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GCSE BusiŶess KŶowledge OrgaŶiser—UŶit 1—IŶtroductioŶ to Sŵall BusiŶess 



GCSE Business Knowledge Organiser - Topic 1.1 Enterprise and Entrepreneurship 

 

Businesses exist to provide 

goods or services 

Good Service 

  

 

 
 
 
 
 
 

 

Key Terms: 
Enterprise: A business or company, can also mean entrepreneurial activity 

Entrepreneur: Someone who creates a business, taking on financial risks with 

the aim of making a profit from the business 

Consumer: Someone who buys and uses goods and services 

Customer: Someone who buys goods and services 

Obsolete: Out of date and not used anymore 

E-Commerce: Using the internet to carry out business transactions 

M-Commerce: Using mobile technologies to carry out business transactions 

Social media: Websites that allow users to interact with other users 

Key Terms: 
Risk: The possibility that an enterprise will make lower than anticipated profits or experience a loss 

Financial Reward: The money that an entrepreneur or investor receives when a business succeeds 

Market Research: The process of gathering information about the market and customers’ needs and 

wants 

Revenue forecast: A prediction of future revenue based on expected sales; this is either a judgement 

or based on pervious sales patterns 

Cash Flow: The amount of money coming and going out of a business 

Sales Revenue: The amount of money that comes in from selling a product or a service 

Investment: Putting money into a business with the intention of making a profit 

Start-up: A new business, usually with only a small number of employees (possibly only 1) 

Intuition: Knowing something instinctively or understanding something without conscious thought 
 

 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 

 

Plan, research, be cautious, finance with care, avoid costs, Protect, 

monitor and review 
 

 
 
 

• Adapting an existing product to keep up with trends 

• Create a new product to meet new trends 
 
 
 
 
 
 
 

 
• How can I improve a product or service? 

• Can I do this better than an existing business? 

• Is there a gap in the market that I can fill? 
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NOTES: 
 

 
 

Key Terms: 

Stakeholder: Anyone who has an interest in the activities of a business 

Ethics: The moral principles or standards the guide the behaviour of the business of a 

person. 

Values: Standards of behaviour or moral principles 

Loyalty: Supporting something or someone 

Unique Selling point (USP): Something that makes a product stand out from its 

competitors 

Economy: The system by which a countries money and goods are produced and used. 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

I am an innovative, risk taking, 

hardworking, organised, determined, 

persuasive, multitasking entrepreneur 
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Key Terms:     

 

NOTES:  
  

  

  

  

    

SWOT Analysis:  A study undertaken by a business to identify the strengths,  
weaknesses, opportunities and threats of a business.   

Similar product but not in  

direct competition   

Similar, product, price and place   
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KEY TERMS: 

Market Share: The proportion of sales in a market that are taken up by one 

business 

Profit: The amount of revenue left once the costs have been deducted 

Social Objective: Likely to be non-financial, for example to reduce carbon 

emissions 

Aim: Is a goal that the business wants to achieve 

Objective: Tasks that a business will carry out to meet an aim 
 
 
 
 
 
 

 

SMART tasks that a business needs to carry out 

to meet its aim 
 
 
 

 
Why do we set aims and objectives? 

 

• Direction 

• Focus for employees 

• Planning 

• Measurement of success 

Key Terms: 
Income stream: The source of regular income that a business receives (this could be from customers or 

investment). 

Viable: Cable of working and succeeding 

Revenue: The income that a business receives from sales 

Fixed Costs: Costs that do not change 

Variable Costs: Costs that change dependent on how many products or services a business sells 

Income Statement: A financial statement showing the amount of money earnt and spent in a particular 

period and the resulting profit or loss 

Interest: A % of an amount borrowed that is repaid in addition to the original amount 

Break Even: The point in which a business͛s costs and revenue are equal 

 
 

 

Income Streaming 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Will all businesses have the same aims and 

objectives? 
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If a business borrows money 

from a bank they will be 

charged interest. Interest is 

calculated at the start of a 

loan agreement and is 

added on top of the loan 

amount. 
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Key Terms: 
Credit: The amount of money that a financial institution or supplier will allow a business to 

borrow 

Overheads: Fixed costs that come from running and office which are not affected by the number 

of specific products or services that are sold. 

Positive cash flow: More money coming in than going out 

Negative cash flow: More money going out than coming in 

Insolvent: A business that is unable to pay its debts and owes more money that it is owed 

Consumables: Items that get ͚used up͛ such as pens, paper, staples 

Opening balance: The amount of money in the business͛s bank at the start of any period 

Closing balance: The amount of money in the business͛s bank at the end of the month 

Cash flow forecast: An estimate of how much cash will come in to and leave the business over 

the course of a year. 

 

The importance of cash to a 

business 
 

The management of a business͛s 
cash flow is important. This is 

because a business must have 

enough money in the bank to 

pay all the money it owes. Even 

if a business is making a profit, if 

it does not have enough cash or 

a reliable cash flow it can still 

fail. 

What causes 

problems? 
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Key Terms: 
 

Trade Credit: A credit arrangement that is offered to a business by its suppliers 
 

Overdraft: A facility offered by a bank that allows an account holder to borrow more money at short notice 
 

Credit Limit: The maximum a business can borrow with a company 
 

Credit Period: The maximum amount of time a business can take to pay what it is owed 
 

Retrospective Discount: A discount applied when a business has purchased a certain number of goods or 

spent a certain amount of money with a  supplier 
 

Venture Capital: Money that is invested in a business sourced from individuals or groups (dragons den) 
 

Return on Investment: The amount of money that an investor will get back in return for investing in a 

business 
 

Shareholders: Investors who are part-owners in a company 
 

Share Capital: Money to invest in a business which is made from selling shares in the business 
 

Credit Check: A check on the financial status of a business. 
 

Security: When the lender asked the business owner to put up an asset to secure lending 
 

Asset: An item of value (home, machinery, premises) 
 

Guarantor: A names person who guarantees to pay repayment if the person who has the loan fails to pay 
 

Retained Profit: Money that a business keeps rather than paying to share holders 
 

Crowdfunding: A business obtains money from many people who each pay a small amount 

 

 
 
 
 
 
 
 
 
 
 
 
 
 

Sale of Assets 
 

Long Term 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

Share Capital 
 

Long Term 

 
 
 
 
 
 
 
 
 
 
 
 

Personal Savings 
 

Long Term 

 

 
 
 
 
 
 
 
 
 
 
 

Retained Profit 
 

Long Term 
 
 
 
 

 
Venture Capital 

 

Long Term 

 
 
 

 

Often the hardest part of starting a business is 

raising the money to get going. 

 

 
Bank Loan 
 

Long Term 

 

 
 

Overdraft 
 

Short Term 

 
Crowd Funding 

 

Long Term 

 
 

Trade Credit 
 

Short Term 
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Key Terms:  

Limited Liability – The level of risk that is limited to the amount of money that has been invested into the  

business    

Assets – Property of the businesses or business owner, house, car, machinery  

Incorporated – A business that is registered as a company, the business and the owners are separate in   

the eyes of the law  

  

Unlimited Liability – The level of risk goes beyond the amount invested, so the personal assets of the  

business owner can be used to pay off the businesses debts    

Unincorporated – A business that is not recognised as a company so the owners and the business are the  

 same body in the eyes of the law  

Sole Trader – A type of unincorporated business that is owned by a single person.    

Partnership – A business that is owned by a group of two or more people who share the risk, the decision  

 making and profits  

Deed of partnership – A legal document that defines the terms and agreements of a partnership    

Private limited company – An incorporated business that is owned by shareholders  

Shareholders – Investors who are part-owners of a company, they invest in the business for a share of the 
 

company    

Franchise – When one business gives another business permission to trade using its name and products in  

return for a fee and share of its profits  
 
 

Franchisor – An established business that gives permission for an entrepreneur to trade using its name   

and product  

Franchisee – An entrepreneur who pays a fee to trade using the name and products of an established  
 

business  

  

Liability: the legal responsibility the businesses owner has to pay its debts.  

  

 

  

Types of business ownership  

Remember:   LIMITED LIABILITY  

is only a benefit to private (and  

public) limited companies. Sole  

traders and partnerships do not  

benefit from this. They have  

UNLIMITED LIABILITY. This is a  

common area of confusion,  

which needs revising carefully.   

  

•   Size of business.   

•   Type of Business   

•   Lender requirements    

•   Investment protection    

•   Control    
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Price  
Changing a products price to undercut its competitors, businesses do have to be 

careful that this does not end up in a price war.  

Product  
Altering aspects of the product or bringing out a new product with a new feature, this 

can achieve product differentiation  

Promotion  
Undertaking promotional activities to boost awareness of the brand to encourage 

brand loyalty  

Place  

Changing the place or increasing the number of places in which the products are 

available to customers in or der to maintain or increase market share. This could 

include introducing an e-commerce site or m-commerce technology.  



ϭ.ϱ.ϭ - BusiŶess Stakeholdeƌs 

Stakeholdeƌ DefiŶitioŶ - is aŶǇoŶe ǁho has aŶ iŶteƌest iŶ a ďusiŶess.  This is 
Ŷot aďout oǁŶeƌship, it is aďout ďeiŶg iŶteƌested iŶ hoǁ the ďusiŶess is ƌuŶ.  
AŶ eǆaŵple is ďaŶk ǁho haǀe leaŶt ŵoŶeǇ to the oǁŶeƌ to staƌt-up his/heƌ 
ďusiŶess– a ďaŶk do Ŷot oǁŶ the ďusiŶess ďut theǇ aƌe iŶteƌested iŶ it as 
theǇ ǁaŶt to ŵake suƌe theǇ ǁill haǀe theiƌ ŵoŶeǇ paid ďaĐk. 
IŶteƌŶal Stakeholdeƌs 

OǁŶeƌs - The oǁŶeƌ is the peƌsoŶ ;oƌ peƌsoŶsͿ ǁho staƌted the ďusiŶess 
ǁith theiƌ oǁŶ ŵoŶeǇ. Theƌe ŵaiŶ iŶteƌest ǁill ďe to eŶsuƌe theǇ ƌeĐeiǀe a 
fiŶaŶĐial ƌetuƌŶ so theǇ ǁill aiŵ to ŵaǆiŵise pƌofit. 

EŵploǇees - they aƌe iŶteƌested iŶ the ďusiŶess – theǇ ǁaŶt to kŶoǁ if theǇ 
haǀe joď seĐuƌitǇ so theǇ ĐaŶ paǇ theiƌ oǁŶ ďills. TheǇ aƌe also iŶteƌested iŶ 
– if theƌe aƌe joď pƌoŵotioŶ pƌospeĐts. 

MaŶageƌs - TheǇ aƌe iŶteƌested iŶ a ďusiŶess ďeĐause theǇ ŵaǇ get a 
fiŶaŶĐial ďoŶus if theǇ ƌeaĐh taƌgets theǇ haǀe ďeeŶ set  

EǆteƌŶal Stakeholdeƌs 

Supplieƌs - Supplieƌs aƌe iŶteƌested iŶ the ďusiŶess ďeĐause theǇ ǁaŶt to 
kŶoǁ if theǇ ǁill get paid foƌ the goods aŶd seƌǀiĐes theǇ haǀe pƌoǀided. 
LoĐal CoŵŵuŶitǇ - The loĐal ĐoŵŵuŶitǇ aƌe iŶteƌested iŶ the ďusiŶess 
ďeĐause it ŵaǇ pollute the eŶǀiƌoŶŵeŶt, it ŵaǇ Đause Ŷoise ǁith loƌƌies 
loadiŶg. The loĐal ĐoŵŵuŶitǇ ŵaǇ Ŷot ǁaŶt a ǁell kŶoǁŶ laƌge ďusiŶess to 
opeŶ ;e.g. a Ŷeǁ TesĐo stoƌeͿ as it ŵaǇ haƌŵ loĐal ďusiŶess tƌade. 
GoǀeƌŶŵeŶt - The goǀeƌŶŵeŶt aƌe iŶteƌested iŶ the ďusiŶess ďeĐause theǇ 
ǁaŶt to kŶoǁ that theǇ ǁill paǇ theiƌ taǆes. The goǀeƌŶŵeŶt also ǁaŶts to 
kŶoǁ that theǇ ǁill adheƌe to aŶǇ laǁs that ŵight applǇ e.g. Health aŶd 
safetǇ at ǁoƌk AĐt. TheǇ ǁill also ǁaŶt ďusiŶesses to pƌoǀide joďs to help 
ƌeduĐe uŶeŵploǇŵeŶt, this ŵeaŶs the goǀeƌŶŵeŶt ǁill speŶdiŶg less 
ŵoŶeǇ oŶ ďeŶefits aŶd ĐaŶ fuƌtheƌ iŶǀest iŶ puďliĐ seƌǀiĐes e.g. the NHS. 
Shaƌeholdeƌs - Shareholders aƌe iŶteƌested iŶ a ďusiŶess ďeĐause theǇ 
ǁaŶt to kŶoǁ if a pƌofit ǁill ďe ŵade aŶd if theǇ ǁill ďe paid a diǀideŶd. IŶ •a 
pƌiǀate liŵited ĐoŵpaŶǇ the shaƌeholdeƌs ŵaǇ ďe fƌieŶds aŶd faŵilǇ of the 
oǁŶeƌs. IŶ a puďliĐ liŵited ĐoŵpaŶǇ the shaƌeholdeƌs ĐaŶ ďe aŶǇoŶe.  
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ϭ.ϱ.ϭ - BusiŶess Stakeholdeƌs 

