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Receiving Feedback
from an Audience
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Choose an idea and produce a

plan for a micro-enterprise

Measuring
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success of
an
enterprise

Aims of a Micro-
Enterprise
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STARTING
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How and why enterprises

and entrepreneurs are
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Types &
Characteristics of
SME’s

successful
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Learning Aim C
Understand outcomes of
situational analysis and their

affect

Underslanding
Competitors

~SME..

[ Entrepreneurs

Communication
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Produce a plan for the micro

requirements
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Secondary Research

Using Market
Research to
understand

customer needs

Customer Need
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What is an Enterprise?

The purpose of Enterprises

Customer Service

Qualitative &
Quantitative
Research

Learning Aim B
Customer needs and behaviour

through market research




