
Assessment Focus 
Business Plan (REPORT)

Week 2  - Lecture : 

Developing your Business Plan 
“IDEA” for Assessment

Today’s Class Exercise       Exploring 
a niche for business development



ASSESSMENT TASK : RECAP



Key Takeaways : 

• Potential Areas for Business Development.

• Support products / services (Small + Large 
Businesses)

• Consultancy Opportunities

• Software Applications

• Market Resilience Capabilities

• Sustainability Systems  / Solutions

• Maintenance Service Tools

• Skills and Training Approaches

• Process Improvements

• Logistics Development / Advancement

• Management Framework Designs

• Physical Product Requirements – products / 
packaging… 

• ………………………………………….

• For Business Development - - Core Considerations /Actions:

• Product / Service Type(s) –Opportunities - -Niche Markets

• Consumer Based – Target Group

• Competitors

• Resources Required  - financial and otherwise.

• Cost Implications

• Risks / Liability

• Additional Research Needed

• ………………………………

The above planning considerations + actions, will address wider 
agendas such as ; time delays / rising costs / staffing issues / 
complexities in processes / duplication / waste inefficiencies / 
competition / tech limitations / ‘chain’ connectivity  / 
consumer base attrition…… therefore creating opportunities 
for growth.



What is the Business 
Plan?
Part 1



Introducing Your Business Proposition 
(Key Points)

Present your business 
idea clearly to future 

readers of your business 
plan.

Share the origin of your 
idea—how you came up 

with it and what 
inspired it.

Explain the need for 
your product or 

service—why you 
believe people will 

benefit from it.

Outline your goals and 
aspirations for the 

business, including your 
vision for its growth and 

impact.

Mention funding 
requirements if 

applicable: 

Provide a rough 
estimate of how much 

financing you may need.

Explain how you intend 
to use the funds.

Acknowledge that plans 
may evolve: 

Understand that your 
initial ideas will likely 

change over time.

Having a clear starting 
point is essential for 

making progress.



Proven Routes to 
Establishing an Idea

• There are some proven routes to establishing 
the (idea) around which to base your business 
plan. 

• For example:

• Recognizing a “GAP” in the market

• Revamping an old idea

• Solving customer problems

• Inventions and innovations

• Network Marketing

• Franchising

• Buying out



Gap in the Market - Case Example 





*Ways to Identify a Market Gap
• 1. Adapting - - Modified Products - Successful food delivery models from abroad 

introduced locally – Uber Eats 2014 from LA to UK in 2015 also Just Eat – Denmark to UK 
and Deliveroo (UK company - but with American Entrepreneurs)

• 2. Locating - - Geographical Bases -  Local Providers  - regional  / local providers - - eg; 
Tesco Extra (large base) to now Tesco Express (small base)

• 3. Sizing - - Quantity focussed Products  - eg;  Anita Roddick (Founder of The Body Shop, 
created smaller sized products addressing accessibility)

• 4. Timing - - Widening Access – eg; Opening earlier or later / Extending hours / Offering 
24/7 or weekend services and ONLINE ! – eg; supermarkets access 24/7

• 5. Quality Improving - - reliability, durability, accuracy, performance eg; Greater product 
‘fit’- eg; Toyota – Kaizen = Continuous Improvement. 

• 6. Pricing - - Price competitive options – eg; IKEA USP – offering functional, well-designed 
furniture at affordable prices. Aided by Flat Pack Design, High Volume Purchases, 
Customer Self Service, Transport Delivery Options…. 



*Revamping
 an 

Old Idea

Breathing New Life into Proven Concepts:

• Some products/services used to thrive, but lost traction

• Understanding why they faded helps identify revival opportunities

• A small tweak can unlock new demand – learn from other markets

• EG: Monopoly Game – traditional game… losing appeal  - then 
revamped to become localised. Eg;  Swansea Edition.

Strategies to Re-Vamp

Repackage or resize the product

Modernize branding or delivery

Localize content or features

Adjust timing or availability

Revamping requires: 

Market insight
Creative adaptation
Strategic positioning





Q&A / 
Discussion

• Have you seen a product 
successfully revived?