Custoŵeƌs - Đustoŵeƌs aƌe iŶteƌested iŶ the ďusiŶess ďeĐause theǇ ǁaŶt to 
kŶoǁ theǇ ĐaŶ get ƋualitǇ pƌoduĐts aŶd seƌǀiĐes at loǁ pƌiĐes. Custoŵeƌs 
ǁaŶt pƌoduĐts aŶd seƌǀiĐes that satisfǇ theiƌ Ŷeeds. Custoŵeƌs ǁaŶt to 
kŶoǁ theiƌ faǀouƌite pƌoduĐts ǁill ĐoŶtiŶue to ďe sold. 
Pƌessuƌe gƌoups -  A pƌessuƌe gƌoup is iŶteƌested iŶ a ďusiŶess ďeĐause theǇ 
ǁaŶt to kŶoǁ that theǇ haǀe aĐted ethiĐallǇ  

Hoǁ stakeholdeƌs iŵpaĐt ďusiŶess aĐtiǀitǇ  
 

 

 

 

 

 

  

 



ϭ.ϱ.ϭ - BusiŶess Stakeholdeƌs 

Possiďle ĐoŶfliĐts ďetǁeeŶ stakeholdeƌ gƌoups 

EŵploǇees ǁaŶt higheƌ ǁages ďut oǁŶeƌs aŶd shaƌeholdeƌs doŶ’t ǁaŶt to 
paǇ higheƌ ǁages, as this ǁill ƌaise Đosts aŶd theƌefoƌe iŵpaĐt pƌofit. 
MaŶgeƌs ǁaŶt ďig ďoŶuses ďut oǁŶeƌs aŶd shaƌeholdeƌs doŶ’t ǁaŶt to paǇ 
theŵ as this ǁill iŵpaĐt Đosts aŶd loǁeƌ pƌofits 

Custoŵeƌs ǁaŶt loǁ pƌiĐes aŶd high ƋualitǇ, ďut oǁŶeƌs aŶd shaƌeholdeƌs  
ǁaŶt high pƌofit so ǁaŶt to Đhaƌge high pƌiĐes aŶd ƋualitǇ Đosts so ŵaǇ also 
haǀe aŶ iŵpaĐt oŶ pƌofit 

LoĐal ĐoŵŵuŶities ǁaŶt loǁeƌ pollutioŶ leǀels, ďut oǁŶeƌs aŶd 
shaƌeholdeƌs ǁaŶt high pƌofits aŶd ƌeduĐiŶg pollutioŶ ǁill ƌaises Đosts aŶd so 
ŵaǇ loǁeƌ pƌofit 
Supplieƌs ǁaŶt to get good pƌiĐes foƌ theiƌ goods aŶd seƌǀiĐes, oǁŶeƌs aŶd 
shaƌeholdeƌs ǁaŶt high pƌofits aŶd ǁaŶt to keep theiƌ Đosts loǁ 
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ϭ.ϱ.Ϯ - TeĐhŶologǇ aŶd ďusiŶess 

Hoǁ teĐhŶologǇ iŶflueŶĐes ďusiŶess aĐtiǀitǇ  
Sales - Use of teĐhŶologǇ ĐaŶ iŵpƌoǀe sales. Custoŵeƌs ŵaǇ ďe uŶhappǇ 
ǁith sloǁ seƌǀiĐe iŶ a shop – ǁheƌeas shoppiŶg oŶliŶe is iŶstaŶt. Custoŵeƌs 
get the ĐoŶǀeŶieŶĐe of shoppiŶg ǁheŶ theǇ ǁaŶt – foƌ shift ǁoƌkeƌs this is a 
huge ďoŶus as the iŶteƌŶet ĐaŶ sell goods Ϯ4/7 oƌdeƌs ĐaŶ ďe pƌoĐessed ďǇ 
staff the Ŷeǆt ǁoƌkiŶg daǇ. 
Costs - UsiŶg e-ĐoŵŵeƌĐe aŶd paǇŵeŶt sǇsteŵs ŵeaŶs that just aďout 
aŶǇoŶe ĐaŶ staƌt theiƌ oǁŶ ďusiŶess oŶliŶe. All theǇ Ŷeed is a siŵple 
ǁeďsite, a good pƌoduĐt aŶd a PaǇPal aĐĐouŶt. No Ŷeed foƌ pƌeŵises like a 
shop ǁhiĐh ƌeduĐes Đosts. 
MaƌketiŶg ŵiǆ - TeĐhŶologǇ ŵeaŶs that Ŷoǁ ŵaƌketiŶg ĐaŵpaigŶs haǀe 
ŵoƌe speed, ƌeleǀaŶĐe aŶd ƌeaĐh. If a ďusiŶess staƌts a ŵaƌketiŶg ĐaŵpaigŶ 
oŶ TV it ĐaŶ ďaĐk it up ǁith soĐial ŵedia aŶd theŶ use taƌgetiŶg to seŶd out 
e-ŵails. 

ϭ.ϱ.Ϯ - TeĐhŶologǇ aŶd ďusiŶess 

E-ĐoŵŵeƌĐe - E-ĐoŵŵeƌĐe is the ďusiŶess teƌŵ foƌ shoppiŶg oŶ the 
IŶteƌŶet. SelliŶg ǀia e-ĐoŵŵeƌĐe is Đheapeƌ foƌ ďusiŶess as less staff aŶd 
pƌeŵises aƌe Ŷeeded. The shop ĐaŶ ďe opeŶ Ϯ4/7 aŶd ĐaŶ ƌeaĐh a gloďal 
ŵaƌketplaĐe aŶd oƌdeƌs ĐaŶ ďe pƌoĐessed ďǇ staff the Ŷeǆt ǁoƌkiŶg daǇ. 
SoĐial ŵedia - BusiŶesses ĐaŶ Ŷoǁ use soĐial ŵedia ĐaŵpaigŶs to pƌoŵote 
theiƌ pƌoduĐts as paƌt of theiƌ ŵaƌketiŶg stƌategǇ 

Digital ĐoŵŵuŶiĐatioŶ - Digital ĐoŵŵuŶiĐatioŶ ŵeaŶs ĐoŵŵuŶiĐatiŶg usiŶg 
digital ŵeaŶs suĐh as: Teǆt, E-ŵail, Moďile PhoŶe, SkǇpe. A ďusiŶess ǁill use 
this to ĐoŵŵuŶiĐate ǁith theiƌ; Đustoŵeƌs, supplieƌs, goǀeƌŶŵeŶt ageŶĐies 

PaǇŵeŶt SǇsteŵs - PaǇŵeŶt sǇsteŵs aƌe a ǀital ǁaǇ of tƌaŶsfeƌƌiŶg fuŶds 
fƌoŵ Đustoŵeƌs to ďusiŶesses, heƌe aƌe a feǁ eǆaŵples: Cƌedit  aŶd deďit 
Đaƌds -  foƌ shoppiŶg,  BACS - foƌ ǁages oƌ ďusiŶess to ďusiŶess, PaǇPal - foƌ 
iteŵs ďought oǀeƌ the IŶteƌŶet e.g. eBaǇ. 
  
 

 

 

1.5.3– LegislatioŶ aŶd ďusiŶess 

The puƌpose of legislatioŶ - The ĐoŶsuŵeƌ ƌights AĐt - ϮϬϭϱ 

Goods ŵust ďe: 
 As desĐƌiďed - The goods supplied ŵust ŵatĐh aŶǇ desĐƌiptioŶ giǀeŶ 

to Ǉou, oƌ aŶǇ ŵodels oƌ saŵples shoǁŶ to Ǉou at the tiŵe of 
puƌĐhase. 

 Fit foƌ puƌpose - The goods should ďe fit foƌ the puƌpose theǇ aƌe 
supplied foƌ, as ǁell as aŶǇ speĐifiĐ puƌpose Ǉou ŵade kŶoǁŶ to the 
ƌetaileƌ ďefoƌe Ǉou agƌeed to ďuǇ the goods.  

 SatisfaĐtoƌǇ ƋualitǇ - Goods shouldŶ't ďe faultǇ oƌ daŵaged ǁheŶ Ǉou 
ƌeĐeiǀe theŵ.  

 

PƌiŶĐiples of ĐoŶsuŵeƌ laǁ 

If soŵethiŶg’s goŶe ǁƌoŶg ǁith aŶ iteŵ a Đustoŵeƌ has ďought, theǇ ŵaǇ ďe 
eŶtitled to a ƌefuŶd, ƌepaiƌ oƌ ƌeplaĐeŵeŶt. It doesŶ't ŵatteƌ ǁhetheƌ theǇ 
ďought the iteŵ Ŷeǁ oƌ seĐoŶd haŶd – the ĐoŶsuŵeƌ still has ƌights 

 



1.5.3– LegislatioŶ aŶd ďusiŶess 

PƌiŶĐiples of eŵploǇŵeŶt laǁ: ƌeĐƌuitŵeŶt 

The ƌeĐƌuitŵeŶt pƌoĐess iŶǀolǀes; adǀeƌtisiŶg, seleĐtiŶg, iŶteƌǀieǁiŶg aŶd 
hiƌiŶg the staff Ŷeeded foƌ the ďusiŶess.. The EƋualitǇ AĐt ϮϬϭϬ ŵakes suƌe 
that theƌe is Ŷo disĐƌiŵiŶatioŶ iŶ this pƌoĐess oŶ age, ƌaĐe, geŶdeƌ, ƌeligioŶ 
etĐ. 

PƌiŶĐiples of eŵploǇŵeŶt laǁ: paǇ 

NATIONAL MINIMUM WAGE oƌ NATIONAL LIVNG WAGE ;oǀeƌ 25’sͿ is the 
legal ŵiŶiŵuŵ that ĐaŶ ďe paid to ǁoƌkeƌs iŶ the UK  

PƌiŶĐiples of eŵploǇŵeŶt laǁ: health aŶd safetǇ 

All ǁoƌkeƌs haǀe a ƌight to ǁoƌk iŶ plaĐes ǁheƌe ƌisks to theiƌ health aŶd 
safetǇ aƌe pƌopeƌlǇ ĐoŶtƌolled. Health aŶd safetǇ is aďout stoppiŶg Ǉou 
gettiŶg huƌt at ǁoƌk oƌ ill thƌough ǁoƌk. The eŵploǇeƌ is ƌespoŶsiďle foƌ 
health aŶd safetǇ, ďut the eŵploǇees ŵust help. 

The iŵpaĐt of legislatioŶ oŶ ďusiŶesses 

A sŵall ďusiŶess ǁill haǀe to ŵeet all of the ĐoŶsuŵeƌ, eŵploǇŵeŶt aŶd 
ƌeĐƌuitŵeŶt laǁs. This ŵaǇ ŵeaŶ additioŶal Đosts iŶ tƌaiŶiŶg staff, pƌoteĐtioŶ 
eƋuipŵeŶt foƌ staff, Đosts of paǇiŶg NWM. Higheƌ Đosts haǀe aŶ iŵpaĐt oŶ 
the pƌofit of the ďusiŶess. This Đould ŵeaŶ a ďusiŶess is pƌessuƌed to 
iŶĐƌease theiƌ pƌiĐes ǁhiĐh Đould ŵake theŵ uŶĐoŵpetitiǀe. 

