker, 2006), student participation will be encouraged. Very often when students sign up for a course on starting a business, they may be ready to start that business and have some ideas of what they want to do, but there might be some students who come along to see if it is for them. There may be students in the class who have familial experience of self-employment and it will be important for those students to feel comfortable within the environment to talk about their experience which very often can help others learn. This will be done through question-and-answer sessions to promote thinking and understanding (Reece & Walker, 2006). There will be group work at every session and class discussions around all subjects. When the class are more familiar with each other one of their tasks will be to create their own elevator pitch which is 30 seconds to a minute to say who you are what you do and what you can do for them. In business networking circles this same idea has been developed in order to find connections.

[bookmark: _Toc155907301]Skills for future development.
There is potential for the course to be extended and used as a module in one of the business -undergraduate courses at UWTSD. If the course was extended the following subjects could be added to provide more information to the students on, freelancing, subcontracting, business franchising, buying a business already trading, inheriting a business, pub tenancies and possibly managing a shares portfolio as all these can contribute to creating your own wealth.    The skills obtained through the course as it stands can be further developed in a small business as well as in employment.
[bookmark: _Toc155907302]Structure of lessons. 
[bookmark: _Toc155907303]Lesson 1 Introduction, Business Ideas and Market Research. (accompanying documentation and PowerPoint presentation in Appendix).

As there is a lesson plan and PowerPoint presentation which goes into more detail for this subject, I haven’t included a structure.

[bookmark: _Toc155907304]Lesson 2 Creating a Business Plan.
Lesson Aims.
· Introduce the template for the business plan which will be a live document.
· Establish connections between students in order that they may help each other as the course develops.
· Emphasise the importance of a comprehensive business plan.
· Discuss every aspect of business that goes into the business plan.
· Develop essential basic financial knowledge.
Subject Matter.
· How to complete a business plan.
· Why a business plan is necessary.
· The 5 most important aspects of a business plan, including, business description, marketing plan, financial forecast, market analysis, product or service and how they fit into the initial plan and how the plan helps the future of the business.
· Basic financial planning, including bookkeeping, cashflow and sourcing finance.
Teaching Strategies.
· Face to face lecture with PowerPoint presentation.
· Class discussion.
· Case study to be used for the financial planning before entering own details into business plan.
· Self directed research around own idea 
· Video introducing an expert in the field.
· Group work.
[bookmark: _Toc155907305]Lesson 3, Business Branding, Website Design.
Lesson Aims
· Develop a brand for the business.
· Develop ways to design a basic website. 
Subject Matter.
· Branding and how it is essential to get your name and brand right from the start.
· Identify your audience, research your competitor.
· Where is your market, what is your story, what is your slogan.
· Define your brand’s purpose.
· Design your logo.
· Basic website design.
· Buying a domain name.
Teaching Strategies
· Face to face lecture with PowerPoint presentation.
· Video content with experts.
· Group work for designing.
· Class discussion.
· Applying learned skills to ongoing business plan.
[bookmark: _Toc155907306]Lesson 4: Legal and Financial.
Lesson Aims.
· Evaluate legal frameworks and procedures necessary for running a business.
· Discuss financial legalities depending on the different entities.
· Insurances necessary within different industries.
· Investigate industry legalities, HMRC, Local Government registration and other legal frameworks.
· Develop basic knowledge of bookkeeping and cashflow forecasting.
Subject Matter.
· Everything legal concerning the start up and running of a business.
· Different businesses require different legal procedures.
· How to conduct your own management of the financial side of the business, even if using an accountant for the main profit and loss statement and balance sheet, basic financial skills will save you money.
· Different business set up will require different financial record keeping.
· Laws and regulations surrounding own idea.
Teaching Strategies.
· Face to face lecture with PowerPoint presentation.
· Video content with experts.
· Group work for financial record keeping
· Case study work, carrying on from last week.
· Class work relating to continuing preparation for the final business plan.
· Individual and class tasks.
[bookmark: _Toc155907307]Lesson 5, Marketing plan and Content Creation. (accompanying documentation and PowerPoint presentation in appendix).
As there is a lesson plan and PowerPoint presentation which goes into more detail for this subject, I haven’t included a structure.

[bookmark: _Toc155907308]Lesson 6, Human Resources.
Lesson Aims.
· Analyse the need for employees in your business and how many.
· Develop an understanding of employing people and the legalities involved.
· Understand how people can work in harmony together.
Subject Matter.
· Human resources and the employment of people.
· Human relationships within the workplace.
· Employment law in the UK.
· Rules regarding employment of specific individuals within different companies.
· Management theories.
Teaching Strategies.
· Face to face lecture including PowerPoint presentation.
· Class discussion.
· Class tasks involving profiling people types.
· Online tasks related to employment.
· Group work with case studies and interview techniques, with simulated job interview role play.
[bookmark: _Toc155907309]Lesson 7, Bricks and Mortar or Online only?
Lesson Aims.
· Evaluate the merit of having a physical business or digital, or both.
· Research the pros and cons of physical or digital and decide best practice.
· Research possible premises or platforms.
Subject Matter.
· The value of owning a physical business.
· The value of owning a digital business.
· How both digital and physical can work together.
· Online gig economy employment, is it a good idea?
· Businesses within both sectors and how they thrive.
· Good businesses that have good track record and corrupt businesses.
Teaching Strategies.
· Face to face lecture with PowerPoint presentation.
· Group work. Research tasks around own business idea.
· Self directed research on preferred business practice and domain.
· Class discussions on different aspects of the business.
· Finish adding all information to business plan.
[bookmark: _Toc155907310]Lesson 8 Networking Event with Guest Speakers
Lesson Aims
· Interact with local business people and create leads and connections.
· Learn about how different local businesses started through guest speakers.
· Confidently present elevator pitch to potential business clients.
· Learn from established businesses how to create a network.
Subject Matter.
· Speaking with confidence about own business and how to move forward.
· Interacting with other business people.
· Forming connections and creating a network of people who could be potential clients or could benefit your business in another way.
· Learn about how other businesses started, the pros and cons of business life.
 Teaching Strategies.
There will not be any teaching strategies used at this event.
This will be a networking event held at the same time as the class would normally be held. Local businesses would be sent invitations a few weeks prior to the event. There will be a few speakers who have started a small business themselves who will give a brief outline of their experience.  The evening will begin with open networking where the students will get the chance to meet the local business members and chat informally over a tea or coffee. When the event officially starts, everyone will take a seat, each will have a turn to stand up for 30 seconds and deliver their elevator pitch. Once everyone has had the chance to say what their expertise is, we will invite the speakers to tell their story. After the speakers there will be more opportunities for informal networking, over tea and coffee. I have had experience with networking events from running my own Rugby Business Network at Parc y Scarlets many years ago, so am confident in organising such an event.




