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	In the Market Research module you established that there is a market for the product or service which you intend to offer.  But there will be no business without actual customers.  It is customers who produce the income for your business.  That may seem a statement of the obvious but too often would be owners of a start up business will think more of the trappings of the business than they do of the lifeblood of the business–customers.
The way you find customers will depend upon the type of business it is, your skills and the start up funds you have available.  Here are some strategies you could follow:
· Friends/family–obviously cannot be relied upon to sustain the business in the longer term but could provide a useful start.

· Contacts–any useful trade contacts you have or potential customers to whom you have already spoken.

· Marketing materials–leaflets/flyers/letterheads/cards etc. At what cost and where would they be distributed?
· Sales letters–will you be selling to other businesses? You may be writing to introduce yourself and follow up by telephone.
· Advertising–where and at what cost?  Do not think that advertising is bound to produce customers but it might help.

· Internet–is a website essential for your business or just a ‘nice to have’?
· Portfolio–you may wish to illustrate your competency to prospective customers by compiling a portfolio of recent (even unpaid) work undertaken.

And there will be others.

ACTIVITY

1. Develop a Marketing Strategy for your business.  Consider what unique selling point you may have and how it can be exploited.

2. Design and cost/produce your marketing materials

3. Use these materials to approach customers and follow up all enquiries.

The anticipated time for this activity is between 30 and 50 hours.
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