CoŶseƋueŶĐes of Ŷot ŵeetiŶg these oďligatioŶs 

Failuƌe to ĐoŵplǇ ǁith these ƌeƋuiƌeŵeŶts ĐaŶ haǀe seƌious ĐoŶseƋueŶĐes – 
foƌ ďoth oƌgaŶisatioŶs aŶd iŶdiǀiduals. CoŶseƋueŶĐes iŶĐlude fiŶes, 
iŵpƌisoŶŵeŶt aŶd disƋualifiĐatioŶ  
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ϭ.ϱ.ϰ - The EĐoŶoŵǇ aŶd ďusiŶess 

ChaŶgiŶg leǀels of ĐoŶsuŵeƌ iŶĐoŵe - As ĐoŶsuŵeƌ iŶĐoŵes ƌise, theǇ 
Đhoose to ďuǇ ďetteƌ pƌoduĐts – luǆuƌies. As ĐoŶsuŵeƌ iŶĐoŵes fall, theǇ ǁill 
Ŷeed to ďuǇ Đheapeƌ pƌoduĐts – iŶfeƌioƌ pƌoduĐts 

UŶeŵploǇŵeŶt - If uŶeŵploǇŵeŶt ƌises people haǀe Ŷo joďs, this ŵeaŶs 
that theǇ haǀe loǁ iŶĐoŵes. This also ŵeaŶs that theǇ haǀe little disposaďle 
iŶĐoŵe – ǁhiĐh is ǁhat is left afteƌ all the ďills haǀe ďeeŶ paid. No 
disposaďle iŶĐoŵe ŵeaŶs Ŷo luǆuƌies, this ŵeaŶs that ďusiŶess ŵake less 
sales aŶd as ƌesult ŵaǇ haǀe to loǁeƌ theiƌ selliŶg pƌiĐes aŶd ƌeduĐe theiƌ 
ǁoƌkfoƌĐe ;ǁhiĐh ǁill fuƌtheƌ iŶĐƌease uŶeŵploǇŵeŶtͿ iŶ oƌdeƌ to ƌeduĐe 
theiƌ Đosts. 
IŶflatioŶ - If the UK iŶflatioŶ ƌate goes up ĐoŶsuŵeƌs ǁill feel pooƌeƌ as theiƌ 
eaƌŶed £££ ǁill Ŷot go as faƌ ďeĐause goods haǀe ƌiseŶ iŶ pƌiĐe. This ŵeaŶs 
that poteŶtial Đustoŵeƌs ǁill Ŷot ďe aďle to ďuǇ as ŵaŶǇ goods. Also aŶie 
iŶĐƌease iŶ iŶflatioŶ ǁill likelǇ iŶĐƌease Đosts as theǇ ǁill ďe paǇiŶg ŵoƌe foƌ 
theiƌ supplies as a ƌesult ƌeduĐiŶg pƌofits. IŶflatioŶ is a pƌoďleŵ, if food 
keeps goiŶg up iŶ pƌiĐe aŶd ǁages doŶ’t theŶ sooŶ ĐoŶsuŵeƌs ǁill feel 
pooƌeƌ aŶd Ŷot ďe aďle to affoƌd to ďuǇ as ŵuĐh. If pƌiĐes aƌe staďle theŶ 
ĐoŶsuŵeƌs aŶd ďusiŶess haǀe a ƌough idea of hoǁ ŵuĐh iteŵs Đost. 
IŶteƌest ƌates - IŶteƌest ƌates aƌe the Đost of ďoƌƌoǁiŶg ŵoŶeǇ. If ĐoŶsuŵeƌs 
ĐaŶ ďoƌƌoǁ theǇ ĐaŶ ďuǇ; Đlothes, Đaƌs, ǁashiŶg ŵaĐhiŶes, houses, ĐaƌaǀaŶs, 
holidaǇs, aŶd just aďout eǀeƌǇthiŶg else. If the Đost of ďoƌƌoǁiŶg goes up 
theŶ ĐoŶsuŵeƌs deĐide to saǀe iŶstead of speŶd. If iŶteƌest ƌates ƌise theŶ 
the Đost of ďoƌƌoǁiŶg ǁill ƌise aŶd this ǁill ŵeaŶ that the Đost of supplies foƌ 
a ďusiŶess ŵaǇ iŶĐƌease. •A fall iŶ iŶteƌest ƌates ŵeaŶs that the Đost of 
seƌǀiĐiŶg deďt falls ǁhiĐh ŵaǇ lead to aŶ iŶĐƌease iŶ pƌofits ;Đosts less to 
ďoƌƌoǁ so less to paǇ ďaĐkͿ. 
Taǆ - GoǀeƌŶŵeŶt Đhaƌges ďusiŶess ǁith a ƌaŶge of taǆes. CoƌpoƌatioŶ taǆ of 
ϮϬ% oŶ pƌofits ŵust ďe paid ďǇ aŶǇ UK liŵited ĐoŵpaŶǇ. Taǆ is a Đost of the 
ďusiŶess aŶd so ǁill haǀe aŶ iŵpaĐt oŶ pƌofit. IŶĐoŵe taǆ - AŶ IŶĐƌease 
peƌsoŶal alloǁaŶĐe ŵeaŶs Ǉou ĐaŶ eaƌŶ ŵoƌe ďefoƌe Ǉou paǇ taǆ, this 
ŵeaŶs this ŵoŶeǇ Đould ďe speŶt oŶ ďusiŶesses goods aŶd seƌǀiĐes. 
AŶ iŶĐƌease iŶ iŶĐoŵe taǆ Đould ŵeaŶ Đustoŵeƌs haǀe less disposaďle 
iŶĐoŵe to speŶd oŶ ďusiŶesses goods aŶd seƌǀiĐes. 
EǆĐhaŶge ƌates  -  eǆĐhaŶge ƌate is the pƌiĐe of oŶe ĐuƌƌeŶĐǇ iŶ eǆĐhaŶge 
foƌ aŶotheƌ. CuƌƌeŶĐies ĐaŶ ĐhaŶge iŶ ǀalue aŶd this is due to the deŵaŶd 
aŶd supplǇ of a ĐuƌƌeŶĐǇ. What iŵpaĐt ǁill a ĐhaŶge iŶ eǆĐhaŶge ƌates haǀe 
oŶ the Đost of supplies?  It depeŶds if theǇ ǁeƌe puƌĐhased fƌoŵ aďƌoad.  If 
ouƌ pouŶd iŶĐƌeased agaiŶst aŶotheƌ ĐuƌƌeŶĐǇ this ǁill ŵake iŵpoƌted 
supplies Đheapeƌ e.g. Đheese fƌoŵ FƌaŶĐe: 
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Ϯ.ϭ.ϭ—BusiŶess Groǁth 

IŶterŶal groǁth ;oƌgaŶiĐ gƌoǁthͿ - ǁheŶ a ďusiŶess gƌoǁs ďǇ eǆpaŶdiŶg its oǁŶ aĐtiǀities. It is 
loǁ ƌisk, ďut sloǁ. TheǇ do this ďǇ:  
 TaƌgetiŶg Ŷeǁ ŵaƌkets  
 DeǀelopiŶg Ŷeǁ pƌoduĐts  
EǆterŶal Groǁth ;iŶoƌgaŶiĐ gƌoǁthͿ - ǁheŶ a ďusiŶess ŵeƌges oƌ takeoǀeƌ aŶotheƌ ďusiŶess. This 
is higheƌ ƌisk, ďut fasteƌ 

Merger—ǁheŶ tǁo ďusiŶesses joiŶ togetheƌ to foƌŵ a Ŷeǁ laƌgeƌ ďusiŶess  
Takeoǀer—ǁheŶ aŶ eǆistiŶg foƌŵ eǆpaŶds ďǇ ďuǇiŶg ŵoƌe thaŶ half the shaƌes iŶ aŶotheƌ 
ďusiŶess 

Theƌe aƌe fouƌ ǁaǇs a ďusiŶess ĐaŶ ŵeƌge oƌ takeoǀeƌ aŶotheƌ ďusiŶess:  
 JoiŶ ǁith a supplieƌ  
 JoiŶ ǁith a Đoŵpetitoƌ  
 JoiŶ ǁith a Đustoŵeƌ  
 JoiŶ ǁith aŶ uŶƌelated ďusiŶess 

Ϯ.ϭ.ϭ EĐoŶoŵies & DiseĐoŶoŵies of SĐale  

EĐoŶoŵies of SĐale  DiseĐoŶoŵies of SĐale 

WheŶ a ďusiŶess eǆpaŶds, its Đosts 
ŵaǇ deĐƌease peƌ uŶit pƌoduĐed. 
This is Đalled eĐoŶoŵies of sĐale. 
TheǇ ĐaŶ happeŶ ďeĐause:  
 Laƌgeƌ ďusiŶesses ĐaŶ ďuǇ ƌaǁ 

ŵateƌials iŶ ďulk, so get theŵ 
at a Đheapeƌ pƌiĐe peƌ uŶit  

 Laƌgeƌ fiƌŵs ĐaŶ affoƌd to 
opeƌate aŶd puƌĐhase 
adǀaŶĐed ŵaĐhiŶeƌǇ that aƌe 
fasteƌ aŶd Đheapeƌ to ƌuŶ  

 A faĐtoƌǇ that is ϭϬǆ as ďig 
ǁoŶt ďe ϭϬǆ as eǆpeŶsiǀe—
the laǁ of diŵeŶsioŶs  

WheŶ a ďusiŶess eǆpaŶds, it Đould 
Đause soŵe Đosts to iŶĐƌease peƌ uŶit. 
SuĐh as:  
 It is haƌdeƌ aŶd ŵoƌe eǆpeŶsiǀe 

to ŵaŶage a laƌge ďusiŶess  
 Biggeƌ ďusiŶesses haǀe ŵoƌe 

people so liŶes of 
ĐoŵŵuŶiĐatioŶ aƌe loŶgeƌ, 
eŵploǇees loǁeƌ iŶ the 
hieƌaƌĐhǇ ŵaǇ ďe deŵotiǀated 
aŶd ďe less effiĐieŶt  

 The pƌoduĐtioŶ pƌoĐess ŵight 
ďeĐoŵe ĐoŵpliĐated aŶd 
diffiĐult to ĐooƌdiŶate.  

Ϯ.ϭ.ϭ—SourĐes of FiŶaŶĐe for Large Busi-
Ŷesses 

IŶterŶal  EǆterŶal  

RetaiŶed Profits  - pƌofits 
the oǁŶeƌs haǀe put ďaĐk 
iŶto the ďusiŶess 

LoaŶ Capital  - ŵoŶeǇ 
ďoƌƌoǁed fƌoŵ the ďaŶk, 
paid ďaĐk ǁith iŶteƌest 

SelliŶg Assets—ďusiŶess 
ĐaŶ sell fiǆed assets that 
aƌe Ŷo loŶgeƌ iŶ use 

Share Capital  - If a 
ďusiŶess ďeĐoŵes a 
liŵited ĐoŵpaŶǇ theǇ ĐaŶ 
sell shaƌes  

PuďliĐ Liŵited CoŵpaŶǇ—Shaƌes iŶ the ĐoŵpaŶǇ 
aƌe tƌaded oŶ the stoĐk ŵaƌket so theǇ ĐaŶ ďe 
ďought aŶd sold ďǇ aŶǇoŶe. TheǇ haǀe liŵited 
liaďilitǇ  
The eǆtƌa Đapital ĐaŶ help the ďusiŶess eǆpaŶd  

Ϯ.ϭ.Ϯ - ChaŶgiŶg Aiŵs aŶd OďjeĐtiǀes 

As a ďusiŶess gƌoǁs, its aiŵs aŶd oďjeĐtiǀes ǁill ĐhaŶge. TheǇ Đould:  
 ChaŶge if theǇ aiŵ to suƌǀiǀe ;eaƌlieƌ stagesͿ oƌ gƌoǁ ;ŵoƌe 

estaďlished ďusiŶessͿ  
 ChaŶge the size of theiƌ ǁoƌkfoƌĐe  
 EŶteƌ oƌ eǆit Ŷeǁ ŵaƌkets  
 ChaŶge the size of theiƌ pƌoduĐt ƌaŶge  
ReasoŶs foƌ ĐhaŶgiŶg aiŵs aŶd oďjeĐtiǀes:  

IŶterŶal ReasoŶs  EǆterŶal ReasoŶs  

BusiŶess peƌfoƌŵaŶĐe  Neǁ legislatioŶ  

MaŶageŵeŶt ĐhaŶges  ChaŶges iŶ ŵaƌket ĐoŶditioŶs 

Neǁ teĐhŶologǇ  ChaŶges iŶ teĐhŶologǇ  

GCSE BusiŶess KŶoǁledge OrgaŶiser—TopiĐ Ϯ.ϭ GroǁiŶg the BusiŶess 



Ϯ.ϭ.ϯ - BusiŶess aŶd GloďalisatioŶ 

GloďalisatioŶ — ǁheŶ ďusiŶesses aŶd ĐouŶtƌies ďeĐoŵe ŵoƌe ĐoŶŶeĐted ďeĐause of 
ďetteƌ teĐhŶologǇ, tƌaǀel aŶd ĐoŵŵuŶiĐatioŶ  
GloďalisatioŶ ĐaŶ haǀe ŵaŶǇ iŵpaĐts oŶ ďusiŶess:  
 Iŵpoƌts: ďusiŶesses haǀe a  laƌgeƌ, gloďal, ŵaƌket to ďuǇ fƌoŵ. CaŶ ďuǇ supplies 

ĐheaplǇ  
 Eǆpoƌts: EasǇ to eǆpoƌt so a laƌgeƌ ŵaƌket to sell to  
 LoĐatioŶ: easieƌ foƌ ďusiŶesses to loĐate aŶd opeƌate aďƌoad  
 MultiŶatioŶals: ǁheŶ a ĐoŵpaŶǇ opeƌates iŶ a Ŷeǁ ĐouŶtƌǇ, ďusiŶesses alƌeadǇ iŶ 

that ĐouŶtƌǇ Ŷeed to  ŵake suƌe theǇ aƌe aďle to Đoŵpete.  
Theƌe aƌe ďaƌƌieƌs to iŶteƌŶatioŶal tƌade:  
 Tariffs—taǆes oŶ goods ďeiŶg eǆpoƌted oƌ iŵpoƌted  
 Trade ďloĐs—gƌoups of ĐouŶtƌies that haǀe little oƌ Ŷo tƌade ďaƌƌieƌs ďetǁeeŶ 

theŵ ;suĐh as the EuƌopeaŶ UŶioŶͿ. If Ǉou aƌe outside of these ďloĐs it’s diffiĐult 
to Đoŵpete ǁith the ďusiŶesses iŶside.  