[bookmark: _Toc155907311]Reading list.
Bet-David, P. (2020) Your Next Five Moves; Master the art of business strategy. Gallery books.
Parker, S.C. (2004) The Economics of Self-employment and Entrepreneurship. Cambridge University Press. New York.
Burns, P. Dewhurst, J. (1996). Small Business and Entrepreneurship 2nd edition. Macmillan.
Blackburn, R, De Clercq, D, & Heinonen, J. (2018) The SAGE Handbook of Small Business and Entrepreneurship. SAGE Publications Ltd. 
Weltman, B. (2019). J.K. Lasser’s Guide to Self Employment 2nd Edition. Wiley.
Godin, S. (2018). This is Marketing. Penguin.
Suggested videos which can be watched through the university library.
Part 1. What is an entrepreneur? https://video-alexanderstreet-com.ezproxy.uwtsd.ac.uk/watch/starting-a-business-chapter-one-who-is-an-entrepreneur  
Part 2. The Idea. https://video-alexanderstreet-com.ezproxy.uwtsd.ac.uk/watch/starting-a-business-chapter-two-the-idea?utm_campaign=Video&utm_medium=MARC&utm_source=aspresolver  




Word count 4328


[bookmark: _Toc155907312]References
Atlay, M. & Harris, R., 2000. An institutional approach to developing students' 'transferable skills'. Innovations in Education and Training International, 37(1), p. 76.
Bashir, S., Gebremedhin, T. & Ashrad Chawdrhy, M., 2014. Does Self-Employment Enhance Regional Economic Development. Journal of Developmental Entrepreneurship, 19(04), pp. 1 - 12.
Biggs , J., Tang, C. & Kennedy, G., 2022. Teaching for Quality Learning at University. 5th ed. Maidenhead: Open University Press.
Coles, A., 2004. Teaching in Post Compulsory Education. First ed. New York: David Fulton Publishers.
Francis-Divine, B., Buchanan, I. & Powell, A., 2023. UK Labour Market Statistics. [Online] 
Available at: https://researchbriefings.files.parliament.uk/documents/CBP-9366/CBP-9366.pdf
[Accessed 1 January 2024].
Gentleman's Journal, 2024. The most successful businessmen without degrees. [Online] 
Available at: https://www.thegentlemansjournal.com/article/20-of-the-most-successful-businessmen-without-degrees/
[Accessed 1 January 2024].
Haase, H., 2011. Career Choice Motivations of University Students. International Journal of Business Administration, 2(1), pp. 2 - 13.
MacDonald, R. & Giazitzoglu, A., 2019. Youth, enterprise and precarity: or, what is, and what is wrong with the 'gig economy'?. Journal of Sociology, 55(4), pp. 724 - 740.
Moodie, G., 2002. Identifying Vocational Education and Training. Journal of Vocational Education and Training, 54(2), pp. 249 - 266.
ONS, 2019. Young people expect high pay and leisure time from self-employment. [Online] 
Available at: https://www.ons.gov.uk/employmentandlabourmarket/peopleinwork/employmentandemployeetypes/articles/youngpeopleexpecthighpayandleisuretimefromselfemployment/2019-11-18
[Accessed 29 December 2023].
ONS, 2022. Understanding Changes in Self-Employment from January 2019 to March 2022. [Online] 
Available at: https://www.ons.gov.uk/employmentandlabourmarket/peopleinwork/employmentandemployeetypes/articles/understandingchangesinselfemploymentintheuk/january2019tomarch2022
[Accessed 2 January 2024].
Prince's Trust, 2020. Support for Starting a Business. [Online] 
Available at: https://www.princes-trust.org.uk/how-we-can-help/support-starting-business
[Accessed 29 December 2023].
QAA, 2018. Enterprise and Entrepreneurship Education. [Online] 
Available at: https://www.qaa.ac.uk/the-quality-code/enterprise-and-entrepreneurship-education
[Accessed 01 January 2024].
QAA, 2023. Subject Benchmark Statement. [Online] 
Available at: https://www.qaa.ac.uk/docs/qaa/sbs/sbs-business-and-management-23.pdf?sfvrsn=8370a881_10
[Accessed 1 January 2024].
Reece , I. & Walker, S., 2006. Teaching, Training and Learning; A practical guide.. 6th ed. Sunderland: Business Education Publishers Limited.
Rickey, C., 2023. The Reason More People Aren't Self-Employed (In a World Where Everyone Wants To Be). [Online] 
Available at: https://www.linkedin.com/pulse/reason-more-people-arent-self-employed-world-where-everyone-rickey/
[Accessed 2 January 2024].
Smith, J., 2023. Prospects. [Online] 
Available at: https://www.prospects.ac.uk/jobs-and-work-experience/self-employment/is-self-employment-right-for-you#:~:text=Long%20hours%20%2D%20Your%20working%20day,switch%20off%20from%20work%20life.
[Accessed 4 January 2024].
Todoli-Signes, A., 2017. The 'gig economy': employee or self employed or the need for a special employment regulation. Transfer: European Review of Labour and Research, 23(2), pp. 193 - 205.
UK Care Guide, 2024. How much do Uber drivers make in January 2024. [Online] 
Available at: https://ukcareguide.co.uk/how-much-do-uber-drivers-make/#:~:text=After%20Uber%20takes%20out%20its,special%20offers%2C%20and%20other%20things.
[Accessed 2 January 2024].
UKPSF, 2011. The UK Professional Standards Framework for teaching and supporting learning in higher education, London: Advance HE, Guild HE, Universities UK 2011.
UWTSD, 2024. Business and Management: Our Courses. [Online] 
Available at: https://www.uwtsd.ac.uk/subjects/business-and-management/
[Accessed 1 January 2024].



