
Before we start…
As there are quite a few of us here, please ensure that your microphone is muted during all 

teaching until you are asked a question or there is a group discussion to prevent background noise.

Your camera must be always on during lectures please.
use the Teams university background to protect your privacy.

YOU must join via a laptop or PC/MAC

You will be removed and logged as absent if you fail to adhere to these

This and all sessions will be recorded so that you can watch it again
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Entrepreneurship
Intro to Your Ideas

Marketing in Business Planning 

Your Team
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November 2024 (23:59)
2000 word group report & 10-min group pitch 
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ACTIVITY: Team Catch up

In your Assessment 2 Business Plan 
groups (20mins):

- Catch up on anything you have found 
out throughout the week 

- Discuss and refine your idea
- Consider the ‘Value Proposition’, 

features and benefits 



Have you researched 
the idea? 

• How well developed is your idea?
• If your idea is lacking, or unclear to others, then you 
probably need to do more research?
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The Product/Service

• Include the company name, location and industry it will be 
operating in. 

• Briefly, what the business does and who for? 

• Explain your product or service in simple direct terms.

• What the features and benefits are of the product/service? What 
is the value proposition?

SWOT Analysis Summary

Briefly highlight the key strengths and weaknesses from your SWOT 
Analysis on the business (Appendix A).

Discuss the opportunities and threats you noted, and what you will 
do to reduce risk and maximise potential.

The 
Business
Idea



LET’S TALK MARKETING:

What do you think is involved in the 
Marketing process? 

The marketing process 
involves:- market research, 
product development, 
promotion, distribution and 
activities that lead to sales.



“A business 
plan is nothing 
without good 
research!”



What will market research tell you:

Is there actually a 
market for your 
business

01
Will people 
want to buy 
your services / 
products 

02
You may not learn 
anything new, but 
confirming what you 
already know will 
help you feel more 
confident in your 
decisions 

03
Sometimes small 
things you uncover 
can help you be 
more successful, 
because you provide 
something your 
competitors do not.  

04



Quantitative
Numbers and statistics (data) 

• Size of market 
• Value of market 
• Market activity 
Published data / own collected data 

Qualitative 
Attitudes and opinions (personal) 

• People’s thoughts and feelings 
• Possible trends and activity 
Interviews / focus groups 

The results/outcomes will be either:



And You Get These Results By Conducting: 
Primary research

Interviews, discussions and focus groups with potential customers

Observing your potential customers 

Undertaking work for your potential customers 

Visit your competitors 

Mystery shop your competitors 



And You Get These Results By Conducting: 
Secondary Research
Review Facebook audience insights 

Review competitor feedback on Google and social media

Check out Google Ads keyword planners 

Reports and data 

Similar business web sites 

Sector specific websites / research and guidance information 

YouTube, and others. 

The list goes on….. 



Research your Business Idea

A mix of primary and secondary research is 
crucial to developing a concept.

For your assessment, your primary research will 
be limited, but your secondary research should 
be extensive in order to support your plan and 
evidence the viability of your business.



Scanning the Environment



Market Information, Trends and External Factors

• What facts and figures have you found from your research that offer 
credibility and support to your business proposal? (Statistics, data, 
percentages, financial figures, population and size, etc)

• What trends have you identified from your market research that are 
important to your business idea?

• Highlight the main, ‘interesting’ findings from your PEST analysis (Appendix 
B). What external factors have you identified that will have significant impact 
on your business, and what can you do about them?

Customer Profiles

Who is your business aimed at? Identify and discuss three distinct customer 
profiles from your research that you would target for your product and service. 

Competitor Profiles

Identify three distinct competitors that you will be competing with for 
customers. What’s your competitive edge/advantage?

Market 
Research



“Marketing is the science 
and art of understanding 
your customer, and meeting 
their needs and/or desires 
with a product or service.”



Understanding your target 
market and customer segments 
• Get to know your target market and customers

• Understand their problems, wants, and needs 

Know who they are (demographics)

Know where they are (geographical)

Know how they think (psychographic)

Know what they want (behavioural)

‘Profile’ your target customers



Segmenting the Market



Customer 
Profiles

Example 1



Customer 
Profiles

Example 2



Market Information, Trends and External Factors

• What facts and figures have you found from your research that offer 
credibility and support to your business proposal? (Statistics, data, 
percentages, financial figures, population and size, etc)

• What trends have you identified from your market research that are 
important to your business idea?

• Highlight the main, ‘interesting’ findings from your PEST analysis (Appendix 
B). What external factors have you identified that will have significant impact 
on your business, and what can you do about them?

