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Targeting and segmenting the market 
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Why segment a market? 
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4Ps of the marketing mix 
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Factors influencing the choice of marketing method 

Trust, reputation and loyalty 

1 Is the marketing method appropriate for 

the product and brand image? 

The marketing method should reflect the brand image.  For example a luxury car mak-

er will advertise in high end magazines and not a newspaper.  If the advertising meth-

od is not appropriate, it devalues the brand meaning sales may reduce. 

2 Cost of the marketing method Enterprises with little funds need to choose wisely what to spend their money on.  A 

new start-up dog walking business is not realistically going to advertise on local radio 

because of the high cost.  They are more likely to use flyers and target local market 

segments. 

3 Competitors activities—what are 

they doing? 

An enterprise is likely to see what advertising and promotion their competition are 

doing.  If their competitor is spending lots on advertising then this could mean they 

attract your customers.  The impact of this might be lower sales for your enterprise. 

4 Experience of the entrepreneur You may be a skilled and knowledgeable entrepreneur and know  your customers well.  

Put time into this will help your reputation and encourages positive word of mouth 

recommendations.  This can encourage more local people to buy from you. 

5 Speed and accessibility of the infor-

mation—how easy will customers see it? 

An entrepreneur will want to push their advertising and promotion quickly to their 

customers and so speed will be a key benefit.  Digital media and using social media is 

one method an entrepreneur can use to push advertising. 

Being environmentally Friendly 

An enterprise might want to adopt practices that are environ-

mentally friendly like reducing plastic (e.g. fast food outlets of 

stopped using single use plastic straws).   

This shows social responsibility as the enterprise is taking re-

sponsibility for their actions.  Doing this will appeal to some 

market segments and might influence some potential custom-

ers to buy the goods or services. 

 Improving Customer Service 

Customer service is when a business provides help, support or 

advice to the people that buy the goods or services.   

Good customer service helps keep the brand strong and cus-

tomers are more likely to make repeat purchases. 

Poor customer service can damage the brand and will lead to 

higher levels of complaints and a lack of trust. 

   

Rejecting Unethical Practice 

An enterprise is most wanting to be seen to do the right 

things.  As a result, they are likely to reject unethical practices 

because using them can damage the brand and perception 

people have. 

For example, using children to promote sugary drinks might be 

considered unethical and this could cause some customers to 

stop buying the brand. 

 Helping the Community 

Lots of enterprises try to improve their reputation by getting 

involved in their communities through sponsorship, donations 

and prizes. 

This helps the enterprise because their brand is seen as sup-

porting local people.  This will boost the brand image and can 

help attract potential customers because of this social connec-

tion.  More customers means higher sales. 

Reputation is important to an enterprise when the enterprise is trying to attract customers and keep existing customer returning.  

When this happens, sales usually increase meaning revenue increases and the enterprise will more likely make a profit. 

 

To improve its reputation, an enterprise may engage in these four practices to try and attract customers 
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Financial Documents 
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Payment Methods 
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Revenue and Costs 
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Terminology in Financial Statements 

Turnover (net sales)   The revenue (money) the enterprise gets from selling your prod-

ucts/services 

Cost of sales (cost of 

goods sold)  

How much the enterprise spent on producing the product/service 
(including raw materials, delivery etc) 

Gross profit  

= Revenue – Cost of 
Sales.  

Gross Profit is the amount of profit the enterprise makes from sell-

ing products/services, not including any fixed costs.  

Expenses – anything the enterprise spends money on 

Net profit  

= Gross Profit – Ex-

penditure.  

Net Profit is the amount of profit the enterprise makes from selling 
products/services, after taking off all expenses. 

Retained profit  profit the enterprise chose to keep from last year’s work, this could 

be reinvested in the business to expand. 

Fixed assets  something worth money, owned by the enterprise, that they will be 

using for more than one year e.g. premises, vehicle, equipment 

Current assets  something worth money, owned by the enterprise, that they will 

have for less than one year e.g. cash in the bank, stock (they will 

sell) 

Current liabilities  debts the enterprise will pay off in less than one year e.g. trade 

credit, credit card 

Long-term liabilities  debts the enterprise will have for more than one year e.g. mortgage 

Debtors – someone the enterprise is waiting to collect money from e.g. cus-
tomers who have not yet paid their invoice 

Capital  money available to invest in the business usually to buy equipment 
to start the business or big one off items 

Creditors  someone the enterprise owes money to e.g. a supplier that has not 

been paid yet 

Net current assets  Current assets minus current liabilities 
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Financial Statements 
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Profitability and Liquidity 
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Budgeting and Cash flow 
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Break Even Analysis 
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Sources of business finance 