[bookmark: _Toc155907313]Appendix 1
[bookmark: _Toc48127146][bookmark: _Toc155907314]Lesson Plan 1
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Lesson Plan

	Topic: Introduction to course, Business Ideas and Market Research.
	Class: Start your own business

	Date: 02.07.2024
	Length of lesson: 3 hours
	Number of students: approx. 30

	Resources required: Computer with link to whiteboard or Monitor. Coloured paper for ice breaker. Handouts for class discussion.

	Aim of Lesson: 
Introduce the course materials and timetable, with short explanations about each aspect of the subject matter each week and how the students will be formatively assessed each week.
Introduce the final assessment which be worked on from week 1.
Develop ways to conduct Market Research.
Enable students to apply new knowledge in a real time situation. 
Encourage business ideas, if any student is not sure, various possibilities will be encouraged with research helping to determine a hypothetical idea for the purposes of business creation.

	Learning Outcomes – The Learners Should Be Able To:
Conduct market research for business idea.
Develop ideas for own business or hypothetical business.
Begin to build a plan for the potential business start-up.

	Previous student knowledge required for the session:
Some basic knowledge of self-employment would be beneficial but not necessary.
The course would be more beneficial for student who actually want to start their own business. 	

	Anticipated difficulties (if applicable):
Possibility of student/s not familiar with starting a business but have joined the course out of interest.

	Professional Standards (where are these being met within the session):
Organisation of design and planned learning activities to encourage learning.
Teaching and supporting learning.
Class discussions will be encouraged and feedback given throughout.
A workshop environment will be encouraged in order to develop an effective learning environment.
Own experience in self-employment will aid core knowledge.
Appropriate methods of teaching selected according to teacher knowledge during course.
Experiential learning will take place in order to encourage ongoing learning and formative assessment.
Using appropriate technologies such as computer and PowerPoint presentation for initial teaching. Padlet use to share ideas and market research results.
Formative assessment during the lecture through Padlet and class discussion.
Respecting individual learners at all times by encouraging participation through technology that can be anonymous if necessary.
Promoting participation at all times if possible.
Using evidence informed approaches at all times.



Lesson Detail:

	
Stage 
	
Focus
	
Strategy 
	
Time 


	Introduction











Development 






























Plenary/conclusion






Next week subject introduction.


Tutorial time
	Overview of course subjects, objectives and final assessment and Timetable.  

Discuss the subject matter of the course with the class to find out current student knowledge.

Discuss objectives for this lecture.


Ice breaker

Handouts given out with a huge range of possible small business ideas.



Short video from an expert entrepreneur giving reasons why you shouldn’t be an entrepreneur.


BREAK

Look at Hedgehog theory by Jim Collins.




How to conduct market research in order to determine if your business idea is viable.




BREAK



What we learned and how it will be applied to the final assessment of a business plan.




Introduce next week’s subject matter









Help them to finish off their research. Answer any questions, go over whatever is needed.

 
	Face to face lecture with PowerPoint.



Class discussion.




Face to face with PowerPoint.


Ice breaker game to help students get to know each other.
Face to face PPT and class discussion with brainstorming session on the different businesses and which niche market they might be, how many local businesses similar, and a general information gathering exercise.


Watch a video on YouTube with Patrick Bet-David, Entrepreneur and author of many books on being your own boss.

Discuss points made in video after.



Explain hedgehog theory and set a task for the class to draw their won Venn diagram to try and determine where they come and what type of business would be best for them.

Question and answer session on their business idea, give instructions on how to conduct some research, followed by self-directed research to determine if their ideas have potential. The use of Padlet to display research results. This may be done in groups, depending on how it feels at the time.





Face to face with PowerPoint, conclusions, tell them what we learned, give them useful links to organisations that can help them with small businesses.





Quick discussion on next week’s topic to find out prior knowledge.











Tutorial time for all students to go over anything they didn’t understand or ask any questions.
	10 mins



5 mins




5 mins


20 mins

10 mins





10 mins


10 mins

10 mins

15 mins




20 mins






10 mins


20 mins





5 mins












30 mins





	Assessment Strategies: when and how are they included within the lesson?
Formative assessment will be enacted every week through the practical skills in a workshop environment. The students will also be adding to a live document every week which will be the business plan.
The summative assessment at the end of the course will be the finished Business Plan.
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The main objective is to produce a comprehensive business plan with the intent to start a new business.
This week’s session, is to discuss the viability of a business idea 
Conduct self-directed research which will carry through till the end of the course.
Learn about how businesses work and the different types and how each differs.
Using theories to determine eligibility for entrepreneurship.
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Talk about each aspect of each subject heading to give an idea of what we will be learning, how the course will progress and what will be achieved by the end.
Today we will talk about business ideas in general then focus on own ideas with class discussions around different business ideas.
We will also learn about market research and how to conduct it, encouraging self-directed learning.
Explain what will be covered by each week’s subject.
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Give out handout with many other business ideas, and discuss along with the above.
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Patrick Bet- David who has written many books on entrepreneurship including. ‘Your next five moves’; master the art of business strategy; ‘Choose your enemies wisely’: Business Planning for the Audacious few; ‘The life of an entrepreneur in 90 pages’. 
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The hedgehog concept by Jim Collins in his book Good to Great, a way to determine potential businesses you could start. Developed from famous essay by Isaiah Berlin who divided the world into foxes and hedgehogs. The foxes know many things but the hedgehog knows one big thing. (ancient Greek parable). Collins believes that the good to great businesses are driven by hedgehogs and the comparison companies are driven by foxes who are more scattered and not as focused as the hedgehog. It’s not about trying to be the best it’s about what you CAN be the best at? What are you passionate about and what drives the economic engine of your business. It doesn’t matter if you are passionate about something and know you can be the best at it, if you can’t monetize it. You have to find a path to monetization. Pursue the one key performance indicator.
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Do research into an idea you already have, research who else is doing it, where, how, when etc etc. Research the market, is there room for you in it? Look at business names, it has to be something that says what you do but not too wordy, choose a name easy to spell and pronounce, consider it being web friendly, research if the domain name is available. Don’t pick a name too similar to a competitor. Make sure not to pick a place as you might expand into another town, make sure your name is synonymous with what you do. Make sure it also reflects the image you want for your business. Be of service, create something for people conduct a service for people, look at where there is a problem and try and solve it. Don’t start a business with the sole purpose to get rich. When promoting your business, it is a good idea to give something for free i.e. if you are a web designer. Make a small video on how to design the perfect website and offer it for free to the first hundred subscribers to your account, once you have people’s email address you can email them with other offers. There will always be a need to generate leads throughout the lifetime of your business. If you sell products get your clients to recommend you to family and friends. Business networking in real time, make connections with other local businesses. 
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Ways to conduct market research, each choice could be for different reasons, i.e. you wouldn’t do interviews just to find your niche in the market, but most research modalities can be used for most things. 