Customer Profiles

Who is your business aimed at? Identify and discuss three distinct customer 
profiles from your research that you would target for your product and service. 

Competitor Profiles

Identify three distinct competitors that you will be competing with for 
customers. What’s your competitive edge/advantage?

Market 
Research



Take a break!



Analysing The 
Competition
• What do they offer? What’s their range? Their size?

• What do you think about their quality of product or 
service? 

• The price and value they offer

• The marketing communication and branding.

• Their physical appearance or packaging

• Their reputation.

Online reviews and feedback are key!

CURRENT TREND IN MARKETING: 
Competitor Analysis AI tools!



Competitive 
Strategy
Now you know who your competition 
are, your attention must turn to the 
strategy to beat them.

How will you get competitive 
advantage? 
How can you create a competitive 
edge?

Knowing their strengths and 
weaknesses is key!



Price and/or differentiation:

Differentiation by:

• Quality

• Product design/features

• Marketing/Branding

• Customer service

• Reliability/reputation

• Product diversity



Market Information, Trends and External Factors

• What facts and figures have you found from your research that offer 
credibility and support to your business proposal? (Statistics, data, 
percentages, financial figures, population and size, etc)

• What trends have you identified from your market research that are 
important to your business idea?

• Highlight the main, ‘interesting’ findings from your PEST analysis (Appendix 
B). What external factors have you identified that will have significant impact 
on your business, and what can you do about them?

Customer Profiles

Who is your business aimed at? Identify and discuss three distinct customer 
profiles from your research that you would target for your product and service.

Competitor Profiles

Identify three distinct competitors that you will be competing with for 
customers. What’s your competitive edge/advantage?

Market 
Research





Market Information, Trends and External Factors

• What facts and figures have you found from your research that offer 
credibility and support to your business proposal? (Statistics, data, 
percentages, financial figures, population and size, etc)

• What trends have you identified from your market research that are 
important to your business idea?

• Highlight the main, ‘interesting’ findings from your PEST analysis (Appendix 
B). What external factors have you identified that will have significant impact 
on your business, and what can you do about them?

Customer Profiles

Who is your business aimed at? Identify and discuss three distinct customer 
profiles from your research that you would target for your product and service. 

Competitor Profiles

Identify three distinct competitors that you will be competing with for 
customers. What’s your competitive edge/advantage?

Market 
Research



The Marketing Mix, the 4P’s

Your 
Target

Customer

Knowing your 
preferred customer, 

as detailed as 
possible, will allow 

you to create a more 
fitting marketing 

mix. 



Product
Matching your business/products/services to the 
needs/wants of your target customers?

DON’T REPEAT YOUR PRODUCT/SERVICE section 
(Features, benefits, value proposition)

Focus on:
• Product/service range
• ‘Look and feel’, packaging and business aesthetics.

…and Branding!



Branding
IS NOT JUST LOGOS…
• Colours
• Straplines
• Adverts
• Corporate identity
• Websites
• Marketing materials 
• Packaging



Branding is how you 
make your customers 

feel before, during and 
after purchasing

Give your business a 
personality people wish 

to engage with

This Photo by Unknown Author is licensed under CC BY-SA



Price
Your finances will tell you what you must charge to survive…..
But, is this the price you should charge?

From your research:

• What range are customers paying? 

• What price is the market dictating that you must charge? 

• How sensitive are customers to price changes?

• What price depicts value or luxury?

What price point is competitive, attracts 
customers and will get you a share of 
the market, and still give you profit?



Don’t forget 
to value your 

time and 
expertise?



Place
Make it convenient for your target customers to find you, 
engage with you and purchase from you.

• Where are you going to be located (does this work for your 
customers)? Will you have a commercial property or office?

• What is your online presence going to be? What 
functionality will you have online?

• How will customers receive their purchase? Do you require 
distribution channels? 

Consider convenience – not just fulfillment, 
but also information! 



Promotion
Communication with your target customers!

• How are you going to advertise to your customers? 
Through which medias?

• What will your marketing messages be?

• How will you be targeted in your advertising –
efficient and effective?

How will you create relationships?! 



