The Business Plan is your navigational system to Entrepreneurial Success. You will need an effective and efficient business plan to understand your business and obtain start-up capital. Your business plan provides you with important insight about the cost of your business and a realistic picture of future success.
 Business Plan =  

a.   document that describes a new business.                          b.  shows the start-up and growth of a new business.  

c.  complete and detailed picture of the business.
Business Plan Development – Class Activity
Now that you are familiar with “promotion”, you can apply these concepts to your product and the business plan you will develop.

1. Write a detailed description of your product.
2. Identify your competition.
3. Describe your competitive advantage.
4. Define your market niche.
5. Describe how your product will be segmented. (Provide examples of psychographics, demographics, life-state, life-style, and belief & value systems).

6. Describe how you will conduct competitive intelligence.

7. Describe how you will use the 80/20 in detail.

Marketing - Thinking Map






4 P’s of Marketing = Promotion, Price, Production, Place

PRICE:

  Price(Retail Price) = the amount set by businesses to charge their customers.  Also known as cost + markup.

Price (Retail Price)= impacts business in 2 ways:

a. Financial decision that ensures costs are covered & profits are made.

b. Marketing strategy that affects the customer’s motivation (discounts, free, laziness, vanity) to buy.
       Markup = is the amount added to the cost of an item to cover expenses and 

        ensure a profit.

 
Example: 
$5 (cost ) + $2 (markup) =  $7 (price)

 $7 (price) - $2(markup)= $5(cost)

$7 (price) - $5 (cost) = $2(markup)

  Non-Price Factors=  quality, service, convenience and reputation.

Profit = the money left over after all expenses of running a business have been deducted from the income.

Markdown = the amount that is subtracted from the retail price to give the consumer the impression of a discount.
“PRICING STRATEGY” – Class work Activity
You are opening a new skate shop, ALL THAT SKATE, and you need to decide how to price your products to make a profit.

1. You have your invoice and you plan to use 100% markup of cost of each item.  To give your customer the impression that they are getting a discount, you take one cent off of the calculated price.  Complete the chart by calculating the mark up and retail price of each item. 

100% Mark Up

	Item
	Cost
	Mark up
	Retail Price

	Basic Skateboard
	$20.50
	
	

	Customized Skateboard
	$40.00
	
	

	Skate T-Shirt
	$13.50
	
	

	Skate Shorts
	$17.00
	
	

	Helmet
	$65.00
	
	

	Knee pads
	$32.50
	
	

	Elbow pads
	$27.50
	
	


2. Four weeks later, much of your inventory in still on the shelves so you decide to have a 15% mark down. Complete the chart by using the retail price to calculate the mark down and sales price of each item. 

15% Mark Down

	Item
	Retail Price
	Mark Down
	Sales Price

	Basic Skateboard
	
	
	

	Customized Skateboard
	
	
	

	Skate T-Shirt
	
	
	

	Skate Shorts
	
	
	

	Helmet
	
	
	

	Knee pads
	
	
	

	Elbow pads
	
	
	


  3.  Two weeks later, the inventory is still on the shelves and you decide to have a 25% markdown.  Complete the chart by using the retail price to calculate the mark down and sales price of each item. 

25% Mark Down

	Item
	Retail Price
	Mark Down
	Sales Price

	Basic Skateboard
	
	
	

	Customized Skateboard
	
	
	

	Skate T-Shirt
	
	
	

	Skate Shorts
	
	
	

	Helmet
	
	
	

	Knee pads
	
	
	

	Elbow pads
	
	
	


Answer the following questions:

1.
How is “All That Skate” using psychographics to sell their products?

2.
How does price impact “All that Skate’s” products?

3.
What have you learned about being a savvy consumer?
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