Slide 11




Primary research uses data collected by yourself from your potential customers or your target market. Secondary data uses data collected by someone else, like industry reports, public databases or other companies’ data. Decide which hypothesis you hope to discover through your research, such as product price or market size, which can initially be done through secondary data i.e. find out what similar products sell for, find similar markets to determine what percentage of the market share you could reasonably possess. If your hypothesis then requires primary data, you need to decide how to collect that data.
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Explain difference between sole trader, entrepreneur, sole proprietor, self-employed etc.






Get together in groups to do more in depth research into the above and write your answers on the Padlet link, accessed by clicking on the highlighted first sentence.
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Next week, business plan to incorporate financial planning, marketing plan, executive summary of the business including the five Ws and the mission statement, description of the business, competition analysis, SWOT analysis. Employee plan. Products or services offered.
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Lesson Plan

	Topic: Marketing plan and content creation.
	Class: Start your own business


	Date: 05.08.2024

	Length of lesson: 3 hours
	Number of students: approx. 30

	Resources required: Computer with link to screen, A3 size paper for the map positioning group task. Students’ phones to make short videos.


	Aim of Lesson: 
Develop a thorough understanding of different marketing approaches and how to apply the correct one, or two to own business.
Develop knowledge of content creation and how AI can help.
Develop own Elevator Pitch for business meetings and promotion.
Develop knowledge of online business promotion.
Decide where on the positioning map does your business sit.


	Learning Outcomes – The Learners Should Be Able To:
Develop a marketing plan for their business.
Identify where their product or service sits in the business environment.
Develop and create content for business promotion.
Create elevator pitch suitable for business networking.
Add information learned and researched to personal business plan.


	Previous student knowledge required for the session:
Some basic knowledge of self-employment would be beneficial but not necessary.
The course would be more beneficial for student who actually want to start their own business.
Knowledge of online platforms.
Knowledge of how to make short videos using phone. 	

	Anticipated difficulties (if applicable):
Possibility of student/s not familiar with starting a business but have joined the course out of interest.
Some students not having the technology to take part in some of the material.
Some students not familiar with technology

	Professional Standards (where are these being met within the session):
Organisation of design and planned learning activities to encourage learning: the appropriate learning activities will be designed for the students.
Teaching and supporting learning: I will be conducting face to face lecture then supporting the students as they implement what they have learned.
Class discussions will be encouraged and feedback given throughout.
A workshop environment will be encouraged in order to develop an effective learning environment.
Own experience in self-employment will aid core knowledge.
Appropriate methods of teaching selected according to teacher knowledge during course.
Experiential learning will take place in order to encourage ongoing learning and formative assessment.
Using appropriate technologies such as computer and PowerPoint presentation for initial teaching. Padlet use to share ideas and market research results.
Formative assessment during the lecture through Padlet and class discussion.
Respecting individual learners at all times by encouraging participation through technology that can be anonymous if necessary.
Promoting participation at all times if possible.
Using evidence informed approaches at all times.



Lesson Detail:

	
Stage 
	
Focus
	
Strategy 
	
Time 


	Introduction


Development 




























Plenary/conclusion




Tutorial time
	Objectives for this lesson will be given as in ppt.

Theories on marketing plan, with 5 different theories to discuss.
Short video with expert on marketing about WHO you are selling to.
BREAK
PESTEL Analysis.

Video on PESTEL analysis.

Positioning map, where does your business lie within your industry.




Content creation and the need for online content in modern businesses. With links to AI content creation.

Elevator pitch video.



Networking and the importance of connecting with local businesses.

Conclusion and quick revision of what we learned. Plus, an overview of next week’s content.


















	Face to face lecture with PowerPoint.


Face to face with PowerPoint.
Class discussion.
Watch a YouTube video with Seth Godin.


Explain the theory and help students to apply PESTEL analysis to their marketing plan
Watch video on PESTEL analysis with expert Lars de Bruin.

Group work, hand out A3 paper and help students draw a positioning map and research where their business lies within the map, helps to decide where the gaps might be or if the market is too saturated.


Individual task to analyse all marketing strategies discussed and decide which one to apply to own business. Think about what type of content to create. Look at AI links given

Watch short video on how to create your own elevator pitch. Create own elevator pitch

Class discussion and simulated networking scenario while the students relay their elevator pitch.







Tutorial time for all students to go over anything they didn’t understand or ask any questions.
	10 mins