Hoǁ ďusiŶesses ĐaŶ Đoŵpete iŶteƌŶatioŶallǇ:  
 Use e-ĐoŵŵeƌĐe to sell goods oŶliŶe  
 Adjust the ŵaƌketiŶg ŵiǆ to suit a giǀeŶ ĐouŶtƌǇ  
 

Ϯ.ϭ.ϰ - EthiĐs aŶd BusiŶess 

EthiĐs — the ŵoƌal pƌiŶĐiples of ƌight aŶd ǁƌoŶg  
BusiŶesses ŵaǇ aĐt uŶethiĐallǇ ďǇ:  
 FoƌĐiŶg staff to ǁoƌk eǆĐessiǀelǇ loŶg houƌs  
 FoƌĐiŶg staff to ǁoƌk foƌ loǁ paǇ  
 BuǇiŶg ƌaǁ ŵateƌials fƌoŵ ďusiŶesses that eǆploit staff  
 LǇiŶg iŶ ŵaƌketiŶg aďout theiƌ pƌoduĐts oƌ Đoŵpetitoƌs 

AdǀaŶtages aŶd DisadǀaŶtages of aĐtiŶg ethiĐallǇ:  
 

 

  

 

AdǀaŶtages  DisadǀaŶtages 

CaŶ giǀe Đoŵpetitiǀe 
adǀaŶtage as a uŶiƋue selliŶg 
poiŶt 

CaŶ ďe eǆpeŶsiǀe foƌ the 
ďusiŶess 

MaǇ eŶĐouƌage iŶǀestŵeŶt  CaŶ ďe diffiĐult to fiŶd 
supplieƌs  

Positiǀe ďƌaŶd iŵage MaǇ Ŷot ŵake ŵuĐh pƌofit oŶ 
pƌoduĐts  

Ϯ.ϭ.ϰ - The EŶǀiroŶŵeŶt  aŶd BusiŶess 

BusiŶesses ĐaŶ haǀe a Ŷegatiǀe iŵpaĐt oŶ the eŶǀiƌoŶŵeŶt. Theiƌ faĐtoƌies, tƌuĐks aŶd 
ŵaĐhiŶeƌǇ ĐaŶ Đause aiƌ, ǁateƌ aŶd Ŷoise pollutioŶ.  
BusiŶesses ĐaŶ use up ŶoŶ-ƌeŶeǁaďle ƌesouƌĐes suĐh as Đoal aŶd oil  
SustaiŶaďilitǇ—aĐtiŶg iŶ a ǁaǇ that ǁill Ŷot haƌŵ the eaƌth foƌ the futuƌe  
BusiŶesses ĐaŶ ďe sustaiŶaďle ďǇ:  
 UsiŶg less paĐkagiŶg aŶd ƌeĐǇĐliŶg  
 DisposiŶg of hazaƌdous ǁaste iŶ the ĐoƌƌeĐt ǁaǇ  
 UsiŶg effiĐieŶt ŵaĐhiŶeƌǇ  
 UsiŶg ƌeŶeǁaďle eŶeƌgǇ souƌĐes suĐh as solaƌ  

BeŶefits of ďeiŶg eŶǀiƌoŶŵeŶtallǇ fƌieŶdlǇ:  
 Positiǀe ďƌaŶd iŵage  
 BeiŶg ͞gƌeeŶ͟ ĐaŶ ďe a USP aŶd giǀe Đoŵpetitiǀe 

adǀaŶtage  
Hoǁeǀeƌ, ďeiŶg eŶǀiƌoŶŵeŶtallǇ fƌieŶdlǇ ĐaŶ ďe eǆpeŶsiǀe, 
suĐh as ďuǇiŶg Ŷeǁ eŶeƌgǇ effiĐieŶt eƋuipŵeŶt  
A stakeholdeƌ that peƌsuades ďusiŶesses to ďe ŵoƌe 
eŶǀiƌoŶŵeŶtallǇ fƌieŶdlǇ aƌe pƌessuƌe gƌoups. TheǇ ĐaŶ ƌuŶ 
ĐaŵpaigŶs oŶ ďusiŶesses that aƌe Ŷot  eŶǀiƌoŶŵeŶtallǇ 
fƌieŶdlǇ aŶd ƌuiŶ theiƌ ďƌaŶd iŵage  
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Ϯ.Ϯ.ϭ - ProduĐt  
Extension strategies extend the life of the product before it 
goes into decline. Again businesses use marketing tech-
niques to improve sales. Examples of the techniques are: 
 

1. Advertising – try to gain a new audience or remind the 
current audience 

2. Price reduction – more attractive to customers 

3. Adding value – add new features to the current prod-
uct, e.g. improving the specifications on a smartphone 

4. Explore new markets – selling the product into new 
geographical areas or creating a version targeted at 
different segments 

ϱ. New packaging – brightening up old packaging or 
subtle changes 

Ϯ.Ϯ.ϭ - ProduĐt 

The DesigŶ Miǆ  
CoŶsists of thƌee ƋuestioŶs 

 FuŶĐtioŶ - ǁhat pƌoďleŵ does the pƌoduĐt oƌ seƌǀiĐe solǀe?  
 DesigŶ/AesthetiĐs - hoǁ does the pƌoduĐt look, feel, taste? 

 Cost/EĐoŶoŵiĐ - ĐaŶ the pƌoduĐt ďe ŵade ;oƌ seƌǀiĐe pƌoǀidedͿ foƌ the ƌight 
pƌiĐe, so a pƌofit ĐaŶ ďe ŵade? 

 

DefiŶitioŶ: ProduĐt life ĐǇĐle ;PLCͿ is the ĐǇĐle thƌough ǁhiĐh eǀeƌǇ produĐt goes 
thƌough fƌoŵ iŶtƌoduĐtioŶ to ǁithdƌaǁal iŶ teƌŵs of its sales oǀeƌ tiŵe  
 

IŶtroduĐtioŶ Phase 

 The iŶtroduĐtioŶ phase ǁill iŶǀolǀe high Đosts iŶ ƌeseaƌĐh aŶd deǀelopŵeŶt aŶd 
the pƌoduĐt ŵaǇ haǀe ďeeŶ test ŵaƌketed ďefoƌe lauŶĐhiŶg, so pƌofits ŵaǇ ďe 
Ŷegatiǀe 

 Sales ǁill ďe loǁ as Đustoŵeƌs ŵaǇ Ŷot Ǉet ďe aǁaƌe of the pƌoduĐts 

Groǁth Phase 

 Groǁth phase pƌoduĐts aƌe eŶjoǇiŶg ƌapid gƌoǁth iŶ sales aŶd pƌofits 

 At this stage the Đustoŵeƌs aƌe aǁaƌe of the pƌoduĐt aŶd deŵaŶd is high 

MaturitǇ 

 MatuƌitǇ phase pƌoduĐts faĐe iŶteŶse ĐoŵpetitioŶ Ŷoǁ all the pƌoduĐeƌs haǀe 
joiŶed the ŵaƌket 

 Sales aƌe high ďut pƌofits aƌe staƌtiŶg to fall 
 PƌoduĐts haǀe to ďe disĐouŶted to keep sales high 

DeĐliŶe 

 DeĐliŶe phase pƌoduĐts ŵaǇ ďe liŵited iŶ pƌoduĐtioŶ  
 At this stage pƌofits aŶd sales haǀe falleŶ  
 The pƌoduĐt ŵaǇ ďe ǁithdƌaǁŶ fƌoŵ sale  
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Ϯ.Ϯ.Ϯ - IŶflueŶĐes oŶ PriĐiŶg Strategies 

TeĐhŶologǇ– TeĐhŶologǇ Ŷoǁ eŶaďles Đustoŵeƌs to ƋuiĐklǇ Đoŵpaƌe pƌiĐes 
ǁith Đoŵpetitoƌs, ďusiŶesses haǀe to ďe ǁaƌǇ of this. TeĐhŶologǇ also iŶĐludes 
the ŵoŶitoƌiŶg of ǁeď tƌaffiĐ, AŵazoŶ ƌeaĐt to ǁeď tƌaffiĐ ďǇ iŶĐƌeasiŶg aŶd 
deĐƌeasiŶg theiƌ pƌiĐes ĐoŶtiŶuallǇ depeŶdiŶg oŶ hoǁ ŵaŶǇ Đustoŵeƌs aƌe 
ǀieǁiŶg theiƌ pages.  
Coŵpetitors -  If a ďusiŶess is opeƌatiŶg iŶ a ŵaƌket ǁheƌe theƌe is lots of 
ĐhoiĐe aŶd Ŷot ŵuĐh pƌoduĐt diffeƌeŶtiatioŶ theŶ pƌiĐes ǁill ďe siŵilaƌ to otheƌ 
fiƌŵs. E.g. Petƌol ;pƌoduĐt is the saŵe eǀeƌǇǁheƌeͿ. 
Market SegŵeŶts - Siŵilaƌ ŵass ŵaƌket pƌoduĐts ;e.g. eggs, ŵilkͿ ǁill haǀe 
loǁ pƌiĐes to eŶĐouƌage high sales ǀoluŵes. UŶiƋue diffeƌeŶtiated pƌoduĐts 
ǁithiŶ ŶiĐhe ŵaƌkets aƌe ŵoƌe likelǇ to ďe sold foƌ higheƌ oƌ pƌeŵiuŵ pƌiĐes. 
 ProduĐt Life CǇĐle - ǁheƌe a pƌoduĐt is oŶ the pƌoduĐt life ĐǇĐle ǁill iŶflueŶĐe 
its pƌiĐe: 
 IŶtroduĐtioŶ - ďusiŶesses ŵaǇ staƌt ǁill a loǁ pƌiĐe to eŶĐouƌage sales 

ǁheŶ a pƌoduĐt is fiƌst lauŶĐhed  
 Groǁth - ďusiŶesses ŵaǇ offeƌ sŵall disĐouŶts aŶd pƌoŵotioŶs to eŶ-

Đouƌage puƌĐhase 

 MaturitǇ - ďusiŶesses ǁill keep pƌiĐes high to take adǀaŶtage of pƌofit 

 DeĐliŶe - pƌoduĐts ŵaǇ ďe ǀeƌǇ heaǀilǇ disĐouŶted to ŵake it Đheap 
eŶough foƌ ĐoŶsuŵeƌs to ďuǇ it  

Ϯ.Ϯ.ϭ - ProduĐt 

DiffereŶtiatioŶ - WheŶ a ďusiŶess ŵake theiƌ pƌoduĐts oƌ seƌǀiĐes 
diffeƌeŶt fƌoŵ the ĐoŵpetitioŶ. This ĐaŶ ďe aĐhieǀed though:  
 BƌaŶdiŶg 

 USP 

 LoĐatioŶ 

 DesigŶ 

 Custoŵeƌ SeƌǀiĐe 

 QualitǇ 

 PƌoduĐt ŵiǆ 
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Ϯ.Ϯ.Ϯ - PriĐiŶg Strategies 

PriĐe skiŵŵiŶg - A pƌoduĐt is pƌiĐed high to ďegiŶ ǁith as it has a 
desiƌaďilitǇ faĐtoƌ ;ŶoǀeltǇͿ that ǁill ŵeaŶ Đustoŵeƌs ǁill ǁaŶt it ǁheŶ it 
is Ŷeǁ. This pƌiĐe ŵight ďe loǁeƌed lateƌ oŶ. 
 

PeŶetratioŶ priĐiŶg -  ŵeaŶs settiŶg pƌiĐes ƌeallǇ loǁ foƌ a Ŷeǁ pƌoduĐt oƌ 
seƌǀiĐe to eŶĐouƌage sales aŶd to peƌsuade Đustoŵeƌs to tƌǇ the pƌoduĐt 
foƌ the fiƌst tiŵe.  TheŶ ǁheŶ Đustoŵeƌs like the pƌoduĐt aŶd haǀe to keep 
ďuǇiŶg it,  the ďusiŶess ƌaises the pƌiĐe. Loǁ pƌiĐes should gaiŶ the 
ďusiŶess ŵoƌe ŵaƌket shaƌe. 
 

Cost-plus priĐiŶg  - is ǁoƌked out ďǇ ĐalĐulatiŶg the total Đost to pƌoduĐe 
the pƌoduĐt oƌ seƌǀiĐe aŶd theŶ pƌofit is added oŶ top. 
 

Coŵpetitor priĐiŶg -  soŵe pƌoduĐts ǁhiĐh aƌe ǀeƌǇ siŵilaƌ ;like 
oƌaŶge juiĐeͿ ǁill ďe pƌiĐed ǀeƌǇ siŵilaƌ to Đlose Đoŵpetitoƌs. This 
ŵeaŶs that Đustoŵeƌs ǁill haǀe to judge a pƌoduĐt oƌ seƌǀiĐe oŶ 
͞ŶoŶ-pƌiĐe͟ ŵethods suĐh as; ƋualitǇ of seƌǀiĐe, speed, eǆtƌas. 
 

ProŵotioŶal PriĐiŶg - a pƌoduĐt oƌ seƌǀiĐe is offeƌed foƌ sale at a 
Đheapeƌ pƌiĐe foƌ a liŵited tiŵe. Custoŵeƌs ŵaǇ also ďe offeƌed fƌee 
eǆtƌas to eŶĐouƌage theŵ to ŵake a puƌĐhase. 