• What ‘old’ ideas could 
work again with a twist?

• How would you localize a 
proven concept?



*Solving Customer Problems

• Turning Frustrations into Business Opportunities.

• Customer Problems matter!  Customers will vote with their feet – it is 
important to address unmet needs. 

• Spot internal and external barriers to sales – confusing product 
processes  / limited access / competitors / restrictions to purchase / 
market signals….





*Inventions & Innovation

• From Creative Solutions to Market Success.

• Identify differences between NEEDS + WANTS - - - can the market be shaped?? 
Innovation may not always meet a known need.

• Ensure to have : Unique properties / Creative marketing / Persistence

• NB: Ensure to protect your ‘uniqueness’ 

• Patents
• Copyrights
• Trademarks



Innovation First, Market Later

• EG: Post – It Notes. 

➢Developed by scientists at 3M

➢Adhesive failed traditional tests

➢Market need was unclear

➢Marketed as “permanent, but temporary” solution

➢Became a global success



*What Is Network Marketing?

• A Low-Cost Path to Entrepreneurship – Creates viable entry points onto the market

• Parent Company links -- -opportunity to make own money / commission from an innovative product.

• Also known as: 
• Multilevel Marketing (MLM)
• Referral Marketing

• Replaces traditional retail outlets with person-to-person selling (requires self motivation / trust) 

• Offers a low-risk, low-investment way to start a business

• Growth of Network Marketing = Industry turnover: £1 billion → £2 billion in the last 10 years. Over 
400,000 people in the UK involved = FT/PT entrepreneurs or side business owners

• Positives of Network Marketing  = Flexibility / Lower Costs – Scalable Income / Trust in wider company 
…. NB: Pyramid Schemes…(?)



Examples of Popular Network Marketing Companies

• Popular Network Marketing Companies:

• Forever
• Avon
• Herbalife
• Betterware
• Kleeneze
• Industries can include: 

• Health & wellness
• Household products
• Technology
• E-commerce



*Franchising

• A Guided Path to Business Ownership.

• A marketing technique to expand product/service distribution

• The franchiser provides: 
• Product or service training
• Brand and operational support
• Earns ‘wider’ Sales

• The franchisee sells to the public in return for: 
• An initial fee
• Ongoing royalties (usually based on turnover)
• Must follow Brand Guidelines / Business Formatting – operational strategy/policy
• NB: Limited independence to ‘branch – off’







Summary: 

For your assessment “Business Plan” – 
Consider opportunities for development…….

➢Market Gaps? 

➢Re-development / Re-imagination / Re-Vamp 
of a product?

➢Original Idea  - Innovation / Invention USP? 

➢Is there a Franchise, Network Marketing, Buy 
Out proposition that you could plan for?



Class Task  - Business Planning (Assessment Ideas)

• Task 1 - 30 minutes : Exploring Business Opportunities / Business Planning

In small break-out groups, (a) Explore and generate potential business ideas or opportunities that could be developed within 
the Logistics, Supply Chain, and Engineering sector - (relate to differing apprenticeship work based settings). ……..(b) For 
business ideas(s) generated, discuss what are the key considerations to create a ‘good’ business plan for a ‘viable’ 
product/service?

Tips: Think about ------- 

Gaps, Opportunities, Niches, Challenges? / Market Place?  / Consumer Group(s)? / Product Value + Viability………

• Task 2 - 20 minutes : Work Based Opportunities for Business Development

 

Using the ideas discussed in Task 1, now spend 20 minutes working individually selecting 1 business area that is relevant to 
your chosen work based / sector, to develop a more finite idea to address the “Business Plan” assessment.

Group  = Explore Opportunities  + General Business Planning

Individual = What opportunities are specific to me and my place of work?

Business Plan - - -AIM to demonstrate viability.



ANY FINAL QUESTIONS?



NEXT WEEK 

•Business Planning  - Continuation Purpose and Strategy.
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