20 mins
5 mins
10 mins

10 mins
20 mins

10 mins


20 mins




20 mins





20 mins



10 mins




5 mins


20 mins






	Assessment Strategies: when and how are they included within the lesson?
Formative assessment will be enacted every week through the practical skills in a workshop environment. The students will also be adding to a live document every week which will be the business plan.
The summative assessment at the end of the course will be the finished Business Plan.
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What product or service will you be selling?
Where will you be selling it?
What will be your price?
How will you promote your product or service?
What physical evidence is there that your business exists, especially if you start an online business.
Who are the people that will produce your products or conduct your services?
What is the process you will use to carry out your service or deliver your product?
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Realising where your target market is and aiming your marketing plan in the right place. Talk about niche and not targeting to everyone! USP
Demographics; who is your buyer, gender, age, education, location, profession.
Psychographics; what are their priorities, personality traits, beliefs and values.
Lifestyle traits; hobbies, entertainment preferences, non-work activities.
Behaviour; brand loyalty, channel preferences, shopping habits.
Some of this information will have been established when you did your market research. Now it is easier to find out what people want through social media.
You can even target your audience through Facebook marketing, if you want to sell your product to women in the demographic bracket of 25 to 30, this can be specified in online target marketing.
Once you have established which segments within a target audience will be your potential customers, you need to analyse which segment would be better for your company as it currently stands, if you are making biscuits from your small kitchen at home then you don’t have the capacity to supply chains like Tesco so you will need to look at small local stores. You could have identified many segments where your product could be viable but you need to focus on just one to begin with, which will make it easier for you.
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Steve Jobs is supposed to have said. Some people say give the customers what they want, but that's not my approach. Our job is to figure out what they're going to want before they do., not a direct quote.
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Rather than look at what you can do within the business, Porter’s five forces looks at forces outside the business which could affect the ongoing viability of the business.
Rivalry among existing firms looks at your competition and how that can affect profitability. What are their strengths and weaknesses? How long have they been in the industry? How much brand loyalty is there?
Threat of new entry looks at the potential threats from new businesses in the same industry, was it easy for you to get into the industry? If so, it will be just as easy for any competitors. 
Threat of substitute products or services is very common in saturated markets, how niche is your product or service, can it be easily replicated?
Bargaining powers of buyers, are there enough customers to go round, could your customers just as easily switch to buying from your competition? You need to identify your customers and if there are a low level of customers for your particular product, they could go elsewhere, whereas if there are plenty of customers you can be reasonable safe but this will need to be monitored over time.
Bargaining power of suppliers, how many suppliers have you identified, if there are plenty, you can pick and choose according to price and quality but if there are limited suppliers, they could affect both.
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When starting a business, as part of your market research you need to do a PESTEL analysis, this refers to the outside influences which might affect your business, you will need to research your place in the market and decide through PESTEL analysis how outside factors may affect the running of your business.
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PESTEL explained. Looks at Macro environmental factors.
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Usually used for products rather than services. Can be used as a metric to monitor ongoing trends within the business.
Acquisition; where are your customers discovering you? Advertising, social media, word of mouth.
Activation; how did your customer react when they discovered you, did they buy straight away?
Retention; how do you retain your customers? Do you take email addresses and send periodical offers? Do they always come back and re buy?
Referral; do they tell others about your products? Are they likely to refer you to family and friends?
Revenue; how much do you make from these customers? Are they repeat buyers or one offs? What are your conversion rates and what is the lifetime value of these customers.
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Paper will be handed out, work in groups to devise your own positioning map, using your research, position your business on the map, using other businesses affecting your industry. Sometimes if you are unsure which business you would like to start but know the industry you want to position yourself within then you can identify any gaps in the market and decide if you want to build your brand around the gap in the market.
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Lots of businesses want to go viral with their products and these six stepps are intended to help that happen.
Social currency; Identify who your audience is trying to impress? Create content that is valuable to them, which increases the social standing of your audience.
Triggers; incorporate a word or image that related to a business’s message, to remind their audience of their product or brand.
Emotion; consumers share content that makes them feel something, more prevalent when conjuring up excitement or awe, which have been found to drive people to share more content.
Public; think about if there is anything in your content that might stop others sharing your content publicly? 
Practical value; consider your audiences pain points and info they may seek and address them directly. They are more likely to share to help others feeling the same as them.
Stories; storytelling is key to great content creation, audiences will share content when it is incorporated into a story that makes them feel good, but make sure your brand is central to the story.
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Blog posts, start a daily or weekly blog talking about your product or stories related to your product or service.
Infographics, includes information and images related to your product or service which can be used on social media platforms.
Whitepapers, these are informative documents that can be downloaded from a website indicating the need for a certain product or service, companies use them to present persuasive research.
Social media, Facebook, Twitter, Snapchat, TikTok, to name but a few are platforms where content creation is used not just by businesses but by potential customers.
Videos, these can be made on sites like YouTube to promote your products or just to offer information about your niche market, for instance nutritionists or dieticians use YouTube videos to talk about the benefits of eating healthy diets, they are not directly selling products but creating a following with potential future customers.
Podcasts, this is another way to talk about your product or service or just to tell stories, interview people, they are usually made to be listened to but can be made on YouTube so can be watched. Famous podcasters include Joe Rogan who is believed to have 11 million listeners per episode on Spotify.
Webinars, these are like seminars but an online version where you can invite people to listen to or join in a conversation about the latest new face cream to hit the market.
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Content creation is the use of online tools to create content that can be used as part of your marketing plan. There are many ways to create content, on the previous slide I have mentioned a few. Websites like Hootsuite, schedule social media posts. It seems we are moving on from plain old content creation with the introduction of AI. Axiom.ai create bots to automate anything you want to do online. Capcut.com best free video editing in browser.
Syllaby.io lets you find viral topic ideas to help you explode your social media. Heygen.com create deep fake clone on video
Repurpose.io will share video just made to all social media.

Slide 14




Slide 15




Slide 16




There are many ways to market your business, you choose the best options for your business and form a campaign around that. Networking is when a group of business people get together to discuss their businesses, what connections they are looking for and sometimes when you are a sole trader with no workforce it is good to meet up with similar people to yourself where you can both help each other with any potential problems.
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[bookmark: _Toc155907319]Handout for lesson 1
Business ideas to research and help you decide on which business might suit you.
Business ideas for new start-ups.
· Online reseller.
· Pet sitting.
· T-shirt printing.
· Cleaning service.
· Online tutoring/teaching.
· Bookkeeping.
· Consulting.
· Translation service.
· Courier service.
· App development.
· Transcription service.
· Professional organising.
· Freelance writing or copy editing.
· Website design.
· Event planner.
· Digital marketer.
· Homecare service.
· Garden services.
· Rideshare.
· Estate agent.
· Odd job man/woman
· Self storage.
· Newsletter/magazine.
· Catering provider.
· Podcast host.
· Personal Training.
· Drop shipping.
· Etsy/Shopify.
· Cleaning services.
· Delivery vans.
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Objectives!



Produce a comprehensive business plan.



Discuss business ideas and determine viability. 



Develop self directed market research skills.



Learn about how businesses work.



Develop an understanding of the theories around 

entrepreneurship.
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Objectives!

Produce a comprehensive business plan.

Discuss business ideas and determine viability. 

Develop self directed market research skills.

Learn about how businesses work.

Develop an understanding of the theories around entrepreneurship.





The main objective is to produce a comprehensive business plan with the intent to start a new business.

This week’s session, is to discuss the viability of a business idea 

Conduct self directed research which will carry through till the end of the course.

Learn about how businesses work and the different types and how each differs.

Using theories to determine eligibility for entrepreneurship
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Course 

Timetable! 

Learn everything you need to know to 

start your own business.



Introduction, business ideas and market research.



Creating a business plan.



Business branding, website design.



Legal and Financial.



Marketing plan and content creation.



Human Resources.



Bricks and Mortar or Online.