Ϯ.Ϯ.ϯ - ProŵotioŶal Strategies 

AdǀertisiŶg - is any paid-for communication overtly intended to inform 
and/or influence one or more people. Advertising can be via TV, radio, 
print media and websites. 

 

 

 

  
  

 

 

Mass ŵarket produĐts 

Laƌge adǀeƌtisiŶg ďudgets: 

 NatioŶal Radio 

 TV adǀeƌts 

 NatioŶal Ŷeǁspapeƌs 

NiĐhe ŵarket produĐts 

Laƌge adǀeƌtisiŶg ďudgets: 

 LoĐal ƌadio 

 LoĐal papeƌ 

 FlǇeƌs 

 SoĐial ŵedia 
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Ϯ.Ϯ.ϯ - ProŵotioŶal Strategies 

SpoŶsorship– WheŶ a ďusiŶess spoŶsoƌs soŵethiŶg, theǇ aƌe estaďlishiŶg aŶ 
assoĐiatioŶ ǁith aŶotheƌ oƌgaŶisatioŶ oƌ eǀeŶt 

That ĐoŶŶeĐtioŶ ŵust ŵake seŶse to the Đustoŵeƌs aŶd eŶhaŶĐe the ƌeputa-
tioŶ of the ďusiŶess 

ProduĐt Trial -  A teŵpoƌaƌǇ offeƌiŶg iŶteŶded to pƌoǀide ŵaƌket iŶfoƌŵatioŶ 
ďǇ alloǁiŶg ĐoŶsuŵeƌs to eǆaŵiŶe, use oƌ test a produĐt pƌioƌ to fullǇ Đoŵ-
ŵittiŶg ĐoŵpaŶǇ ƌesouƌĐes to a full lauŶĐh 

SpeĐial offers/sales proŵotioŶ -  sales pƌoŵotioŶs teĐhŶiƋues theǇ aƌe de-
sigŶed to eŶĐouƌage ĐoŶsuŵeƌs to ŵake a puƌĐhase e.g. BOGOF, dis-
ĐouŶts, fƌee gifts aŶd ĐoŵpletioŶs. 
BraŶdiŶg - a ĐhaƌaĐteƌistiĐ Ŷaŵe oƌ sǇŵďol that distiŶguishes oŶe pƌoduĐt 
fƌoŵ a Đoŵpetitoƌ. CoŶsuŵeƌs ǁill ďe ďƌaŶd loǇal aŶd ďusiŶesses ĐaŶ use this 
loǇaltǇ to pƌoŵote theiƌ pƌoduĐts 

Ϯ.Ϯ.ϯ - The use of TeĐhŶologǇ iŶ ProŵotioŶ 

Targeted adǀertisiŶg oŶliŶe -  e.g. a Đustoŵeƌ is shoppiŶg oŶliŶe foƌ ǀideo 
gaŵes, theǇ theŶ ĐliĐk oŶ a Ŷeǁs site aŶd see aŶ adǀeƌt foƌ ǀideo gaŵes 

Viral ŵarketiŶg -  When aŶ iŵage, ǀideo, pieĐe of iŶfoƌŵatioŶ is ĐiƌĐulated 
ƌapidlǇ aŶd ǁidelǇ fƌoŵ oŶe IŶteƌŶet useƌ to aŶotheƌ.  It ǁeŶt ǀiral ŵeaŶs that 
aŶ adǀeƌtisiŶg ĐaŵpaigŶ has ďeeŶ so suĐĐessful that ĐoŶsuŵeƌs aƌe passiŶg it 
aloŶg to eaĐh otheƌ.  
AdǀaŶtages of SoĐial ŵedia adǀertisiŶg: 
 SoĐial ŵedia adǀeƌtisiŶg is fƌee oƌ loǁ Đost so ǀeƌǇ Đost effeĐtiǀe  
 All ďƌaŶds Ŷoǁ Ŷeed a ǁeď pƌeseŶĐe aŶd ĐaŶ do this ǁith soĐial ŵedia 

platfoƌŵs 

 Custoŵeƌs ĐaŶ ďe kept iŶfoƌŵed of Ŷeǁ pƌoduĐts 

 Incƌeases Đustoŵeƌ eŶgageŵeŶt ǁith the ďƌaŶd 

 CaŶ shoǁ Đustoŵeƌ seƌǀiĐe ǁith a ƋuiĐk ƌespoŶse 

Viral adǀertisiŶg ǀia e-Ŷeǁsletters ŵeaŶs adǀeƌtisiŶg ďǇ seŶdiŶg out aŶ e-

Ŷeǁsletteƌ to a Đustoŵeƌ ;ŵeaŶs ǀia e-ŵailͿ. That Đustoŵeƌ theŶ seŶds it to 
theiƌ fƌieŶds aŶd theǇ seŶd it theiƌ fƌieŶds . The ďusiŶess Ŷeeds to ask theiƌ e-

ŵail Đustoŵeƌs to SHARE the Ŷeǁsletteƌ 

Ϯ.Ϯ.ϰ - PlaĐe ;ŵethods of distriďutioŶͿ 
Retailer– A ƌetaileƌ is a ďusiŶess that sells goods diƌeĐt to a ĐoŶsuŵeƌ thƌough 
a ͚ďƌiĐks aŶd ŵoƌtaƌ͛ shop 

E-tailer -  AŶ e-taileƌ is a ďusiŶess ǁhiĐh sells goods diƌeĐt to a ĐoŶsuŵeƌ ǀia 
the IŶteƌŶet 

Retailer 

AdǀaŶtages DisadǀaŶtages 

GoiŶg shoppiŶg is aŶ eŶjoǇaďle eǆpe-
ƌieŶĐe that Đustoŵeƌs ĐaŶ do ǁith 
theiƌ fƌieŶds oƌ faŵilǇ 

TƌǇiŶg oŶ Đlothes helps ǁheŶ ďuǇiŶg 

Custoŵeƌs ĐaŶ haǀe the pƌoduĐt as 
sooŶ as theǇ haǀe ďought it – iŶstaŶt 
satisfaĐtioŶ 

Retaileƌs ǁiŶ ǁheŶ a Đustoŵeƌ Ŷeeds 
to see, touĐh, tƌǇ oƌ test a pƌoduĐt 
fiƌst 

Retaileƌs aƌe oŶlǇ opeŶ duƌiŶg the 
daǇ aŶd Đustoŵeƌs ŵaǇ ďe too ďusǇ 
ǁith ǁoƌk oƌ faŵilǇ 

Custoŵeƌs ŵaǇ haǀe to ǁait iŶ a 
Ƌueue oƌ ĐaƌƌǇ heaǀǇ ďags of shop-
piŶg 

Custoŵeƌs ŵaǇ fiŶd it eŵďaƌƌassiŶg 
to ďuǇ soŵe peƌsoŶal iteŵs 

MaǇ Đhaƌge higheƌ pƌiĐes thaŶ the e-

taileƌs 

E-tailer 

AdǀaŶtages DisadǀaŶtages 

CaŶ ďe staƌted ǁith a sŵalleƌ iŶǀest-
ŵeŶt as Ŷo pƌeŵises aŶd less staff 
Ŷeeded  
CaŶ sell a ŵuĐh laƌgeƌ ƌaŶge thaŶ a 
phǇsiĐal shop 

CaŶ uŶdeƌĐut Đoŵpetitoƌs pƌiĐes ďǇ 
ďeiŶg Đheapeƌ ;Ŷo shops, less staffͿ 
Lots of poteŶtial to gƌoǁ ƌapidlǇ aŶd 
ƌeaĐh aŶ gloďal ŵaƌketplaĐe 

Loǁeƌ fiǆed Đosts as Ŷo shops to paǇ 
ƌeŶt oŶ 

Haƌd to estaďlish tƌust ǁith the Đus-
toŵeƌ as Ŷo faĐe-to-faĐe iŶteƌaĐtioŶ 

Weďsite Đosts ĐaŶ ďe high 

SeĐuƌitǇ aŶd fƌaud foƌ oŶliŶe tƌaŶsaĐ-
tioŶs aƌe aŶ issue 

OŶlǇ as stƌoŶg as Ǉouƌ distƌiďutioŶ / 
deliǀeƌǇ if this is late theŶ it ŵaǇ 
daŵage Ǉouƌ ƌeputatioŶ 
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Ϯ.Ϯ.ϱ - UsiŶg the ŵarketiŶg ŵiǆ to ŵake ďusiŶess deĐisioŶs 
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Ϯ.Ϯ.ϱ - UsiŶg the ŵarketiŶg ŵiǆ to ŵake ďusiŶess deĐisioŶs 



Ϯ.ϯ.ϭ - The puƌpose of ďusiŶess opeƌatioŶs 

Floǁ - Floǁ pƌoduĐtioŶ uses pƌoduĐtioŶ liŶes ǁith ĐoŶtiŶuous ŵoǀeŵeŶts 
of iteŵs thƌough the pƌoĐess. MaŶǇ ŵass pƌoduĐed pƌoduĐts aƌe ŵade 
this ǁaǇ suĐh as Đola, Đaƌs aŶd toothpaste. The faĐtoƌǇ ǁould ďe laid out iŶ 
asseŵďlǇ liŶes. This is a ǀeƌǇ Đapital iŶteŶsiǀe pƌoĐess ;lots of ŵaĐhiŶesͿ 

Ϯ.ϯ.ϭ—The puƌpose of ďusiŶess opeƌatioŶs 

To pƌoduĐe goods - Soŵe ďusiŶesses deĐide that theǇ ǁould like to pƌoduĐe 
goods. TheǇ ǁill take ƌaǁ ŵateƌials aŶd pƌoduĐe goods that ĐaŶ ďe sold. TheǇ 
ǁill use otheƌ ŵateƌials aŶd pƌoĐesses to add ǀalue to the ƌaǁ ŵateƌial so that 
Đustoŵeƌs ǁill ďuǇ it 
To pƌoǀide seƌǀiĐes - Soŵe ďusiŶesses ŵaǇ deĐide to pƌoǀide seƌǀiĐes to 
Đustoŵeƌs, These aƌe iŶtaŶgiďle iteŵs that ǁe ĐaŶŶot touĐh, foƌ eǆaŵple: Đaƌ oƌ 
hoŵe iŶsuƌaŶĐe, a haiƌĐut, oƌ haǀiŶg the laǁŶ ŵoǁed ďǇ a gaƌdeŶeƌ. 
PƌoduĐtioŶ PƌoĐesses 

Joď - Joď pƌoduĐtioŶ is ǁheƌe a siŶgle pƌoduĐt is ŵade at  a tiŵe. PƌoduĐts aƌe 
ŵade foƌ a speĐifiĐ ĐlieŶt oƌ Đustoŵeƌ. PƌoduĐts ŵade aƌe high ƋualitǇ, ǁhiĐh 
ŵeaŶs higheƌ pƌiĐes ĐaŶ ďe Đhaƌged, Hoǁeǀeƌ the pƌoduĐtioŶ pƌoĐess ĐaŶ ďe 

sloǁ aŶd laďouƌ iŶteŶsiǀe 

BatĐh - BatĐh pƌoduĐtioŶ is ǁheƌe sŵall ƋuaŶtities of ideŶtiĐal pƌoduĐts aƌe 
ŵade , ŵaĐhiŶes ĐaŶ ďe easilǇ ĐhaŶged to ŵake a diffeƌeŶt ďatĐh, this is the 
pƌoduĐtioŶ ŵethod used ǁheŶ a ďusiŶess ǁaŶts to ŵake ŵoƌe thaŶ oŶe iteŵ , 
e.g. diffeƌeŶt tǇpes of ďƌead. 
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AdǀaŶtages of Joď PƌoduĐtioŶ DisadǀaŶtages of Joď PƌoduĐtioŶ 

 Bespoke, uŶiƋue, oŶe off, to 
Đustoŵeƌs ŵeasuƌeŵeŶts oƌ 
speĐifiĐatioŶs e.g. a kitĐheŶ 

 VeƌǇ ŵotiǀated ǁoƌkeƌs ǁho 
ĐaŶ see oŶe iteŵ ŵade fƌoŵ 
staƌt to fiŶish 

 Motiǀated ǁoƌkeƌs aƌe ŶoƌŵallǇ 
ŵoƌe pƌoduĐtiǀe aŶd haǀe loǁ-
eƌ ƌates of aďseŶteeisŵ 

 Higheƌ pƌiĐes ĐaŶ ďe Đhaƌged to 
the Đustoŵeƌs 

 Skilled  laďouƌ aŶd ĐƌaftsŵeŶ 
aƌe eǆpeŶsiǀe  

 Wide laďouƌ aŶd ĐƌaftsŵeŶ aƌe 
eǆpeŶsiǀe  

 

AdǀaŶtages of BatĐh PƌoduĐtioŶ DisadǀaŶtages of Joď PƌoduĐtioŶ 

 FleǆiďilitǇ ďeĐause pƌoduĐtioŶ 
ĐaŶ ďe ĐhaŶged to ŵeet Đus-
toŵeƌ Ŷeeds oƌ fluĐtuatioŶs iŶ 
deŵaŶd 

