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Introduction
Keith will be your guide for this
session.

Aims

Business Basics is a course for budding
entrepreneurs, and early stage startups
heading to the next level. We help and
support you to fully to validate and
explore your business idea or grow your
business successfully.

Keith

WHAT WILL WE COVER TODAY?

The Following:

Advice for setting up a new business
Sales and Marketing strategies that work
Finance - cashflow forecasting and why it’s so important
Setting up a simple ‘system’ to get you started. We give you the 4 most
critical areas to concentrate on
Building a tribe and why it’s so important
Using technology in your business
Creating a business plan with the Business Model Canvas (BMC)
Business development advice
Happy
Customers...
it's what we
all want.

Are you ready?

Let's Begin!

Creating a sales
and marketing
strategy
Sales and marketing are the beating heart of
any new business, for a business to be
successful it needs to be innovative at
marketing and effective at selling.
When it comes to starting a business, this
means thinking about preparing your product
or service for sale, how you plan to go to the
market and what channels and systems will be
employed to reach and close customers.

Once you have a product or service ready to
be sold, you need to start packaging it for the
market, this means considering
differentiation, positioning and pricing

Positioning your
offer

Positioning is all about identifying your
product’s/service’s key attributes and how you
are going to communicate them to the
customer.
It is about defining who you are and what you
are offering in a way that resonates with your
prospective customer.

Differentiating your offering from your
competitors is all about identifying and
showing your USPs (Unique Selling Points).
This means thinking about where you offer
superior functionality and value over your
competitors and how you can communicate
this through your marketing message

Setting price at the
right level
Pricing a product or service is tricky, it is often
unclear for new entries into a market what
pricing strategies you should implement, so
here are few ways that will help you to
calculate a fair price.
Once you’ve done your research and pricing
analysis, it comes down to what you think the
market will bear combined with what you want
to make per unit or per hour for any product or
service respectively.

Work out your costs per unit
Work out the profit margin you will be making
per unit/per hour
Gather pricing information on your
competitors’ products or services
Find out what your customer is willing to pay

Choosing a route to
market
Once you are ready to go to market, you need
to figure how you will get there.

This means choosing the best route to
market; this could be online, through fixed
retail, wholesale, even selling through a third
party or a mix

Selling online

Selling online could be in the form of an online
shop or a subscription software platform
(SAAS).
The internet offers small businesses complete
control over their route to market.

Many new businesses will choose to sell
directly to their customers through the web
as it provides fantastically low overheads
with little required investment compared to
starting a physical business location

Selling via a retail
shop
A retail store is a public place where customers
can go and purchase from your business
directly.
Retail stores give you a guaranteed audience of
passing customers depending on the site.

This type of sales route is perfect for highvolume product-based businesses, but it
also works for services, i.e. travel agents,
insurers…

Selecting
marketing
channels
Email remains the core way people and
businesses communicate online.
Thus, email marketing (reaching potential
customers via email) is one of the primary
marketing channels for generating customers
and sales.

This type of marketing could be done
through newsletters or sales emails, and it is
one of the online marketing channels
available with the highest return on
investment

Online advertising
Pay per click (PPC) advertising is one of the
most popular forms of online marketing.
It typically involves using paid display and
search advertising via Google and other
networks to reach potential buyers and drive
them to your website or landing page.
If PPC campaigns are well targeted and
managed, it can be a highly efficient and
reliable method of generating business.

It is important to note that social media and
Facebook advertising also now accounts for a
huge amount of marketing budgets for many
businesses

Social media
marketing
Social media is one of the newest and best
ways to reach potential customers.
Whether it is Facebook, Instagram, YouTube,
LinkedIn or others, there is a range of social
media platforms that are useful for effectively
targeting and reaching your ideal customers.
Some facts about Facebook:

It is time-consuming to build and maintain an
account, but in the long term it has proven to
generate a significant return on investment
for many brands

Content creation

Written content can be an excellent way to
reach customers via online search.
If you have access to a good writer and your
business is primarily online, one of the best and
cost-effective ways to reach your customers is
through organic search.

Out of all forms of online promotion, natural
search traffic is the highest converting
regarding sales, it is particularly useful for
promoting your website to potential
customers

Thats It!

Have a great
day and
keep
learning.

I hope this has given you valuable insight into why you
should always treat your marketing with care and
attention as it's easy to spend a lot of time on the
wrong things.

Contact Jo Blackburn at jo@teguk.co.uk