Networking event with guest speakers.
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Course Timetable! 

Learn everything you need to know to start your own business.

Introduction, business ideas and market research.

Creating a business plan.

Business branding, website design.

Legal and Financial.

Marketing plan and content creation.

Human Resources.

Bricks and Mortar or Online.

Networking event with guest speakers.







Talk about each aspect of each subject heading to give an idea of what we will be learning, how the course will progress and what will be achieved by the end.

Today we will talk about business ideas in general then focus on own ideas with class discussions around different business ideas.

We will also learn about market research and how to conduct it, encouraging self directed learning.

Explain what will be covered by each week’s subject.
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

Take a piece of coloured paper and write one fact about 

yourself on the paper.



Make a paper plane out of the paper.



Launch the paper plane to the front of the class.



I will read each fact while the class ask questions about 

who that person might be.
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Ice Breaker!

Take a piece of coloured paper and write one fact about yourself on the paper.

Make a paper plane out of the paper.

Launch the paper plane to the front of the class.

I will read each fact while the class ask questions about who that person might be.
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Business Ideas?

According to Business Daily website the most common 

business ideas for 2024 include: -



Pet sitting.



Cleaning service.



Bookkeeping.



Website design.



Digital marketer



Garden services.



Estate agent.



Painter and decorator.



Financial advisor.
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Business Ideas?







According to Business Daily website the most common business ideas for 2024 include: -

Pet sitting.

Cleaning service.

Bookkeeping.

Website design.

Digital marketer

Garden services.

Estate agent.

Painter and decorator.

Financial advisor.















Give out handout with many other business ideas, and discuss along with the above.
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What is an Entrepreneur?







Patrick Bet- David who has written many books on entrepreneurship including. ‘Your next five moves’; master the art of business strategy; ‘Choose your enemies wisely’: Buisness Planning for the Audacious few; ‘The life of an entrepreneur in 90 pages’; 
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Which one are 

you?



Some people have an idea for a business from 

something they love doing.



Other people just want to be self employed so they 

need to come up with about 10 ideas on how to solve a 

problem and research each one.


Microsoft_PowerPoint_Slide6.sldx
Which one are you?

Some people have an idea for a business from something they love doing.

Other people just want to be self employed so they need to come up with about 10 ideas on how to solve a problem and research each one.
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The Hedgehog 

Concept.

What are you passionate 

about?

What drives your 

economic engine?

What can you be 

best in the world at?

Collins, J. (2009). Good to Great
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The Hedgehog Concept.

Collins, J. (2009). Good to Great





The hedgehog concept by Jim Collins in his book Good to Great, a way to determine potential businesses you could start. Developed from famous essay by Isaiah Berlin who divided the world into foxes and hedgehogs. The foxes know many things but the hedgehog knows one big thing. (ancient Greek parable). Collins believes that the good to great businesses are driven by hedgehogs and the comparison companies are driven by foxes who are more scattered and not as focused as the hedgehog. It’s not about trying to be the best it’s about what you CAN be the best at? What are you passionate about and what drives the economic engine of your business. It doesn’t matter if you are passionate about something and know you can be the best at it, if you can’t monetize it. You have to find a path to monetization. Pursue the one key performance indicator.
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What are you passionate about?





What drives your economic engine?





What can you be best in the world at?
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From idea to 

viable option!



Market research your idea.



What name will you choose?



Be of service.



Give something for free.



Need to generate leads.
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From idea to viable option!

Market research your idea.

What name will you choose?

Be of service.

Give something for free.

Need to generate leads.





Do research into an idea you already have, research who else is doing it, where, how, when etc etc. Research the market, is there room for you in it? Look at business names, it has to be something that says what you do but not too wordy, choose a name easy to spell and pronounce, consider it being web friendly, research if the domain name is available. Don’t pick a name too similar to a competitor. Make sure not to pick a place as you might expand into another town, make sure your name is synonymous with what you do. Make sure it also reflects the image you want for your business. Be of service, create something for people conduct a service for people, look at where there is a problem and try and solve it. Don’t start a business with the sole purpose to get rich. When promoting your business, It is a good idea to give something for free i.e. if you are a web designer. Make a small video on how to design the perfect website and offer it for free to the first hundred subscribers to your account, once you have people’s email address you can email them with other offers. There will always be a need to generate leads throughout the lifetime of your business. If you sell products get your clients to recommend you to family and friends. Business networking in real time, make connections with other local businesses. 

9










image11.emf
How to do 

market 

research!



Interviews.



Questionnaires.



Focus groups.



Social media.



Surveys.



Industry data.
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How to do market research!

Interviews.

Questionnaires.

Focus groups.

Social media.

Surveys.

Industry data.









Ways to conduct market research, each choice could be for different reasons, i.e. you wouldn’t do interviews just to find your niche in the market, but most research modalities can be used for most things. 
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Two types of 

research.



Primary research.



Secondary data.

Colt, C. (2022). Harvard Business School online at https://online.hbs.edu/blog/post/how-to-do-market-research-for-a-startup
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Two types of research.

Primary research.

Secondary data.

Colt, C. (2022). Harvard Business School online at https://online.hbs.edu/blog/post/how-to-do-market-research-for-a-startup





Primary research uses data collected by yourself from your potential customers or your target market. Secondary data uses data collected by someone else, like industry reports, public databases or other companies’ data. Decide which hypothesis you hope to discover through your research, such as product price or market size, which can initially be done through secondary data i.e. find out what similar products sell for, find similar markets to determine what percentage of the market share you could reasonably possess. If your hypothesis then requires primary data, you need to decide how to collect that data.
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“Primary research.
“Secondary data.
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Entrepreneur 

Facts 2020.

•

There are 5.9 million small businesses in the UK as of 2020.

•

64% of the UK’s labour force wants to start a business.

•

The average age of UK entrepreneurs is 40.

•

91% of UK entrepreneurs succeed after the first year.

•

On average, UK startups spend £22,756 in their first year.

•

80% of entrepreneurs use their own money to fund their 

business.

•

Globally, there are 582 million entrepreneurs.

https://thecircularboard.com/entrepreneur-statistics/
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Entrepreneur Facts 2020.

There are 5.9 million small businesses in the UK as of 2020.

64% of the UK’s labour force wants to start a business.

The average age of UK entrepreneurs is 40.

91% of UK entrepreneurs succeed after the first year.