 StaŶdaƌd pƌoduĐtioŶ of iteŵs 
ŵeaŶs it ĐaŶ ďe ŵeĐhaŶised, 
this ŵeaŶs less laďouƌ iŶ-
ǀolǀed thaŶ iŶ a joď pƌoduĐ-
tioŶ pƌoĐess 

 EŵploǇees speĐialise so ďe-
Đoŵe good at theiƌ joď 

 Woƌkeƌs ŵaǇ ďe less ŵotiǀat-
ed ǁith ƌepetitiǀe ǁoƌk 

 Idle •tiŵe ďetǁeeŶ ďatĐhes 
Ŷeeds to ďe ŵaŶaged as this 
is ǁastage ďeĐause ǁoƌk 
stops ǁhile the ŵaĐhiŶes aƌe 
ĐhaŶged to ŵake the Ŷeǆt 
pƌoduĐt 

 If oŶe ďatĐh takes too loŶg 
the otheƌ ďatĐhes ǁill all ďe 
held up too 

 

AdǀaŶtages of Floǁ PƌoduĐtioŶ DisadǀaŶtages of Floǁ PƌoduĐtioŶ 

 A ďusiŶess ĐaŶ ŵake laƌgeƌ 
ƋuaŶtities ǁhiĐh ŵeaŶs theǇ 
ĐaŶ ďulk ďuǇ ƌaǁ ŵateƌials 
aŶd saǀe ŵoŶeǇ ;eĐoŶoŵies 
of sĐaleͿ 

 Autoŵated aŶd Đoŵputeƌised 
pƌoduĐtioŶ ŵeaŶs iŵpƌoǀed 
ƋualitǇ aŶd ŵoƌe Đoŵpleǆ de-
sigŶs ĐaŶ ďe ŵade iŶ shoƌteƌ 
tiŵes 

 As pƌoduĐtioŶ is ĐoŶtiŶuous 
stoĐks of paƌts aŶd ƌaǁ ŵate-
ƌials doŶ͛t Ŷeed to ďe held 
this ŵeaŶs a ďusiŶess ĐaŶ use 
the JIT sǇsteŵ 

 Woƌkeƌs ŵaǇ ďe less ŵotiǀat-
ed ǁith ƌepetitiǀe ǁoƌk 

 Idle •tiŵe ďetǁeeŶ ďatĐhes 
Ŷeeds to ďe ŵaŶaged as this 
is ǁastage ďeĐause ǁoƌk 
stops ǁhile the ŵaĐhiŶes aƌe 
ĐhaŶged to ŵake the Ŷeǆt 
pƌoduĐt 

 If oŶe ďatĐh takes too loŶg 
the otheƌ ďatĐhes ǁill all ďe 
held up too 

 



Ϯ.ϯ.Ϯ– MaŶagiŶg stoĐk - ďaƌ gate diagƌaŵs 

Maǆ stoĐk leǀel - This is the ŵost Ǉou aŶ stoƌe iŶ e.g. Ǉouƌ shop/stoƌage. You 
ĐaŶ͛t stoƌe ŵoƌe as Ǉou doŶ͛t haǀe the spaĐe aŶd it ǁill go out of date. 
MiŶ stoĐk leǀel -  This is the least that Ǉou should stoƌe – aŶǇ less aŶd Ǉou ǁill 
ƌuŶ out aŶd Ŷot ďe aďle to ŵeet Đustoŵeƌ deŵaŶd. This is also Đalled the 
͞ďuffeƌ stoĐk .͟ E.g. You ŵaǇ keep iŶ Ϯ ďoǆes of Đat food as a ďuffeƌ to ŵake 
suƌe Ǉou Ŷeǀeƌ ƌuŶ out. 
Re-oƌdeƌ leǀel - As a ďusiŶess oǁŶeƌ of a pet shop Ǉou kŶoǁ ǁheŶ Ǉou aƌe 
gettiŶg loǁ, ďut if Ǉou haǀe a ƌe-oƌdeƌ leǀel Ǉou ǁill Ŷeǀeƌ ƌuŶ out e.g. ϯ ďoǆes 

This should keep Ǉou iŶ stoĐk uŶtil the deliǀeƌǇ tuƌŶs up. 
 

IŶ the ďaƌ gate diagƌaŵ aďoǀe: 
 The ŵaǆ stoĐk leǀel is ϮϬ ďoǆes 

 MiŶ stoĐk leǀel is ϱ ďoǆes 

 You ǁill haǀe ϭϬ ďoǆes ǁheŶ Ǉou Ŷeed to ƌe-oƌdeƌ 

Ϯ.ϯ.ϭ - IŵpaĐt of teĐhŶologǇ oŶ pƌoduĐtioŶ 

Loǁeƌ Costs - IŶitial Đosts of ďuǇiŶg Ŷeǁ ŵaĐhiŶeƌǇ oƌ ƌoďots ǁill ďe 
eǆpeŶsiǀe. Hoǁeǀeƌ the ďusiŶess ǁill sooŶ ŵake these Đosts ďaĐk ǁith the 
iŵpƌoǀeŵeŶt iŶ ƋualitǇ aŶd ƌeduĐtioŶ of ǁastage. Roďots doŶ͛t Ŷeed to 
ďe paid so the saǀiŶgs oŶ ǁages ǁill sooŶ ďuild up. 
Iŵpƌoǀe iŶ ƋualitǇ - DesigŶ used to ďe oŶ papeƌ Ŷoǁ ǁith CAD ;Đoŵputeƌ 
aided desigŶͿ desigŶs ĐaŶ ďe Đoŵpleted oŶ the Đoŵputeƌ aŶd seeŶ iŶ ϯD. 
MaĐhiŶeƌǇ aŶd ƌoďots eŶsuƌe theƌe is Ŷo huŵaŶ eƌƌoƌ iŶ pƌoduĐtioŶ. 
Iŵpƌoǀe iŶ pƌoduĐtiǀitǇ -  Roďots aŶd ŵaĐhiŶes ĐaŶ ǁoƌk Ϯϰ/7. TheǇ do 
Ŷot Ŷeed ďƌeaks, luŶĐh houƌs, tiŵe off oƌ holidaǇs. This ǁill iŶĐƌease the 
pƌoduĐtiǀitǇ of a ďusiŶess pƌoduĐiŶg pƌoduĐts. PƌoduĐtiǀitǇ output peƌ 
houƌ. 
Iŵpƌoǀe iŶ fleǆiďilitǇ - UsiŶg CAM Đoŵputeƌ aided ŵaŶufaĐtuƌe ŵeaŶs 
that a ďusiŶess ĐaŶ use Đoŵputeƌs to ǀeƌǇ pƌeĐiselǇ ĐoŶtƌol, ŵoŶitoƌ aŶd 
adjust tools iŶ ŵaŶufaĐtuƌiŶg. It also ŵeaŶs that a ďusiŶess pƌoduĐiŶg 
pƌoduĐts ĐaŶ ďe ŵoƌe fleǆiďle aŶd pƌoduĐe a ǁide ǀaƌietǇ of pƌoduĐts. 
 

Ϯ.ϯ.Ϯ - WoƌkiŶg ǁith supplieƌs 

StoĐk ĐaŶ ďe defiŶed as: 
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Ϯ.ϯ.Ϯ– MaŶagiŶg stoĐk - ďaƌ gate diagƌaŵs 

WoƌkiŶg out deliǀeƌǇ tiŵe 

Ϯ.ϯ.Ϯ - MaŶagiŶg stoĐk - just iŶ tiŵe deliǀeƌǇ 

Ϯ.ϯ.Ϯ - The ƌole of PƌoĐuƌeŵeŶt 

PƌoĐuƌeŵeŶt defiŶed: Is the pƌoĐess ďǇ ǁhiĐh ďusiŶesses ďuǇ ƌaǁ 
ŵateƌials, ĐoŵpoŶeŶt, pƌoduĐts, seƌǀiĐes, aŶd otheƌ ƌesouƌĐes fƌoŵ a 
supplieƌ to pƌoduĐe theiƌ oǁŶ pƌoduĐts aŶd seƌǀiĐes. 
RelatioŶships ǁith supplieƌs:  
QualitǇ -  a ďusiŶess ǁill ǁaŶt its supplieƌs to sell theŵ the ďest possiďle 
ƋualitǇ pƌoduĐts foƌ the pƌiĐe 

DeliǀeƌǇ - Soŵe •ďusiŶesses ŵaǇ ǁish to eŶteƌ iŶto a JIT agƌeeŵeŶt ǁith a 
supplieƌ. This ŵaǇ iŶǀolǀe a Ŷuŵďeƌ of deliǀeƌies ďeiŶg ŵade a daǇ. If a 
deliǀeƌǇ is late this ŵaǇ stop pƌoduĐtioŶ aŶd Đould Đost the ďusiŶess 
ŵoŶeǇ. If a deliǀeƌǇ is late this ŵaǇ stop pƌoduĐtioŶ aŶd Đould Đost the 
ďusiŶess ŵoŶeǇ. 
AǀailaďilitǇ -  Once the ďusiŶess has aŶ agƌeeŵeŶt ǁith a supplieƌ to 
deliǀeƌ ƋualitǇ stoĐk oŶ tiŵe – theƌe ǁill ďe pƌoďleŵs if the stoĐk is Ŷot 
aǀailaďle. This •ŵaǇ stop pƌoduĐtioŶ eŶtiƌelǇ. If pƌoduĐts ĐoŶtiŶue to ďe 
out of stoĐk Đustoŵeƌs ǁill shop elseǁheƌe. 
Cost -  OŶĐe a supplǇ deal has ďeeŶ ŵade, ďoth sides ǁill ǁaŶt the deal to 
last a loŶg tiŵe to ƌeduĐe the Đosts of haǀiŶg to fiŶd otheƌ supplieƌs oƌ 
Đustoŵeƌs oƌ ƌeŶegotiate aŶotheƌ deal 
Tƌust - The ďest ƌelatioŶships ǁoƌk ǁell ǁheŶ theƌe is joiŶt pƌoďleŵ 
solǀiŶg aŶd opeŶ ĐoŵŵuŶiĐatioŶ ďetǁeeŶ the ďusiŶesses. Tƌust ĐaŶ 
ďe ďuilt thƌough ƌeliaďle deliǀeƌies aŶd ƋualitǇ pƌoduĐts/seƌǀiĐes. 

Ϯ.ϯ.Ϯ– MaŶagiŶg stoĐk - just iŶ tiŵe deliǀeƌǇ 

Just-iŶ-tiŵe ;JITͿ - Just-Ŷ-tiŵe ŵeaŶs that a ďusiŶess does Ŷot keep stoĐks of 
paƌts iŶ a ǁaƌehouse. Instead they oƌdeƌ the paƌts aŶd get theŵ deliǀeƌed 
saŵe daǇ fƌoŵ the supplieƌ. To ŵake JIT ǁoƌk the ŵaŶufaĐtuƌeƌ Ŷeeds to haǀe 
eǆĐelleŶt ǁoƌkiŶg ƌelatioŶships ǁith theiƌ sŵalleƌ paƌts supplieƌs. JIT •does Ŷot 
ǁoƌk ǁheŶ theƌe aƌe deliǀeƌǇ oƌ ƋualitǇ issues. No ďuffeƌ stoĐks aƌe held iŶ a 
JIT sǇsteŵ so if deliǀeƌǇ does Ŷot aƌƌiǀe the pƌoduĐt ĐaŶŶot ďe ŵade 

AdǀaŶtages of Just-iŶ-tiŵe DisadǀaŶtages of Just-iŶ-tiŵe 

 As stoĐk is oƌdeƌed as theǇ aƌe 
Ŷeeded theƌe is Ŷo ǁastage  

 StoĐk is Ŷot ǁaƌehoused 
ǁhiĐh is a ŵassiǀe Đost saǀiŶg 
iŶ teƌŵs of pƌeŵises aŶd staff 

 StoĐk is less likelǇ to go out of 
date. 

  The ďusiŶess ǁill iŵpƌoǀe 
theiƌ Đash floǁ, as theiƌ ŵoŶ-
eǇ is Ŷot tied up iŶ stoĐk 

 The ďusiŶess ǁoŶ͛t ďe aďle to 
ŵeet uŶpƌediĐted suƌges iŶ 
deŵaŶd. 

 The ďusiŶess ǁoŶ͛t ďe aďle to 
ƋuiĐklǇ ƌeplaĐe daŵaged 
paƌts. 

 If the deliǀeƌǇ does Ŷot tuƌŶ 
up iŶ tiŵe this ĐaŶ stop the 
ǁhole pƌoduĐtioŶ liŶe, ǁhiĐh 
is ĐostlǇ 
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Ϯ.ϯ.ϯ– MaŶagiŶg QualitǇ 

QualitǇ is the eǆteŶt to ǁhiĐh a ďusiŶess ŵeets oƌ eǆĐeeds Đustoŵeƌ Ŷeeds. 
WithiŶ ŵaŶufaĐtuƌiŶg, a ŵeasuƌe of eǆĐelleŶĐe oƌ a state of ďeiŶg fƌee fƌoŵ 
defeĐts, defiĐieŶĐies aŶd sigŶifiĐaŶt ǀaƌiatioŶs. 
 