The 
Traditional
Promotion
Mix

- Public Relations (PR): press coverage, online news, 
sponsorship association. “About image/values”

- Advertising: TV, online (Google, Facebook), press, 
magazines,  “Create awareness, persuade, remind”

- Direct Marketing: Direct mailings online (emails) and 
offline (postal), telemarketing, databases. “B2B”

- Sales Promotion: Price discounts, vouchers, BOGOF, 
free credit, extended guarantees. “Short-term wins”

- Personal Selling: Door-to-door, cold-calling, lead 
generation. “Face-to-face, or 1-to-1”



Modern Digital Marketing



20 low-cost ideas for your marketing 
Send stories to 

local media 
Use pavement 

signs 

YouTube –
instructional 

videos 
Open days Partnership 

projects 
Special deals 

3for2

Recycle 
content

On-line 
competitions 

Apply for 
business 
awards

Car magnets / 
stickers  

Social media 
campaigns 

Personalised 
introduction 

gift

Loyalty card E-mail 
campaign Blogs / vlogs Give aways Host an event E-mail 

newsletter 

Customer 
referral 

program 

Guerilla 
marketing 



RELATIONSHIP MARKETING
‘Get, Keep, Grow’ - It costs five times as much to get 
customers as it does to keep them.

• Brand reinforcement

• Feedback and improvements (communication)

• Retention (be active in keeping them)

• Create loyalty!



ACTIVITY 

• DISCUSS:
• Your 4P Marketing Mix
• Your customer and competitor profiles
• The market research 

Let’s plan marketing (30-40 min):



Price

How are you going to price your products/services in order to appeal to 
customers? What will your prices say about your product or service in terms 
of quality and affordability? How do they compare to competitors? 

Product

Give some ideas about the aesthetics of your product/service. How will it 
look, any design or packaging ideas, give some ideas around branding, etc. 

Placement

Where are your products and services going to sold online and offline? How 
are your products and services distributed/delivered to customers? 

Promotion

How are you going to raise awareness and promote your product/service? 
How are you going to create relationships with customers and encourage 
feedback and loyalty? 

Marketing 
Plan



Your Team
• Who will be working in or on in the 
business?

• What necessary skills or benefits will 
they be bringing to the business?

• Will they help with any ‘human 
resource’ weaknesses 
you have identified, and how? 

Experience 

Skills

The Right ‘Fit’



Importantly, Where Are Your Weaknesses? 
Where Are Your Skills Gaps?

• Business plans are about ‘showing off’ and 
demonstrating that you are the right ‘Team’ to 
make this idea work.

However, investors know everyone has 
weaknesses/gaps (nothing is perfect). They 
will want to see you have identified possible 
solutions to reduce the risk.
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Skills Gaps – The Solutions
• You and Your Team

• Who will be working in the business? Will you be employing 
extra staff (employees)

• What skills or benefits will they be bringing to the business?
• What gaps are they filling?

• Outsource (freelancers, consultants, agencies, etc)
• Flexibility and expert support, but expensive

• Training & Development
• Can you upskill your existing team and fill gaps?
• Can this skill be shared through in-house training?
• Do your business sector require you to constantly update skills 

or knowledge through training?



Your Support Network in Real-Life: 
who would be in your support network?
• Friends & Family

• Business owners

• Academics

• Uni Enterprise advisers (Scale)

• Business Wales

• Business advisers

• Accountants

• Solicitors

• Industry employees

• Fellow students

• Big Ideas Wales

• Funders

• Freelance agencies

• Suppliers

• Buyers/customers

• Journalists

• Business networks

• LinkedIn

• Social media

• Mentors

• Careers Advisors

• Third sector specialists

• Banks

• Competitors

• Complimentary services

• Memberships/Unions. 

• Anyone else...



Key Personnel

Briefly tell us about the members of the group, about your relevant 
skills and experience, and your roles and responsibilities in the 
business. 

Skills Gaps & Key Partners

Identify the skills shortages your business has and what you’re going to 
do about it (staff, training or outsource). 

• Additional Staff Requirements (Roles and Responsibilities):
(What roles will you recruit for, why and what skills gap will it fill?)

• Training and Development:
(What training, provided by who, to fill which gap, how much –
provide references)

• Outsourced Support / Key Partners:
(Who will you use and why, which specialist service will this provide 
your business, how much – provide references)

The Team



Any questions?



BY NEXT WEEK… 

Work on the following sections, 
continuing your in-class activities:

a. Business Idea (The Product/Service description and SWOT 
analysis and summary)

b. Market Research (Market Info, PEST Analysis and summary, 
Customer Profiles, Competitor Profiling.

c. Marketing Plan (The 4P’s)

d. The Team (Roles and Responsibilities, Filling your Skills Gaps)



Thank you!

I look forward to seeing you next 
week, if you have any questions in the 
meantime please send me an email…

n.dyer@uwtsd.ac.uk

…(from your student email account 
ALWAYS!).