On average, UK startups spend £22,756 in their first year.

80% of entrepreneurs use their own money to fund their business.

Globally, there are 582 million entrepreneurs.



https://thecircularboard.com/entrepreneur-statistics/





Explain difference between sole trader, entrepreneur, sole proprietor, self employed etc
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Task!

Group work

.



Think of what business you might like to start, 

hypothetical or real.



Already have an idea?



Research if anyone else is doing it?



Research how they are doing it?



Research where they are doing it?



Is there still room for you?



Is the name you want available?



Will you be sole trader, partnership or limited 

company?
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Task!

Group work.

Think of what business you might like to start, hypothetical or real.

Already have an idea?

Research if anyone else is doing it?

Research how they are doing it?

Research where they are doing it?

Is there still room for you?

Is the name you want available?

Will you be sole trader, partnership or limited company?







Get together in groups to do more in depth research into the above and write your answers on the Padlet link, accessed by clicking on the highlighted first sentence.
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Conclusion



New businesses need a lot of thought before the initial 

research.



There are many different types of people who run their 

own business.



There are many different businesses you can start.



Research is key before taking the plunge.



Being an entrepreneur is more full time than a full time 

job.



Everyone and anyone can be an entrepreneur, 

depending on motivation.
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Conclusion

New businesses need a lot of thought before the initial research.

There are many different types of people who run their own business.

There are many different businesses you can start.

Research is key before taking the plunge.

Being an entrepreneur is more full time than a full time job.

Everyone and anyone can be an entrepreneur, depending on motivation.
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Useful links.



Fsb.org.uk 



Businesswales.gov.wales



If aged 25 and under 

businesswales.gov.wales/bigideas/



https://www.princes-trust.org.uk/how-we-can-

help/support-starting-business



https://www.wwcc.co.uk/



https://www.prospects.ac.uk/jobs-and-work-

experience/self-employment/is-self-employment-

right-for-

you#:~:text=Long%20hours%20%2D%20Your%20work

ing%20day,switch%20off%20from%20work%20life. 
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Useful links.

Fsb.org.uk 

Businesswales.gov.wales

If aged 25 and under businesswales.gov.wales/bigideas/

https://www.princes-trust.org.uk/how-we-can-help/support-starting-business 

https://www.wwcc.co.uk/

https://www.prospects.ac.uk/jobs-and-work-experience/self-employment/is-self-employment-right-for-you#:~:text=Long%20hours%20%2D%20Your%20working%20day,switch%20off%20from%20work%20life. 
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Next week!



Next week we are going to be looking at how to 

develop a business plan, not just for initial potential 

funding but something you can take forward and adjust 

as your business grows.
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Next week!

Next week we are going to be looking at how to develop a business plan, not just for initial potential funding but something you can take forward and adjust as your business grows.





Next week, business plan to incorporate financial planning, marketing plan, executive summary of the business including the five ws and the mission statement, description of the business, competition analysis, SWOT analysis. Employee plan. Products or services offered.
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MARKETING PLAN AND 

CONTENT CREATION!

How to create a marketing plan and how to create online content to aid 

in your marketing campaign.
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Marketing plan and content creation!

How to create a marketing plan and how to create online content to aid in your marketing campaign.
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THE 7 P’S OF MARKETING MIX.
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The 7 P’s of marketing Mix.







What product or service will you be selling?

Where will you be selling it?

What will be your price?

How will you promote your product or service?

What physical evidence is there that your business exists, especially if you start an online business.

Who are the people that will produce your products or conduct your services?

What is the process you will use to carry out your service or deliver your product?
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STP MARKETING.

SEGMENTATION, TARGETING AND 

POSITIONING.
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STP Marketing.
Segmentation, Targeting and Positioning.







Realising where your target market is and aiming your marketing plan in the right place. Talk about niche and not targeting to everyone! USP

Demographics; who is your buyer, gender, age, education, location, profession.

Psychographics; what are their priorities, personality traits, beliefs and values.

Lifestyle traits; hobbies, entertainment preferences, non work activities.

Behaviour; brand loyalty, channel preferences, shopping habits.

Some of this information will have been established when you did your market research. Now it is easier to find out what people want through social media.

You can even target your audience through Facebook marketing, if you want to sell your product to women in the demographic bracket of 25 to 30, this can be specified in online target marketing.

Once you have established which segments within a target audience will be your potential customers, you need to analyse which segment would be better for your company as it currently stands, if you are making biscuits from your small kitchen at home then you don’t have the capacity to supply chains like Tesco so you will need to look at small local stores. You could have identified many segments where your product could be viable but you need to focus on just one to begin with, which will make it easier for you.
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WHO?
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WHO?







Steve Jobs is supposed to have said. Some people say give the customers what they want, but that's not my approach. Our job is to figure out what they're going to want before they do., not a direct quote.
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PORTER’S FIVE FORCES.
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Porter’s five forces.







Rather than look at what you can do within the business, Porter’s five forces looks at forces outside the business which could affect the ongoing viability of the business.

Rivalry among existing firms looks at your competition and how that can affect profitability. What are their strengths and weaknesses? How long have they been in the industry? How much brand loyalty is there?

Threat of new entry looks at the potential threats from new businesses in the same industry, was it easy for you to get into the industry? If so it will be just as easy for any competitors. 

Threat of substitute products or services is very common in saturated markets, how niche is your product or service, can it be easily replicated?

Bargaining powers of buyers, are there enough customers to go round, could your customers just as easily switch to buying from your competition? You need to identify your customers and if there are a low level of customers for your particular product, they could go elsewhere, whereas if there are plenty of customers you can be reasonable safe but this will need to be monitored over time.

Bargaining power of suppliers, how many suppliers have you identified, if there are plenty, you can pcik and choose according to price and quality but if there are limited suppliers thei could affect both.
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PESTEL ANALYSIS!
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PESTEL Analysis!







When starting a business, as part of your market research you need to do a PESTEL analysis, this refers to the outside influences which might affect your business, you will need to research your place in the market and decide through PESTEL anlysis how outside factors may affect the running of your business.
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PESTEL ANALYSIS!
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PESTEL Analysis!







PESTEL explained. Looks at Macro environmental factors.
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PIRATE METRICS, AARRR!
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Pirate Metrics, AARRR!







Usually used for products rather than services. Can be used as a metric to monitor ongoing trends within the business.