QualitǇ CoŶtƌol -  QualitǇ iŶspeĐtoƌs ĐheĐk that staŶdaƌds haǀe ďeeŶ ŵet at 
the eŶd of the pƌoduĐtioŶ pƌoĐess:  staŶdaƌds aƌe ĐoŶsisteŶt. This that ƋualitǇ 
staŶdaƌds aƌe ŵet aŶd the Đustoŵeƌ does Ŷot ƌeĐeiǀe a suď-staŶdaƌd pƌoduĐt. 
Hoǁeǀeƌ it Đould ďe a lot of ǁaste as the fault is oŶlǇ ideŶtified at the eŶd of 
the pƌoduĐtioŶ pƌoĐess. QualitǇ ĐoŶtƌol is ŵaiŶlǇ aďout "deteĐtiŶg" faultǇ out-
put - ƌatheƌ thaŶ pƌeǀeŶtiŶg it. 
 

QualitǇ AssuƌaŶĐe -  QualitǇ assuƌaŶĐe is aďout hoǁ a ďusiŶess ĐaŶ desigŶ the 
ǁaǇ a pƌoduĐt of seƌǀiĐe is pƌoduĐed oƌ deliǀeƌed to ŵiŶiŵise the ĐhaŶĐes that 
output ǁill ďe suď-staŶdaƌd. IŶ ƋualitǇ assuƌaŶĐe, theƌe is ŵoƌe eŵphasis oŶ 
'self-ĐheĐkiŶg' ďǇ eǀeƌǇoŶe, ƌatheƌ thaŶ ĐheĐkiŶg ďǇ iŶspeĐtoƌs. QualitǇ assuƌ-
aŶĐe ǁill likelǇ ďe ŵoƌe tiŵe ĐoŶsuŵiŶg foƌ the ǁoƌkeƌs aŶd eaĐh ǁoƌkeƌ ŵaǇ 
haǀe diffeƌeŶt staŶdaƌds theƌefoƌe iŵpaĐtiŶg oŶ the ĐoŶsisteŶĐǇ of e.g. pƌo-
duĐtioŶ, Đustoŵeƌ seƌǀiĐe etĐ. 

Ϯ.ϯ.ϰ - The Sales PƌoĐess 

PƌoduĐt KŶoǁledge - This is aŶ esseŶtial sakes skill. UŶdeƌstaŶdiŶg •the 
pƌoduĐts' featuƌes alloǁs the sales peƌsoŶ to pƌeseŶt theiƌ ďeŶefits 
aĐĐuƌatelǇ aŶd peƌsuasiǀelǇ. Custoŵeƌs ƌespoŶd to eŶthusiastiĐ sales staff 
ǁho aƌe passioŶate aďout theiƌ pƌoduĐts aŶd eageƌ to shaƌe the ďeŶefits 
ǁith theŵ. 
Speed aŶd effiĐieŶĐǇ of seƌǀiĐe - If Đustoŵeƌs ǀisit a fast food outlet theǇ 
eǆpeĐt: fast seƌǀiĐe aŶd the ĐoƌƌeĐt oƌdeƌ. MĐDoŶald s͛ has ŵade this theiƌ 
Đoƌe seƌǀiĐe stƌategǇ. 
Custoŵeƌ eŶgageŵeŶt  - (CEͿ is aŶ effeĐt, a ƌeaĐtioŶ, a ĐoŶŶeĐtioŶ, a 
ƌespoŶse aŶd/oƌ aŶ eǆpeƌieŶĐe of Đustoŵeƌs ǁith oŶe aŶotheƌ, ǁith a 
ĐoŵpaŶǇ oƌ a ďƌaŶd. The iŶitiatiǀe foƌ eŶgageŵeŶt ĐaŶ ďe 
eitheƌ ĐoŶsuŵeƌ- oƌ ĐoŵpaŶǇ-led aŶd the ŵediuŵ of eŶgageŵeŶt ĐaŶ ďe 
oŶ oƌ offliŶe. 
RespoŶses to Đustoŵeƌ feedďaĐk - all Đustoŵeƌ feedďaĐk is iŵpoƌtaŶt to 
a ďusiŶess – positiǀe oƌ Ŷegatiǀe as it ǁill help theŵ to pƌoǀide a ďetteƌ 
pƌoduĐt oƌ seƌǀiĐe iŶ the  futuƌe. Hoǁ a ďusiŶess ƌespoŶds to this 
feedďaĐk Đould ďe the diffeƌeŶĐe ďetǁeeŶ suĐĐess aŶd failuƌe. 
Post-sales seƌǀiĐe ;oƌ afteƌ-salesͿ - ƌefeƌs to ǀaƌious pƌoĐesses ǁhiĐh 
ŵake suƌe Đustoŵeƌs aƌe satisfied ǁith the pƌoduĐts aŶd seƌǀiĐes of the 
ďusiŶess. Eǆaŵples of this iŶĐlude: WaƌƌaŶties, Repaiƌs aŶd ŵaiŶteŶaŶĐe. 
 

The iŵpoƌtaŶĐe to a ďusiŶess of good Đustoŵeƌ seƌǀiĐe 

A ďusiŶess Ŷeeds to ŵake suƌe it gets its Đustoŵeƌ seƌǀiĐe ƌight . UŶhappǇ 
Đustoŵeƌs ǁill tell otheƌ poteŶtial Đustoŵeƌs aŶd ŵaǇ ͞put theŵ off .͟ 
HappǇ Đustoŵeƌs spƌead positiǀe ͚ǁoƌd of ŵouth͛ aŶd ďeĐoŵe 
adǀeƌtisiŶg foƌ Ǉouƌ ďusiŶess aŶd ŵaǇ Đoŵe ďaĐk to ďuǇ agaiŶ  
Pooƌ Đustoŵeƌ seƌǀiĐe  
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QualitǇ aŶd ĐoŶtƌolliŶg Đosts QualitǇ aŶd Coŵpetitiǀe AdǀaŶtage 

  A ďusiŶess ĐaŶ use ƋualitǇ to 
ďuild Đoŵpetitiǀe adǀaŶtage 
oǀeƌ theiƌ Đoŵpetitoƌs iŶ a ŵaƌ-
ket 

 QualitǇ ŵeaŶs:  
ϭ. DiffeƌeŶtiated pƌoduĐts 

Ϯ. MeetiŶg Đustoŵeƌ Ŷeeds 

ϯ. BuildiŶg a stƌoŶg ďƌaŶd iŵage 

ϰ. Pƌeŵiuŵ pƌiĐes ĐaŶ ďe Đhaƌged   



Ϯ.4.ϭ - BusiŶess CalĐulatioŶs 

Aǀerage Rate of ReturŶ, Gross Profit aŶd Net Profit 

Aǀerage Rate of ReturŶ—hoǁ ŵuĐh a ďusiŶess ǁill ŵake oƌ lose as a pƌopoƌtioŶ of the 
oƌigiŶal iŶǀestŵeŶt  
Step ϭ: CalĐulate the aǀerage aŶŶual profit =  

total profit / Ŷuŵďer of Ǉears 

Step Ϯ: CalĐulate the aǀerage rate of returŶ % =  
;aǀerage aŶŶual profit / Đost of iŶǀestŵeŶtͿ X ϭϬϬ 

The ďiggeƌ the aǀeƌage ƌate of ƌetuƌŶ ;%Ϳ the ŵoƌe suĐĐessful the iŶǀestŵeŶt  
Gross Profit—the pƌofit a ďusiŶess ŵakes afteƌ the Đosts of ŵakiŶg the pƌoduĐt ;Đosts 
of salesͿ has ďeeŶ takeŶ fƌoŵ the ƌeǀeŶue. Gross Profit =  
   ReǀeŶue - Costs of Sales  
Net Profit—the pƌofit a ďusiŶess ŵakes afteƌ all of the Đosts aŶd eǆpeŶses ;ǁages, 
salaƌies, ƌeŶt, ďillsͿ haǀe ďeeŶ takeŶ aǁaǇ fƌoŵ the ƌeǀeŶue. Net Profit:  
   Gross Profit - ;Other eǆpeŶses + iŶterestͿ  

Ϯ.4.ϭ - BusiŶess CalĐulatioŶs 

ProfitaďilitǇ Ratios 

Profit MargiŶs - Measuƌes hoǁ ŵuĐh out of eǀeƌǇ £ϭ a ďusiŶess ŵakes iŶ pƌofit  
Gross Profit MargiŶ ;%Ϳ =  
   ;gross profit / sales reǀeŶueͿ X ϭϬϬ  
Net Profit MargiŶ  ;%Ϳ =  
   ;Ŷet profit / sales reǀeŶueͿ X ϭϬϬ  
 

It is haƌd to saǇ if the ďusiŶess is peƌfoƌŵiŶg ǁell ďased just oŶ the pƌofitaďilitǇ ƌatios, 
Ǉou Ŷeed to kŶoǁ the tǇpe of ďusiŶess aŶd hoǁ loŶg it has ďeeŶ estaďlished to see if 
it’s a good oƌ pooƌ pƌofit ŵaƌgiŶ  

Ϯ.4.Ϯ - BusiŶess Data aŶd PerforŵaŶĐe 

BusiŶesses ĐolleĐt data aďout:  
 Coŵpetitoƌs’ fiŶaŶĐes  
 Custoŵeƌs  
 Sales  
 The ŵaƌket 
Data helps ďusiŶesses to ŵake deĐisioŶs aŶd justifǇ these 
deĐisioŶs.  
TǇpes of data used iŶ ďusiŶesses:  
 FiŶaŶĐial data—ďƌeak eǀeŶ, pƌofit ŵaƌgiŶs, Đash floǁ etĐ 

 MaƌketiŶg data - ŵaƌket ƌeseaƌĐh 

 Maƌket data - kŶoǁiŶg aďout Đoŵpetitoƌs  
FiŶaŶĐial Data LiŵitatioŶs:  
 Has to ďe Đoŵpaƌed agaiŶst a siŵilaƌ Đoŵpetitoƌ oƌ 

pƌeǀious Ǉeaƌ  
 CoŵpaƌiŶg is tough ďeĐause Ŷo tǁo ďusiŶesses aƌe eǆaĐtlǇ 

the saŵe  
 Lots of diffeƌeŶt ǀaƌiaďles ĐaŶ Đause fiŶaŶĐial ĐhaŶge to a 

ďusiŶess, ďoth iŶteƌŶal aŶd eǆteƌŶal ĐhaŶge  
 Does Ŷot iŶĐlude Ƌualitatiǀe data  
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Ϯ.ϱ.ϭ—CoŵŵuŶiĐatioŶ 

BusiŶesses Ŷeed to ĐoŵŵuŶiĐate iŶteƌŶallǇ aŶd eǆteƌŶallǇ ǁith all 
stakeholdeƌs.  
Baƌƌieƌs to effeĐtiǀe ĐoŵŵuŶiĐatioŶ:  
 Noise—people ĐaŶŶot ĐoŵŵuŶiĐate ǁheŶ it’s too ŶoisǇ iŶ 

the ďaĐkgƌouŶd 

 PersoŶal relatioŶships - eŵploǇees ǁill Ŷot ǁaŶt to Đoŵ-
ŵuŶiĐate if theǇ do Ŷot get aloŶg ǁith a peƌsoŶ  

 DistaŶĐe - loŶg distaŶĐe ŵakes it ĐhalleŶgiŶg to ĐoŵŵuŶi-
Đate faĐe-to-faĐe 

 JargoŶ ;teĐhŶiĐal laŶguageͿ - people ŵaǇ Ŷot uŶdeƌstaŶd 
speĐialist laŶguage  

Too ŵuĐh ĐoŵŵuŶiĐatioŶ Đauses… 

 IŶeffiĐieŶĐǇ ďeĐause it ǁastes tiŵe eŵploǇees Đould ďe 
geŶeƌatiŶg ƌeǀeŶue foƌ the ďusiŶess  

 CoŶfusioŶ oǀeƌ diffeƌeŶt issues if lots of people aƌe deliǀeƌ-
iŶg the saŵe ŵessage 

 DeŵotiǀatioŶ ďeĐause eŵploǇees aƌe oǀeƌǁhelŵed ďǇ all 
the iŶfoƌŵatioŶ 

Too little ĐoŵŵuŶiĐatioŶ Đauses:  
 IŶeffiĐieŶĐǇ ďeĐause eŵploǇees ŵaǇ Ŷot ƌeĐeiǀe iŵpoƌtaŶt 

ŵessages aďout tasks theǇ should ďe ĐoŵpletiŶg  
 DeŵotiǀatioŶ ďeĐause theǇ ŵaǇ ďe aŶŶoǇed that a laĐk of 

ĐoŵŵuŶiĐatioŶ is ĐausiŶg theŵ Ŷot to Đoŵplete theiƌ joď 
pƌopeƌlǇ  

Ϯ.ϱ.ϭ—OrgaŶisatioŶal StruĐtures 

OrgaŶisatioŶal StruĐture - hoǁ eŵploǇees aƌe oƌgaŶised ǁithiŶ the ďusiŶess.  
BusiŶesses haǀe laǇeƌs iŶ theiƌ stƌuĐtuƌe, these aƌe ŶoƌŵallǇ:  
 DiƌeĐtoƌs - ŵaŶage the stƌategǇ  
 SeŶioƌ ŵaŶageƌs - iŵpleŵeŶt the diƌeĐtoƌs’ stƌategǇ  
 Supeƌǀisoƌs - ŵaŶage sŵall teaŵs uŶdeƌ the ŵaŶageƌs 

 OpeƌatioŶal staff -  Ŷot ƌespoŶsiďle foƌ aŶǇ staff aŶd ĐaƌƌǇ out tasks giǀeŶ ďǇ 
supeƌǀisoƌs aŶd ŵaŶageƌs  

ChaiŶ of ĐoŵŵaŶd - liŶk fƌoŵ the diƌeĐtoƌs to the opeƌatioŶal staff  
SpaŶ of ĐoŶtrol - the Ŷuŵďeƌ of eŵploǇees ǁho ƌepoƌt to oŶe ŵaŶageƌ oƌ supeƌǀisoƌ  

HierarĐhiĐal StruĐture  
 LoŶg ĐhaiŶ of ĐoŵŵaŶd  
 Moƌe laǇeƌs  
 CoŵŵuŶiĐatioŶ diffiĐult aŶd sloǁ 

 Naƌƌoǁ spaŶ of ĐoŶtƌol  
Flat StruĐture  
 Shoƌt ĐhaiŶ of ĐoŵŵaŶd  
 Wide spaŶ of ĐoŶtƌol  
 Feǁeƌ laǇeƌs 

CeŶtralised StruĐture  - ǁheŶ deĐisioŶs aƌe ŵade ďǇ oŶe oƌ a feǁ ŵaŶageƌs 

 DeĐisioŶs aƌe ŵade ďǇ people ǁho see the ǁhole ďusiŶess  
 SeŶioƌ ŵaŶageƌs usuallǇ haǀe lots of eǆpeƌieŶĐe  
 CoŵŵuŶiĐatioŶ ĐaŶ take a loŶg tiŵe to filteƌ doǁŶ the ĐhaiŶ of ĐoŵŵaŶd 

DeĐeŶtralised StruĐture - authoƌitǇ is shaƌed ďetǁeeŶ all eŵploǇees  
 EŵploǇees ĐaŶ ŵake deĐisioŶs stƌaight aǁaǇ that affeĐt theŵ  
 AuthoƌitǇ is shaƌed out ǁhiĐh ĐaŶ eŵpoǁeƌ aŶd ŵotiǀate eŵploǇees  
 IŶĐoŶsisteŶĐies ĐaŶ eǆist iŶ the ďusiŶess ǁheŶ deĐisioŶs aƌe diffeƌeŶt  
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Ϯ.ϱ.Ϯ– EffeĐtiǀe ReĐruitŵeŶt 

ReĐruitŵeŶt - the pƌoĐess a ďusiŶess goes thƌough to ďƌiŶg iŶ Ŷeǁ eŵploǇees 

CaŶdidate  - a peƌsoŶ ǁho is applǇiŶg foƌ a joď iŶ a ďusiŶess  
ReĐruitŵeŶt ProĐess:  
ϭ. Joď AŶalǇsis - the ďusiŶess looks at the joď ƌole iŶ gƌeat detail  
Ϯ. Joď DesĐriptioŶ - doĐuŵeŶt that iŶĐludes the ŵaiŶ duties, liŶe ŵaŶageƌ, 

loĐatioŶ of joď aŶd ǁage  
Ϯ. PersoŶ SpeĐifiĐatioŶ -  Lists the skills, eǆpeƌieŶĐe, ƋualifiĐatioŶs aŶd 

ĐhaƌaĐteƌistiĐs of the ideal peƌsoŶ foƌ the joď  
ϯ. Joď Adǀertised - eitheƌ iŶterŶallǇ ;iŶside the ďusiŶessͿ oƌ eǆterŶallǇ 

;outside the ďusiŶessͿ. CaŶdidates applǇ ǁith theiƌ CV ;suŵŵaƌǇ of a 
ĐaŶdidate’s eǆpeƌieŶĐe, skills aŶd ƋualifiĐatioŶsͿ aŶd appliĐatioŶ forŵ 
;ŵade ďǇ the ďusiŶess aŶd asks foƌ the iŶfoƌŵatioŶ the ďusiŶess ŶeedsͿ 

ϰ. ShortlistiŶg  - oŶĐe ĐaŶdidates haǀe applied to the joď, theǇ aƌe Đoŵ-
paƌed to the Đƌiteƌia oŶ the peƌsoŶ speĐifiĐatioŶ  

ϱ. IŶterǀieǁs - shoƌtlisted ĐaŶdidates aƌe iŶteƌǀieǁed  
ϲ. Joď Offer - the joď is offeƌed to the ŵost suitaďle ĐaŶdidate  

Ϯ.ϱ.ϭ—DiffereŶt WaǇs of WorkiŶg 

CoŶtraĐt of EŵploǇŵeŶt - a legal agƌeeŵeŶt ďetǁeeŶ the eŵploǇee aŶd 
the eŵploǇeƌ. The ĐoŶtƌaĐt states:  
 WoƌkiŶg houƌs 

 LoĐatioŶ  
 ReŵuŶeƌatioŶ ;paǇͿ 
Full-Tiŵe/Part-Tiŵe 

 Full tiŵe houƌs = ϯϳ.ϱ houƌs peƌ ǁeek ;appƌoǆiŵatelǇͿ  
 People ǁoƌk paƌt-tiŵe to speŶd tiŵe ǁith faŵilǇ oƌ foƌ otheƌ 

iŶteƌests  
 Paƌt-tiŵe staff aƌe useful if theƌe is oŶlǇ a liŵited aŵouŶt of ǁoƌk 

iŶ the ďusiŶess  
Fleǆiďle Hours  
 WheŶ eŵploǇees haǀe soŵe iŶflueŶĐe oǀeƌ the houƌs aŶd 

loĐatioŶ theǇ ǁoƌk. Foƌ eǆaŵple:  
 WoƌkiŶg theiƌ ϯϳ.ϱ houƌs oǀeƌ ϰ daǇs, Ŷot ϱ  
 WoƌkiŶg fƌoŵ hoŵe foƌ ϭ daǇ peƌ ǁeek 

 StaƌtiŶg lateƌ aŶd fiŶishiŶg lateƌ 

 Zeƌo houƌ ĐoŶtƌaĐts: ǁheŶ eŵploǇees to do Ŷot haǀe aŶǇ 
ĐoŶtƌaĐted houƌs so theǇ eŵploǇeƌ aŶd eŵploǇee Đhoose if aŶd 
ǁheŶ theǇ ǁoƌk oŶ a ǁeeklǇ ďasis 

PerŵaŶeŶt eŵploǇŵeŶt - the eŵploǇee ǁill staǇ at the ďusiŶess, 
uŶless:  
 TheǇ leaǀe  
 TheǇ aƌe disŵissed  
 TheǇ aƌe ŵade ƌeduŶdaŶt  
TeŵporarǇ eŵploǇŵeŶt - the eŵploǇee staǇs at the ďusiŶess foƌ a fiǆed 
peƌiod of tiŵe ;suĐh as ϭϮ ŵoŶthsͿ  
FreelaŶĐe eŵploǇŵeŶt -  a self-eŵploǇed peƌsoŶ is ƌeĐƌuited ďǇ a 
ďusiŶess to ǁoƌk oŶ a ǀeƌǇ speĐifiĐ joď oƌ pƌojeĐt oǀeƌ a fiǆed peƌiod of 

IŶterŶal ReĐruitŵeŶt EǆterŶal ReĐruitŵeŶt 

ReĐƌuitiŶg ĐuƌƌeŶt eŵploǇees  
 Cheapeƌ  
 QuiĐkeƌ  
 AlƌeadǇ haǀe kŶoǁledge of 

ďusiŶess  
BUT… 

 No Ŷeǁ ideas  
 Could haǀe ďad haďits  
 Leaǀes a pƌeǀious ǀaĐaŶĐǇ to fill  

ReĐƌuitiŶg fƌoŵ outside the ďusiŶess  
 Adǀeƌt seeŶ ďǇ lots of people  
 Lots of appliĐaŶts  
 Neǁ ideas  
BUT… 

 Takes a loŶg tiŵe  
 EǆpeŶsiǀe  

VaĐaŶĐies Đould ďe adǀeƌtised ǀia iŶ-
teƌŶal eŵail oƌ oŶ a ŶotiĐe ďoaƌd  

VaĐaŶĐies Đould ďe adǀeƌtised iŶ loĐal 
aŶd ŶatioŶal pƌess, joď ĐeŶtƌes, joď 
ǁeďsites, soĐial ŵedia  
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Ϯ.ϱ.ϰ—MotiǀatioŶ 

BusiŶesses Ŷeed ŵotiǀated staff ďeĐause:  
 Motiǀated staff aƌe ŵoƌe pƌoduĐtiǀe  
 TheǇ aƌe ŵoƌe likelǇ to staǇ at the ďusiŶess  so ƌeduĐes ƌeĐƌuitŵeŶt Đosts 

 AttƌaĐts Ŷeǁ eŵploǇees to the ďusiŶess  
Methods of ŵotiǀatioŶ:  

IŶforŵal TraiŶiŶg / OŶ-the-

joď traiŶiŶg  
Forŵal TraiŶiŶg / Off-the-joď 
traiŶiŶg 

 TƌaiŶiŶg is deliǀeƌed ďǇ 
otheƌ eŵploǇees at the 
ǁoƌkplaĐe 

 Cheapeƌ ďeĐause 
eŵploǇees leaƌŶ aŶd 
ǁoƌk  

 Bad haďits ĐaŶ ďe 

 TƌaiŶiŶg is deliǀeƌed ďǇ 
eǆpeƌts oƌ speĐialists 
outside of the 
ǁoƌkplaĐe 

 EǆpeŶsiǀe  
 Higheƌ ƋualitǇ ďeĐause 

it’s taught ďǇ eǆpeƌts 

Ϯ.ϱ.ϯ—EffeĐtiǀe TraiŶiŶg 

TraiŶiŶg - GiǀiŶg eŵploǇees the skills aŶd kŶoǁledge to do theiƌ 
joďs effeĐtiǀelǇ  
EŵploǇees ŵaǇ Ŷeed tƌaiŶiŶg ďeĐause:  
 The ďusiŶess iŶtƌoduĐed Ŷeǁ teĐhŶologǇ  
 To deǀelop theiƌ skills  
 The ďusiŶess has Ŷeǁ pƌoĐesses  
 

 

 

 

 

 

 

 

 

BeŶefits of tƌaiŶiŶg the ǁoƌkfoƌĐe:  
 Makes staff ŵoƌe pƌoduĐtiǀe  
 Staff staǇ up to date ǁith ĐhaŶges iŶ the ďusiŶess  
 Staff aƌe ŵoƌe ŵotiǀated  
 EŶĐouƌages staff ƌeteŶtioŶ  

Ϯ.ϱ.ϯ - PerforŵaŶĐe Reǀieǁs 

PerforŵaŶĐe Reǀieǁ - ǁheŶ a ďusiŶess sets eŵploǇees taƌgets aŶd assesses the eŵploǇee’s peƌfoƌŵaŶĐe iŶ the ďusiŶess 

 MaŶageƌ aŶd eŵploǇee agƌee taƌgets  
 EŵploǇee is giǀeŶ suppoƌt to ŵeet taƌgets  
 PeƌfoƌŵaŶĐe agaiŶst taƌgets is ƌeǀieǁed  
 EŵploǇees aƌe offeƌed fuƌtheƌ tƌaiŶiŶg, pƌoŵotioŶs oƌ paǇ ƌises  
 PƌoĐess staƌts agaiŶ!  

FiŶaŶĐial Motiǀators  NoŶ-FiŶaŶĐial Motiǀators  
Wages ;peƌ houƌͿ oƌ SalarǇ ;fiǆedͿ Joď rotatioŶ - ŵoǀiŶg the eŵploǇee 

aƌouŶd the ďusiŶess so theǇ Đoŵplete lots 
of diffeƌeŶt tasks 

CoŵŵissioŶ - staff eaƌŶ peƌ pƌoduĐt theǇ 
sell 

Joď EŶriĐhŵeŶt - GiǀiŶg aŶ eŵploǇee 
ŵoƌe ƌespoŶsiďilitǇ iŶ the ďusiŶess  

BoŶus - eǆtƌa luŵp suŵ ǁheŶ aŶ 
eŵploǇee ŵeets taƌgets 

FriŶge BeŶefit - Ŷot paƌt of aŶ eŵploǇees 
ŵaiŶ iŶĐoŵe, suĐh as a Đaƌ oƌ staff 
disĐouŶt 

AutoŶoŵǇ - giǀiŶg eŵploǇees fƌeedoŵ to 
ŵake theiƌ oǁŶ deĐisioŶs 

ProŵotioŶ - AŶ eŵploǇee is giǀeŶ ŵoƌe 
ƌespoŶsiďilitǇ aŶd paid ŵoƌe foƌ this 
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