Acquisition; where are your customers discovering you? Advertising, social media, word of mouth.

Activation; how did your customer react when they discovered you, did they buy straight away?

Retention; how do you retain your customers? Do you take email addresses and send periodical offers? Do they always come back and re buy?

Referral; do they tell others about your products? Are they likely to refer you to family and friends?

Revenue; how much do you make from these customers? Are they repeat buyers or one offs? What are your conversion rates and what is the lifetime value of these customers.
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POSITIONING MAP
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Positioning Map







Paper will be handed out, work in groups to devise your own positioning map, using your research, position your business on the map, using other businesses affecting your industry. Sometimes if you are unsure which business you would like to start but know the industry you want to position yourself within then you can identify any gaps in the market and decide if you want to build your brand around the gap in the market.
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STEPPS! 
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STEPPS! 







Lots of businesses want to go viral with their products and these six stepps are intended to help that happen.

Social currency; Identify who your audience is trying to impress? Create content that is valuable to them, which increases the social standing of your audience.

Triggers; incorporate a word or image that related to a business’s message, to remind their audience of their product or brand.

Emotion; consumers share content that makes them feel something, more prevalent when conjuring up excitement or awe, which have been found to drive people to share more content.

Public; think about if there is anything in your content that might stop others sharing your content publicly? 

Practical value; consider your audiences pain points and info they may seek and address them directly. They are more likely to share to help others feeling the same as them.

Stories; storytelling is key to great content creation, audiences will share content when it is incorporated into a story that makes them feel good, but make sure your brand is central to the story.
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CONTENT CREATION!
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Content creation!







Blog posts, start a daily or weekly blog talking about your product or stories related to your product or service.

Infographics, includes information and images related to your product or service which can be used on social media platforms.

Whitepapers, these are informative documents that can be downloaded from a website indicating the need for a certain product or service, companies use them to present persuasive research.

Social media, Facebook, Twitter, Snapchat, Tiktok, to name but a few are platforms where content creation is used not just by businesses but by potential customers.

Videos, these can be made on sites like youtube to promote your products or just to offer information about your niche market, for instance nutritionists or dieticians use Youtube videos to talk about the benefits of eating healthy diets, they are not directly selling products but creating a following with potential future customers.

Podcasts, this is another way to talk about your product or service or just to tell stories, interview people, they are usually made to be listened to but can be made on Youtube so can be watched. Famous podcasters include Joe Rogan who is believed to have 11 million listeners per episode on Spotify.

Webinars, these are like seminars but an online version where you can invite people to listen to or join in a conversation about the latest new face cream to hit the market.
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CONTENT CREATION!

•

Content creation as part of your marketing plan.

•

Hootsuite where you can schedule all your social media posts to 

•

Using AI.

•

Axiom.ai

•

Capcut.com 

•

Syllaby.io 

•

Heygen.com

•

Repurpose.io


Microsoft_PowerPoint_Slide27.sldx
Content creation!

Content creation as part of your marketing plan.

Hootsuite where you can schedule all your social media posts to 

Using AI.

Axiom.ai

Capcut.com 

Syllaby.io 

Heygen.com

Repurpose.io











Content creation is the use of online tools to create content that can be used as part of your marketing plan. There are many ways to create content, on the previous slide I have mentioned a few. Websites like Hootsuite, schedule social media posts. It seems we are moving on from plain old content creation with the introduction of AI. Axiom.ai create bots to automate anything you want to do online. Capcut.com best free video editing in browser.

Syllaby.io lets you find viral topic ideas to help you explode your social media. Heygen.com create deep fake clone on video

Repurpose.io will share video just made to all social media.
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TASK!

•

Think about the business you want to start or the hypothetical business idea 

you decided on in week 1 of the course.

•

Look at all five marketing strategies.

•

Decide which strategy will be best for your company at the start and which 

might be better to use during the first year or two of business. It might be the 

same one.

•

Think of some ideas for content creation that you could use for your 

company.

•

Try and make a quick video of a short piece of content which you can use 

to promote your business.
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Task!


Think about the business you want to start or the hypothetical business idea you decided on in week 1 of the course.

Look at all five marketing strategies.

Decide which strategy will be best for your company at the start and which might be better to use during the first year or two of business. It might be the same one.

Think of some ideas for content creation that you could use for your company.

Try and make a quick video of a short piece of content which you can use to promote your business.









image1.png









=T T
TASK!

PRI SR LR






image31.emf
ELEVATOR PITCH!
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Elevator Pitch!
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NETWORKING!

•

People buy from people.

•

Networking is one of the main marketing strategies you need to adopt if you 

run a small business.

•

Swansea networking groups: Introbiz, BNI, Swansea Bay Business Club, 4N 

Networking, plus other one-off events regularly advertised.

•

Think about social media marketing, which platforms would you use for your 

product or service.

•

Other forms of marketing, leaflets, newspaper, business cards, promotional 

items like pens, mugs etc.
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Networking!

People buy from people.

Networking is one of the main marketing strategies you need to adopt if you run a small business.

Swansea networking groups: Introbiz, BNI, Swansea Bay Business Club, 4N Networking, plus other one-off events regularly advertised.

Think about social media marketing, which platforms would you use for your product or service.

Other forms of marketing, leaflets, newspaper, business cards, promotional items like pens, mugs etc.







There are many ways to market your business, you choose the best options for your business and form a campaign around that. Networking is when a group of business people get together to discuss their businesses, what connections they are looking for and sometimes when you are a sole trader with no workforce it is good to meet up with similar people to your self where you can both help each other with any potential problems.

16



image1.png









N






image33.emf
CONCLUSION

•

Add your positioning map to your business plan.

•

Add any information you have gained today to your business plan.

•

Prepare any research you need to do for the business plan before the next 

lesson.

•

Practice your elevator pitch.

•

Decide on where and who you will market to and create your marketing 

plan.

•

Next week will be about legal and financial requirements including 

accounting, banking, governing body licences, local council requirements, 

HMRC, PAYE and industry registration etc.
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Conclusion

Add your positioning map to your business plan.

Add any information you have gained today to your business plan.

Prepare any research you need to do for the business plan before the next lesson.

Practice your elevator pitch.

Decide on where and who you will market to and create your marketing plan.

Next week will be about legal and financial requirements including accounting, banking, governing body licences, local council requirements, HMRC, PAYE and industry registration etc.
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